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E NOWE

E AT THE ENP

What | want to take away from this training

FOR BUSINESS

1

2

Questions to which | need to find answers:

1

2

Rules of Engagement

UL atiew
L A|way;ﬁ|-f1 FNRY TNRY G (]26. lfgleéea Fal AT @2dz R2yQ
X @ebsidebarconversations XP2GKSNI YIé 6S FSStAy13
2 No phones or Blackberries during workshop 7. Have fun, smile and lauglserotonins are good!
3 |tdzii AYLRNII FABKNGGIQ A Y (2|8
4 Respect timingon both sides 9.
5 |99SNE2ySQa LRAyG Kl a |10
8 Commit to exercisesbut FOLLOWIHEINSTRUCTION]
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1. Our Cycle of Competence

A model of lmw welearn during ar training here and at all times.

The Competence Cycle

Mature
Extension

RegularUse
& Practice

Reflective
Competence

Self/PeerReview

Unconscious
Competence

Conscious

£,

Naivete

Unconscious
Incompetence

Demonstration

Discovery

Practice

Unconscious

Discouragement

Learning

Mentoring

Conscious

[
1. Unconscious Incompetence

N
2. Conscious Incompetence

I n CO m pete n Ce 1 unawareof the existence or relevance of the skill area
1 & 2 daf@Narethat youhave a particular deficiendhere
9 youmight deny the relevance or usefulness of the skill

I consciousessof yourincompetences critical
- beforeimprovement can begin

9 atrainer canmoveyou tothe ‘conscious competence' stage
- by demonstrating the beefit it bringsto your capability

9 & 2 dzQ N&vary & the existencé relevance of the skill

9 alsoaware ofyour deficiency in this area
- ideally by attempting or trying to use the skill

9 you knowimprovingyour ability will improve effectiveness
9 ideallyyou have measured the gap in deficiency

e 2dzQNB Geldamand pradtive the new skill
- and to move to the ‘conscious competence' siag

4. Unconscious Competence

3. Conscious Competence

Cb m pete n Ce 1 c0n.1mcl)n-llhstinctuafbxfarrl.plesaut‘side ‘of communication
are: driving, sports activities, typingnitting

91 skillis installed in your unconsciousecomes 'second nature'

9l you can do it while doing something else

9l you maynow be able to teach otherthe skill

fodzi 2y OS & (ywamightadtually hayediffitultyfin
explaining exactly howoudo it

9l needsto be checked periodically against new standards

AN

9l achievedwvhenyou can performa skillreliably at will {
9 youneed to concentrate in order to perforit
9 youcan perform without asstance

9 & 2 datx fefiably perform unless thinking about it
- the skill is not yet 'second nature' or ‘automatic'

9l you candemonstrate the skill to another
- but unlikely to teach it well to another person

9l youshould ideally continue tpracticethe new skill
1

X
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2. How We React to our Environment

Whenanyexternal evenhappens
outside of uswe take in information
through our five senseswhat we see,
hear, feel, smelk taste. We then
reduce that informatior(assesse@s
around 4Billion bits/seajown by
filteringA G G KNP dzZa K 2 dzNJ f |
experiences; weleletesome or all of it
distortit andmake generalisations
about it

We pass the information through our
own filters - memories life decisions,
experiencesyalues, beliefs and
attitudes, and our own character traits.
That creates an internal representation
of the event- the pictures in your head
and the way you might talk to yourself

The Human Communication Model &

Interng
[Represg
—ﬁ
e

Physiole

———

Yourlife creates ‘Neural Filters’ that:

DISTORT
GENERALISE
DELETE

Values &
Beliefs

RAS

~2% million events/sec

Externa|

Events & Info

via all 5 Senses

0

In turn that affects your emotigal state- how you feel about it.If you have a good picture you feel great,

if you have a bad picture you feel lousyd many variations between Thisaffects your physiology

thinking, feeling, stance, breathingfour internal representation, state and physiology become the driving
force for your behaviour. Your behaviaimen becomes the Input into the other perspagain using the

same filters used for inputf youroutput is in a positivenodethat matches the2 i K SNJ LISNBE 2y Qa
the world then we have good communication.

Deletion

Thisoccurs when we selectively pay attention to certain aspects of our experience and not others.
Deletion meanghat we overlook or omit certain sensory informatiolVithout deletion, we would be
faced withvastly moreinformationthan we coulchandlewith our conscious minds.

Distortion

Thisoccurs when we make shifts in our experience of sensory data by making misrepresentations of
reality. It helps us in the pragss of motivating ourselves. Motivation occurs when we actually distort
material that has come to us and that has already been changed by one of our filtering syBlistogtion
is also helpful in planning. We distort to plan when we construct imagiuduyes.

Generalisation

The third process where we draw global conclusions based on our experiende#s best,

generalisation is one dhe ways that we learn, whenee take the informatiorthat we have and draw
broadand easily repeatebleonclusions about the world based on one or more experiences. At its worst,
generalisation is how we take a single event and make it into a lifetime of experience.

Soif the question is, Whentwo people have the same stimulus, why don't they have theesaesponse?
Theang SNJ A ayY . SOI dza® gen&alisesriviéaé Stbe olrsidawiortd Midifferent ways

Copyright © 2009 Holis Associates Page7 of 14
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3. Perceptual Positions

3.1.First Position

This isyour own view Seeing, hearing and feeling the situation filtered through your own eyes,
ears and feelings. It includes what you believe, your capabilities, behaviours etc . You think in
terms ofwhat is important to you; what you want to achieve

3.2.Second Position

Ths is the perceptual position diie other party. You must put yourselfo the very best of your

ability, into their positionand experiencei.e. see, hea& feel) the situationas if you were them
Youmust drop your own beliefs and valuedo not drag them with you If you know or can

deduce what are their mental filters (beliefs, experiences, values etc), imagine those operating in
you. Youknowil KS SELINBa&aA2YY a. STF2NB ONARGAChiS Ay3d &z
exercise puts real museinto that oftusedphrase.

3.3. Third Position

The3™ perceptual positioris thatof anindependent observerStand back from the situation and
experiencat as if you were @etached, uninvolvesvitness See and hear yourself and the other
party, as if yo were a third personThink in terms of what opinion, observations or advice would
that person offer You need to be in a strong resourceful state and take an objective view of your
own behaviour and look for opportunities to respond differeritty getthe best from this. Yoaan

be a fly on the wall, or any uninvolved entity, real or imagiraddeto advisein ahelpfulandwell
intentioned way

3.4.Fourth Position

Someoneelsewithin the larger systemwvho will be affected by the outcome of the interaction.

This could be a customer, asupplie®d G AT Sy s +y Ay@Saiz2NE |y Ayal
i K 8&dsonally neutral in their view (as in the Third Position) but will be affected ie sy by

the final outcome.Think as laterally as you can ah best totry several positionsasfar from

each other as possible.

4-FEEXERCISE

3rd Position:
Uninvolved Fair Witnhess

Real or Imaginary

1st Position:
Yourself

What you see, hear and feel plus
what you believe and what you can d

2nd Position:
The Other Person, Group etc

What you understand that they
see, hear, feel and can do etc

4th Position:
Affected Party
in the Larger System

Customer, Partner, Potential Employee
Government, Law, Church etc

Copyright © 2009 Holis Associates Paged of 14
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4. Why is this all so important?

4.1.Sales Push or Pull

Almost everyone has strong feelings abouSsalk 8 St t Ay 3 @ Ly Yz2ad yS3li
0FR SELSNASYOSa gAGK LIS2LX S WT2NDOA ydalyLINE R dzO
LIS2LX S ¢K2 KI @GS FILAESR (G2 FAYR 2dzi gKIFG 6S N
21% century this still persistsii KSNB | NB Y2NB yR Y2NB &l fSa LIS
az2ftdziazy aStfAyar O0dzali2YSNI F20dzaaSR aStftAy3aQ
parties Holis has modelled the most ethical, efficient affdctive ways of the best good sales

people who come away with a good relationship AND a sale that both parties are comfortable with.

4.2.Mind Reading:

G!' aadzyLdiazya | NBE 5 y 3ne bggegtsh inMandderientorSSalesT | G| £ €
4.3.Negative Salespersdtereotypes:

1 Spray & Pray

1 Assumptive Close

1 Lies about what they can supply

1

1

Trying to screw you on the price
Gb2G tA1S YSoPooddé

4.4.You need to know the deep structures....
....not guess via the surface ones

1 only the other persorknowsg K I G Q& ..y SSRSR
PPPPIKI GQa osKe ¢S | aj
1 that knowledge may well benconscious..
....differentiate yourself
1 best way for feedback of needsas them...

PPPPIKSeE g2y Qi 6S oI NB 2F Al
1 disagreementvill be withg KI & G KS&.Q@3S FAf G§SNBR
PPPdy 20 gAlUE GKIFG @2dzQ@0S al A

1 use of their filters = better connection
....why make them work overtime to understand you?
1 3rd/4th position ispowerfulwhen you disagree.

4.5. There must be a better way:

1 See things through their eyes.....
....analyseTakeAwaySl Yy R AWERSAIR S  (béfdBelydld mkes thefQ
1 Build Rapport.....
..... mutualtrust with permission to drill deep
1 Ask them what they want.....
..... and observéhe way in whiclthey describet
1 If you can supplit, tell them in thewaythey best undersand.....
..... and getcompliant belief
1 Prove it there and then.....
..... and they capass the proven belief on
1 If youCANNOBupplyit, be completely open, suggest where they could go for it, or offer to
introduce one of your partners that can supply iandthen get permission to return

Copyright © 2009 Holis Associates Pagellof 14
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5. Definition of Selling

“Having a
structured business conversation
in two directions
that ends with a
request to purchase”

6. Introduction to ABCSales
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