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Bianca

your feedback is

really important. 

I tested it, it is ready

for you

I hope x 2
some good news for

you - new software.

Present

background. You

have some

complains

Hi team! Thank you.

Edyta

we can work on that

together 

email, skype, we

can arrange another

meeting - CALL TO

ACTION

additional benefits, if you

help us to be in the new

shift - WORKING

SATURDAYS / SUNDAYS

BENEFITS

travel to US  you can

develop yourself, do

new things (WHAT KIND

OF THINGS) 

for another week, a

montch or two - YOU

DON'T KNOW THAT

YET?

new need, other time zone,

open ourselves, meet their

expectation - CHANGE IS

GOOD FOR THE CLIENTS,

BUT IS IT FOR US?

I have an

announcement, this

is regarding ... new

shifts

Dear all, thank you -

FRIENDLY START

Maciek

any enchancement

will be considered

He knows about the

escalations

He asked for

questions

great development

opprotunity - staying

positive, reasuring

you will be responsible to

adjust the tool for you -

you will have the

opportunity to adjust it to

your needs

BENEFITS daily

work - much easier,

less escalations

I am aware of this

problem, this is why we

are making some

changes

as we all know - WE

HAVE SOMETHING

IN COMMON

hello everyone -

friendly start

Krzysztof

punch line -

unexpected!

SUMMARY 

new positions, new

leaders - CHANCE

FOR PROMOTION

if there is to much

challenge, i can find

new colleagues - BACK

UP PLAN

OPTION -

permanently, some

days

you shoudn't tried it

negatively 

comfortable for you,

shifts

challenge - working

hours compatible for

their time zone

language training,

transitions to US

(I hope) it will bring

opportunities for

(some) of you

new serwise layer

board members meeting

- I was informed about

your achievement -

happy client

FRIENDLY

INTRODUCTION

dear team, nice to

have you

Andrzej name 7 name 8

What can the topic of expose about changes in your company?

Let's collect as many examples as possible:

1) introducing new shifts for the client

2) introduction of new invoicing software

3) introducing a new method of assigning workflow tasks

4) introducing new reporting rules

new  robot  tro process

additional file with double payments

9) new KPI

new 

Changes in responsibility/new tasks

Changing the operational system

HOW WILL WE WORK FURTHER?

[1] We will create pairs (teams of 2)

[2] In pairs, you will prepare an expose on 1 topic

[3] One pair presents the expose; the others are noting feedback for them

[4] After the speech:

a) the trainer asks questions that stimulate self-reflection

b) the group provides feedback

c) the trainer summarizes and adds his recommendations

[5] We move on to the next pair and repeat the process

Krzysztof EdytaBiancoMaciekteam 1

team 3

team 2

team 4

difficult

questions

uninvite problematic

people | mute

everyone |

prepare Q & A

I will go back to you

 use ideas from the group (the

questioner)

Who of you want to discuss this

topic?

Situation Prevention Reaction

GROUP 1 GROUP 2 GROUP 3

1. THE COMFORT ZONE - what is in it?

2. THE DEVELOPMENT ZONE - what is in it?

3. THE PANIC ZONE - what is in it?

ETHOS PATHOS LOGOS

definition of persuasion

The action or process of convincing someone 

to do or believe something.

CREDIBILITY 

[he is an expert]

TRUST 

[he is telling the truth]

PRACTICE {phronesis}

EXCELLENCE {areté}

GOOD WILL {eunoia}

practice, experience, know-how, skills, completed projects,

successes, knowledge of professional vocabulary

dynamics of expression, power in the voice, confident

attitude, speaking with conviction, charisma,

enthusiasm, personal charm, strong personality

kindness, being helpful, serving others, honesty, putting

the needs of the group above yours, appreciation

EVOKING STRONG EMOTIONS 

THAT LEAD INTO ACTION

ARGUMENTATION

ANEGDOTAL EVIDENCE 

{stories that illustrate your point}

STORIES FROM YOUR OWN LIFE

{authentic}

SOMETHING PERSONAL,

{showing your mistakes, vulnerabilities}

IMAGES AND MUSIC

SPREADING THE ENTHUSIASM

INTERNAL CONSISTENCY

{you are not contradicting yourself}

SCIENTIFIC RESEARCH

{use of external authority}

STATISTICS, NUMBERS, FACTS

{providing specific data, facts}

ACCURATE, ADJUSTED ARGUMENTS

{to a specific audience}

Situation Prevention Reaction Situation Prevention Reaction

1. WE MUST-WANT-CAN 

a) WE MUST - show why change is needed. How it is right now and how it should be. Also,

explain what would have happened if we hadn't made the change. 

b) WE WANT - tell about the benefits of the change: for the organization, our team, but

above all for team members. What could be good for them if a change would take place? 

c) WE CAN - convince recipients that we will be able to successfully implement the change.

We know how to do it, we have a concrete plan, we have done it successfully many times.

2. Two-way communication 

Invite employees to speak. Encourage them to be honest, to talk openly about their fears.

Chase them away by using the arguments you have prepared in advance.

3. Engaging in change, giving control over the situation

Show employees that they will have some control over the change. There are

things on which they can decide, choose, show their initiative.

clear benefits -

shorter time,

nothing will blocked


