


Introduce yourself during breakouts

Participate fully

Help us help you

Stay focused on your goal for the day and own it



Sprint 1 
Setting us up for success

Sprint 2 
Curiosity and compassion

Sprint 3
Connecting with your audience

Sprint 5 
Making it actionable

Sprint 4 
Designing for impact

Sprint 6
Setting you & your 
communication up for success

Break: 10:30

Lunch: 12:30 (45 minutes)

Break: 3:35

Break: 11:25

Break: 2:15

TH
E D

AY



Zoom Functionality

Mentimeter



Some Basic 
Functionality

Using Zoom
KEY FUNCTIONS

Breakouts Help Chat Share Screen



Engagement
menti.com





goals

challenges



receipt story



Receipt Story
Warm Up

Download in Chat



Communicating for impact is defined 
as speaking your truth with relevance, 
moving work forward in a meaningful 
way, and building trust and confidence 
in your relationships.

Definition



selecting a 
communication



This topic during Tuesday’s 1:1

Conversations with my manager

Weekly 1:1 meetings with my manager

This Tuesday’s 1:1



Propose 
Formal Project

Manage 
Project

Present 
Outcomes

Get Feedback 
on an Idea

Engage 
Project Team



I want to 
talk about 
my career.

I want to 
understand 

what needs to 
be true to get 

promoted.



Share with Everyone Involved

People Managers

Engineering Team Lead

Engineers End-users

Engineering Team



Working Your 
Communication

Going Analog



first draft







Expand your choices

Increase your impact

Decrease your stress



Can you draw it?



The Teams
Can You Draw It

Team 1

Looker
Ron

Messengers
Manoj | Ann

Drawers
Steve/Ankit

Aruna/Raul

Team 2

Looker
Adriane

Messenger
Homa | Mark

Drawer
Jerry | Rohit

Team 3

Looker
Pradeep

Messenger
Rachelle

Drawer(s)
Sendhil/Derek



The Roles
Can You Draw It

Looker Messenger Drawer
You may only DESCRIBE 

the drawing…you may not 
show it to your messenger.

You are the only ones 
allowed to move between 
breakout rooms – to relay 

the description to the 
drawers.

You must stay in your 
breakout room and 

attempt to draw the image 
from the messenger’s 

description. 



Looker

Messenger

Drawer

The Flow
Can You Draw It



Can You 
Draw It

Team Activity The Goal
As a team, you will have 10 minutes to 
recreate the image that one of your 
teammates will have access to.

The Roles
Messenger: You may talk to the looker and 
communicate with the drawers. You may NOT 
write anything down or take any pictures.

Drawer: You may draw the image with other 
drawers in your team. You may only communicate 
with the messenger and other drawers.

Looker: You may look at the image and 
communicate what you see to the messenger 
only. You may NOT write anything down, or take 
any pictures of the image.



Were you close? 



break
back at 10:45 PST



Purpose Driven. 
People Always. 
Bold Results.

The Headline



The Guide Principles



goalclarity
unlockcommitment
impactfulideas
decisiveaction
executionexcellence



This “people focused” approach 
to any interaction allows you and 
others to be real.

Do less telling and more asking!

Facilitative Inquiry



To listen well, we have to believe 
there is something worth listening to.

Reflective listening is a rich and critical 
mindset, behavior AND skill for 
win/win outcomes. 

Reflective Listening



Facilitative 
Inquiry & 
Reflective 
Listening

Practice The Instructions

First 3 Minutes
Partner A:
Why did you choose this communication?

Partner B: <respond>

Partner A: Ask a facilitative question. (for example: 
why does getting it right matter to you?)

Partner B: <respond>

Partner A:
Reflect back what you believe you heard.

Partner B:
Respond with yes, yes and..., or not exactly...

We will remind you when to switch 
roles, but keep an eye on your 
own timer as the breakout rooms 
will close at the end of 7 minutes. 
(1 minute buffer)



debrief



When you know your why, there are 
lots of ways to achieve what you are 

trying to accomplish.



“People don't buy what you 
do, they buy why you do it.”

Myth No. 01 
Just because you know what you need, 
doesn’t mean you know why.

- Simon Sinek





break
back at 11:35 PST



Asking why clarifies your thinking and 
ensures you are being real with your goal. 
Remember, this is an exercise in 
curiosity…will thinking about it differently, 
make the communication better?

Coaching Tip



Define your goal.
First Round





What worked, where did you get 
stuck? Let’s talk about the power of 
curiosity and simply asking “WHY” to 
help you identify your real goal.

Group Discussion



G UG



Multiple monologues, don’t make a 
dialogue. Connect your why to theirs.



“Begin challenging your own 
assumptions. Your assumptions are 
your windows on the world. Scrub 
them off every once in while, or the 
light won't come in.”

Myth No. 02 
I know my audience.

- Alan Alda



compassion factor



compassion factor



Determine your audience’s readiness 
for the topic of your communication.

Coaching Tip



Are they ready?

Aware Understand Align Commit

Can I? Should I? Will I?



Connecting with your 
audience is the first step.

First Round





Where do you 
need help?

Your Communication



lunch
back at 1:15 PST



Talk about your goal and your 
audience with your partner 

using your super skills.

Second Round



What do you 
need to adjust 
at this point?

Your Communication

Capture it in your notebook.



How can connecting your goal to 
your audience help you be more 
concise in your communication? 

Group Discussion



If everything is important, 
nothing is. Prioritize the what, 

so what and now what.



“Examine every word you put 
on paper. You'll find a 
surprising number that don't 
serve any purpose.”

Myth No. 03 
Everything I have to say matters.

- William Zinsser



Going broad first allows you to get all 
your thoughts out of your head so that 
you can thoughtfully narrow to the 1-3 
ideas that will matter most to your 
audience. Remember focused, logical, 
understandable…it works!

Message Crafting



an example



• run a practice session
• login early
• how to ask the presenter to speed 

up/slow down
• how to use a virtual background
• where to get help on zoom's website
• how to use breakout rooms
• how to ask for help in breakout rooms

• accessing the tool and 
getting in early***

• where to get help on zoom's 
website***

• how to use breakout rooms
• navigating the tool

Set participants up for 
success in getting into 

the virtual session

Download your Zoom client.



your turn



Go broad, go narrow, 
and craft your message.

Write it Down





break
back at 2:30 PST



Creating the conditions for “yes.”



You read it to me.
First Round





Refine your message.
Interim



I read it to you.
Second Round





What worked, where did you 
get stuck? What surprised you?

Group Discussion



The details matter—think outside 
the box AND stay in the frame.



The experience of your communication 
matters, so pay attention to the details.

Can they?  Should they?  Will they?
Your final frame should focus your audience 
on the outcome you wish to achieve, making 
it easy for them to say yes.

Frame Integrity





“If you don’t have time to do 
it right, when will you have 
time to do it over?”

Myth No. 04 
I don’t have time.

- John Wooden



An Example
From:  Cyndee Blockinger Lake
Sent:  Monday, December 10, 2012 10:34 PM
To:  Nguyen, Huy (Eric)
Subject:  How do we…

Get the graphics you do for reporting today (the graphs that are the visual display boards)?  Is that 
manual or automated somehow?

RESPONSE:
From:  Nguyen, Huy (Eric)
Sent:  Tuesday, December 11, 2012 2:34 AM
To: Cyndee Blockinger Lake
Re:  How do we…

I’m not quite sure what you are asking for.



break
back at 3:50 PST



Does your “after” 
communication look, 

sound or feel different?

How?

How did you do?





“My play was a complete 
success. The audience was 
a failure.”

Myth No. 05 
I delivered my message—I’m done.

- Oscar Wilde



Intent doesn’t always match impact 
and responsibility doesn’t end when 

you hit “send.”



How will you measure success?











Wishing it so, doesn’t make it 
so. (What’s the action and 
WHY do you care?)

Nudges are subtle but 
effective in changing behavior.

Power of a Nudge



An Example
Habits & Nudges The Principle

The principle I want to focus on is 
unlock commitment because I 
realized I wasn’t completely 
connected to what my audience 
cares about.

Habit
The habit I want to create 
is to use reflective listening 
on a regular basis.

Nudge
The nudge I am going to use is to 
change my cell phone background 
to say “SAY IT BACK!” so I see it as 
I answer calls.





action party
Join us tomorrow at 2 PM PST.



Next
Steps



How has this experience today 
impacted you and why?





Thank You
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