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Common Communication Issues
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‘The Goal of ALL Great Communication

Cence

Achieving agreement is a superpower!
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S0, Then What Gets in the Way?
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Competency Levels

Executive Standard
Inspire Your Audience to ACT

Leadership Standard
Enable Your Audience to CARE
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The Latimer Model
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Three Foundational Mindset Shifts

Audience Mindset  Egocentric 2 Allocentric

Messenger Mindset ‘Informer - Goal Achiever

Translator

: Complex > Simple
Mindset = >
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Types of Awareness

Message Situational
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Consider Your Audience

HISTORY / ECONOMY

COMPANY / BUSINESS UNIT % Ko

-
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The GAP Method =y

KNOW YOUR 0/ LS UNDERSTAND YOUR AUDIENCE MAP YOURPLAN
S o O I ‘ |
OALS + AUDIENCE +PLAN = Method

What-detneedte-say? What do they need to hear?
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Tailoring to the Audience
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Make the Most of Your Time with All Audiences o)

| -1

Use BLUF (Bottom Line Up Front) Address competing priorities Provide more specifics

Stay high level Reinforce common ground Include WIIFY (What's In It For You)
Provide context Consider quid pro quo Emphasize impact on individual
Emphasize impact on organization Have pre-meetings Address likely objections

Focus on brevity Focus on collaboration Focus on tone
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‘The Story Board Method

Executive Summary Open Relevant & Essential Details Executive Summary Close
How « When « Where « Who + Why Not * Next What + Why

What « Why
Include Ask CHAPTER 1 CHAPTER 2 CHAPTER 3 CHAPTER 4 Key Next Steps

Close with the
Big Picture

Lead with the
Big Picture

Pre-Meeting Prep
Post-Meeting Follow-Up

Detailed vs. High-Level

Sohekelo o Lo Lo
Summarize Your Key Points

Summarize Your Key Points
kel Al SRR

Get down to the Details

GOAL: GOAL: GOAL:
Capture Attention Keep Attention Maximize Retention
Set Context Prove Your Point Call to Action

Total Time Speaking
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If Your Problem ... \ ’

. Shorten your story
Tim Use “Three things”

Develop a hook

Attention Use Bottom Line Up Front

Simplify your story
Use metaphor or a frame

Complexity

Sk Create common ground
ept|C|sm Keep ask small, use humor

Generate excitement or fear
k Inertia

Use small initial steps
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‘Frame, Fill, Finish o

STEP O STEP TWO STEP THREE
Frame Fill Finish
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4 Principles of Powerful Document Creation

VISUAL CONSISTENCY Minimize distraction with consistency

HYBRID DESIGN Vary layout, imagery, data, and text

CLEAR MESSAGING Highlight key points with direct text

WORD ECONOMY Clear, concise explanatory text
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What Does it Mean to Command the Room?
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Degrees of Delivery

- 0 +

DETRACT NEUTRAL ENHANCE

BODY LANGUAGE

Posture & stance

Gestures & movement

Eye contact & facial expressions

VERBAL LANGUAGE
Vocabulary & sentence structure
Speech patterns & techniques
Formality & fluidity
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The Latimer Model
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Questions?

What will you implement first?
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How We Enhance Your Programs

EXAMPLE OF PROBLEMS WE SOLVE:

Delayed decisions | Buried ask | Overly complicated | Disorganized

SAMPLE WORKSHOPS WE OFFER:

Executive Communication | Presentation Skills | Sell Yourself | Office Essentials

PARTNER WITH OUR CLIENTS:

Learning development and consulting

SOME OF THE CLIENTS WE HAVE:
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Contact Us

We aren’t born great
communicators.
Communicating is
learned, practiced,
and improved

Whitney Sweeney

Managing Director
WCSweeney@ThelatimerGroup.com

860.748.2043

The Latimer Group
350 Center St, Suite 106
Wallingford, CT 06492

www.ThelatimerGroup.com
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