YASHWANTRAO CHAVAN MAHARASHTRA OPEN UNIVERSITY




YASHWANTRAO CHAVAN MAHARASHTRA OPEN
UNIVERSITY

GEN 203: Value Education
(through Eight Habits)

Post Graduate Programs under Choice Based Credit System

Developed by Dr Rajendra Vadnere, Director, School of
Continuing Education, YCMOU

Credit 1 Value Education basics -------------------- 9
Credit 2 Private Victory ------------------—-ooeeee - 47
Credit 3 Public Victory -----------=------ommeemmeme - 104
Credit 4 Renewal and Greatness ------------------- 169







CONTENTS

CONTENTS coeeeiiiineeiiiiinneiiiiteeiiisteiiisstessssseessssssesssssssessssssesssssssesssssssessssssesssssssesssssssessssssesssssseesssssseesssssnessssssnesssnss 1
CREDIT 1: UNITS 01 TO 03 ...ccicierimrimnsmssmsmssmssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssnssasssssssssssssssas 9
UNIT 01 VALUES AND VALUE EDUCATION ....ccocsmsmmsmmsmssmssmssssassassassssssssssssssssssssssassassasssssssssssssssas 9
1.00 BEFORE WE BEGIN ......coeeeeuuiiiiiiiiiiinniiiiiiiieisesiisiiresssssssisstrressssssssssssmesssssssssssssesssssssssssssssasssssssssssssnssssssssssns 9
1,01 UNIT OBIECTIVES ....uuveiiiiiieeiiiinniiiiseeiiissteisisseeisissssesssssseessssssesssssseessssssssssssssesssssssessssssssssssssssssssssesssssssesssnns 9
1.02 VALUE (ETHICS) «.ucuvetirirerereeerisesesessssesesesesssssssssessssssasesssessssssesssssssessasasssssessssasesssesssessssesssesssessasesssssssessasssseses 9
1.03 VALUES EDUCATION......ccovttiiiiureiiisnneiissnneesssssnesssssseesssssnessssssssssssssssssssssessssssssssssssssssssssessssssnsssssssessssssnesssnss 12
1.04 THE INTEGRATION OF CONSTITUTIONAL VALUES & PEACE IN EDUCATION ....cccctiiiiinirnnnnnnnnssssnssssssssssssssssnnns 15
1.05 STEPHEN COVEY’S APPROACH IN ‘SEVEN HABITS’ AND ‘EIGHTH HABIT’BOOKS .....ccccooceeiiinueriiinneensissneensnne 19
1.06 END QUESTIONS.......coitittiiuuiiiiiiiireieeiiiiirreeassssssstrrrssssssssssstrrsssssssssssssresssssssssssssesssssssssssssessssssssssssnsssnnssssss 22
1.07 REFERENCES ......cceiiiueiiiiiieeiiiuteiiisneeisisnessssseesssssssesssssnesssssseessssssssssssssessssssssssssssessssssnessssssnssssssessssssnesssnss 22
UNIT 02 INSIDE OUT ...cioiiiimsumsumsussarsnsssssssssssssssssssssssssssssssssssssssssssssnssssssssssssssssssssssssssssassnssasssssssssnssnns 24
2.00 BEFORE WE BEGIN ......ccciiiiieeiiiiinniiiineeiiisteeiiisseesissseesisssesssssssessssssssssssssssssssssesssssssssssssssssssssssssssssnsssssssnsses 24
2,01 UNIT OBJECTIVES .....iieeeuuuuiiiiiiiirennnssiiiiirreassssssisirsesssssssssstmsessssssssssstmmesssssssssssseeasssssssssssssssssssssssssssssssssssssssns 24
2.02 PERSONALITY AND CHARACTER ETHICS .....ccoocevueriiinnniiiinneeiiisneesssssnessssseessssseessnnns 25
2.03 PARADIGIM AND PARADIGIM SHIFTS.....cottiiuiiiiiiiiiinnniiiiiiireeisssiisiinrssssssssssirmsssssssssssssrsssssssssssssssssssssssssssns 26
2.04 PRINCIPLE CENTERED PARADIGIM ......ccciiiiuiriiiiinneiiissnneiiisseeisisssnesiissnesssssssssssssesssssssesssssssessssssessssssssssssssnsses 28

BN (R [T o Ll T UL il o= T = o [ 7= s o U PUUURN 28
2.05 HABITS: DEFINITION ....ceiiiiiitiiiiiteiiinteeiiisiteeiisseessisseesssssenssssssnesssssssessssssssssssssesssssssssssssssessssssessssssnsssssssnsses 29
2.06 MATURITY SPECTRUIM ......uiiiiiiiiieiiiiiiiirieessiiiiiirresssssssssssressssssssssssmssssssssssssssesasssssssssssrsssssssssssssssssssssssssssns 31

Gen 203: Value Education (8 Habit) Page 1



2.07 EFFECTIVENESS AS P/PC BALANCE.......ccccevtiiitinrenisiitistessestsssssessesstssssssessessssssessessessssssessesssssssssessessssssens 32

2.08 END QUESTIONS......cittiiuuiiiiiiiireneeiiiiiirrensssisistrreassssssssstrressssssssssssrrssssssssssssseeasssssssssssressssssssssssssssssssssssssns 34
2.09 REFERENCES .......uuetiiiiuieiiiseteiisiueeiiisseeiiisstesssssssesssssssessssssssssssssesssssssessssssssssssssesssssssesssssssessssssessssssnessssssnsses 34
UNIT 03 HABIT OF PROACTIVITY .ccoistismssmssmsamssssassessssssssssssssssssssssssssssassssssssssssssssssssssnssassssssssssssnns 35
3.00 BEFORE WE BEGIN ......ceciiiieeiiiiiuneiiiineeiiisteiiiisseessssseeisssenssssssnessssssessssssssssssssessssssssssssssssssssssssssssssessssssnsses 35
3.01 UNIT OBJECTIVES .....cteeeuuuiiiiiiiiiennnsiiiiiirresssssssisirsessssssssssimmessssssssssssmmesssssssssssseeassssssssssssessssssssssssssesssssssssssns 35
3.02 FOUR HUMAN GIFTS (ENDOWMENTS) 36
3.03 WHAT IS PROACTIVITY? .ccieiiiieieienennneneeeeeeeeemeeeeeeemeeesemmmmmmsmmmsessstssstssesssssssssssssssssssssststmssmsstsssssssssssssssssssssssssses 36
3.04 PROACTIVITY AND STIMULUS AND RESPONSE: ........ccceiiiieriiiisnnniiissnneissseesisssseesssssnesssssseesssssessssssssssssssssses 37
3.06 TAKING INITIATIVES ...cceeueiiiiiiiiinnnniiiiiirrieessisistrresssssssssstrressssssssssssmmsssssssssssssressssssssssssssssssssssssssssssssssssssssns 38

Making and KEepPing COMMITIMENTS ... ..iiiiiiii et e e e e e eee e e et e e e stseeesstaeessnseeeesnsseeeennsaeessnsens 38
3.07 LANGUAGE OF REACTIVE AND PROACTIVE PEOPLE.........ccoitttieeiiiiiiiirennniiiininnseessssssssnnssssssssssssssssssssssssssnns 39
3.08 CIRCLE OF INFLUENCE AND CIRCLE OF CONCERN .......ccoiiivueeiiisnneiissnnecsissnnessssneesssseeenes .40

Direct, INdirect and NO CONTIOl....cocoiiiiiiiiiii 45
3.09 END QUESTIONS......ccosittiiiinriiiiseeiiisseeisssssnssssssnessssssnessssssnsssssssessssssssssssssssssssssesssssssssssssssessssssessssssnessssssnsses 45
310 REFERENCES ........ciiiiiiieeeiiiiiiiiiiteeissisirreassssissstresasssssssssstressssssssssssresssssssssssssesasssssssssssresssssssssssssssnnsssssssssns 46
CREDIT 02: UNIT 04 TO UNIT 06.....cccccssussmsmsumsussursussasssssssssssssassassassasssssssssssssssssssnssassassassssssssssssans 47
UNIT 04 HABIT OF PERSONAL LEADERSHIP......cccousmmmmmmmamsasssmsesssssssssssssssssssassassassasssssssssssssns 47
4.00 BEFORE WE BEGIN ........ciiiiiiiiiiiiiiiiiiiieiiiisinseeesssissssrsssasssssssssssssasssssssssssssssssssssssssssssssssssssssessssssssssssssennns 47
4.01 UNIT OBJECTIVES ...ccoiioueiiiiinneiiistteiissneeiiissseeisissssessssseesssssssessssssssssssssessssssssssssssssssssssssssssssessssssnsssssssessssssnes 47
4.02 WHAT IS MEANT BY THE END? .....cuuuuiiisssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssns 48
4.03 ALL THINGS ARE CREATED TWICE.......cceeiiiiiueeiiisnniiissnneiiissseeissssnesssssnessssssnessssssnsssssssesssssssessssssnsssssssssssssanes 48

Gen 203: Value Education (8 Habit) Page 2



4.04 BY DESIGN OR DEFAULT .....cciiiiiitttititiiiinntttitiiinsinetstessssssansssessssssssssssssssssssssssssssssssssssssssssssssssssssssnnsasses 49

4,05 OUR CENTERS.......ccciissrnnnnnssnssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssses 51
4.06 WRITING AND USING PERSONAL MISSION STATEMENT ........ciiiiiiiiiiiiiiisiisssssssssnssssssssssssssssssssssssssssssssses 53
4.07 USING OUR WHOLE BRAIN........cccirrsnnnnnnnnsssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssss 54
Two Ways 0 Tap the RiGNT Brain .......eee et eees et e s ee e ettt e e e ee e e st e e e e s ata e e e santeeesnaeeeeansseeesnnsneesssneenan 55
ONe Way i t0 EXPANT PEISPECLIVE ..oociieiiieeiiee ettt e e e et e e e e e e e e et b e s e e e e eeesabbbaeeeaeeesntraneeaens 56

4.08 DEVELOPING AN AFFIRMATION STATEMENT WHICH IS PERSONAL, POSITIVE, PRESENT TENSE, VISUAL AND

EIMIOTIONAL. ..ccuiiiitiiiiiteiiiteeiiieasetieassestesssostesssossesssessesssestssssesssssssssssssssssssssssssssssssssssssssssssssssssssssssssssnssssssasssssns 57
1dentifying ROIES @Nd GOAIS .....cccceiiiiiiiee ettt e e e st e e e ate e e e abaeeesatseeesssaeeasnsaeeeansseeeannsaeeeansees 58
4.09 END QUESTIONS.....cteuiiiiieiiiiteiiiienniiiensiotiessesmessossessssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssnssssssnsssss 59
4.10 REFERENCES ........coiiiiiirunreiiiniiissssnnressisssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssassss 59
UNIT 05 HABIT OF PERSONAL MANAGEMENT ......ccnmmmmmnsmssssssssssssssssssssssssssssssssssssnsns 60
5.00 BEFORE WE BEGIN .....ccccoiiiiiiinnniiiiiiiissssnneesisiissssssneesssssssssssssssssssssssssssssssssssssssssssssssssssssssssnsessssssssssssssssssssssss 60
5.01 UNIT OBJECTIVES ....ituuiiiiinniiiiinniiiiieniiiieesiiiessosisssosmessiossssssossssssssssssssssssssessssssessssssssssssssssssssssssnssssssnssssssnnss 60
L3078 T e o 1¥ ot N 61
5.03 THE POWER OF INDEPENDENT WILL ...ctuuiiiiuiiiiinniiiieeniiiieesiiiieesiiiessosssssosssssssssssssssssssssssssssssssssssssnssssssnnes 62
Four Generations of TIME ManagemMENT........cccccuieiiiiiieeiiiie et e e esiee e st e e ereee e e e rbae e e streeesastaeessnseeeessseeeensseeessnsens 63
5.04 FOUR CLASSES OR QUADRANTS OF ACTIVITIES ...cccucitteiiiiinniiiiinniiiieesiiiieesioissssssssssssssssssssssssssssssssssssssssssnnes 65
Nature of Activities in the four quadrants and how to manage them ..........ccceeeiiee e 65
5.05 WHAT IT TAKES TO SAY "INO ... ceeiiiiirteeeencceereereeennssssessseeesnsssssssssseesnnssssssssssesnnsssssssssssennnssssssssssssnnnssnsssnnes 70
MOVING INTO QUAAIANT 1lueiiiiiiiiiee ittt st e st e s bt e st e s abeesabeesabeesabeesabaesabeesabaesabeesabeesabeesabaesnseess 72
5.06 THE QUADRANT I TOOL...ccuuiiiteuiiiienniiimeanieineasionmessiosmessosssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssnssssssnses 73
Becoming @ QUAdrant [l SEIf-IMIAN@EEI .....coeei it e et e e e e e e et re e e e e e e e e aatbeeeeaeeeesnsrareeaaeennns 75
5.07 LIVING IN QUADRANT Il ceeiiiuunereiiiniiissssnneessssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssss 77
Advances of the FOUIth GENEIratioN ..........ii ittt et e e e st be e e s saba e e srabaeessbbeeesanes 78
5.08 DELEGATION: INCREASING P AND PC....cccvtiiiiiiiiinnneeeiiiniissssssneessssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssss 79
[CTo] =T gl DL =Y ==Y d o o U SUUU 80

Gen 203: Value Education (8 Habit) Page 3



N NV T e I T o B D= 1=y =Y o T o SRRt 81

5.08 THE QUADRANT I PARADIGIV ......cieuiiiiieniiiiieniiiieneiiiieesiiisesoiiessoiisssosssssosssssssssssssssssssssssssssssssnssssssnssssssnnes 83
5.09 END QUESTIONS 84
5.10 REFERENCES . 84
UNIT 06 PUBLIC VICTORY ...coiiiiiimimiseismsssssssssssssssssssssssmsssssssssmsssssssssnssssssassss ssnssassss ssnssssssnssmsssnssasan 86
6.00 BEFORE WE BEGIN .....ccuiiiiuiiiiiiiiiiinniiiiieeiiiiesioiiessoiiessoiissssostessssssssssssssssssssssssosssssssssssssssssnssssssnssssssnssssssnnes 86
6.01 UNIT OBJECTIVES 86
6.02 INTRODUCGTION ......ciiteuiiiitnniiiiteniiittasiitesssssessossssssssssssossssssossssssssssssssssssssssssssssssssssssssssssssssssssssnssssssnssssssnnes 87
6.03 THE EMOTIONAL BANK ACCOUNT 89
6.04 SIX MAJOR DEPOSITS ....ciiiiiiiiitiiiiieeiiiiniiiieesiiiiessioiiessiotiessiottsssossssssosssssssssessssssssssssssssssssssssssssnssssssnssssssnnss 0

Understanding the INAIVIAUAL..........oooiiii et e s e e e e e ta e e e s tr e e e estaeessnsaeeeensseeeennsaeessnneeas 91

AteNding t0 The LITEIe ThiNgS. ... e e e et e e e e e et e e e e e e e eesabaaaeeeeeeeensssaeeeaaesenasnnens 92

KEEPING COMMUEMENES e e e e e e e e s e s e e e e e e e s e s e s e eesesesesasesasasesesasanasenasnns 93

(O T o) AV g T o (o Y<To =1 d o o U SUUU 94

SHOWING PEISONAI INTEEIILY .oeiiieeeiiiiee ettt e e ettt e e et a e e e e ea e e e staeeeeantaeeesnseaeeansseeeenssseesssseeasansseeennes 95

Apologizing Sincerely When You Make @ WithdraWal ..........occuuiiiiiiii ittt e 97
6.05 THE LAWS OF LOVE AND THE LAWS OF LIFE 98

P Problems are PC OPPOrtUNITIES ........uuiiieeie ettt e ettt e e e e e e et e e e e e e s e e abaeeeeeeeeennsbeseaaeseesnsranneeaeeanan 101
6.06 THE HABITS OF INTERDEPENDENCE 102
6.07 END QUESTIONS. ... cittuiiiiieiiiiteniiiteniiiitesosiesssostssssostssssostsssssssssssessssssssssssssssssssssssssssssessssssssssssssassssssnssssssns 102
6.08 REFERENCES 103
CREDIT 03: UNIT 07 TO UNIT 09...cccicminmrsemsmsssmsnmsssssamssssssssasssssssssssssssssssssssasssssssssasssssssssssssassnsss 104
UNIT 07 INTERPERSONAL LEADERSHIP (WIN-WIN) ...ccocusmmmmmmmmsmsssssssssssssssssssssssassssssssassnns 104
7.00 BEFORE WE BEGIN 104
7.01 UNIT OBJECTIVES ....iteuiiiiieniiiiieniiiiieniiiiesosiesssosiesssostssssostssssossssssesssssssssssssssssssssssssssssssssssssssssssssasssssssssssssns 105

Gen 203: Value Education (8 Habit) Page 4



7.02 SIX PARADIGMS OF HUMAN INTERACTION 105

WWIN-WVIN ettt ettt ettt e e e e e et bttt e e e e e e ua bbb et e e e e eaaanbbe b e e e e e e e e nsseaeeeeaesansnnbeeeeeesaannrbeaeeeesaaannreee 105
R AT o T PRSP PURROTN 106
[ o=V o DO TS T OO PP PT O PPTPPUPPRIN 107
o R I 1] = PP PPTPPUPN 108
LT OSSPSR 109
LTIV ool s @ oo o T 2T o USSR 109
WIN-WIN OF NO DA ...eiiiiiiiieieiiee ettt ettt ettt e st e e st e e e sabt e e e s abaee s abeeeeaabaeeesastaeesabeeeensbaeessssaeesasseeannn 111
7.03 FIVE DIMENSIONS OF WIN-WIN 114
(01 T = o1 {1 SO PP UPPPPOPPPRNE 114
INTEGRITY ottt ettt ettt e e ettt e sttt e e s bt e e ettt e s aab e e e e sabe e e e e ase e e e sanbeeeeaabaeeeaaneeeesasneeeeanseeesannneeesanbeeesanseeesannneas 114
Y AN U 1 N PSPPSR 115
ABUNDANCE MENTALITY ettt ettee ettt ettt ettt e s sttt e s sttt e sttt e e s sabe e e s snseeessbeeeesabaeeseanseeesnseeesanseeesansneeesanneeenan 116
=] YA 1o 1 o 11 o LU PR 118
FAY =4 g=T=T 0 =T o | OSSO 119
7.04 WIN-WIN MANAGEMENT TRAINING 120
Win-Win Performance AGrEEIMENTS ....ccccuuiiiecieeeecteeeeetteeeeeteeeesteeeestaeeesssteeesssseeeeassseeeasseeesssseeeaassseseanssneesssseeennn 123
7.05 PROCESSES......cccootttiiiiinnnninnnenneneeemeeeemmeeemeeeeeesessssesssssssssessssssssssssssssssses 127
7.06 END QUESTIONS 128
7.07 REFERENCES . 129
UNIT 08 PRINCIPLES OF EMPATHIC COMMUNICATION.....cccooiimimnsnssmmssnssessssssnssesssnssassnnas 130
8.00 BEFORE WE BEGIN .......cccuuuuuuumnunnnnnnnnnsnnsssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssse 130
8.01 UNIT OBJECTIVES ....ccuuuueeennresnnnnsssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssss 131
8.02 CHARACTER AND COMMUNICATION 131
8.03 EMPATHIC LISTENING .....ccuuuuuuuunnnnnnnnnnsssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssssss 133
8.04 DIAGNOSE BEFORE YOU PRESCRIBE 136
8.05 FOUR AUTOBIOGRAPHICAL RESPONSES 137
UNderstanding and PEIrCEPLION .....cciiiiiii ettt e et e et e e e e e e st e e e eate e e ssaeeeesnssaeeansaeeessteeeennsseeesnnanns 142
8.06 THEN SEEK TO BE UNDERSTOOD .......cccceiiissnnnnnsnnnssssnsssssssssssssssssssssssssssssssssssssses 143

Gen 203: Value Education (8 Habit) Page 5



(01T o T 1o T 145

8.07 END QUESTIONS.........coveuetruntensetsssessssstsssstssssssssstessssessssssssssssssesssssssssessssessssesssssssssessssessssessssessssesssssssssesasans 147
8.08 REFERENCES ........cvevtueteuessssstsssssssststessssssssssssss s sss b ssss st ss s sssses s ssssssssessessssssssssessesssssssassensssnes 148
UNIT 09 PRINCIPLES OF CREATIVE COOPERATION. ...t ssnsnsnnes 149
9.00 BEFORE WE BEGIN .......ccvvvtnrntnenssststssssssssssestes s ssssses s sssssssssesssssssssssssesssssssssssssessssssssssessesssssssassessssnes 149
9.01 UNIT OBJECTIVES ....cucveuetnnetnsetsssessssstsssssssssssssstsssstessssssssssssssssssssssssessssessssessssssssssssssessssessssessssesssssssssssasans 150
9.02 SYNERGISTIC COMMUNICATION .....covtrurnnrntsssssessssstessssssssssssssssssssssssssssssssssssssssssssssssssssesssssssassessssnes 150
9.03 SYNERGY IN THE CLASSROOM .......coovuetenntrnnntsnstsssstsssstesssssssssssssssssssessssesssssssssssssssssssessssssssssssssesssssssssssasaes 151
9.04 SYNERGY IN BUSINESS .....cvvrruennrntststsssssstestessssssstessssssssss s ssssssssssssesssssssssssssessssssssssessesssssssassessessnes 153
9.05 SNERGY AND COMMUNICATION.......cvuuetrrntrnnstsnsstssstssstssssssssssssssessssesssssssssesssssssssesssssssssssnssessssessssssasaes 155
9.06 FISHING FOR THE A THIRD ALTERNATIVE ......cccvvvtreunrnnrssssnssessssssssssssssssssssssssnans 157
9.07 NEGATIVE SYNERGY .....cuvvruerieretenetisstsssstssssssstsssstessssssssssssssesssssssssessssessssssssssssssessssessssesssssssssesssssssssesasaes 159
9.08 VALUING THE DIFFERENCES .........cveverntntnsnssssssstessssssssssssssssssssssssssessnes 162
9.09 FORCE FIELD ANALYSIS ......cctreuetrenntinstsssetsssssssstessstsssssesssssssssssssssssssessssessssesssssssssessssesssssssssessssesssssssssssasaes 163
9.10 ALL NATURE IS SYNERGISTIC ......cuvurruerntntnssessssstessesssssssssssssssssssssssssessesans 166
9.11 END QUESTIONS.......coctreurtnuntinsetsssesssssssssstesssssssstsssstesssssssssessssssssssssssessssessssesssssssssessssessssesssssssssessssessssssasans 168
9.12 REFERENCES ......cucvetetsnesnstssssssssssts s ses st s b ss bbb s bbb 168
CREDIT 04: UNIT 10 TO UNIT 12, sssssssss s ssssnssssssssssasssnssnss 169
UNIT 10 PRINCIPLES OF BALANCED SELF-RENEWAL........sssnnsnssssss s 169
10.00 BEFORE WE BEGIN........oevuevueretntssnssesnsssssstsssssssssses s sssssssssessssssssssassessesssssssassssssssssssassssessssssssssessesssans 169
10.01 UNIT OBJECTIVES ....eovteunntrentesssssstsssssssssssssssssssssssssssssssssssssssssssessssessssssssssssstessssessssesssssssssesssssssssessssens 169

Gen 203: Value Education (8 Habit) Page 6



10.02 FOUR DIMENSIONS OF RENEWAL........cucummcmninsnsnssssssssssssssssssssssssssssssssssssnes 170
10.03 THE PHYSICAL DIMENSION ......ccovruntnntesssssstssssssssstssssssssssssssssssssssssessssssssssssssessssessssssssssssssesssssssssessssens 170
10.04 THE SPIRITUAL DIMENSION 173
10.05 THE MENTAL DIMENSION........ccovtrintrnstssstssssssssssssssssssssssssssssssssssssessssssssssssstessssessssessssssssssssssessssessssens 175
10.06 THE SOCIAL/EMOTIONAL DIMENSION .......coevererntetnsssssssssssssssssssssssssssssssssssssssssssssesssssssssssssssessssans 177
10.07 SCRIPTING OTHERS .....cuevvvtrietristssntssstssstssssssssssssssssssssssssssssssessssessssessssssssssssssessssessssesssssssssessssessssssassens 179
10.08 BALANCE IN RENEWAL ........coovtrtnunnnnsssstssssssssssssssssssssssssssssssssssssssssssans 181
10.09 SYNERGY IN RENEWAL .....cuovetrnntrintesstssstssstssssssssssssssssssssssssssssssssssessssssssssssssessssessssesssssssssesssssssssssassens 182
10.10 THE UPWARD SPIRAL .....cucvurvuetntnsssssssstsssssssssssssstesssssssssssssessessssssssssessessssssssssessessssssssssessessssssssssssessesans 183
10.11 END QUESTIONS.......coovtrunntrietesnstssnstssstssssssssssssssssssssssssssssssssssessssessssessssssssssssssessssessssesssssssssessssessssessssens 185
10.12 REFERENCES 186
UNIT 11 INSIDE-OUT AGAIN ..ttt sssssssssss s s sssssssssssssssssssssssssssnasasnsnass 187
11.00 BEFORE WE BEGIN.......coevuruuernetstsssssesnstsssssssssssss st ssssssssses s sssssssssessesssssssassessesssssssassssessssssssssessssssans 187
11.01 UNIT OBJECTIVES ....oevteenetreetesnstssstssssssssssssssssssssssssssssssssssssssessssessssessssssssssssssessssessssessssessssessssessssesassens 187
11.02 A SUMMARY OF THE 7 HABIT ......coovuriitntntnsinsssstes st ssssssss s ssssesssssssesssssssssssssssssssssssnssesssssssans 187
11.03 INTERGENERATIONAL LIVING ......oovvtrenntrnnntsastsssstsssssssssssssssssssesssssssssessssssssssssssessssessssesssssssssessssessssessssens 190
11.04 BECOMING A TRANSITION PERSON 191
11.05 A PERSONAL NOTE BY COVEY .....oovovtiietrintssstssssssstssstsssssssssssssssssssssssssssssssssessssessssesssssssssssssssssssessssens 193
11.06 END QUESTIONS.......coovtiieteretssstssssssssssstsssssss st s sssstss s sss s et s ss s e s s bes s sesasbesasbessssesassesastessssesasssassene 194
11.07 REFERENCES ......cuveteieteanstnsnstesssssstssssssssssssssessssssssssssssssssssssssessssessssessssesssssssstessssessssessssessssesssssssssssassens 195
UNIT 12 HABIT OF GREATNESS. ... sssssssssssssssssasasens 196
12.00 BEFORE WE BEGIN.......coevureueretntsssssessststsssssssssss s tssssssssss s ssssesssssssessssssssssassessesssssssassessessssssssssessessssans 196

Gen 203: Value Education (8 Habit)



12.01 UNIT OBJECTIVES 196

12.02 Importance of application of what we learn to practice......ccccceviiiiiiiiiiiiiiiiiiiiniiniiiniis. 197
12.03 The Pain, the Problem And the Solution 197

GrAMIEEN BANK . ..iiiiiiiiiiiiiiee ettt et ettt e s ettt e e sttt e e s b bt e e s abeeesaabeeeesabbeeeaaabaeeeaabeeeeeabbeeeeanbaeesanbaeeeebreeennee 198

T PN ettt ettt e h et e e he e e b et e bt e e bt e e bt e e b e e e bee e b e e e bt e e b ae e bee e b aeebee s baeebeesbaeebee s 198

BT o] 1 =T 1 IO ORI 198

THE SOIULION 1ttt ettt e be e e bt e e bt e e b e e e bt e s bt e e sbee st e e enbee s beeeabeesabaeeabeesabaesabeesabaesaneesn 199
12.04 WHAT IS THE EIGHTH HABIT? 199

WWNAE S VOICE? ittt ettt sttt ettt e st e s h e e s abeesa b e e sabeesateesabeesabeesabeesateesabeesabeesabeesabeesabaesabaesnbeesaneesn 200
12.05 About talent . 201
12.06 Two roads in life: Road to greatness and that of mediocrity. 204
12.07 Finding your voice 204
12.08 EXPRESS YOUR VOICE 206
12.09...Help others to find their Voice.......cccevviiiiiiiiiiiiiiiiiiiniiiiniiniinnnnnn. 207
12.10 FOCUS AND EXECUTION 210
12.11 Execution Gap 211
12.12SUMMARY OF 8" HABIT 212
12.13Using Our Voices Wisely to Serve Others ........ccccvviiiiiiiiiiiiniinniiinniniins. 212
12.14 END QUESTIONS 213
12.15 REFERENCES 214

Gen 203: Value Education (8 Habit) Page 8



CREDIT 1: UNITS 01 TO 03

UNIT 01 VALUES AND VALUE EDUCATION

Course Name: GEN 203 : Value Education (8 habits)

1.00 BEFORE WE BEGIN

Values are the basis of our lives. Values caddseribed as principles worth dying for. When aper
is highly motivated to undertaken certain taskkiglife, he get galvanized to achieve those gddisse
values make possible the existence, survival aodthrof our society as a nation or as a culturaugs.

In this course we will learn about inculcating \vedun our lives. We will begin this course throulgts

unit which will help you understand what the cortagfgvalues’ means. We will also learn how diffate
countries and people approach in teaching valueswilV explain the values as envisaged in the
constitution of India. In order to develop values, need a framework. We have adopted the framework
as proposed by Stephen Covey in his books on 7t$iabél on 8 Habit. We will learn how we can
develop various values chosen by us for the missiaur life using the model of these ‘habits’ thgh

our this course. This unit will serve as a starpogt of the course and also summarises the lsasicof
Value Education.

1.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe the concepts of values

Explain various approaches taken by different ¢estabout value education

» Discuss the approach taken by Stephen Covey oltatig character through his books
Describe the values enshrined in the Constitutidnaia

1.02 VALUE (ETHICS)

(Source: Wikipedia, the free encyclopedia, Vakthits))
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In ethics, value denotes the degree of importafhserething or action, with the aim of determining
what actions are best to do or what way is belteéqnormative ethics), or to describe the sigrafice of
different actions (axiology). It may be describedr@ating actions themselves as abstract objaatisng
value to them. It deals with right conduct and gbfag in the sense that a highly, or at leasttieddy
highly, valuable action may be regarded as ethi¢glbod" (adjective sense), and an action of low in
value, or somewhat relatively low in value, mayégarded as "bad". What makes an action valuable
may in turn depend on the ethic values of the abjieincreases, decreases or alters. An objebt wit
"ethic value" may be termed an "ethic or philosoegivod" (noun sense).

Values can be defined as broad preferences congeasppropriate courses of action or outcomes. As
such, values reflect a person's sense of rightvaodg or what "ought” to be. "Equal rights for all"
"Excellence deserves admiration”, and "People shbeltreated with respect and dignity" are
representative of values. Values tend to influeattitudes and behavior. Types of values include
ethical/moral values, doctrinal/ideological (retigs, political) values, social values, and aesthetiues.
It is debated whether some values that are notlglphysiologically determined, such as altruisme a
intrinsic, and whether some, such as acquisitiversfould be classified as vices or virtues.

Personal versus cultural perspectives

Personal values exist in relation to cultural valusther in agreement with or divergence from pileng
norms. A culture is a social system that sharet afscommon values, in which such values perntiao
expectations and collective understandings of dwelgbeautiful and constructive. Without normative
personal values, there would be no cultural refegeagainst which to measure the virtue of individua
values and so cultural identity would disintegrate.

Personal values

Personal values provide an internal reference fatws good, beneficial, important, useful, beailytif
desirable and constructive. Values generate behand influence the choices made by an individual.

Values may help solve common human problems fanigirby comparative rankings of value, the
results of which provide answers to questions of mople do what they do and in what order they
choose to do them. Moral, religious, and perswakles, when held rigidly, may also give rise to
conflicts that result from a clash between diffgrimorld views.

Over time the public expression of personal vathasgroups of people find important in their day-t
day lives, lay the foundations of law, custom amadiition. Recent research has thereby stressed the
implicit nature of value communication.

Cultural values
Individual cultures emphasize values which theimbers broadly share. One can often identify the

values of a society by noting which people recéiopor or respect. In the United States of Ameffioa,
example, professional athletes at the top leves®ine sports receive more honor (measured in tefms
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monetary payment) than university professors. Sigrgbdow that voters in the United States would not
willingly elect an atheist as president, suggestialief in a God as a generally shared value.

CHECK YOUR PROGRESS

What is meant by values?
How do values play role in the a person’s behavior?
What is mean by cultural values?

Values clarification differs from cognitive moradgcation:

» Value clarification consists of "helping peoplerifiawhat their lives are for and what is worth
working for. It encourages students to define thain values and to understand others' values."

» Cognitive moral education builds on the belief thiaidents should learn to value things like
democracy and justice as their moral reasoningldpse

Values relate to the norms of a culture, but theymaore global and abstract than norms. Norms geovi
rules for behavior in specific situations, whildues identify what should be judged as good or. evil
While norms are standards, patterns, rules andceguitiexpected behavior, values are abstract ctmcep
of what is important and worthwhile. Flying the inatl flag on a holiday is a norm, but it refletite
value of patriotism. Wearing dark clothing and agp® solemn are normative behaviors to manifest
respect at a funeral. Different cultures refledtiga differently and to different levels of emplsasOver
the last three decades, traditional-age collegiesitis have shown an increased interest in persaiil
being and a decreased interest in the welfarehgfrst' Values seemed to have changed, affectang th
beliefs, and attitudes of the students.

Members take part in a culture even if each memlpersonal values do not entirely agree with soimne o
the normative values sanctioned in that culturés Téflects an individual's ability to synthesizeda
extract aspects valuable to them from the mulSplecultures they belong to.

If a group member expresses a value that seri@osifficts with the group's norms, the group's aritho
may carry out various ways of encouraging confofraitstigmatizing the non-conforming behavior of
that member. For example, imprisonment can resat conflict with social norms that the state has
established as law.

Furthermore, institutions in the global economy ganuinely respect values which are of three kinds
based on a "triangle of coherence”. In the fistance, a value may come to expression within the
World Trade Organization (WTO), as well as (in seeond instance) within the United Nations -
particularly in the Educational, Scientific and @uél Organization (UNESCO) - providing a framework
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for global legitimacy through accountability. Iretkhird instance, the expertise of member-driven
international organizations and civil society degsenn the incorporation of flexibility in the rulds
preserve the expression of identity in a globaledd.

Nonetheless, in warlike economic competition, diffg views may contradict each other, particulanly
the field of culture. Thus audiences in Europe megyard a movie as an artistic creation and grant it
benefits from special treatment, while audiencefiénUnited States may see it as mere entertainment
whatever its artistic merits. EU policies basedh@notion of "cultural exception” can become
juxtaposed with the policy of "cultural specificitgn the liberal Anglo-Saxon side. Indeed, inteiol
law traditionally treats films as property and tumtent of television programs as a service.
Consequently, cultural interventionist policies ¢ad themselves opposed to the Anglo-Saxon liberal
position, causing failures in international negatias.

CHECK YOUR PROGRESS

What is the difference between value clarificatma moral cognitive education?
What is the difference between values and norms?

1.03 VALUES EDUCATION

(Source: Wikipedia, “Value Education”)

Value education is the process by which people giveal values to others. It can be an activity tzen
take place in any organisation during which pe@péeassisted by others, who may be older, in diposi
of authority or are more experienced, to make eikphose values underlying their own behaviour, to
assess the effectiveness of these values and @sgsbbehaviour for their own and others' long teseti-
being and to reflect on and acquire other valuesbamaviour which they recognise as being more
effective for long term well-being of self and atheThere is difference between literacy and edocat
Values education can take place at home and asw@ll schools, colleges, universities, jails and
voluntary youth organisations. There are two maipreaches to values education, some see it as
inculcating or transmitting a set of values whid¢ten come from societal or religious rules or cratu
ethics while others see it as a type of Socratitodiie where people are gradually brought to their
realisation of what is good behaviours for themsgland their community.

Definitions

There has been very little reliable research ondkalts of values education classes, but thersamne
encouraging preliminary results.
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One definition refers to it as the process thag¢giyoung people an initiation into values, giving
knowledge of the rules needed to function in theslenof relating to other people, and to seek the
development in the student a grasp of certain Uyidgrprinciples, together with the ability to agpl

these rules intelligently, and to have the settlisgosition to do so Some researchers use theepbnc
values education as an umbrella of concepts tistdas moral education and citizenship education
Themes that values education can address to vadggigees are character, moral development, Refigiou
Education, Spiritual development, citizenship edioca personal development, social development and
cultural development.

There is a further distinction between explicitued education and implicit values education where
explicit values education is associated with thiifferent pedagogies, methods or programmes that
teachers or educators use in order to create fepexiperiences for students when it comes to value
questions.

Another definition of value education is "learniaigout self and wisdom of life" in a self explorator
systematic and scientific way through formal ediocat

CHECK YOUR PROGRESS

What is the meaning of value education?
What two approaches to value education?
What is meant by Socratic dialog method of valugcation?

Commonality in many "educations"
Moral education

Morals as socio-legal-religious norms are supptsértlp people behave responsibly. However, not all
morals lead to responsible behavior. Values edorcatin show which morals are "bad" morals and
which are "good". The change in behavior comes ftonfusing questions about right and wrong.

American psychologist Lawrence Kohlberg who spé&eal in research on moral education and
reasoning, and was best known for his theory afest@f moral development, believed children needed
be in an environment that allowed for open andipudiscussion of day-to-day conflicts and probléms
develop their moral reasoning ability.

Multinational school-based values education schemes

Living Values Education Programme (LVEP)
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This project of worldwide proportions inspired ietnew religious movement called the Brahma
Kumaris World Spiritual University incorporates twe values (unity, peace, happiness, hope, humility
simplicity, trust, freedom, co-operation, honestyurage, love), and has formed the basis of thekis
whole-school ethos approach in schools such as Miéétgton Primary School, Kidlington whose head
master Neil Hawkes and Values education coordisdtorda Heppenstall used the work and other
programmes to help them form a values-based scidw.LVEP website lists 54 countries where values
education projects are undertaken.

Human Values Foundation

The Human Values Foundation was established in 1®8fake available worldwide, a comprehensive
values-themed programme for children from 4 to é2rg entitted EDUCATION IN HUMAN VALUES.
Its fully resourced lesson plans utilise familieat¢hing techniques of discussion, story-tellingtgtions,
group singing, activities to reinforce learning dimles of quiet reflection. Following the succeés o
"EHV", a second programme was published — SOCIALDABMOTIONAL EDUCATION ("SEE"),
primarily for ages 12 to 14+ but it has also proeedstructive for older children identified as likéo
benefit from help getting their lives 'back on Wadhe programmes enable children and young pdople
explore and put into practice a wide spectrum tdesmwith the potential to enrich their lives. Thgh

the experiential learning, over time participargseop a well considered personal morality, allwhele
gaining invaluable emotional and social skills &ypghthem lead happy, fulfilled, successful lives.

Character education

Character education is an umbrella term generakgluo describe the teaching of children in a manne
that will help them develop as personal and sdmmaigs. However, this definition requires resedoch
explain what is meant by "personal and social Bei@gncepts that fall under this term include sbaral
emotional learning, moral reasoning/cognitive depetent, life skills education, health education;
violence prevention, critical thinking, ethical seaing, and conflict resolution and mediation. loick
(1996) mentions eleven principles of successfutattar education. It seems to have been appligtein
UK and the United States.

Science of Living

Science of Living (Jeevan Vigyan; Jeevan = Life ¥igl/an = Science) is a detailed program that
complements the current educational approach wititisal and value based learning. While both menta
and physical development is needed for a studgmtisth, Jeevan Vigyan adds a third pillar — that of
emotional intelligence and morality (or valuesp-etlucation in schools and colleges. A combination
theory and practice, Jeevan Vigyan draws on tharfgs of various life-sciences as well as nutritilon
sciences. Our parasympathetic nervous system alatenal system are known to be the drivers of our
emotions and our behavior. These biological cemansbe influenced Science of Living through a
system of yogic exercises, breathing exercisesjaagdn and contemplation. Science of Living's seur
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of inspiration is Jain Acharya Ganadhipati Shrist(1914-1997). His thoughts were further developed
and expanded by Acharya Shri Mahapragya (19200201

CHECK YOUR PROGRESS

What the common features among various approaohedue education?
What is meant by character education?

1.04 THE INTEGRATION OF CONSTITUTIONAL VALUES &
PEACE IN EDUCATION

(Source: WIKIPEDIA, The Constitutional Values oflia )
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Fig x.xx: Cover of the Constitution of India, Soer&Vikipedia)

By NCERT: | ndi an Constitutional Values In Education:

Inits Preanble itself, the Constitution |lays down four universal val ues:
JUSTI CE, social, econonic and political LIBERTY of thoughts, expression,
belief, faith and worship EQUALITY

of status and of opportunity and to pronote anong them all FRATERNI TY,
assuring the dignity of the individual

and the unity and integrity of the nation.

Justice ensures that the freedom of one does not becaaenty for another. The Justice to be
truly meaningful needs sharing of power, compastarards under-privileged and empathy
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towards the disadvantage. An education of rightsdarties becomes important to ensure to fight
for justice.

Liberty of thought and action is a fundamental value erdbddn our Constitution. It is the

basis for creativity and exploration of new idead axperiments that can advance social
progress. Respecting the rights of others to §beirthought and action are the hall marks of a
civilized society. Ensuring that this liberty oftlnght and action is not used to belittle or
diminish the beliefs and status of others is wioaistitutes a decent society. Democracy creates
opportunity to pursue one’s chosen ends as wedssect others’ rights to do so. In a diverse
country like India, exercising freedom with respbiigy is a must for ensuring peace in the
nation.

Equality is another value enshrined in the ConstitutioeeBom and justice remain mere words
if equality is not ensured. It implies freedom frexploitation and ensuring to provide
opportunities for individual's development, irrespee of the background, gender, cultural or
socio-economic identity and status.

Fraternity is at the heart of school, society and nationigaolidarity is a vital part of a

society that has place for the aspirations of @&inbers of society. Understanding the
importance of fraternity or solidarity and the krledge that we all belong to a large community,
a nation and the globe is also to discover ourtanhamanity. It is only we recognize our
interdependence then we empower to help build egfelbnation and a world. The citizens need
to internalize the principals of equality, justexed liberty to promote fraternity among all,
regardless of religious beliefs, regional and |latiaérsity. As the Constitution encompasses the
values for living in harmony with self and one’dunal and social environment. It provides the
baseline in working out the framework of valuedéonurtured in students. If values like
truthfulness, sense of responsibility, trustwordlsis, loyalty, love, peace, respect for others etc.
are nurtured right from the beginning, the effovtd go a long way to enable students abide by
the Constitution and contribute to larger healtlsafiety and nation at large. In fact, promoting
values at the school or societal level begins tithindividual and the individual in relation to
community, larger society, nation and the world.

As desired earlier, value education does not tékeegn isolation. It must be set in the context
of the world in which we live.

Our choice to decide about the key value concersshools must also be firmly rooted in the
contemporary challenges of society. Where theterrsrist’s attack every now and then, women
and girls are abused, where theft, murder and M@ere so frequent, where many are
marginalized and ignored by society as a whols,ifmnportant that education for values is
clearly set in the global as well as local conteXtweats to humanity from climate change,
globalization, emergence of technological choigesience, terrorism, commercialization of

Gen 203: Value Education (8 Habit) Page 17



education, the increasingly competitive environneerd the aspirations of parents place a
tremendous burden and add to the stress and amxietlyildren. Schools are the microcosms of
the world society. The disorder of the society greworld surfaces in schools in many ways.
Further, there are disadvantages in educatiomgrfsbm inequalities of gender, caste, language,
culture, religion, disabilities etc. These hieraeshdeeply influence access to education and
participation of children in schools which rangenfrthe high cost ‘public’ (private) schools to
poorly functioning local body run primary schodl$iese realities tend to reinforce privilege and
exclusion in schooling and undermine the constitdl values of equality of opportunity and
social justice. All these conditions are detrimétdahe personal growth and development of
students and distortion of values leading to inglste, violence, lack of responsibility, lack of
respect etc. Thus our efforts towards value edoigatiust be rooted in the context of the
problems and issues facing teachers and pupiteisdhools.

The Fundamental Duties of Indian Constitution
It shall be the duty of every citizen of India,:

- to abide by the Constitution and respect its idaatsinstitutions, the National Flag and
the National Anthem;

+ to cherish and follow the noble ideals which inegdipur national struggle for freedom;

- to uphold and protect the sovereignty, unity andgrty of India;

+ to defend the country and render national servicenicalled upon to do so;

- to promote harmony and the spirit of common brdtbed amongst all the people of
India transcending religious, linguistic and regibar sectional diversities; to renounce
practices derogatory to the dignity of women;

« to value and preserve the rich heritage of our asie culture;

- to protect and improve the natural environmentuditig forests, lakes, rivers and wild
life, and to have compassion for living creatures;

- to develop the scientific temper, humanism andsghiet of inquiry and reform;

» to safeguard public property and to abjure violence

- to strive towards excellence in all spheres ofvitlial and collective activity so that the
nation constantly rises to higher levels of endeaamd achievement;

- who is a parent or guardian to provide opportusitee education to his child or ward, as
the case may be, between the age of six and fouyesa's

CHECK YOUR PROGRESS

What are the fundamental duties of a citizen aghgeConstitution of India?
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What are the various values descried in the Conistit of India?

1.05 STEPHEN COVEY’S APPROACH IN ‘SEVEN HABITS’
AND ‘EIGHTH HABIT'BOOKS
The 7 Habits of Highly Effective People, first pighled in 1989, is a business and self-help boottemri

by Stephen R. Covey. Covey presents an approdming effective in attaining goals by aligning oglés
to what he calls "true north" principles of a cltaea ethic that he presents as universal and tsaele

OVER 15 MILLION S0LD

THE (HABITS OF

Powerful Lessons
in Personal Change

“Awanderfid beak chat cauld change vour hife.”
—Toem Werrm, e Bong b 1 B ek af Eicelfrmee

Stephen R. Covey

Fig 1.01: The cover of the seven habit book
Covey's best-known book has sold more than 25aniltiopies worldwide since its first publication in

1989. The audio version became the first non-ficaadio-book in U.S. publishing history to sell mor
than one million copies. Covey argues against \whatalls "The Personality Ethic", something hessee
as prevalent in many modern self-help books. Henptes what he labels "The Character Ethic": alignin
one's values with so-called "universal and timélpsisciples. Covey adamantly refuses to conflate
principles and values; he sees principles as eteatural laws, while values remain internal and
subjective. Covey proclaims that values govern [g®pehavior, but principles ultimately determihe
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consequences. Covey presents his teachings iiea séhabits, manifesting as a progression from
dependence via independence to interdependence.

The 8th Habit: From Effectiveness to Greatneissa book written bystephen R Covey
published in 20041t is an upgrade dfhe Seven Habits of Highly Effective Pepfilst
published in 1989. As such, it clarifies and reroés Covey's earlier declaration that
"Interdependence is a higher value than indeperedénc

#1 Bestzelling Awthor of
The T Habitz of Righly Effective People

Stephen R.
Cove

From Effectiveness
to Greatness

Fig 1.02: The cover of"BHabit (Source: Wikipedia)

8 - Find your voice and inspire others to find thei
The eighth habit i8Find your voice and inspire others to find theirs.Voice is Covey's
code for "unique personal significance." Those wispire others to find theirs are the
leaders needed now and for the future, accordir@ptcey.

The central idea of the book is the need for steadgvery and application of the whole person
paradigm, which holds that persons have four iigetices - physical, intellectual, emotional and
spiritual. Denial of any of them reduces personthiags, inviting many problems. The

industrial age is assumed to have been a perioehdiept on such denial. Covey believed the
information age and a foreseen "Age of Wisdom" megtwhole" people (in whole jobs).

Some versions of the book come with a DVD, althoalljthe short films on this DVD can be
viewed via Covey's websitd he book is divided into two sections, with thestfifew chapters
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focusing on finding your voice, while the later pkers are about inspiring others to find their
voice. Most of the chapters in the book includectisn discussing one of the 'stories' from the
DVD, which are intended to illustrate the themehaf chapter (for example the story of Helen
Keller and another about the Berlin Wall).

The book talks of "5 Cancerous Behaviors" (page 1184 inhibit people's greatness:

+ Criticism

- Complaining
« Comparing

- Competing

« Contending

People can discover their voice because of the thifes everyone is born with:

1. The freedom to choose

2. The natural laws or principles — those that dictageconsequences of behavior. Positive
consequences come from fairness, kindness, resmeasty, integrity, service and
contribution

3. The four intelligences — mental, physical, emotlaral spiritual.

Covey talks about great achievers expressing Woge through the use of their intelligences.
Achievers for example

« develop their mental energy into vision

- develop their physical energy into discipline

« develop their emotional energy into passion

- develop their spiritual energy into conscienceeirtmward moral sense of what is right
and wrong and their drive towards meaning and dmutton

We will be using the contents and ideas put forwsr&tephen Covey in these two books to enable
putting the values enshrined in Constituion of &ndi practice. We use Covey’s books to provide a
framework. These books are secular, non-dogmatigapular. Hence the approaches you would learn
from these books are likely to be understood welh lvell-read colleague or superior at your worcpl
Being essentially self-help books, you can usetireiples and concepts used there for building you
personality, relationships in personal and protesslilives as well as such diverse area as conflict
resolution, team working, supervision and leadg@xshi
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CHECK YOUR PROGRESS

What is the approach taken by Stephen Covey irlaating values through his seven habits?
What is the 8 Habit as per Stephen Covey?

1.06 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undenigation conditions.

What is meant by values?

How do values play role in the a person’s behavior?

What is mean by cultural values?

What is the difference between value clarificatéma moral cognitive education?
What is the difference between values and norms?

What is the meaning of value education?

What two approaches to value education?

What is meant by Socratic dialog method of valugcation?

What the common features among various approachedue education?

10. What is meant by character education?

11. What are the fundamental duties of a citizen ashgeConstitution of India?

12. What are the various values descried in the Conistit of India?

13. What is the approach taken by Stephen Covey indating values through his seven habits?
14. What is the 8 Habit as per Stephen Covey?
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2004
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UNIT 02 INSIDE OUT

Course Name: GEN 203 : Value Education (8 habits)

2.00 BEFORE WE BEGIN

In the first unit of the course we got introdud¢edhe concept of value, value education, theaslu
mentioned in our constitution, various approacbestue education and the approach which we have
adopted to develop the values in ourselves.

With this unit we will begin our journey as per thgproach given by Stephen Covey in his variouk®€oo
on 7 habits and"8habit. We will learn some of the basic conceptictvlare required to understand the
approach of seven habits and tfeh@bit. We will understand these concepts withviilréous examples
which are drawn from our day to day experiences.

There are two approaches to developing our perigprn@he is the quick make over which leads us to
‘look great’ that is we may not have qualities a@raat person but we will show the world that we ar
great persons. This approach is a recent (post) I@#Homena which given methods of Public Relations
and Human relations. It is like a sick person dairake up to look healthy. It may be good for a day

two but it does not make him or her healthy.

The second approach is to transform our charaotéreg we become great. Hence we look, feel and
become great. This is the approach of charactasetthich we will adopt for this course. We will
systematically develop our character in a steptbp-sr shall we say in a habit-by-habit manner.

The concepts which we will learn in this unit Wik useful foundations for the rest of the courskian
making a great person through the 8 habits whickwvildearn in this course.

2.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe the approaches of personality and catbétars

» Explain the concept of paradigm and paradigm shift

» Discuss the importance of principle centered pgradi

» Define habits and how habits can be developed

» Describe the maturity continuum and paradigm shiétsording to maturity levels
» Describe the concept of product and production ciapéP/PC) balance
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2.02 PERSONALITY AND CHARACTER ETHICS

If one studied the various books published in 288rg of American history on successes, some pattern
emerge. The literature in last fifty years seemguesicial, filled with image consciousness, tecjugs

of “quick fix” solutions. This is similar to addrsisig only the symptoms of a disease and ignorieg th
root cause of the malaise. This approach propbsésticcess is a function of (is dependent on) the
personality you have. To be successful, you neéshtow” that you are confident, capable and effexcti

It depends on such saying (which are valid to sertant) like “your attitude determines your altiétid
“smiling wins” and “whatever mind can believe imrcbe achieved”. These sayings are taken to tee fa
values only and the essence and sprits were gimeissa This lead practioners of such techniques to
become deceptive, manipulating, appeasing. Theemde to character building is only a lip servite.
merely tries to develop either a Positive Mentditdde (PMA) or human and public relation (HR/PR)
techniques.

On the other hand literature of the first 150 ydacsised on “Character Ethics”, which sought tddui
foundation of success with developing such thirggmsegrity, humility, loyalty, self-control, cowa,
justice, patience, hard-working, simplicity, modestnd Golden Rule (“Do to others what you want
others to do to you”). This approach says thabu want to be successful, you need to develop these
virtues and be a good human being. Then only yauldvbe able to experience true happiness and
success.

The Personality Ethic approach gives undue impogdao the ‘image’. You become a victim of your
obsession to your ‘image’. Your actions are drifsgrwhat would save your image or brighten your
image rather than the principles which you standdsyan example, if your son is not doing well in
studies or sports, you become worried more beadaissaffecting your ‘image’ (of caring, good paten
who is control of the affairs of the son) and setmuch by his welfare. On the contrary if you raoée
concerned with your public image, you may take steps which may not be great to your image but
may be best for his well being. You see your soa ‘@soblem to be solved’ or ‘a piece to be fixeather
than someone who is ‘fundamentally ok’. You doe'e $is uniqueness. If you work with him, understand
his unique needs, capacities and have patiencavmim develop himself (like a bud developing iato
flower) and get directed by such understanding,would have developed the character tailor made to
suit his case.

Our criticism to the Personality approach is owlytte superficiality of ‘quick fix’ solutions whictnany
practitioners try to preach. The elements of paaktyngrowth, communication, strategizing, planning
positive thinking are important and essential. Bety are secondary traits. At the foundation lrexsé
virtues which make up our character.

The quick fix approach is as ridiculous as to @fyhrough the year and study only during the rhaoft
examination. You may get through the examinatiansay not have developed the necessary skills or
have digested the information expected of you éndburse.
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Similary a person who puts too much makeover te hid weakness may look great in picture but may
not survive rigorous strain of physical activitieience importance is on being physically strongi{ary
trait) rather than looking strong (secondary trait)

CHECK YOUR PROGRESS

What is meant by the personality ethics and cherasthics approach to personality
development?

Why building character is more important than thpraach to developing personality in a quigk-
fix manner?

2.03 PARADIGM AND PARADIGM SHIFTS

A paradigm is a scientific term denoting model aitye perception, assumption or frame of refereroe.
example, “earth is stationary and stars revolveadati is a paradigm called “geo-centrism”. It isredel
or theory or assumption which can be used to exglame of the observations. On the other hand
“distant stars are stationary and earth spinshatteer paradigm which we all “helio-centrism”.

A map is a paradigm which shows relative locatibplaces. Map itself is not place or territory. Maip
India is not India itself, but merely a reducedtpie showing relative positions of various towns.

We use models to explain how a person (or all greqns) would behave in a situation. “If you offer
John money he will do this for you” may be a mddela certain John.

Like maps paradigm differ for different personseThap of Delhi will be useless if you are tryindital
a place at Mumbai.

Paradigms, attitude and behavior are interreldtg@u are searching a place in a town, your payadi
tell you the relative location of places in towme trules of traffic for a street (whether ‘one way*two
way’ during afternoon) etc. Your behavior is shdwrwhether you are meticulous, get easily tirechon
finding the place, or quick in driving. Your attitee may be positive or negative.

If you don’t have the right map, the attitude ohdévéior will not matter. You will not be able toagh the
place at all (assuming you don’t have any othercmaf information than the map). With the positive
attitude you would not mind not being at the pldug, still you don’t get at the destination. Withsh
behavior like speed, you will reach the wrong plst.

Hence to have correct map is most important.
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The paradigm which we use are about (a) realities/(things are) and (b) values (how things shoeld b
We do not challenge our paradigms often and we moaype even aware of our paradigms. Our attitude
and behavior grow out of the paradigms which weshav

An illustration is often used to demonstrate tiaai persons can have opposite views about the same
object or situation and both may be “correct” inittassessment. Look at the picture in Fig 2.06vibe

Fig 2.01: What do you see in this picture?
This is a picture which many perceive to be a yogingvhose nose, one of the eyes, cheeks candre se

from slightly back view. She is wearing a cap arfdracoat. While others see a very old lady, whgss
eyes, nose and lips can be seen. Very few persomsee both these ladies at the same time.

Thus there can be two points of views on the samttemand both may be acceptable. You can change
your paradigms and see the other side of the dtaryexample, for centuries man has been watchiag t
sun to rise in the East and set in the West. Thadpgm was that the Sun goes up and comes dows. Thi
moving Sun model served well for his daily worktekfmany centuries, people watched the motion of
stars and planets and found that a better modetheasStars are stationary and the Earth spinsitaibs
axis, thus making the illusion that the Sun goesupe morning and sets in the evening”. The faetge
not changed, the point of view, the paradigm has.
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Other examples of paradigm shift is the ‘germ tiie@hat various germs were responsible for disease
and death) replacing the ‘curse of gods’ theorgmdcracy’ paradigm replacing the ‘monarchy’
paradigm, and so on.

Paradigms are powerful as they help us understendorld. However, once in a while we need to
examine the very lens we use to see the world. iShva¢ should examine our paradigm and see whether
they are really doing the justice in explaining tharld to us and predicting the future course axlyeo

us.

CHECK YOUR PROGRESS

What is meant by the paradigm and paradigm shift?
Describe the young girl/old lady illustration topéain how there may be two opposing points of
views and both may be correct?

2.04 PRINCIPLE CENTERED PARADIGM

At the foundation of the character ethics is theuagption that there agrincipleswhich govern human
behavior and effectiveness. The principles arerabtaws like, “You can only harvest what you sow”,
“You can harvest only after you have sown the sasadsnot the other way round”, etc. The princiles
also like ‘values’. For example you have princgpli&e service (making contribution to the society)
justice (people are essentially equal and diffédy ontheir unique potentials), human dignity, qoal
growth, potential (every person has been endowtddumique gifts or potential), patience (you have t
wait for the right season), nurturance (you havavest into a relationship and take steps to meriti.

Effectiveness and success can be sustained omigipractices these principles. One can ask oriéself
the lasting success and happiness can be obtairedyh deceit, uselessness, mediocrity, unfairmess,
being mean.

If you take such courses on personality developsnhich try to ‘quick fix’ the personality, it igkiely
that you are deceiving yourself. If you do not knlosw to play piano in a concert and merely rehahrse
to ‘act like a maestro’ on piano, you are mostliike be caught. It is better to learn to play mamd
struggle to become a master than do the quickcting. As is said, “A thousand mile journey begins
with a single first step and only one step caralien at a time”. Similarly, you cannot hope tamea
without asking a question thus revealing your igmae. Admitting one’s ignorance is often the fatstp

in gaining knowledge. You cannot pretend to be kngveverything of a subject and still hope to learn

The “Inside out” Paradigm
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As pointed out by Einstein, “The significant prable we face cannot be solved at the same level of
thinking we were at when we created them.”

Many problems are created due to superficial adiveréo the personality ethics quick-fix solutions,
indulging in ‘image’ management at the HR or PReleor forgetting the principles or values we
described earlier in this unit. To sort out sucbiblems we need to get at a point which is diffetbah
that when we created them.

When we face a problem at the human relationsbimt five have a tendency to blame the other party.
We believe that the problem is not with us but wtiité thinking, practices, values and beliefs whith
other party is indulging in. We have control only aurselves and hence the best way should be to
meticulously examine our own self. This is calleside out approach. We begin not only with ourselve
but from the very core of our being: the motivdgracter, principles and paradigms which we profess

Thus if you want to have a happy marriage, begth wourself: be a person who generates positive
energy, blocks negative thoughts, who professegghecharacter, principles, paradigms and motfees
a healthy relationship. In case of disputes examyping own motives, actions, thought, principlesydfi
want to be trusted, be trustworthy. If you wanh&ve freedom in your job, be responsible, helpfial a
contributing employee.

This means that before you set to win others yme @ win yourself. Private victory precedes public
victory. If you can make and keep promises thely gal can hope that others would reciprocate. You
have to be a good person first and then try to ¢eoa souse, father/mother, son/daughter,
employee/employer, etc.

CHECK YOUR PROGRESS

What is meant by the principle centred paradigm ?
Why is it important to begin with ourselves andttte@ with our core in order to sort out a
problem involving interaction between us and others

2.05 HABITS: DEFINITION

According to Wikipedia (“Habit”) entry, a habit (@ront) is a routine of behavior that is repeated
regularly and tends to occur subconsciously.

In the American Journal of Psychology (1903) diédined in this way: "A habit, from the standpaoafit
psychology, is a more or less fixed way of thinkingling, or feeling acquired through previous
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repetition of a mental experience." Habitual bebawgiten goes unnoticed in persons exhibiting it,
because a person does not need to engage in aglsianvhen undertaking routine tasks. Habits are
sometimes compulsory. The process by which newiets become automatic is habit formation. Old
habits are hard to break and new habits are hdainobecause the behavioral patterns we repeat are
imprinted in our neural pathways, but it is possitd form new habits through repetition.

As behaviors are repeated in a consistent coriteete is an incremental increase in the link bebwbe
context and the action. This increases the auteityatf the behavior in that context. Featuresiof
automatic behavior are all or some of: efficieragk of awareness, unintentionality, uncontrollipil

Coming back to Stephen Covey’s “7 Habits”, it slibiok noted that habits are very important in bogdi
character. It is said that “Watch your thoughtseyrbecome words. Watch your words. They become
deeds. Watch your deeds. They become habits. Watathabits. They become character. Character is
everything”. The same thing is said like this al&ow a thought and you reap an action; sow amuadt
you reap a habit; sow a habit and you reap a ctearaow a character and you reap a destiny.”

In this course we would be talking about habitteaslencies of thinking and actions which you may
internalize by taking repeated actions consistettt thie habit you with to develop. As per Covee th
‘habit’ he is talking about is the culmination ams of three things: knowledge (what), skill (how, tand
desire (want to). In order to form a habit you mheste the knowledgevhat to doandwhy) , skill (to
perform the necessary habit-forming activities) dedire (to do the activities which will lead tdofta
formation) about the habit.

If you wish to develop the habit of ‘listening aely and with empathy’, you should have the follogui

a) Understanding of the term ‘listening actively anl with empathy’. We listen many a times without
really paying attention. Sometimes, we are payitenéion but do not show (to the speaker) that ree a
paying due attention. If this is what we are ddimgn we are not listening actively. When our body
language shows that ‘yes, | am listening with &ttention’, then we are listening actively.

What about empathy? There are three words: apathfeélings), sympathy (similar feelings) and
empathy (same feeling). If | do not share yourifgght all or my feelings are opposite to yoursitham
apathetic to you. For example, my friend loves lbatitand | think it is a waste of time, or | am
dispassionate about it. | am showing apathy.

Sympathy means that | care about your feelingraypdeelings are similar to yours. The feelings are
similar because | am not placing myself in yourcplavith the intensity to which you are involved. &%
example consider that my football-loving friend the®n rejected by the selectors of the Club Tefim. |
have never played football at the Club level cavénever been rejected by a selector, my feetirgys
be similar to his to understand his pain or feebngnot exactly similar to it. Or, even if | hagene
through the same experience, but today | am ndtipgsnyself to that level of intensity and merely
“sympathizing’ with him for having been rejectedrh only showing the “sympathy”.
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The last word ‘empathy’ means that | have the ske@king as you do. | may have gone through the same
experience or in my mind’s eye | have simulatedsibeation with so much intensity that your feeng
are my feelings.

Thus in order to develop the habit of ‘listeningnagly with empathy’ you must know what the terms
mean.

b) Have the skills to ‘listen actively and with emathy’.

You should know how to do it. How to actually listactively with empathy. You will them be able to
practice it so many times that it will become ybabit.

c) Have desire to ‘listen actively and wth empathy’

If you do not have the motivation to practice, yoa not likely to do it and hence will not be atade
develop the habit.

CHECK YOUR PROGRESS

What is definition of habit? Explain with examples
What factors are required to develop a habit? Expleth examples.

2.06 MATURITY SPECTRUM

The principles and practices elaborated in thissmare designed to take you in the spectrum afinityat
from beingdependento independen&nd from beingndependetto interdependentLet us see what it
means.

As you grow and mature, what happens to you? Wbaraye an infant, you are totatigpendenton the
others: your parents, nurses, doctors. You neee fed, taken to places, and you are taught hovatk,
you learn the school work, and start doing thingdew supervision of others. Then as you grow, yau s
becomingndependent You are able to take care of your daily needthauit help from others. You can
feed yourself, travel alone, stay at hotels in othiges alone, start earning and pay for your exigeres
without help from others. Once this is achieved) y@alize that this is not enough in a society. Yiead
to get in relationships like friendship, marriageployment, business, social/ political circles, &hese
relationships make you interdependent: you arertigrg on them and they are dependent on you in a
sort of give-and-take. This is the law of natureov@h and relationships among species is all oatune
you can observe. This journey from being depentteimterdependent (via being independent) brings
about significant paradigm shift.
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Dependence is the paradigm gbu”: youfeed meyoutake care of mgjoudid this to meyouare
responsible for what | am and what | am not.

Independence is the paradigm of “I": | can do,thm responsible, | am self sufficient, | can gf0

Interdependence is the paradigm of “we”: We catthiky we cooperate, we can work together to
combine our potentials, competencies and create\aaid worth.

In this course we would learn to realize full memnof being independent. Despite being financiatly
physically “independent” we blame others for whatei¢ not right about our lives. We think that othe
are responsible to our problem. With the “insidé¢-@pproach we examine our own self, our actions, o
beliefs and values and try to find out if faultsli@ithin us. We learn to be responsible. What atller

may not be in our control but how we respond tar thetions is certainly in our control. Our reacisoare
in our control and hence we are responsible foragtions. To any actions by the other party, weelav
range of responses to chose from: we may replgaditional manner which is according to the social
image we created for ourselves (‘an eye for an,ége’'what you want to’, ‘Il am helpless’, etc) oew
may respond according to the strategies which wigad to meeting our mission for life. Whatever way
we respond is our choice and we are responsibliébr

For example, a nurse was constantly abused byienpatho was extremely bad tempered and
complained about almost everything on very smalsoas. The natural response of the nurse waslto fee
frustrated, offended and thinking of quitting tled j With the lessons of this course, she realiratl‘ho

one can offend you if you do not permit’. You gétaded because you feel you are offended. You may
respond by saying to yourself that | am confideat t have done no wrong and | have faithfully
discharged my duties and | choose not to feel difednSuch thought is a liberating thought. Youiare
charge of your emotions and you can choose youor@ptThis nurse thus broke the traditional respons
which may have been expected from her like quittivgjob.

CHECK YOUR PROGRESS

What paradigm shifts does a person go through /abégrows from an infant to an adult?
Explain with examples.
Why is it important to become interdependent? Brplath examples.

2.07 EFFECTIVENESS AS P/PC BALANCE

You may have heard a story in your school daysar&ér had a magic hen. It would give eggs which
were of pure gold. The farmer would sell the egys leecame very rich. However he became greedy and
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thought that if he kills the hen and take outladl €ggs which are inside her, he would be even nigire
and within no time. He killed the hen, but could fiod any golden eggs within the body of the hen.

We can take this story to understand that therénwarehings which create value or wealth: what is
produced (egg) and the producing agent/asset acitgpgo produce (the hen). If you focus on thedgol
egg too much you may sacrifice the hen.

There is a need to have a balance between “ProfRctind “Production Capacity” (PC). We will be
calling it P/PC balance. If you service your veditdo much and spend on its maintenance too muach, a
don’t get the advantage of its service, you wowltlsustain its maintenance as there will be no yméoe

it. On the contrary if you use cheap oll, lubrigdnel and do not spend time and money on its
maintenance and only try to get maximum income ftihenservice the vehicle provides, the vehicle will
not last and soon start malfunctioning. In betwdse two lies a golden mean, where you would gstt b
service and have to spend relatively less on dariic

Effectiveness is not merely how much do you getftbe life. It is the ratio of how much you produce
(P) to much you spend on maintaining your productiapacity (PC). It is a sort of cost-benefit asaly

This principle can be applied to various scenemelsitionship, business, employment, etc. If yomtwa
your daughter to have a clean room, what is yotmgoa clean room or your daughter cleaning thenroo
cheerfully. If your focus is clean room, you areudsing on the P part. If you neglect the daugiRél)(

you may have clean room but may have nagging deugltio does it only to appease you. On the other
hand if you focus unduely on the daughter, you nm@yhave clean room as you will accept her excuses
of not having cleaned the room due to exam, tiresleéc. The trick is to make her clean the room
cheerfully, thus attaining both P and PC with Igaeblems.

In business, an organization which cares much abeutustomers and neglects the employees
completely is not achieving effectiveness. The F@ciple is “treat your employees exactly as yountva
your customers to be treated”. You can buy an eyagls hand, not his heart (where his loyalty and
enthusiasm lies). You can by his back, not hisrbfahere his creativity, resourcefulness, ingenlidty).
Just as customers are volunteers (they buy yowtugts voluntarily), your employees are volunteers
(they put their creativity, enthusiasm and loyaitjuntarily).

CHECK YOUR PROGRESS

What is meant by P/PC balance? Explain with exespl
What is the importance of P/PC balance in defitirggeffectiveness? Explain with examples.
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2.08 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaaéion conditions.

o0k whPE

10.

11.

12.
13.
14.

15.
16.
17.

Describe the approaches of personality and catbétars

Explain the concept of paradigm and paradigm shift

Discuss the importance of principle centered paradi

Define habits and how habits can be developed

Describe the maturity continuum and paradigm shiftsording to maturity levels
Describe the concept of product and production aapéP/PC) balance

What is meant by the personality ethics and cherasthics approach to personality
development?
Why building character is more important than thpraach to developing personality in a quick-
fix manner?
What is meant by the paradigm and paradigm shift?
Describe the young girl/old lady illustration topéain how there may be two opposing points of
views and both may be correct?

a. What is meant by the principle centred paradigm ?
Why is it important to begin with ourselves andtttee with our core in order to sort out a
problem involving interaction between us and others
What is definition of habit? Explain with examples.
What factors are required to develop a habit? Expleth examples.
What paradigm shifts does a person go through /abégrows from an infant to an adult?
Explain with examples.
Why is it important to become interdependent? Erphlath examples.
What is meant by P/PC balance? Explain with exespl
What is the importance of P/PC balance in defitirggeffectiveness? Explain with examples.

2.09 REFERENCES

1. 7 Habits of highly effective people, Stephe@®ey, Franklin Covey Foundation, 1999.
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UNIT 03 HABIT OF PROACTIVITY

Course Name: GEN 203 : Value Education (8 habits)

3.00 BEFORE WE BEGIN

We have learned about values, value educationrendgproaches to value education in our first Wiié.
learned the basic concepts of habits, P/PC balgnioejples, and effectiveness in the second unit.

We will learn the first steps which we should takeleveloping our personality through building our
character. The first habit which we are going frein this unit is called the habit of proactivityis the
first step in becoming a independent person angke@cly our private victory. Most of the times, our
response to any circumstance or situation is veggliptable; it is a knee-jerk reaction coming froor
ego. We do not see our response as a part offeisrgioal. We do not care whether our response will
contribute to the goals, values and missions whieltherish. When we do that we are acting like a
reactive person. On the other hand if our respns®asured, calibrated strategically proper widch
design to achieve our objectives in life, we aringdn a proactive manner. We will learn about ooly
responding in a responsible manner but also toitakatives so that we can make our world a better
place to be. We will learn that there are areasevhie can contribute (we will call them circle of
influence) and there are areas which we feel coeckabout but which are too complex for us to
influence at the moment. We will learn that witle thevelopment of our habit of proactivity we can
enhance our ability to influence those areas whwerean contribute and make a difference to theegpnci

Every habit is related to the next habit and idtloui the previous habit so you should develophieits
in step by step manner.

3.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe the four human gifts and their importainogeveloping our habits

» Explain the concept of proactivity

» Discuss the relation between proactivity and chofceesponse to a stimulus

* Explain how proactive persons take initiatives

* Explain the importance of making and keeping commaitts

» Discuss the difference between the language useedayive and proactive people

» Explain the concepts of circle of concern and eiafl influence

» Explain how reactive people shrink their circlardfuence while proactive people make it grow
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« Describe the situation of direct, indirect and patcol.

3.02 FOUR HUMAN GIFTS (ENDOWMENTS)

Being human, we pride ourselves to be the modtigaat, technologically advanced species on earth.
There are four potentials which each of us possesarying degrees which make us uniquely human.
These four gifts which we possess are: self awasm@agination, conscience and independent will.

Self awarenessneans that we are aware of our actions and ougtitoWe can analyse these actions and
thoughts.

Imagination gives us the power to see in our mieg’s what can happen in future, if we take a sjgecif
action.

Conscious is the gift which enable us to decidetvughdght and what is wrong.
We have independent will which makes us take astwimch we decide irrespective of other influences.

Most animals are ‘programmed’ to behave througérigiswhich is transmitted through their culturedan
genes. To follow the instinct like seeking foodhifngry, killing if threatened, etc are what is natiy
expected from animals. They, normally, don’'t htheability to change the ‘scripts’ which is wired
their brains. (We sometimes come across such mewsthe world of wild which is contrary to the
normal behavior of the animals. We are ignoringhsexceptional instances)

Many of the times we too behave in predictably adiog to the animal spirit in tribes or even in so
called cultural society. When we merely act ondbgmatic scripts which expect us to hate a pagicul
community or favor a particular segment of societg,are following such scripts. We as human bemg d
have power to change scripts handed over to usdhroulture, tradition or genes.

3.03 WHAT IS PROACTIVITY?

Proactive is sometimes referred to in context @ative’. A reactive person would respond to aasitun
when it has come up. For example if an engine dggeh snag and breaks down the reactive person
would attend to it and get the engine repairedti@rother hand a proactive person, who routinely
monitors the health of the engine knows that tlebdlem in the engine is about to develop and hepes d
not wait for the complete breakdown to occur ang gee faulty part repaired before the engine fails
completely. Thus, to be proactive means to take chevents before they occur.

In our course, we use the words ‘proactive’ or gutivity’ is slightly different manner. It means neo
than taking initiatives. It means that you resptmd situation based on the principles or missiarciv
you are perusing and not merely on instincts oafes’ which you or the society has created for jtou.
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means that you are responsible for your actions:; §i@. Your behavior is due to your decisions auod
on the situations or external agents. You havelfreeto chose your response to a stimulus baseleon t
four human gifts of imagination, self-awareness\soience and independent will.

Reactive people give blame to others: they arertp® on others for their affairs. If people trésm
well they feel good, if they are not treated whéy feel bad. Their emotional lives are thus Huylt
others around them. Their response is dependestironlus and their instinct and what they thinkesth
would expect them to respond like.

Proactive people take responsibilities of theirisieas. They are less dependent on other persahs an
surroundings. Their response is based on well-thboger values, principles and mission they have
chosen for their lives. Other persons can not affesir feelings so much. As Eleanor Roosevelt,s&ld
one can hurt you without your consent”. You feettlny other's comments because you have allowed
their comments to hurt you.

CHECK YOUR PROGRESS

Explain the concept of proactivity

3.04 PROACTIVITY AND STIMULUS AND RESPONSE:

It is said that “Between stimulus and responseetigea space. In that space is our power to choase
response. In our response lies our growth andreedbm.”

(https://www.brainyquote.com/quotes/quotes/v/vikidr@0380.htm)

Let us see in details what it means. A stimulubéscause of your action. Something has happergtd an
you have to take action. For example, your cliex#t filed a suit against you. Or, Somebody has edfer
you a job. You have to take action (that is resphngour response comes after a space. You have a
space in between the cause and effect. You havephae where you think about your response. You
choose and you choice and your decision has thempmixchange your destiny. Your growth, your
potential and your power has its oritin in this@pavhich lies between the stimulus and response.

If you are a reactive person your response wilbé&ed on your perception on how others expectgou t
react or your own image about yourself. If you hbeen sued, you may respond by fighting the case
because it is a matter of your ‘prestige’ (youriabienage) even if you know you have done somethin
wrong.
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A proactive person will respond by his value ofiges, fraternity, fairness. He may enter into datieand
try to listen to the other party’s concern, feediramd positions and communicate his sympathy atd fa
and may like to attain a situation which resultbdath parties ending the dispute happily.

CHECK YOUR PROGRESS

Discuss the relation between proactivity and chofceesponse to a stimulus

3.06 TAKING INITIATIVES

Proactivity is not merely about responding to tti@slus in principled-centred manner. It is alsouat
taking initiatives, to maintain the P/PC balanced¢velop good habits, It is to believe that we are
responsible for our actions, thoughts and decisidasce to make things move is also part of thedae

Whenever a person faces problem in getting thiogedit is a good practive to remind him to usefhis
and | (resourcefulness and initiative). You neetddaesourceful. During the time when you are not
having any pressing problems, you envisage whauress would be necessary in your life and develop
such resources. These resources may be a netwlri&nafs, relations, or may be physical assets like
space, plots, flats, machinery, gadgets, or it begkills which may be useful to you like
communication, use of advanced maths, accountéegs), drafting, etc. Developing resourcefulness
takes initiatives.

Whenever a person approaches you seeking helpngguask him to help himself by exercising initiativ
and resourcefulness. By solving his own problemhdémmes more proactive and even more resourceful.

CHECK YOUR PROGRESS

Explain how proactive persons take initiatives

Making and keeping commitments

Another way of taking initiatives is to make ang&gecommitments in the area of our value, missiah an
principles. We set goals and try to achieve theswa& make and keep commitments we begin to
establish inner integrity which gives us awarerdself control, courage and strength to accepemor
responsibility for our own life. By making and kéeg commitment how honor becomes greater than our
moods.

Gen 203: Value Education (8 Habit) Page 38



This is the essence of our growth. We become awfasar areas of weakness which needs to be
improved, and get glimpses of the hidden talentssirengths which can be nourished. It is likenda
physical exercise. When you exert you body to der@se the body becomes aware of the weakness of
the muscle and tries to nourish and build it afresh

CHECK YOUR PROGRESS

Explain the importance of making and keeping commaitts

3.07 LANGUAGE OF REACTIVE AND PROACTIVE PEOPLE

The language which we use tells a good deal abeuvay we think.

Reactive people use such sentences as:

e There is nothing | can do.
* That's the way it is.

* He makes me angry

e They don't allow that!

e Jcan't
e | must
e Ifonly...

On the other hand the proactive persons will usé sentences like:

* Let uslook at the alternatives we have.
* | can choose a different approach,

* | control my own feelings

* | can create an effective presentation

* | choose,

o will

You can very well see why their way of saying tisimtiffer in the similar circumstances. Reactivepeo
depend on others for their mood, show helplessidesst take initiatives, do not exercise their ales.
Proactive persons look for alternatives, show atarfce, take responsibility, show control over their
feelings, look for solutions, and take decisionsdabon the values, principles and mission.

CHECK YOUR PROGRESS
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Discuss the difference between the language useedaayive and proactive people

There is an incidence reported by Covey in his béokan came up to him during a seminar on
proactivity and told him that he (the man) doesaumtept Covey’s arguments on being proactive. The
man felt that his love for his wife has dried upldr® does not have the same feeling now. What ghoul
he do? (There is nothing you can do if you doret fee love for your life. There is no solution.nde
proactivity is useless in my situation. So his angat would go.) Covey replied that he (the manugho
love her. The puzzled man responded that he dadseldhe love hence he cannot love his wife.fis,t
Covey's reply was, “My friend, love is a verb. $tan action of service, sacrifice, striving to fesginse
and empathize at the same level, listening actpagpreciating, affirming and liking the personiwaill
faults .(The feeling of love is the result of attave.) Can you do this?”

This shows a paradigm shift. Love as a feeling Wihust happens and has no logical justificatiopant
of argument. This paradigm harbored by the manepitced by that propounded by Covey: Love as a
deliberate action of service, sacrifice, strivingeel, sense and empathize at the same levehilg
actively, appreciating, affirming and liking therpen with all faults.

CHECK YOUR PROGRESS

Discuss the two paradigms of ‘love’.

3.08 CIRCLE OF INFLUENCE AND CIRCLE OF CONCERN

In our lives we have so many things which we conress.

There are many things which we care about and whke&Feel concerned about. For example, your
health, financial situation, your family, your frnigs, your employer, your state, your country, ywarld

all these may be of your concern with varying degie per your likings and taste. However you mgy sa
that | don’t care about what happens to my neighigasity as | don’t have time to know and underdtan
their problems. Thus you can devide all things tmto parts: things which concern you and thingsclvhi
do not concern you. You can draw a circle, whighreeent within it all the things whch you care abou
and those things which you do not care about arsdmuthe circle. We call this circle the Circle of
Concern for you. See Fig 3.01 for such illustration
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Fig 3.01: Circle of Concern

Now, let us consider those things which are thengou circle of concern. There are two types of
concerns: one which you can change and other thosgs you care about but you don't have right now
the resources to influence and change. Thus wedraher circle within the circle of concern. Wd ca

this the circle of influence. You can see this ig §.02.
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Fig 3.02: Circle of concern and circle of influence

CHECK YOUR PROGRESS

Explain the concepts of circle of concern and eiafl influence

If you are a proactive person, you would keep orkimg on the areas within your circle of influeraed
try to achieve the results which are consisterth wie goals of your mission. By doing this you will
become more resourceful as achieving each tardjetntiance your network of relations, material &sse
and skills. This will bring into your circle of ihfence those areas also which were earlier nosaitie.
Thus proactive focus helps the circle of influetwgrow.
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Fig 3.03: Proactive Focus helps the circle of ieihce to grow.
On the other hand, a reactive person does notthawendency to take responsibilities and feelsttiea

others are in charge of his affairs and hence doebave initiative to change the things which beld
have changed. Hence he loses the opportunitiesvielap the resources like relations, assets atid.ski
The circle of influence reduces for such peoplés Than be seen in the Fig 3.04.
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Fig 3.04: Reactive focus reduces the circle oligrfice.
Because of position, wealth, role or relationsliips possible for some persons to have circle of

influence larger than the circle of circle of corrcas seen in Fig 3.05.

Circle of
Concern

Circle of
Influence

Mo Concern

Fig 3.06: Circle of Influence can be larger tharettircle of concern for some persons due to their
positions, roles, wealth, or relationships

An example of how proactivity increases the ciafiéinfluence has been given by Covey. An
organization was headed by a dynamic person whahgakabit of micro-management: telling evry
manager what to do and how as if they did not lzanejudgment. The net effect of such dictatoriglest
of working was that he alienated almost all thecetige team surrounding him. But one of the exeeuti
was proactive. Being driven by values rather tleslimgs, he took initiatives and anticipated, erjzad
and read the situation. He knew the weaknesseis bbls but instead of criticizing he compensate fo
him. When the boss was weak, he would buffer his paople and make the weakness irrelevant. The
president appreciated that this executive not galye information he asked for, but also addional
information, with analysis in terms of depth amatied by the president. With the data, informatind
analysis being consistent and clear, the presidentd ask for the executives to do micro-managerial
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style of jobs, with exeption to this executive. Weuld ask his opinion and recommendations. Thuss thi
executive had managed to enhance his circle afentte to include his president into it.

CHECK YOUR PROGRESS

Explain how reactive people shrink their circlerdfuence while proactive people make it groy

<

Direct, Indirect and No Control

You can have three kinds of control over the situnest direct control, indirect control or no coritro
Direct control problems can be solved directly by yising habits of proactivity, time management,
prioritization, using first three habits. The iralit control problems may be solved by using your
influence with other persons through achieveingdipuwhctory as shown in Habits 4, 5, 6.

No control problems are those which we have toidbeat they are to be lived with peacefully, even
though we don't like them. In this way we don’tileése problems to get empowered to control oes|iv
psyche or spiritual developments. As mentionethénprayer, “God grant me the serenity to accept the
things | cannot change, the courage to changéhthgst | can, and the wisdom to know the differehge.
https://www.brainyquote.com/quotes/quotes/r/reidhd00884.htnjl

CHECK YOUR PROGRESS

Describe the situation of direct, indirect and oatcol.

3.09 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaaéion conditions.

Describe the four human gifts and their importainogeveloping our habits
Explain the concept of proactivity

Discuss the relation between proactivity and chofoesponse to a stimulus
Explain how proactive persons take initiatives

PwnE
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5. Explain the importance of making and keeping commaitts

6. Discuss the difference between the language useedayive and proactive people

7. Explain the concepts of circle of concern and eiafl influence

8. Explain how reactive people shrink their circlardfuence while proactive people make it grow

9. Describe the situation of direct, indirect and oatcol.

10. Explain the wisdom reflected in the prayer, “Godrgrme the serenity to accept the things |
cannot change, the courage to change the thirgs, land the wisdom to know the difference.”

3.10 REFERENCES

The Seven Habits of Highly Effective People, StpR Covey, 1989

https://www.brainygquote.com/quotes/quotes/v/vikfot60380.html
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CREDIT 02: UNIT 04 TO UNIT 06

UNIT 04 HABIT OF PERSONAL LEADERSHIP

Course Name: GEN 203 : Value Education (8 habits)

4.00 BEFORE WE BEGIN

We have learned the basics of values and valueagidn in our first unit. We learned the important
foundation of character ethics, paradigms, anadl@sut approach in the second unit of the course. W
learned the habit of being proactive in the thindt.u

We have seen that being proactive is to respoad-@sponsible way so that the mission of our lilym
be achieved in each of our transaction. We learo¢gke initiative so that we can make changeheén t
areas which concern us and where we have direttot@md to exercise our habit of proactivity to
influence the events and people in the areas whergave indirect control.

In this unit we will learn further how to take caoitof our life to become further independent anobdieve
our personal victory. We will learn the habit @rponal leadership. ‘Begin with the end in mindieT
key words are ‘end’, ‘mind’ and begin. We will leanow tovisualizethe events in the ‘eye of our mind’,
before we act. This is the principle of design. figtleng, every event, every action which we contkt®
should have roots in what we plan to achieve: ¢imel”. Thus our beginning starts with the end!

Every ‘end’ should be related with the greateryrietwhich may be our mission in life. We will learn
how we can define the mission statement in our We will learn to examine our scripts our behavior
pattern. We will learn that many of our beliefs dawots in other people’s agenda and are handedmve
us by earlier generations and we follow them biingithout questioning or examining their validity i
today’s world. In such cases where these scripd nevision, we will have to write our own scrigt b
reprogramming ourselves. We then become mastarraiwen destiny, the first creator of our future.

4.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe what is meant by the ‘end’ in the seccetith

» Explain the concept of ‘all things are created &vic

» Discuss the concept of scripts which are handedtovas by others with examples.
* Explain the difference between leadership and mamagt
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» Explain how we can re-script to become our owrt firsators

» Explain what is meant by the ‘centers’ of our aasigthoughts and decisions

» Describe the four factors which drive our centers

» Discuss how we can write and use the personal onissatement

* Explain the whole brain paradigm

» Describe the areas where the left hemisphere plalysnant role as against the expertise in
which the right hemisphere of the brain specializes

» Describe how to develop a affirmation statement

» Discuss the various roles and goals which a perspnhave to decide for his life

4.02 WHAT IS MEANT BY THE END?

To some the end may mean the end of life. Suchlpenay develop the habit of “ Begin with the end in
mind” in such a way that any and every activitiggch they undertake would satisfy their goal agho
they should be remembered as when they are no ihsteh a person wishes to be a loving father, all
the activities which he undertakes should suppléities objective.

Hence first and foremost it is important to decid®t is it that you wish to achieve more than dmgg
else. Otherwise many people struggle all theirsliseeachieve wealth, position, recognition and othe
things and after they have achieved these theysiiloth struggles empty and without meaning. If y&u a
climbing the ladder of success, you shuld know tefand that your ladder is resting on the right.wal
Otherwise you will rise against the wrong wall fast

When you think of the habit of beginning with thelén mind, you are clear about the ‘big picturethie
life which may be the goal of the game.

CHECK YOUR PROGRESS

Describe what is meant by the ‘end’ in the seccethith

4.03 ALL THINGS ARE CREATED TWICE

All things are created twice. First, things ar¢ha mind of the creator and then in the actual igays
world. When you construct a house, the architezates it on the drawing board in terms of plans and
elevation and 2D/3D computer simulation models &hown to the client and approved. It is shown to
the city authorities and permission is grantedegiib construction.
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The carpenter’s rule is “ measure twice and cuebn8efore cutting a piece of wood, the carpenter
makes sure how exactly he wants the cut to bedhinhe will cut the piece. If he does not do thiadl if
the measurement turns out wrong he would have @aspéece of wood.

Planning is important and is undertaken in almbdtedds of activities like business, planninguargery,
etc. We have to accept the principle of two creatiod take responsibilities of our designing and
executions.

CHECK YOUR PROGRESS

Explain the concept of ‘all things are created &vic

4.04 BY DESIGN OR DEFAULT

Everything is created twice. But many a times weeraot the first creators. For example, many of our
beliefs, dogmas and parts of our self-awarenesstisreated by us by conscious design. They arddtan
over to us by other people and circumstances begondontrol. We involuntarily act reactively ag pe
the scripts developed by other people’s prioriéied agenda, pressures of circumstances, expefremce
earlier times.

These scripts come from other people or circumsisaad do not come from our conscious thinking or
from principles. Whether we are aware of them dr theere is a first creation (plan/script) in airfs of
out lives.

Our unique gift of self-awareness, imagination aoadscience makes it possible for us to introspedt a
examine the scripts which we have in our inner eoré check whether they are valid and to be
continued. We can overwrite these scripts. Foruréd, in the name of culture, traditions and histaove
have been fed with the scripts of favoring a cartdass of people and hating another class of enemy
community. As we will learn about the Arab leadénfar Sadat) who struggled against the very script
which made him the leader of his people and negatia peace agreement with Israel, it is possible t
change the script and lead to a better tomorrow.

CHECK YOUR PROGRESS

Discuss the concept of scripts which are handedtovas by others with examples.
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Leadership and Management

We come across two terms: leadership and managebeadership is about setting goals. Management
is about achieving them. Leadership is about ‘deigigt things’, management is about ‘doing things
right’. With bad leadership and good managemeniwlesnd up at wrong places fast. With good
leadership and bad management we will reach owaad destination late but for sure.

Habit of ‘begin with the end in mind’ is the habitpersonal leadership. Leadership is the firsatioa.
Management is the second creation.

We should pause and see within ourselves whethé&rawe got lost in the maze of management and
forgotten our mission and values. Due to presseegla of the circumstances, we often lose sighthatt w
is really important.

CHECK YOUR PROGRESS

Explain the difference between leadership and mamagt

Rescripting to become your own first creator

With our unique gifts of self-awareness, we becpnoactive. We analyze our own actions and thoughts
and chose our response with responsibility. Withglits of imagination and conscience we can aehiev
personal leadership. Through imagination we canmahize the uncreated world of potential which lie
within us. We can use conscience to interact wighgrinciples with our talents and possible avemfies
contributions and develop guidelines on how to nedfgictively develop our latent virtues. With such
process we can write our own scripts of beliefgsmin and goals for life.

The process of writing our own scripts is actuallgrocess of rewriting the script because we ajread
have lived our lives according to other peoplei§gs handed to us. It is therefore important taraie
our scripts given to us by others and check if threyreally valid.

In this context, Covey has narrated in the boolathtebiography of Anwar Sadat, the president offEgy
He had been reared, nurtured and scripted deepieiacript of immense hate to Israel. Egypt haudjtfid
many wars against Israel and the culture, histadyraligious dogmas contributed to such scriptsaté.
He would make public statements on national telewiabout ‘as long as even an inch of Arab land, |
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will not shake hands with an Israeli’. The scrisanationalist and independent and arouse sensroént
the Arab people. But Sadat knew that it was fodissbontinue with such script in the interdependent
world. When he was in jail on charges of involveiriarplotting to kill King Farouk, he had time tod
introspection. He checked the validity of the stcapd belief and through meditation worked with his
own scripture and rescripted himself. He was igdalaring President Nasser’s administration. He
remained undeterred and became president of Bggptonfronted the political realities and chandea t
policies towards Israel. He became instrumentalgning the Camp David Accord, which many feel has
been most precedent-breaking peace movement higtwey of the world.

Rescripting is also required to be consistent withdeepest values. Through our self-awareness,
conscience and imagination we can examine our degpkies and check if the scripts (i.e., the patbé
behavior and the reasons for such pattern of behasfi our lives are in harmony with the deepesties
we have discovered to live by. If we find that fueipts of our lives are not product of the proaeti
design of our own, but a result of somebody elde&gn, we change our scripts. We can thus become
our own first creators. We become responsibletierdesign which flows from the deep convictiond an
beliefs in values and principles.

CHECK YOUR PROGRESS

Explain how we can re-script to become our owrt fireators

4.05 OUR CENTERS

When we examine our scripts, our thoughts and estiwe realize that there are certain areas which w
value more than others. These areas (like famibrkwspouse, social service, money) which drive our
actions, thoughts and decisions can be calledrgsrse For example, | may be money-centred. All my
life’s decisions are then focused on whether mysilats lead to increase in my bank account or long
term profit in my life or least loss in my finant&atus. Accordingly my life and destiny would alaf.

This center of our lives is the source of our siéguguidance, wisdom and power.

Securitymeans our sense of worth, identity, emotional anctelf esteem, basic personal strength.
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Guidanceis our source of direction in life, our map, otarhe of reference which interprets for us what is
happening around us.

Wisdomrepresents our perspective of life, sense of lsaléwhat is right and what is wrong),
understanding of how things work, judgment and cahension.

Poweris the capacity to act, strength to take initiadie@d accomplish something by taking decisions and
making choices.

Let us see a concrete example to understand whaaweejust learned. Suppose you are friend-centered
meaning most of your decisions are on the bagmeaifsing friends. This is because friends give you
security (you feel worthless if friends don’t mget), guidance (your map of life is based on ‘wingt
friend will think’, you may believe in maxims andmciples which essentially mean that friendship th
supreme, loyalty to a friend is priceless and tpteserved at all costs), wisdom (you see the world
through social lens) and power (friend is the seuwfcpower, hence your power is limited by the abci
comfort zone and will be unable to take decisiothenabsence of your friends).

Similarly, If you are Family Centered, the famiythe source of
SECURITY

(Because, your security is founded on family acaeqe and fulfilling family expectations. Your semde
personal security is as volatile as the family. ifaelings of self-worth are based on the family
reputation.

GUIDANCE

(As Family scripting is your source of correcttaities and behaviors. Your decision-making criteison
what is good for the family, or what family memberant. WISDOM You interpret all of life in terms of
your family, creating a partial understanding aauhify narcissism.)

POWER

(This is because your actions are limited by farmiydels traditions.)

The various common centers for most people incladeuse, family, money, work, possession, pleasure,
friend, enemy, religion, self.

It is possible that a person has a number of cenfBnat is, his life has a combination of centersuch
case his life may be a roller coaster ride fluehgabetween various centers and his decision may be
unpredictable. There is no consistency in his dimacno persistence wisdom, no intrinsic sense of
worth, no steady source of power.

Gen 203: Value Education (8 Habit) Page 52




It is desirable to have one clear centre for diogcof the life. In this course we try to develapam ideal
centre. This is called principle-center.

When principle is the source of all your decisiaresshave created a solid foundation for our livdssTs
because principles are the source of our secwiggom, guidance and power.

Your security is based on principles which do Hange and are independent on external conditiamhs an
circumstances. The principles give you sense ofhwadentity, emotional anchor, self esteem, basic
personal strength.

Principles give you guidance by acting like a cosgp@lling you where you are heading and how far yo
have come in pursuit of your goal. You can conatfeconsciously and proactively choose the best
from a variety of solutions using the principlegasding tool.

Principles are sources of your wisdom. You viewldidinrough fundamental paradigm for effective,
provident living.

Principles as your source of power offer the adagathat your decisions are not driven by the otirre
financial or circumstantial status.

CHECK YOUR PROGRESS

Explain what is meant by the ‘centers’ of our atsigthoughts and decisions

4.06 WRITING AND USING PERSONAL MISSION
STATEMENT

As we go deeply within ourselves, as we understanttirealign our basic paradigms to bring them in
harmony with correct principles, we create bothediective, empowering center and a clear model
through which we can see the world. We can thenddbat model on how we, as unique individuals,
relate to that world

Viktor Frankl was a Jew who was imprisoned in Neancentration camp where he suffered bobe-
chilling persecution, hardship and terrifying expece. Despite these, he used these tormenting
experiences as his guide and wrote an objectiveusmtcof his concentration camp experience as a
psychologist. He put forth a new theory in psyckotpy called logotherapy, which is a form of
existential analysis, the “ Third Viennese SchddPsychotherapy” .
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He says ‘we detect rather than invent our missiorige’. Note and appreciate the choice of words.
Each of us has an internal monitor or sense, actams: that gives us an awareness of our own
uniqueness and the singular contributions that arernake. In Frankl's words, “ Everyone has his own
specific vocation or mission in life. Therein hennat be replaced, nor can his life be repeateds,Thu

everyone's task is as unique as is his specifiordppity to implement it.
In seeking to express that uniqueness, we are agminded of the fundamental importance of

proactivity and of working within our Circle of lhfence. To seek some abstract meaning to our dives
in our Circle of Concern is to leave aside our ptiva responsibility, to place our own first creatiin
the hands of circumstance and other people.

A mission statement is not something which you tgven a day. You need deep introspection, careful
analysis, thoughtful expression, and often manyitesto produce it in final form. It may take you
several weeks or even months before you feel realtyfortable with it, before you feel it is a coreta
and concise expression of your innermost valuesdardtions. Despite this, you will want to reviéw
regularly and make minor changes as the years bdddgional insights or changing circumstances.

Finally, your mission statement becomes your ‘dtut#dn’, ‘personal law’ or ‘guiding spirit’, theddid
expression of your vision and values. It becomesttiterion by which you would analyze and measure
everything in your life.

You may note that the ‘process of writing the n@ssis as important as the ‘product’ (the mission
statement itself). Writing or reviewing a missidatement transforms you because it forces you to
think through your priorities deeply, carefully,cato align your behavior with your beliefs. As you

do, other people begin to sense that you're noigldiiven by everything that happens to you. You
have a sense of mission about what you're tryirdptand you are excited about it.

CHECK YOUR PROGRESS

Discuss how we can write and use the personal onistatement

4.07 USING OUR WHOLE BRAIN

As you may know the brain is composed of two hehgse: the right hemisphere which is
responsible for our imagination, visualization,uitibn, creativity and the left hemisphere is theren
logical/verbal one. The left deals with words, thght with pictures; the left with parts and spexsf the
right with wholes and the relationship between phaets. The left deals with analysis, which means to
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break apart; the right with synthesis, which metangut together. The left deals with sequentiatkhnig;
the right with simultaneous and holistic thinkifidne left is time bound; the right is time free.

Although people use both sides of the brain, ode er the other generally tends to be dominant in
each individual. Of course, the ideal would beutiicate and develop the ability to have good couss
between both sides of the brain so that a persolul ¢ost sense what the situation called for amehtuse
the appropriate tool to deal with it. But peopleddo stay in the “ comfort zone” of their dominan
hemisphere and process every situation accordimjttier a right- or left-brain preference. We linea
primarily left-brain-dominant world, where words dameasurement and logic are enthroned, and the
more creative, intuitive, sensing, artistic aspgfcour nature is often subordinated. Many of ugl fin
more difficult to tap into our right-brain capacity

Our self-awareness empowers us to examine our lbeughts. This is particularly helpful in creating
a personal mission statement because the two uhigoran gifts that enable us to practice Habit 2 --
imagination and conscience -- are primarily funesiof the right side of the brain. Understanding o
tap into that right brain capacity greatly incresaear first-creation ability.

Management, remember, is clearly different frondérahip. Leadership is primarily a high-powered,
right-brain activity. It's more of an art; it's leason a philosophy. You have to ask the ultimatestjans
of life when you're dealing with personal leadegpsbsues.

But once you have dealt with those issues, oncehygwe resolved them, you then have to manage
yourself effectively to create a life congruenthwytour answers. The ability to manage well doesake
much difference if you're not even in the "righgle." But if you are in the right jungle, it makal the
difference. In fact, the ability to manage wellatetines the quality and even the existence of ¢ésersd
creation. Management is the breaking down, theyarsalthe sequencing, the specific application, the
time-bound left-brain aspect of effective self-goweent. My own maxim of personal effectiveness is
this: Manage from the left; lead from the right.

CHECK YOUR PROGRESS

Describe the areas where the left hemisphere plarlysnant role as against the expertise in
which the right hemisphere of the brain specializes

Two Ways to Tap the Right Brain
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If we use the brain dominance theory as a modbEabmes clear that the quality of our first cieati
is significantly modified by our ability to use oareative right brain. The more we are able to dugan
our right-brain capacity, the more fully we will lable to visualize, to synthesize, to project mnplete
(holistic) picture of what we wish to do and toibdife.

One way is to Expand Perspective

Sometimes we are knocked out of our left-brain mmment and thought patterns and into the right
brain by an unplanned experience. The death ofvedi®mne, a severe illness, a financial setback, or
extreme adversity can cause us to stand backabolr lives, and ask ourselves such hard questi®ns
“What's really important? Why am | doing what twoing?”

But when you're proactive, you don't have to wait €ircumstances or other people to create
perspective-expanding experiences. You can consgicteate your own.

There are a number of ways to do this. Througtptiveers of your imagination, you can visualize so
many things which may happen in future (includiregiyown death, what people will say and do when
that happens). You can visualize promotions, regign, your retirement from your present job. What
contributions, what achievements will you want twvé made in your field? What plans will you have
after retirement? Will you enter a second career?

When you do the visualization, expand your mindWdlize in rich detail. Involve as many emotions
and feelings as possible. Involve as many of theessas you can.

A teacher tells his students as an activity of aiization: “Assume you only have this one semester
to live, and that during this semester you aredg 8 school as a good student. Visualize howwould
spend your semester.”

Things are suddenly placed in a different poinviefv. Values quickly surface that before weren't
even recognized. They start writing to parenteliatiem how much they love and appreciate theneyTh
made friends with a brother, a sister, a friendnatibe relationship has deteriorated.

The dominant, central theme of their activitieg tinderlying principle, is love. The futility of 8a
mouthing, bad thinking, put-downs, and accusatiecomes very evident when they think in terms of
having only a short time to live. Principles andies become more evident to everybody.

CHECK YOUR PROGRESS

Explain the whole brain paradigm.
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4.08 DEVELOPING AN AFFIRMATION STATEMENT
WHICH IS PERSONAL, POSITIVE, PRESENT TENSE, VISUAL
AND EMOTIONAL

The visualization activity which expanded you miadd made those values surfaced which you
thought were lost somewhere is the beginning obragoing process of keeping your vision and values
before you and aligning your life to be consisi@md in harmony with those most important things.

We can use our right-brain power of visualizatiomtite an “affirmation” that will help us become
more in-touch with our deeper values in our dafly. |

A good affirmation has five basic ingredients: i&rsonal, it's positive, it's present tenseyissal,
and it's emotional.

For example, suppose | am a parent who deeply lowehildren. | identify that as one of my
fundamental values in my personal mission statenfrif on a daily basis, | have trouble overreartin

So | might write something like this: “ It is ddgatisfying (emotional) that | (personal) respond
(present tense) with wisdom, love, firmness, atidcamtrol (positive) when my children misbehave.”

Then | can visualize it. | can spend a few min&sh day and totally relax my mind and body. | can
think about situations in which my children mighisbehave. | can visualize them in rich detail.n sae
her do something very specific which normally makestemper start to flare. But instead of seeing my
normal response, | can see myself handle the ituaith all the love, the power, the self-conttdlave
captured in my affirmation.

And if | do this, day after day my behavior willaige. Instead of living out of the scripts given to
me by my own parents or by society or by genetiasip environment, | will be living out of the sctip
have written from my own self-selected value system

One of the main things that research on peak pedis showed was that almost all of the world-
class athletes and other peak performers are id@stml They see it; they feel it; they experierdeeiore
they actually do it. They Begin with the End in Min

Your creative, visual right brain is one of your shanportant assets, both in creating your personal
mission statement and in integrating it into yofar. |

Affirmation and visualization are forms of progratingy and we must be certain that we do not
submit ourselves to any programming that is hadhanmony with our basic center or that comes from
sources centered on money-making, self interesingthing other than correct principles.

CHECK YOUR PROGRESS

Describe how to develop a affirmation statement.
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Identifying Roles and Goals

The logical/verbal left brain becomes importantoals you attempt to capture your right-brain
images, feelings, and pictures in the words of #@tew mission statement. As you know, breathing
exercises help integrate body and mind. Similasgiting is a kind of psycho-neural muscular acgvit
which helps bridge and integrates the conscioussadonscious minds. Writing makes our thoughts
clear, and helps break the whole (of the problentocepts) into parts (sub-problems or sub-comsgept

We each have a number of different roles in ouedivwWe work on different areas or in different
capacities in which we have responsibility. You m&y example, have a role as an individual, a
husband, a father, a teacher, and a businessmelm.oE#hese roles is important. We should not bse
sense of proportion, the balance, the natural ggale@cessary to effective living. If you get consahiy
work, you may neglect personal health.

You may find that your mission statement will bealmumore balanced, much easier to work with, if
you break it down into the specific role areas ofirylife and the goals you want to accomplish inhea
area.

Writing your mission in terms of the important ml& your life gives you balance and harmony. It
keeps each role clearly before you. You can rewiew roles frequently to make sure that you doett g
totally absorbed by one role to the exclusion kot that are equally or even more important irr Yifel

After you identify your various roles, then you damk about the Long Term Goals for each of your
roles. We're into the right brain again, usinggmation, creativity, conscience, and inspiratithrihese
goals are the extension of a mission statementdbasecorrect principles, they will be vitally diffant
from the goals people normally set.

An effective goal focuses primarily on results eatthan activity. It identifies where you want te, b
and, in the process, helps you determine whereay@u

Roles and goals give structure and organized diretd your personal mission. If you don't yet have
a personal mission statement, it's a good plabedm. Just identifying the various areas of ydferand
the two or three important results you feel youwtti@ccomplish in each area to move ahead gives you
an overall perspective of your life and a sensgirefction.

CHECK YOUR PROGRESS

Discuss the various roles and goals which a persmnhave to decide for his life.
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4.09 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaation conditions.

©CoNoO~wWDNRE

=
o

11.
12.

Describe what is meant by the ‘end’ in the seccethith

Explain the concept of ‘all things are created &vic

Discuss the concept of scripts which are handedtovas by others with examples.
Explain the difference between leadership and mamagt

Explain how we can re-script to become our owrt fireators

Explain what is meant by the ‘centers’ of our atsigthoughts and decisions
Describe the four factors which drive our centers

Discuss how we can write and use the personal omissatement

Explain the whole brain paradigm

. Describe the areas where the left hemisphere plarysnant role as against the expertise in

which the right hemisphere of the brain specializes
Describe how to develop a affirmation statement
Discuss the various roles and goals which a parspnhave to decide for his life

4.10 REFERENCES

The Seven Habits of Highly Effective People, StapR Covey, 1989
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UNIT 05 HABIT OF PERSONAL MANAGEMENT

Course Name: GEN 203 : Value Education (8 habits)

Habit 3: Put First things first.

5.00 BEFORE WE BEGIN

We have been developing our chatacter throughkiaheus habits so that we may develop in us the
values and principles enshrined in our constitutidre values and principles like equality or fagse
kindness, contribution, patience, service are usaleself evident principles. We cannot break them

We started to develop our character through haltitsh take us from being dependent to independtent i
our quest to achieve our personal victory. We lediihe habit of proactivity, to feel and know tiegt

are responsible and able to respond accordingetwision and mission which we set ourselves for. We
have seen in the last unit the importance of degifithings are created twice. It is created ia thind

of the creator and on the drawing board and thehdractual physical world of action. We are many a
times not our own creator but carry out the sciigtisded over to us by others and we blindly sdrew t
agenda. We learned to question the scripts givday tise others and examine the validity. We leahed
importance of rescripting and becoming our owrt fireators.

In the present unit we will learn about puttingotactice the vision and mission which we have set
ourselves for. We will learn that time managemsra misnomer. We don’t manage time, we manage
ourselves and place our activities in time. Evargspn has got 24 hours in a day. He or she hascidel
what he has to do and when.

We will learn that the way we spend our most timesides what kind of person we become or are. We
will categories acticities in four categories aching to whether the activity is ‘urgent’ (needs®done
immediately) and whether it is ‘important’ (it helpy advancing our mission and vision). Importaace
Urgency are not dependent. An activity may be ‘otgeut not important. For example when phone rings
out you take the call. Otherwise it keeps irritgtyou. The call may or may not be important. Thaktis

to spend most of our time in activities (called &gtivities) which are important but not urgent.

We will learn how to balance our time so that weudtice to all the roles and goals for the roles.

5.01 UNIT OBJECTIVES

After studying this unit you will be able to
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* Explain the relation between Habit 2 (begin with end in mind) and Habit 3 (Put first things
first)

» Describe the role of ‘independent will’ in execgithe habit of putting first things first.

» Describe briefly the four generations of time masragnt.

» Describe the results of working heavily in eacliocafr quadrants

* Explain various ways in which we can say ‘no’ tbiattes which we do not wish to undertake as
they are not ‘important’ from perspective of oursgion.

» Describe the various tools developed in each ofdbegenerations of time management

» Describe how Quadrant Il tool helps us in carryiorgvard our goals for the various roles in our
life’s mission

» Discuss the various steps in becoming a QIll setfagar.

» Describe the various issues in living in Quadraasla lifestyle.

» Describe the advantages of using the Fourth Geaer@dll) tool.

» Describe how delegation increases the P/PC balance.

* Explain what is meant by ‘gofer delegation’.

» Discuss the principles of ‘stewardship delegation’

* Explain the essence of QIl paradigm

5.02 Introduction

Let’s just a moment and write down a short answeh¢ following two questions. Your answers will
be important to you as you begin work on Habit 3.

Question 1: What one thing could you do (which ywan't doing now) that if you did on a regular
basis, would make a tremendous positive differémgeur personal life?

Question 2: What one thing in your business orgsasibnal life would bring similar results?

The answer to these questions may be called asgdigjht things’ or ‘the first things’ or ‘importan
things’ as they contribute tremendously to the g@dlich you have set for yourself. Habit 3 is ‘ficgt
things first’. Do the important activities with prity. Isn’t this obvious? We always do the firlsings

first. Don't we? We will learn in this unit thatig not always the case for most of us. We spendflo
time doing things which we feel are urgent and tibother to examine whether they are really impurta

Habit 3 is the personal fruit, the practical fuifient of Habits 1 and 2.

Habit 1 says, "You're the creator. You are in chardt's based on the four unique human
endowments of imagination, conscience, independdhtand particularly, self-awareness. It empowers
you to say, "That's an unhealthy program I've bgigan from my childhood, from my social mirror. |
don't like that ineffective script. | can change."

Habit 2 is the first or mental creation. It's basedimagination -- the ability to envision, to sbe
potential, to create with our minds what we caraiopresent see without eyes; and conscience -- the
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ability to detect our own uniqueness and the pedsonoral, and ethical guidelines within which wanc
most happily fulfill it. It's the deep contact witlur basic paradigms and values and the visionhait we
can become.

Habit 3, then, is the second creation -- the playsiceation. It's the fulfillment, the actualizatiadhe
natural emergence of Habits 1 and 2. It's the ésesrof independent will toward becoming principle-
centered. It's the day-in, day-out, moment-by-madmndeimg it.

Habits 1 and 2 are absolutely essential and presiggiuo Habit 3. You can't become principle-
centered without first being aware of and develgpyour own proactive nature. You can't become
principle-centered without first being aware of yg@aradigms and understanding how to shift them and
align them with principles. You can't become prnheicentered without a vision of and a focus on the
unique contribution that is yours to make.

But with that foundation, you can become principéeytered, day-in and day-out, moment-by-
moment, by living Habit 3 -- by practicing effeaigelf-management.

CHECK YOUR PROGRESS

Explain the relation between Habit 2 (begin with £nd in mind) and Habit 3 (Put first things
first)

5.03 THE POWER OF INDEPENDENT WILL

In addition to self-awareness, imagination, andsc@nce, it is the fourth human endowment --
independent will -- that really makes effectivefg$ahnagement possible. It is the ability to make
decisions and choices and to act in accordancetivim. It is the ability to act rather than to loted
upon, to proactively carry out the program we hdeeeloped through the other three endowments.

The human will is an amazing thing. Time after tjindnas triumphed against unbelievable odds. The
Helen Kellers of this world give dramatic evidetiodhe value, the power of the independent will.

But as we examine this endowment in the contexeftdctive self-management, we realize it's
usually not the dramatic, the visible, the oncedlifetime, up-by-the-bootstraps effort that brings
enduring success. Empowerment comes from the fearmow to use this great endowment in the
decisions we make every day.

The degree to which we have developed our indepengiid in our everyday lives is measured by
our personal integrity. Integrity is, fundamentatlye value we place on ourselves. It's our abititynake
and keep commitments to ourselves, to "walk ol 'tdt's honor with self, a fundamental part of the
character ethic, the essence of proactive growth.
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Effective management is putting first things fidthile leadership decides what "first things" ate,
is management that puts them first, day-by-day, emdrfby-moment. Management is discipline, carrying
it out.

Discipline derives from disciple (which means stder follower) -- disciple to a philosophy,
disciple to a set of principles, disciple to a skwalues, disciple to an overriding purpose, teuger-
ordinate goal or a person who represents that goal.

In other words, if you are an effective manageyair ‘self’, your discipline comes from within; ig
a function of your independent will. You are a smt] a follower, of your own deep values and their
source. And you have the will, the integrity, tdstdinate your feelings, your impulses, your motmls
those values.

There is a beautiful essay called "The Common Deémator of Success," written by E. M. Gray. He
spent his life searching for the one denominatat &l successful people share. He found it wdsard
work, good luck, or astute human relations, thothgise were all important. The one factor that seeme
to transcend all the rest embodies the essencaluf Bt Putting First Things First.

"The successful person has the habit of doinghimgs failures (those who fail) don't like to dbg
observed. "They don't like doing them either nemelys But their disliking is subordinated to the
strength of their purpose.”

That subordination requires a purpose, a missioHahit 2 clear sense of direction and value, a
burning "Yes!" inside that makes it possible to %ag" to other things. It also requires independeitit
the power to do something when you don't want tatdtm be a function of your values rather than a
function of the impulse or desire of any given maomdt's the power to act with integrity to your
proactive first creation.

CHECK YOUR PROGRESS

Describe the role of ‘independent will’ in execugtithe habit of putting first things first.

Four Generations of Time Management

In Habit 3 we are dealing with many of the questiaddressed in the field of life and time
management. After studying the area od time manage®tephen Covey says that he is persuaded that
the essence of the best thinking in the area of tinmnagement can be captured in a single phrase:
Organize and execute around priorities. That phrageesents the evolution of three generationgya-t
management theory, and how to best do it is thesfof a wide variety of approaches and materials.

Personal management has evolved in a pattern sitmitaany other areas of human endeavor. Major
developmental thrusts, or "waves" as Alvin Toff{tre author of the “Third Wave”) calls them, follow
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each other in succession, each adding a vital rien@rgsion. For example, in social development, the
agricultural revolution was followed by the induskr revolution, which was followed by the
informational revolution. Each succeeding wave ta@a surge of social and personal progress.

Likewise, in the area of time management, eachrgéina builds on the one before it -- each one
moves us toward greater control of our lives. Titet fvave or generation could be characterizeddigs
and checklists, an effort to give some semblanceadgnition and inclusiveness to the many demands
placed on our time and energy.

The second generation could be characterized bgndats and appointment books. This wave
reflects an attempt to look ahead, to schedulete\ard activities in the future.

The third generation reflects the current time-ngamaent field. It adds to those preceding
generations the important idea of prioritizatiohclarifying values, and of comparing the relativerth
of activities based on their relationship to thgakies. In addition, it focuses on setting goalspecific
long-, intermediate-, and short-term targets towanith time and energy would be directed in harmony
with values. It also includes the concept of dailgnning, of making a specific plan to accomplisbse
goals and activities determined to be of greatesthw

While the third generation has made a significamtigbution, people have begun to realize that
"efficient" scheduling and control of time are oft@effective or counterproductive. The efficierfogus
creates expectations that clash with the opporasio develop rich relationships, to meet humasdag
and to enjoy spontaneous moments on a daily basis.

As a result, many people have become turned otirbg management programs and planners that
make them feel too scheduled, too restricted, hed tthrow the baby out with the bath water," reiney
to first- or second-generation techniques to preseelationships, to meet human needs, and to enjoy
spontaneous moments on a daily basis.

But there is an emerging fourth generation thadiféerent in kind. It recognizes that "time
management” is really a misnomer -- the challersggaat to manage time, but to manage ourselves.
Satisfaction is a function of expectation as wellrealization. And expectation (and satisfactios)ir
our Circle of Influence.

Rather than focusing on things and time, fourthegation expectations focus on preserving and
enhancing relationships and accomplishing resultsshort, on maintaining the P/PC Balance.

CHECK YOUR PROGRESS

Describe briefly the four generations of time masragnt.
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5.04 FOUR CLASSES OR QUADRANTS OF ACTIVITIES

The essential focus of the fourth generation of agament can be captured in the Time Management
Matrix diagrammed in Fig 5.01. Basically, we spéintk in one of four ways. As you see, the two festo
that define an activity are urgent and importangent means it requires immediate attention. New!"
Urgent things act on us. A ringing phone is urg®st people can't stand the thought of just altawi
the phone to ring. You could spend hours prepamatgrials, you could get all dressed up and trevel
person's office to discuss a particular issue jfaihie phone were to ring while you were therayduld
generally take precedence over your personal visit.

If you were to phone someone, hardly anybody waalgl "I'll get to you in 15 minutes; just hold."
But those same people would probably let you weétni office for at least that long while they coetpd
a telephone conversation with someone else.

Urgent matters are usually visible. They press @rthey insist on action. They're often populahwit
others. They're usually right in front of us. Aniten they are pleasant, easy, fun to do. But senatey
are unimportant!

Importance, on the other hand, has to do with teslilsomething is important, it contributes taiyo

mission, your values, and your high priority goals.
Thus, we have four quadrants (Q’s) Q | (Importahgent), Q Il (Important, not Urgent), Qlll(not

Important, Urgent), and Q IV (not Important, Notgdnt) as you can see in Fig 5.01.

Nature of Activities in the four quadrants and hote manage them

The examples of activities in “Q 1" includes cristieadline driven projects, immediate health isske®
Il we have preventive, PC activities, building tedaships, seeking new opportunities, planning,
recreation. In Q Il we have interruptions (likegpte calls), some mails, reports, meetings, pressing
matters, popular activities, etc. In Q IV we maydé#ivial things, time wasters, etc. We see thedég
5.01.

The Q | deals with crises and pressing demandsaoekssities. They tend to make you a person who
does fire fighting on daily basis. Hence they needemanagedby delegating to others as quickly as
possible, so that you will have more time for Q II.

The Q Il is the quadrant to be spent most timé dieals with strategies and values, opportunigs an
planning. It makes you think critically. You needdcuson this quadrant. You can consider the

Q Il is the quadrant of illusion and deception &ese you get confused between urgency and impertanc
You carry out somebody else’s urgency, which dardigure in your mission, vision and values. You
need to minimize investing your time into such qaad
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Q IV is the quadrant of trivial and wasteful adi®s. It comprises of activities which are escegasd
‘waste’. You may consider it for purpose of ententaent and stress-buster only and minimize
investments in them.

4 N [ N\

Important- Not Urgent Qll

|I'I"|pDI'tE|r‘|t- UrgF_‘nt D,”I ACTI'.JITEIES
ACTIVITEIES: Prevention, PC activities,
Crises, pressing problems, Building relationships, Mew
deadline driven projects Opportunities recognition,

Planning, Recreation

N / J
4 N [ N\

Mot Important- Urgent QI

Mot Important- Not Urgent QW

ACTIVITEIES:
) ACTIVITEIES:
Interruptions, some o
calls/ mails, /reports /mestings, Trivial things, some
. mailz/phone calls, time
Prssing matters, popular wasters, pleasatnt activities
activities

N AN J

Fig 5.01: Time Management Matrix

We react to urgent matters. Important matters #rat not urgent require more initiative, more
proactivity. We must act to seize opportunity, take things happen. If we don't practice Habit 2yéf
don't have a clear idea of what is important, ef thsults we desire in our lives, we are easilerdadd
into responding to the urgent.

Look for a moment at the four quadrants in the Tiienagement Matrix (Fig 5.01). Quadrant | is
both urgent and important. It deals with significagsults that require immediate attention. We ligua
call the activities in Quadrant | "crises" or "pleims.” We all have some Quadrant | activities im ou
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lives. But Quadrant | consumes many people. Theycaisis managers, problem-minded people, the
deadline-driven producers.

As long as you focus on Quadrant |, it keeps ggthigger and bigger until it dominates you. Il
the pounding surf. A huge problem comes and kngokisdown and you're wiped out. You struggle back
up only to face another one that knocks you dowhséams you to the ground.

Some people are literally beaten up by the problaihday every day. The only relief they have is in
escaping to the not important, not urgent actisibé Quadrant IV. So when you look at their totaitrx,

90 percent of their time is in Quadrant | and nwdghe remaining 10 percent is in Quadrant IV vatiy
negligible attention paid to Quadrants Il and Tihat's how people who manage their lives by cligés

There are other people who spend a great deaief ith "urgent, but not important" Quadrant I,
thinking they're in Quadrant I. They spend mostheir time reacting to things that are urgent, assg
they are also important. But the reality is tha tingency of these matters is often based on tbatjgs
and expectations of others.

People who spend time almost exclusively in Quadrdhand 1V basically lead irresponsible lives.

Effective people stay out of Quadrants Ill and &thuse, urgent or not, they aren't important. They
also shrink Quadrant | down to size by spendingentione in Quadrant II.

Quadrant Il is the heart of effective personal nggmaent. It deals with things that are not urgeat, b
are important. It deals with things like buildinglationships, writing a personal mission statemieniy-
range planning, exercising, preventive maintenapoeparation -- all those things we know we need to
do, but somehow seldom get around to doing, bedaeyearen't urgent.

To paraphrase Peter Drucker, effective people atgoroblem-minded; they're opportunity-minded.
They feed opportunities and starve problems. Théayktpreventively. They have genuine Quadrant |
crises and emergencies that require their immeditition, but the number is comparatively small.
They keep P and PC in balance by focusing on tip@itant, but not the urgent, high-leverage capacity
building activities of Quadrant II.

With the Time Management Matrix in mind, take a nemtnnow and consider how you answered the
guestions at the beginning of this Unit. What qaatirdo they fit in? Are they important? Are they
urgent?

We hope that they probably fit into Quadrant ll.eyhare obviously important, deeply important, but

not urgent. And because they aren't urgent, yott dorthem.

You can see in Fig 5.02, the result which variousdyants have on your personality. Recollect thetbP
has said “Quality is not an act. It is a habit”. &/kve do repeatedly shapes our habit, our charaoter
our destiny. If we spend lot of our time in Q Imfortant, Urgent), we will feel stress, we will ¢e fire
on continuous basis and it will take its toll imntes of our physical, mental, emotional and spifihesalth.
If we spend most of our time in Q Il (not importaargent), we will only have short term foucs, wid
not get satisfaction on achieveing goals, feelwizted and may have shallow, superficial or broken
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relationships. Those who do Q IV (not important, mm@ent) activities most of the times are probatuy
properly employed and become irresponsible andwipn charity or on other’s mercy.

If you spend most of your time in QII (Importanbatrrgent) activities, you would develop vision]lwi
have balance, discipline, control and fewer cri¥@s would be doing the right things without hu(no
urgency) and hence will get good health, less stmesl balance in various roles.

4 N I

Important- Urgent CJ Important- Not Urgent Qi
RESULTS RESULTS
Stress, Crisisis Vision, Balance,
Management, Putting out Perspective, Dicipline,
fire constantly Control, Fewer crises

- AN J
(. N I

Mot Important- Urgent Qll

RESULTS: NDt'mpDrtEﬂt'NDt
N Urgent QJV
Short term Focus, Crisis .
Management, See goals RESULTS:
and plans are worthless, Total irresponsibility, Loss
Feel victimised, lose of job, depends on others
control, SHallow/broken or charity for basic needs.

relations

N AN J

Fig 5.02: Results of working in various quadrants
Now look again at the nature of those questionsatdme thing could you do in your personal and
professional life that, if you did on a regular isasvould make a tremendous positive differencgaar
life? Quadrant Il activities have that kind of ingpaOur effectiveness takes the quantum leaps wieen
do them.
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When a similar question is asked to a group of pimgpcenter managers. "If you were to do one
thing in your professional work that you know wouldve enormously positive effects on the results,
what would it be?" Their unanimous response wdsitldl helpful personal relationships with the tetsan
the owners of the stores inside the shopping cewtdch is a Quadrant Il activity.

We did an analysis of the time they were spendmghat activity. It was less than 5 percent. They
had good reasons -- problems, one right after anoffhey had reports to make out, meetings to go to
correspondence to answer, phone calls to maketasdriaterruptions. Quadrant | had consumed them.

They were spending very little time with the stananagers, and the time they did spend was filled
with negative energy. The only reason they visitexistore managers at all was to enforce the atintra
to collect the money or discuss advertising or ofpractices that were out of harmony with center
guidelines, or some similar thing.

The store owners were struggling for survival,dietne prosperity. They had employment problems,
cost problems, inventory problems, and a host beroproblems. Most of them had no training in
management at all. Some were fairly good merchargli$ut they needed help. The tenants didn't even
want to see the shopping center owners; they wsteone more problem to contend with.

So the owners decided to be proactive. They detemiheir purpose, their values, their prioriti@s.
harmony with those priorities, they decided to spabout one-third of their time in helping relathips
with the tenants.

After about a year and a half, it is seen that ttlagb to around 20 percent, which represented more
than a fourfold increase. In addition, they chantir role. They became listeners, trainers, clbausis
to the tenants. Their interchanges were filled \pibsitive energy.

The effect was dramatic, profound. By focusing efationships and results rather than time and
methods, the numbers went up, the tenants weiiethwith the results created by new ideas andsskil
and the shopping center managers were more effeatid satisfied and increased their list of poaénti
tenants and lease revenue based on increasedbgdlestenant stores. They were no longer policeonen
hovering supervisors. They were problem solveripdrs.

Whether you are a student at the university, a @ik an assembly line, a homemaker, fashion
designer, or president of a company, we believe ithgou were to ask what lies in Quadrant Il and
cultivate the proactivity to go after it, you wodidd the same results. Your effectiveness woutiidase
dramatically. Your crises and problems would shtiokmanageable proportions because you would be
thinking ahead, working on the roots, doing thevpriive things that keep situations from developing
into crises in the first place. In the time managetrjargon, this is called the Pareto Principlé0-
percent of the results flow out of 20 percent @f dctivities.

CHECK YOUR PROGRESS
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Describe the results of working heavily in eaclicofr quadrants

5.05 WHAT IT TAKES TO SAY "NO"

The only place to get time for Quadrant Il actestiin the beginning is from Quadrants Il and V.
You have to forgo the QIll and QIV activities as ¢huas you can. You can't ignore the urgent and
important activities of Quadrant I, although it Mghrink in size as you spend more time with préioen
and preparation in Quadrant Il. But the initial éifior Quadrant 1l has come out of lll and IV.

You have to be proactive to work on Quadrant llgase Quadrant | and 11l work on you. To say
"yes" to important Quadrant Il priorities, you hakelearn to say "no" to other activities, sometme
apparently urgent things.

Covey narrates an incidence about his wife (Santehg invited to serve as chairman of a
committee in a community endeavor. She had a nuwbieuly important things she was trying to work
on, and she really didn't want to do it. But sHegeessured into it and finally agreed.

Then she called one of her dear friends to askéf would serve on her committee. Her friend
listened for a long time and then said, "Sandrat Hounds like a wonderful project, a really worthy
undertaking. | appreciate so much your invitingtmée a part of it. | feel honored by it. For a henof
reasons, | won't be participating myself, but | twaou to know how much | appreciate your invitation

Sandra was ready for anything but a pleasant '$loe'said to Stephen Covey, "l wish I'd said that."

It is not to imply that you shouldn't be involved significant service projects. Those things are
important. But you have to decide what your highmsbrities are and have the courage --pleasantly,
smiling, non-apologetically -- to say "no" to oththings. And the way you do that is by having ageig
"yes" burning inside. The enemy of the "best" i®ofthe "good."

Keep in mind that you are always saying "no" to etimmg. If it isn't to the apparent, urgent thimgs
your life, it is probably to the more fundamentaghly important things. Even when the urgent isdjo
the good can keep you from your best, keep you froar unique contributions, if you let it.

Another incidence which Stephen Covey has mentioneé@ Habits” is when he was Director of
University Relations at a large university, he Hige very talented, proactive, creative writer. Qiag,
after he had been on the job for a few months, Cawent into his office and asked him to work on som
urgent matters that were pressing on me.

He said, "Stephen, I'll do whatever you want mddoJust let me share with you my situation."
Then he took Stephen over to his wall board, wherbad listed over two dozen projects he was
working on, together with performance criteria aeédline dates that had been clearly negotiatemdef
He was highly disciplined, which is why | went teeshim in the first place. "If you want to get sadhileg
done, give it to a busy man."
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Then he said, "Stephen, to do the jobs that you wane right would take several days. Which of
these projects would you like me to delay or catwshtisfy your request?"

Stephen Covey didn't want to take the responsiliiit that. He didn't want to put a cog in the whee
of one of the most productive people on the steff pecause he happened to be managing by crisis at
time. The jobs he wanted done were urgent, buimpobrtant. So Covey went and found another crisis
manager and gave the job to him.

We say "yes" or "no" to things daily, usually manyes a day. A center of correct principles and a
focus on our personal mission empowers us withavistb make those judgments effectively.

The essence of effective time and life managemertbiorganize and execute around balanced
priorities. You can ask this question to yoursilfou were to fault yourself in one of three areahich
would it be: (1) the inability to prioritize; (2he inability or desire to organize around thoserres; or
(3) the lack of discipline to execute around therstay with your priorities and organization?

Most people say their main fault is a lack of ditice. On deeper thought, we believe that is net th
case. The basic problem is that their prioritiegehaot become deeply planted in their hearts anmisni
They haven't really internalized Habit 2.

There are many people who recognize the value ald@ut Il activities in their lives, whether they
identify them as such or not. And they attemptite gpriority to those activities and integrate thano
their lives through self-discipline alone. But vatht a principle center and a personal mission rekzite,
they don't have the necessary foundation to suthain efforts. They're working on the leaves, ba t
attitudes and the behaviors of discipline, withewn thinking to examine the roots, the basic pgrasl
from which their natural attitudes and behavioosvil

A Quadrant Il focus is a paradigm that grows outgdrinciple center. If you are centered on your
spouse, your money, your friends, your pleasureanyr extrinsic factor, you will keep getting thrown
back into Quadrants | and lll, reacting to the mésforces your life is centered on. Even if you're
centered on yourself, you'll end up in | and llategg to the impulse of the moment. Your indeperden
will alone cannot effectively discipline you agéigsur center.

There is a saying in architecture, “form followsétion”. It means that the shape (form) of a device
or building is determined by the work (function)iainit has to carry out. For example, a scootdighg-
weight because it has the function to transport@migvo persons without traffic problems. On thbeut
hand a truck is heavy because it has to carry hgaegs. Likewise, management follows leadership.
The way you spend your time is a result of the way see your time and the way you really see your
priorities. If your priorities grow out of a primde center and a personal mission, if they are lgieep
planted in your heart and in your mind, you wilksguadrant Il as a natural, exciting place to ihyesir
time.

It's almost impossible to say, "no" to the popujadf Quadrant Il or to the pleasure of escape to
Quadrant IV if you don't have a bigger "yes" bugninside. Only when you have the self-awareness to
examine your program -- and the imagination andci@mce to create a new, unique, principle-centered
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program to which you can say "yes" -- only then wlu have sufficient independent will power to say
"no," with a genuine smile, to the unimportant.

CHECK YOUR PROGRESS

Explain various ways in which we can say ‘no’ téhdties which we do not wish to undertake gs
they are not ‘important’ from perspective of oursgion.

Moving Into Quadrant

If Quadrant Il activities are clearly the hearteffiective personal management -- the "first things"
need to put first -- then how do we organize aretate around those things

The first generation of time management does neh egcognize the concept of priority. It gives us
notes and "to do" lists that we can cross off, @edeel a temporary sense of accomplishment evmey t
we check something off, but no priority is attachedtems on the list. In addition, there is porrelation
between what's on the list and our ultimate vakrs purposes in life. We simply respond to whatever
penetrates our awareness and apparently needsitmbe

Many people manage from this first-generation pgradIt's the course of least resistance. There's
no pain or strain; it's fun to "go with the flonExkternally imposed disciplines and schedules geepie
the feeling that they aren't responsible for result

But first-generation managers, by definition, act effective people. They produce very little, and
their life-style does nothing to build their Protion Capability. Overwhelmed by outside forcesythee
often seen as undependable and irresponsiblehagdave very little sense of control and self-&site

Second-generation managers assume a little moreotonhey plan and schedule in advance and
generally are seen as more responsible becauséstimy up” when they're supposed to.

But again, the activities they schedule have noribyi or recognized correlation to deeper valuasd an
goals. They have few significant achievements and to be schedule-oriented.

Third-generation managers take a significant stewvdrd. They clarify their values and set goals.
They plan each day and prioritize their activities.

As we noted earlier, this is where most of the tmemagement field is today. But this third
generation has some critical limitations. Firstlirtits vision -- daily planning often misses imgpsmt
things that can only be seen from a larger pergsgecihe very language "daily planning” focusestosn
urgent -- the "now." While third generation priaétion provides order to activity, it doesn't cfies the
essential importance of the activity in the firshge -- it doesn't place the activity in the comtek
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principles, personal mission, roles, and goals. fhive-generation value-driven daily planning apgwio
basically prioritizes the Quadrant | and Il prabkeand crises of the day.

In addition, the third generation makes no provisior managing roles in a balanced way. It lacks
realism, creating the tendency to over-schedule dhg resulting in frustration and the desire to
occasionally throw away the plan and escape to @unadV. And its efficiency, time-management focus
tends to strain relationships rather than builarthe

While each of the three generations has recogrieegalue of some kind of management tool, none
has produced a tool that empowers a person taligenciple-centered, Quadrant Il life-style. Tlvstf
generation note pads and "to do" lists give us poenthan a place to capture those things that peaet
our awareness so we won't forget them. The secendrgtion appointment books and calendars merely
provide a place to record our future commitmentshsd we can be where we have agreed to be at the
appropriate time.

Even the third generation, with its vast array lafnpers and materials, focuses primarily on helping
people prioritize and plan their Quadrant | and détivities. Though many trainers and consultants
recognize the value of Quadrant Il activities, #etual planning tools of the third generation da@ no
facilitate organizing and executing around them.

As each generation builds on those that have pegciédthe strengths and some of the tools of each
of the first three generations provide elementalenia for the fourth. But there is an added neadaf
new dimension, for the paradigm and the implemantahat will empower us to move into Quadrant I,
to become principle-centered and to manage oursévéo what is truly most important.

CHECK YOUR PROGRESS

Describe the various tools developed in each ofdbhegenerations of time management

5.06 THE QUADRANT Il TOOL

The objective of Quadrant Il management is to rgaraur lives effectively -- from a center of sound
principles, for a knowledge of our personal misswith a focus on the important as well as the otge
and within the framework of maintaining a balaneéA®en increasing our Production and increasing our
Production Capability

This is, admittedly, an ambitious objective for plocaught in the thick of thin things in Quadrants

Il and IV. But striving to achieve it will haveghenomenal impact on personal effectiveness.
A Quadrant Il organizer will need to meet six imjaott criteria.
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Coherence Coherence suggests that there is harmony, wamiy,integrity between your vision and
mission, your roles and goals, your priorities ptahs, and your desires and discipline. In younipés,

there should be a place for your personal missiatement so that you can constantly refer to it.
There also needs to be a place for your roles @nlath short- and long-term goals.

Balance Your tool should help you to keep balance in yliiar, to identify your various roles and
keep them right in front of you, so that you dow@glect important areas such as your health, yaaily,
professional preparation, or personal development.

Many people seem to think that success in one @eaompensate for failure in other areas of life.
But can it really? Perhaps it can for a limiteddimm some areas. But can success in your profession
compensate for a broken marriage, ruined healtlveakness in personal character? True effectiveness
requires balance, and your tool needs to help yeate and maintain it.

Quadrant Il Focus: You need a tool that encourages you, motivates gowally helps you spend
the time you need in Quadrant Il, so that you'ralidg with prevention rather than prioritizing @t The
best way to do this is to organize your life oneekly basis. You can still adapt and prioritizesodaily
basis, but the fundamental thrust is organizingntbek.

Organizing on a weekly basis provides much grdaa¢ance and context than daily planning. There
seems to be implicit cultural recognition of theekeas a single, complete unit of time. Business,
education, and many other facets of society opevilkén the framework of the week, designating akrt
days for focused investment and others for relaratr inspiration. The basic Judeo-Christian ethic
honors the Sabbath, the one day out of every sestemside for uplifting purposes.

Most people think in terms of weeks. But most thjetheration planning tools focus on daily
planning. While they may help you prioritize youwtigities, they basically only help you organizéses
and busywork. The key is not to prioritize what'symur schedule, but to schedule your prioritiesd A
this can best be done in the context of the week.

A "People" Dimension: You also need a tool that deals with people, ast $chedules. While you
can think in terms of efficiency in dealing withmi, a principle-centered person thinks in terms of
effectiveness in dealing with people. There areesiwhen principle-centered Quadrant Il living reesii
the subordination of schedules to people. Your toekds to reflect that value, to facilitate
implementation rather than create guilt when adaleeis not followed.

Flexibility: Your planning tool should be your servant, neveurymaster. Since it has to work for
you, it should be tailored to your style, your ngegbur particular ways.

Portability: Your tool should also be portable, so that you @amy it with you most of the time. You
may want to review your personal mission statemagnle riding the bus. You may want to measure the
value of a new opportunity against something yoeaaly have planned. If your organizer is portaydel,
will keep it with you so that important data is alyg within reach.
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Since Quadrant Il is the heart of effective selfasgement, you need a tool that moves you into
Quadrant Il. Stephen Covey’s work with the fourdmgration concept has led to the creation of a tool
specifically designed according to the criteridelis above. But many good third-generation tools can
easily be adapted. Because the principles are sd@gbractices or specific applications can vaoynf
one individual to the next.

CHECK YOUR PROGRESS

Describe the various features of Quadrant Il tool.

Becoming a Quadrant Il Self-Manager

Although our effort here is to teach principlest poactices, of effectiveness, we believe you can
better understand the principles and the empowengtgre of the fourth generation if you actually
experience organizing a week from a principle-ceate Quadrant Il base.Quadrant Il organizing
involves four key activities.

Identifying Roles: The first task is to write dowour key roles. If you haven't really given serious
thought to the roles in your life, you can writendowhat immediately comes to mind. You have a agle
an individual. You may want to list one or moreehs a family member -- a husband or wife, mather
father, son or daughter, a member of the extera®dyf of grandparents, aunts, uncles, and cou¥ios.
may want to list a few roles in your work, indicagidifferent areas in which you wish to invest tiarel
energy on a regular basis. You may have rolestimncthor community affairs.

Selecting Goals: The next step is to think of twotlwree important results you feel you should
accomplish in each role during the next seven dBysse would be recorded as goals.

At least some of these goals should reflect Quadiaactivities. Ideally, these short-term goals
would be tied to the longer-term goals you haventified in conjunction with your personal mission
statement. But even if you haven't written yourgitis statement, you can get a feeling, a sensehaf
is important as you consider each of your rolestamdor three goals for each role.

Scheduling: Now you look at the week ahead withrygaals in mind and schedule time to achieve
them. For example, if your goal is to produce tin&t fraft of your personal mission statement, yoay
want to set aside a two-hour block of time on Syndawork on it. Sunday (or some other day of the
week that is special to you, your faith, or yowcamstances) is often the ideal time to plan yoorem
personally uplifting activities, including weeklyrganizing. It's a good time to draw back, to see
inspiration, to look at your life in the contextmfinciples and values.
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If you set a goal to become physically fit throwegtercise, you may want to set aside an hour three o
four days during the week, or possibly every dayirduthe week, to accomplish that goal. There are
some goals that you may only be able to accomgliising business hours, or some that you can only do
on Saturday when your children are home. Can ygintie see some of the advantages of organizing the
week instead of the day?

Having identified roles and set goals, you candlate each goal to a specific day of the weekeeith
as a priority item or, even better, as a speciigpagntment. You can also check your annual or mgnth
calendar for any appointments you may have prelyjoosde and evaluate their importance in the
context of your goals, transferring those you dedid keep to your schedule and making plans to
reschedule or cancel others.

As you study the following weekly worksheet, obgehow each of the 19 most important, often
Quadrant Il, goals has been scheduled or transiated specific action plan. In addition, notite tbox
labeled "Sharpen the Saw TM" that provides a ptagaan vital renewing Quadrant Il activities incha
of the four human dimensions that will be explaiieéiabit 7.

Even with time set aside to accomplish 19 imporgodls during the week, look at the amount of
remaining unscheduled space on the worksheet! Asaseempowering you to Put First Things First,
Quadrant Il weekly organizing gives you the freedamd the flexibility to handle unanticipated evens
shift appointments if you need to, to savor rel&hips and interactions with others, to deeply ¥njo
spontaneous experiences, knowing that you havectively organized your week to accomplish key
goals in every area of your life.

Daily Adapting: With Quadrant Il weekly organizindaily planning becomes more a function of
daily adapting, or prioritizing activities and respling to unanticipated events, relationships, and
experiences in a meaningful way.

Taking a few minutes each morning to review yourestule can put you in touch with the value-
based decisions you made as you organized the ageekll as unanticipated factors that may have come
up. As you overview the day, you can see that yolas and goals provide a natural prioritizatioatth
grows out of your innate sense of balance. It softer, more right-brain prioritization that ultitedy
comes out of your sense of personal mission.

You may still find that the third-generation A, 8,or 1, 2, 3 prioritization gives needed order adyd
activities. It would be a false dichotomy to sagtthctivities are either important or they arefttey are
obviously on a continuum, and some important agtiwiare more important than others. In the cordgéxt
weekly organizing, third-generation prioritizatigives order to daily focus.

But trying to prioritize activities before you evd&now how they relate to your sense of personal
mission and how they fit into the balance of yoife is not effective. You may be prioritizing and
accomplishing things you don't want or need to dieglat all.
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Can you begin to see the difference between organiour week as a principle-centered, Quadrant
I manager and planning your days as an indivigeattered on something else? Can you begin to sense
the tremendous difference the Quadrant Il focuslevmake in your current level of effectiveness?

Having experienced the power of principle-cente@ahdrant Il organizing in his own life and
having seen it transform the lives of hundreds tbep people, Stephen Covey says he is persuaded it
makes a difference -- a quantum positive differeAcel the more completely weekly goals are tied at
wider framework of correct principles and into agmmal mission statement, the greater the increase
effectiveness will be.

CHECK YOUR PROGRESS

Discuss the various steps in becoming a QIll setfagar.

5.07 LIVING IN QUADRANT Il

Returning once more to the computer metaphor, bitHasays "You're the programmer" and Habit 2
says "Write the program,” then Habit 3 says "Rum phogram,” "Live the program."” And living it is
primarily a function of our independent will, ougldiscipline, our integrity, and commitment --trto
short-term goals and schedules or to the impuldkeooment, but to the correct principles andawn
deepest values, which give meaning and contextit@oals, our schedules, and our lives.

As you go through your week, there will undoubteléytimes when your integrity will be placed on
the line. The popularity of reacting to the urgeuat unimportant priorities of other people in Quadrlll
or the pleasure of escaping to Quadrant IV wile#ten to overpower the important Quadrant |l atitisi
you have planned. Your principle center, your s@reness, and your conscience can provide a high
degree of intrinsic security, guidance, and wisdonempower you taise your independent will and
maintain integrity to the truly important.

But because you aren't omniscient, you can't alvkaysv in advance what is truly important. As
carefully as you organize the week, these will ibee$ when, as a principle-centered person, you will
need to subordinate your schedule to a higher v8eeause you are principle-centered, you can &b th
with an inner sense of peace.

Consider the example of a person who is deeply soteduling and has planned a lot of activities
including a telephone call with his daughter. Cdesing the importance of the other activities he ha
earmarked a time of 10 to 15 minutes for the call.
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Everything goes on according to schedule untibihes to calling his daughter. Among other things
he wanted to get a report on how her rehearsainging is going on. So, congruent with his effiagn
mode, he had scheduled a 10- to 15-minute teleptalhto talk to her.

But she has had a very bad day with her instruatat fellow singers and has a lot to emit her
emotions, frustration and stress to him. One-ahaibhours later, he was still deeply involved ineay
intense conversation with her. Even then, the oamlé was not enough. The situation was a very
frustrating experience for them both.

Again, you simply can't think in terms of ‘efficieyi with people. You think effectiveness with
people and efficiency with things. I've tried to'leficient” with a disagreeing or disagreeablesperand
it simply doesn't work. I've tried to give 10 mieatof "quality time" to a child or an employee tdve a
problem, only to discover such "efficiency" createmsw problems and seldom resolves the deepest
concern.

We see many parents, particularly mothers with kiefaldren, often frustrated in their desire to
accomplish a lot because all they seem to do ig tikeeneeds of little children all day. Remember,
frustration is a function of our expectations, auod expectations are often a reflection of theaauirror
rather than our own values and priorities.

But if you have Habit 2 deep inside your heart amdd, you have those higher values driving you.
You can subordinate your schedule to those valuts integrity. You can adapt; you can be flexible.
You don't feel guilty when you don't meet your siiile or when you have to change it.

CHECK YOUR PROGRESS

Describe the various issues in living in Quadraasla lifestyle.

Advances of the Fourth Generation

One of the reasons why people resist using thirgegdion time management tools is because they
lose spontaneity; they become rigid and inflexidlbey subordinate people to schedules because the
efficiency paradigm of the third generation of mgerment is out of harmony with the principle that
people are more important than things.

The fourth-generation tool recognizes that prireifl also recognizes that the first person youlnee
to consider in terms of effectiveness rather théiniency is yourself. It encourages you to speingetin
Quadrant I, to understand and center your lifgoonciples, to give clear expression to the purpas=l
values you want to direct your daily decisionshétps you create balance in your life. It helps yise
above the limitations of daily planning and organénd schedule in the context of the week. And véhen
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higher value conflicts with what you have planné@mpowers you to use your self-awareness and your
conscience to maintain integrity to the principdesl purposes you have determined are most important
Instead of using a road map, you're using a compass
The fourth generation of self-management is moka@iacked than the third in five important ways. First
it's principle-centered. More than giving lip seevito Quadrant I, it creates the central paradigh
empowers you to see your time in the context oftwheeally important and effective

Second, it's conscience-directed. It gives youoiigortunity to organize your life to the best otiyo
ability in harmony with your deepest values. Butlgo gives you the freedom to peacefully subotdina
your schedule to higher valuedhird, it defines your unique mission, includinglues and long-term
goals. This gives direction and purpose to the yeayspend each day.

Fourth, it helps you balance your life by identiiyi roles, and by setting goals and scheduling
activities in each key role every week.

And fifth, it gives greater context through weekhganizing (with daily adaptation as needed), gsin
above the limiting perspective of a single day patting you in touch with your deepest values tigiou
review of your key roles.

The practical thread running through all five ofslke advances is a primary focus on relationshigs an
results and a secondary focus on time.

CHECK YOUR PROGRESS

Describe the advantages of using the Fourth Geaer@dll) tool.

5.08 DELEGATION: INCREASING P AND PC

We accomplish all that we do through delegatiogither to time or to other people. If we delegate t
time, we think efficiency. If we delegate to otlperople, we think effectiveness.

Many people refuse to delegate to other peopleusecthey feel it takes too much time and effort
and they could do the job better themselves. Batt¥ely delegating to others is perhaps the simgbst
powerful high-leverage activity there is.

Transferring responsibility to other skilled anditred people enables you to give your energies to
other high-leverage activities. Delegation mearsmin, both for individuals and for organizationhieT
late J. C. Penney was quoted as saying that thestndgcision he ever made was to "let go" aftdizieg
that he couldn't do it all by himself any longehat decision, made long ago, enabled the develapmen
and growth of hundreds of stores and thousandsaylp.
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Because delegation involves other people, it ialai® Victory and could well be included in Habit
4. But because we are focusing here on princigigeisonal management, and the ability to delegate
others is the main difference between the role ahager and independent producer, | am approaching
delegation from the standpoint of your personal aganial skills.

A producer does whatever is necessary to accomgdisined results, to get the golden eggs. A parent
who washes the dishes, an architect who drawsugpbhts, or a secretary who types correspondence i
a producer.

But when a person sets up and works with and thrqegpple and systems to produce golden eggs,
that person becomes a manager in the interdepeselest. A parent who delegates washing the dishes t
a child is a manager. An architect who heads a tefaother architects is a manager. A secretary who
supervises other secretaries and office persosra dffice manager.

A producer can invest one hour of effort and predoige unit of results, assuming no loss of
efficiency. A manager, on the other hand, can ingas hour of effort and produce 10 or 50 or 10idsun
through effective delegation. Management is esaintnoving the fulcrum over, and the key to effeet
management is delegation.

CHECK YOUR PROGRESS

Describe how delegation increases the P/PC balance.

Gofer Delegation

There are basically two kinds of delegation: "galetegation” and "stewardship delegation.” Gofer
delegation means "Go for this, go for that, do,tdsthat, and tell me when it's done.” Most peogh®
are producers have a gofer delegation paradigmeRdm@ar the machete wielders in the jungle? They are
the producers. They roll up their sleeves and lyefiab done. If they are given a position of sujsion
or management, they still think like producers. yrden't know how to set up a full delegation sattha
another person is committed to achieve resultsase they are focused omethods, they become
responsible for the results.

As an example of gofer delegation consider thigasibn. Stephen Covey describes the incidence
when his son who was an excellent skier was beidigrmpby a boat driven by Covey. He wanted a the
boy to be photographed by Sandra, Stephen’s wife .vi&as not very familiar with woking on camera and
as Stephen was driving the boat, he could not taken the sanps.

At first, Stephen told her to be selective in hetye taking because he didn't have much film left
Then he realized she was unfamiliar with the cansoyd became a little more specific. He told loebé
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sure to wait until the sun was ahead of the bodtuatil thier son was jumping the wake or makirtgra
and touching his elbow.

But the more Stephen thought about our limiteddgetand her inexperience with the camera, the
more concerned he became. He finally said, "Lo@dsa, just push the button when I tell you. Okay?
He spent the next few minutes yelling, "Take itTake it! -- Don't take it! -- Don't take it!" Heag afraid
that if he didn't direct her every move every sel;awouldn't be done right.

That was true gofer delegation, one-on-one supervief methods. Many people consistently
delegate that way. But how much does it really agaish? And how many people is it possible to
supervise or manage when you have to be involvedény move they make?

There's a much better way, a more effective wageiegate to other people. And it's based on a
paradigm of appreciation of the self-awarenessintagination, the conscience, and the free wilbthier
people.

CHECK YOUR PROGRESS

Explain what is meant by ‘gofer delegation’.

Stewardship Delegation

Stewardship delegation is focused on results idstéanethods. It gives people a choice of method
and makes them responsible for results. It takes time in the beginning, but it's time well invext
You can move the fulcrum over, you can increase {ewerage, through stewardship delegation.

Stewardship delegation involves clear, up-front uattunderstanding and commitment regarding
expectations in five areas.

Desired ResultsCreate a clear, mutual understanding of what neetde accomplished, focusing on
what, not how; results, not methods. Spend timep&&nt. Visualize the desired result. Have thesqre
see it, describe it, make out a quality stateménthat the results will look like, and by when theijl be
accomplished.

Guidelines: Identify the parameters within which the indivitlsaould operate. These should be as
few as possible to avoid methods delegation, batlshinclude any formidable restrictions. You won't
want a person to think he had considerable latiagléong as he accomplished the objectives, only to
violate some long-standing traditional practicevalue. That kills initiative and sends people baxckhe
gofer's creed: "Just tell me what you want me toada I'll do it."

If you know the failure paths of the job, identtiiem. Be honest and open -- tell a person where the
guicksand is and where the wild animals are. Yanitdeant to have to reinvent the wheel every dagt. L
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people learn from your mistakes or the mistakestioérs. Point out the potential failure paths, winait
to do, but don't tell them what to do. Keep thepoesibility for results with them -- to do whatever
necessary within the guidelines.

Resourcesidentify the human, financial, technical, or orgational resources the person can draw
on to accomplish the desired results.

Accountability: Set up the standards of performance that willdezlun evaluating the results and the
specific times when reporting and evaluation veike place.

ConsequencesSpecify what will happen, both good and bad, essalt of the evaluation. This could
include such things as financial rewards, psycliwards, different job assignments, and natural
consequences tied into the overall mission of gamirzation.

As an example suppose you have a bungalow, walkwva in its front yard. Your lawn is not as green as
your neighbor’s. What you want is that your sonutidgake up the responsibility. You are capable of
doing the job, but you want to delegate the tagkasing a lawn as green as that your neighbor.

If you are doing gofer delegation, you would breaghinst the shoulders of your son and tell eadh an
every thing like watering, applying manure, mowthg grass, etc.

If you are doing the stewardship delegation, yommainicate the desired result (what exactly you yyant
guidelines (what is allowed and what is not), gesources, set parameters to evaluate the resuitdd
accountable, and communicate the consequences.

Desired Results¥ou tell your son you want your lawn green andanlé/Nhat is green? That is the
color of neighbor’s lawns. What is clean? It meaasness, no garbage, no paper, etc.

Guidelines:What can | do to make it look green and clean?tiding short of applying paints on the
lawns. Use sprinkler, use manure, use fertilizehoWs the boss? The son is the boss. Who is tipeitiel
The father offered to help if the son asks anceiffather) has time. The father asks the son tihiggh
literature, advises of the other persons so thatles not reinvent the wheel.

ResourcesGive the son the money and time to do the job..

Accountability: Who's the judge? The son is the judge. This isvatdship delegation. It is
delegation with trust that he will deliver and de fjob. Every once in a week, he will compare \liit
state of lawn last week and compare with the sthiteighbor’s lawn and see how we have progressed.

Consequencedf the results do not come it means that the fath@not trust the son for keeping his
words. The son would and should feel that he hiéedféo meet the need of the household. On therothe
hand if the son is able to meet the challenge aveé A green and clean lawn within three monthaillit
strengthen the bond between the father and son.
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Trust is the highest form of human motivation. rinlgs out the very best in people. But it takesetim
and patience, and it doesn't preclude the neceassiiin and develop people so that their compmsten
can rise to the level of that trust.

We can be convinced that if stewardship delegasatione correctly, both parties will benefit and
ultimately much more work will get done in muchdesme. It can be said that a family that is well
organized, whose time has been spent effectivdggdéng on a one-to-one basis, can organize thi& wo
so that everyone can do everything in about an halay. But that takes the internal capacity totvtan
manage, not just produce. The focus is on effegéss, not efficiency.

Certainly you can pick up that room better thanrychild, but the key is that you want to empower
the child to do it. It takes time. You have to getolved in the training and development. It takiese,
but how valuable that time is downstream! It sax@s so much in the long run.

This approach involves an entirely new paradigrdadégation. In effect, it changes the nature of the
relationship: The steward becomes his own bosgrged by a conscience that contains the commitment
to agree upon desired results. But it also relelsesreative energies toward doing whatever i€ssary
in harmony with correct principles to achieve thdssired results.

The principles involved in stewardship delegatiom@orrect and applicable to any kind of person or
situation. With immature people, you specify fewesired results and more guidelines, identify more
resources, conduct more frequent accountabiligriews, and apply more immediate consequences.
With more mature people, you have more challendegjred results, fewer guidelines, less frequent
accountability, and less measurable but more digldercriteria.

Effective delegation is perhaps the best indicafoeffective management simply because it is so
basic to both personal and organizational growth.

CHECK YOUR PROGRESS

Discuss the principles of ‘stewardship delegation’

5.08 THE QUADRANT Il PARADIGM

The key to effective management of self, or of mhtrough delegation, is not in any technigqu¢oot
or extrinsic factor. It is intrinsic -- in the Quaaht 1l paradigm that empowers you to see throhghdns
of importance rather than urgency.
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As you work to develop a Quadrant Il paradigm, yall increase your ability to organize and execute
every week of your life around your deepest priesitto walk your talk. You will not be dependent o
any other person or thing for the effective managmrof your life.

Interestingly, every one of the Seven Habits iQumdrant Il. Every one deals with fundamentally
important things that, if done on a regular bagisuld make a tremendous positive difference in our
lives.

CHECK YOUR PROGRESS

Explain the essence of QII paradigm

5.09 END QUESTIONS

The following questions should help you preparetierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaation conditions.

1. Explain the relation between Habit 2 (begin with £nd in mind) and Habit 3 (Put first things

first)

Describe the role of ‘independent will’ in execugtithe habit of putting first things first.

Describe briefly the four generations of time masragnt.

Describe the results of working heavily in eaclicofr quadrants

Explain various ways in which we can say ‘no’ téiates which we do not wish to undertake as

they are not ‘important’ from perspective of ourseion.

Describe the various tools developed in each ofdbegenerations of time management

7. Describe how Quadrant Il tool helps us in carryimigvard our goals for the various roles in our
life’s mission

8. Discuss the various steps in becoming a QIll setfagar.

9. Describe the various issues in living in Quadraasla lifestyle.

10. Describe the advantages of using the Fourth Gaaer@ll) tool.

11. Describe how delegation increases the P/PC balance.

12. Explain what is meant by ‘gofer delegation’.

13. Discuss the principles of ‘stewardship delegation’

14. Explain the essence of QIl paradigm

arwn

o
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UNIT 06 PUBLIC VICTORY

Course Name: GEN 203 : Value Education (8 habits)

6.00 BEFORE WE BEGIN

We have seen till now that in order to inculd@ie values like service, equality, justice, patesretc, we
have to develop our character in two steps: bedodependent and then to become interdependent. The
first thee habits of being proactive, beginningwentd in mind, and putting the first things firs¢ a
designed to make us independent. These habitsynasstconcerned with ourselves.

In the societal environment where we live, beirgeipendent is not sufficient. We have to work imrisa
as families, as organizations, as nations and mshitly. We need to work in peaceful coexistenaiwi
these strata. How do we conduct ourselves in stmlpg so that the harmony is not disturbed and we
achieve our goals without interfering with the netgts of the others is to become interdependent?

We will learn some basic concepts in this unit vahiall be helpful in understanding the remainingetn
units. We will introduce a concept of emotional baccount. Just as we have a bank account in which
we deposit money, we have an account in which weslefaith. We make depsits in this account
through actions like appreciating, doing acts ofkiess, apologizing sincerely and by making and
keeping commitments.

The concepts which you will learn in this unit wadide very useful in understanding the various ideas
covered in the next three units.

6.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Explain why it is not possible to achieve Publictéry without being independent

» Discuss the concept of emotional bank account.

» Describe how ‘understanding a person’ helps intorga deposit in the emotional bank account.

* What is meant by attending to little things in artiedevelop a rapport with other persons.

» Explain what is meant by keeping commitment and hasvimportant to make deposit in the
emotional bank account.

» Discuss the importance of clarifying expectatiomiriding lasting relationships.

» Explain what is meant by personal integrity wittaemples.

» Elaborate the importance of apologizing sincerefpu fail to keep commitments.
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» Explain how violating laws of love derails into dafing the laws of life.
» Explain how P problems are PC opportunities
» Explain the importance of concept of emotional bac&ount in achieving interdependence.

6.02 INTRODUCTION

Before moving into the area of Public Victory, weoald remember that effective interdependence
can only be built on a foundation of true indepearude Private Victory precedes Public Victory. Algeb
comes before calculus.

As we look back and survey the terrain to determaieere we've been and where we are in
relationship to where we're going, we clearly dest tve could not have gotten where we are without
coming the way we came. There aren't any otherstodre aren't any shortcuts. There's no way to
parachute into this terrain. The landscape aheadviered with the fragments of broken relationstips
people who have tried. They've tried to jump irffeaive relationships without the maturity, theestgth
of character, to maintain them.

But you just can't do it; you simply have to tratled road. You can't be successful with other peopl
if you haven't paid the price of success with yelirs

We're dealing with a very dramatic and very fundarake Paradigm Shift here. You may try to
lubricate your social interactions with personaliechniques and skills, but in the process, you may
truncate the vital character base. You can't h#&ee ftuits without the roots. It's the principle of
sequencing: Private Victory precedes Public Vict@glf-mastery and self-discipline are the fouratati
of good relationships with others.

Some people say that you have to like yourselfrieefou can like others. | think that idea has merit
but if you don't know yourself, if you don't contymurself, if you don't have mastery over yours#ig
very hard to like yourself, except in some shomrtepsych-up, superficial way.

Real self-respect comes from dominion over setfimfitrue independence. And that's the focus of
Habits 1, 2, and 3. Independence is an achievermgatdependence is a choice only independent peopl
can make. Unless we are willing to achieve reakjpahdence, it's foolish to try to develop human-
relations skills. We might try. We might even hamme degree of success when the sun is shining. But
when the difficult times come -- and they will -ewvon't have the foundation to keep things together

The most important ingredient we put into any felahip is not what we say or what we do, but
what we are. And if our words and our actions cdroen superficial human-relations techniques (the
personality ethic) rather than from our own innerec (the character ethic), others will sense that
duplicity. We simply won't be able to create andstain the foundation necessary for effective
interdependence.
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The techniques and skills that really make a dffiee in human interaction are the ones that almost
naturally flow from a truly independent charact®o. the place to begin building any relationshimssde
ourselves, inside our Circle of Influence, our oelraracter. As we become independent -- proactive,
centered in correct principles, value driven anlkd &b organize and execute around the prioritiesun
life with integrity -- we then can choose to becoimerdependent -- capable of building rich, enalgyi
highly productive relationships with other people.

As we look at the terrain ahead, we see that vegitering a whole new dimension. Interdependence
opens up worlds of possibilities for deep, rich,amagful associations, for geometrically increased
productivity, for serving, for contributing, for dening, for growing. But it is also where we febkt
greatest pain, the greatest frustration, the gseatadblocks to happiness and success. And wefse v
aware of that pain because it is acute.

We can often live for years with the chronic pafroor lack of vision, leadership or management in
our personal lives. We feel vaguely uneasy and mfamdable and occasionally take steps to ease the
pain, at least for a time. But the pain is chromie,get used to it, we learn to live with it.

But when we have problems in our interactions wither people, we're very aware of acute pain --
it's often intense, and we want it to go away.

That's when we try to treat the symptoms with gdigks and techniques -- the band-aids of the
personality ethic. We don't understand that théeapain is an outgrowth of the deeper, chronic jemb
And until we stop treating the symptoms and stegaiting the problem, our efforts will only bring
counterproductive results. We will only be succelsat obscuring the chronic pain even more.

Now, as we think of effective interaction with otbelet's go back to our earlier definition of
effectiveness. We've said it's the P/PC Balan@efuhdamental concept in the story of the Goosetlaad
Golden Egg.

In an interdependent situation, the golden eggstlaeeeffectiveness, the wonderful synergy, the
results created by open communication and posititeraction with others. And to get those eggs on a
regular basis, we need to take care of the goosen¥®éd to create and care for the relationshigs tha
make those results realities.

So before we descend from our point of reconnat&sand get into Habits 4, 5, and 6, | would like to
introduce what | believe to be a very powerful rpbta in describing relationships and in defining th
P/PC Balance in an interdependent reality.

CHECK YOUR PROGRESS

Explain why it is not possible to achieve Publictdry without being independent.
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6.03 THE EMOTIONAL BANK ACCOUNT

We all know what a financial bank account is. Wekendeposits into it and build up a reserve from
which we can make withdrawals when we need to. Amottonal Bank Account is a metaphor that
describes the amount of trust that's been builinup relationship. It's the feeling of safeness howe
with another human being.

If I make deposits into an Emotional Bank Accounthwou through courtesy, kindness, honesty,
and keeping my commitments to you, | build up ares. Your trust toward me becomes higher, and |
can call upon that trust many times if | need t@ah even make mistakes and that trust level, that
emotional reserve, will compensate for it. My conmication may not be clear, but you'll get my
meaning anyway. You won't make me "an offender doword.” When the trust account is high,
communication is easy, instant, and effective.

But if | have a habit of showing discourtesy, dsgrect, cutting you off, overreacting, ignoring you,
becoming arbitrary, betraying your trust, threatgnyou, or playing little tin god in your life, evwially
my Emotional Bank Account is overdrawn. The tresel gets very low. Then what flexibility do | h&ve

None. I'm walking on mine fields. | have to be veayeful of everything | say. | measure every word.
It's tension city, memo heaven. It's protectingbmagkside, politicking. And many organizations alled
with it. Many families are filled with it. Many meages are filled with it.

If a large reserve of trust is not sustained bytiooing deposits, a marriage will deteriorate. éast
of rich, spontaneous understanding and communitatie situation becomes one of accommodation,
where two people simply attempt to live independiéestyles in a fairly respectful and tolerantywa
The relationship may further deteriorate to onaastility and defensiveness. The "fight or flight"
response creates verbal battles, slammed doousatdd talk, emotional withdrawal and self-pitymay
end up in a cold war at home, sustained only bigm, sex, and social pressure, or image protecto
it may end up in open warfare in the courts, whetter ego-decimating legal battles can be carmiedor
years as people endlessly confess the sins ofreef@pouse.

And this is in the most intimate, the most potdhtiaich, joyful, satisfying and productive
relationship possible between two people on thithedhe P/PC lighthouse is there; we can eitheakr
ourselves against it or we can use it as a guikitjing

Our most constant relationships, like marriagepiregour most constant deposits. With continuing
expectations, old deposits evaporate. If you sugdem into an old high school friend you haveres
for years, you can pick up right where you left béicause the earlier deposits are still there.yBut
accounts with the people you interact with on all@gbasis require more constant investment. Tagre
sometimes automatic withdrawals in your daily iatgions or in their perception of you that you tion'
even know about. This is especially true with tegma in the home.
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Suppose you have a teenage son and your normagrsaton is something like, "Clean your room.
Button your shirt. Turn down the radio. Go get adwd. And don't forget to take out the garbageVe©
a period of time, the withdrawals far exceed theodds.

Now, suppose this son is in the process of makimgesimportant decisions that will affect the refst o
his life. But the trust level is so low and the eouomication process so closed, mechanical, and
unsatisfying that he simply will not be open to yarounsel. You may have the wisdom and the
knowledge to help him, but because your accousbisverdrawn, he will end up making his decisions
from a short-range emotional perspective, which mesll result in many negative long-range
consequences.

You need a positive balance to communicate on tteggter issues. What do you do?

What would happen if you started making deposite the relationship? Maybe the opportunity

comes up to do him a little kindness -- to bringneoa magazine on skateboarding, if that's his

interest, or just to walk up to him when he's wogkon a project and offer help. Perhaps you could
invite him to go to a movie with you or take himtdor some ice cream. Probably the most important
deposit you could make would be just to listenhattt judging or preaching or reading your own

autobiography into what he says. Just listen amedt $& understand. Let him feel your concern for
him, your acceptance of him as a person.

He may not respond at first. He may even be suspsci'What's Dad up to now? What technique is
Mom trying on me this time?" But as those genuiepasits keep coming, they begin to add up. That
overdrawn balance is shrinking.

Remember that quick fix is a mirage. Building aegairing relationships takes time. If you become
impatient with this apparent lack of response sfddgeming ingratitude, you may make huge withdawal
and undo all the good you've done. "After all wateme for you, the sacrifices we've made, how @an y
be so ungrateful? We try to be nice and you aettlis. | can't believe it!

It's hard not to get impatient. It takes charatidse proactive, to focus on your Circle of Infleento
nurture growing things, and not to "pull up thenwkrs to see how the roots are coming.”

But there really is no quick fix. Building and réqiag relationships are long-term investments.

CHECK YOUR PROGRESS

Discuss the concept of emotional bank account.

6.04 SIX MAJOR DEPOSITS
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Let me suggest six major deposits that build thetitmal Bank Account
Understanding the Individual

Really seeking to understand another person isgbtglone of the most important deposits you can
make, and it is the key to every other deposit. ¥ouply don't know what constitutes a deposit to
another person until you understand that individWéhat might be a deposit for you -- going for dkwva
to talk things over, going out for ice cream togethworking on a common project -- might not be
perceived by someone else as a deposit at allightneven be perceived as a withdrawal, if it ddesn
touch the person's deep interests or needs.

One person's mission is another person's minubamadke a deposit, what is important to another
person must be as important to you as the otheopes to you. You may be working on a high priorit
project when your six-year-old child interrupts ivéomething that seems trivial to you, but it may b
very important from his point of view. It takes Hiab to recognize and recommit yourself to the eabd
that person and Habit 3 to subordinate your scleettuthat human priority. By accepting the value he
places on what he has to say, you show an unddmstaaf him that makes a great deposit.

| have a friend whose son developed an avid intere®aseball. My friend wasn't interested in
baseball at all. But one summer, he took his s@etevery major league team play one game. Tjhe tri
took over six weeks and cost a great deal of mametyit became a powerful bonding experience iir the
relationship.

My friend was asked on his return, "Do you like ddae| that much?"

"No," he replied, "but I like my son that much."

| have another friend, a college professor, who &aerrible relationship with his teenage son. This
man's entire life was essentially academic, antklhéis son was totally wasting his life by worgiwith
this hands instead of working to develop his mifd.a result, he was almost constantly on the boy's
back, and, in moments of regret, he would try t&endeposits that just didn't work. The boy perceive
the gestures as new forms of rejection, comparisond judgment, and they precipitated huge
withdrawals. The relationship was turning sour, @meas breaking the father's heart.

One day | shared with him this principle of makiwhat is important to the other person as
important to you as the other person is to youHe took it deeply to heart. He engaged his soa in
project to build a miniature Wall of China arourfteit home. It was a consuming project, and they
worked side by side on it for over a year and & hal

Through that bonding experience, the son moveditiirghat phase in his life and into an increased
desire to develop his mind. But the real benefis wat happened to the relationship. Instead afra s
spot, it became a source of joy and strength tb tather and son.

Our tendency is to project out of our own autobépdries what we think other people want or need.
We project our intentions on the behavior of oth&ve interpret what constitutes a deposit basedusn
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own needs and desires, either now or when we wexeianilar age or stage in life. If they don'tergret
our effort as a deposit, our tendency is to talkes i& rejection of our well-intentioned effort amde up.

The Golden Rule says to "Do unto others as you avtnalve others do unto you." While on the
surface that could mean to do for them what youldvdike to have done for you, | think the more
essential meaning is to understand them deeplydagduals, the way you would want to be understood
and then to treat them in terms of that understandis one successful parent said about raisirigreim,
"Treat them all the same by treating them diffdgeht

CHECK YOUR PROGRESS

» Describe how ‘understanding a person’ helps intorga deposit in the emotional bank
account.

» Explain the principle of “ making what is importéntthe other person amportant to
you as the other person is to you” with suitablareples.

Attending to the Little Things

The little kindnesses and courtesies are so impbré&mall discourtesies, little unkindnesses,élittl
forms of disrespect make large withdrawals. Intiefeships, the little things are the big things.

Stephen Covey narrates an event when his familyhasig fun on a weekend, when they went out
for fun drives and movies. During the movie, theiyger son of Stephen falls asleep and the older one
watches the movie with him. After the movie is gu@tephen lifts the younger son in his arm, takes h
to the car and as it was very cold in the night,ipsi coat around the sleeping boy. The older satthes
this all. They go back home and Stephen noticesthigolder son is a bit uneasy and does not talk
naturally as if something is bothering him. Wheabien notices tears in the eye of the older soaske
the reason for his disturbed position. The older asks, “Dad, if | were cold, would you have putiyo
coat around me too?”

We notice a number of aspects of the human n#tuoegh this example. One, the father shows
an act of kindness to his younger son when he iogha puts his coat over him when he is sleepifige
young boy is sleeping and hence not able to wdiishect himself and his feelings cannot be seeusby
This act of kindness (though Stephen Covey woutdpast too much about it in his own narration) is
watched by the older son. Since the act of puttiegcoat happens naturally out of love by the fatiine
father is also almost unmindful of the act in hithsehis act of showering care, love and kindness i
watched by the older son who feels the love whichildr have been generated in his heart, had he been
receiving similar treatment. But as the care, land kindness was not received by the older sorg he
moved by the love shown by father to his brother.igdwithout words and unsure about how to express
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the feeling. He asks the simple question, “Datiniére cold, would you have put your coat around me
too?” This question does not necessarily refleetsibling rivalry or doubt by the son about hihéat A
response in actions and words and gesture by therferhich would say “Yes, | do care about you too”
would doubtless evoke the sense of security amaraffion in the son. Covey treats this as an examp
of love shown by his elder son to his little brathe he says, “Of all the events of that specgthtnout
together, the most important was a little act offkiess -- a momentary, unconscious showing of love to
his little brother.”

What a powerful, personal lesson that experience twame then and is even now. People are very
tender, very sensitive inside. | don't believe agexperience makes much difference. Inside, evénnw
the most toughened and calloused exteriors, arettger feelings and emotions of the heart.

CHECK YOUR PROGRESS

What is meant by attending to little things in artiedevelop a rapport with other persons.

Keeping Commitments

Keeping a commitment or a promise is a major deépleaking one is a major withdrawal. In fact,
there's probably not a more massive withdrawal thanake a promise that's important to someone and
then not to come through. The next time a pronsgeade, they won't believe it. People tend to build
their hopes around promises, particularly promédesut their basic livelihood.

I've tried to adopt a philosophy as a parent néwenake a promise | don't keep. | therefore try to
make them very carefully, very sparingly, and toaveare of as many variables and contingencies as
possible so that something doesn't suddenly conte kgep me from fulfilling it.

Occasionally, despite all my effort, the unexpeateds come up, creating a situation where it would
be unwise or impossible to keep a promise I've mBdel value that promise. | either keep it anyywary
explain the situation thoroughly to the person Iagd and ask to be released from the promise.

| believe that if you cultivate the habit of alwageseping the promises you make, you build briddes o
trust that span the gaps of understanding betweeragd your child. Then, when your child wants ¢o d
something you don't want him to do, and out of ymaturity you can see consequences that the child
cannot see, you can say, "Son, if you do thisphpse you that this will be the result." If thatldhhas
cultivated trust in your word, in your promises,vid act on your counsel.
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CHECK YOUR PROGRESS

Explain what is meant by keeping commitment and hasvimportant to make deposit in the
emotional bank account.

Clarifying Expectations

Imagine the difficulty you might encounter if yondayour boss had different assumptions regarding
whose role it was to create your job description.

"When am | going to get my job description?" yowghtiask.

"I've been waiting for you to bring one to me sattive could discuss it," your boss might reply.

"l thought defining my job was your role."

"That's not my role at all. Don't you remember?HRilgom the first, | said that how you do in théjo
largely depends on you."

"l thought you meant that the quality of my job deged on me. But | don't even know what my job
really is."

"l did exactly what you asked me to do and heteesreport.”

"l don't want a report. The goals was to solvegtablem -- not to analyze it and report on it."

"l thought the goal was to get a handle on the lpralso we could delegate it to someone

else."

How many times have we had these kinds of converss#t

"You said..."

"No, you're wrong! | said..."

"You did not! You never said | was supposed to..."

"Oh, yes | did! | clearly said..."

"You never even mentioned..."

"But that was our agreement..."

The cause of almost all relationship difficultiesrboted in conflicting or ambiguous expectations
around roles and goals. Whether we are dealing thighquestion of who does what at work, how you
communicate with your daughter when you tell heclean her room, or who feeds the fish anthkes
out the garbage, we can be certain that uncleareactaions will lead to misunderstanding,
disappointment, and withdrawals of trust.

Many expectations are implicit. They haven't beelieitly stated or announced, but people
nevertheless bring them to a particular situationmarriage, for example, a man and a woman have
implicit expectations of each other in their maggaroles. Although these expectations have not been

Gen 203: Value Education (8 Habit) Page 94



discussed, or sometimes even recognized by thempeaexho has them, fulfilling them makes great
deposits in the relationship and violating them esawithdrawals.

That's why it's so important whenever you come itew situation to get all the expectations out on
the table. People will begin to judge each otheoubh those expectations. And if they feel likeirthe
basic expectations have been violated, the reseirveust is diminished. We create many negative
situations by simply assuming that our expectatamesself-evident and that they are clearly underst
and shared by other people.

The deposit is to make the expectations clear aquicé in the beginning. This takes a real
investment of time and effort up front, but it ss\ggeat amounts of time and effort down the roabellVv
expectations are not clear and shared, people begihecome emotionally involved and simple
misunderstandings become compounded, turning inéosopality clashes and communication
breakdowns.

Clarifying expectations sometimes takes a great deaourage. It seems easier to act as though
differences don't exist and to hope things will kvout than it is to face the differences and wadether
to arrive at a mutually agreeable set of expeatatio

CHECK YOUR PROGRESS

Discuss the importance of clarifying expectatiominlding lasting relationships.

Showing Personal Integrity

Personal integrity generates trust and is the ldsisany different kinds of deposits.

Lack of integrity can undermine almost any othéoréfto create high trust accounts. People can seek
to understand, remember the little things, keep fhremises, clarify and fulfill expectations, astll fail
to build reserves of trust if they are inwardly ticipous.

Integrity includes but goes beyond honesty. Honisstglling the truth -- in other words, conforming
our words to reality. Integrity is conforming reglto our words -- in other words, keeping promiaed
fulfilling expectations. This requires an integiteharacter, a oneness, primarily with self bub algh
life.

One of the most important ways to manifest intggstto be loyal to those who are not present. In
doing so, we build the trust of those who are pres&/hen you defend those who are absent, younretai
the trust of those present.

Suppose you and | were talking alone, and we weétieizing our supervisor in a way that we would
not dare to if he were present. Now what will happdien you and | have a falling out? You know I'm
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going to be discussing your weaknesses with somets® That's what you and | did behind our
supervisor's back. You know my nature. I'll swe-tyou to your face and bad-mouth you behind your
back. You've seen me do it.

That's the essence of duplicity. Does that buildsgrve of trust in my account with you.

On the other hand, suppose you were to startizittgcour supervisor and | basically told you | egr
with the content of some of the criticism and sijdbat the two of us go directly to him and make a
effective presentation of how things might be inyad Then what would you know | would do if
someone were to criticize you to me behind youkBac

For another example, suppose in my effort to bailcklationship with you, | told you something
someone else had shared with me in confidenceallyrshouldn't tell you this,"” | might say, "bubhse
you're my friend..." Would my betraying anothergmer build my trust account with you? Or would you
wonder if the things you had told me in confidemare being shared with othersBuch duplicity might
appear to be making a deposit with the person gomith, but it is actually a withdrawal because you
communicate your own lack of integrity. You may f&t golden egg of temporary pleasure from putting
someone down or sharing privileged information, lou're strangling the goose, weakening the
relationship that provides enduring pleasure im@sasion.

Integrity in an interdependent reality is simplysthyou treat everyone by the same set of prinsiple
As you do, people will come to trust you. They mmt at first appreciate the honest confrontational
experiences such integrity might generate. Confitiont takes considerable courage, and many people
would prefer to take the course of least resistabeéttling and criticizing, betraying confidencesr
participating in gossip about others behind thecks. But in the long run, people will trust andpect
you if you are honest and open and kind with th¥ou care enough to confront. And to be trusted it
said, is greater than to be loved. In the long twm convinced, to be trusted will be also mealdo
loved.

Stephen covey mentions that his son would frequexsk me a soul-searching question. Whenever
the father overreacted to someone else or wag#st Ibit impatient or unkind, his son was so vahkr
and so honest and their relationship was so goatdttie son would simply look me in the eye of his
father and say, "Dad, do you love me?" If he thaubht father was breaking a basic principle of lif
toward someone else, he wondered if | wouldn'tloreaith him.

As a teacher, as well as a parent we may sayhtaea¢ found that the key to the ninety-nine is the o
-- particularly the one that is testing the pateeand the good humor of the many. It is the love e
discipline of the one student, the one child, t@hmunicates love for the others. It's how youtttea
one that reveals how you regard the ninety-nineabige everyone is ultimately a one.

Integrity also means avoiding any communicatiort isadeceptive, full of guile, or beneath the
dignity of people. "A lie is any communication withtent to deceive,” according to one definitionttod
word. Whether we communicate with words or behavifowe have integrity, our intent cannot be to
deceive.
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CHECK YOUR PROGRESS

Explain what is meant by personal integrity witlaewples.

Apologizing Sincerely When You Make a Withdrawal

When we make withdrawals from the Emotional Bank@&mt, we need to apologize and we need to
do it sincerely. Great deposits come in the sineenels

"l was wrong."

"That was unkind of me."

"l showed you no respect."

"l gave you no dignity, and I'm deeply sorry."

"I embarrassed you in front of your friends ancdélimo call to do that. Even though | wanted to make
a point, I never should have done it. | apologize."

It takes a great deal of character strength tocgyimé quickly out of one's heart rather than out of
pity. A person must possess himself and have a deape of security in fundamental principles and
values in order to genuinely apologize.

People with little internal security can't do it.nhakes them too vulnerable. They feel it makesthe
appear soft and weak, and they fear that othelstatié advantage of their weakness. Their secigity
based on the opinions of other people, and theyyatsout what others might think. In addition, they
usually feel justified in what they did. They ratadize their own wrong in the name of the otheispelis
wrong, and if they apologize at all, it's supedici

"If you're going to bow, bow low," say Eastern wasal To be a deposit, an apology must be
sincere. And it must be perceived as sincere. L@skiR taught, "It is the weak who are cruel.
Gentleness can only be expected from the strong.
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Stephen narrates one occasion when he was infiie at home one afternoon writing. | could hear
his boys running up and down the hall making loashding noises, and Stephen was losing his own
patience. Suddenly, one of his sons, David, stggteinding on the bathroom door, yelling at thedbp
his lungs, "Let me in! Let me in!"

Stephen went out of his office and scolded his $ois. very difficult to concentrate on the work as
creative as that of writing. He demanded that disshould go to his room and stay there. His s@s go

his room, dejected, and shuts the door.
Suddenly Stephen realized that the boys weremgegmnd one of his sons had hurt himself while

playing and his brother (David) wanted to take tonthe bathroom which was occupied by his sistar wh
was taking bath at that time. That is why he wasishg ‘Let me in! Let me in?

Stephen realized that he had scolded his son valsanying to help his brother to wash the
wound. Stephen felt really sorry for what he hadeddAnd he immediately went in to apologize to
David. When Stephen said sorry, David said he wimngdive him because ‘you did the same thing last
week'. In other words, he was saying. "Dad, yoatrerdrawn, and you're not going to talk your way ou
of a problem you behaved yourself into."

Sincere apologies make deposits; repeated apolog@preted as insincere make withdrawals. And
the quality of the relationship reflects it.

It is one thing to make a mistake, and quite arrdtiiag not to admit it. People will forgive mistdk
because mistakes are usually of the mind, mistak@sdgment. But people will not easily forgive the
mistakes of the heart, the ill intention, the badtiues, the prideful justifying cover-up of the dfir
mistake.

CHECK YOUR PROGRESS

Elaborate the importance of apologizing sincerelpu fail to keep commitments.

6.05 THE LAWS OF LOVE AND THE LAWS OF LIFE

When we make deposits of unconditional love, wheriwe the primary laws of love, we encourage
others to live the primary laws of life. In otheiosds, when we truly love others without condition,
without strings, we help them feel secure and safd validated and affirmed in their essential worth
identity, and integrity. Their natural growth preses encouraged. We make it easier for them éothe
laws of life -- cooperation, contribution, self-digline, integrity -- and to discover and live trteethe
highest and best within them. We give them thedioegto act on their own inner imperatives rathanth
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react to our conditions and limitations. This does mean we become permissive or soft. That itsedf
massive withdrawal. We counsel, we plead, we setdiand consequences. But we love, regardless.

When we violate the primary laws of love -- when ateach strings and conditions to that gift -- we
actually encourage others to violate the primawslaf life. We put them in a reactive, defensivsipon
where they feel they have to prove "I matter asragn, independent of you."

In reality, they aren't independent. They are ceudependent, which is another form of dependency
and is at the lowest end of the Maturity Continudiney become reactive, almost enemy-centered, more
concerned about defending their "rights" and praaduevidence of their individuality than they af@at
proactively listening to and honoring their ownénmmperatives.

Rebellion is a knot of the heart, not of the mifitle key is to make deposits -- constant deposits of
unconditional love. Stepehn Covey narrates the case of a friend whodeas of a very prestigious
school. He planned and saved for years to provisiesdn the opportunity to attend that institutibot
when the time came, the boy refused to go.

This deeply concerned his father. Graduating frbat particular school would have been a great
asset to the boy. Besides, it was a family traditithree generations of attendance preceded theThey
father pleaded and urged and talked. He also tadisten to the boy to understand him, all thelevhi
hoping that the son would change his mind.

The subtle message being communicated was onenditiomal love. The son felt that in a sense the
father's desire for him to attend the school outived the value he placed on him as a person aad as
son, which was terribly threatening. Consequetgy/fought for and with his own identity and intégri
and he increased his resolve and his efforts torraize his decision not to go.

After some intense soul-searching, the father éecid make a sacrifice -- to renounce conditional
love. He knew that his son might choose differetiign he had wished; nevertheless, he and his wife
resolved to love their son unconditionally, regasdl of his choice. It was an extremely difficuihthto
do because the value of his educational experieva® so close to their hearts and because it was
something they had planned and worked for sincéihis.

The father and mother went through a very diffictdscripting process, struggling to really
understand the nature of unconditional love. Themmunicated to the boy what they were doing and
why, and told him that they had come to the poiwlaich they could say in all honesty that his dexi
would not affect their complete feeling of uncomahial love toward him. They didn't do this to
manipulate him, to try to get him to "shape up.&¥did it as the logical extension of their grovaitind
character.

The boy didn't give much of a response at the timg, his parents had such a paradigm of
unconditional love at that point that it would hawade no difference in their feelings for him. Abau
week later, he told his parents that he had decrd#dto go. They were perfectly prepared for his
response and continued to show unconditional lovenim. Everything was settled and life went along
normally.
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A short time later, an interesting thing happeridoly that the boy no longer felt he had to defered hi
position, he searched within himself more deepld dound that he really did want to have this
educational experience. He applied for admissiord then he told his father, who again showed
unconditional love by fully accepting his son's idem. My friend was happy, but not excessively so,
because he had truly learned to love without camdit

Dag Hammarskjold, past Secretary-General of thetddnNations, once made a profound, far-
reaching statement: "It is more noble to give yelirsompletely to one individual than to labor géntly
for the salvation of the masses."

We may take that to mean that | could devote eigimt, or twelve hours a day, five, six, or seven
days a week to the thousands of people and prdjeatsthere" and still not have a deep, meaningful
relationship with my own spouse, with my own teenagn, with my closest working associate. And it
would take more nobility of character -- more hutyjl courage, and strength -- to rebuild that one
relationship than it would to continue putting Ihthose hours for all those people and causes.

In 25 years of consulting with organizations, | @deen impressed over and over again by the power
of that statement. Many of the problems in orgaiong stem from relationship difficulties at therye
top -- between two partners in a company, betwherptesident and an executive vice-presidentully tr
takes more nobility of character to confront ansbhee those issues than it does to continue tgetitly
work for the many projects and people "out there."

Stephen Covey was working in an organization whieege were unclear expectations between the
individual who was his right-hand man and himsek. simply did not have the courage to confront his
differences regarding role and goal expectationsvatues, particularly in our methods of administra
So he worked for a number of months in a compromriede to avoid what might turn out to be an ugly
confrontation. All the while, bad feelings were dping inside both of us.

After reading (Hammerskjold) that it is more notdeagive yourself completely to one individual than
to labor diligently for the salvation of the mass8tephen was deeply affected by the idea of rdimg!
that relationship.

Stephen had to strengthen himself for what lay dhleacause he knew it would be hard to really get
the issues out and to achieve a deep, common uadéirsy and commitment. He remembers actually
shaking in anticipation of the visit. Stephen’®frd seemed like such a hard man, so set in hisnays
and so right in his own eyes; yet | needed hisgties and abilities. | was afraid a confrontatioighm
jeopardize the relationship and result in my loghmgse strengths.

Stephen went through a mental dress rehearsakdriticipated visit, and he finally became settled
within himself around the principles rather thaa gractices of what | was going to do and say.aét |
felt peace of mind and the courage to have the aamuation.

When they met together, to Stephen’s total surphgediscovered that this man had been going
through the very same process and had been lofgirguch a conversation. He was anything but hard
and defensive.
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Nevertheless, their administrative styles were ictanably different, and the entire organization was
responding to these differences. They both ackriyeéd the problems that their disunity had created.
Over several visits, they were able to confrontdbeper issues, to get them all out on the tabie ta
resolve them, one by one, with a spirit of high malitrespect. They were able to develop a powerful
complementary team and a deep personal affectiaohwddded tremendously to our ability to work
effectively together.

Creating the unity necessary to run an effectivsiri@ss or a family or a marriage requires great
personal strength and courage. No amount of teahadministrative skill in laboring for the masses
make up for lack of nobility of personal charadterdeveloping relationships. It is at a very esisént
one-on-one level, that we live the primary lawsook and life.

CHECK YOUR PROGRESS

Explain how violating laws of love derails into dating the laws of life.

P Problems are PC Opportunities

This experience also taught Stephen another polngfadigm of interdependence. It deals with the
way in which we see problems. He had lived for rheritying to avoid the problem, seeing it as as®ur
of irritation, a stumbling block, and wishing it wid somehow go away. But, as it turned out, the ver
problem created the opportunity to build a deepti@hship that empowered us to work together as a
strong complementary team.

Stephen suggest that in an interdependent sityagiary P problem is a PC opportunity -- a chance
to build the Emotional Bank Accounts that signifidg affect interdependent production.

When parents see their children's problems as tpptes to build the relationship instead of as
negative, burdensome irritations, it totally changee nature of parent-child interaction. Pareetsoine
more willing, even excited, about deeply undersitagndnd helping their children. When a child cortwes
them with a problem, instead of thinking, "Oh, mdt another problem!" their paradigm is, "Here is a
great opportunity for me to really help my childdato invest in our relationship.” Many interactions
change from transactional to transformational, stndng bonds of love and trust are created asrehild
sense the value parents give to their problemaatttem as individuals.

This paradigm is powerful in business as well. @erpartment store chain that operates from this
paradigm has created a great loyalty among itomests. Any time a customer comes into the storle wit
a problem, not matter how small, the clerks immiedlyasee it as an opportunity to build the
relationship with the customer. They respond witbhaerful, positive desire to solve the problenain
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way that will make the customer happy. They treatdustomer with such grace and respect, giving suc
second-mile service, that many of the customer& dwan think of going anywhere else.

By recognizing that the P/PC Balance is necessagffectiveness in an interdependent reality, we
can value our problems as opportunities to incrédse

CHECK YOUR PROGRESS

Explain how P problems are PC opportunities

6.06 THE HABITS OF INTERDEPENDENCE

With the paradigm of the Emotional Bank Accountiind, we're ready to move into the habits of
Public Victory, or success in working with otheropte. As we do, we can see how these habits work
together to create effective interdependence. Weatso see how powerfully scripted we are in other
patterns of thought and behavior.

In addition, we can see on an even deeper levekffective interdependence can only be achieved
by truly independent people. It is impossible tchiage Public Victory with popular "Win-Win
negotiation" techniques of "reflective listeningthniques or "creative problem-solving" techniqtied
focus on personality and truncate the vital chardohse.

CHECK YOUR PROGRESS

Explain the importance of concept of emotional bac&ount in achieving interdependence.

6.07 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaaéion conditions.

1. Explain why it is not possible to achieve Publictdry without being independent
2. Discuss the concept of emotional bank account.
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3. Describe how ‘understanding a person’ helps intorga deposit in the emotional bank account.

4. What is meant by attending to little things in orttedevelop a rapport with other persons.

5. Explain what is meant by keeping commitment and fiasvimportant to make deposit in the
emotional bank account.

6. Discuss the importance of clarifying expectatiomuilding lasting relationships.

7. Explain what is meant by personal integrity witfasmples.

8. Elaborate the importance of apologizing sincerefpu fail to keep commitments.

9. Explain how violating laws of love derails into dafing the laws of life.

10. Explain how P problems are PC opportunities
11. Explain the importance of concept of emotional bac&ount in achieving interdependence.

6.08 REFERENCES

The Seven Habits of Highly Effective People, StpR Covey, 1989
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CREDIT 03: UNIT 07 TO UNIT 09

UNIT 07 INTERPERSONAL LEADERSHIP (WIN-WIN)

Course Name: GEN 203 : Value Education (8 habits)

7.00 BEFORE WE BEGIN

Stephen Covey narrates a case in which he wasltogsal corporation whose president was very
concerned about the lack of cooperation among peéfd would say that the staff would not cooperate.
If the staff cooperated the corporation could maket of money. Stephen found that there was lowstir
depleted Emotional Bank Account. People did noperate, had defensive communication, resistance to
authority, etc. Looking deeper into why they belthivethis way, he asked the president what the mwa
for not cooperating is. The president replied thveas no reward for non-cooperation but the rewaad w
too much if they cooperated. He had placed a pastas office which showed each manager as a horse
in a race course track. Whoever wins the race wial@ opportunity to go to Bermuda for a vacation o
company account.

It was like telling one flower to grow and wateriagother, like saying "firings will continue until
morale improves." He wanted cooperation. He wahisdeople to work together, to share ideaslto
benefit from the effort. But he was setting themmupompetition with each other. One manager'sesgc
meant failure for the other managers

As with many, many problems between people in lassin family, and other relationships, the
problem in this company was the result of a flawathdigm. The president was trying to get the draft
cooperation from a paradigm of competition. And witedidn't work, he wanted a technique, a program,
a quick-fix antidote to make his people cooperate.

But you can't change the fruit without changing tbet. Working on the attitudes and behaviors
would have been hacking at the leaves. So we fdcinstead on producing personal and organizational
excellence in an entirely different way by devetapinformation and reward systems which reinforced
the value of cooperation.
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Whether you are the president of a company orahggr, the moment you step from independence
into interdependence in any capacity, you step aneadership role. You are in a position of inflceg
other people. And the habit of effective interpealdeadership is Think Win-Win.

7.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe what the characteristics of people whakthiin-win are.

» Discuss why win-lose thinking may be required imscsituations.

» Explain why both win-lose and lose-win are weakifimss.

» Discuss why some people try lose-lose positiogan

» Describe what is meant by ‘win’ position and howsitifferent from ‘win-win’ or ‘win-lose’
position.

* Explain what is meant by third alternative.

» Discuss ‘win-win or no deal’ position in details.

» Describe the three traits of character requiredviorwin position.

» Discuss how character, relations and agreementrplay in building a ‘win-win’ mentality.

» Discuss an example of putting ‘win-win’ agreemempractice.

* Explain Win-win performance agreement.

* Explain how we arrive at a win-win solution.

7.02 SIX PARADIGMS OF HUMAN INTERACTION

Win-win is not a technique; it's a total philosopbfy human interaction. In fact, it is one of six
paradigms of interaction. The alternative paradigmeswin-lose, lose-win, lose-lose, win, and WinAWi
or No Deal

Win-Win

Win-win is a frame of mind and heart that constasteks mutual benefit in all human interactions.
Win-win means that agreements or solutions are afiytbeneficial and mutually satisfying. With a win
win solution, all parties feel good about the diecisand feel committed to the action plan. Win-waes
life as a cooperative, not a competitive arena.tNdesple tend to think in terms of dichotomiesosy or
weak, hardball or softball, win or lose. But thatdk of thinking if fundamentally flawed. It's based
power and position rather than on principle. Wimvs based on the paradigm that there is plenty for
everybody, that one person's success is not achawbe expense or exclusion of the success efaith
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Win-win is a belief in the Third Alternative. Itisot your way or my way; it's a better way, a higher
way.

CHECK YOUR PROGRESS

Describe what the characteristics of people whakthiin-win are.

Win-Lose

One alternative to win-win is win-lose, the paradigf the race to Bermuda. It says "If | win, you
lose.

In leadership style, win-lose is the authoritardgoproach: "I get my way; you don't get yours." Win-
lose people are prone to use position, power, otede, possessions, or personality to get their. wa

Most people have been deeply scripted in the wse-lmentality since birth. First and most important
of the powerful forces at work is the family. Whene child is compared with another -- when patience
understanding or love is given or withdrawn on Itasis of such comparisons -- people are into wée-lo
thinking. Whenever love is given on a conditionakis, when someone has to earn love, what's being
communicated to them is that they are not intraigicvaluable or lovable. Value does not lie inside
them, it lies outside. It's in comparison with stwdy else or against some expectatiohnd what
happens to a young mind and heart, highly vulnergdbnbhly dependent upon the support and emotional
affirmation of the parents, in the face of conditiblove? The child is molded, shaped, and progradhm
in the win-lose mentality.

"If I'm better than my brother, my parents will Bme more."

"My parents don't love me as much as they love isteis | must not be as valuable."

Another powerful scripting agency is the peer groghild first wants acceptance from his parents
and then from his peers, whether they be siblimgdends. And we all know how cruel peers sometime
can be. They often accept or reject totally onliheis of conformity to their expectations and nqgrms
providing additional scripting toward win-lose.

The academic world reinforces win-lose scriptinge Tnormal distribution curve" basically says that
you got an "A" because someone else got a "Cnhtdrprets an individual's value by comparing him or
her to everyone else. No recognition is given tdnsic value; everyone is extrinsically defined.

"Oh, how nice to see you here at our PTA meetingu Yught to be really proud of your daughter,
Caroline. She's in the upper 10 percent."

"That makes me feel good."

"But your son, Johnny, is in trouble. He's in teér quartile.”

Gen 203: Value Education (8 Habit) Page 106



"Really? Oh, that's terrible! What can we do abtiit

What this kind of comparative information doeselt you is that perhaps Johnny is going on all eigh
cylinders while Caroline is coasting on four of legght. But people are not graded against theiemgal
or against the full use of their present capadityey are graded in relation to other people. Aratigs
are carriers of social value; they open doors gboojunity or they close them. Competition, not
cooperation, lies at the core of the educationatgss. Cooperation, in fact, is usually associateial
cheating.

Another powerful programming agent is athleticgtipalarly for young men in their high school or
college years. Often they develop the basic panadit life is a big game, a zero sum game whemeso
win and some lose. "Winning" is "beating" in thélatic arena.

Another agent is law. We live in a litigious sogieThe first thing many people think about when
they get into trouble is suing someone, taking tontourt, "winning" at someone else's expense. But
defensive minds are neither creative nor cooperativ

Certainly we need law or else society will deteater It provides survival, but it doesn't create
synergy. At best it results in compromise. Law &sdd on an adversarial concept. The recent trend of
encouraging lawyers and law schools to focus orgrae negotiation, the techniques of win-win, and
the use of private courts, may not provide thendte solution, but it does reflect a growing awassnof
the problem.

Certainly there is a place for win-lose thinkingtinly competitive and low-trust situations. But sho
of life is not a competition. We don't have to liwach day competing with our spouse, our childoen,
co-workers, our neighbors, and our friends. "Whotfming in your marriage?" is a ridiculous questiéin
both people aren't winning, both are losing.

Most of life is an interdependent, not an indepahdesality. Most results you want depend on
cooperation between you and others. And the wia-foentality is dysfunctional to that cooperation.

CHECK YOUR PROGRESS

Discuss why win-lose thinking may be required imscsituations.

Lose-Win

Some people are programmed the other way -- loge-wi

"l lose, you win."

"Go ahead. Have your way with me."

"Step on me again. Everyone doe¥'m a loser. I've always been a loser."
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"I'm a peacemaker. I'll do anything to keep peace."

Lose-win is worse than win-lose because it hastaodards -- no demands, no expectations, no
vision. People who think lose-win are usually quickplease or appease. They seek strength from
popularity or acceptance. They have little courigexpress their own feelings and convictions amd a
easily intimidated by the ego strength of others.

In negotiation, lose-win is seen as capitulatiorgiving in or giving up. In leadership style, it's
permissiveness or indulgence. Lose-win means lzeimge guy, even if "nice guys finish last.

Win-lose people love lose-win people because tlayfeed on them. They love their weaknesses --
they take advantage of them. Such weaknesses coimpieheir strengths.

But the problem is that lose-win people bury adbfeelings. And unexpressed feelings never die;
they're buried alive and come forth in uglier waysychosomatic ilinesses, particularly of the medpry,
nervous, and circulatory systems often are the caeiration of cumulative resentment, deep
disappointment, and disillusionment repressed byldbe-win mentality. Disproportionate rage or ange
overreaction to minor provocation, and cynicismatieer embodiments of suppressed emotion.

People who are constantly repressing, not transognielings towards a higher meaning find that it
affects the quality of their self-esteem and evalhiuhe quality of their relationships with others

Both win-lose and lose-win are weak positions, daeepersonal insecurities. In the short run, win-
lose will produce more results because it drawghenoften considerable strengths and talents of the
people at the top. Lose-win is weak and chaotimftie outset.

Many executives, managers, and parents swing batKath, as if on a pendulum, from win-lose
inconsideration to lose-win indulgence. When thag'ttstand confusion and lack of structure, dioggti
expectation, and discipline any longer, they swiagk to win-lose -- until guilt undermines theisoéve
and drives them back to lose-win -- until anger fxndtration drive them back to win-lose again.

CHECK YOUR PROGRESS

Explain why both win-lose and lose-win are weakifimss.

Lose-Lose

When two win-lose people get together -- that ikew two determined, stubborn, ego-invested
individuals interact -- the result will be lose4o8Both will lose. Both will become vindictive améint to
"get back" or "get even," blind to the fact thatrdwr is suicide, that revenge is a two-edged sword.

| know of a divorce in which the husband was deddby the judge to sell the assets and turn over
half the proceeds to his ex-wife. In compliancesblel a car worth over $10,000 for $50 and gavet$25
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the wife. When the wife protested, the court clelecked on the situation and discovered that the
husband was proceeding in the same manner systathathrough all of the assets.

Some people become so centered on an enemy, $ly titaessed with the behavior of another
person that they become blind to everything extlegit desire for that person to lose, even if iame
losing themselves. Lose-lose is the philosophydekesarial conflict, the philosophy of war.

Lose-lose is also the philosophy of the highly dej@nt person without inner direction who is

miserable and thinks everyone else should be,"tbaobody ever wins, perhaps being a loser iso't s
bad.

CHECK YOUR PROGRESS

Discuss why some people try lose-lose positionifdan

Win
Another common alternative is simply to think witeople with the win mentality don't necessarily
want someone else to lose. That's irrelevant. Wiadters is that they get what thegnt.

When there is no sense of contest or competition,isvprobably the most common approach in

everyday negotiation. A person with the win memyathinks in terms of securing his own ends -- and
leaving it to others to secure theirs.

CHECK YOUR PROGRESS

Describe what is meant by ‘win’ position and housitifferent from ‘win-win’ or ‘win-lose’
position.

Which Option Is Best?

Of these five philosophies discussed so far -- wiim- win-lose, lose-win, lose-lose, and win -which
is the most effective? The answer is, "It depends/bu win a football game, that means the otlegmt
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loses. If you work in a regional office that is eglaway from another regional office, and you doante
any functional relationship between the officesy ynay want to compete in a win-lose situation to
stimulate business. However, you would not wantséd up a win-lose situation like the "Race to
Bermuda" contest within a company or in a situatigmere you need cooperation among people or
groups of people to achieve maximum success.

If you value a relationship and the issue isn'llyghat important, you may want to go for lose-vin
some circumstances to genuinely affirm the othesge "What | want isn't as important to me as my
relationship with you. Let's do it your way thigng." You might also go for lose-win if you feel the
expense of time and effort to achieve a win of kimg would violate other higher values. Maybe #tju
isn't worth it.

There are circumstances in which you would wantitg and you wouldn't be highly concerned with
the relationship of that win to others. If your Idh life were in danger, for example, you might be
peripherally concerned about other people and mistances. But saving that life would be supremely
important.

The best choice, then, depends on reality. Thdestg® is to read that reality accurately and not to
translate win-lose or other scripting into evetyaiion.

Most situations, in fact, are part of an interdegmm reality, and then win-win is really the only
viable alternative of the five.

Win-lose is not viable because, although | appeawit in a confrontation with you, your feelings,
your attitudes toward me and our relationship Haeen affected. If | am a supplier to your compday,
example, and | win on my terms in a particular riegion, | may get what | want now. But will you
come to me again? My short-term win will really déong-term lose if | don't get your repeat bussnes
So an interdependent win-lose is really lose-loshé long run.

If we come up with a lose-win, you may appear tbvgeat you want for the moment. But how will
that affect my attitude about working with you, abéulfilling the contract? | may not feel as anxsoto
please you. | may carry battle scars with me imip fature negotiations. My attitude about you aodry
company may be spread as | associate with othéhgiimdustry. So we're into lose-lose again. Llose-
obviously isn't viable in any context.

And if | focus on my own win and don't even consigleur point of view, there's no basis for any
kind of productive relationship.

In the long run, if it isn't a win for both of usje both lose. That's why win-win is the only real
alternative in interdependent realities.

Stephen narrates the story of a client, the prasidé a large chain of retail stores, who said,
"Stephen, this win-win idea sounds good, but gasidealistic. The tough, realistic business wasldt
like that. There's win-lose everywhere, and if y@uiot out there playing the game, you just caaken
it."

"All right," Stephen said, "try going for win-loseith your customers. Is that realistic?"
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"Well, no," he replied.
"Why not?"

"I'd lose my customers."

"Then, go for lose-win -- give the store away.Hattrealistic?"

"No. No margin, no mission."

As they considered the various alternatives, win-appeared to be the only truly realistic approach.
"l guess that's true with customers," he admittiedt not with suppliers.”

"You are the customer of the supplier," Stephed.s&i/hy doesn't the same principle apply?"

"Well, we recently renegotiated our lease agreesmasith the mall operators and owners," he said.
"We went in with a win-win attitude. We were opeeasonable, conciliatory. But they saw that positio
as being soft and weak, and they took us to treneles."

"Well, why did you go for lose-win?" Stephen asked.

"We didn't. We went for win-win."

"l thought you said they took you to the cleaners."

"They did."

"In other words, you lost."

"That's right."

"And they won."

"That's right."

"So what's that called?"

When he realized that what he had called win-wis veslly lose-win, he was shocked. And as they
examined the long-term impact of that lose-win, theppressed feelings, the trampled values, the
resentment that seethed under the surface of ki#oreship, they agreed that it was really a lassbioth
parties in the end.

If this man had had a real win-win attitude, he ldohave stayed longer in the communication
process, listened to the mall owner more, thenesgad his point of view with more courage. He would
have continued in the win-win spirit until a sotutiwas reached and they both felt good about it An
that solution, that Third Alternative, would haveelm synergistic -- probably something neither efrih
had thought of on his own.

CHECK YOUR PROGRESS

Explain what is meant by third alternative.

Win-Win or No Deal
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If these individuals had not come up with a syr&rgisolution -- one that was agreeable to both --
they could have gone for an even higher expressiann-win, Win-Win or No Deal.

No deal basically means that if we can't find ausoh that would benefit us both, we agree to
disagree agreeably -- no deal. No expectations haga created, no performance contracts established
don't hire you or we don't take on a particulaigaseent together because it's obvious that ouregabr
our goals are going in opposite directions. It @& much better to realize this up front instead of
downstream when expectations have been createdadingbarties have been disillusioned.

When you have no deal as an option in your mind, fgel liberated because you have no need to
manipulate people, to push your own agenda, teedidv what you want. You can be open. You can
really try to understand the deeper issues undeylyie positions.

With no deal as an option, you can honestly sagnly want to go for win-win. | want to win, and |
want you to win. | wouldn't want to get my way amale you not feel good about it, because downstream
it would eventually surface and create a withdraw@al the other hand, | don't think you would feebd
if you got your way and | gave in. So let's work fowin-win. Let's really hammer it out. And if wan't
find it, then let's agree that we won't make a éealll. It would be better not to deal than teeliwith a
decision that wasn't right for us both. Then magbether time we might be able to get together."

Some time after learning the concept of Win-WinNwr Deal, the president of a small computer
software company shared with Stephen the followeixgerience:

"We had developed new software which we sold oivexryfear contract to a particular bank. The
bank president was excited about it, but his peagleen't really behind the decision.

"About a month later, that bank changed presidértte. new president came to me and said, 'l am
uncomfortable with these software conversionsvelamess on my hands. My people are all sayirtg tha
they can't go through this and | really feel | joah't push it at this point in time.'

"My own company was in deep financial trouble. leknl had every legal right to enforce the
contract. But | had become convinced of the valube principle of win-win.

"So | told him 'We have a contract. Your bank hesused our products and our services to convert
you to this program. But we understand that yaudiehappy about it. So what we'd like to do is gree
back the contract, give you back your deposit, iiydu are ever looking for a software solutiontie
future, come back and see us.'

"I literally walked away from an $84,000 contral¢twas close to financial suicide. But | felt that,
the long run, if the principle were true, it wowldme back and pay dividends.

"Three months later, the new president called hra. now going to make changes in my date
processing," he said, 'and | want to do businesymeu.' He signed a contract for $240,000."

Anything less than win-win in an interdependentitg# a poor second best that will have impact in
the long-term relationship. The cost of the impaetds to be carefully considered. If you can't mesc
true win-win, you're very often better off to ga fuo deal.
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‘Win-Win or No Deal’ provides tremendous emotiofildedom in the family relationship. If family
members can't agree on a video that everyone mlyethey can simply decide to do something else -
no deal -- rather than having some enjoy the egeatrthe expense of others.

I have a friend whose family has been involvedimgisg together for several years. When they were
young, she arranged the music, made the costuroesmaanied them on the piano, and directed the
performances.

As the children grew older, their taste in musigdreto change and they wanted to have more say in
what they performed and what they wore. They bedas®responsive to direction.

Because she had years of experience in perfornéngeli and felt closer to the needs of the older
people at the rest homes where they planned tompershe didn't feel that many of the ideas theyewe
suggesting would be appropriate. At the same tinmyever, she recognized their need to express
themselves and to be part of the decision-makinggss.

So she set up a Win-Win or No Deal. She told théwm wanted to arrive at an agreement that
everyone felt good about -- or they would simplydfiother ways to enjoy their talents. As a result,
everyone felt free to express his or her feelingsideas as they worked to set up a Win-Win Agregme
knowing that whether or not they could agree, thevald be no emotional strings.

The Win-Win or No Deal approach is most realistidlee beginning of a business relationship or
enterprise. In a continuing business relationshipdeal may not be a viable option, which can ereat
serious problems, especially for family businessebusinesses that are begun initially on the bafsis
friendship.

In an effort to preserve the relationship, peopmeatimes go on for years making one compromise
after another, thinking win-lose or lose-win evenile talking win-win. This creates serious probléims
the people and for the business, particularlyaéf¢bmpetition operates on win-win and synergy.

Without no deal, many such businesses simply aetda and either fail or have to be turned over to
professional managers. Experience shows that d@ften better in setting up a family business or a
business between friends to acknowledge the ptigsibf no deal downstream and to establish some
kind of buy/sell agreement so that the business parsper without permanently damaging the
relationship. Of course there are some relationships where nbigleat viable. | wouldn't abandon my
child or my spouse and go for no deal (it wouldbegter, if necessary, to go for compromise -- a low
form of win-win). But in many cases, it is possilbdego into negotiation with a full Win-Win or Nodal
attitude. And the freedom in the attitude is indoésl

CHECK YOUR PROGRESS

Discuss ‘win-win or no deal’ position in details.
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7.03 FIVE DIMENSIONS OF WIN-WIN

Think Win-Win is the habit of interpersonal leadgps It involves the exercise of each of the unique
human endowments -- self-awareness, imaginatiomsaence, and independent will -- in our
relationships with others. It involves mutual Idag) mutual influence, mutual benefits.

It takes great courage as well as consideratiocréate these mutual benefits, particularly if we're
interacting with others who are deeply scriptedin-lose.

That is why this habit involves principles of intersonal leadership. Effective interpersonal
leadership requires the vision, the proactiveatiite, and the security, guidance, wisdom, and paksd
come from principle-centered personal leadership.

The principle of win-win is fundamental to successall our interactions, and it embraces five
interdependent dimensions of life. It begins willa@cter and moves toward relationships, out otkwhi
flow agreements. It is nurtured in an environmehere structure and systems are based on win-wid. An
it involves process; we cannot achieve win-win enib win-lose or lose-win means.

The following diagram shows how these five dimensicelate to each other.

Win / Win

Win / Win Win / Win

Performance
/ Agreements

Character Relationships

[ Reward System 4 and Base Process 5 ]

Fig 7.01: Five dimensions of win-win
Now let's consider each of the five dimensionsimn t

Character

Character is the foundation of win-win, and eveiryghelse builds on that foundation. There are three
character traits essential to the win-win paradigm.

INTEGRITY.
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We've already defined integrity as the value wac@lon ourselves. Habits 1, 2, and 3 help us
develop and maintain integrity. As we clearly idnour values and proactively organize and execute
around those values on a daily basis, we develtiwareness and independent will by making and
keeping meaningful promises and commitments.

There's no way to go for a win in our own liveswie don't even know, in a deep sense, what
constitutes a win -- what is, in fact, harmoniouthweur innermost values. And if we can't make kedp
commitments to ourselves as well as to others,comnmitments become meaningless. We know it;
others know it. They sense duplicity and becomedpe There's no foundation of trust and win-win
becomes an ineffective superficial technique. Iritggs the cornerstone in the foundation.

MATURITY.

Maturity is the balance between courage and coraide. If a person can express his feelings and
convictions with courage balanced with considerafar the feelings and convictions of another peyso
he is mature, particularly if the issue is very ortant to both parties.

5
=
g || Lose/Win Win/Win
:
w
e
2
g Lose/Lose Win/Lose
2
S

Low » High
COURAGE

Fig 7.02: Win-win mentality requires balance betweeurage and consideration
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If you examine many of the psychological tests usedhiring, promoting, and training purposes, you
will find that they are designed to evaluate thimdk of maturity. Whether it's called the ego
strength/empathy balance, the self confidence/otdpe others balance, the concern for people/conce
for tasks balance, "I'm okay, you're okay" in tet®nal analysis language, or 9.1, 1.9, 5.5, ]9,
management grid language -- the quality sought ifothe balance of what | call courage and
consideration.

Respect for this quality is deeply ingrained in theory of human interaction, management, and
leadership. It is a deep embodiment of the P/P@riga. While courage may focus on getting the golden
egg, consideration deals with the long-term welfsrthe other stakeholders. The basic task of lehie
is to increase the standard of living and the tyali life for all stakeholders.

Many people think in dichotomies, in either/or territhey think if you're nice, you're not tough. But
win-win is nice...and tough. It's twice as toughwas-lose. To go for win-win, you not only have e
nice, you have to be courageous. You not only havge empathic, you have to be confident. You not
only have to be considerate and sensitive, you lavee brave. To do that, to achieve that balance
between courage and consideration, is the essémeal anaturity and is fundamental to win-win.

If I'm high on courage and low on considerationwhaill 1 think? Win-lose. I'll be strong and ego
bound. I'll have the courage of my convictions, lbarbn't be very considerate of yours.

To compensate for my lack of internal maturity @nabtional strength, | might borrow strength from
my position and power, or from my credentials, regierity, my affiliation.

If I'm high on consideration and low on couragk,tlfink lose-win. Il be so considerate of your
convictions and desires that | won't have the apaita express and actualize my own.

High courage and consideration are both essentiairt-win. It is the balance that is the mark dadlre
maturity. If | have it, | can listen, | can empatdlly understand, but | can also courageously comfr

ABUNDANCE MENTALITY

The third character trait essential to win-winhg tAbundance Mentality, the paradigm that there is
plenty out there for everybody.

Most people are deeply scripted in what | call $varcity Mentality. They see life as having only so
much, as though there were only one pie out themd.if someone were to get a big piece of the ipie,
would mean less for everybody else. The Scarcitptislgy is the zero-sum paradigm of life.

People with a Scarcity Mentality have a very diiftctime sharing recognition and credit, power or
profit -- even with those who help in the produnti@hey also have a very hard time being genuinely
happy for the successes of other people -- eveahsametimes especially, members of their own family
or close friends and associates. It's almost aerfething is being taken from them when someore els
receives special recognition or windfall gain os hemarkable success or achievement.
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Although they might verbally express happinessditrers' success, inwardly they are eating their
hearts out. Their sense of worth comes from beamypared, and someone else's success, to some,degree
means their failure. Only so many people can best#tients; only one person can be "number one." To
"win" simply means to "beat."

Often, people with a Scarcity Mentality harbor s¢d¢ropes that others might suffer misfortune -- not
terrible misfortune, but acceptable misfortune tvauld keep them "in their place." They're always
comparing, always competing. They give their ere=rdo possessing things or other people in order to
increase their sense of worth.

They want other people to be the way they want tteebe. They often want to clone them, and they
surround themselves with "yes" people -- people wba't challenge them, people who are weaker than
they.

It's difficult for people with a Scarcity Mentalitp be members of a complementary team. They look
on differences as signs of insubordination ancyladty.

The Abundance Mentality, on the other hand, flowsaf a deep inner sense of personal worth and
security. It is the paradigm that there is plenty there and enough to spare for everybody. ltliegu
sharing of prestige, of recognition, of profits, décision making. It opens possibilities, options,
alternatives, and creativity.

The Abundance Mentality takes the personal joyisfeation, and fulfilment of Habits 1, 2, and 3
and turns it outward, appreciating the uniquentss,inner direction, the proactive nature of othérs
recognizes the unlimited possibilities for positimgeractive growth and development, creating néwdr
Alternatives.

Public Victory does not mean victory over othergeolt means success in effective interaction that
brings mutually beneficial results to everyone imed. Public Victory means working together,
communicating together, making things happen tagdtimt even the same people couldn't make happen
by working independently. And Public Victory is aatgrowth of the Abundance Mentality paradigm.

A character rich in integrity, maturity, and the udllance Mentality has a genuineness that goes far
beyond technique, or lack of it, in human inte@cti

One thing | have found particularly helpful to wose people in developing a win-win character is to
associate with some model or mentor who reallykihinin-win. When people are deeply scripted in win-
lose or other philosophies and regularly associdiie others who are likewise scripted, they doavén
much opportunity to see and experience the win{hilosophy in action. So | recommend reading
literature, such as the inspiring biography of AnBadat, In Search of Identity, and seeing movles |
Chariots of Fire or plays like Les Miserables thgbose you to models of win-win.

But remember: If we search deeply enough withinselwes -- beyond the scripting, beyond the
learned attitudes and behaviors -- the real vatidadf win-win, as well as every other correct pipie,
is in our own lives.
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CHECK YOUR PROGRESS

Describe the three traits of character requiredviarwin position.

Relationships

From the foundation of character, we build and ma&m win-win relationships. The trust, the
Emotional Bank Account, is the essence of win-Wifithout trust, the best we can do is compromise;
without trust, we lack the credibility for open, taal learning and communication and real creativity

But if our Emotional Bank Account is high, credityilis no longer an issue. Enough deposits have
been made so that you know and | know that we gleegbect each other. We're focused on the issues,
not on personalities or positions.

Because we trust each other, we're open. We putards on the table. Even though we see things
differently, 1 know that you're willing to listenitt respect while | describe the young woman to, yooul
you know that I'll treat your description of thelaloman with the same respect. We're both commiitted
try to understand each other's point of view deeplg to work together for the Third Alternativeeth
synergistic solution, that will be a better answeerboth of us.

A relationship where bank accounts are high ant patties are deeply committed to win-win is the
ideal springboard for tremendous synergy (HabitT®iat relationship neither makes the issues arg/ les
real or important, nor eliminates the differenaepérspective. But it does eliminate the negativergy
normally focused on differences in personality aogdition and creates a positive, cooperative energy
focused on thoroughly understanding the issue esalving them in a mutually beneficial way.

But what if that kind of relationship isn't therg®hat if you have to work out an agreement with
someone who hasn't even heard of win-win and ipldeseripted in win-lose or some other philosophy?

Dealing with win-lose is the real test of win-wiRarely is win-win easily achieved in any
circumstance. Deep issues and fundamental diffeeehave to be dealt with. But it is much easierrwhe
both parties are aware of and committed to it ahdre there is a high Emotional Bank Account in the
relationship.

When you're dealing with a person who is comingnfra paradigm of win-lose, the relationship is
still the key. The place to focus is on your Cirofelnfluence. You make deposits into the Emotional
Bank Account through genuine courtesy, respect,aqmileciation for that person and for the othenipoi
of view. You stay longer in the communication prsg€eYou listen more, you listen in greater deptbuY
express yourself with greater courage. You areattive. You go deeper inside yourself for strerajth
character to be proactive. You keep hammering titumtil the other persorbegins to realize that you
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genuinely want the resolution to be a real winldoth of you. That very process is a tremendous siepo
in the Emotional Bank Account.

And the stronger you are -- the more genuine ybaracter, the higher your level of proactivity, the
more committed you really are to win-win -- the mgrowerful your influence will be with that other
person. This is the real test of interpersonal destdp. It goes beyond transactional leadership int
transformational leadership, transforming the irdiials involved as well as the relationship.

Because win-win is a principle people can validattheir own lives, you will be able to bring most
people to a realization that they will win morewafat they want by going for what you both want. But
there will be a few who are so deeply embeddetienitin-lose mentality that they just won't Think Wi
Win. So remember that no deal is always an optimyou may occasionally choose to go for the low
form of win-win -- compromise.

It's important to realize that not all decision®edid¢o be win-win, even when the Emotional Bank
Account is high. Again, the key is the relationshfpyou and | worked together, for example, andi yo
were to come to me and say, "Stephen, | know yonitdi&e this decision. | don't have time to expl#i
to you, let alone get you involved. There's a gposssibility you'll think it's wrong. But will youupport
it?"

If you had a positive Emotional Bank Account witle,nof course I'd support it. I'd hope you were
right and | was wrong. I'd work to make your demiswork.

But if the Emotional Bank Account weren't thered &nl were reactive, | wouldn't really supportlit.
might say | would to your face, but behind yourlbaeouldn't be very enthusiastic. | wouldn't make
investment necessary to make it succeed. "It dvdork,” I'd say. "So what do you want me to do nbw?

If | were overreactive, | might even torpedo yoacidion and do what | could to make sure others
did too. Or | might become "maliciously obedientidado exactly and only what you tell me to do,
accepting no responsibility for results.

During the five years | lived in Great Britain, a8 that country brought twice to its knees because
the train conductors were maliciously obedientiltofving all the rules and procedures written opgra

An agreement means very little in letter without ttharacter and relationship base to sustain it in
spirit. So we need to approach win-win from a geauiesire to invest in the relationships that make
possible.

Agreements

From relationships flow the agreements that givénd®n and direction to win-win. They are
sometimes called performance agreements or panipeegreements, or shifting the paradigm of
productive interaction from vertical to horizont&lpm hovering supervision to self-supervision,nfro
positioning to being partners in success.
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Win-Win Agreements cover a wide scope of interdejgerm interaction. We discussed one important
application when we talked about delegation in"f@esen and Clean" story in Habit 3. The same five
elements we listed there provide the structure Win-Win Agreements between employers and
employees, between independent people working Hegebn projects, between groups of people
cooperatively focused on a common objective, betmeempanies and suppliers -- between any people
who need to interact to accomplish. They createefégctive way to clarify and manage expectations
between people involved in any .interdependent &rate

Desired results (not methods) identify what is ® done and when. Guidelines specify the
parameters (principles, policies, etc.) within whiesults are to be accomplished

Resources identify the human, financial, technial, organizational support available to help
accomplish the results.

Accountability sets up the standards of performarakthe time of evaluation.

Consequences specify -- good and bad, naturalagichl -- what does and will happen as a result of
the evaluation.

These five elements give Win-Win Agreements adiféheir own. A clear mutual understanding and
agreement up front in these areas creates a sthagainst which people can measure their own sscces

Traditional authoritarian supervision is a win-logaradigm. It's also the result of an overdrawn
Emotional Bank Account. If you don't have trustcommon vision of desired results, you tend to hover
over, check up on, and direct. Trust isn't theveyau feel as though you have to control people.

But if the trust account is high, what is your nzethh Get out of their way. As long as you have an
up-front Win-Win Agreement and they know exactlyatfs expected, your role is to be a source of help
and to receive their accountability reports.

It is much more ennobling to the human spirit topleople judge themselves than to judge them. And
in a high-trust culture, it's much more accurateminy cases people know in their hearts how thangs

going much better than the records show. Discerhisenften far more accurate than either obsermatio
or measurement.

CHECK YOUR PROGRESS

Discuss how character, relations and agreementrplay in building a ‘win-win’ mentality.

7.04 WIN-WIN MANAGEMENT TRAINING

Gen 203: Value Education (8 Habit) Page 120



Several years ago, Stephen was indirectly involaeal consulting project with a very large banking
institution that had scores of branches. They whnte to evaluate and improve their management
training program, which was supported by an anbudbet of $750,000. The program involved selecting
college graduates and putting them through twelgeweek assignments in various departments over a
six-month period of time so that they could geteaeyal sense of the industry. They spent two week i
commercial loans, two weeks in industrial loang) tmeeks in marketing, two week in operations, amd s
forth. At the end of the six-month period, they e@ssigned as assistant managers in the varionshbra
banks.

The assignment was to evaluate the six-month fotraading period. As they began, they discovered
that the most difficult part of the assignment waget a clear picture of the desired results. Tdsked
the top executives the key hard question: "Whatishthese people be able to do when they finish the
program?" And the answers we got were vague aed afintradictory.

The training program dealt with methods, not resudb Stephen suggested that they set up a pilot
training program based on a different paradigmecaflearner-controlled instruction." This was a Win
Win Agreement that involved identifying specificjettives and criteria that would demonstrate their
accomplishment and identifying the guidelines, veses, accountability, and consequences that would
result when the objectives were met. The conseaseincthis case were promotion to assistant manager
where they would receive the on-the-job part oirttraining, and a significant increase in salary.

They had to really press to get the objectives harathout. "What is it you want them to understand
about accounting? What about marketing? What atsaltestate loans?" And they went down the list.
They finally came up with over 100 objectives, whiwere simplified, reduced, and consolidated until
they came down to 39 specific behavioral objectividh criteria attached to them.

The trainees were highly motivated by both the oppity and the increased salary to meet the
criteria as soon as possible. There was a big win for them, and there was also a big win for the
company because they would have assistant branohgees who met results-oriented criteria instead of
just showing up for 12 different activity traps.

So they explained the difference between learnetratbed instruction and system-controlled
instruction to the trainees. They basically saildere are the objectives and the criteria. Heretlage
resources, including learning from each other. &dogit. As soon as you meet the criteria, you ‘el
promoted to assistant managers.

They were finished in three and a half weeks. Bigfithe training paradigm had released
unbelievable motivation and creativity

As with many Paradigm Shifts, there was resistaAtmost all of the top executives simply wouldn't
believe it. When they were shown the evidence tthetriteria had been met, they basically saide$Eh
trainees don't have the experience. They lackehsming necessary to give them the kind of judgmen
we want them to have as assistant branch managers."
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In talking with them later, Stephen found that whrany of them were really saying was, "We went
through goat week; how come these guys don't ha®€ But of course they couldn't put it that way.
"They lack seasoning" was a much more acceptalpieessgion.

In addition, for obvious reasons (including the GD®0 budget for a six-month program), the
personnel department was upset.

So Stephen responded, "Fair enough. Let's develoe snore objectives and attach criteria to them.
But let's stay with the paradigm of learner-corélinstruction." They hammered out eight more
objectives with very tough criteria in order to githe executives the assurance that the people were
adequately prepared to be assistant branch managdrgontinue the on-the-job part of the training
program. After participating in some of the sessiarnere these criteria were developed, severdieof t
executives remarked that if the trainees could riteete tough criteria, they would be better prepare
than almost any who had gone through the six-mpragram.

Stephen had prepared the trainees to expect mesistble took the additional objectives and criteria
back to them and said, "Just as we expected, mamagewants you to accomplish some additional
objectives with even tougher criteria than befdreey have assured us this time that if you meedethe
criteria, they will make you assistant managers."

They went to work in unbelievable ways. They wemtthie executives in departments such as
accounting and basically said, "Sir, | am a menudfethis new pilot program called learner-controlled
instruction, and it is my understanding that yottipgated in developing the objectives and theecid."

"l have six criteria to meet in this particular dejpnent. | was able to pass three of them off with
skills I gained in college; | was able to get amothne out of a book; | learned the fifth one fréom,
the fellow you trained last week. | only have omiecion left to meet, and | wonder if you or someo
else in the department might be able to spend ahfaws with me to show me how." So they spent & hal
a day in a department instead of two weeks.

These trainees cooperated with each other, bramstbwith each other, and they accomplished the
additional objectives in a week and a half. Themsonth program was reduced to five weeks, and the
results were significantly increased.

This kind of thinking can similarly affect everyear of organizational life if people have the coerag
to explore their paradigms and to concentrate onwin. We get amazed at the results that happeh, bo
to individuals and to organizations, when respdasibroactive, self-directing individuals are tudne
loose on a task.

CHECK YOUR PROGRESS

Discuss an example of putting ‘win-win’ agreemempractice.
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Win-Win Performance Agreements

Creating Win-Win Performance Agreements requiréal Waradigm Shifts. The focus is on results; not
methods. Most of us tend to supervise methods. ¥éetlve gofer delegation discussed in Habit 3, the
methods management Stephen used with Sandra whraskée her to take pictures of their son as he was
waterskiing. But Win-Win Agreements focus on resufeleasing tremendous individual human potential
and creating greater synergy, building PC in tlee@ss instead of focusing exclusively on P

With win-win accountability, people evaluate thetass. The traditional evaluation games people
play are awkward and emotionally exhausting. In-win, people evaluate themselves, using the caiteri
that they themselves helped to create up front. iRgdu set it up correctly, people can do thattiWa
Win-Win Delegation Agreement, even a seven-yearbay can tell for himself how well he's keeping
the yard "green and clean.”

Stephen says that his best experiences in teacimivgrsity classes have come when he created a
win-win shared understanding of the goal up frnhis is what we're trying to accomplish. Here tire
basic requirements for an A, B, or C grade. My gedb help every one of you get an A. Now you take
what we've talked about and analyze it and comwiitlp your own understanding of what you want to
accomplish that is unique to you. Then let's ggetleer and agree on the grade you want and what you
plan to do to get it."

Management philosopher and consultant Peter Druekemmends the use of a "manager's letter" to
capture the essence of performance agreementsdretanagers and their employees. Following a deep
and thorough discussion of expectations, guideliaed resources to make sure they are in harmatty wi
organizational goals, the employee writes a lditethe manager that summarizes the discussion and
indicates when the next performance plan or redeseussion will take place.

Developing such a Win-Win Agreement is the ceradlvity of management. With an agreement in
place, employees can manage themselves withirrdheefvork of that agreement. The manager then can
serve like a pace car in a race. He can get tlgogsy and then get out of the way. His job fronmtios
is to remove the oil spills.

When a boss becomes the first assistant to eabls glubordinates, he can greatly increase his span
of control. Entire levels of administrations andedwad are eliminated. Instead of supervising six o
eight, such a manager can supervise twenty, tHifty, or more.

In Win-Win Agreements, consequences become thealatu logical results of performance rather
than a reward or punishment arbitrarily handedoguhe person in charge.

There are basically four kinds of consequencesdrgsvand penalties) that management or parents
can control -- financial, psychic, opportunity, aresponsibility. Financial consequences includehsuc
things as income, stock options, allowances, oalpies. Psychic or psychological consequences dieclu
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recognition, approval, respect, credibility, or goss of them. Unless people are in a survival mode
psychic compensation is often more motivating thismancial compensation. Opportunity includes
training, development, perks, and other benefiesgansibility has to do with scope and authoriijhez

of which can be enlarged or diminished. Win-Win égments specify consequences in one or more of
those areas and the people involved know it uptfida you don't play games. Everything is cleamfro
the beginning.

In addition to these logical, personal consequernités also important to clearly identify what the
natural organizational consequences are. For examwplat will happen if I'm late to work, if | refeto
cooperate with others, if | don't develop good Wiim Agreements with my subordinates, if | don'tdhol
them accountable for desired results, or if | dgromote their professional growth and career
development.

When my daughter turned 16, we set up a Win-Wineagrent regarding use of the family car. We
agreed that she would obey the laws of the landlzatdshe would keep the car clean and properly
maintained. We agreed that she would use the dafanrresponsible purposes and would serve ada ca
driver for her mother and me within reason. Andalg® agreed that she would do all her other jobs
cheerfully without being reminded. These were oursw

We also agreed that | would provide some resourdbe car, fuel, and insurance. And we agreed
that she would meet weekly with me, usually on Syrafternoon, to evaluate how she was doing based
on our agreement. The consequences were cleaongsabk she kept her part of the agreement, shd coul
use the car. If she didn't keep it, she would tbseprivilege until she decided to.

This Win-Win Agreement set up clear expectationsfthe beginning on both our parts. It was a win
for her -- she got to use the car -- and it watagdy a win for her mother and father. Now sheldou
handle her own transportation needs and even sbmg® We didn't have to worry about maintaining
the car or keeping it clean. And we had a builk@countability, which meant | didn't have to howeer
her to manage her methods. Her integrity, her aense, her power of discernment and our high
Emotional Bank Account managed her infinitely bet®e didn't have to get emotionally strung out,
trying to supervise her every move and coming up giinishments or rewards on the spot if she didn't
do things the way we thought she should. We hadraWiin Agreement, and it liberated us all.

Win-Win Agreements are tremendously liberating. Bsithe product of isolated techniques, they
won't hold up. Even if you set them up in the bagig, there is no way to maintain them without
personal integrity and relationship of trust.

A true Win-Win Agreement is the product of the hgan, the character, and the relationships out of
which it grows. In this context, it defines andedits the interdependent interaction of which it was
created.

Win-win can only survive in an organization whee gystems support it. If you talk win-win but
reward win-lose, you've got a losing program onrymands.

Gen 203: Value Education (8 Habit) Page 124



You basically get what you reward. If you want thigve the goals and reflect the values in your
mission statement, then you need to align the mwgstem with these goals and values. If it idighad
systematically, you won't be walking your talk. Yibhe in the situation of the manager mentionetiera
who talked cooperation but practiced competitiorckaating a "Race to Bermuda" contest.

Stephen worked for several years with a very laegé estate organization in the Middle West. His
first experience with this organization was atrgdssales rally where over 800 sales associatesrgak
for the annual reward program. It was a psych-wgedbading session, complete with high school bands
and a great deal of frenzied screaming.

Out of the 800 people there, around 40 receiveddsnar top performance, such as "Most Sales,"
"Greatest Volume," "Highest Earned Commissionsd ‘dvost Listings." There was a lot of hoopla -
excitement, cheering, applause -- around the ptasem of these awards. There was no doubt thaetho
40 people had won; but there was also the underlivareness that 760 people had lost.

Stephen immediately began educational and orgamizdtdevelopment work to align the systems
and structures of the organization toward the wimparadigm. He involved people at a grass-roatslle
to develop the kinds of systems that would motivhaén. He also encouraged them to cooperate and
synergize with each other so that as many as pesibld achieve the desired results of their
individually tailored performance agreements.

At the next rally one year later, there were ov@00 sales associates present, and about 800mf the
received awards. There were a few individual wiarErsed on comparisons, but the program primarily
focused on people achieving self-selected perfocmaibjectives and on groups achieving team
objectives. There was no need to bring in the bdiool bands to artificially contrive the fanfaitee
cheerleading, and the psych up. There was tremenuBttural interest and excitement because people
could share in each others' happiness, and teasaes associates could experience rewards together
including a vacation trip for the entire offic&he remarkable thing was that almost all of the 800
received the awards that year had produced as prrgherson in terms of volume and profit as the
previous year's 40. The spirit of win-win had sfiaintly increased the number of golden eggs and ha
fed the goose as well, releasing enormous humagenad talent. The resulting synergy was astoundin
to almost everyone involved.

Competition has its place in the marketplace orirsgjdast year's performance -- perhaps even
against another office or individual where thereasparticular interdependence, no need to cooperat
But cooperation in the workplace is as importarftée enterprise as competition in the marketplabe.
spirit of win-win cannot survive in an environmeritcompetition and contests.

For win-win to work, the systems have to supporffite training system, the planning system, the
communication system, the budgeting system, thernmdtion system, the compensation system -- all
have to be based on the principle of win-win.

Stephen did some consulting for another companty whaated training for their people in human
relations. The underlying assumption was that tieblpm was the people.
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The president said, "Go into any store you wantseelhow they treat you. They're just order takers.
They don't understand how to get close to the ousts. They don't know the product and they doweha
the knowledge and the skill in the sales procesessary to create a marriage between the proddct an
the need.”

So Stephen went to the various stores. And he ighs But that still didn't answer the question in
my mind: What caused the attitude?

"Look, we're on top of the problem," the presidsaid. "We have department heads out there setting
a great example. We've told them their job is thiods selling and one-third management, and they're
outselling everybody. We just want you to provideng training for the salespeople.

Those words raised a red flag. "Let's get some mat@," Stephen said.

He didn't like that. He "knew" what the problem wasd he wanted to get on with training. But |
persisted, and within two days we uncovered thiepredolem. Because of the job definition and the
compensation system, the managers were "creaniihgy'd stand behind the cash register and cream all
the business during the slow times. Half the timeetail is slow and the other half is frantic.t8e
managers would give all the dirty jobs -- inventoontrol, stock work, and cleaning -- to the sadegpe.
And they would stand behind the registers and crddmat's why the department heads were top in.sales

So we changed one system -- the compensation systand the problem was corrected overnight.
We set up a system whereby the managers only madeyrwhen their salespeople made money. We
overlapped the needs and goals of the managersheitheeds and goals of the salespeople. And &g ne
for human-relations training suddenly disappearBoe key was developing a true win-win reward
system.

In another instance, Stephen worked with a maniagarcompany that required formal performance
evaluation. He was frustrated over the evaluatatimg he had given a particular manager. "He deserv
a three," he said, "but | had to give him a ondiilv meant superior, promotable).

"What did you give him a one for?" Stephen asked.

"He gets the numbers," was his reply.

"So why do you think he deserves a three?"

"It's the way he gets them. He neglects peopleuhe over them. He's a troublemaker."

"It sounds like he's totally focused on P -- ondurction. And that's what he's being rewarded for. B
what would happen if you talked with him about theblem, if you helped him understand the
importance of PC?"

He said he had done so, with no effe€fhen what if you set up a win-win contract withrhivhere
you both agreed that two-thirds of his compensationld come from P -- from numbers -- and the other
one-third would come from PC -- how other peoplecee him, what kind of leader, people builder,
team builder he is?"

"Now that would get his attention," he replied.

Gen 203: Value Education (8 Habit) Page 126



So often the problem is in the system, not in teéepte. If you put good people in bad systems, you
get bad results. You have to water the flowerswaaut to grow.

As people really learn to Think Win-Win, they caet ap the systems to create and reinforce it. They
can transform unnecessarily competitive situatimnsooperative ones and can powerfully impact their
effectiveness by building both P and PC.

In business, executives can align their systengdate teams of highly productive people working
together to compete against external standarderddnance. In education, teachers can set uprggadi
systems based on an individual's performance irctéimext of agreed-upon criteria and can encourage
students to cooperate in productive ways to hetfh edher learn and achieve. In families, parents ca
shift the focus from competition with each other dooperation. In activities such as bowling, for
example, they can keep a family score and try tat ks previous one. They can set up home
responsibilities with Win-Win Agreements that elirate constant nagging and enable parents to do the
things only they can do.

A friend once shared with me a cartoon he'd sedawafchildren talking to each other. "If mommy
doesn't get us up soon," one was saying, "we'megdoi be late for school." These words broughtilidyc
to his attention the nature of the problems createen families are not organized on a responsilale w
win basis.

Win-win puts the responsibility on the individuadrfaccomplishing specified results within clear
guidelines and available resources. It makes aopeascountable to perform and evaluate the reaualtis
provides consequences as a natural result of pesfoze. And win-win systems create the environment
which supports and reinforces the Win-Win Agreeraent

CHECK YOUR PROGRESS

Explain Win-win performance agreement.

7.05 PROCESSES

There's no way to achieve win-win ends with winelas lose-win means. You can't say, "You're
going to Think Win-Win, whether you like it or n6So the question becomes how to arrive at a wim-wi
solution.

Roger Fisher and William Ury, two Harvard law preders, have done some outstanding work in
what they call the "principled" approach versus tip®sitional" approach to bargaining in their
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tremendously useful and insightful bodBetting to YesAlthough the words win-win is not used, the
spirit and underlying philosophy of the book aréarmony with the win-win approach.

They suggest that the essence of principled negwtigs to separate the person from the problem, to
focus on interests and not on positions, to invgstions for mutual gain, and to insist on objective
criteria -- some external standard or principle thath parties can buy into.

In my own work with various people and organizasi@eeking win-win solutions, | suggest that they
become involved in the following four-step proceSsst, see the problem from the other point ofwie
Really seek to understand and give expressionaméieds and concerns of the other party as welt as
better than they can themselves. Second, idertdykey issues and concerns (not positions) involved
Third, determine what results would constitute byfacceptable solution. And fourth, identify pdssi
new options to achieve those results.

Habits 5 and 6 deal directly with two of the eletsenf this process, and we will go into those in
depth in the next two chapters. But at this juretigt me point out the highly interrelated natoiréhe
process of win-win with the essence of win-winlits€éou can only achieve win-win solutions with win
win processes -- thend and the means are the same.

Win-win is not a personality technique. It's a tqiaradigm of human interaction. It comes from a
character of integrity, maturity, and the Abundahentality. It grows out of high-trust relationshigt
is embodied in agreements that effectively claaifiyl manage expectations as well as accomplishments.
It thrives in supportive systems. And it is achig¥lerough the process we are now prepared to mdye f
examine in Habits 5 and 6.

CHECK YOUR PROGRESS

Explain how we arrive at a win-win solution.

7.06 END QUESTIONS

The following questions should help you preparetfier End Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaaéion conditions.

1. Describe what the characteristics of people whakthin-win are.
2. Discuss why win-lose thinking may be required imscsituations.
3. Explain why both win-lose and lose-win are weakifimss.
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4. Discuss why some people try lose-lose positiorigan

5. Describe what is meant by ‘win’ position and howsitifferent from ‘win-win’ or ‘win-lose’
position.

6. Explain what is meant by third alternative.

7. Discuss ‘win-win or no deal’ position in details.

8. Describe the three traits of character requiredviorwin position.

9. Discuss how character, relations and agreementrplay in building a ‘win-win’ mentality.

10. Discuss an example of putting ‘win-win’ agreemenpractice.
11. Explain Win-win performance agreement.
12. Explain how we arrive at a win-win solution.

7.07 REFERENCES

The Seven Habits of Highly Effective People, StpR Covey, 1989
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UNIT 08 PRINCIPLES OF EMPATHIC
COMMUNICATION

Course Name: GEN 203 : Value Education (8 habits)

(Habit 5: Seek First to Understand, Then to Be Undstood )

8.00 BEFORE WE BEGIN

Consider a case when you are not able to see tpimogeerly. Things look blurred to you, you get
occasional head ache. You go to a optician orspgeialist. He tells you not to worry, he had ailsim
problem and he got spectacles which helped hinttsegs properly. He says he has extra spectackks an
gives you his spectacles. You wear the spectaglasges) and find that things are looking morerbblir
than earlier. When you tell him, your vision hag imoproved but has gone worse, he exclaims that it
not possible and that he has been using thoseeglé@is many years and they have given him excellent

results.

In our lives similar things happen. Whenever we adriend going through a problem, we get
into an autobiographical mode. We give him the eelvion how we had solved our problems. Our friend
may be a different individual than we are and hdnseequirements may be uniquely different tharsou
The solution which worked for us may not work fimh Considering the case of the eye specialist, th
concept of glasses is something which represenneiple and hence may work for you. But the glasse
need to be specifically designed to suit the desfgrour specific eye. One eye of the same person i
different than the other eye and hence glassesaidn of the eyes are different. You need glassghal
but not the same specification as that of the pgeialist.

When we communicate we are in a hurry to presaiselution to a problem and we don’t have
time to really diagnose. This unit is on this theghysician must take tests of the patient fisthat
he knows the exact cause of the problem and thigrpoescribe the solutions. In communication we
must seek to understand first then only try to makeselves understood.

But how often do we diagnose before we prescrilmmmunication?
"Come on, honey, tell me how you feel. | knowligd, but I'll try to understand.”
"Oh, | don't know, Mom. You'd think it was stupid."

"Of course | wouldn't! You can tell me. Honey, noeocares for you as much as | do. I'm only
interested in your welfare. What's making you sbappy?"

"Oh, | don't know."

"Come on, honey. What is it?"
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"Well, to tell you the truth, | just don't like sobl anymore."

"What?" you respond incredulously. "What do you mgau don't like school? And after all the
sacrifices we've made for your education! Educatohe foundation of your future. If you'd apply
yourself like your older sister does, you'd do &etnd then you'd like school. Time and time again,
we've told you to settle down. You've got the #ilbut you just don't apply yourself. Try hard&et a
positive attitude about it."

Pause

"Now go ahead. Tell me how you feel."

We have such a tendency to rush in, to fix thingsvith good advice. But we often fail to take the
time to diagnose, to really, deeply understangptioblem first.

If we were to summarize in one sentence the simgbst important principle in the field of
interpersonal relations, it would be this: SeelstHio Understand, Then to Be Understood. This jpiac
is the key to effective interpersonal communication

8.01 UNIT OBJECTIVES

After studying this unit you will be able to

* Explain how the character is communicated by oadoat.

» Describe how emphatic listening plays importang lial communication.

» Discuss with example the principle of ‘diagnosedbefyou prescribe’.

» Explain the four steps in developing the skill ofghatic listening.

» Describe why it is important to understand the ogferson’s perspective in order to
communicate and arrive at a solution.

» Describe why it is important to understand the offerson’s perspective in order to
communicate and arrive at a solution.

» Discuss the process of ‘making ourselves understood

» Explain how habit of ‘seeking first to understatiten being understood’ opens the door for the
third alternative.

8.02 CHARACTER AND COMMUNICATION

Right now, you're reading a book I've written. Ragdnd writing are both forms of communication.
So are speaking and listening. In fact, those leeefdur basic types of communication. And thinkatf
the hours you spend doing at least one of thosetfongs. The ability to do them well is absolutely
critical to your effectiveness.

Communication is the most important skill in lif&V/e spend most of our waking hours
communicating. But consider this: You've spent gdaarning how to read and write, years learning ho
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to speak. But what about listening? What training@ducation have you had that enables you to listen
that you really, deeply understand another humargldeom that individual's own frame of reference?

Comparatively few people have had any trainingistehing at all. And, for the most part, their
training has been in the personality ethic of témhe, truncated from the character base and the
relationship base absolutely vital to authenticarsthnding of another person.

If you want to interact effectively with me, to lnénce me -- your spouse, your child, your neighbor
your boss, your coworker, your friend -- you fingted to understand me. And you can't do that with
technique alone. If | sense you're using some igaknl sense duplicity, manipulation. | wonder why
you're doing it, what your motives are. And | dde&l safe enough to open myself up to you.

The real key to your influence with me is your eydan your actual conduct. Your example flows
naturally out of your character, of the kind of gmT you truly are -- not what others say you arevlat
you may want me to think you are. It is evidenhaw | actually experience you.

Your character is constantly radiating, communiwati From it, in the long run, | come to
instinctively trust or distrust you and your effowith me.

If your life runs hot and cold, if you're both ctinsand kind, and, above all, if your private
performance doesn't square with your public peréorce, it's very hard for me to open up with you.
Then, as much as | may want and even need to eegeiw love and influence, | don't feel safe enough
to expose my opinions and experiences and my tdadings. Who knows what will happen?

But unless | open up with you, unless you undedstae and my unique situation and feelings, you
won't know how to advise or counsel me. What yopisagood and fine, but it doesn't quite pertain to
me.

You may say you care about and appreciate me.pedately want to believe that. But how can you
appreciate me when you don't even understand mdh&bve are your words, and | can't trust words.

I'm too angry and defensive -- perhaps too guiltgt afraid -- to be influenced, even though inside |
know | need what you could tell me.

Unless you're influenced by my uniqueness, I'mguang to be influenced by your advice. So if you
want to be really effective in the habit of intergenal communication, you cannot do it with tecleiq
alone. You have to build the skills of empathitdigng on a base of character that inspires operares
trust. And you have to build the Emotional Bank éants that create a commerce between hearts.

CHECK YOUR PROGRESS

Explain how the character is communicated by oudaet.
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8.03 EMPATHIC LISTENING

"Seek first to understand” involves a very deegt shi paradigm. We typically seek first to be
understood. Most people do not listen with therihte understand; they listen with the intent tplye
They're either speaking or preparing to speak. Taditering everything through their own paradigm
reading their autobiography into other people'adiv

"Oh, | know exactly how you feel!"

"I went through the very same thing. Let me telliyabout my experience."

They're constantly projecting their own home movieso other people's behavior. They prescribe
their own glasses for everyone with whom they ater

If they have a problem with someone -- a son, &k, a spouse, an employee -- their attitude is,
"That person just doesn't understand.”

A father once told me, "I can't understand my kd.just won't listen to me at all.”

"Let me restate what you just said," | replied. livadon't understand your son because he won't listen
to you?"

"That's right," he replied.

"Let me try again," | said. "You don't understamiyson because he won't listen to you?"

"That's what | said," he impatiently replied.

"I thought that to understand another person, y@mdad to listen to him," | suggested.

"OH!" he said. There was a long pause. "Oh!" hd sgain, as the light began to dawn. "Oh, yeah!
But | do understand him. | know what he's goingtigh. | went through the same thing myself. | guess
what | don't understand is why he won't listen &'m

This man didn't have the vaguest idea of what waliyr going on inside his boy's head. He looked
into his own head and thought he saw the worlduding his boy.

That's the case with so many of us. We're fillethwaur own rightness, our own autobiography. We
want to be understood. Our conversations becontectioe monologues, and we never really understand
what's going on inside another human being.

When another person speaks, we're usually "lisggrit one of four levels. We may be ignoring
another person, not really listening at all. We rmpagctice pretending. "Yeah. Uh-huh. Right." We may
practice selective listening, hearing only cergaamts of the constant chatter of a preschool ckiidwe
may even practice attentive listening, paying dit@nand focusing energy on the words that aredein
said. But very few of us ever practice the fiftadk the highest form of listening, empathic listen

When | say empathic listening, | am not referrimg the techniques of "active" listening or
"reflective” listening, which basically involve miaking what another person says. That kind of tistg
is skill-based, truncated from character and retestip, and often insults those "listened"” to iclsa
way. It is also essentially autobiographical. lfuypractice those techniques, you may not projeat yo
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autobiography in the actual interaction, but yowtiwe in listening is autobiographical. You listesith
reflective skills, but you listen with intent toplg, to control, to manipulate.

When | say empathic listening, | mean listeninghwittent to understand. | mean seeking first to
understand, to really understand. It's an entué@ferent paradigm.

Empathic (from empathy) listening gets inside aaotperson's frame of reference. You look out
through it, you see the world the way they seewtbdd, you understand their paradigm, you undetstan
how they feel.

Empathy is not sympathy. Sympathy is a form of egrent, a form of judgment. And it is sometimes
the more appropriate emotion and response. But lpeoften feed on sympathy. It makes them
dependent. The essence of empathic listening ighadtyou agree with someone; it's that you fully,
deeply, understand that person, emotionally as agdithtellectually.

Empathic listening involves much more than registgrreflecting, or even understanding the words
that are said. Communications experts estimatéadt) that only 10 percent of our communication is
represented by the words we say. Another 30 perseapresented by our sounds, and 60 percent by ou
body language. In empathic listening, you listethwour ears, but you also, and more importanigyeh
with your eyes and with your heart. You listen feeling, for meaning. You listen for behavior. Yose
your right brain as well as your left. You sensay yntuit, you feel.

Empathic listening is so powerful because it giyesl accurate data to work with. Instead of
projecting your own autobiography and assuming ghoufeelings, motives, and interpretation, you're
dealing with the reality inside another person'achand heart. You're listening to understand. ¥ou'r
focused on receiving the deep communication offerdiuman soul.

In addition, empathic listening is the key to makiskeposits in Emotional Bank Accounts, because
nothing you do is a deposit unless the other pepsoceives it as such. You can work your fingertho
bone to make a deposit, only to have it turn inteigndrawal when a person regards your efforts as
manipulative, self-serving, intimidating, or condesding because you don't understand what really
matters to him.

Empathic listening is, in and of itself, a tremeasaleposit in the Emotional Bank Account. It's
deeply therapeutic and healing because it givessop "psychological air.

If all the air were suddenly sucked out of the rogoo're in right now, what would happen to your
interest in this book? You wouldn't care abouthibek; you wouldn't care about anything except getti
air. Survival would be your only motivation.

But now that you have air, it doesn't motivate ybhis is one of the greatest insights in the fiefld
human motivations: Satisfied needs do not motivéiteonly the unsatisfied need that motivates. tNex
physical survival, the greatest need of a humangdoesi psychological survival -- to be understoadbe
affirmed, to be validated, to be appreciated.

When you listen with empathy to another person, give that person psychological air. And after
that vital need is met, you can then focus on eflting or problem solving.
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This need for psychological air impacts communaratn every area of life.

Stephen taught this concept at a seminar in Chicagotime, and instructed the participants to
practice empathic listening during the evening. magt morning, a man came up to him almost bursting
with news.

"Let me tell you what happened last night,” he sdid/as trying to close a big commercial real &sta
deal while | was here in Chicago. | met with thengipals, their attorneys, and another real estigent
who had just been brought in with an alternativeppsal.

"It looked as if | were going to lose the dealadrbeen working on this deal for over six monthg, an
in a very real sense, all my eggs were in thishasket. All of them. | panicked. | did everythingduld -

- | pulled out all the stops -- | used every satehnique | could. The final stop was to say, 'Gouk
delay this decision just a little longer?' But thementum was so strong and they were so disgugted b
having this thing go on so long, it was obviousytivere going to close.

"So | said to myself, 'Well, why not try it? Why tpractice what | learned today and seek first to
understand, then to be understood? I've got notoitase.'

"l just said to the man, 'Let me see if | reallydarstand what your position is and what your cameer
about my recommendations really are. When you feetderstand them, then we'll see whether my
proposal has any relevance or not.'

"I really tried to put myself in his shoes. | trigml verbalize his needs and concerns, and he degan
open up.

"The more | sensed and expressed the things hemsased about, the results he anticipated, the
more he opened up.

"Finally, in the middle of our conversation, he adoup, walked over to the phone, and dialed his
wife. Putting his hand over the mouthpiece, he,s#¥iol've got the deal.’

"l was totally dumbfounded,” he told me. "I stithathis morning.

He had made a huge deposit in the Emotional Bardodat by giving the man psychological air.
When it comes right down to it, other things beiakatively equal, the human dynamic is more impdrta
than the technical dimensions of the deal.

Seeking first to understand, diagnosing before y@scribe, is hard. It's so much easier in thetshor
run to hand someone a pair of glasses that hayediso well these many years.

But in the long run, it severely depletes both B BE. You can't achieve maximum interdependent
production from an inaccurate understanding of wtwher people are coming from. And you can't have
interpersonal PC -- high Emotional Bank Accountsf-the people you relate with don't really feel
understood.

Empathic listening is also risky. It takes a gréeal of security to go into a deep listening exgere
because you open yourself up to be influenced. bémome vulnerable. It's a paradox, in a sensepbeca
in order to have influence, you have to be inflleghcThat means you have to really understand.
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That's why Habits 1, 2, and 3 are so foundatiombky give you the changeless inner core, the
principle center, from which you can handle the enmutward vulnerability with peace and strength.

CHECK YOUR PROGRESS

Describe how emphatic listening plays importang ial communication.

8.04 DIAGNOSE BEFORE YOU PRESCRIBE

Although it's risky and hard, seek first to undanst, or diagnose before you prescribe, is a correct
principle manifesting many areas of life. It's thmark of all true professionals. It's critical fdnet
optometrist, it's critical for the physician. Yowuwldn't have any confidence in a doctor's predoript
unless you had confidence in the diagnosis

Consider an infant of two months suffering from vting and diarrhea. The mother of the baby
wanted to visit the doctor but he has gone to watcgame of football in which the local team is
participating. The doctor was called in the midoiie¢he game. He was informed about the symptords an
he arranges to have the pharmacy prepare the mesliaccording to the symptoms. After the phone call
the mother realizes that she had not given hiniuhéata, as she thought she had disturbed theigian
in the middle of an interesting game. The fathethefbaby insists that she calls the doctor agadhtell
him about the age and other important data of gieemt. She is relecutant to disturb the doctofrage
the middle of the game. But finally makes the secoall. When the physician comes to know that the
patient is a baby of two months, he changes hiscppion and thanks the mother about telling tial v
information. Had the mother not made the second tbal wrong medicine may have caused more
problems than cure.

If you don't have confidence in the diagnosis, yaun't have confidence in the prescription.

This principle is also true in sales. An effectesaesperson first seeks to understand the neesls, th
concerns, the situation of the customer. The amatalesman sells products; the professional sells
solutions to needs and problems. It's a totallfed#iht approach. The professional learns how tgraise,
how to understand. He also learns how to relat@lpsoneeds to his products and services. Andake h
to have the integrity to say, "My product or seevitill not meet that need" if it will not.
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Diagnosing before you prescribe is also fundamenti&w. The professional lawyer first gathers the
facts to understand the situation, to understaadaWws and precedents, before preparing a caseod g
lawyer almost writes the opposing attorney's caferb he writes his own.

It's also true in product design. Can you imagiomeone in a company saying, "This consumer
research stuff is for the birds. Let's design potsiti In other words, forget understanding the ocomey's
buying habits and motives -- just design productsould never work.

A good engineer will understand the forces, thessis at work, before designing the bridge. A good
teacher will assess the class before teaching. ol goudent will understand before he applies. Adgoo
parent will understand before evaluation or judgife key to good judgment is understanding. By
judging first, a person will never fully understand

Seek first to understand is a correct principledent in all areas of life. It's a generic, common-
denominator principle, but it has its greatest powehe area of interpersonal relations.

CHECK YOUR PROGRESS

Discuss with example the principle of ‘diagnoseodbefyou prescribe’.

8.05 FOUR AUTOBIOGRAPHICAL RESPONSES

Because we listen autobiographically, we tend gpoad in one of four ways. We evaluate -- we
either agree or disagree; we probe -- we ask quesstrom our own frame of reference; we advisee- w
give counsel based on our own experience; or veggndt -- we try to figure people out, to expldieit
motives, their behavior, based on our own motiveskzehavior.

These responses come naturally to us. We are deembyed in them; we live around models of them
all the time. But how do they affect our abilityreally understand?

If I'm trying to communicate with my son, can helf&ee to open himself up to me when | evaluate
everything he says before he really explains it?1Ayiving him psychological air?

And how does he feel when | probe? Probing is pagi0 questions. It's autobiographical, it
controls, and it invades. It's also logical, anelldnguage of logic is different from the languafge
sentiment and emotion. You can play 20 questidrdagl and not find out what's important to someone.
Constant probing is one of the main reasons padentet get close to their children.

"How's it going, son?"
"Fine."
"Well, what's been happening lately?"
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"Nothing."

"So what's exciting at school?"

"Not much."

"And what are your plans for the weekend?"
"I don't know."

You can't get him off the phone talking with higfrds, but all he gives you is one- and two-word
answers. Your house is a motel where he eats eadsslbut he never shares, never opens up. And when
you think about it, honestly, why should he, if gvBme he does open up his soft underbelly, you
elephant stomp it with autobiographical advice ‘dndld you so's.”

We are so deeply scripted in these responses thdowt even realize when we use them. | have
taught this concept to thousands of people in samiacross the country, and it never fails to shlekn
deeply as we role-play empathic listening situatiand they finally begin to listen to their ownitad
responses. But as they begin to see how they nigrmeapond and learn how to listen with empathgyth
can see the dramatic results in communication. &oynseek first to understand becomes the most
exciting, the most immediately applicable, of &k tSeven Habits.

Can you see how limited we are when we try to wtded another person on the basis of words
alone, especially when we're looking at that petboough our own glasses? Can you see how limiting
our autobiographical responses are to a person isvtgenuinely trying to get us to understand his
autobiography?

You will never be able to truly step inside anotperson, to see the world as he sees it, until you
develop the pure desire, the strength of persdmaiacter, and the positive Emotional Bank Accoast,

well as the empathic listening skills to do it.
The skills, the tip of the iceberg of empathicdigng, involve four developmental stages.

The first and least effective is to mimic contéltis is the skill taught in "active" or "reflective
listening. Without the character and relationshdpd it is often insulting to people and causestte
close up. It is, however, a first-stage skill besmit at least causes you to listen to what's begindy

Mimicking content is easy. You just listen to therds that come out of someone's mouth and you
repeat them. You're hardly even using your bragilat

"Boy, Dad, I've had it! School is for the birds!"

"You've had it. You think school is for the birds."

You have essentially repeated back the contentat was being said. You haven't evaluated or
probed or advised or interpreted. You've at lelastved you're paying attention to his words. But to
understand, you want to do more.

The second stage of empathic listening is to regghtiae content. It's a little more effective, kgt i
still limited to the verbal communication

"Boy, Dad, I've had it! School is for the birds!"
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"You don't want to go to school anymore."

This time, you've put his meaning into your own erNow you're thinking about what he said,
mostly with the left side, the reasoning, logiddesof the brain.

The third stage brings your right brain into opieratYou reflect feeling.

"Boy, Dad, I've had it! School is for the birds!"

"You're feeling really frustrated."
Now you're not paying as much attention to what baying as you are to the way he feels about what
he's saying. The fourth stage includes both thergkand the third. You rephrase the content aneatef
the feeling.

"Boy, Dad, I've had it! School is for the birds!"

"You're really frustrated about school."

Frustration is the feeling; school is the cont¥au're using both sides of your brain to understand
both sides of his communication.

Now, what happens when you use fourth stage engltening skills is really incredible. As you
authentically seek to understand, as you rephrasert and reflect feeling, you give him psychobad)i
air. You also help him work through his own thowghnd feelings. As he grows in his confidence afryo
sincere desire to really listen and understandb#nger between what's going on inside him andt'wha
actually being communicated to you disappearsgdins a soul-to-soul flow. He's not thinking and
feeling one thing and communicating another. Hertsep trust you with his innermost tender feelings
and thoughts.

"Boy, Dad, I've had it! School is for the birdsl'Want to talk with you to get your attention.)

"You're really frustrated about school.” (Thatght! That's how | feel.)

"l sure am. It's totally impractical. I'm not getgi a thing out of it."

"You feel like school's not doing you any good.éflme think -- is that what | mean?)

"Well, yeah. I'm just not learning anything thajsing to help me. | mean, look at Joe. He's dropped
out of school and he's working on cars. He's makingey. Now that's practical.”

"You feel that Joe really has the right idea.” (V@I

"Well, I guess he does in a way. He's really makmaney now. But in a few years | bet he'll
probably be ticked off at himself."

"You think Joe's going to feel he made the wrongjsien."

"He's got to. Just look at what he's giving up.elam, if you don't have an education, you just can't
make it in this world."

"Education is really important.”
"Oh, yeah! | mean, if you don't have a diplomg,ati can't get jobs or go to college, what are yong
to do? You've just got to get an education.”

"It's important to your future."
"It is. And, you know what? I'm really worried. &, you won't tell Mom, will you?"
"You don't want your mother to find out."
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"Well, not really. Oh, I guess you can tell here3ltprobably find out anyway. Look, | took thisste
today, this reading test. And, Dad, they said Bading on a fourth-grade level. Fourth grade! Andiih
junior high school!"

What a difference real understanding can make!ti#dl well-meaning advice in the world won't
amount to a hill of beans if we're not even addnesthe real problem. And we'll never get to thelgpem
if we're so caught up in our own autobiography, own paradigms, that we don't take off our glasses
long enough to see the world from another pointi@iv.

"I'm going to flunk, Dad. | guess I figure if I'moing to flunk, | might as well quit. But | don't wato
quit."

"You feel torn. You're in the middle of a dilemma."

"What do you think | should do, Dad?"

By seeking first to understand, this father hag jusned a transactional opportunity into a
transformational opportunity. Instead of interagtimon a surface, get-the-job-done level of
communication, he has created a situation in wheekan now have transforming impact, not only @n hi
son but also on the relationship. By setting akideown autobiography and really seeking to underst
he has made a tremendous deposit in the Emoticarat Bccount and has empowered his son to open,
layer upon layer, and to get to the real issue.

Now father and son are on the same side of the tabking at the problem, instead of on opposite
sides looking across at each other. The son isingéis father's autobiography and asking for aglvic

Even as the father begins to counsel, howeverekdanto be sensitive to his son's communication.
As long as the response is logical, the father effectively ask questions and give counsel. But the
moment the response becomes emotional, he negdsiiack to empathic listening.

"Well, | can see some things you might want to @ers’

"Like what, Dad?"

"Like getting some special help with your readiMaybe they have some kind of tutoring program
over at the tech school.”

"I've already checked into that. It takes two nighhd all day Saturday. That would take so much
time!"

Sensing emotion in that reply, the father movekba@mpathy.

"That's too much of a price to pay."

"Besides, Dad, | told the sixth graders I'd bertbeach."

"You don't want to let them down."

"But I'll tell you this, Dad. If | really thoughhat tutoring course would help, I'd be down thererg
night. I'd get someone else to coach those kids."

"You really want the help, but you doubt if the ceriwill make a difference.”

"Do you think it would, Dad?"
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The son is once more open and logical. He's opdnmather's autobiography again. Now the father
has another opportunity to influence and transform.

There are times when transformation requires nsigeitcounsel. Often when people are really given
the chance to open up, they unravel their own probland the solutions become clear to them in the
process.

At other times, they really need additional perspecand help. The key is to genuinely seek the
welfare of the individual, to listen with empathg, let the person get to the problem and the saiuait
his own pace and time. Layer upon layer -- it's lileeling an onion until you get to the soft inoare.

When people are really hurting and you really listeith a pure desire to understand, you'll be
amazed how fast they will open up. They want tonopp. Children desperately want to open up, even
more to their parents than to their peers. And thay, if they feel their parents will love them
unconditionally and will be faithful to them afteawds and not judge or ridicule them.

If you really seek to understand, without hypocrgd without guile, there will be times when you
will be literally stunned with the pure knowledgedaunderstanding that will flow to you from another
human being. It isn't even always necessary toitatkder to empathize. In fact, sometimes wordy ma
just get in your way. That's one very importantstawhy technique alone will not work. That kind of
understanding transcends technique. Isolated tgearunly gets in the way.

I have gone through the skills of empathic listgridecause skill is an important part of any habi.
need to have the skills. But let me reiterate thatskills will not be effective unless they comenfi a
sincere desire to understand. People resent aam@tto manipulate them. In fact, if you're dealwith
people you're close to, it's helpful to tell thematyou're doing.

"l read this book about listening and empathy atibught about my relationship with you. | realized
| haven't listened to you like | should. But | waat It's hard for me. | may blow it at times, at going
to work at it. | really care about you and | waotunderstand. | hope you'll help me." Affirming you
motive is a huge deposit.

But if you're not sincere, | wouldn't even trylitmay create an openness and a vulnerabilitywiiat
later turn to your harm when a person discoversytba really didn't care, you really didn't wantiien,
and he's left open, exposed, and hurt. The technthe tip of the iceberg, has to come out of thesive
base of character underneath.

Now there are people who protest that empathierliag takes too much time. It may take a little
more time initially but it saves so much time dotweam. The most efficient thing you can do if yewr
doctor and want to prescribe a wise treatment iedke an accurate diagnosis. You can't say, "I'todn
much of a hurry. | don't have time to make a diamalust take this treatment.”

I remember writing one time in a room on the natiore of Oahu, Hawaii. There was a soft breeze
blowing, and so | had opened two windows -- onghatfront and one at the side -- to keep the rooah c
I had a number of papers laid out, chapter by @raph a large table.
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Suddenly, the breeze started picking up and blomggapers about. | remember the frantic sense of
loss | felt because things were no longer in ordeluding unnumbered pages, and | began rushing
around the room trying desperately to put them b&ikally, | realized it would be better to take 10
seconds and close one of the windows.

Empathic listening takes time, but it doesn't takgwhere near as much time as it takes to back up
and correct misunderstandings when you're alreaths mown the road, to redo, to live with unexpegss
and unsolved problems, to deal with the resultsobfgiving people psychological air.

A discerning empathic listener can read what's éajpyg down deep fast, and can show such
acceptance, such understanding, that other peepleséfe to open up layer after layer until theytge
that soft inner core where the problem really lies.

People want to be understood. And whatever investoitime it takes to do that will bring much
greater returns of time as you work from an aceusstderstanding of the problems and issues and from
the high Emotional Bank Account that results wheeeson feels deeply understood.

CHECK YOUR PROGRESS

Explain the four steps in developing the skill ofghatic listening.

Understanding and Perception

As you learn to listen deeply to other people, willidiscover tremendous differences in perception.
You will also begin to appreciate the impact tiese differences can have as people try to worktheg
in interdependent situations.

You see the young woman; | see the old lady. Arttd bbus can be right.

You may look at the world through spouse-centetadsgs; | may see it through the money-centered
lens of economic concern.

You may be scripted in the Abundance Mentality;aynbe scripted in the Scarcity Mentality.

You may approach problems from a highly visualyiinte, holistic right-brain paradigm; | may be
very left brain, very sequential, analytical, arabal in my approach.

Our perceptions can be vastly different. And yetlw¢h have lived with our paradigms for years,
thinking they are "facts," and questioning the elster or the mental competence of anyone who can't
"see the facts."

Now, with all our differences, we're trying to waidgether -- in a marriage, in a job, in a commynit
service project -- to manage resources and accempsults. So how do we do it? How do we transcend
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the limits of our individual perceptions so that ean deeply communicate, so that we can coopelgative
deal with the issues and come up with win-win sohdg?

The answer is Habit 5. It's the first step in thecpss of win-win. Even if (and especially wherg th
other person is hot coming from that paradigm, $ieskto understand.

This principle worked powerfully for one executmio shared with me the following experience.

"l was working with a small company that was in grecess of negotiating a contract with a large
national banking institution. This institution flein their lawyers from San Francisco, their negotia
from Ohio, and presidents of two of their large ksmto create an eight-person negotiating team. The
company | worked with had decided to go for Win-V@imNo Deal. They wanted to significantly increase
the level of service and the cost, but they had lsmost overwhelmed with the demands of this large
financial institution.

"The president of our company sat across the ragujitable and told them, 'We would like for you
to write the contract the way you want it so tha ean make sure we understand your needs and your
concerns. We will respond to those needs and cosac&hen we can talk about pricing.'

"The members of the negotiating team were overwidlfhey were astounded that they were going
to have the opportunity to write the contract. Thegk three days to come up with the idea.

"When they presented it, the president said, 'Net¥8 Imake sure we understand what you want.' And
he went down the contract, rephrasing the contefigcting the feeling, until he was sure and theye
sure he understood what was important to them. 'Vieat's right. No, that's not exactly what we ntean
here...yes, you've got it now.'

"When he thoroughly understood their perspectieepioceeded to explain some concerns from his
perspective. . .and they listened. They were readigten. They weren't fighting for air. What hstérted
out as a very formal, low-trust, almost hostile asphere had turned into a fertile environment for
synergy.

"At the conclusion of the discussions, the membéthe negotiating team basically said, 'We want
to work with you. We want to do this deal. Justustknow what the price is and we'll sign."

CHECK YOUR PROGRESS

Describe why it is important to understand the offerson’s perspective in order to
communicate and arrive at a solution.

8.06 THEN SEEK TO BE UNDERSTOOD

Seek first to understand...then to be understoodwiigp how to be understood is the other half of
Habit 5, and is equally critical in reaching winaagolutions.
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Earlier we defined maturity as the balance betwsemage and consideration. Seeking to understand
requires consideration; seeking to be understooestaourage. Win-win requires a high degree of .both
So it becomes important in interdependent situatfonus to be understood.

The early Greeks had a magnificent philosophy whslkembodied in three sequentially arranged
words: ethos, pathos, and logos. | suggest these tlvords contain the essence of seeking first to
understand and making effective presentations.

Ethos is your personal credibility, the faith peophve in your integrity and competency. It's tstt
that you inspire, your Emotional Bank Account. Patlis the empathic side -- it's the feeling. It nwea
that you are in alignment with the emotional trolsnother person's communication. Logos is thé)og
the reasoning part of the presentation.

Notice the sequence: ethos, pathos, logos -- ylearracter, and your relationships, and then thelogi
of your presentation. This represents another nRgoadigm Shift. Most people, in making presentegtio
go straight to the logos, the left-brain logic, tbkir ideas. They try to convince other people hadf t
validity of that logic without first taking ethosid pathos into consideration.

Stephen had an acquaintance who was very frustbetealuse his boss was locked into what he felt
was an unproductive leadership style.

"Why doesn't he do anything?" he asked Stephere téilked to him about it, he's aware of it, but he
does nothing."

"Well, why don't you make an effective presenta®ib8tephen asked.

"l did," was the reply.

"How do you define 'effective'? Who do they sendkotd school when the salesman doesn't sell --
the buyer? Effective means it works; it means P/Pid.you create the change you wanted? Did you
build the relationship in the process? What weeeréisults of your presentation?"

"l told you, he didn't do anything. He wouldn'tés."

"Then make an effective presentation. You've gatrtgpathize with his head. You've got to get into
his frame of mind. You're got to make your poimhgly and visually and describe the alternativeshia i
favor of better than he can himself. That will takeme homework. Are you willing to do that?"

"Why do | have to go through all that?" he asked

"In other words, you want him to change his wheladership style and you're not willing to change
your method of presentation?"

"l guess so," he replied.

"Well, then," Stephen said, "just smile about itld@arn to live with it."

"I can't live with it," he said. "It compromises rimtegrity."

"Okay, then get to work on an effective presentatichat's in your Circle of Influence.”

In the end, he wouldn't do it. The investment saktoe great.
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Another acquaintance, a university professor, wiling/ to pay the price. He approached Stephen
one day and said, "Stephen, | can't get to firseba getting the funding | need for my researotabse
my research is really not in the mainstream of digisartment’s interests."

After discussing his situation at some length, Béep suggested that he develop an effective
presentation using ethos, pathos, and logos. 'Wkymu're sincere and the research you want to dddvo
bring great benefits. Describe the alternative taeyin favor of better than they can themselvésws
that you understand them in depth. Then carefuipfaen the logic behind your request.”

"Well, I'll try," he said.

"Do you want to practice with me?" Stephen askeglwas willing, and so we dress rehearsed his
approach.

When he went in to make his presentation, he stdnyesaying, "Now let me see if | first understand
what your objectives are, and what your concerashput this presentation and my recommendation."”

He took the time to do it slowly, gradually. In thmddle of his presentation, demonstrating his ldept
of understanding and respect for their point ofwyie senior professor turned to another professor,
nodded, turned back to him and said, "You've goirynoney."

When you can present your own ideas clearly, sigadf, visually, and most important,
contextually; in the context of a deep understagdihtheir paradigms and concerns, you signifigantl
increase the credibility of your ideas.

You're not wrapped up in your "own thing," delivegigrandiose rhetoric from a soapbox. You really
understand. What you're presenting may even berdift from what you had originally thought because
in your effort to understand, you learned.

Habit 5 lifts you to greater accuracy, greatergntg, in your presentations. And people know that.
They know you're presenting the ideas which youugesly believe, taking all known facts and
perceptions into consideration, that will benetiesone.

CHECK YOUR PROGRESS

Discuss the process of ‘making ourselves understood

One-on-One

Habit 5 is powerful because it is right in the maodf your Circle of Influence. Many factors in
interdependent situations are in your Circle of €on -- problems, disagreements, circumstancesy oth
people's behavior. And if you focus your energiastbere, you deplete them with little positiveuks.
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But you can always seek first to understand. Tisateething that's within your control. And as you
do that, as you focus on your Circle of Influengay really, deeply understand other people. Yowehav
accurate information to work with, you get to theatt of matters quickly, you build Emotional Bank
Accounts, and you give people the psychologicalhay need so you can work together effectively.

It's the Inside-Out approach. And as you do it,clvatvhat happens to your Circle of Influence.
Because you really listen, you become influencealbhal being influenceable is the key to influencing
others. Your circle begins to expand. You incregsar ability to influence many of the things in you
Circle of Concern.

And watch what happens to you. The more deeplywulerstand other people, the more you will
appreciate them, the more reverent you will fe@udbbhem. To touch the soul of another human besing
to walk on holy ground.

Habit 5 is something you can practice right nowe Tiext time you communicate with anyone, you
can put aside your own autobiography and genusedk to understand. Even when people don't want to
open up about their problems, you can be empatlig.can sense their hearts, you can sense the hurt,
and you can respond, "You seem down today." Theysag nothing. That's all right. You've shown
understanding and respect.

Don't push; be patient; be respectful. People d@ve to open up verbally before you can empathize.
You can empathize all the time with their behavitéou can be discerning, sensitive, and aware aund yo
can live outside your autobiography when that isdeel.

And if you're highly proactive, you can create ogipnities to do preventive work. You don't have to
wait until your son or daughter has a problem withool or you have your next business negotiation t
seek first to understand.

Spend time with your children now, one-on-one. disto them; understand them. Look at your
home, at school life, at the challenges and thélpros they're facing, through their eyes. Build the
Emotional Bank Account. Give them air.

Go out with your spouse on a regular basis. Hameeti or do something together you both enjoy.
Listen to each other; seek to understand. Sethlifeigh each other's eyes.

Our daily time with our spouse should be somethirggwouldn't trade for anything. As well as
seeking to understand each other, we may takettnaetually practice empathic listening skills @l
us in communicating with our children.

We may share our different perceptions of the sttnaand we role-play more effective approaches
to difficult interpersonal family problems.

You may act as if you are a son or daughter rdingea special privilege even though you haven't
fulfilled a basic family responsibility, and youiife may play herself.

You may interact back and forth and try to visualie situation in a very real way so that you can
train yourselves to be consistent in modeling a&aathing correct principles to our children. Somewf
most helpful role-plays come from redoing a paftadilt or stressful scene in which one of us "bliew
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The time you invest to deeply understand the pegplelove brings tremendous dividends in open
communication. Many of the problems that plagueiliasmand marriages simply don't have time to feste
and develop. The communication becomes so opempthantial problems can be nipped in the bud. And
there are great reserves of trust in the EmotiBaak Account to handle the problems that do arise.

In business, you can set up one-on-one time witlr gonployees. Listen to them, understand them.
Set up human resource accounting or Stakeholdernhaition Systems in your business to get honest,
accurate feedback at every level: from customensplgers, and employees. Make the human element as
important as the financial or the technical elem&tau save tremendous amounts of time, energy, and
money when you tap into the human resources ofsanbss at every level. When you listen, you learn.
And you also give the people who work for you arthwou psychological air. You inspire loyalty that
goes well beyond the eight-to-five physical demaoidée job.

Seek first to understand. Before the problems camebefore you try to evaluate and prescribe,
before you try to present your own ideas -- seelunderstand. It's a powerful habit of effective
interdependence.

When we really, deeply understand each other, wen dpe door to creative solutions and Third
Alternatives. Our differences are no longer stumplblocks to communication and progress. Instead,
they become the stepping stones to synergy.

CHECK YOUR PROGRESS

Explain how habit of ‘seeking first to understatiten being understood’ opens the door for th
third alternative.

D

8.07 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaaéion conditions.

Explain how the character is communicated by oadoet.

Describe how emphatic listening plays importang lial communication.

Discuss with example the principle of ‘diagnoseodbefyou prescribe’.

Explain the four steps in developing the skill ofghatic listening.

Describe why it is important to understand the offerson’s perspective in order to
communicate and arrive at a solution.

arwnNpE
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6. Describe why it is important to understand the ogferson’s perspective in order to

communicate and arrive at a solution.

Discuss the process of ‘making ourselves understood

8. Explain how habit of ‘seeking first to understatiten being understood’ opens the door for the
third alternative.

~

8.08 REFERENCES
The Seven Habits of Highly Effective People, StapR Covey, 1989
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UNIT 09 PRINCIPLES OF CREATIVE COOPERATION

Course Name: GEN 203 : Value Education (8 habits)

Habit 6: Synergize

9.00 BEFORE WE BEGIN

When Sir Winston Churchill was called to head up war effort for Great Britain, he remarked that
all his life had prepared him for this hour. In imigar sense, the exercise of all of the other tzabi
prepares us for the habit of synergy.

When properly understood, synergy is the highestigcin all life -- the true test and manifestati
of all the other habits put together.

The highest forms of synergy focus the four uniguman endowments, the motive of win-win, and
the skills of empathic communication on the touglomllenges we face in life. What results is alimos
miraculous. We create new alternatives -- somettliagwasn't there before.

Synergy is the essence of Principle-Centered Lshger It is the essence of principle-centered
parenting. It catalyzes, unifies, and unleashegtkatest powers within people. All the habits veeeh
covered prepare us to create the miracle of synergy

What is synergy? Simply defined, it means thawthele is greater than the sum of its parts. It rsean
that the relationship which the parts have to estbler is a part in and of itself. It is not onlyart, but
the most catalytic, the most empowering, the magyung, and the most exciting part.

The creative process is also the most terrifying pacause you don't know exactly what's going to
happen or where it is going to lead. You don't kvalmat new dangers and challenges you'll find.Kesa
an enormous amount of internal security to begith Wie spirit of adventure, the spirit of discovettye
spirit of creativity. Without doubt, you have toalee the comfort zone of base camp and confront an
entirely new and unknown wilderness. You becomerailbtazer, a pathfinder. You open new
possibilities, new territories, new continentstlsat others can follow.

Synergy is everywhere in nature. If you plant twangs close together, the roots commingle and
improve the quality of the soil so that both plawif grow better than if they were separated. dlyput
two pieces of wood together, they will hold muchrenghan the total of the weight held by each
separately. The whole is greater than the sunsgfatts. One plus one equals three or more.

The challenge is to apply the principles of creatbooperation, which we learn from nature, in our
social interactions. Family life provides many ogpaities to observe synergy and to practice it.

The very way that man and a woman bring a child i world is synergistic. The essence of
synergy is to value differences -- to respect thienbuild on strengths, to compensate for weakrsesse
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We obviously value the physical differences betweem and women, husbands and wives. But what
about the social, mental, and emotional differeacEsuld these differences not also be sources of
creating new exciting forms of life -- creating emvironment that is truly fulfilling for each persahat
nurtures the self-esteem and self-worth to eacht theates opportunities for each to mature into
independence and then gradually into interdepergfe@ould synergy not create a new script for the ne
generation -- one that is more geared to servidecantribution, and is less protective, less adwéak
less selfish; one that is more open, more giving, ia less defensive, protective, and politicak dmat is
more loving, more caring, and is less possessidguatgmental?

9.01 UNIT OBJECTIVES

After studying this unit you will be able to

* Explain the concept of Synergy with example.

» Discuss how synergy can be developed in a classroom

» Describe the importance of Synergy in business.

» Discuss the relation between trust and synergy.

» Explain the various ways in which the third altdivemay be hunted.

» Explain the concept of negative synergy.

* Explain the concept of valuing the difference vattamples.

» Discuss how force field analogy can be used toamgiow synergy can be achieved between
two people of opposing views.

* Explain the way synergy works in nature.

9.02 SYNERGISTIC COMMUNICATION

When you communicate synergistically, you are syng@ening your mind and heart and expressions
to new possibilities, new alternatives, new optidhsnay seem as if you are casting aside Habib?2 (
Begin with the End in Mind); but, in fact, you'reidg the opposite -- you're fulfilling it.

You're not sure when you engage in synergistic comcation how things will work out or what the
end will look like, but you do have an inward seon$@xcitement and security and adventure, belgpvin
that it will be significantly better than it wasfbee. And that is the end that you have in mind.

You begin with the belief that parties involved lvghin more insight, and that the excitement of tha
mutual learning and insight will create a momenttoward more and more insights, learning, and
growth.

Many people have not really experienced even a rabelelegree of synergy in their family life or in
other interactions. They've been trained and stipito defensive and protective communicationgsitor
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believing that life or other people can't be trdsiés a result, they are never really open to Halaihd to
these principles.

This represents one of the great tragedies andewastlife, because so much potential remains
untapped -- completely undeveloped and unusedfelttefe people live day after day with unused
potential. They experience synergy only in smaljgheral ways in their lives.

They may have memories of some unusual creativerexes, perhaps in athletics, where they were
involved in a real team spirit for a period of tin@r perhaps they were in an emergency situatioerevh
people cooperated to an unusually high degree abtherged ego and pride in an effort to save
someone's life or to produce a solution to a crisis

To many, such events may seem unusual, almostf @hiaoacter with life, even miraculous. But this
is not so. These things can be produced reguladgsistently, almost daily in people's lives. But i
requires enormous personal security and opennésa spirit of adventure.

Almost all creative activities are somewhat unprtdile. They often seem ambiguous, hit-or-miss,
trial and error. And unless people have a highramlee for ambiguity and get their security fromegrity
to principles and inner values they find it unnegviand unpleasant to be involved in highly creative
enterprises. Their need for structure, certainy, predictability is too high.

CHECK YOUR PROGRESS

Explain the concept of Synergy with example.

9.03 SYNERGY IN THE CLASSROOM

As a teacher, | have come to believe that many tyutat classes are on the very edge of chaos.
Synergy tests whether teachers and students dhg opan to the principle of the whole being greate
than the sum of its parts.

There are times when neither the teacher nor tliest know for sure what's going to happen. In the
beginning, there's a safe environment that engideple to be really open and to learn and to listen
each other's ideas. Then comes brainstorming wherspirit of evaluation is subordinated to theispf
creativity, imagining, and intellectual networkinghen an absolutely unusual phenomenon beginkeo ta
place. The entire class is transformed with theétexent of a new thrust, a new idea, a new diractio
that's hard to define, yet it's almost palpablthéopeople involved.

Synergy is almost as if a group collectively agr@esubordinate old scripts and to write a new one.
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Stephen relates experience on leadership clase atniversity level. They were about three weeks
into a semester when, in the middle of a presamatne person started to relate some very powerful
personal experiences which were both emotionaliasightful. A spirit of humility and reverence fell
upon the class -- reverence toward this individunal appreciation for his courage.

This spirit became fertile soil for a synergistimdecreative endeavor. Others began to pick up,on it
sharing some of their experiences and insightseaed some of their self-doubts. The spirit of trasd
safety prompted many to become extremely open.drabian present what they prepared, they fed on
each other's insights and ideas and started tdeceeavhole new scenario as to what that class could
mean.

Stephen was deeply involved in the process. In faetwas almost mesmerized by it because it
seemed so magical and creative. And he found hingsatiually loosening up my commitment to the
structure of the class and sensing entirely nevgipilisies. It wasn't just a flight of fancy; thekeas a
sense of maturity and stability and substance winatscended by far the old structure and plan.

He abandoned the old syllabus, the purchased tektband all the presentation plans, and they set
up new purposes and projects and assignments.bEoayne so excited about what was happening that in
about three more weeks, we all sensed an overwhgldgsire to share what was happening with others

They decided to write a book containing their I@aga and insights on the subject of our study --
principles of leadership. Assignments were changed;, projects undertaken, new teams formed. People
worked much harder than they ever would have irotiginal class structure, and for an entirely efiéint
set of reasons

Out of this experience emerged an extremely uniqakesive, and synergistic culture that did not
end with the semester. For years, alumni meetirgye Weld among members of that class. Even many
years later, when they see each other, they talktaband often attempt to describe what happemet
why.

One of the interesting things was how little timedhranspired before there was sufficient trust to
create such synergy. It may be largely becausedbple were relatively mature. They were in thalfin
semester of their senior year, and they wanted rinane just another good classroom experience. They
were hungry for something new and exciting, sonmethinat they could create that was truly meaningful
It was "an idea whose time had come" for them. dditéon, the chemistry was right. Experiencing
synergy was more powerful than talking about itod@cing something new was more meaningful than
simply reading something old.

Times that were almost synergistic, times that hongthe edge of chaos and for some reason
descended into it. Sadly, people who are burnedsigh experiences often begin their next new
experience with that failure in mind. They defehgmselves against it and cut themselves off from
synergy.

It's like administrators who set up new rules aegufations based on the abuses of a few people
inside an organization, thus limiting the freedomd ecreative possibilities for many -- or business
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partners who imagine the worst scenarios possiidenaite them up in legal language, killing the weho
spirit of creativity, enterprise, and synergistasgibility.

As Stephen thinks back on many consulting and d@keceducation experiences, he feels that the
highlights were almost always synergistic. Theres wsually an early moment that required considerabl
courage, perhaps in becoming extremely authemticonfronting some inside truth about the individua
or the organization or the family which really neddo be said, but took a combination of considerab
courage and genuine love to say it. Then othersrbecmore authentic, open, and honest, and the
synergistic communication process began. It usuadlygame more and more creative, and ended up in
insights and plans that no one had anticipatethilyit

As Carl Rogers taught, "That which is most persdesatmost general." The more authentic you
become, the more genuine in your expression, péatly regarding personal experiences and even self
doubts, the more people can relate to your expmesand the safer it makes them feel to express
themselves. That expression in turn feeds backemther person's spirit, and genuine creative ggpa
takes place, producing new insights and learnimgsaasense of excitement and adventure that kbeps t
process going.

People then begin to interact with each other alrmodalf sentences, sometimes incoherently, but
they get each other's meanings very rapidly. Thealevnew worlds of insights, new perspectives, new
paradigms that insure options, new alternativesopened up and thought about. Though occasionally
these new ideas are left up in the air, they ugualime to some kind of closure that is practical an
useful.

CHECK YOUR PROGRESS

Discuss how synergy can be developed in a classroom

9.04 SYNERGY IN BUSINESS

Stephen narrates an experience when he workedmyithssociates to create the corporate mission
statement for our business. Almost all membersiefdompany went high up into the mountains where,
surrounded by the magnificence of nature, we b&gtma first draft of what some of us consideredh¢o
an excellent mission statement.
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At first the communication was respectful, carefot predictable. But as we began to talk about the
various alternatives, possibilities, and opporiesitahead, people became very open and authemtic an
simply started to think out loud. The mission staat agenda gave way to a collective free assonigdi
spontaneous piggybacking of ideas. People wereiggguempathic as well as courageous, and we
moved from mutual respect and understanding tdieeegynergistic communication.

Everyone could sense it. It was exciting. As itunadl, we returned to the task of putting the ewblve
collective vision into words, each of which congispecific and committed-to meaning for each
participant.

The resulting corporate mission statement reads:

Our Mission is to empower people and organizatitmsignificantly increase their performance
capability in order to achieve worthwhile purposeugh understanding and living Principle-Centered
Leadership.

The synergistic process that led to the creatioaunfmission statement engraved it in all the lseart
and minds of everyone there, and it has servededlisas a frame of reference of what we are abaut, a
well as what we are not about.

Another high-level synergy experience took placeemvh accepted an invitation to serve as the
resource and discussion catalyst at the annuahipigmmeeting of a large insurance company. Several
months ahead, Stephen met with the committee reg@erto prepare for and stage the two-day meeting
which was to involve all the top executives. Thefpimed him that the traditional pattern was tmiifg
four or five major issues through questionnairesl amterviews, and to have alternative proposals
presented by the executives. Past meetings had feeerally respectful exchanges, occasionally
deteriorating into defensive win-lose ego battld®y were usually predictable, uncreative, andrigpri

As Stephen talked with the committee members abwmitpower of synergy, they could sense its
potential. With considerable trepidation, they @&grdo change the pattern. They requested various
executives to prepare anonymous "white papers'ach ef the high priority issues, and then askethall
executives to immerse themselves in these papeesladf time in order to understand the issues la@d t
differing points of view. They were to come to timeeting prepared to listen rather than to present,
prepared to create and synergize rather than emdefnd protect.

We spent the first half-day in the meeting teachimgprinciples and practicing the skills of Halfits
5, and 6. The rest of the time was spent in creaynergy.

The release of creative energy was incredible. tex@nt replaced boredom. People became very
open to each other's influence and generated neiyhiis and options. By the end of the meeting an
entirely new understanding of the nature of thetreércompany challenge evolved. The white paper
proposals became obsolete. Differences were valueddiranscended. A new common vision began to
form.

Once people have experienced real synergy, theywewer quite the same again. They know the
possibility of having other such mind-expandingewmtures in the future.
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Often attempts are made to recreate a particutargistic experience, but this seldom can be done.
However, the essential purpose behind creative warkbe recaptured. Like the Far Eastern philosophy
"We seek not to imitate the masters, rather we sénel they sought,” we seek not to imitate pasttore
synergistic experiences, rather we seek new onegndrnew and different and sometimes higher

purposes.

CHECK YOUR PROGRESS

Describe the importance of Synergy in business.

9.05 SNERGY AND COMMUNICATION

Synergy is exciting. Creativity is exciting. It'©ignomenal what openness and communication can
produce. The possibilities of truly significant gadf significant improvement are so real that\it@rth
the risk such openness entails.

After World War Il, the United States commissionPdvid Lilienthal to head the new Atomic
Energy Commission. Lilienthal brought together augr of people who were highly influential -
celebrities in their own right -- disciples, asvitre, of their own frames of reference.

This very diverse group of individuals had an axieéy heavy agenda, and they were impatient to get
at it. In addition, the press was pushing them.

But Lilienthal took several weeks to create a Highotional Bank Account. He had these people get
to know each other -- their interests, their hoghsir goals, their concerns, their backgroundsirth
frames of reference, their paradigms. He facilitatiee kind of human interaction that creates atgrea
bonding between people, and he was heavily crttifor taking the time to do it because it wasn't
"efficient.”

But the net result was that this group became kyldget together, very open with each other, very
creative, and synergistic. The respect among thralrees of the commission was so high that if thesis w
disagreement, instead of opposition and defengee tivas a genuine effort to understand. The adtitud
was "If a person of your intelligence and compeg¢esed commitment disagrees with me, then there must
be something to your disagreement that | don't tstded, and | need to understand it. You have a
perspective, a frame of reference | need to lodkNatnprotective interaction developed, and an uals
culture was born.

The following diagram (Fig 9.01)illustrates how sbdy trust is related to different levels of
communication.
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LeveELS oF COMMUNICATION

High ‘
Synergistic (Win/Win)

TRUST Respectful (Compromise)

Defensive (Win/Lose or Lose/Win)
Low /
L

™ COOPERATION

Fig 9.01: Relation between trust and cooperation

High ¢

The lowest level of communication coming out of lowst situations would be characterized by
defensiveness, protectiveness, and often legalemtiguage, which covers all the bases and spetls ou
gualifiers and the escape clauses in the everggigo sour. Such communication produces only wse-lo
or lose-lose. It isn't effective -- there's no P/B&lance -- and it creates further reasons to deéetd
protect.

The middle position is respectful communicationisTil the level where fairly mature people
interact. They have respect for each other, byt went to avoid the possibility of ugly confrontais, so
they communicate politely but not empathically. ¥ineight understand each other intellectually, betyt
really don't deeply look at the paradigms and agsiems underlying their own opinions and become
open to new possibilities.

Respectful communication works in independent Sitna and even in interdependent situations, but
the creative possibilities are not opened up. kerdependent situations compromise is the position
usually taken. Compromise means that 1 + 1 + 12= Bbth give and take. The communication isn't
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defensive or protective or angry or manipulatiieisi honest and genuine and respectful. But it isn’
creative or synergistic. It produces a low fornwafi-win.

Synergy means that 1 + 1 may equal 8, 16, or ev@d01 The synergistic position of high trust
produces solutions better than any originally pemah and all parties know it. Furthermore, they
genuinely enjoy the creative enterprise. A minigrdtis formed to satisfy in and of itself. Eventifs
short-lived, the P/PC Balance is there.

There are some circumstances in which synergy maye achievable and no deal isn't viable. But
even in these circumstances, the spirit of sindeyang will usually result in a more effective
compromise.

CHECK YOUR PROGRESS

Discuss the relation between trust and synergy.

9.06 FISHING FOR THE A THIRD ALTERNATIVE

To get a better idea of how our level of commundicataffects our interdependent effectiveness,
envision the following scenario.

It's vacation time, and a husband wants to takdamsly out to the lake country to enjoy camping
and fishing. This is important to him; he's beeamping it all year. He's made reservations at g&ageton
the lake and arranged to rent a boat, and hisaensally excited about going.

His wife, however, wants to use the vacation timeisit her ailing mother some 250 miles away.
She doesn't have the opportunity to see her véeynodnd this is important to her

Their differences could be the cause of a majoatieg experience.

"The plans are set. The boys are excited. We stguulzh the fishing trip," he says.

"But we don't know how much longer my mother wi# round, and | want to be by her,” she
replies. "This is our only opportunity to have egbuime to do that."

"All year long we've looked forward to this one-Weeacation. The boys would be miserable sitting
around grandmother's house for a week. They'd drixybody crazy. Besides, your mother's not that
sick. And she has your sister less than a mile awagke care of her."

"She's my mother, too. | want to be with her."

"You could phone her every night. And we're plagrio spend time with her at the Christmas family
reunion. Remember?"

"That's not for five more months. We don't evenwrib she'll still be here by then. Besides, she
needs me, and she wants me."
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"She's being well taken care of. Besides, the laoykl need you, too."

"My mother is more important than fishing."

"Your husband and sons are more important than iymtiner."

As they disagree, back and forth, they finally mayne up with some kind of compromise. They may
decide to split up -- he takes the boys fishinthatlake while she visits her mother. And they bei
guilty and unhappy. The boys sense it, and it &fdeeir enjoyment of the vacation.

The husband may give in to his wife, but he dogsutgingly. And consciously or unconsciously, he
produces evidence to fulfill his prophecy of howserable the week will be for everyone.

The wife may give in to her husband, but she'sdvdtvn and overreactive to any new developments
in her mother's health situation. If her mother evey become seriously ill and die, the husbanddcoul
never forgive himself, and she couldn't forgive Hitiner.

Whatever compromise they finally agree on, it cob#l rehearsed over the years as evidence of
insensitivity, neglect, or a bad priority decisiom either part. It could be a source of contentaryears
and could even polarize the family. Many marriatieg once were beautiful and soft and spontaneous
and loving have deteriorated to the level of ailitysthrough a series of incidents just like this.

The husband and wife see the situation differemtlyd that difference can polarize them, separate
them, create wedges in the relationship. Or it lmang them closer together on a higher level. Hyth
have cultivated the habits of effective interdepmrd, they approach their differences from an @gtir
different paradigm. Their communication is on aheiglevel.

Because they have a high Emotional Bank Accousy, trave trust and open communication in their
marriage. Because they Think Win-Win, they beli@ve Third Alternative, a solution that is mutually
beneficial and is better than what either of theigioally proposed. Because they listen empathjcatid
seek first to understand, they create within théweseand between them a comprehensive pictureeof th
values and the concerns that need to be takemactmunt in making a decision.

And the combination of those ingredients -- thenfigmotional Bank Account, thinking win-win, and
seeking first to understand -- creates the ideal@mment for synergy.

Buddhism calls this "the middle way." Middle in gshtense does not mean compromise; it means
higher, like the apex of the triangle.

In searching for the "middle" or higher way, thisshand and wife realize that their love, their
relationship, is part of their synergy

As they communicate, the husband really, deeplisfaes wife's desire, her need to be with her
mother. He understands how she wants to relievesisar, who has had the primary responsibility for
their mother's care. He understands that theyyrdalh't know how long she will be with them, andtth
she certainly is more important than fishing.

And the wife deeply understands her husband's elésihave the family together and to provide a
great experience for the boys. She realizes thestment that has been made in lessons and equipment
prepare for this fishing vacation, and she feeadsithportance of creating good memories with them.
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So they pool those desires. And they're not on sippsides of the problem. They're together on one
side, looking at the problem, understanding thelseand working to create a Third Alternative tivit
meet them.

"Maybe we could arrange another time within the thofor you to visit with your mother," he
suggests. "l could take over the home responsdsilfor the weekend and arrange for some helpeat th
first of the week so that you could go. | know ittgoortant to you to have that time.

"Or maybe we could locate a place to camp andthsl would be close to your mother. The area
wouldn't be as nice, but we could still be outdaord meet other needs as well. And the boys wduién'
climbing the walls. We could even plan some redpeat activities with the cousins, aunts, and uscle
which would be an added benefit."

They synergize. They communicate back and fortii tirey come up with a solution they both feel
good about. It's better than the solutions eitighem originally proposed. It's better than conmpise.

It's a synergistic solution that builds P and PC.

Instead of a transaction, it's a transformationeyTget what they both really want and build their

relationship in the process.

CHECK YOUR PROGRESS

Explain the various ways in which the third altégiveamay be hunted.

9.07 NEGATIVE SYNERGY

Seeking the Third Alternative is a major ParadighiftSrom the dichotomous, either/or mentality.
But look at the difference in results.

How much negative energy is typically expended wipeople try to solve problems or make
decisions in an interdependent reality? How muchetiis spent in confessing other people's sins,
politicking, rivalry, interpersonal conflict, prateng one's backside, masterminding, and second
guessing? It's like trying to drive down the roathvene foot on the gas and the other foot on th&d

And instead of getting a foot off the brake, mosope give it more gas. They try to apply more
pressure, more eloquence, more logical informabastrengthen their position.

The problem is that highly dependent people armdryo succeed in an interdependent reality.
They're either dependent on borrowing strength fparsition power and they go for win-lose or they're
dependent on being popular with others and thefogtose-win. They may talk win-win technique, but
they don't really want to listen; they want to npatate. And synergy can't thrive in that environinen
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Insecure people think that all reality should beeaable to their paradigms. They have a high need to
clone others, to mold them over into their own kimg. They don't realize that the very strengthhef
relationship is in having another point of viewn#amess is not oneness; uniformity is not unity.tyJrar
oneness, is complementariness, not sameness. Samsnencreative...and boring. The essence of
synergy is to value the differences.

I've come to believe that the key to interpersmyalergy is intrapersonal synergy, that is synergy
within ourselves. The heart of interpersonal synesgembodied in the principles in the first thiesbits,
which give the internal security sufficient to hémdhe risks of being open and vulnerable. By
internalizing those principles, we develop the Admmce Mentality of win-win and the authenticity of
Habit 5.

One of the very practical results of being prineipéntered is that it makes us whole -- truly
integrated. People who are scripted deeply in bgicerbal, left-brain thinking will discover howtally
inadequate that thinking is in solving problems abhrequire a great deal of creativity. They become
aware and begin to open up a new script inside thgit brain. It's not that the right brain wagh'ere; it
just lay dormant. The muscles had not been devd|lope perhaps they had atrophied after early
childhood because of the heavy left-brain emphafdisrmal education or social scripting.

When a person has access to both the intuitivatices and visual right brain, and the analytical,
logical, verbal left brain, then the whole brainnierking. In other words, there is psychic synetajing
place in our own head. And this tool is best suttedhe reality of what life is, because life ist fast
logical -- it is also emotional.

One day | was presenting a seminar which | tittéthnage from the Left, Lead from the Right" to a
company in Orlando, Florida. During the break, hesident of the company came up to me and said,
"Stephen, this is intriguing. But | have been tlimgkabout this material more in terms of its apgtiign
to my marriage than to my business. My wife andvéha real communication problem. | wonder if you
would have lunch with the two of us and just kiridvatch how we talk to each other?

"Let's doit," | replied.

As we sat down together, we exchanged a few plé@sanThen this man turned to his wife and said,
"Now, honey, I've invited Stephen to have lunchhwis to see if he could help us in our communicatio
with each other. | know you feel | should be a meeasitive, considerate husband. Could you give me
something specific you think | ought to do?" Hismdpant left brain wanted facts, figures, specifics,
parts.

"Well, as I've told you before, it's nothing spéexifit's more of a general sense | have about
priorities." Her dominant right brain was dealingttwsensing and with the gestalt, the whole, the
relationship between the parts.

"What do you mean, 'a general feeling about premf® What is it you want me to do? Give me
something specific | can get a handle on."
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"Well, it's just a feeling." Her right brain wasali|g in images, intuitive feelings. "l just dotttink
our marriage is as important to you as you tellitnee"

"Well, what can | do to make it more important? &ime something concrete and specific to go on."

"It's hard to put into words."

At that point, he just rolled his eyes and lookédne as if to say, "Stephen, could you endure this
kind of dumbness in your marriage?"

"It's just a feeling," she said, "a very strongdifeg"

"Honey," he said to her, "that's your problem. Ahdt's the problem with your mother. In fact, it's
the problem with every woman | know."

Then he began to interrogate her as though it s@mee kind of legal deposition.

"Do you live where you want to live?"

"That's not it," she sighed. "That's not it at"all.

"I know," he replied with a forced patience. "Bitce you won't tell me exactly what it is, | figure
the best way to find out what it is is to find eutat it is not. Do you live where you want to live?

"l guess."

"Honey, Stephen's here for just a few minutes yotdr help us. Just give me a quick 'yes' or 'no'
answer. Do you live where you want to live?"

"Yes."

"Okay. That's settled. Do you have the things yamtto have?"

"Yes."

"All right. Do you do the things you want to do?"

This went on for a little while, and | could se@dsn't helping at all. So | intervened and saisl tHis
kind of how it goes in your relationship?"

"Every day, Stephen," he replied.

"It's the story of our marriage," she sighed.

I looked at the two of them and the thought crogsgdnind that they were two half-brained people
living together. "Do you have any children?" | agke

"Yes, two."

"Really?" | asked incredulously. "How did you d@"it

"What do you mean how did we do it?"

"You were synergistic!" | said. "One plus one ugualquals two. But you made one plus one equal
four. Now that's synergy. The whole is greater tthensum of the parts. So how did you do it?"

"You know how we did it," he replied.

"You must have valued the differences!" | exclaimed
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CHECK YOUR PROGRESS

Explain the concept of negative synergy.

9.08 VALUING THE DIFFERENCES

Valuing the differences is the essence of synerghe mental, the emotional, the psychological
differences between people. And the key to valtimoge differences is to realize that all peoplethee
world, not as it is, but as they are.

If 1 think | see the world as it is, why would | wato value the differences? Why would | even want
to bother with someone who's "off track"? My paggdiis that | am objective; | see the world as it is
Everyone else is buried by the minutia, but | $eelarger picture. That's why they call me a sugen+-
| have super vision.

If that's my paradigm, then | will never be effgely interdependent, or even effectively
independent, for that matter. | will be limited the paradigms of my own conditioning.

The person who is truly effective has the humiktyd reverence to recognize his own perceptual
limitations and to appreciate the rich resourceslable through interaction with the hearts anddsiof
other human beings. That person values the diffe®ibecause those differences add to his knowledge,
to his understanding of reality. When we're leftolar own experiences, we constantly suffer from a
shortage of data.

Is it logical that two people can disagree and biwdh can be right? It's not logical: it's psyclyibal.

And it's very real. You see the young lady; | deedld woman. We're both looking at the same pagtur
and both of us are right. We see the same blaek,lithe same white spaces. But we interpret them
differently because we've been conditioned to pregrthem differently.

And unless we value the differences in our peroagtiunless we value each other and give credence
to the possibility that we're both right, that lifenot always a dichotomous either/or, that tlaeealmost
always Third Alternatives, we will never be abldaranscend the limits of that | conditioning.

All I may see is the old woman. But | realize tigati see something else. And | value you. value
your perception. | want to understand.

So when | become aware of the difference in oucqrons, | say, "Good! You see it differently!
Help me see what you see."

If two people have the same opinion, one is unrezegs It's not going to do me any good at all to
communicate with someone else who sees only thevoitdan also. | don't want to talk, to communicate,
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with someone who agrees with me; | want to comnateiavith you because you see it differently. |
value that difference.

By doing that, | not only increase my own awarenksafso affirm you. | give you psychological air.
| take my foot off the brake and release the negaginergy you may have invested in defending a
particular position. | create an environment fanexgy.

The importance of valuing the difference is capiuire an often-quoted fable called "The Animal
School,” written by educator Dr. R. H. Reeves.

Once upon a time, the animals decided they mustatieething heroic to meet the problems of a
"New World," so they organized a school. They addpan activity curriculum consisting of running,
climbing, swimming, and flying. To make it easieradminister, all animals took all the subjects.

The duck was excellent in swimming, better in fibetn his instructor, and made excellent grades in
flying, but he was very poor in running. Since hasviow in running he had to stay after school dad a
drop swimming to practice running. This was kepuufil his web feet were badly worn and he was only
average in swimming. But average was acceptabliwol, so nobody worried about that except the
duck.

The rabbit started at the top of the class in nugnbut had a nervous breakdown because of so much
makeup in swimming.

The squirrel was excellent in climbing until he diped frustrations in the flying class where his
teacher made him start from the ground up instédibm the tree-top down. He also developed charley
horses from over-exertion and he got a C in cligland a D in running.

The eagle was a problem child and had to be diseiglseverely. In climbing class he beat all the
others to the top of the tree, but insisted ongikis own way of getting there.

At the end of the year, an abnormal eel that ceulim exceedingly well and also could run, climb
and fly a little had the highest average and wésdetorian.

The prairie dogs stayed out of school and fougattéx levy because the administration would not
add digging and burrowing to the curriculum. Theyprenticed their children to the badger and later
joined the groundhogs and gophers to start a ssittgsivate school.

CHECK YOUR PROGRESS

Explain the concept of valuing the difference watamples.

9.09 FORCE FIELD ANALYSIS

Gen 203: Value Education (8 Habit) Page 163



In an interdependent situation, synergy is partidulpowerful in dealing with negative forces that
work against growth and change.

Sociologist Kurt Lewin developed a "Force Field Asés" model in which he described any current
level of performance or being as a state of equilib between the driving forces that encourage ugwa
movement and the restraining forces that discoutage

Driving forces generally are positive, reasonalagical, conscious, and economic. In juxtaposition,
restraining forces are often negative, emotiorielgical, unconscious, and social/psychologicalttBo
sets of forces are very real and must be takenaiedtount in dealing with change.

In a family, for example, you have a certain "cliglain the home -- a certain level of positive or
negative interaction, of feeling safe or unsafexpressing feelings or talking about concernsespect
or disrespect in communication among family members

You may really want to change that level. You mantto create a climate that is more positive,
more respectful, more open and trusting. Your lalgieasons for doing that are the driving forced #tt
to raise the level..

But increasing those driving forces is not enougbur efforts are opposed by restraining forces --by
the competitive spirit between children in the figgby the different scripting of home life you agdur
spouse have brought to the relationship, by hdbés have developed in the family, by work or other
demands on your time and energies.

Increasing the driving forces may bring resultfor-a while. But as long as the restraining foraes
there, it becomes increasingly harder. It's likshpoig against a spring: the harder you push, theehat
is to push until the force of the spring suddehlysts the level back down.

The resulting up and down, yo-yo effect causes tyoteel, after several attempts, that people are
"just the way they are" and that "it's too diffictd change."

But when you introduce synergy, you use the motiveHabit 4, the skill of Habit 5, and the
interaction of Habit 6 to work directly on the meshing forces. You unfreeze them, loosen themamgl,
create new insights that actually transform thesgraining forces into driving ones. You involveopke
in the problem, immerse them in it, so that thegksib in and feel it is their problem and they tdnd
become an important part of the solution.

As a result, new goals, shared goals, are createtithe whole enterprise moves upward, often in
ways that no one could have anticipated. And tl@tement contained within that movement creates a
new culture. The people involved in it are enmesinedach other's humanity and empowered by new,
fresh thinking, by new creative alternatives angdaunities.

I've been involved several times in negotiationsveen people who were angry at each other and
hired lawyers to defend their positions. And alattldid was to exacerbate the problem because the
interpersonal communication deteriorated as it vilerdugh the legal process. But the trust level s@s
low that the parties felt they had no other altéweathan to take the issues to court.
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"Would you be interested in going for a win-win wibn that both parties feel really good about?" |
would ask.

The response was usually affirmative, but most [eedigin't really think it was possible.

"If 1 can get the other party to agree, would yoe Willing to start the process of really
communicating with each other?"

Again, the answer was usually "yes."

The results in almost every case have been astogindiroblems that had been legally and
psychologically wrangled about for months have beattled in a matter of a few hours or days. Mdst o
the solutions weren't the courthouse compromisetisols either; they were synergistic, better tham t
solutions proposed independently by either partyd,An most cases, the relationships continued even
though it had appeared in the beginning that thet tevel was so low and the rupture in the refestiop
so large as to be almost irreparable.

At one of our development programs, an executiyomed a situation where a manufacturer was
being sued by a longtime industrial customer fok laf performance. Both parties felt totally juigd in
the rightness of their position and perceived edhbr as unethical and completely untrustworthy.

As they began to practice Habit 5, two things bezatear. First, early communication problems
resulted in a misunderstanding which was later esksted by accusations and counteraccusations.
Second, both were initially acting in good faittdatidn't like the cost and hassle of a legal fidphit, saw
no other way out.

Once these two things became clear, the spirit abitd 4, 5, and 6 took over, the problem was
rapidly resolved, and the relationship continuegrtisper.

In another circumstance, | received an early mgrmghone call from a land developer desperately
searching for help. The bank wanted to foreclosmbge he was not complying with the principal and
interest payment schedule, and he was suing thke toaavoid the foreclosure. He needed additional
funding to finish and market the land so that hel@¢aoepay the bank, but the bank refused to provide
additional funds until scheduled payments were nietwas a chicken-and-egg problem with
undercapitalization.

In the meantime, the project was languishing. Theets were beginning to look like weed fields, and
the owners of the few homes that had been builewerin arms as they saw their property values.drop
The city was also upset over the "prime land" priofalling behind schedule and becoming an eyesore.
Tens of thousands of dollars in legal costs haebdly been spent by the bank and the developemhand t
case wasn't scheduled to come to court for sewavaths.

In desperation, this developer reluctantly agreedry the principles of Habits 4, 5, and 6. He
arranged a meeting with even more reluctant bafialt.

The meeting started at 8 A.M. in one of the bankfe@nce rooms. The tension and mistrust were
palpable. The attorney for the bank had committeditank officials to say nothing. They were only to
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listen and he alone would speak. He wanted notiaifgippen that would compromise the bank's position
in court.

For the first hour and a half, | taught Habits 4abd 6. At 9:30 | went to the blackboard and wrote
down the bank's concerns based on our prior uradetistg. Initially the bank officials said nothingut
the more we communicated win-win intentions andgbotirst to understand, the more they opened up to
explain and clarify.

As they began to feel understood, the whole atn@gplehanged and a sense of momentum, of
excitement over the prospect of peacefully settthngy problem was clearly evident. Over the attomey
objections the bank officials opened up even meven about personal concerns. "When we walk out of
here the first thing the bank president will sgylisd we get our money?' What are we going to ‘say?

By 11:00, the bank officers were still convincedtlodir rightness, but they felt understood and were
no longer defensive and officious. At that poitigyt were sufficiently open to listen to the develtp
concerns, which we wrote down on the other sidehef blackboard. This resulted in deeper mutual
understanding and a collective awareness of howr pEsrly communication had resulted in
misunderstanding and unrealistic expectations, reowd continuous communication in a win-win spirit
could have prevented the subsequent major prodi@msdeveloping.

The shared sense of both chronic and acute paiminedh with a sense of genuine progress kept
everyone communicating. By noon, when the meetiag scheduled to end, the people were positive,
creative, and synergistic and wanted to keep tglkin

The very first recommendation made by the develo@er seen as a beginning win-win approach by
all. It was synergized on and improved, and at 3224\M. the developer and the two bank officers left
with a plan to present together to the Home Ownassociation and the city. Despite subsequent
complicating developments, the legal fight was tdtband the building project continued to a sudoéss
conclusion.

I am not suggesting that people should not usd [@gaesses. Some situations absolutely require it.
But | see it as a court of last, not first, restrit is used too early, even in a preventive ggsometimes
fear and the legal paradigm create subsequenthihang action processes that are not synergistic.

CHECK YOUR PROGRESS

Discuss how force field analogy can be used toamxgiow synergy can be achieved between
two people of opposing views.

9.10 ALL NATURE IS SYNERGISTIC
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Ecology is a word which basically describes theesgism in nature -- everything is related to evang
else. It's in the relationship that creative powars maximized, just as the real power in theseeiSev
Habits is in their relationship to each other, just in the individual habits themselves.

The relationship of the parts is also the powecrgating a synergistic culture inside a family or a
organization. The more genuine the involvement, riiege sincere and sustained the participation in
analyzing and solving problems, the greater theaed of everyone's creativity, and of their commitm

to what they create. This, I'm convinced, is treease of the power in the Japanese approach todsssi
which has changed the world marketplace.

Synergy works; it's a correct principle. It is g&r®wning achievement of all the previous habitss It
effectiveness in an interdependent reality -- ite@mwork, team building, the development of uityl
creativity with other human beings.

Although you cannot control the paradigms of otharsan interdependent interaction or the
synergistic process itself, a great deal of synexgyithin your Circle of Influence.

Your own internal synergy is completely within tbiecle. You can respect both sides of your own
nature -- the analytical side and the creative.sfael can value the difference between them andhate
difference to catalyze creativity.

You can be synergistic within yourself even in thielst of a very adversarial environment. You don't
have to take insults personally. You can sidesegative energy; you can look for the good in otlzerd
utilize that good, as different as it may be, t@iave you point of view and to enlarge your perspec

You can exercise the courage in interdependenatsins to be open, to express your ideas, your
feelings, and your experiences in a way that wilairage other people to be open also.

You can value the difference in other people. Weemeone disagrees with you, you can say,
"Good! You see it differently.” You don't have tgrae with them; you can simply affirm them. And you
can seek to understand.

When you see only two alternatives -- yours and"tim®ng" one -- you can look for a synergistic
Third Alternative. There's almost always a Thirdefshative, and if you work with a win-win philosoph
and really seek to understand, you usually candisdlution that will be better for everyone comeet.

CHECK YOUR PROGRESS

Explain the way synergy works in nature.
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9.11 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaation conditions.

Explain the concept of Synergy with example.

Discuss how synergy can be developed in a classroom

Describe the importance of Synergy in business.

Discuss the relation between trust and synergy.

Explain the various ways in which the third altéivewmay be hunted.

Explain the concept of negative synergy.

Explain the concept of valuing the difference vattamples.

Discuss how force field analogy can be used toamiow synergy can be achieved between
two people of opposing views.

9. Explain the way synergy works in nature.

O NG~ wWNRE

9.12 REFERENCES

The Seven Habits of Highly Effective People, StapR Covey, 1989

Gen 203: Value Education (8 Habit) Page 168



CREDIT 04: UNIT 10 TO UNIT 12

UNIT 10 PRINCIPLES OF BALANCED SELF-RENEWAL

Course Name: GEN 203 : Value Education (8 habits)

Habit 7: Sharpen the Saw

10.00 BEFORE WE BEGIN

Suppose you were to come upon someone in the weaidking feverishly to saw down a tree.

"What are you doing?" you ask.

"Can't you see?" comes the impatient reply. "I'misg down this tree."

"You look exhausted!" you exclaim. "How long hawauybeen at it?"

"Over five hours," he returns, "and I'm beat! Tisihard work."

"Well, why don't you take a break for a few minuggsl sharpen the saw?" you inquire. "I'm sure it
would go a lot faster."

"l don't have time to sharpen the saw," the mas sayphatically. "I'm too busy sawing!"

Habit 7 is taking time to Sharpen the Saw. It sumds the other habits on the Seven Habits paradigm
because it is the habit that makes all the othassiple.

10.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Describe various ways in which the physical dimensif our personality can be rejuvenated.

» Explain the ways in which the spiritual dimensi@me improvised.

» Discuss various methods to rejuvenate the mentadmiion.

» Describe the fundamental difference in renewalnedtonal dimension and the renewal of the
physical, mental and spiritual dimensions.

» Explain, with the help of an example, how our immgbout the other people, scripts our
relationship with them and affect their personatigvelopment.
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» Describe the importance of balance in renewal.
» Explain the concept of synergy in renewal.
» Explain the concept of ‘Upward Spiral’ for renewath examples.

10.02 FOUR DIMENSIONS OF RENEWAL

Habit 7 is personal PC. It's preserving and enmanitie greatest asset you have -- you. It's rergewin
the four dimensions of your nature -- physicalrigpkl, mental, and social/emotional.

Although different words are used, most philosoplitlife deal either explicitly or implicitly with
these four dimensions. Philosopher Herb Shephescrites the healthy balanced life around four \alue
perspective (spiritual), autonomy (mental), conedoess (social), and tone (physical). George Sheeha
the running guru, describes four roles: being adgmamal (physical), a good craftsman (mental)pady
friend (social), and a saint (spiritual). Sound ivettion and organization theory embrace these four
dimensions or motivations -- the economic (phy3ijcabw people are treated (social); how people are
developed and used (mental); and the servicepthdhe contribution the organization gives (spai}.

"Sharpen the Saw" basically means expressing all footivations. It means exercising all four
dimensions of our nature, regularly and consisgemlwise and balanced ways.

To do this, we must be proactive. Taking time tarpkn the saw is a definite Quadrant Il activity,
and Quadrant Il must be acted on. Quadrant |, lsecaf its urgency, acts on us; it presses upon us
constantly. Personal PC must be pressed uponiub&tomes second nature, until it becomes a kind o
healthy addiction. Because it's at the center ofGitcle of Influence, no one else can do it for e
must do it for ourselves.

This is the single most powerful investment we eaar make in life -- investment in ourselves, ia th
only instrument we have with which to deal witleldind to contribute. We are the instruments ofomur
performance, and to be effective, we need to raeeghe importance of taking time regularly to §esr
the saw in all four ways.

CHECK YOUR PROGRESS

Explain how different philosophers have used déf¢mwords to describe the rejuvenation of the
physical, mental, emotional and spiritual dimensiohour being.

10.03 THE PHYSICAL DIMENSION

The physical dimension involves caring effectiviay our physical body -- eating the right kinds of
foods, getting sufficient rest and relaxation, ardrcising on a regular basis.
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Exercise is one of those Quadrant Il, high-leveraggvities that most of us don't do consistently
because it isn't urgent. And because we don't dsothner or later we find ourselves in Quadrant I,
dealing with the health problems and crises thatecas a natural result of our neglect.

Most of us think we don't have enough time to eisercWhat a distorted paradigm! We don't have
time not to. We're talking about three to six hoaimgeek -- or a minimum of thirty minutes a dayemv
other day. That hardly seems an inordinate amolutine considering the tremendous benefits in terms
of the impact on the other 162-165 hours of thekwee

And you don't need any special equipment to df itou want to go to a gym or a spa to use the
equipment or enjoy some skill sports such as temmiacquetball, that's an added opportunity. Bigni't
necessary to sharpen the saw.

A good exercise program is one that you can daur ywn home and one that will build your body
in three areas: endurance, flexibility, and strengt

Endurance comes from aerobic exercise, from caadimar efficiency -- the ability of your heart to
pump blood through your body.

Although the heart is a muscle, it cannot be egectidirectly. It can only be exercised through the
large muscle groups, particularly the leg muscldsat's why exercises like rapid walking, running,
biking, swimming, cross-country skiing, and joggerg so beneficial.

You are considered minimally fit if you can increagur heart rate to at least 100 beats per minute
and keep it at that level for 30 minutes.

Ideally you should try to raise your heart rateatdeast 60 percent of your maximum pulse rate, the
top speed your heart can beat and still pump biboough your body. Your maximum heart rate is
generally accepted to be 220 less your age. Souifare 40, you should aim for an exercise hetetah
108 (220 - 40 = 180 x .6 = 108). The "training effes generally considered to be between 72 and 87
percent of your personal maximum rate.

Flexibility comes through stretching. Most experecommend warming up before and cooling
down/stretching after aerobic exercise. Beforéglps loosen and warm the muscles to prepare foe mo
vigorous exercise. After, it helps to dissipateltatic acid so that you don't feel sore and stiff.

Strength comes from muscle resistance exercishise-simple calisthenics, push-ups, and sit-ups,
and from working with weights. How much emphasisi yout on developing strength depends on your
situation. If you're involved in physical labor athletic activities, increased strength will impeoyour
skill. If you have a basically sedentary job andcg&ss in your life-style does not require a lostoéngth,

a little toning through calisthenics in additionytour aerobic and stretching exercises might biciesfit.

I was in a gym one time with a friend of mine whasha Ph. D. in exercise physiology. He was
focusing on building strength. He asked me to "shioh while he did some bench presses and toldtme a
a certain point he'd ask me to take the weightt ‘'t take it until | tell you," he said firmly.

So | watched and waited and prepared to take thghtvelThe weight went up and down, up and
down. And | could see it begin to get harder. Bakbpt going. He would start to push it up andHidk,
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"There's no way he's going to make it." But he'keng. Then he'd slowly bring it back down and sstar
back up again. Up and down, up and down.

Finally, as | looked at his face, straining witke tbffort, his blood vessels practically jumping ofit
his skin, | thought, "This is going to fall and legdse his chest. Maybe | should take the weightybida
he's lost control and he doesn't even know whatdwhg." But he'd get it safely down. Then heaftst
back up again. | couldn't believe it"

"Almost all the benefit of the exercise comes & tery end, Stephen,” he replied. "I'm trying to
build strength. And that doesn't happen until thescle fiber ruptures and the nerve fiber registiees
pain. Then nature overcompensates and within 48hthe fiber is made stronger."

| could see his point. It's the same principle tivarks with emotional muscles as well, such as
patience. When you exercise your patience beyond past limits, the emotional fiber is broken, matu
overcompensates, and next time the fiber is stronge

Now my friend wanted to build muscular strengthdAre knew how to do it. But not all of us need
to develop that kind of strength to be effectivdo"pain, no gain" has validity in some circumstandmit
it is not the essence of an effective exercisernarg

The essence of renewing the physical dimension gharpen the saw, to exercise our bodies on a
regular basis in a way that will preserve and enbamur capacity to work and adapt and enjoy.

And we need to be wise in developing an exercisgnam. There's a tendency, especially if you
haven't been exercising at all, to overdo. And tbah create unnecessary pain, injury, and even
permanent damage. It's best to start slowly. Amgr@ge program should be in harmony with the latest
research findings, with your doctor's recommenduatiand with your own self-awareness.

If you haven't been exercising, your body will unbtedly protest this change in its comfortable
downhill direction. You won't like it at first. Yomay even hate it. But be proactive. Do it anywEyen
if it's raining on the morning you've scheduledjdg, do it anyway. "Oh good! It's raining! | get to
develop my willpower as well as my body!"

You're not dealing with quick fix; you're dealingitiv a Quadrant Il activity that will bring
phenomenal long-term results. Ask anyone who hag @daconsistently. Little by little, your restinmilse
rate will go down as your heart and oxygen procgssistem becomes more efficient. As you increase
your body's ability to do more demanding thingsu'fofind your normal activities much more
comfortable and pleasant. You'll have more aftenn@oergy, and the fatigue you've felt that's maule y
"too tired" to exercise in the past will be repldd® an energy that will invigorate everything yam

Probably the greatest benefit you will experienaanf exercising will be the development of your
Habit 1 muscles of proactivity. As you act basedranvalue of physical well-being instead of raagtio
all the forces that keep you from exercising, yparadigm of yourself, your self-esteem, your self-
confidence, and your integrity will be profoundliyested.
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CHECK YOUR PROGRESS

Describe various ways in which the physical dimengf our personality can be rejuvenated.

10.04 THE SPIRITUAL DIMENSION

Renewing the spiritual dimension provides lead@rshiyour life. It's highly related to Habit 2.

The spiritual dimension is your core, your ceny@yr commitment to your value system. It's a very
private area of life and a supremely important dhdraws upon the sources that inspire and upditt
and tie you to the timeless truths of all humanityd people do it very, very differently.

| find renewal in daily prayerful meditation on teeriptures because they represent my value system.
As | read and meditate, | feel renewed, strengtthecentered, and recommitted to serve.

Immersion in great literature or great music caovigte a similar renewal of the spirit for some.
There are others who find it in the way they comitate with nature. Nature bequeaths its own blgssin
on those who immerse themselves in it. When yabile to leave the noise and the discord of the city
and give yourself up to the harmony and rhythm atiure, you come back renewed. For a time, you're
undisturbable, almost unflappable, until gradu#tlg noise and the discord from outside start tadiev
that sense of inner peace.

Arthur Gordon shares a wonderful, intimate stonhisfown spiritual renewal in a little story called
"The Turn of the Tide." It tells of a time in higel when he began to feel that everything was stak®
flat. His enthusiasm waned; his writing efforts ediruitless. And the situation was growing worsg da
by day.

Finally, he determined to get help from a mediaadtdr. Observing nothing physically wrong, the
doctor asked him if he would be able to follow inistructions for one day.

When Gordon replied that he could, the doctor batd to spend the following day in the place where
he was happiest as a child. He could take food hbuivas not to talk to anyone or to read or write o
listen to the radio. He then wrote out four prgsttwhs and told him to open one at nine, twelvegdh
and six o'clock.

"Are you serious?" Gordon asked him.

"You won't think I'm joking when you get my billivas the reply.

So the next morning, Gordon went to the beach.é\sgened the first prescription, he read "Listen
carefully." He thought the doctor was insane. Howld he listen for three hours? But he had agreed t
follow the doctor's orders, so he listened. He théla¢ usual sounds of the sea and the birds. After
while, he could hear the other sounds that weserépparent at first. As he listened, he begahind Of
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lessons the sea had taught him as a child -- gatjeaspect, an awareness of the interdependence of
things. He began to listen to the sounds -- angiteace -- and to feel a growing peace.

At noon, he opened the second slip of paper ardl'fBy reaching back." "Reaching back to what?"
he wondered. Perhaps to childhood, perhaps to niesnof happy times. He thought about his past,
about the many little moments of joy. He triedémember them with exactness. And in remembering, he
found a growing warmth inside.

At three o'clock, he opened the third piece of papatil now, the prescriptions had been easy to
take. But this one was different; it said "Examymr motives." At first he was defensive. He thaugh
about what he wanted -- success, recognition, ggcand he justified them all. But then the though
occurred to him that those motives weren't goodughpand that perhaps therein was the answer to his
stagnant situation.

He considered his motives deeply. He thought apast happiness. And at last, the answer came to
him.

"In a flash of certainty," he wrote, "I saw thatahe's motives are wrong, nothing can be right. It
makes no difference whether you are a mailman,i@resaser, an insurance salesman, a housewife --
whatever. As long as you feel you are serving athgou do the job well. When you are concerned only
with helping yourself, you do it less well -- a |as inexorable as gravity."

When six o'clock came, the final prescription didake long to fill. "Write your worries on the
sand," it said. He knelt and wrote several wordd \&i piece of broken shell; then he turned and &dalk
away. He didn't look back; he knew the tide wowddhe in.

Spiritual renewal takes an investment of time. Bsita Quadrant Il activity we don't really havenéi
to neglect.

The great reformer Martin Luther is quoted as sgyihhave so much to do today, I'll need to spend
another hour on my knees." To him, prayer was noteahanical duty but rather a source of power in
releasing and multiplying his energies.

Someone once inquired of a Far Eastern Zen madgterhad a great serenity and peace about him no
matter what pressures he faced, "How do you mairttzat serenity and peace?" He replied, "I never
leave my place of meditation." He meditated eanlyhie morning and for the rest of the day, he edrri
the peace of those moments with him in his mindfeeatt.

The idea is that when we take time to draw on #edérship center of our lives, what life is
ultimately all about, it spreads like an umbreligeio everything else. It renews us, it refreshes us,
particularly if we recommit to it.

This is why | believe a personal mission statengsb important. If we have a deep understanding of
our center and our purpose, we can review and rexbtu it frequently. In our daily spiritual renelya
we can visualize and "live out" the events of thg oh harmony with those values.

Religious leader David O. McKay taught, "The greatmttles of life are fought out daily in the sile
chambers of the soul." If you win the battles thérgou settle the issues that inwardly confligbu feel
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a sense of peace, a sense of knowing what yourng.adnd you'll find that the Public Victories --hare
you tend to think cooperatively, to promote the faued and good of other people, and to be genuinely
happy for other people's successes -- will foll@atunally.

CHECK YOUR PROGRESS

Explain the ways in which the spiritual dimensi@nde improvised.

10.05 THE MENTAL DIMENSION

Most of our mental development and study disciptiomes through formal education. But as soon as
we leave the external discipline of school, manyusflet our minds atrophy. We don't do any more
serious reading, we don't explore new subjectsiinraal depth outside our action fields, we ddmitik
analytically, we don't write -- at least not crélly or in a way that tests our ability to expressselves in
distilled, clear, and concise language. Insteadspeand our time watching TV.

Continuing surveys indicate that television is mmost homes some 35 to 45 hours a week. That's as
much time as many people put into their jobs, ntben most put into school. It's the most powerful
socializing influence there is. And when we watalere subject to all the values that are beinghtug
through it. That can powerfully influence us inywesubtle and imperceptible ways.

Wisdom in watching television requires the effeetself-management of Habit 3, which enables you
to discriminate and to select the informing, ingsr and entertaining programs which best serve and
express your purpose and values.

In our family, we limit television watching to anod seven hours a week, an average of about an hour
a day. We had a family council at which we talkdéut it and looked at some of the data regarding
what's happening in homes because of televisionfoiMed that by discussing it as a family when ne on
was defensive or argumentative, people startedalize the dependent sickness of becoming addioted
soap operas or to a steady diet of a particulagraro.

I'm grateful for television and for the many highaljty educational and entertainment programs.
They can enrich our lives and contribute meanimgftd our purposes and goals. But there are many
programs that simply waste our time and minds aadynthat influence us in negative ways if we let
them. Like the body, television is a good servaut & poor master. We need to practice Habit 3 and
manage ourselves effectively to maximize the ussngfresource in accomplishing our missions.

Education -- continuing education, continually hmaniand expanding the mind -- is vital mental
renewal. Sometimes that involves the external plise of the classroom or systematized study
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programs; more often it does not. Proactive peaae figure out many, many ways to educate
themselves.

It is extremely valuable to train the mind to stapért and examine its own program. That, to me, is
the definition of a liberal education -- the alyilib examine the programs of life against largezsjions
and purposes and other paradigms. Training, witBocl education, narrows and closes the mind so tha
the assumptions underlying the training are nexamened. That's why it is so valuable to read bipad
and to expose yourself to great minds.

There's no better way to inform and expand yourdnain a regular basis than to get into the habit of
reading good literature. That's another high-legerQuadrant Il activity. You can get into the bagtds
that are now or that have ever been in the worldghly recommend starting with a goal of a book a
month then a book every two weeks, then a bookekw& he person who doesn't read is no better off
than the person who can't read."

Quality literature, such as the Great Books, thevhia Classics, autobiographies, National
Geographic and other publications that expand aliu@l awareness, and current literature in variou
fields can expand our paradigms and sharpen outainsaw, particularly if we practice Habit 5 as we
read and seek first to understand. If we use our awobiography to make early judgments before we
really understand what an author has to say, wi¢ tla benefits of the reading experience.

Writing is another powerful way to sharpen the raétaw. Keeping a journal of our thoughts,
experiences, insights, and learnings promotes melatity, exactness, and context. Writing gooddet -

- communicating on the deeper level of thoughtgliigs, and ideas rather than on the shallow,
superficial level of events -- also affects ourlighito think clearly, to reason accurately, andhb®e
understood effectively.

Organizing and planning represent other forms dfitalerenewal associated with Habits 2 and 3. It's
beginning with the end in mind and being able mignta organize to accomplish that end. It's ex&rm
the visualizing, imagining power of your mind toesthe end from the beginning and to see the entire
journey, at least in principles, if not in steps.

It is said that wars are won in the general's t8harpening the saw in the first three dimensietise-
physical, the spiritual, and the mental -- is actice | call the "Daily Private Victory." And | comend to
you the simple practice of spending one hour aeleyyy day doing it -- one hour a day for the rdst o
your life.

There's no other way you could spend an hour tlvatldvbegin to compare with the Daily Private
Victory in terms of value and results. It will afteevery decision, every relationship. It will gilga
improve the quality, the effectiveness, of evelyeothour of the day, including the depth and réistfss
of your sleep. It will build the long-term physicapiritual, and mental strength to enable youandte
difficult challenges in life.

In the words of Phillips Brooks:
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Some day, in the years to come, you will be wnegtivith the great temptation, or trembling under
the great sorrow of your life. But the real struiggl here, now. Now it is being decided whethetthin
day of your supreme sorrow or temptation, you shafierably fail or gloriously conquer. Character
cannot be made except by a steady, long continueses.

CHECK YOUR PROGRESS

Discuss various methods to rejuvenate the mentadmsion.

10.06 THE SOCIAL/EMOTIONAL DIMENSION

While the physical, spiritual, and mental dimensiare closely related to Habits 1, 2, and 3 --
centered on the principles of personal vision, éeskip, and management -- the social/emotional
dimension focuses on Habits 4, 5, and 6 -- centendthe principles of interpersonal leadership, &iini
communication, and creative cooperation.

The social and the emotional dimensions of oursligee tied together because our emotional life is
primarily, but not exclusively, developed out oflananifested in our relationships with others.

Renewing our social/lemotional dimension does nke téme in the same sense that renewing the
other dimensions does. We can do it in our normnvaryglay interactions with other people. But it
definitely requires exercise. We may have to pusts@ves because many of us have not achieved the
level of Private Victory and the skills of Publiactory necessary for Habits 4, 5, and 6 to comernadly
to us in all our interactions.

Suppose that you are a key person in my life. Yightrbe my boss, my subordinate, my co-worker,
my friend, my neighbor, my spouse, my child, a memif my extended family -- anyone with whom 1
want or need to interact. Suppose we need to concatertogether, to work together, to discuss alprgu
issue, to accomplish a purpose or solve a probBRirhwe see things differently; we're looking thrbug
different glasses. You see the young lady, ané kise old woman.

So | practice Habit 4. | come to you and | saycéh see that we're approaching this situation
differently. Why don't we agree to communicate luwg can find a solution we both feel good about.
Would you be willing to do that?" Most people woble willing to say "yes" to that.

Then | move to Habit 5. "Let me listen to you fitdhstead of listening with intent to reply, |tén
empathically in order to deeply, thoroughly undamst your paradigm. When | can explain your point of
view as well as you can, then | focus on commuirigatny point of view to you so that you can
understand it as well.
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Based on the commitment to search for a solutiat the both feel good about and a deep
understanding of each other's points of view, werenim Habit 6. We work together to produce Third
Alternative solutions to our differences that wehboecognize are better than the ones either you or
proposed initially.

Success in Habits 4, 5, and 6 is not primarily @t@naf intellect; it's primarily a matter of emaon.

It's highly related to our sense of personal ségcuri

If our personal security comes from sources withunselves, then we have the strength to practice
the habits of Public Victory. If we are emotionalhsecure, even though we may be intellectually ver
advanced, practicing Habits 4, 5, and 6 with peeagie think differently on jugular issues of liferche
terribly threatening.

Where does intrinsic security come from? It doesolne from the scripts they've handed us. It
doesn't come from our circumstances or our position

It comes from within. It comes from accurate pagath and correct principles deep in our own mind
and heart. It comes from Inside-Out congruenceamfliging a life of integrity in which our daily héts
reflect our deepest values.

| believe that a life of integrity is the most fuardental source of personal worth. | do not agrdb wi
the popular success literature that says thatesédfem is primarily a matter of mindset, of atttuethat
you can psyche yourself into peace of mind.

Peace of mind comes when your life is in harmonthwiue principles and values and in no other
way.

There is also the intrinsic security that comes assult of effective interdependent living. These
security in knowing that win-win solutions do exithat life is not always "either/or," that there a
almost always mutually beneficial Third Alternativel here is security in knowing that you can stap o
of your own frame of reference without giving it,uihat you can really, deeply understand another
human being. There is security that comes whenaythentically, creatively, and cooperatively inttra
with other people and really experience these diejgendent habits.

There is intrinsic security that comes from seryicem helping other people in a meaningful way.
One important source is your work, when you seesaifiin a contributive and creative mode, really
making a difference. Another source is anonymoung@e-- no one knows it and no one necessarily eve
will. And that's not the concern; the concern igsking the lives of other people. Influence, not
recognition, becomes the motive.

Viktor Frankl focused on the need for meaning andbpse in our lives, something that transcends
our own lives and taps the best energies withiriThs. late Dr. Hans Selye, in his monumental re$earc
on stress, basically says that a long, healthy, leagpy life is the result of making contributiors,
having meaningful projects that are personally exgiand contribute to and bless the lives of athklis
ethic was "earn thy neighbor's love.
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This is the true joy in life -- that being used #purpose recognized by yourself as a mighty one.
That being a force of nature, instead of a feverghfish little clod of ailments and grievances
complaining that the world will not devote itself thaking you happy. | am of the opinion that me lif
belongs to the whole community and as long aselilivs my privilege to do for it whatever | canvant
to be thoroughly used up when | die. For the hardeork the more | live. | rejoice in life for itewn
sake. Life is no brief candle to me. It's a sorspliendid torch which I've got to hold up for thement
and | want to make it burn as brightly as posdi@tore handing it on to future generations.

N. Eldon Tanner has said, "Service is the rent @ fpr the privilege of living on this earth." And
there are so many ways to serve. Whether or ndieheng to a church or service organization or reave
job that provides meaningful service opportunitiest, a day goes by that we can't at least servethes
human being by making deposits of unconditiona¢lov

CHECK YOUR PROGRESS

Describe the fundamental difference in renewalnod®onal dimension and the renewal of the
physical, mental and spiritual dimensions.

10.07 SCRIPTING OTHERS

Most people are a function of the social mirrorfiged by the opinions, the perceptions, the
paradigms of the people around them. As interdegrangeople, you and | come from a paradigm which
includes the realization that we are a part of soafal mirror.

We can choose to reflect back to others a clealistorted vision of themselves. We can affirm their
proactive nature and treat them as responsiblel@edye can help script them as principle-centered,
value-based, independent, worthwhile individualad Awith the Abundance Mentality, we realize that
giving a positive reflection to others in no waynitiishes us. It increases us because it increages t
opportunities for effective interaction with othmoactive people.

At some time in your life, you probably had someddieve in you when you didn't believe in
yourself. He or she scripted you. Did that makéfamnce in your life.

What if you were a positive scripter, an affirmef other people? When they're being directed by the
social mirror to take the lower path, you inspimerh toward a higher path because you believe im.the
You listen to them and empathize with them. You'dahsolve them of responsibility; you encourage
them to be proactive.
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Perhaps you are familiar with the musical, Man afMancha. It's a beautiful story about a medieval
knight who meets a woman of the street, a prostitBhe's being validated in her life-style by &lthe
people in her life.

But this poet knight sees something else in hanetbing beautiful and lovely. He also sees her
virtue, and he affirms it, over and over again. ¢dees her a new name -- Dulcinea -- a new name
associated with a new paradigm.

At first, she utterly denies it; her old scriptse averpowering. She writes him off as a wild-eyed
fantasizer. But he is persistent. He makes contideposits of unconditional love and gradually it
penetrates her scripting. It goes down into hez trature, her potential, and she starts to resfatikh
by little, she begins to change her life-style. $béeves it and she acts from her new paradignheo
initial dismay of everyone else in her life.

Later, when she begins to revert to her old paradige calls her to his deathbed and sings that
beautiful song, "The Impossible Dream," looks herthie eyes, and whispers, "Never forget, you're
Dulcinea.”

One of the classic stories in the field of selfiflihg prophecies is of a computer in England tivais
accidentally programmed incorrectly. In academimtg it labeled a class of "bright" kids "dumb" aand
class of supposedly "dumb" kids "bright." And tbamputer report was the primary criterion that da
the teachers' paradigms about their students &tethi@ning of the year.

When the administration finally discovered the aiist five-and-a-half months later, they decided to
test the kids again without telling anyone what hagpened. And the results were amazing. The "Brigh
kids had gone down significantly in 1Q test poirifiey had been seen and treated as mentally limited
uncooperative, and difficult to teach. The teachessadigms had become a self-fulfilling prophdsut
the scores in the supposedly "dumb" group had ggneThe teachers had treated them as though they
were bright, and their energy, their hope, theitimism, their excitement had reflected high indiwd
expectations and worth for those kids.

These teachers were asked what it was like duhieditst few weeks of the term. "For some reason,
our methods weren't working," they replied. "Sohael to change our methods." The information showed
that the kids were bright. If things weren't wokkiwell, they figured it had to be the teaching roeth
So they worked on methods. They were proactivey therked in their Circle of Influence. Apparent
learner disability was nothing more or less thacher inflexibility.

What do we reflect to others about themselves? Wowl much does that reflection influence their
lives? We have so much we can invest in the EmakiBank Accounts of other people. The more we can
see people in terms of their unseen potential,nloee we can use our imagination rather than our
memory, with our spouse, our children, our co-weskar employees. We can refuse to label them --we
can "see" them in new fresh ways each time we'th them. We can help them become independent,
fulfilled people capable of deeply satisfying, ehing, and productive relationships with others.
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Goethe taught, "Treat a man as he is and he wilane as he is. Treat a man as he can and should be
and he will become as he can and should be."

CHECK YOUR PROGRESS

Explain, with the help of an example, how our imggbout the other people scripts our
relationship with them and affect their personatigwelopment.

10.08 BALANCE IN RENEWAL

The self-renewal process must include balancedwanim all four dimensions of our nature: the
physical, the spiritual, the mental, and the séembtional. Although renewal in each dimension is
important, it only becomes optimally effective as deal with all four dimensions in a wise and bedgh
way. To neglect any one area negatively impactsdbse

I have found this to be true in organizations adl @& in individual lives. In an organization, the
physical dimension is expressed in economic tefirhe. mental or psychological dimension deals with
the recognition, development, and use of talene 3dcial/emotional dimension has to do with human
relations, with finding meaning through purposeantribution and through organizational integrity.

When an organization neglects any one or more e$dhareas, it negatively impacts the entire
organization. The creative energies that couldlresuremendous, positive synergy are instead used
fight against the organization and become restigiforces to growth and productivity.

| have found organizations whose only thrust isneodaic -- to make money. They usually don't
publicize that purpose. They sometimes even puelisiomething else. But in their hearts, their only
desire is to make money.

Whenever | find this, | also find a great deal efative synergy in the culture, generating suahghi
as interdepartmental rivalries, defensive and ptivie communication, politicking, and masterminding
We can't effectively thrive without making moneythkhat's not sufficient reason for organizational
existence. We can't live without eating, but we'tlibre to eat.

At the other end of the spectrum, I've seen orgdiozs that focused almost exclusively on the
social/emotional dimension. They are, in a senemeskind of social experiment and they have no
economic criteria to their value system. They hawemeasure or gauge of their effectiveness, aral as
result, they lose all kinds of efficiencies andmually their viability in the marketplace.

I have found many organizations that develop asynaanthree of the dimensions -- they may have
good service criteria, good economic criteria, godd human-relations criteria, but they are nollyea
committed to identifying, developing, utilizing, &rrecognizing the talent of people. And if these
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psychological forces are missing, the style willdbbenevolent autocracy and the resulting cultutie w
reflect different forms of collective resistancejvarsarialism, excessive turnover, and other deep,
chronic, cultural problems.

Organizational as well as individual effectivengsguires development and renewal of all four
dimensions in a wise and balanced way. Any dimenthat is neglected will create negative forcedfiel
resistance that pushes against effectiveness aowthgr Organizations and individuals that give
recognition to each of these four dimensions iir tiéssion statement provide a powerful framewark f
balanced renewal.

This process of continuous improvement is the refknof the Total Quality movement and a key to
Japan's economic ascendancy.

CHECK YOUR PROGRESS

Describe the importance of balance in renewal.

10.09 SYNERGY IN RENEWAL

Balanced renewal is optimally synergetic. The thiggu do to sharpen the saw in any one dimension
have positive impact in other dimensions becausg #re so highly interrelated. Your physical health
affects your mental health; your spiritual strenagtfects your social/emotional strength. As you riove
in one dimension, you increase your ability in ottienensions as well.

The Seven Habits of Highly Effective People creaptimum synergy among these dimensions.
Renewal in any dimension increases your abilitive at least one of the Seven Habits. And althailxgh
habits are sequential, improvement in one habieigetically increases your ability to live the rest

The more proactive you are (Habit 1), the moreatiffely you can exercise personal leadership
(Habit 2) and management (Habit 3) in your lifeeThore effectively you manage your life (HabittBe
more Quadrant Il renewing activities you can dol{iti@). The more you seek first to understand (Habi
5), the more effectively you can go for synergetio-win solutions (Habits 4 and 6). The more you
improve in any of the habits that lead to indepeedgHabits 1, 2, and 3), the more effective yolli lvé
in interdependent situations (Habits 4, 5, and\éd renewal (Habit 7) is the process of renewirdhs
habits.

As you renew your physical dimension, you reinfoyoar personal vision (Habit 1), the paradigm of
your own self-awareness and free will, of proatfivof knowing that you are free to act insteadeing
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acted upon, to choose your own response to anulsmThis is probably the greatest benefit of ptals
exercise. Each Daily Private Victory makes a depnsiour personal intrinsic security account.

As you renew your spiritual dimension, you reinforgour personal leadership (Habit 2). You
increase your ability to live out of your imagir@ti and conscience instead of only your memory, to
deeply understand your innermost paradigms andesalip create within yourself a center of correct
principles, to define your own unique mission filito rescript yourself to live your life in harmpwith
correct principles and to draw upon your personatees of strength. The rich private life you ceeiat
spiritual renewal makes tremendous deposits in petsonal security account.

As you renew your mental dimension, you reinforoairypersonal management (Habit 3). As you
plan, you force your mind to recognize high-lever&uadrant Il activities, priority goals, and atties
to maximize the use of your time and energy, and g@anize and execute your activities around your
priorities. As you become involved in continuinguedtion, you increase your knowledge base and you
increase your options. Your economic security doaislie in your job; it lies in your own power to
produce -- to think, to learn, to create, to ad@pat's true financial independence. It's not hgwviralth;
it's having the power to produce wealth. It's mgic.

The Daily Private Victory -- a minimum of one haaiday in renewal of the physical, spiritual, and
mental dimensions -- is the key to the developneérthe Seven Habits and it's completely within your
Circle of Influence. It is the Quadrant Il focusmé necessary to integrate these habits into y@yrtb
become principle-centered.

It's also the foundation for the Daily Public Vigyolt's the source of intrinsic security you nded
sharpen the saw in the social/emotional dimendiogives you the personal strength to focus on your
Circle of Influence in interdependent situationga-look at others through the Abundance Mentality
paradigm, to genuinely value their differences andbe happy for their success. It gives you the
foundation to work for genuine understanding andsfmergetic win-win solutions, to practice Hal{s
5, and 6 in an interdependent reality.

CHECK YOUR PROGRESS

Explain the concept of synergy in renewal.

10.10 THE UPWARD SPIRAL
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Renewal is the principle -- and the process -- #rapowers us to move on an upward spiral of
growth and change, of continuous improvement.

To make meaningful and consistent progress alaatgstbiral, we need to consider one other aspect of
renewal as it applies to the unique human endownttesit directs this upward movement -- our
conscience. In the words of Madame de Sta'l, "Toieevof conscience is so delicate that it is easy t
stifle it: but it is also so clear that it is imsiigle to mistake it."

Conscience is the endowment that senses our corgge disparity with correct principles and lifts
us toward them -- when it's in shape

Just as the education of nerve and sinew is \at#heé excellent athlete and education of the msnd i
vital to the scholar, education of the conscierseital to the truly proactive, highly effective rgen.
Training and educating the conscience, howevenjires) even greater concentration, more balanced
discipline, more consistently honest living. It u@gs regular feasting on inspiring literature nitiing
noble thoughts and, above all, living in harmonyhwiis still small voice

Just as junk food and lack of exercise can ruimthlete's condition, those things that are obscene,
crude, or pornographic can breed an inner darkifiessiumbs our higher sensibilities and substittiies
social conscience of "Will | be found out?" for thatural or divine conscience of "What is right and
wrong?"

In the words of Dag Hammarskjold,

You cannot play with the animal in you without betng wholly animal, play with falsehood
without forfeiting your right to truth, play withrgelty without losing your sensitivity of mind. Heho
wants to keep his garden tidy doesn't reservetdglaveeds.

Once we are self-aware, we must choose purposegraraples to live by; otherwise the vacuum
will be filled, and we will lose our self-awarenemsd become like groveling animals who live prityari
for survival and propagation. People who existlat tevel aren't living; they are "being lived."&hare
reacting, unaware of the uniqgue endowments thaldienant and undeveloped within.

And there is no shortcut in developing them. Thev lcd the Harvest governs; we will always reap
what we sow -- no more, no less. The law of juscenmutable, and the closer we align ourselvehl wi
correct principles, the better our judgment willdimut how the world operates and the more accatate
paradigms -- our maps of the territory -- will be.

| believe that as we grow and develop on this upveairal, we must show diligence in the process of
renewal by educating and obeying our conscienceindreasingly educated conscience will propel us
along the path of personal freedom, security, wisdand power.
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Commit

THE UPWARD SPIRAL

Fig 10.01: The upward spiral
Moving along the upward spiral requires us to leaommit, and do on increasingly higher planes.
We deceive ourselves if we think that any one ebéhis sufficient. To keep progressing, we mushlea
commit, and do -- learn, commit, and do -- andrieaommit, and do again.

CHECK YOUR PROGRESS

Explain the concept of ‘Upward Spiral’ for renewdath examples.

10.11 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaation conditions.
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Describe various ways in which the physical dimensif our personality can be rejuvenated.

Explain the ways in which the spiritual dimensi@me improvised.

Discuss various methods to rejuvenate the mentamiion.

Describe the fundamental difference in renewalnod&onal dimension and the renewal of the

physical, mental and spiritual dimensions.

5. Explain, with the help of an example, how our inmgbout the other people, scripts our
relationship with them and affect their personatigwelopment.

6. Describe the importance of balance in renewal.

7. Explain the concept of synergy in renewal.

8. Explain the concept of ‘Upward Spiral’ for renewdth examples.

PonNhPE

9. Explain the concept about the benefit of physigareise coming at the very end, when we at at
the verge of break-down. Also explain how it applie our ‘emotional muscles’ as well.

10. Explain the meaning of the four slips given to espe as an exercise to build and renew the
spiritual dimension.

10.12 REFERENCES

The Seven Habits of Highly Effective People, StapR Covey, 1989
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UNIT 11 INSIDE-OUT AGAIN

Course Name: GEN 203 : Value Education (8 habits)

11.00 BEFORE WE BEGIN

We have completed our study of the seven habitshatbok our life from dependent to interdependent
via independence. We will look back and reconsidderissues and concepts which we leaned in our unit
on Inside out. We will get a summary of what the®k is all about through the narration by Stephen
Covey as he concluded his best-selling book onhitsléor highly effective people. We will also |ear
about living in trans-generational plane. The autf’ Habits (Covey) had written a personal naté7o
Habit’ book which we will study at the end of thisit.

11.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Explain what is the essence of 7 Habits througretperience narrated by Covey

» Discuss what is meant by intergenerational living

* Narrate the personal note expressed by Covey ingwn words

» Explain the sentiments expressed in the expressied by Emerson, "That which we persist in
doing becomes easier -- not that the nature dofatsiehas changed, but our ability to do has
increased.”

» Explain the meaning of the thoughts of T.S. Ell@te must not cease from exploration. And the
end of all our exploring will be to arrive where Wegan and to know the place first time." In
your own words

11.02 A SUMMARY OF THE 7 HABIT

Stephen Covey in his book on seven habits shatésusia personal story which he feels contains the
essence of that book.

Some years ago, his family took a sabbatical |¢evepend time at Laie on the north shore of Oahu,
Hawaii) from the university where he taught so thecould write. We lived for a full year.

Shortly after getting settled, they developed @ntivand working routine which was not only very
productive but extremely pleasant.
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After an early morning run on the beach, they woséehd two of their children, barefoot and in
shorts, to school. Stephen went to an isolatedlimgiinext to the cane fields where he had an otbago
his writing. It was very quiet, very beautiful, yeserene -- no phone, no meetings, no pressing
engagements.

His office was on the outside edge of the collegel one day as he was wandering between stacks of
books in the back of the college library, he cagr®@ss a book that drew my interest. As he opendusit
eyes fell upon a single paragraph that powerfuifiuenced the rest of my life.

He read the paragraph over and over again. It dlsiwontained the simple idea that there is aagyap
a space between stimulus and response, and thiatyhe both our growth and happiness is how we use

that space.
The impact of that paragraph was phenomenal amndregly intense. The concept that you have

the freedom to choose the response was very libgrd&@ecause of the impact of this paradigm shift,
Stephen and his wife Sandra began a practice of d@emunication. They would talk on the their way
home from the school of their children on a bicyahel on a beach. They did it for one year arourtd tw
hours a day every day. They talked about peopéasidevents, the children, writing, their familjhame,
future plans, and so forth. As their communicatieepened, they began to talk more and more about
their internal worlds -- about their respective tiphing, scripting, feelings, and self-doubts. They
observed themselves and observe these feelinfslagddts, scripting in their inner selves. Theyditee
space between stimulus and response in new anmdstitey ways, causing them to think about how they

They gradually evolved two unspoken ground ruldse Tirst was "no probing.” As soon as one of
them unfolded the inner layers of vulnerabilitye tither one was not to question. Probing was sitgaly
invasive. It was also too controlling and too l@icThe other person could only empathize with the
discovered feelings of the first individual.

The second ground rule was that when it hurt toolmwhen it was painful, they would simply quit
for the day. Then they would either begin the rdag where they left off or wait until the personovh
was sharing felt ready to continue. They carriezuad the loose ends, knowing that they wanted & de
with them.

The most difficult, and eventually the most fruitfart of this kind of communication came when
Stephen’s vulnerability and Sandra's vulnerabiliyuched. Then, because of their subjective
involvement, they found that the space betweenudtimmand response was no longer there. A few bad
feelings surfaced. But their deep desire and tingilicit agreement was to prepare themselves tt sta
where they left off and deal with those feelingsilihey resolved them.

Stephen and Sandra had very different person&8igphen’s father was a very private individual --
very controlled and very careful. His mother wagl as very public, very open, very spontaneous.
Stephen had both sets of tendencies. When hengeltiire, he tended to become private, like higfath
Sandra was more like Stephen’s mother -- socitihesutic, and spontaneous. Many times Stephendelt h
openness was inappropriate, and she felt my comistveas a weakness, both socially and as an
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individual. This was because he would become sitiea to the feelings of others due to his private
constrained behavior. All of this and much more easat during those deep visits. He came to value
Sandra's insight and wisdom and the way she hdipadto be a more open, giving, sensitive, social

person.
Another of the issue was that Sandra had (whath®tecalls) obsession with appliances of brand

‘Frigidaire’ which irritated Stephen. She would gat for any other brand and insited on drivingyfift
miles to other towns just to buy the applianceseWédver a situation of purchasing of an applianoeeca
up, it would become a stimulus triggering hot res@ofrom Stephen causing all irrational thinking &
generated a whole range of negative feelings whiim He would get back to his non-functional pteva
behavior pattern. He would reason to himself thatdnly way to deal with the situation was not ¢ald
with it at all otherwise he would lose control asay things he didn’t wish to.

During the sabbatical leave they had had lot of mmgdul interaction. Susequent to these
interactions, again an occasion to purchse an apmi came up and she wanted to buy a Frigidaire
product again. All their prior communication hacepared them. The ground rules had been deeply
established -- not to probe and to leave it albitegbt to be too painful for either or both.

They discussed the issue with deep conviction amdlvement. Sandra and Stephen were amazed at
what they had learned through the interaction.ds wuly synergistic. It was as if Sandra wererigmy,
almost for the first time herself, the reason fer ko-called hang-up. She started to talk aboutdtker,
about how he had worked as a high school hist@ghter and coach for years, and how, to help make
ends meet, he had gone into the appliance busiDessg an economic downturn, he had experienced
serious financial difficulties, and the only thitlzat enabled him to stay in business during tma tivas
the fact that Frigidaire would finance his invegtor

Sandra had an unusually deep and sweet relatiomsthipher father. When he returned home at the
end of a very tiring day, he would lie on the couahd Sandra would rub his feet and sing to himials
a beautiful time they enjoyed together almost dfilyyears. He would also open up and talk throligh
worries and concerns about the business, and medshdth Sandra his deep appreciation for Frigilair
financing his inventory so that he could make ibtlgh the difficult times.

This communication between father and daughtertakeh place in a spontaneous way during very
natural time, when the most powerful kind of sdrigttakes place. During those relaxed times guarels
down and all kinds of images and thoughts are etheep in the subconscious mind. Perhaps Sandra
had forgotten about all of this until the safetytludit year of communication when it could come aab
in very natural and spontaneous waySandra gained tremendous insight into herself awal the
emotional root of her feelings about Frigidaireeften also gained insight and a whole new level of
respect. He came to realize that Sandra wasnihgalibout appliances; she was talking about hbefat
and about loyalty -- about loyalty to his needs.
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Both of them became tearful on that day, not sohrecause of the insights, but because of the
increased sense of reverence they had for each dthvey discovered that even seemingly trivial gsin
often have roots in deep emotional experiences.

Thomas Wolfe was wrong. You can go home agairi your home is a treasured relationship, a
precious companionship.

CHECK YOUR PROGRESS

Explain what is the essence of 7 Habits throughrekperience narrated by Covey

11.03 INTERGENERATIONAL LIVING

As Sandra and Stephen discovered that wonderful ylea ability to use wisely the gap between
stimulus and response, to exercise the four urésp@®wments of our human nature, empowered us from
the Inside-Ouit.

They had tried the outside-in approach. They loadh other, and had attempted to work through
their differences by controlling attitudes and habes, by practicing useful techniques of human
interaction. But the band-aids and aspirin onlyddsso long. Until they worked and communicated on
the level of our essential paradigms, the chronieulying problems were still there.

When they began to work from the Inside-Out, thesrevable to build a relationship of trust and
openness and to resolve dysfunctional differences deep and lasting way that never could have come
by working from the outside in. The delicious faeuit a rich win-win relationship, a deep understagd
of each other, and a marvelous synergy -- grewobuhe roots they nurtured as they examined their
programs, rescripted themselves, and managedlitresrso that they could create time for the imaott
Quadrant Il activity of communicating deeply withioh other.

And there are other fruits. We were able to sea atuch deeper level that, just as powerfully as our
own lives had been affected by our parents, tleslof our children were being influenced and shdgyed
us, often in ways we didn't even begin to realizederstanding the power of scripting in our owrefiy
we felt a renewed desire to do everything we caaldnake certain that what we passed on to future
generations, by both precept and example, was lmsedrrect principles.

| have drawn particular attention in this book twdge scripts we have been given which we
proactively want to change. But as we examine orpting carefully, many of us will also begin tees
beautiful scripts, positive scripts that have bgassed down to us which we have blindly taken for
granted. Real self-awareness helps us to apprebiase scripts and to appreciate those who have gon
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before us and nurtured us in principle-based livingroring back to us not only what we are, butaivh
we can become.

There is transcendent power in a strong interg¢ioesd family. An effectively interdependent
family of children, parents, grandparents, auntgles, and cousins can be a powerful force in hglpi
people have a sense of who they are and where#mey from and what they stand for.

It's great for children to be able to identify treives with the "tribe," to feel that many people
know them and care about them, even though thepread all over the country. And that can be a
tremendous benefit as you nurture your family.demf your children is having difficulty and dodsn'
really relate with you at a particular time in kfe, maybe he can relate to your brother or sigtieo can
become a surrogate father or mother, a mentorher@for a period of time.

Grandparents who show a great interest in theimdyiaildren are among the most precious people on
this earth. What a marvelous positive social mithay can be! My mother is like that. Even nowhar
late 80s, she takes a deep personal interest iy eme of her descendants. She writes us loverdette
was reading one the other day on a plane with tgaeraming down my cheeks. | could call her upgbni
and | know she'd say, "Stephen, | want you to khow much | love you and how wonderful | think you
are." She's constantly reaffirming.

A strong intergenerational family is potentiallyeonf the most fruitful, rewarding, and satisfying
interdependent relationships. And many people feelimportance of that relationship. Look at the
fascination we all had with Roots some years agohif us has roots and the ability to trace thoets,
to identify our ancestors.

The highest and most powerful motivation in doimgttis not for ourselves only, but for our
posterity, for the posterity of all mankind. As samne once observed, "There are only two lasting
bequests we can give our children - one is robespther wings."

CHECK YOUR PROGRESS

Explain what is meant by intergeneration family.

11.04 BECOMING A TRANSITION PERSON

Among other things, | believe that giving "wingg' eur children and to others means empowering
them with the freedom to rise above negative sagphat had been passed down to us. | believeans
becoming what my friend and associate, Dr. Terryri@ig calls a "transition" person. Instead of
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transferring those scripts to the next generatican change them. And we can do it in a way\tilat
build relationships in the process

If your parents abused you as a child, that doésnmean that you have to abuse your own children.
Yet there's plenty of evidence to indicate that ydll tend to live out that script. But because Yyeu
proactive, you can rewrite the script. You can oot only not to abuse your children, but toredfi
them, to script them in positive ways.

You can write it in your personal mission statememd into your mind and heart. You can visualize
yourself living in harmony with that mission stakemt in your Daily Private Victory. You can take e
to love and forgive your own parents, and if theg still living, to build a positive relationshipitly them
by seeking to understand.

A tendency that's run through your family for gextems can stop with you. You're a transition
person -- a link between the past and the futumed your own change can affect many, many lives
downstream.

One powerful transition person of the twentiethtagn Anwar Sadat, left us as part of his legacy a
profound understanding of the nature of changeatSstdod between a past that had created a "huge wa
of suspicion, fear, hate and misunderstanding” éetwArabs and Israelis, and a future in which
increased conflict and isolation seemed inevitabféorts at negotiation had been met with objection
every scale -- even to formalities and procedueattg, to an insignificant comma or period in thgttof
proposed agreements.

While others attempted to resolve the tense sandiy hacking at the leaves, Sadat drew upon his
earlier centering experience in a lonely prisorl aal went to work on the root. And in doing so, he
changed the course of history for millions of peopl
He records in his autobiography: It was then thdrelv, almost unconsciously, on the inner strehgtd
developed in Cell 54 of Cairo Central Prison -trarggth, call it a talent or capacity, for chang®eund
that | faced a highly complex situation, and thebdildn't hope to change it until | had armed myséh
the necessary psychological and intellectual céypddy contemplation of life and human nature iatth
secluded place had taught me that he who cannogehtae very fabric of his thought will never béeab
to change reality, and will never, therefore, makg progress.

Change -- real change -- comes from the Inside-Dwloesn't come from hacking at the leaves of
attitude and behavior with quick-fix personalithiettechniques. It comes from striking at the rdbe
fabric of our thought, the fundamental, essentagdigms, which give definition to our characted an
create the lens through which we see the worlthénvords of Amiel:

Moral truth can be conceived in thought. One carelaelings about it. One can will to live it. But
moral truth may have been penetrated and possessdidthese ways, and escape us still. Deeper even
than consciousness there is our being itself --vauy substance, our nature. Only those truths lwhic
have entered into this last region, which have becourselves, become spontaneous and involuntary as
well as voluntary, unconscious as well as consciates really our life -- that is to say, somethingre
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than property. So long as we are able to distifigarsy space whatever between Truth and us we remain
outside it. The thought, the feeling, the desirether consciousness of life may not be quite life. T
become divine is then the aim of life. Then onlp taith be said to be ours beyond the possibifitpss.

It is no longer outside us, nor in a sense evarsjribut we are it, and it is we.

Achieving unity -- oneness -- with ourselves, wibr loved ones, with our friends and working
associates, is the highest and best and mostaleifiuit of the Seven Habits. Most of us haveethshis
fruit of true unity from time to time in the pasis we have also tasted the bitter, lonely frudietinity --
and we know how precious and fragile unity is.

Obviously building character of total integrity alidng the life of love and service that createsls
unity isn't easy. It isn't quick fix. But it's palste. It begins with the desire to center our liescorrect
principles, to break out of the paradigms createdther centers and the comfort zones of unworthy
habits.

Sometimes we make mistakes, we feel awkward. Bweifstart with the Daily Private Victory and
work from the Inside-Out, the results will surelgnee. As we plant the seed and patiently weed and
nourish it, we begin to feel the excitement of rgawth and eventually taste the incomparably dmlg
fruits of a congruent, effective life.

Again, | quote Emerson: "That which we persist @ind becomes easier -- not that the nature of the
task has changed, but our ability to do has ineckas

By centering our lives on correct principles anéating a balanced focus between doing and
increasing our ability to do, we become empowerethé task of creating effective, useful, and pkdce
lives...for ourselves, and for our posterity.

CHECK YOUR PROGRESS

Explain the sentiments expressed in the expressied by Emerson, "That which we persist in
doing becomes easier -- not that the nature dfatsiehas changed, but our ability to do has
increased.”

11.05 A PERSONAL NOTE BY COVEY

Stephen Covey says in his 7 Habits for highly sssftg people while concluding it:

“As | conclude this book, | would like to share imyn personal conviction concerning what | believe
to be the source of correct principles. | beligvat tcorrect principles are natural laws, and thad,Ghe
Creator and Father of us all, is the source of ttemd also the source of our conscience. | belieatto
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the degree people live by this inspired conscietinesy;, will grow to fulfill their natures; to the deee that
they do not, they will not rise above the animalng.

“I believe that there are parts to human natur¢ t@not be reached by either legislation or
education, but require the power of God to deahwlitbelieve that as human beings, we cannot perfec
ourselves. To the degree to which we align ourselvigh correct principles, divine endowments w#l b
released within our nature in enabling us to fulfie measure of our creation. In the words ofiaeill de
Chardin, "We are not human beings having a splréyperience. We are spiritual beings having a huma
experience."

“I personally struggle with much of what | have s#in this book. But the struggle is worthwhile
and fulfilling. It gives meaning to my life and dles me to love, to serve, and to try again.

“ Again, T. S. Eliot expresses so beautifully myropersonal discovery and conviction: "We must not

cease from exploration. And the end of all our exipty will be to arrive where we began and to know
the place first time."

CHECK YOUR PROGRESS

Explain the meaning of the thoughts of T.S. El@te must not cease from exploration. And the
end of all our exploring will be to arrive where Wwegan and to know the place first time." In
your own words

11.06 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undenigation conditions.

Explain what is the essence of 7 Habits throughrekperience narrated by Covey

Discuss what is meant by intergenerational living

Narrate the personal note expressed by Covey ingwn words

Explain the sentiments expressed in the expressed by Emerson, "That which we persist in
doing becomes easier -- not that the nature dfatsiehas changed, but our ability to do has
increased.”

5. Explain the meaning of the thoughts of T.S. Ell@fe must not cease from exploration. And the
end of all our exploring will be to arrive where Wwegan and to know the place first time." In
your own words

PonNE
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11.07 REFERENCES

The Seven Habits of Highly Effective People, StapR Covey, 1989
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UNIT 12 HABIT OF GREATNESS

Course Name: GEN 203 : Value Education (8 habits)

Find Your Voice and Help Others Find theirs.

12.00 BEFORE WE BEGIN

For individuals and organizations, effectivenissso longer merely an option — survival requires i
But to thrive, excel and lead in the Knowledge Warkge, we must move beyond effectiveness to
greatness, which includes fulfillment, passionateceation and significant contribution. Accessing a
higher level of human genius and motivation requaesea change in thinking: a new mind-set and skil
set — in short, an additional habit to those fezdun The 7 Habits of Highly Effective People. The
crucial challenge is to find our own voice and inspthers to find theirs. This is the 8th Habit.

The 8th Habit shows you how to tap the limitlesigacreation promise of the Knowledge Worker Age.
It shows you how to solve the major contradictioiegerent in organizational life — most of which are
carryover from the Industrial Age. This summarylwinsform the way you think about yourself, your
purpose in life, your organization and other peojplexplains how to move from effectiveness to
greatness.

12.01 UNIT OBJECTIVES

After studying this unit you will be able to

» Explain the importance of putting to practice tbaaepts, methods and principles learned.

» Explain the various mindsets which we inheritedrfrine industrial age and apply in the
knowledge worker era and have become in valid.

» Describe how pain and problems coupled with oraént leads to a creative solution which
revolutionizes the society

» Explain voice as a nexus between talent, needcmnee and passion.

» Explain the whole person paradigm.

» Discuss the concept of talent.

» Describe the four assumptions which are capabbhafging your life.

» Explain the two roads of greatness and of medigncrit

» Discuss the three birth gifts we posses.

» Explain how we express our voice through Disciplésion, Passion and Conscience.

» Explain how great people develop their physicalntak spiritual and emotional energies.

» Explain the importance of the various charectasstif a leader.

» Describe the various roles which leaders haveay.pl
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» Explain the four disciplines of execution.

» Describe the execution gap and its sources.

« Explain how we can summarize the essencd’diait.
» Explain how we can use our voice to serve others.

12.02 IMPORTANCE OF APPLICATION OF WHAT WE
LEARN TO PRACTICE

It is said that: “To know and not to do, is reailyt to know, To learn and not to do is not to leafio
understand something and not apply it is reallytoeinderstand it.” It is only in the doing, thephpng
that knowledge and understanding are internalifede learn something as a principle and when we
believe that it is a correct, true and valid pribej we apply it in our day to day life. If we firddifficult
to apply it we find where things are wrong. We rhaye not understood the principle correctly or not
applied it properly. We do not challenge the priteito be at fault and get around it. Supposeradar
has leaned the principle of growth and has evadaite soil and found that the farm is good for feugn
tomato. He will apply the principles of horticuleuto do the farming. If there are problems liketpesad
weather, etc which lead to bad yield, he does laahé the principles of horticulture which he had
learned. On the contrary if he learned the primsf horticultures and passes examinations b doie
practice them in his farming, his understandinghefhorticulture will not improve beyond the book
knowledge and we can as well say that he doesnt#ratand the principles.

Similarly a school teacher is taught to teach gitelthe students by motivating them, to have pate

with them and use punishment only as the last teSappose a teacher learns her books and couedes w
and gets good marks in the examination. But iffekés that these courses and examinations andritente
in the courses are only for getting degrees anthggbb, she does not believe in the principleglvshe
leaned as a student of teacher education. We cguwedl say that she has not understood the content
and principles of education of motivating the stutdego undertake learning activities.

We have to put to practice what all we learn. Taely we can truly say that we have learned.

CHECK YOUR PROGRESS

Explain the importance of putting to practice taaepts, methods and principles learned.

12.03 THE PAIN, THE PROBLEM AND THE SOLUTION
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More than 25 years ago, Muhammad Yunus was teadtmgomics at a university in Bangladesh when
he met a woman making bamboo stools for two U.8njes a day.

She explained that because she didn’t have the yrtortauy the bamboo to make the stools, she had to
borrow from a trader who imposed the condition dieg had to sell the product to him alone, at@epri
that he decided.

Yunus made a list of 42 similar workers arounduiilage who could use very small loans to improve
their lives. The total needed by all those peops $27. After loaning them the money, he was padk b
every penny.

Grameen Bank

After making many more loans and proving that pmewple would pay back every cent, Yunus struggled
unsuccessfully to find a local bank that would lenahll amounts of money to the poor people in nearb
villages. He then spent two years setting up a &rmdependent bank to do just that. On Oct. 8319
Grameen Bank was created.

Grameen Bank now works in more than 46,000 villagédangladesh, has 1,267 branches and more than
12,000 staff members, and has lent more than $#4idnbin loans of $12 to $15. A housing loan 3.

At the heart of this empowerment are individual®owhose to become selfreliant, independent
entrepreneurs producing goods out of their own ooneeighborhoods to become economically viable
and successful. They found their voices.

The Pain

Most people in organizations today are neitheilfedf nor excited. They're frustrated and uninvalia
their organization’s goals. That's why our highgsere, 24/7 era requires more than effectivenbes‘{t
Habits”). To achieve greatness, we need an “8thtHa&bnd your voice and inspire others to find itlse

The Problem

Our basic management practices come from the Irnduage. These include:

» The belief that you must control people;

» Our view of accounting (People are an expense; meslare assets.);

* The carrot-and-stick motivational philosophy; and

» Centralized budgeting, which creates hierarchiesbameaucracies to drive “getting the
numbers” — a reactive process that produces “kidszultures bent on “spending so we won't
lose it next year.”
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As people consent to be controlled like thingsirthassivity only fuels leaders’ urge to direct and
manage. There’s a simple connection between theatlomy, Industrial Age, “thing” paradigm that
dominates today’s workplace and the inability ofwgers and organizations to

inspire people’s best contributions in the Knowlkedyorker AgePeople choose how much of
themselves to give to their work, depending on thew're treatedTheir choices may range from
rebelling or quitting (if they're treated as thing® creative excitement (if they’re treated aleh

people).

The Solution

Most great organizations start with one person filsbchanged him- or herself, then inspired others
Such people realize that they can’t wait for theiss or organization to change. They become amdsla
of excellence in a sea of mediocrity. They leawgirttrue nature and gifts, then use them to enwigibat
they want to accomplisfihey find and use their voice.

Greatness involves transcending the negative alltsoftware” of ego, scarcity, comparison and
competitiveness, and choosing to become the ceefiiree in your life.

All of us can choose greatness — we can cultivatagnificent spirit in facing a serious diseasekena
difference in the life of a child, be a catalystide an organization, or initiate or contributeatoause.

CHECK YOUR PROGRESS

» Explain the various mindsets which we inheritedrfrine industrial age and apply in th
knowledge worker era and have become in valid.

» Describe how pain and problems coupled with oradent leads to a creative solution
which revolutionizes the society

¢

12.04 WHAT IS THE EIGHTH HABIT?

Stephen Covey wrote a series of books on the 7tidahiiples. He later realize that there is a #igh
habit which got missed. This habit comes as a ludlgteatness. We have seen that we start ourggurn
as a dependent persons as infants and childremeAgow, we become independent. To be effective
dependent, to achieve our personal victory we lead hat three habits of being proactive, puttirgg f
things first and beginning with the end in ming anportant. After we learn these habits we putthe
practice. Mastering these habits make us aciewspal victory. This takes us one step higher tarbeg
our search for the public victory, from being indagent to being interdependent. In this conneatien

Gen 203: Value Education (8 Habit) Page 199



learned about the habits of seeking first to urtdadsthen to be understood, thinking win-win areat tf
synergizing. The seventh habit encompasses adirtwes of our lives and is the habit of rejuvenation

Practicing the seven habits makes us highly effegiersons who have balanced his four dimensions
(physical, mental, emotional and spiritual) andvhgous roles like husband, employee, businessmen,
social activist, etc. We have leaned the princiflerust, sustenance through the P/PC balance.

These habits may be clubbed with the eighth hdBfiading Your Voice and Helping others find
theirs” to make persons achieve another fronttemfeffectiveness to greatness.

Let us now learn what is meant by Voice.

What is Voice?

TALENT
What can you be

the best?

PASSION

What are you NEED
deeply

assionate What drives
X you?
abolut?

CONSCIENCE
What does it tell you?

Fig 12.01: The Voice is at the nexus of talentdneenscience and passion.
We all have voices which we use to communicatesfastormation as well as our feelings, emotions,
concerns.

The deeper meaning of the word voice is thatat ihe intersection of our talent, needs, conseiemad
passion. Here talent is the latent potential wiyishh may have. This is what you are best at. You may
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have potential as an artist, a scientist, a teaeghewmmunicator, or similar other areas. Need is
something which drives you. The conscience isttheri compass which tells the right from wrong fsr u
it is our sense of direction. Passion refers taatieas which you feel very deeply committed to tued
combinations of all the four gives us the voice.

For example, a writer is good at writing (taletig, feels the need of the society to writer abomieso
inspriring stories which will make the sufferingtbe poor and need bearable (need) , his conscieltse
him that it is the need of the hour that he shewite such inspirational literature (conscious)wrées
passionately forgetting his own problems (passi®hg result is a great literature which shows bkiartz
felt desire, his knowledge and technique and teealiure so produced is valuable to the socielgrge.
This writer has found his voice in the literaturbieh is relevant to the needs of the society.

Thus, with the right balance of talent, need, caam® and passion, we can achieve greatness.

CHECK YOUR PROGRESS

Explain voice as a nexus between talent, need c@nte and passion.

12.05 ABOUT TALENT

Talent is something which you are good at. Sometithe hidden abilities are also referred to antale
Talent is the natural predispositions that makesauscularly effective. When this recurrent pattef
thinking, feeling and behavior is applied to thghtirole, superior performance is generated. We hav
some innate (by birth) gifts. Some person may lelfamwing effortlessly. We say that he has a tatent
art. The talent needs to be further developed émnleg and practice.

You can learn anything and everything if you trychanough. There is a debate called nature-nurture
debate. This means that some people think andvedlimt some traits like creativity, administratietc
are something you are born with and cannot be tefdg taught or leaned. “Great artists are bona,
made”. On the other hand some other thinkers telieat you can develop any skills if you try hard
enough.

We cannot say for sure that such propositions egoréven conclusively. In any case, the belief yioat
can develop skills by learning and practice isempowering proposition’. That means it empowers you
it adds strength in you. You would feel that whatiyare passionate about can be achieved through
tireless work. Suppose you wish to be novelistymdare not seen to be very good. Your effortsato n
show the expected quality. You will, if you beliemehard work and learning, keep trying various
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methods and techniques and get inspiration froraretand ultimately you would be successful. Your
paradigm of continuous improvement and learningrhade the difference.

On the other hand if you belive that certain sHike artistic skills can not be taught, you hagée
borne with it, this will take out courge and stréngut of you. If you wish to be an artist and yefforts
do not show the quality as expected from you, yould think that | am not borne with the gift ofiatic
talent. Hence there is no point in trying. No maktew hard | work, my work will never have the
expected quality. The paradigm of ‘born with gdts-empowers you.

Great organizations know the difference betweemkedge, skill and talent. Talent, channeled through
the right job, is the one constant required foresigp performance. Intelligence is not a reliabldicator
or superior performance, talent consistently ishSarganizations believe that high achievers ardema
and not born. With enough information, knowledgd &aining they will be productive.

The whole person paradigm.

Fig 12.02: The whole person paradigm seeks to qmrson with his physical, mental, emotional and
spiritual dimensions.
We all are living being. That means we have a Hptlysical aspect of our personality), which needs

food, air, water, protection from illness and weatletc. We need to keep fit by regular physicakeise,
sleep, and proper diet. In addition to this physaspect of our personalilty, we have a mental esaur
brain need to do thinking, calculation, plannirggading and other similar activities for its welifmp The
third aspect is emotional aspect (heart). We saé#ation, love, support, courage and other sutigth
for our emotional dimension. And finally there isgritual dimension. By spirit, we mean the faguif
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our being which tells us what is right thing to ttds our sense of justice. It is something whiels our
body what to do, it tells our mind what to thinkdat tells our heart how to feel. It may tell ifs@s an
internal dialog),“Come on, | have had enough ofwloek today. Let me play”. It makes you clear your
desk of the work you were doing and your body, nand heart gets prepared for a game of badminton.

We see a person not as a body but also as a thjrddamoting person who has his sets of beliefs and
principles and has a sense of justice (spirit)saradigm is called whole person paradigm. When we
talk about the well being of an employee in ouramigation, we are talking about their physicalfficil,
mental, emotional and spiritual growth.

In accordance with the whole person paradigm, \eelsa&t a person has four needs or goals for each of
the four dimensions: to live (body), to love (hgai learn (mind) and to leave a legacy (spirit).

To live you need food, protection, exercise, slaeg finances. To fulfill your emotional needs yaed
love, status, honor and assertion. To feed youngrgiou need to have challenges, metal exercises,
learning experiences. To have your spirit grow gead to read the inspiring literature, constarglyreh
for the meaning of life though your life experiea@nd take such actions which will have your
contribution stand out even after your life.

If you wish to enhance the quality of your life ymay take following simple assumptions which may
change your life for good.

For your physical life styles, assume that you Haae a heart attack and now you have to live
accordingly. That means you can not take your odgranted. You have to give up bad habits which
destroy your body. Your body is temple where yaeairhy mind and spirit resides. Keep it clean. You
would not like the incidence of hear attack to acélence you need balanced diet, moderate exercises
and quality sleep and relaxation.

For you mind, assume that you have two years todspeyou profession. Accordingly you have to
achieve your learning needs and fulfill your obijees.

For your heart you have to assume that everythingsay about other persons, they can learn though
magic (telepathy). Hence if you wish to speak alzopierson who is absent, you would speak about thei
good things. You can speak about the bad thingstabhe absent persons only if you can dare to speak
those things in their presence also. Most likely ymuld speak good things about those who can not
defend themselves (being absent).

For your spiritual well being, you can assume ttwat have seen the almighty or have understood the
‘meaning of your life’ and live accordingly. If yduave met God, there would be nothing left to beedo

If you have solved the mystery of your life, thare no questions remaining to be answered. Henae yo
life would be that of a satisfied person, free fegl, guilt and negativity.
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CHECK YOUR PROGRESS

» Explain the whole person paradigm.
» Discuss the concept of talent.
» Describe the four assumptions which are capabbhafiging your life.

12.06 TWO ROADS IN LIFE: ROAD TO GREATNESS AND
THAT OF MEDIOCRITY.

At may juncture in life you would find yourself atcross road. You have two choices. One of these is
leading a convenient path which most persons chasel travelled by many”. This path is that of
mediocrity (medium achievers). This path tendoselyour voice and keeping others from findingrthei
voice. When you compromise for financial gain anddmething which is not in the best interest fiar t
society, the needy and poor, you have chosen #tis i does not satisfy your conscience or passion
may bring an unbalancing act in your whole persgnafou do it because you think this is how most
people work.

The second path is that of greatness. This is sohaenient path which most persons chose, ibedr
travelled by few”. This path tends to find your e@iand helping others from finding their voice. Whe
you do not compromise for financial gain and do sthrimg which is in the best interest for the sqggiet
the needy and poor, you have chosen this pathti#fies your conscience or passion. It brings a
balancing act in your whole personality. You dbeatause you think this is what needs to be dotieein
interest of the larger society.

CHECK YOUR PROGRESS

Explain the two roads of greatness and of medincrit

12.07 FINDING YOUR VOICE

There are two parts in finding your voice parttod ighth habit. One of these is to ‘discover’ yaoice.
And the other is to express it.
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Discovering our voice means that voice is therevimihave to remove the curtain and uncover soxbat
can see it and recognize it. We ‘dis-cover’ ourceddy recognsiing and getting familiarsed with luth
gifts and feeling the potentials locked in thes&apped sources.

The birth gifts are
Freedom and power to choose.
Principles (Natural Laws)
* Universal

* Timeless

* Self-Evident

The 4 Intelligences

«PQ

¢ 1Q

«EQ

«SQ

We have seen in the discussions on the habit afcprity that we have freedom and capacity to ckoos
our response to a stimulus. We are many a timesag about this fact and act by impulses and end u
making decisions which does not serve our missiothie life. As we learned, there is a space beatwee
stimulus and response and within that space liegpportunities and our growth. We can take difficu
decisions which can shape our detiny.

Second factor which we should be well aware ofiésexistence of principles which are timeless; self
evident and universal. We should be connecteddsetiprinciples and have strong belief in them.These
principles include Fairness, Kindness, Respeatggrity, Honesty, Service, Contribution.

Just as we have four dimensions of our personalityhave four corresponding measures of their tyuali
We can call them PQ, EQ, IQ and SQ correspondimmgitghysical, emotional, intelligence and spiritua
quality of life. These four factors are also outtbgifts which can be enhanced through continuous
process of sharpening the saw.

The second part of the ‘finding your voice’ techugqgs to ‘Express Your Voice'. You can expressryou
voice through various actions which show your pi&; Vision, Passion and Conscience for the
physical, mental, emotional, and the spiritiaiehsion of the whole person paradigm. When you are
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disciplined you are punctual, your conduct is dtrcexd, to-the-point and makes full use of the tiroa
spend on the activities. It comes from your phylsicality and builds your physical and financialllwe
being. Your interaction with people conveys yougiomn about the things which are there in your eifl
influence and circle of concern. Your vision exgessyour far-sightedness, your concern about ttialso
phenomena, your values and how you propose to\aekmur goals and mission. This shows the mental
depth of application. Your emotional fiber is exgged by how passionately you pursue your goals, do
your work, convince people, put your argumentse ablsacrifice your conveniences for the greatedgo
of society or family.

CHECK YOUR PROGRESS

» Discuss the three birth gifts we posses.
» Explain how we express our voice through Disciplésion, Passion and Conscience.

12.08 EXPRESS YOUR VOICE

Great achievers develop their mental energy intawns Vision is applied imagination. Everything is
created first as a mental creation, then as a ghiygality. Vision also means affirming otherslidngng
in them and helping them realize their potential.

Great achievers develop their physical energy idtscipline.They don't deny reality. They accept the
sacrifice entailed in doing whatever it takes talize their vision. Only the disciplined are traihge.

Only a person who has disciplined him- or hersmifdecades to play the piano is free to create
magnificent art.

Great achievers develop their emotional energy ipassion— desire, conviction and drive. Passion
appears as optimism, excitement, emotional cormeetnd determination, and is deeply rooted in the
power of choice. Passionate people believe iniagé#teir own future.

Great achievers develop their spiritual energy irdgonscience— their inward moral sense of what's
right and wrong, and their drive toward meaning emwltribution. Moral authority makes formal
authority work toward positive ends. Hitler hadiets discipline and passion, but was driven by @ ma
ego. Lack of conscience was his downfall.

Conscience — the small voice within us — is qured peaceful. It deeply reveres people and sees thei
potential for self-control. It empowers, understtite value of all people, and affirms their poaed
freedom to choose. It values feedback and trisg¢athe truth in it.
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But our ego is a tyrant. It micromanages, disempswaad excels in control. It is threatened by riggat
feedback. It punishes the messenger, interpretiatdlin terms of self-preservation, censors in&diom
and denies reality.

We must control our ego and let our conscienceggaid moment-to-moment behavior. As we develop
the four intelligences — physical, mental, emotiarad spiritual — in their highest manifestationg,
find our voice.

CHECK YOUR PROGRESS

Explain how great people develop their physicalntak spiritual and emotional energies.

12.09...HELP OTHERS TO FIND THEIR VOICE

It takes leadership to inspire others to find tlveice. We have seen that leadership is doingigie r
things. It is to recognize what things need to beed Management is to things right. Needless tp say
leadership and management are intertwined in swgdyahat unless both are achieved the final result
would not be achieved. If you are good managertaadeader, you will end up doing wrong things in
systematic, effective and efficient manner. If yoa bad manager and good leader, you may do ltcim s
unplanned manner that the whole purpose of dogig things may get defeated.

We have to translate the vision into reality byrdpiight things. This is leadership.

Courageous [J
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Fig 12.04: Importance of various charecteristicsadeader
According to one survey the leaders should posse#sus skills or characteristics. The importante o

these characteristics is shown in Fig 5.04. Youssmnthat the most important feature is the intggfia
leader. His skill of communication, his focus oropke, etc are also important but they are secondfary
the leader shows integrity, he transmits his unwagdaith in the values and vision. This is refetin
the behavior of his followers. He can lead by exi@agetting. His followers will have unconditional
support to him

A leader has to play four roles.
Modeling

Path finding

Aligning

Empowering

A leader has to set example to his followers. Haikhbecome a role model, which his followers try t
imitate. This is called modeling. When in doubg fbllowers visualize in the eye of their mind htheir
role model or leader would behave in the giverasitun. Many leaders exist in the literature. They
become the role model for their followers evenrafteir death. Jesus Christ, Budha, Ram or Krisitea
such leaders. Their stories inspire millions ofrtf@lowers and they take them as their role maated
try to live their lives according to the standasds by the leaders. A leader inspires trust without
expecting any reciprocity. This enhances his peismoral authority.

A leader helps his followers to find their pathsthe beginning, he may guide them in person. &t la
stages, he may leave a plan of action to be follbiwecases of difficulties and doubts. The scripsuaind
books written by the leaders or their disciplesex@mples of how path findings can be achieved by
following advises of the leaders. Their biographgeaching and arguments inspire their disciphes a
followers to take appropriate path in times ofitestThe leaders explain the principles through
examples, incidences and arguments. Their teach&gbe in the form of dialog where the disciplds as
doubts on their teaching and the doubts are a@drifiy the masters. In this manner he creates ‘order
without demanding it. This strengthens the visigmaoral authority of the leader.

A leader has a vision and his vision is sharedibydilowers. This is called aligning. Recall our
discussion on ‘all things are created twice’. Aahdtect plans a house on the drawing board. T tda
workers including structural engineers, civil erggn, contractor, electricians, plumbers, labors etc
follows the plan outlined by him. His vision is dad out by all these people. Unless they undetstaal
believe his design, they will not be able to cany the plan properly. Similarly a leader has to
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communicate his vision to his followers to sucHaaity that the design would be faithfully carriedt to
the satisfaction of the designer or leader. Intésiner he nourishes the vision he had plantedllimier
(like a farmer nourishes the seed he plants it He also empowers the followers without forma
proclamation, thus strengthening his institutiomakal authority. His values and principles become
institutionalized (rather than person dependentgnEn his absence the values and mission prontyted
the leader will survive because they have becofaestyle cherished by the followers.

Another role a leader has to undertake is thahabker. He should empower his followers so thay the
can undertake their respective roles in a confideffeective and efficient manner. It may require
communication, skilling, training and other leagniactivities. The result of these activities isttthe
follower becomes an effective executor and a futemder. Hence the human potential in the followers
multiply like cascades. Because each follower bexoleader to many other persons and it unleaskes th
human potential without external motivation. Headrultural revolution may take place and the leader
gets cultural moral authority.

The leadership challenge is to enable people teestreir individual innate worth and potential for
greatness, and contribute their talents and passitimeirvoice— to accomplish the organization’s
highest priorities in a principled way. Leaders tmasdel the four intelligences, so that the orgainan
won't neglect them.

If an organization neglects igpirit and consciencehe result is low trust; backbiting; in-fighting;
victimism; defensiveness; information hoarding; aefensive, protective communication.

If it neglects itamind, it has no shared vision or common value systéthete’s an ambiguous, chaotic
culture, people act with hidden agendas, play ipaligames and use different criteria in decision-
making.

When there’s widespread neglectdigcipling there’s no execution or systemic support forgherities
of the organization. Processes, culture and refelsce human judgment. Bureaucracy, hierarchies and
regulations replace trust and produce the codemgfigait until told” mentality.

Whenthe heartis neglected, there’s profound disempowerment. Taggeat deal of moonlighting, day-
dreaming, boredom, escapism, anger, fear, apathynaficious obedience results.

Where there’s no trust, “servant leaders” moddtiworthiness. Where there’s no common vision or
values, they try to create them. Where there’s ligizaent, they align goals, structures, systems and
processes. Where there’s disempowerment, they eergadividuals and teams at the project or job
level. This kind of leadership affirms people’s #oand unites them as a team.

To model conscience, set a good example. To erigggeh-finding, jointly determine the course. To
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achieve alignment and discipline, set up and masggems to stay on course. And to empower and
evoke passion, focus on results, not methods —tferdget out of people’s way and give help as
requested.

These modeling roles are sequential. We mustdirste to find our voice personally before attemgtio
build high trust relationships and practice creafivoblem solving.

CHECK YOUR PROGRESS

» Explain the importance of the various charectexsstif a leader.
» Describe the various roles which leaders haveay.pl

12.10 FOCUS AND EXECUTION

Focus is concentrating on ‘what matters most’ wedecution is to make it happen. Focus is carrigd o
by the roles of modeling and pathfinding. Execui®achieved by empowerment and aligning. Focus is
similar to leadership (doing the right things) @axecution is related to management (doing it right)

There are four disciplines of execution:
Focus on the wildly important

Create a compelling scoreboard

Translate lofty goals into specific goals
Hold each other accountable — all the time

1. Focus on the Wildly Important. People are naturally wired to focus on only onagdhit a time and
still do an excellent job. The more goals, the Iothe chance of achieving them all. Focus inteneala
few crucial goals.

2. Create a Compelling ScoreboardPeople play differently when they’re keeping scd¥thout
crystal-clear measures of success, they are naxemdat the goal truly is. The same goal may be
understood by different people in different waysul scoreboard should identify your key measures an
represent them visually. For each priority, provigieee elements: the current result, the targedtrend
the deadline for hitting the target.
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3. Translate Goals Into Specific ActionsAll the top people may know what the goals are that
doesn’t mean that the front line knows what to@oals will never be achieved until everyone knows
exactly what he or she is supposed to do about.them

Ultimately, the front line produces the bottom lifieanslate your organization’s goals into weekiyg a
daily tasks.

4. Hold Each Other Accountable, All the Time A self-empowering team focuses and refocuses in
frequent accountability sessions that move keygyfmmivard. There’s “triage reporting” that quickly
covers the vital few issues, leaving the less ingrones for later, followed by finding third altatives
for moving goals forward. Managers agree to doghitinat only they can do, and to enable workers to
achieve.

CHECK YOUR PROGRESS

Explain the four disciplines of execution.

12.11 EXECUTION GAP

Despite good leadership in terms of vision, theas ilme bad execution. This is because of a gap in
execution. Following are some of the reason why tiaippens

Lack of Clarity — not knowing clearly the goals gmibrities of the team or organization

Lack of Commitment — not buying into the goals

Lack of Translation — not knowing what they needadato help the team or organization achieve itdgo
Lack of Enabling mechanism — not having the prapercture, systems or freedom to do their jobs wel
Lack of Synergy — not getting along or work togeth

Lack of Accountability — not holding each other aggtable.

CHECK YOUR PROGRESS

Describe the execution gap and its sources.
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12.12SUMMARY OF 8™ HABIT

v The power of win-win thinking. When you're willing suspend your own interests long enough to
understand what the other person wants most, yoeataborate on a new, creative solution.

v How to increase your influence. Find out how takvwon these three dimensions of yourself: ethos
(your ethical nature, personal credibility, and thest that others have in your integrity and cotapee);
pathos (your empathy — knowing how others feellama they see things); and logos (the power and
persuasion of your own presentation and thinking).

v There is a connection between leadership stylesandess. The very top people in truly great
organizations are “Servant Leaders.” They are thstmumble, the most reverent, the most open, the
most teachable, the most respectful and the masigcd hey model moral authority through service,
humility and contribution.

v The importance of the Balanced Scorecard. It i€emed not only with the traditional bottom line,
but also with the quality of the organization'satgnships with all its key stakeholders. These are
predictors of future results.

v How to create 8th Habit leadership. The 8th Hegaider has the mindset and the skill set to cotlgtan
look for the potential in people. This kind of leaship communicates to people their own worth so
clearly that they come to see it in themselves.

CHECK YOUR PROGRESS

Explain how we can summarize the essence” dfabit.

12.13USING OUR VOICES WISELY TO SERVE OTHERS

The 8th Habit enables us to expand and develofreetiom to choose. We grow personally when we
give ourselves to others, and our relationshippelee

We begin our search for wisdom by admitting hotlelitve know, and how much we need others.
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Wisdom also requires the courage to live by uncimangrinciples when they’re contrary to social nerm
Wisdom plus an “abundance mentality” produce tmel kaf empowering, noncontrolling leadership

that operates in terms of third alternatives.

Moral authority exponentially increases the effeetinessof formal authorityPeople are extremely
sensitive to a leader’s use of patience, kindrexapathy and gentle persuasion. Such characteristics
activate the consciences of others and create enadiidentification with the leader and the cause o
principles for which he or she stands.

Finding your voiceis a synergistic concept: It's greater than the sfithe parts. When you respect,

develop and integrate the four parts of your natywa realize your full potential and achieve lagti
fulfillment.

As you continually apply the 8th Habit and find yawn voice — and inspire others to find theirs —
you'll increase your own power and your freedontlodice to solve your greatest challenges and serve
human needs.

CHECK YOUR PROGRESS

Explain how we can use our voice to serve others.

12.14 END QUESTIONS

The following questions should help you preparetfierEnd Examinations. These questions are for 5
marks each and should take you 11 minutes undeniaation conditions.

1. Explain the importance of putting to practice tbaaepts, methods and principles learned.

2. Explain the various mindsets which we inheritedrfrine industrial age and apply in the
knowledge worker era and have become in valid.

3. Describe how pain and problems coupled with orad&nt leads to a creative solution which

revolutionizes the society

Explain voice as a nexus between talent, need c@nte and passion.

Explain the whole person paradigm.

Discuss the concept of talent.

Describe the four assumptions which are capabbhaifging your life.

No oA
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10.
11.
12.
13.
14.
15.
16.
17.

Explain the two roads of greatness and of medigncrit

Discuss the three birth gifts we posses.

Explain how we express our voice through Disciplesion, Passion and Conscience.
Explain how great people develop their physicalntak spiritual and emotional energies.
Explain the importance of the various charectesstif a leader.

Describe the various roles which leaders havedw. pl

Explain the four disciplines of execution.

Describe the execution gap and its sources.

Explain how we can summarize the essencé” ofait.

Explain how we can use our voice to serve others.
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