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A Dialogic Approach to Leadership

LEADERSHIP IS THE ABILITY TO
HAVE COURAGEOUS CONVERSATIONS

CATHERINE THOMSON
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Session Objectives

In this session you will be introduced to:

* The Theory of Structural Dynamics and its place in

face to face communication with individuals, groups
and leaders

= We will focus on one element of the model this
evening "Action Modes”

» | ook at the “Action Modes” element of the model in
relation to conversations you may have as

practitioner, leader/manager or member of a team

www.chtconsulting.co.uk www.onlinevents.co.uk
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Structural Sources of Verbal
Interaction

Levels of Structure
Less Visible
BUSIMESS EMNVIROMNMENT
Broader Social
Structures ORGANIZATION
CGROUP
Face-to-Face Dﬂil'lﬂ thﬂWﬂl‘k |

— — RESULTS
Struct — T e TR |
FHCHITES  Interpersonal Behavior

Most Visible

MODELS
Deeper Individual

Structures 0 BOUNDARY PROFILE

CRITICAL IMAGES & STORIES

. a Least Visible
David Kantor
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From Monologue to Dialogue

Generative Dialogue

Dialogue
A Pool of Water

Skilful Conversation
Ploughing

Discussion
Ping Pong

Debate
Beating Down
Monologue

Single Voice
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Baseline Behavioural Propensities

Action Modes

Operating System . - .

. .
CLOEED EANDON

Communication Domain
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Four Fundamental Actions

Start the action Ejnish the action Correct the action Connect the actions

A Move initiates

A Follow validatesAn Oppose A Bystand provides a
or Suggests and completes an challenges and perspective on the
direction e corrects the overall interaction

action and attempts to
reconcile competing
actions
David Kantor
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" I wanted to get your opinions before | go ahoad
and do what | want to do. " “dibe wr b pemEicle ogreEEnE Bhen £
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Dialogue Practices

Are you saying what you are
thinking, feeling and wanting?

Voice

A
Move
In what ways are you What are you not
still blind about this  Suspend <— Bystand Follow = Listen  hearing or refusing fo

situation? hear?

Oppose
¥
Respect

To what extent are you holding
the other person's view as
legitimate?
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Action Modes

MOVE
Without Movers
There is no Direction
Advocacy
BYSTAND 1 FOLLOW
Without Bystanders 3 Without Followers
There is no Perspective There is no Completion

.

Inq uiryr_
OPPOSE

Without Opposers
There is no Corraction

David Kantor
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Why look at Boundary Profiles?

Boundaries

» The way you perceive
vourself
* The way you perceive

others
* The way you perceive a
task or issue

Influence

Moves/Intentions

* The way you interact
with others

* The way you frame
problerms

* The way you develop
solutions

Affects

Outcomes

« Without this reflection
you run the risk of
producing repeating

oUutcarmes

* Sometimes theses are
affective: sometimes
ifnaffective

Reinforcing Loop
David Kantor
www.onlinevents.co.uk
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David Kantor

READING
THE ROOM 4-Player Model

7 e Mini-Assessment App

View Detalls Here

DAVID KANTOR

Click Here

for more details
about the book
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Diagnostic for Reflecting on a Conversation

Authentic Voice

What did | really want to say in this meeting - what was | thinking feeling and wanting?

What kept me from saying what | really wanted to day but didn’t?

What risks were there for me and others in bringing out what really needed to be said?

What was the risk(s) for me and others in not bringing out what really needed to be said?
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Diagnostic for Reflecting on a Conversation

Listening

How well did | listen?

How did | recognise the signs/signals that other people give out that went beyond the words they
are saying? How did | respond to what | was seeing?

What was my typical response to what | heard (immediately oppose, immediately follow, say
something completely different and change the direction of the conversation or comment on the
process rather than on the content)? What is my usual response pattern when | am in conversation?

What had | already made up my mind about beforehand which prevented me from really listening?

Do | have a pattern of interrupting before someone had finished speaking — did | do this in the
conversation and what were the implications of interrupting from the perspective of the other person?
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Diagnostic for Reflecting on a Conversation

Respecting

What judgements did | hold about other people in this meeting and how did this affect the way | really
listen to what they have to say?

What judgements am | still holding in relation to what | know other people raised in the meeting?

What is my typical response to hearing something | don’t agree with? (state my case or ask questions
to find out more). What was the pattern expressed in this conversation?

Was there someone’s point of view that was never voiced or taken seriously in this conversation? |If
so, why did it happen and did | play a part in this and what is the impact on the conversation and the
person? (Consider that the person who is not heard could be you!)
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Diagnostic for Reflecting on a Conversation

Bystand - Suspending Judgement

What beliefs do | have about myself and others in relation this project/situation/meeting?
How did my beliefs influence my contribution and outcomes of this meeting?

In what ways was | blind in relation to my own behaviour?

What was at risk of letting go my beliefs/sense of being right/winning over someone else?
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Reading List

Click on the title for book details

Reading the Room - David Kantor

In this innovative book, renowned psychologist David Kantor applies his research and theory of structural
dynamics to the workplace to show how individual leaders and coaches can develop their own skills in
understanding group dynamics and apply this understanding to improve organizational communication
and performance. Reading the Room provides guidelines for understanding the differences between
communication in low stakes and high stakes situations, a framework for improving leadership behaviour
in crisis, and action strategies to enhance leadership development through organizational approaches
and accelerated team performance.

Dialogue and the Art of Conversation - William Isaacs

For anyone wishing to improve their living of dialogue this book is very helpful. It gradually leads the
reader into a deeper understanding of four main aspects of dialogue - listening, respecting, suspending
and voicing and gives helpful exercises - particularly good are the questions that are most helpful for self-

reflection.
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Reading List

Click on the title for book details

On Dialogue - David Bohm

Never before has there been a greater need for deeper listening and more open communication to cope
with the complex problems facing our organizations, businesses and societies. Renowned scientist
David Bohm believed there was a better way for humanity to discover meaning and to achieve harmony.
He identified creative dialogue, a sharing of assumptions and understanding, as a means by which the
individual and society as a whole, can learn more about themselves and others, and achieve a renewed

sense of purpose.

Humble Enquiry: The Gentle Art of Asking Instead of Telling - Edgar H Schein

The message of the book is simple but extremely powerful. We all think we know how to ask the right
guestions but this book gently challenges to analyse your own approach and helps you to realise where
you can improve.
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Websites & Contact

(Click on the links below)

www.chtconsulting.co.uk

www.kantorinstitute.com

Contact Catherine
cthomson@chtconsulting.co.uk

CHT Consulting

CBC House . .
. Follow Catherine on Twitter

24 Canning Street

Edinburgh @CathThom1

EH3 8EG

+44(0)131 272 2787
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