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I am going to perform a magic trick.
I am going to make you all disappear.
All T have to do is talk to you.

Watch closely as I turn off the lights, turn on my multimedia graphics
presentation and begin reading from my notes.

Poof! You don’t exist any more. As far as I'm concerned you have left the
room. You could be anyone or no one.

I had a dream last night. It was sort of a cross between Star Trek and The
Twilight Zone. For some dream-logic reason people were disappearing. You
couldn’t see them but you could still see through them somehow. It was if
they were in a kind of parallel universe and you could see through them into
that universe (it was a dream, OK!).

I realized that these people were disappearing because they were not being
heard. They spoke and had conversations but they weren’t heard. The
more un-heard they were, the less of them showed up. It was a nightmare -
literally. I woke up scared and unhappy and I started thinking -- hard.

How many times do we speak to someone and never hear a word they say?
How many times do you talk to your spouse, your children and realize
nothing was actually exchanged? How many interactions do we all have
during which there is no actual contact?

My dream reminded me that when we fail to make contact - when we don't
hear, when we don’t see the other person, when we don’t respond to them,
we damn them to another universe. We create a black hole and down they
go. As far as we're concerned we push people out of existence.

Child development experts tell us that the most damaging thing we can do
to a child is to ignore them. An infant’s brain literally won’t develop without
physical and emotional interaction with another. They need to be reacted
too. As adults we need the same thing to be whole.

In every communication we have choices to make. Is there room for the other
person? Do we wait for our turn to speak or are we choosing to listen to the
other person?
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As a member of an audience we have learned not to expect the speaker to
listen to us. We expect the speaker to call all the shots and to speak from
his own point of view. When we attend a meeting in which someone really
speaks to us we remember it forever. Contact. It's powerful, it's fulfilling

and it's a choice any speaker can make.

You start by thinking about the result you want from your listener’s point of
view. When you put yourself in your listeners’ shoes before you plan your
talk you are making an effort to listen to the other person. Then when you
talk, turn on the lights and talk to people.

Don’t simply make eye contact, look at someone as if you are having a
conversation and stay with her until you finish a thought. Do they react? If
you can read what they give you back you’ve begun to make contact.

Finally, make room for the other person. At the end of a thought pause and
let your listeners think, digest and integrate. Silence makes your ideas
more important while at the same time making room for your listeners.

It doesn’t have to be a speech. Lord knows! Next time you talk to someone
listen intently and digest his ideas. Don't speak until you have given your
words some thought in relationship to what the other has said. Work to see
the other person well. When you work this hard you begin to connect a real
relationship becomes possible. It's hard work but the personal and business
dividends are immeasurable.

Now I am going to do another magic trick.

I'm going to make you reappear.

And all I'm going to do is talk to you.

The lights are on. The slides are off and I can see you one person at a
time.

You feel the connection and it feels good.
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Dan Sapp & Associates help leaders clarify and communicate vision in a way
that drives action, grows people and grows the bottom line. Combining the
courage to communicate vision together with the physical and intellectual
choices that create influence, Dan Sapp helps leaders make something
happen, every time they talk.

His clients have included senior executives from Mellon Capital, Hellman &
Friedman, The Fremont Group, Cap Gemini/Ernst & Young, VISA USA, Foote
Cone and Belding, the international VC firm 3i and it's portfolio companies
as well as numerous start-up technology companies. You can learn more
about Dan Sapp & Associates at www.dansappassociates.com, e-mail
dan@dansappassocitates.com or call 415-332-6646.

3030 Bridgeway, Suite 109, Sausalito CA 94965 Phone: 415-332-6646, Fax 415-381-8596
dan@dansappassociates.com, www.dansappassociates.com



