
Reflec%ng	on	my	learning	style	to	
engage	those	of	others	



Types of Listening 
•  Inac%ve	Listening	

–  When	you	have	li7le	or	no	interest	in	what	is	being	said	or	want	to	avoid	
listening		

•  Selec%ve	Listening	
–  Most	common.		Only	hearing	what	you	want	to	hear	or	were	expec%ng	to	

hear.		Select	out	bits	from	the	original	message	

•  Reflec%ve	listening	
–  Used	to	clarify	and	convey	a	mutual	understanding	of	a	complicated	issue		

•  Ac%ve	listening	
–  When	a	conscious	effort	 is	made	not	only	 to	hear	 the	words	but	also	 to	

understand	 the	complete	message	 the	 speaker	 is	 sending	out.	 	 Includes	
non-verbal	communica%on	

–  Listening	 with	 the	 sole	 intent	 to	 understand	 both	 the	 content	 and	 the	
feelings	of	the	sender	/	message	

Barker	LL.	Listening	Behavior.	Englewood	Cliffs,	New	Jersey:	Pren%ce-Hall,	Inc.;	1971	



Ac%ve	Listening	

Nature	has	given	us	two	
ears,	two	eyes	and	but	
one	tongue	–	to	the	end	
that	we	should	hear	and	
see	more	than	we	speak		
	

(Socrates	BC	469	–	399)	



Leadership is not… 

Position 
Authority 
Power 



“Leadership is the art of 
mobilizing others to want 

to struggle for shared 
aspirations.” 

 
— Kouzes and Posner 

 



Leadership 
“Produces Change and Movement” 

•  Establishing Direction 

•  Aligning People 
 

•  Motivating and Inspiring 
 

Source: A Force for Change: How Leadership Differs from Management By John Kotter 



Communica%ng	well	



Don’t	forget	



Briefing	and	documenta%on	



Rapport	



•  Matching	

•  Eye	movements	

•  Language	





Matching	and	Mirroring	

	
•  Only	a	small	part	of	communica%on	is	verbal	
•  Read	non	verbal	messages	to	build	rapport	
•  Match	–	observe	and	behave	the	same	
•  Mirror	–	match	behaviour	precisely	
•  Take	care	to	be	subtle!	



Things	to	Match	

•  Whole	body	–	stance,	seated	posi%on	
•  Upper	or	lower	body	
•  The	way	they	move,	slow,	energe%c	

	-	move	a	lot	or	a	li7le,	head	%lt,	shoulder	matching	

•  Gestures	
•  Facial	expressions,	eye	director	
•  Breathing	pa7erns	and	rhythms	

			



Pacing	and	Leading	

Pacing	–	match	someone’s	behaviour	
(breathing,	walking,	energy,	calmness)	
Do	this	for	a	while	
Make	a	subtle	change	
Useful	to	deal	with	anger:	
•  	 match	their	tone	and	speed	to	show	concern	
	and	help	them	feel	heard	

•  	 then	gradually	slow	down	the	pace	and	lead	
	them	towards	resolu%on	

	



Building	Rapport	-	Summary	

•  Match	the	other	person’s	
– Posture	
– Expression	–	maintain	eye	contact	
– Breathing	–	fast/slow,	chest/abdomen	
– Movement	–	fast/slow,	steady/erra%c	
– Voice	–	speed,	volume,	intona%on,	vocabulary	

•  Pacing	–	respect	feelings	or	style	of	others	







Learning Styles 

Ac%vist?			Pragma%st?	 Reflector?				Theorist?	



The learning styles diamond 

Ac%vist	 >11	

Reflector	 >15	

Theorist	 >14	

Pragma%st	 >15	



Activists 

•  The here and now 
•  Just do it 
•  Jump in at the deep end 
•  Have a go 
•  May act without 

thinking it through 
•  Don’t like preparation 
•  Get bored easily 



Reflectors 

•  Take time to think it 
through 

•  Consider all angles and 
implications 

•  Listen to others 
•  Uncomfortable in 

unplanned situations 
•  Need information to 

work on 
•  Dislike deadlines 



Theorists 

•  Logical 
•  Rational 
•  Analytical 
•  Objective 
•  Perfectionist 
•  Restricted lateral 

thinking 
•  Don’t like uncertainty 
•  Don’t like subjectivity 



Pragmatists 
•  Does it work in 

practice? 
•  Like linking the theory 

to the problem 
•  Like to tackle it 

straight away 
•  Enjoy coaching and 

feedback 
•  Don’t like open ended 

discussions 
•  Need clear guidelines 
•  Need immediate 

reward 



Learning	Styles	and	Reflec%ve	Cycle	

Kolb	D.	Experien%al	Learning.	New	Jersey:	Pren%ce	Hall;	1985.	



VARK - Preferences NOT Strengths 

•  Visual 

•  Aural 

•  Reading/Writing 

•  Kinaesthetic 

Fleming	N,	Mills	C.	VARK:	A	guide	to	learning	styles.	online	
at	
h7p://www	vark-learn	com,(accessed	March	2014).	2001.	



IKEA	



Are	you…..	(discuss)	

•  Visual	

•  Auditory	

•  Kinaesthe%c	

•  Ac%vist	

•  Pragma%st	

•  Theorist	

•  Reflector	



Task	1:	Highlight	a	planned	trip	



2:	Purchasing	a	new	“thing”	



3:	Important	change	in	prac%ce	



4:	Problem	with	workload	



Trust:	Caring	&	Competency	

Affection Trust 

Distrust Respect 

Extent	to	
which	I	

believe	you	
care	about	

me	

Extent	to	which	I	believe	you	are	competent	and	capable	
LOW	

HIGH	

HIGH	

Adapted	from	
P	Scholtes	
(1998)	The	
Leaders’	
Handbook;	
McGraw	Hill	

Adapted	from	P	Scholtes	(1998)	The	Leaders’	Handbook;	McGraw	Hill	




