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Coaching: Personal Power

Lao Tzu, famous Chinese philosopher living over 2500 years ago, stated that the
biggest problem in the world is that individuals experience themselves as
powerless. Powerless individuals feel helpless, negative, lethargic, frustrated,
resentful, and often live in fear, enslaved by circumstances they perceive as
beyond their control.

The opposite of powerless is an inner awareness, an internal state of being we
refer to as “personal power” in the emotional intelligence field.

Personal power is an inner awareness that makes us feel in control of our lives. It
is an inner knowing that we can achieve our goals, a calm conviction about who
we are and our ability to get the things we want in life.

Quiet Confidence

People with a highly developed sense of personal power have a quiet self-
confidence that they can set the direction of their lives, and they do. They are
able to distinguish among circumstances over which they have some control and
those they do not. They define themselves from the inside out (for example, their
internal self talk includes messages like “I am a capable person, | can manage
this setback, I'm good at managing conflict, I'm creative”).

The biggest barrier to success in almost any endeavour is powerlessness,
negativity, helplessness and inertia. Mahatma Gandhi had no army, never held or



accepted political office, never used violence. He was a small, frail man, yet he
defeated the armed might of the British Empire, driving the British out of India
without firing a single shot. How did he accomplish this?

Personal power . Personal power can move mountains. Personal power solves
problems.

(From Coaching Compass — CTA newsletter; Author: Laura Belsten, PhD,
MCC)

The Trianqulation Zone

by Rick Brenner
(Copied from Point Lookout Webzine: www.chacocanyon.com/pointlookout/)

When somebody complains to you about someone else's performance, you're
entering into another dimension — a dimension of three minds. That's the
signpost up ahead — your next stop, the Triangulation Zone.

Jim and Beth had been tangling for weeks. Finally, Jim asked to meet with Lars,
Beth's boss. He would ask Lars to talk to Beth. By making Lars his agent, Jim
was dealing with Beth indirectly. He was triangulating Beth by asking Lars to fix
the problem. His approach was more direct than most — the triangulator usually

complains to anyone who will listen, out of the hearing of the Beth
W
target. Jim * /,
Triangulation rarely works, and when it fails, it can fail . ’/
catastrophically. Here's why. Lars

At a conversational distance, we can maintain real contact with only one person,
because our eyes, ears and mouth all point in the same direction. And most of us
can listen to only one person at a time. When three people are in conversation,
one is "on hold,"” while the other two are in connection.



We've all experienced being on hold. As infants, we watch in befuddled left-out-
ness as our parents converse. Most of us are uncomfortable on hold. We search
intently for pauses where we can "break in," or we tire of waiting and just break in
anyway. Or worse, we tune out. For most of us, triangulation pushes powerful
buttons that were installed long ago.

When Jim triangulated Beth through Lars, he created a triad. While he and Lars
were in contact, Beth was on hold. Aware of the tension between herself and
Jim, Beth eventually became uncomfortable, worrying about Jim discussing
anything with her boss with the door closed. Later on, when Lars spoke with
Beth, Jim was on hold. In his turn, he experienced left-out-ness as Lars and Beth
talked privately. All of this increased the tension. Now add the "telephone effect"
— any message passed between Jim and Beth through Lars is jumbled
somewhat by Lars. Lars cannot be a perfect transmitter, because he brings his
own perceptions to any communication.

For most of us, triangulation pushes powerful buttons that were installed long
ago. Moreover, both Jim and Beth tend to slant their views most favourably
toward their own positions, because their partner in conflict isn't present to refute
their claims.

When someone triangulates through you, you can always decline to participate,
by offering another, more constructive approach:

Offer to arrange a joint meeting, and volunteer to mediate, if you have the
needed skills.

If you don't feel that you can mediate effectively, offer to help find a
mediator.

If action is urgently needed, and you have the skills, offer to meet with
both of them right now.

Avoid listening to one side privately — it compromises your neutrality, making
you less useful as a mediator.

Pondering your options, you might be tempted to let it "resolve itself." Whatever
the cost of resolving the problem proactively, the price is bound to be higher if
you let it fester. In the Triangulation Zone, doing nothing is the most expensive
strategy.



Tips: The seven-step neqotiation plan:

1. Set out to reach a win-win situation. Both sides should leave the negotiation
feeling they’ve come away with something and that they’re satisfied.

2. Always begin by saying something positive and appreciative to the person
you’re negotiating with. For instance, 'I've noticed how hard you've been
working,’” or ‘You really did a good job on that report’. It will increase the goodwill
on both sides.

3. If the other person is angry or hostile, then refuse to get drawn into it or to
fight. Keep smiling and being pleasant and sooner or later they’ll calm down.

4. Get clear about your bottom line. Decide, in advance, what really matters to
you and what doesn’t. In other words, where you’ll compromise and where you
won’t. Then stick to it.

5. Give yourself room to manoeuvre. Make sure you have something to offer the
other person, as well as something you want.

6. Listen. And keep listening. It's vital to really understand what the other person
is saying and their point of view. To listen shows respect and good intentions,
and will make the other person feel valued.

7. Keep your options open. If you don’t get what you want then resist the impulse

to insult the other person or storm out. End the negotiation politely, and with a
smile. That way you can always try again later.

WHAT'S HAPPENING WITH INSIDE OUT?

The College of the Rockies is hosting another Confidence in Careers , People in
Transition for interested students beginning October 14. This course will include
True Colors, Goal Setting, Time Management, Motivation, Stress Management,



Service Excellence and Communication Skills & Conflict Resolution which will all
be delivered by Inside Out Coaching & Consulting.

Inside Out’s Fall Series is now underway with: True Colors, Understanding &
Practicing Motivation, Assertiveness Skills, Time M anagement and
Organizational Skills and a two part: Communicatio n Skills & Conflict
Resolution workshop.

The Women’s Resource Centre has asked me to lead a teambuilding activity
with their new board and the new staff members.

November brings two new offerings for Service Excellence: Creating,
Maintaining and Evaluating Personal Action Plans and Customer Loyalty
and How to Achieve it.

If there are workshops that you or your business could benefit from and you are
interested in seeing them offered, please contact us at insideout@uniserve.com.

Quotes to Live By

In times of change, learners inherit the Earth, whi  le the learned
find themselves beautifully equipped to deal with a world that no
longer exists . (Eric Hoffer)



