[image: image4.wmf] The Yes Group Cardiff


www.yesgroupcardiff.co.uk
Yes Group Notes – March 2011

Welcome to 2011, said Ken Abram as he introduced the first ‘proper’ Yes Group Cardiff meeting since September last year! Eighteen people, including many regulars and two newbies assembled at the New House Country Hotel (scene of Donna Noble’s wedding reception in the 2005 Dr Who Christmas special – watch it for the exterior scenes), which was a great sight to see.

After the usual sumptuous buffet, which always provides sufficient for ‘afters’ later in an evening for the undisciplined amongst us, Ken sat us all down and introduced the two new participants.

Oliver Page introduced himself as a 26 year old businessman with Logotech, responsible for the i-brolly and other corporate clothing designs, said he looked forward to hearing from us, as he is always on the lookout for new ways of doing business.

Catherine Corless then introduced her own business – funeral planning! Yes, we were taken aback – we’d all heard of the Wedding Planner but this was a bit off the wall! She explained how her business was providing people with the opportunity to plan for the inevitable, making life easier for those left behind with will planning, asset disposal, execution of wills, disposal of the unwanted and all sorts of other things. (But she kept staring at me …….)

Next , The Main Event - RAPPORT BUILDING.

Georgia Walby is an NLP Hypnotherapist who runs a therapeutic practice, Yellow Brick Road, across South Wales. Georgia helps people make long wished for personal changes. See her site at http://www.hypnotherapycardiff.net/. Georgia specialises in one-day therapy, addressing people’s needs in terms of challenges from weight loss to phobia cures.
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NLP is often described as the study of excellence. NLP looks at what works, specifically the process involved and the patterns used to achieve success in a given area. 

Communication skills are an integral part of NLP. They are important in business, in therapy, for workers, managers, parents, partners and everyone else. Our skills in communication are what determine our powers of persuasion – our ability to sell to others our thoughts, our ideas, our beliefs, our suggestions, our rules and perhaps our products and services if that’s the kind of business we are in! 
So our skill levels in communicating with others have far reaching effects on how others feel about us and this determines the level of influence we are able to achieve. 
When it comes to communicating well with others, our ability to build rapport with those around us is crucial. Rapport is what allows us to feel comfortable with someone, to feel liked, appreciated or accepted. Rapport is the pathway to respect, to agreement, to compliance and to persuasion. 
Rapport is the first technique in NLP – whatever communication you will undertake, your ability to build rapport will determine the success of that communication. Most people have a sense of rapport – you know it when you feel it. Rapport is the cornerstone upon which the whole of your communication success is built.

We discussed rapport and the crowd decided that you knew you had rapport when you felt comfortable, familiarity with the other party, when you were having fun together – when you felt synchronicity with the other person. Other terms offered included ‘confidence’ and ‘sense of ease’. 

Rapport, it was decided, allowed for clear speech, and a sense of flow in any communication. It leads to trust and openness between people. But it tends to be something that happens unconsciously – NLP helps to identify what works so that you can use it consciously, i.e. with an (ethical) end in mind, a purpose. NLP takes what is ‘known’ and disassembles it, analyses what is found, then reassembles it so that it can be made more useful.

“People like to be like people” is a way of saying we enjoy the company of people like us, or who are like what we see ourselves to be. We are instinctively social beings. We gravitate towards the familiar, particularly when we see ourselves in others.

Yes Group regulars will be familiar with the component parts of communication – physiology (body language), tonality (tone of voice) and words used. Their respective importance to communication is surprising – 55% of our communication is body language, 38% tonality, and only 7% the words we use. Body language, and therefore the unconscious part of our communication accounts for most of what we ‘say’. Or at least, from the other party’s perspective it does! It is a strong influence on how other people judge us and our intent. We do this all naturally – and we adjust naturally, too.

Communication is:- (Dr Ray Birdwhistell’s Findings, by Georgia)

55% Physiology

           38% Tonality


7% Words

Breathing


Volume


    Phrases & expressions

Posture


              Pitch


    Predicates (see hear or feel)

Gestures


Tempo (speed)

    Key Words (emphatic words)

Facial expressions

Timbre (quality)

     Chunk size (big picture or specifics)

We can use this knowledge to speed up the rapport needed for effective communication – in business and in our personal lives. (We debated whether this tool can be used to manipulate people, and while it was accepted that this could happen, the unconscious intent of a manipulator – or the past experience of the judge analysing what is being said to them – usually prevents this happening unless the manipulator is very good at disguising their intent.)

Georgia then reminded us about the 4 Levels if Learning:

The Four Levels of Learning (Maslow’s Theorem By Georgia)

Unconscious Incompetence – you don’t know what you don’t know

Conscious Incompetence – you become aware of what you don’t know

Conscious Competence – you can do it but it takes thought and effort

Unconscious Competence – you can do it well and it comes naturally

The four stage of learning are to be expected in all learning situations. We may stay longer at one stage than the others or we may seem to miss a stage altogether. 

When we complete the four stages, we go to the next learning level where we get to go round all four stages again from the beginning.

(As I listened I realised that most drivers who hit level 4 suddenly revert to level 1 – arms on door sills, steering with one finger, ignoring speed limits and so on. Or is it just you?)

As we start using rapport building skills we may perform at level 3, but practice will lead us to level 4 in time. We all ‘do’ rapport at some level but increased understanding will lead to better performance, then to better results.

To demonstrate, we discussed the best position in which to sit when having a conversation with someone. Option 1 was face to face. Most thought it felt confrontational. Option 2 was 90°, but most felt this was disconcerting and strange. Then Georgia demonstrated 45° seating and all felt, after a practice with this we felt this was most effective. It allowed for sufficient eye-contact without excessive staring, ease of seating, comfort, and so on.

Georgia then spoke of a time she worked with a deaf client through an interpreter. They sat in a triangle to facilitate the 45° method, but despite all her efforts Georgia didn’t seem able to get through. Then she realised she was sat like the interpreter and was in rapport with her, not the client. Once she changed her seating position, breathing and movement rhythm to match that of the client, rapport was established very quickly.

So, having established rapport, what can you do with it? It depends on your objective, but what comes next is PACING, where, having matched the other party and getting rapport, you then lead them to where you want to go by changing your voice, breathing, tonality (etc.) in a gentle fashion until they are in rapport with you and start to follow you and your direction. Going back to being liked – once someone likes you they will be happy to follow you.. 

Match first, then lead.

Matching and Mirroring by Georgia
The easiest way to build rapport is to act like the other person. By matching and mirroring another person’s movements and body language we become more like them and therefore are more liked by them (people like to be like people).

Matching is doing the same as another person (they hold up their left hand and you hold up your left hand).

Mirroring is when you act as if looking in a mirror (they hold up their left hand and you hold up your right).

We were handed a small juggling ball. In pairs, we passed a ball from our left hand to right hand, and back, rhythmically. Both parties did this. Soon, one party’s rhythm matched the other party without trying! This technique also causes stress relief because of left/right brain theory.

Pacing and Leading by Georgia
What to do with Rapport once you have it!

Once rapport has been established, you gain the ability to now use influence, and lead a conversation (or a person’s thinking) in a certain direction.

Pacing is sharing the person’s current world view - it maintains (and continues to build) rapport until the time is right to lead. 

Pace …pace… pace… pace…

LEAD…pace …pace…pace…






LEAD…pace…

If it works you have judged it right. If you lead and the person doesn’t follow, back to building more rapport…pacing …pacing…pacing then try again
And that is what we all did!
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Anxiety tends to start on one side of the brain. When you pass the ball from hand to hand, the nerve impulses in the right hand ‘fire off’ sensors in the left brain; and the left hand impulses fire off the right brain. As a result, when both are being fired off almost simultaneously by ball passing, the anxiety is offset by the other ‘brain’ and lessens because the brain can’t focus on one side when both are active.

Try it on anxious kids. Seriously, doing this balances the brain, providing us with self-rapport, congruence, integrity at a physical level – call it what you like, it is calming. Your conscious and sub-conscious start to become one and internal rapport is built.

We then did a body space exercise, walking towards each other until the other party recoiled in panic. Seriously, this enabled the ‘approacher’ to gauge when they got too close and so when to pull back to establish an ideal zone; it also allowed the ‘approachee’ to learn that in such a circumstance you can decide to change your response to what is happening. If someone is too close, change the context (she’s a friend I haven’t met yet), the environment (go 45°), your tone (go confident) – the fact is you have a choice whether to feel pressured – or not. You decide your response, and then decide how to apply it to the situation. In a nutshell, whether you are stressed or not – is YOUR decision.

After an excellent and informative evening, we all thanked Georgia for her efforts on our behalf. She can be contacted through her website.

Next Meeting:

On April 4th we have two speakers. One, Cathie Brown is a regular to Yes Group and her topic title is Will the real Cathie Brown stand up!, read about Cathie at http://www.yesgroupcardiff.co.uk/Personal-Development-Meetings.html after which Neil Bakewell will tell us of his journey from stammering child, through a loss of 20 plus stone in weight to greater personal confidence. I suspect that will be somewhat inspiring!

And people who went to the March meeting will be asked how we used what we learned! Be prepared…………
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