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In my recent White Paper on the power of Speaking The Language of Leadership, 
I outlined some ideas on how we can all be more effective in communicating with 
our teams by sharing our message after we’ve taken the time to see things from 
their point of view.  A significant piece of that process involves recognizing our 
team members behavioral and communication style, but that’s tough to do if we 
don’t have a clear understanding of our own behavioral and communication style 
or the fundamentals that make up The Model of Human Behavior.  I know many 
who will read this have already completed some sort of behavioral style 
assessment. But if you’re not familiar with these, or The Model of Human 
Behavior, you can visit www.dove-development.net/effective-communication to 
learn more about some of the most accurate assessments and the most 
comprehensive curriculum in the marketplace today.  While a reliable assessment 
can provide some extremely valuable information, that’s only the first step in 
applying The Model of Human Behavior to change your results (and often culture) in the workplace (or wherever 
you’re applying it…).  The most important thing I’ve found for really applying the information an assessment 
provides is an in depth curriculum taught by an expert in the science of human behavior.  And by “expert,” I don’t 
simply mean someone who’s just selling assessments…  If you really want to get the most from this information, 
you need someone who has studied this idea, and more importantly, someone who has actually applied it in a 
practical setting.  And if building your organizational culture on these practical tools for effective communication 
is truly something you’re interested in, I’d be happy to have an individual conversation with you about how we 
can make it happen! 

OK, let’s move on… 

John Maxwell dedicates the entire second half of his best-selling book, Everyone Communicates, Few Connect, 
to outlining PRACTICES that you and I can implement immediately to develop our communication style to 
CONNECT more effectively.  Let’s take a look at some ideas on how we can build just one of these practices 
into what we do every day to speak to each of our team members’ point of view.  Let’s focus on keeping it 
SIMPLE; most specifically, how “Connectors Do The Difficult Work of Keeping It Simple.” 

Opening this chapter, John shares a story of a fellow who, as he was leaving church one Sunday, said to his 
pastor, “You’re smarter than Albert Einstein.”  The pastor spent much of the following week trying to 
understand what the fellow meant. Upon seeing the fellow the following week, the pastor asked him.  He 
responded, “Albert Einstein wrote something so difficult that only ten persons could understand him at that 
time.  But when you preached, no one could understand you.” 

Contrary to what most of us were taught in high school (or even college) English Comp classes, the more simply 
we can deliver a message, the better chance we have of it actually CONNECTING with our audience.  When that 
audience is the team we’re working with, we need to take the time to craft our message in a way that can be 
clearly understood if we’re going to have any chance of achieving the results we’re hoping for! 

 

https://dove-development.net/what-we-do/behavioral-assessments/
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For the DRIVEN folks on our team, this is fairly straightforward.  Clear and 
concise; define the big picture; no need to hash out all the specific details or 
to sugar-coat it.  When these folks need more info to get the job done, 
they’ll absolutely let you know!  But since this group only represents about 
10% of the population, you’ll need to do a few other things for the vast 
majority of the people you deal with. 

But if we want to get through to the next 30%, we can’t use this same 
approach! 

 
  
You didn’t think I wasn’t referring to myself with that line did you…! 

Or was I??? 

While the fellow in John's story likely had good intentions when he made the Einstein comment, I would much 
rather my audience completely understand my message than have them mistakenly believe that I'm just 
smarter than they are.  In fact, John goes on to share an actual quote from Albert Einstein, saying “If you can’t 
explain it simply, you don’t understand it enough.” 

If a teacher ever said that while I was in school, I had to have been sleeping.  I always thought we were 
expected to be more like the pastor in John’s story, or run the risk of looking dumb.  I do have to confess, I’ve 
seen a few folks try too hard on this.  There was no risk of looking dumb for them; they had removed all 
possible doubt – it wasn’t just a look… 

John says that “The measure of a great teacher isn’t what he or she knows; it’s what the students know.  
Making things simple is a skill, and it’s a necessary one if you want to connect with people when you 
communicate.” 

So how does all this apply to the next 30%, our INSPIRING friends?  Our pace can be as quick as it is when 
we’re dealing with the DRIVEN folks, but we would do well to put some extra focus on them as individuals and 
be sure to keep the tasks we’re working through as 
fun as we possibly can.  If we paint a clear picture of 
an exciting reward when we’ve accomplished the 
goal, even better!  But we had better be prepared to 
refocus them if we go too far into the weeds when 
we go over the details.  This makes it that much 
more important for us to follow Einstein’s advice of 
making sure we understand it well enough to 
explain it simply! 

So that covers 40%…  What about the rest? 
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If you’ve ever traveled internationally, especially somewhere that may not have the developed infrastructure 
we’re blessed with in the US, you were probably told “DON’T drink the water!!!!”  In 2004, I traveled to central 
Mexico for a week to provide some training at a manufacturing facility.  Quite honestly, that was one of the 

best experiences I had while in that role!  The people I worked with 
that week were the most appreciative folks I have encountered in my 
travels. And hospitable, OH MY!  They picked me up at my hotel each 
morning, drove me to and from the plant, took me to lunch & dinner.  
WOW!!!!  It wasn’t until the end of the trip that I realized it was so I 
wouldn’t get kidnapped…  Eh…  So be it, I still enjoyed it!  And no, I 
DID NOT drink the water; at least not from the faucet.  I only drank 
bottled water, which certainly could have come from a faucet across 
the street…? 

That said, John also shares some funny examples of how messages 
can be misunderstood when communicating across cultural or 
language barriers if we’re not extremely intentional about keeping it 
simple.  The one that hit closest to home for me was a sign he had 

seen in an Acapulco hotel reading “The Manager Has Personally Passed All the Water Served Here.”  I guess 
they didn’t even bother getting it from a faucet…! 

Looking back at how the INSPIRING people on our teams would appreciate (and hopefully respond to) us 
keeping things exciting, I failed to mention how much they enjoy the team aspect of that excitement…  The 
next group also truly appreciates working with a team, but will 
respond much better when we’re able to be a bit more low-key as 
we deal with them directly.  This SUPPORTIVE group is often easily 
overwhelmed by those of us with Outgoing/Fast-Paced styles.  But 
their STEADY nature, specifically when there is peace and harmony 
amongst the team, is something that’s very difficult to find 
elsewhere!  As we’re delivering our simple message, taking the time 
to explain how completing the project HELPS the rest of the team or 
our customer will be a big part of what they need to hear to take 
action. 

And we need their help, because they represent about 35% of 
everyone we’ll ever work with! 

But what about the last quarter of the population? 
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Have you ever worked with someone who isn’t willing to take the time to do something right, resulting it them being 

forced to take the time to do it TWICE?  I’d guess we’ve seen that at least a few times. (And possibly even done it a 

few times too?) 

If we’re going to tailor our message so it speaks to the last group, the most CAUTIOUS ones on our team, we 
need to make it very clear and accurate.  When this group says “Let’s get it right,” they truly intend for the 
results to be precise; rather than meaning that it has to be done their way…  This is all about achieving 
CORRECT results, not about being in control.  That said, they’re usually the ones who have invested the most 
time into developing a plan that ensures precision so their suggestions could very well be the RIGHT way to do 
the task too…  But again, it’s not because they’re pushing to take charge (unlike the way us DRIVEN folks tend 
to operate whether our way is accurate or not!). 

As John continues to teach the practice he calls “Connectors Do The Difficult Work Of Keeping It Simple,” he 
says that “people are persuaded not by what we say, but by what they understand. When you speak clearly 
and simply, more people can understand what you’re trying to communicate.”  

This CONSCIENTIOUS group is known for asking a lot of questions.  That’s not 
necessarily because they’re looking to nit-pick at the details of a task, they just need 
to have clear instructions of how to successfully accomplish the goal.  To emphasize 
this, John quotes 17th century mathematician Blaise Pascal as saying, “I have made 
this letter longer than usual because I lacked the time to make it short.”  John goes 
on to explain that “it takes great effort to make any kind of communication concise, 
precise, and impacting.”  If we’re going to meet the needs of the 25% who are CONTEMPLATIVE, we will need 
to put in the necessary effort to be sure it’s thorough enough to provide that precision and brief enough to 
maintain a solid connection. 

 

If you’ve somehow missed this important point, let me summarize…  Crafting one message that speaks to all 
four primary styles is not a simple task. But achieving excellent results without gaining the buy-in of your entire 

team isn’t going to happen any other way, so the juice is definitely worth the squeeze!  It 
will absolutely take time and effort to develop this type of message.  Guess what?  Circling 
back to re-do work takes even more time!  One of the most powerful strategies I’ve seen to 
make this clear communication possible is developing a strong familiarity of The Model of 
Human Behavior. 

I’m not suggesting some pie-in-the-sky approach that spirals you down a path of crazy, new-
age mumbo-jumbo.  This is all about getting back to the basics of understanding how we’re wired from the 
factory, and it’s been around in one form or another for nearly 3,000 years…  All too often, we try to take a 
shortcut by adding more and more extras when all we really need is to understand some fairly basic things – 
then apply them!
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