Maximizing Communication for Brokers

Juanita McDowell, International Speaker
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Honesty

 Honesty
~ Authenticity

Integrity

Love

Julian Treasure, Sound Researcher




Integrity

Be upright and
straightforward

A person someone
can trust

Be Yourself

Show that you care

Authenticity

Love






SILENT



Active
Listening




“If you want others to like you, 1if you
want to develop real friendships, if you

want to help yourself, keep this principle
in mind...”

Dale Carnegie
How to Win Friends and Influence People

1937



“Become genuinely interested 1n
other people.”
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Succinct and
Clear







Strive to be an Efficient Communicator




My sister and | headed-edt to New Orleans and
bt o ! o | I

ivesthere—and aRether-faRRy-tRtng, it was our

first time trying cajun food.
VS

My sister and | went to New Orleans. It was our
first time trying Cajun food.



Strive to be an Accurate Communicator




How do you get
people to listen to
your message?




What’s In
for me?




How is it
told?




Match your words




I’'m thrilled to
be herel




“People will believe what they
see before they believe what

they hear.”

Bert Decker
High-Impact Communication



70 to 93 percent of all communication is
nonverbal
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Broker Sam




A. Confused

B. Used to establish
dominance

C. Communicating
there are issues

D.B and C

E. None of the above




Bob




A. Thinking pose
B. Keep your distance
C. Surrender pose










Suggestions

] Take a breath

J Call it by its name

1 Allow the anger

] Listen, then respond
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What do you

do with your
hands?







The Pause







IN BUSINES AND IN LIFE

In la McDoweII

oAl »
s Qi | A L
j :J, P N




