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People Power
There is no smaller package in the world than a man or woman wrapped up in himself or herself. 

—Harry Woodard

Y

ou can easily gain credibility in meetings, gatherings, and within a new team by learning and remembering names. Most people can either remember a face or a name . . . but not both. Here’s an easy way to improve your name memory skills.

Get a clear mental image of the person that you are 

trying to remember. Look for anything distinguishing 

that is unlikely to change.

Repeat the person’s name once or twice (immediately) in the conversation. In addition, mentally repeat the name, as you are talking/listening to them.

Associate the person with someone that you know of the 

same name or with an object, city, planet, and so forth. Anything that would make it easy for you to remember him or her.


Developing Courage

Assignment: 

Talk about yourself by answering the following questions.

1. What is your name?

2. How might we associate your name?

3. Where is your hometown?

4. What is your experience in the Air Force?

5. What do you hope to gain from this supervisory training experience?

People Power

· Connecting with people brings infinite rewards

· Connect and live longer

· Get cooperation

· Feel love

· Feel safe

Why Likeability Works

If people like you, they feel natural and comfortable around you. They will give you their attention and attempt to help you.

Although likeability has something to do with looks, it has a lot more with how you make people feel. Likeable people give loud and clear signals of their willingness to be sociable—they indicate that their communication channels are open.

I

nfluencing others is not just a knowledge thing—it’s also an appearance and preparation thing!—Barry Pruitt

Rapport Building
“Time is precious.” “Time costs money.” “Don’t waste my time.” We hear comments like these all over the world. Time has increasingly become a sought-after commodity. We budget time, lose track of time, forget about time, and we even buy time-saving devices. Yet time is one of the few things that we can’t save—it is forever unfolding.

Those we work and associate with are looking for associations, making appraisals and assumptions, and forming decisions all within a few seconds. If you are meeting someone in person for the first time, these things frequently happen before even a word is spoken.

In addition, the reason that we need to establish likeability in 90 seconds or less has to do with the human attention span. Believe it or not the measurable attention span of an average person is about 30 seconds!

In communication it is not enough to command the other person’s attention. You must also be able to hold on to it long enough to deliver your message or intention. 

You now know that likeability works—in fact it helps in capturing attention, but you hold on to it with the quality of rapport that you establish. 

Assignment: 

In your group list the top five actions that you can take to build Rapport.

1.

2.

3.

4.

5.

First Impressions

For the purpose of our workshop, there are three parts to connecting with other people: meeting, establishing rapport, and communicating. In this module we will only cover the first two parts. Communicating will be covered in module 5.

All three parts need to happen quickly and tend to overlap and blend with each other. Your goal is to make them as natural, fluid, and easy as possible.

First Impressions Part One--Meeting

The first few seconds of contact is called the “greeting.” Greetings are broken into easily understood parts:



Open


Eye


Beam


Hi!


Lean


Remember the handshake!

First Impressions Part 2—Establishing Rapport

Rapport is the establishment of common ground, of a comfort zone where two or more people can mentally join together. When you have rapport with someone else, each of you brings something to the interaction—attentiveness, warmth, a sense of humor, for example—and each of you brings something back: empathy, sympathy, or perhaps, a funny story.

The payoff for establishing rapport is the other person’s positive acceptance. It’s almost as if the other person is thinking, “I know I just met you, but I like you, so I will trust you with my attention.”


There are four keys to establishing rapport:


1. Attitude

2. Ability to “synchronize” body and voice

3. Conversation skills

4. Ability to discover one’s primary sense

Check Yourself!

1. When remembering names, what do the letters I-R-A stand for?  

2. What are the three parts to connecting with other people?

a.

b.

c.

3. List the four keys to establishing rapport:

a.

b.

c.

d.





























































Day One
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Objectives of this module are to:





Learn simple techniques to remember names in any situation;


Practice name-memory techniques;


Learn how to begin building rapport; and


Know the steps to making a positive first impression.








Upon completion you will be able to:





Remember names; and


Build rapport with others.
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Try It!
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