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else or ask a different question. If you want to get
the most for your question, begin with “how”
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To be politically correct, now we would say no person
is an island and no person stands alone, at least, not
anyone who wants to gain information.

There is value to be acquired from listening to
anyone, butifyouareinahurry, pickthe people thatyou
choose to listen to. Select someone that has achieved
what you want to accomplish, someone whom you
admire, or someone who intrigues you. Listening to a
person is one of the highest compliments that you can
give to an individual. Most will give you some of their
time when they see how much you value it.

Educate. Educate yourself through reading,
attending training, or experiencing new opportunities.
In 2008, knowledge is just a click away on your
keyboard. Along with educating yourself is the
necessity to evaluate the information that you are
gathering. Information is just data and some of it is
erroneous. Sometimes we keep ourselves so busy that
we fail to replenish our sources of knowledge. Search
for information and put it in a reading file to look over
when you have some down time.

Education can be formal, such as obtaining a
degree or an advanced degree. It can be selecting
courses for non-credit that fit your niche. Education
can also be informal. A self-made leader has the natural
ability to encourage others to reach their potential.
However you choose to do it, obtain knowledge
through education.

Ask questions. After listening and educating
yourself, being willing to put yourself on the line by
asking questions isimportant. Sometimes you may not
get the answer, or you may be ignored. Ask someone

responses informative rather than opinionated.
Ensure that your feedback contains information
for verification.

Nibble. Ah! Nibbling is the act of taking a
gentle bite and doing this repeatedly. Take this
last step in the learning process to test your
new knowledge. Don't bite off more than you
can chew. Some have said that a little bit of
knowledge is a dangerous thing. Rather, take
your new learning and try it out a little. Keep at
it. It may take longer, but nibbling a steak will get
the job done and it will be digested better.

Listen. Educate. Ask Questions. Respond.
Nibble. When you follow this process, you will
LEARN. When you learn, you will earn. You will
earn the respect of others, and most importantly,
you will earn respect from yourself. You will also
have the ability to earn positions of responsibility
and the satisfaction and wealth that accompany.
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What Our Clients Are Saying

"Thanks again for another productive session
today. I always feel | can conquer anything

in my path after we meet. My sword of
communication is always sharpened! | feel
empowered. Thank you again for doing the
job you love and doing it so well. | am growing
and wanted to pass that feedback to you, my
gardener!"

Andrea Irvin in Chattanooga, TN
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-Looking Forward

Our next issue will focus on
Body I.M.

~Looking Back

You might also be interested
in our Market Trends or read
other previous issues of The
Exchange.

“In today’s knowledge-
based economy, what you
earn depends on what
you learn. Jobs in the
information technology
sector, for example, pay
85 percent more than the
private sector average.”

Bill Clinton


http://www.talklisten.com/newsletters/2008/june/
http://www.talklisten.com/newsletters/
http://www.talklisten.com/newsletters/

@@TLQ TALK LISTEN COMMUNICATE

For Permanent & Positive Change

You're Worth the Investment
Vincent Ivan Phipps

Clients often ask me, “How much does it cost to receive
presentation coaching?” | tell them, “Regardless of the
cost of coaching, it is more expensive for you and your
organization if you give presentations without proper
training.”

As seasoned professionals, most of us are
experienced in giving presentations. Experienced?
That means we do it well, right? Wrong! Experienced
just means we have done it. Experience could even
mean that you have been doing it wrong for a long
time. Presentation coaching does not just provide
experience. Presentation coaching provides something
more important: skill!

This month's theme is Learn-Earn-or-Burn. Simply
put, either improve on how you present in order to
advance your career or burn out and burn away into
an abyss of professional vapor.

| deliver presentations daily. Some are one-on-
one, some are to small groups, and some are to large
groups. It is flattering to hear how much others enjoy
my presentation style. Those who have seen me
prepare, ask why | review my own presentations. They
ask me why | spend so much time in my organization
and development since | deliver presentations so
often. | tell them, “The same reason | rarely have car
trouble: | keep inspecting my car!”

A presentation coach is your presentation
mechanic. An exceptional coach can tell you what
you are doing well in your delivery and, even more
importantly, provide effective tips and techniques on
how to improve.

Here are seven steps to the coaching process that
we use at TLC to improve presentation skills:

» Identify and resolve the fears associated with

delivering presentations or public speaking.

» Understand the effects of how our body
language impacts our presentations.

» Speak with the proper tone of voice and use it
to deliver more meaningful messages.

» Prepare your content in an effective method
to make presenting and comprehension more
applicable.

» Handle questions and answers with more
confidence and professionalism.

» Practice to accomplish presentation goals and
adapt to different audiences.

» Evaluate the results to critique areas of needed
improvement and ensure continuation of what
was done well.

Mary Walker was a former slave who at the age
of 117 learned how to read and write. Someone
provided her books. Someone gave her paper
upon which to write. Someone helped by
keeping her secrets of wanting to be more than a
slave away from those who could hurt her. Mary
Walker was smart enough to accept the assistance
of those who could help. This enabled her to get
to where she wanted to go faster. Regardless of
the obstacles, seek the assistance of those who
can help you. Begin with calling a professional
coach!

If you want to further develop your
presentation skills, contact us: 423-622-TALK or
tc@talklisten.com <

TLC Training in Dalton GA
July 25, 2008

TLC will be conducting two workshops on July
25th in Dalton, GA. If you are in the area, we
hope you can join us for one or both of these
communication skills learning opportunities.

8:30a.m. - 12:00 p.m.

Treat Other People the Way They Want to
be Treated: Customized Communication for
Customer Service

Adapt Your People Skills and Customer/
Employee Approaches to Build Rapport.

Overview:

Successful interactions with your customers
will be determined by how well you can adapt
to their communication styles. This workshop
teaches you about yourself, how to recognize the
behavioral styles of your customers, and how to
adapt.

Learn how to:
» Recognize the communication styles of
your customers.
» Understand more about your own
strengths and weaknesses.
» Adapt what you say based on the
customer’s communication style.

1:00 p.m. - 4:30 p.m.

Listen More Than You Talk

Improve the Most Important and Least Trained
Communication Skill.

continued on page 3
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Quick Tips

v" Adapt your message based
upon the listening style of the
receiver.

v’ Invest in yourself and your
career.

v"When you receive training,
immediately put 2 changes
that you learned into action.

“No man is an island,
entire of itself; every man
is a piece of the continent,
a part of the main. If a
clod be washed away by
the sea, Europe is the less,
as well as if a promontory
were, as well as if a manor
of thy friend’s or of thine
own were: any man’s death
diminishes me, because I
am involved in mankind,
and therefore never send
to know for whom the

bell tolls; it tolls for thee
(Devotions upon Emergent
Occasions, #17).”

John Donne

“We need to make a game
out of earning money.
There is so much good

we can do with money.
Without it, we are bound
and shackled and our
choices become limited.”

Bob Proctor

“Anyone who lives within
their means suffers from a
lack of imagination.”

Oscar Wilde
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continued from page 2

Overview

Managers spend 40% of their average working
day listening. If you are being paid almost half of
your salary to listen, are you being overpaid? Score
how well you listen for emotions (nonverbal content).
Discover what you need to do to master your listening
by understanding each of the listening dynamics.

You will:
» Obtain measurable results of how well you
listen by taking a listening test!
» Learn TLC's five rules for asking better
questions.
» Understand the three levels of listening and
the techniques associated with improvement.

Facilitated by: Vincent Ivan Phipps, BS Speech/
Language Communication. As an eleven-year Senior
Communication Coach, he is an award winning
international trainer and speaker. His presentation
philosophy is, "If I can get you to laugh, then | can
get you listen. If I can get you to listen, | can help you

"

improve. " <

You Can Catch More Flies with Honey

than with Vinegar
Therese Padgett

According to the New Dictionary of Cultural Literacy,
Third Edition, 2002, this age old adage means “you
can win people to your side more easily by gentle
persuasion and flattery than by hostile confrontation.”
Allow me to give you a personal example of how this
applies to our theme this month, “Learn and Earn or
Burn.”

The Missions and Outreach Commission of
my local church is in the process of convincing
our congregation to become what is known as an
EarthChurch in its approach to stewardship of the
environment. The commission itself is totally dedicated
to this mission and very well informed. Sometimes,
though, we forget that everyone else has not yet been
so well educated.

Skipping over the important step of education
caused me to step on someone’s feelings several
weeks ago. This person was so hurt that she almost left
the church. To my surprise, last Sunday, as | entered the
building, this same lady greeted me warmly, hugged
my neck and announced that she had decided that
the Hospitality Committee would be using china
plates, real glassware and cloth napkins from now on

instead of the paper products that had aroused
our original confrontation. What in the world had
happened during the interim?

First, as soon as | heard that she was upset
with me, | picked up the phone and called her
to apologize. To begin with, she was unwilling to
accept my apology. Instead, she wanted to vent,
and vent she did - for forty-five long minutes!
| could very easily have cut her short with an
explanation and justification of my behavior,
which probably would have only made her dig
in her heels with more vitriolic defensiveness.
Instead, I (bit my tongue and) simply listened with
my full attention. After she had repeated herself
at least three different ways and finally slowed to
take a breath, | let her know that | had heard her
concerns by repeating what | had understood
her to say. | then asked if my understanding was
correct. It was. However, she took the opportunity
to say it again, but this time her tone of voice and
choice of words were much calmer and kinder.
Before ending the conversation, | had apologized
again and assured her of how very much | valued
her friendship.

The nextday, I ranintothisfriend. We cordially
greeted each other with a big hug. She offered
to assist me with a project in the food pantry
and we carried on a delightful conversation.
The following Sunday, | helped clean up after
a reception. She sent me a hand written thank
you note that week. Every time | saw her for the
next two or three weeks, | went out of my way
to talk with her and to thank her for all she was
contributing to the fellowship of the church.

| ' was catching a fly with honey. | was also
applying what | had learned from her and
adapting my communication style to that of my
friend. My GOOD friend, | can now add. This friend
has become an ally in our movement toward
becoming an EarthChurch.

Learn from your mistakes; listen to your
elders and others with more experience; nibble
at them with kindness; catch flies with honey;
and earn the cooperation of those who once
opposed you! Oh yeah! Remember the important
initial step of educating before you expect to see
changes. <
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“Your earning ability today
is largely dependent upon
your knowledge, skill and
your ability to combine
that knowledge and skill
in such a way that you
contribute value for which
customers are going to pay.

»

Brian Tracy

“People ask what gives

me the authority to give
advice? I say, First of all,
don’t give advice. Dr Phil
gives advice. Mr T helps
people. I motivate them, I
inspire them, I give them
hope, and I plant the seed
so they can feel good about

themselves.”
Mr T

“You can have everything
in life that you want if you
will just help enough other
people get what they want.”

Zig Ziglar

“Imagination is more
important than knowledge.
For knowledge is limited,
whereas imagination
embraces the entire world,
stimulating progress, giving
birth to evolution.”

Albert Einstein

“It’s ironic that retailers
and restaurants live or die
on customer service, yet
their employees have some
of the lowest pay and worst
benefits of any industry.
That’s one reason so many
retail experiences are
mediocre for the public.”

Howard Schultz
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CEO Corner

Beverly Inman-Ebel
Learn From The Burn

The cycle we have discussed in this issue is learn, then
earn, or don't learn and burn. There is another cycle.
It comes after the burn. | firmly believe that some of
my greatest lessons gained have come after the burn.
Simply put, I burn and then learn.

Maybe this is not the preferred process. | would
rather learn the easy way or the planned method. The
good news is that | am determined to learn from my
mistakes. An error that ends there has no value for my
future. The learning that ensues from a mistake makes
the mistake valuable.

Don't get me wrong. | hate making mistakes. |
would much rather be perfect. Doing wrong slams
my ego and brings me catapulting back to earth.
Sometimes the landing is painful. Perhaps because |
make so many mistakes, | have come up with a process
that gets me going again better than before. | use the
word “fail” as an acronym for this process.

F stands for free. | am now free to choose other
options, other choices. Now | know what doesn't
work and that puts me ahead. Okay, | am not really
celebrating this newfound freedom, but looking
ahead instead of having a pity party is a far superior
choice. This step in the process is an attitude changer.
| choose to look at the good. Hey, it works for mel

A stands for analyze. | look back long enough
to learn the lessons. | don't spend much time here,
maybe 30 minutes.

I ask myself the question, “What did | learn?” The
next question is, “What will I do differently next time?”
Last November | did not get a contract for service
that TLC was a perfect fit for. The prospect told me
that while the committee was impressed with our
knowledge and experience, | was too laid back. They
went with another provider who wowed them. That
was a difficult pill to swallow, because most of you
that know me would probably not describe me as laid
back. After my analysis, | realized that | went into the
sales meeting in a rush, perhaps too confident, and

with inadequate preparation. | turned up the
intensity and got the next sale.

I stands for imagine. This is the fun part of
the process. This is where | open my mind to new
possibilities and find different ways to accomplish
my goals. It makes me think outside of my
experience box. When | imagine, | see it clearly
in my mind, hear the objections, practice what
I'will say, and feel the satisfaction. | even smell
the coffee!

L stands for launch. | take what | have
imagined and launch it into reality. This has
me soaring again with new possibilities. | am
aiming for success with the experience of what
didn't work before, the lessons learned, and the
new plan.

The burn causes me to learn. The learning
brings me opportunities to earn. Regardless of
the outcome, | continue the process and move
forward to success. Learn. Earn. Even burn. Live
your dreams! <

Happy Birthday!

TLC wishes a Happy Birthday to clients
celebrating in July!

» Kathleen Stout

» Lloyd Carter

» Elaine Van Paepegham
» Anne Reagan

» Woody McClintock
» Chan Phan

» James Nalley

» Daniel Homrich

» Steve Carr

» Derek Wood

» Rachel Collum

» Jimmy Myers

» Maureen Burke

» Jennifer Humble

» Andrea Irvin

» Paul Major

» Phil West

TLC establishes long-term relationships with our clients. If we have helped you or if you believe our
approach to change would work for someone you know, please communicate with us by e-mail
tic@talklisten.com or phone 1-888-232-2873. We work with individuals and groups on the following subject
areas: attitude, listening, body language, voice, leadership, compliments and corrections, behavioral style,
teamwork, effective meetings, public speaking, accent reduction and much more!

All original materials in this newsletter are the copyrighted property of TLC, Talk Listen Communicate, LLC.
For reprint permission, please email a request to tlc@talklisten.com.
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“The real source of wealth
and capital in this new
era is not material things..
it is the human mind, the
human spirit, the human
imagination, and our faith
in the future.”

Steve Forbes

“It usually takes more than
three weeks to prepare a
good impromptu speech.”

Mark Twain

“A good listener is not only
popular everywhere, but
after a while he knows
something.”

Wilson Mizner

“Let your speech be always
with grace, seasoned with
salt, that ye may know how
ye ought to answer every

»

man.
Colossians; I'V:6.

“To be conscious that you
are ignorant is a great step
to knowledge.”

Disraeli

~Contact Info

TLC, Talk Listen

Communicate, LLC

842 S. Germantown Road
Chattanooga, TN 37412
Phone: 423-622-8255
Fax: 423-624-4365
1-888-BECAUSE

Email: tic@talklisten.com
www.talklisten.com
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