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Gift of  Time

Now is a gift of time

a chance to be in this moment

to 

participate   – listen      – &  reflect 



Just One Thing:

Focus your attention in the area of your heart

Imagine your breath is flowing in and out 

of your heart or chest area, 

breathing a little slower and deeper than usual 

Make a sincere attempt to experience a regenerative feeling 

such as appreciation or care 

for someone or something in your life*

*Quick Coherence® Technique https://www.heartmath.org/resources/heartmath-tools/

https://www.heartmath.org/resources/heartmath-tools/




CHECKING IN. . .



“It’s lonely at the top” 

How well does your preferred approach 

connect well with others?



What is the best part of getting to be YOU in your business? 

How have you experienced the BEST of humanity recently? 



Window of Connection
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Window of Connection –
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“I suppose it is tempting, 

if  the only tool you have is a hammer, 

to treat everything as if  it were a nail.”
Abraham Maslow



Before You Meet

Desire / Decide: 

1. Objective: What do you want as a result of this encounter?

Discipline / Show up:

2. Prepare: Ensure you have a variety of tools (not just your 
favorite) to support your objective. 

Determination / Follow-Through:

3. Connect: How can you open the encounter so that people feel 
seen and safe, before you ask for anything?

Mindful intention helps bridge the gap – virtually or in person



Two arenas: 

 Moods 

 Accountability

Did you know: 

The average person experiences 400 moods/emotion triggers per day

 What do we do with them? 

 How aware are we as they show up? 

 Do we manage them or do they manage us?

 What more can we do . . . ?

Most organizations spend one third of  their time in the lower level mood states

Our decisions are generally poor in our lower level mood states 

because our thinking tends to be flawed

14

Behavior, Moods, 
Work & You
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Internal ~ Moods

Up The Mood Elevator

By Larry Senn

How we Think and Feel
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What more 
can
I do 
to get

the desired 
results?

External ~ Accountability
How we Act – Our Behavior



Knowing how to work well with people 

Requires UNDERSTANDING people . . .
and what they want



Active Questions:
Focus on what YOU can do to make a positive difference for yourself, team and clients.

a shift in 

thinking 



Too Much College,
Too Little Kindergarten 

IQ: 137

EQ:   0

It May Be Time 
to 

Get Your Shift Together



Personality

EQIQ

Emotional Intelligence is an essential component of the “whole” person



Emotion:  an impulse to act



EI = A Collection Of Skills

o Being aware of what’s going on within us, in the moment

o Being aware of what might be going on within others, and 
responding with care and consideration

o Managing ourselves and our behavior in the moment

o Managing our relationships with others

Mindfulness



Building Blocks Of Behavior

Behavior

Thoughts Emotions

Behavior is ALWAYS a 
CHOICE



EI = Logic + Emotion
Pure logic has no heart

Pure emotion has no reasoning



The Platinum Rule: 

Treat others the way they want to be treated

The Platinum Rule® by Dr. Tony Alessandra,

http://www.platinumrule.com

Because

Not everyone is You 

and

Nobody is good at EVERYTHING

http://www.platinumrule.com/


What is EI?
A Working Definition

o Awareness of our own emotions and the emotions of others, 
and 

o Monitoring that awareness and using it to manage ourselves 
and our relationships with others

➢ Awareness

➢ Management

Behavior is ALWAYS a CHOICE



Emotion + Logic = EI
o Need both emotion AND logic

o EI can be learned

o It starts with awareness

o EI can be enhanced at any age

Personality

EQIQ



So What Does All This Mean?

Self Other 

Awareness

Management

Self  Awareness Other  / Social Awareness

Self  Management Relationship Management



EI Competencies

• Emotional awareness

• Accurate self-assessment

• Personal power

• Emotional/behavioral self  control

• Integrity

• Innovation & Creativity

• Initiative & Bias for Action

• Resilience

• Achievement drive

• Stress management

• Realistic optimism

• Intentionality

• Empathy

• Service orientation

• Organizational awareness

• Developing others

• Powerful influence

• Communication

• Conflict management

• Visionary leadership

• Catalyzing change

• Building bonds

• Teamwork & collaboration

• Building trust

Self Awareness Social Awareness

Self Management Relationship Management



Four Steps To EI

1. Notice/identify/label the emotion

2. Understand the source of the emotion

3. Ask: “How is this serving me?  How is this serving my relationship with 
others?” (Emotion prioritizes thought)

4. Manage my response

Self -Awareness

Self-Management

Social Awareness

Relationship 
Management

www.3DLivingCenter.com

http://www.3dlivingcenter.com/




Write down 

1 thing that you are doing well

&

1 thing that you want to do differently



HOW’S YOUR EQ? 

Low Emotional Intelligence

•Aggressive

•Demanding

•Confrontational

•Glib

•Poor Listener

• Impulsive

•Resistant to Change

•Un-Responsive

•Stubborn

•Critical

•Fussy

•Perfectionist

High Emotional Intelligence

•Assertive

•Driving

•Decisive

•Warm

•Sociable

•Persuasive

•Patient

•Stable

•Good Listener

•Detailed

•Systematic

•Organized

www.3DLivingCenter.com

http://www.3dlivingcenter.com/


Tools And Techniques
1. Identify

2. Adapt

3. Balance

o Signs of Different Styles

o Communication Tips and Helpful Resources

o Balancing Needs and Strengths – Appreciative Inquiry



Revisit Your Meeting
Approach

Desire / Decide: 

1. Objective: What do you want as a result of this encounter? 

Deliver multiple options to help support business 
and human connections in a virtual environment

Discipline / Show up:

2. Prepare: Ensure you have the tools (not just your favorite) to support your 
objective. 

In the presentation and the index following the session

Determination / Follow-Through:

3. Connect: How can you open the encounter so that people feel seen and safe, 
before you ask for anything? 

Demonstration: Showing your pen and noting on the chat box.
How to be seen and begin to invite safety



Window of Connection 
& Experience

What’s working: 

• Acknowledge and build-up energy reserves

What can we do differently/better: 

• Identify energy leaks  and adapt



HeartMath is offering FREE access to The HeartMath Experience
as a special gift to assist with balance and emotional poise during these challenging times.



Behavior

Thoughts Emotions

Behavior

OUR SHARED EXPERIENCE

Environment



Fast-Paced

Assertive / Dynamic / Bold

Moderate Paced 

Calm / Methodical / Careful
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Bottom-Line 
Results

In Control

Their Efforts 
get Recognized

Excited

Impact On 
People

Included

Facts & Data Certain

.

..

D.

i

S

D

I

.SC

D

SC

D

Know Feel
Want to. . .

Building Blocks

3%

11%

69%

17%

42

Behavior

Thoughts Emotions



Understand How Others 

Interpret Your Behavior



Appreciative Inquiry (AI) is  

away to engage groups of people 

in self-determined change. 

The focus is on what’s working, rather than what’s not working, 

and leads people to co-designing their future. 

What Is Appreciative Inquiry? 



What is the best part of getting to be YOU in your business? 

How have you experienced the BEST of humanity recently? 



Fixing a 

Problem
Leveraging the 

Positive



Just One Thing
What is one thing you will do differently 

based your discoveries today?

Decide

Show 
Up

Follow-
Through

You don’t have to be lonely at the top



Get Your Shift 
Together

Focus on what you 

CAN do 

to make a 

positive difference



Quick Help Resources

The Mood Meter App

HeartMath®

Mindfulness 

Appreciative Inquiry

3D Living Center

DiSC®



THANK YOU

Connections: 

Email: Valerie@3dlivingcenter.com

Website:  3DLivingCenter.com

LinkedIn: Valerie Fullmer-Wiggins

Phone: 505-259-4940
©3D LIVING CENTER, LLC 2020

mailto:Valreie@3dlivingcenter.com
https://3dlivingcenter.wordpress.com/


Index Of 
References



Resources: Book 
Recommendations

➢ Permission to Feel, by Marc Brackett, Ph.D.

➢ Quick Emotional Intelligence Activities for Busy Managers,  by Adele B. Lynn

➢ Conversations Worth Having, by Jackie Stavros and Cheri Torres

➢ The 4-Dimensional Manager, by Julie Straw

➢ Awake at Work, by Michael Carroll



Resources: Links & Apps

With Free Tools and offers

➢ https://store.heartmath.com/heartmath-experience/?_ga=2.257631691.1589349371.1588187674-
805377225.1562176117#free-offer-card

➢ https://www.heartmath.org/education/e-learning/heartsmarts-adventure/100k-coherent-kids-initiative/

➢ https://conversationsworthhaving.today/

➢ http://ei.yale.edu/

➢ http://ei.yale.edu/mood-meter-app/ (This costs $0.99 – yep just under a dollar)

➢ https://greatergood.berkeley.edu/

➢ https://mindfulnessexercises.com/free-mindfulness-worksheets/

➢ https://www.harpercollinsleadership.com/book-materials-and-resources/

➢ http://awakeatwork.net/

➢ https://www.rulerapproach.org/

➢ https://www.greatschools.org/gk/articles/the-mood-meter-a-tool-for-developing-greater-self-awareness-
and-awareness-of-others/

For  Kids  Too!

https://store.heartmath.com/heartmath-experience/?_ga=2.257631691.1589349371.1588187674-805377225.1562176117#free-offer-card
https://www.heartmath.org/education/e-learning/heartsmarts-adventure/100k-coherent-kids-initiative/
https://conversationsworthhaving.today/
http://ei.yale.edu/
http://ei.yale.edu/mood-meter-app/
https://greatergood.berkeley.edu/
https://mindfulnessexercises.com/free-mindfulness-worksheets/
https://www.harpercollinsleadership.com/book-materials-and-resources/
http://awakeatwork.net/
https://www.rulerapproach.org/
https://www.greatschools.org/gk/articles/the-mood-meter-a-tool-for-developing-greater-self-awareness-and-awareness-of-others/


https://www.heartmath.org/resources/heart

math-tools/

https://www.heartmath.org/resources/heartmath-tools/


Appreciative Inquiry 
Brief

Based on the work of David Cooperrider

AI focus is on leveraging an organization’s positive core strengths to design and 
redesign the systems within an organization to achieve a more effective and 
sustainable future. 

4D Cycle: 

o Discovery:  The primary task in the Discovery phase is to identify and 

appreciate the best of “what is.” The distinguishing factor of AI in this 

phase is that every carefully crafted question of the topic choice is 
positive.

o Dream:  Once an organization “discovers” its positive core, the next step 

is to imagine and envision its future. The Dream phase accomplishes this 

step. AI methodologies are based on images of the future that emerge out 

of grounded examples from its positive past.

o Design: In the Design phase, attention turns to creating the ideal 

organization in order to achieve its dream. This is based on the work 

from the Dream phase, where strategic focus was articulated and a 

compelling statement of strategic intent was crafted. 

o Destiny: This phase represents both the conclusion of the 3D’s phase and 

the beginning of the ongoing creating of an appreciative learning culture. 
Book 

recommendation



Conversations Worth 
Having - Guides



https://moodmeterapp.com/science/

https://moodmeterapp.com/science/


Mood Meter Benefits
1. Expand your emotional vocabulary – Discover the nuances 

in your feelings.

2. Gain insights about your inner life – Learn what’s causing 
your feelings over time.

3. Regulate your feelings – Use effective strategies to help you 
regulate your feelings: enhance the way you manage your 
life each day.

4. Remember to check in with yourself – Use reminders to 
check-in on your feelings throughout the day.

5. View your report – Learn how your feelings are affecting 
your decisions, relationships, and performance.



Source:  

https://www.gallup.com/workplace/266822/engaged-employees-differently.aspx?version=print

“The manager is either an engagement-creating coach 
or 

an engagement-destroying boss, 

but,    

both relationships affect employee behavior”

https://www.gallup.com/workplace/266822/engaged-employees-differently.aspx?version=print
https://www.gallup.com/workplace/266822/engaged-employees-differently.aspx?version=print


WHAT IS DISC®

a simple tool to understanding people

and what they want

o Model for explaining behavior, motivation & communication styles 

o Developed based on William Marston work 

o Focused on strengths

o Tool for increased Emotional Intelligence



DiSC “Get It” Factor

Get it Done!

Get Recognized 

Get Along

Get it Right
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Signs Of The High D 
Style

Communicating

o Decisive

o Interrupting

o Direct

o Restless

o Formal

o Inquisitive 

o Sometimes blunt

Working with others

o Take charge

o Want to make the rules

o Prefer to work 

independently

o May lack patience

o Competitive

With  a task, problem or change

o Ask “what” questions

o Goal oriented

o Problem solver

o Initiatives change

o Determined

A

B



The High D 
Communication Preferences
o Don’t ramble on or waste their time.

o Stay on task.

o Be clear, specific and to the point.

o Don’t try to build personal relationships or chitchat.

o Come prepared with all objectives and requirements in a well-organized 
manner.

o Be prepared and organized.

o Present the facts logically; plan your presentation efficiently.

o Provide alternatives and choices so they can make their own decisions.

o If  you disagree, focus on the facts, not the High D’s personality.

Respect and Results



Signs Of The High i
Style

Communicating

o Outgoing

o Friendly

o Enthusiastic

o Casual

o Persuasive

o Charming

Working with others

o Enjoys collaborating and 

is good at it

o Builds consensus

o Gets people excited

o Recruits others for a 

projects

With  a task, problem or change

o Ask “who” questions

o Asks to work with others

o Introduces new ideas

o Is okay with changes – as long as they 

are on board

A

B



The High i
Communication Preferences
o Talk and ask about their ideas and goals.

o Plan interaction supporting their goals and ideas.

o Allow time for relating and socializing.

o Don’t drive to facts, figures and alternatives.

o Help them get organized and put details in writing.

o Don’t leave decisions in the air.

o Provide ideas for implementing action.

o Provide testimonials from people they see as important or prominent.

o Offer incentives for their willingness to take risks.

Admiration and Recognition



Signs Of The High S 
Style

Communicating

o Quiet

o Reserved

o Tactful

o Friendly

o Casual 

Working with others

o Sensitive to other’s needs

o Expresses concern for 

other person’s well-being

o Demonstrates patience

o Appears easy-going

With  a task, problem or change

o Ask “how” questions

o Wants to work with others

o Offers ideas

o Prefers to follow rather than lead

o Good at identifying problems

o Uncomfortable with change

A B



The High S 
Communication Preferences
o Don’t rush headlong into business or the agenda.

o Show sincere interest in them as people.

o Draw out their personal goals and objections.

o Don’t force them to make a quick response.

o Present your case logically, non-threateningly and in writing.

o Break the ice with some personal comments.

o Ask specific questions. (How?)

o Don’t interrupt as they speak. Listen carefully.

o Look for hurt feelings if the situation impacts them personally.

Friendliness and Sincere Appreciation



Signs Of The High C 
Style

Communicating

o Cautious

o Reserved

o Private

o Formal 

Working with others

o May prefer to work solo

o May grow impatient

o May be slow to deliver, so 

they ensure accuracy

With  a task, problem or change

o Ask “why” questions

o Wants to get things organized

o Likes structure

o Keeps an eye on details

o Wants things done right

o Spots problems

o Takes responsibility

o Wants to keep things the way they 

are
A

B C D



The High C 
Communication Preferences
o Approach them in a straightforward, direct way.

o Recognize they may be uncomfortable speaking to large groups.

o Ask them if they see the issue the same way as you do.

o Provide them with information and the time they need to make a decision.

o Don’t be informal, casual, or personal.

o Build credibility by looking at each side of the issue.

o Don’t force a quick decision.

o Be clear about expectations and deadlines.

o If you disagree, prove it with data and facts or testimonials from reliable 
sources.

Trust and Integrity



Each style gets results!
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✓ Becomes aggressive / autocratic

✓ Creates win/lose outcome

✓ Rigid / refuses to bend

✓ Overpower with force

✓ Becomes defensive

✓ Strategizes in a controlled fashion

✓ Passive - Aggressive

✓ Overpowers with logic / facts

✓ Wants to be heard

✓ Initially glosses over tension

✓ Verbalizes feelings, impulsively

✓ Personally attacks

✓ Avoids aggression

✓ Tries to save relationships

✓ Accommodates or gives in

✓ Simmers beneath the surface

Conflict with DiSC® 

A tool for explaining  behavior, motivation & communication styles

DEMAND
Goal: Victory

EXPRESS
Goal: Acknowledgement

WITHDRAW
Goal: Justice

COMPLY
Goal: Harmony



Remember

Who Seeks What

–D: Controlling Style Power & Control

– i:   Promoting Style      Prestige & Popularity

–S:  Supporting Style Sincerity & Appreciation

–C:  Analyzing Style Accuracy & Precision

Type of Decision-Maker

–D: Controlling Style Decisive: “hallway decisions”

– i:  Promoting Style Spontaneous: “hallway decisions”

–S: Supporting Style Conferring: “think time”

–C: Analyzing Style Deliberate: “think time”
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