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Handling People

Handling People

1 Make People like you

2 Make People like you

3 Changeing People

1. Dow'tcrcla, condern or complain, 1. Don'tcriticize, condemn or complain. 1. Become genuinely interested in other people. 1. Avoid arguments 1. Begin with praise and honest appreciation.
2. Give honest and sincere apprecition.
3. Arouse in the other persan an eager want e A og makes is Iing by ghing nothing butove + Don'targue withanyone abot anything - Start withsomething psitive about the othr person
« Nothing il the ambiton o  person faster than ciiim from superiors . o . , .
< Begenuenly © Lettheather person inish talkin, + Make it honestand do not fater
+ Lookfor areas of greemanet.
Make People like you oo
+ instead reward good behaviour . birthdays + B honestand apologz f you re wrong. 2. Call attention to people’s mistakes indirectly
1 Become genuinely interested inotherpeople . + Greet peoplefrendly . + Consider the other persons poins of view.
S, . » 9 . whatthey + Donftcall outpeoples mistakes and call herm out indirctly
3. Remember Peoples names shoes advice « Lt them save thei
4 'Be a goo lstener, Encourage others to talk about themseives. « Be understanding and forgiving . ple, . energy, 2. Show respect for the other person’s opinions. Never say, « Don'tsay "but” after the praise, say "and’
5. Talkiwerma of the other person’ nterests + Find out why people o what they do anselfihness and thoughtfless. You're wrong.” + Example: eople smoking ina “no smoking” area
+ Speakill of no man He walked overtothe men, handed each one s ciga, and sad, 1 spprecite
6. Make the other person feel important—and do it sincerely. 2. smile. gr .
7. Avoid arguments a challange for them to oppose you. had broken
5. Show respect for theother person'sopimons. Never say, You're wrong. 2. Give honest and sincere appreciation - tohave a good « You cannot teach people anything, gave thema e present and made them el important
9. Admit if you are wrong time meeting you You can just make them find it themselves.
10, Beginina friendly way. - 1you want someone to dosomething, you have to ke them WANT to do’t + sl s even powerfll when you ae on the phone Ask them where the roblems are and make suggestions.
. + Actas ifyou were happy to become ho 3. Talk about your own mistakes before criticising the other
11 Get the other person saying ‘ves, yes' immediately. * Control your thouhts to control your happiness. « Start with saying person.
12, Letthe other person do the taling. + Things pecple want moght be wrong,frequently am. Let's examine the factsi”
13. Let the other person feel that the idea is his or hers. 9 Health Mindset Shift: * Use indirect speec like "I concieve", “I pprehend”, "l imagine" + Start with your own shortcomminy
1 © food . « Tell  story o howyou had  smilr problem an solved it
) o Sieep : + prase afer you ritcise f essecary
15. B sympathetic with the otherperson'sdeas and desives. 5 Money and possessions iy 3. Admit if you are wrong
nobler motives. o Sexua gratificatoi elightful
Peiat i o « Keep your goals n mind all the time 4. Ask questions instead of giving direct orders.
18, Throw down a challenge. e o « Getyourselfin the mental attitude of courage frankness and good cheer « Youare going to be called out anyways so do t yourself
eeling mportant « Sy what theother person i thinking or wants to sy .
. + it clars defensienessof youropponents be done diferent
Changeing People . nder a your oppor . W
o P sy el ey 3. Remember Peoples names ke Rlock ey tocarctsrarsand e
1. Begin withpraise and honest apprecation. . on't fater. w
2. Callattention to people’s mistakes indirecth « Think about the other persons good points and highiight them. . 4. Beginin a friendly way. 5. Let the other person save face.
3. Talkabout your own mistakes before critcising the other person. o ‘the person. P
Ask questions instead of giving direct orders. .
& toksvestors e of gy 3. Arouse in the other person an eager want. L Fdsomethng e fhe s complment and oy 1t .
. Tak sbout wht the ther parson rtsand show them a way o et it 4. 8o good listener. Encourage others to tak about themselves + Letpeopltalbefor sayng nying :
7. Give the other person a fine reputation to live up to. « Tell them a story on why you stopped/started somethin
5. Use encouragemen, Make the faultseem easy t0corrct, Y on why you stoppec ® 5. Get the other person saying ‘yes, yes’ immediately. 6. Praise the slightest improvement and praise every
5. Make the other person happy doing the thing you suggest. + Exampl 1 Boy wetting his bed + Many times, everything people want i to express themselvs. improvement. Be ‘hearty in your approbation and lavish in your
A father of a boy wetting his bed, wanted him to stop. Let them do o and listen. ¥ praise.”
He gave him imselfa new bed boys . smal steps towards the thing hey want you o admit or do
Principles for effective Leadership - ° N 'yes” 35 often s you can . e
+ ideallyceep them nodiding te whole time. e
18 Forgetabout + Example 2: A cover leter written to adres the wants of the company + Miake the praie speciic so it sounds genuine
oo 5. Talkin terms of the other person’s interests. .
6. Let the other person do the talking. .
2. Know exactly what it is you want the other person to do. like yours. . e d bring up them
the topic forthem to explan. + Askaquesi
3. Be empathet person really . 7. Give the other person a fine reputation to live up to.
York, leading M h: d skl heared is rewarding
. il phases of banking ncluding deposior rlatons, credis, loans and 6. Make the other person feel important—and do it sincerely. .
acminstatin. 1 wil be relocating to Phoenixin May and | am sure | can o ot on
5. Mateh those benefistothe other person's wants contributeto your growth and pofi « Lok theother 7. Let the other person feel that the idea s his or hers
. ilbein S . oy . behind the class by saying:
person the idea that he personally wil benefit. show you how  can felp your bank meet ts goals « Remer “Tommy, 1 leader. I
et everyone. :
ncerely,
8. Try honestly to see things from the other person’s point of
Barbara L. Anderson * Give them a title and authority
view,
« There is a reason for why someone thinks a certain way. Try to find it 8. Use encouragement. Make the fault seem easy to correct.
« Acknowledge the point of view of the other person . h
* Tryto understand the others motives bevore a meeting toimprove
. abitytodo
it
9. Be sympathetic with the other person’s ideas and desires.

Biicher Seite |

think the same way

person, you would

Appeal to the nobler motives.

Aperson usually has two motives for doing something:
© One that sounds goot
o Arealone

Think of the motives that sound good and appea to them
Give thema

Dramatize your ideas

« Displ
appealing and interesting

Throw down a challenge.

Stimulate competition and the desire to excel

make the next shift want to be better)
Tryto make ita game

9. Make the other person happy doing the thing you suggest.

« Find out what the other person desires

THEY want

« Facethe
out



