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Advance Preparation for 1:1 or Group Meeting
1. What outcome are you seeking?  Why?
2. How will you know you achieved it?
3. What structure for the conversation will be most effective?
a. Opening
b. Content: Balance of Discussion/Presentation
c. Close

4. What relating style will you use and why?

a. Ask vs. tell

b. Formal vs. informal

c. Expressive vs. analytical

5. Identify possible objections you may hear and how you could handle them effectively?    Misunderstanding, concern or disinterest?


6. How will you handle feedback you may receive (anticipating your real-time reaction to it)?

a. Verbal responses

b. Emotional responses

c. Body language

Misunderstanding: These types of objections can occur when the party who “objects” does not have all of the information (or the right information).  Many apparent concerns are misunderstandings.  This is the easiest type of objection to address because it usually only requires getting the needed information to the individual.  In other words: I may be focused on a “non-issue” but I don’t know it.


Concern: The party who “objects” expresses a legitimate, well-founded concern.  The individual does not believe that you can back up your statements, explanations, or claims.  In other words: I don’t like it or I’m skeptical.


Disinterest: The party who “objects” expresses that they are not really interested in the topics you wish to discuss.  Sometimes behaviors reflecting disinterest are based on concerns or misunderstandings.  It usually makes sense to try to find out.  In other words: I’m saying that I don’t really care.
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