Not getting the results that you waht?
Do any of these sound familiar? check ai that apply.

Your boss has a leadership style that is smothering.
You hesitate to speak up.

People who report to you aren’t sharing their
differing opinions. You're being cut off from essential
information, and as a result your most important
initiatives are eroding. Why don't people speak up?

Important issues are not brought up in a timely
manner to those who can do something about them.
Only those near the water cooler hear the problems.

One of your employees sits quietly during key
concept discussions, disagrees with many of the
ideas, says nothing, and then complains to you off-
line. When you bring it up with her, she says it wasn'’t
safe to be honest.

You need to give an employee some feedback about
poor performance, and you want to do it in a way that
is safe and helps them improve.

Other (please describe)

Additional
CRUCIAL CONVERSATIONS

RESOURCES

- Let us know what other educational experiences you'd be
interested in:

Joining one of VitalSmarts” social media communities
for support, advice, insight and tips

Getting access to ground-breaking research and
case studies

Watching a 3-minute overview of Crucial
Conversations Training

Watching a free on-demand web seminar on Crucial
Conversations Training

Crucial Conversations Tips

Tip One: Get Unstuck Anytime you find yourself stuck, there are crucial conversations you're either not
holding or not holding well.

Tip Two: Start with Heart The first step toward better results is a change in
heart—which begins when you admit that you may be part of the problem.

Tip Three: Learn to Look Watch for the signs that a conversation is turning crucial. Remember, the
sooner you catch problems, the sooner you can return to dialogue.

Call 1-800-449-5989 for more information.

@ vitalSmarts

www.vitalsmarts.com 800.449.5989
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CRUCIAL CONVERSATIONS IS ONE
OF THE MOST POWERFUL AND
USEFUL TOOLS | HAVE FOUND.

Mike Miller,
Director of Business Billing, AT&T
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