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Overview 

The company Interactifs interviewed over 60,000 people 
throughout a 20-year time span, asking how they would like 
to be spoken to. The answers were divided into two categories: 
the content of the message and the manner in which the 
message was delivered. Across multiple genders, ethnicities, 
and ages, people gave the same answers. Content answers 
consisted of words like “clear”, “direct”, “precise”, and
“concrete”. Manner answers were things like “polite”,
“respectful”, “courteous”, and “calm”. 

Part 1. The 4 Villains of Decision Making 

Dealing with people effectively is about more than just 
getting what you want. It’s about getting the result
quickly, in a way that enhances or maintains the 
relationship. Honesty and transparency are valuable 
traits that both express and generate respect. People 
avoid being straightforward and direct out of fear of 
being brutal, or will become needlessly polite at the cost 
of never reaching their point. True respect stems from 
embracing a straightforward, direct style. The methods 
described are not meant to manipulate, as manipulation 
hides your intent and thus goes against the goal of 
furthering the long-term relationships. 

People oftentimes focus on our differences rather than 
our similarities.  However, determining what makes a 
person unique with only one meeting is extremely 
difficult if not downright dangerous; it’s also not your
job. It is much simpler and less manipulative to focus 
on what we all have in common. People are sometimes 
too concerned with politeness and not ruining the 
relationship will result in them dancing around the 
topic they need to discuss, which yields frustration. 
Other times, being too straightforward and direct can 
yield acquiescence, but either damage the relationship 
or make the counterparty act begrudgingly. 

Culture does not play a huge role in how people would 
prefer to be spoken to, but manifests in how people 
actually communicate. For example: 

x The British are known to avoid ruffling feathers at 
all costs, beating around the bush with politeness 
and courtesy. Yet this reluctance may result in 
being viewed as untrustworthy by the French.  

x Many assume the Germans, Dutch, and 
Scandinavians are blunter about speaking their 
minds. However, bluntness does not mean they are 
necessarily more direct with their intentions. 

x Some Asian cultures place more emphasis on social 
conventions than individual needs. Sometimes 
they are too reluctant to say or hear “no”.  

Yet despite cultural differences, almost everybody wish 
to be spoken to (1) politely and (2) concisely.  

“Great communicators don’t possess skills which
the rest of us wholly lack; they just manage to 

deploy those skills more consistently.” 

Part 2. Straight to the Point 
in Less than a Minute 

The Benefits of Straightforward, Straightaway 

If someone does knows what you truly want and you 
beat around the bush, they will become suspicious. If 
they don’t know what you want and you don’t share,
they’ll put their guard up. People are fairly good about 
being courteous, but can fail to also be candid. They 
hide behind meaningless fillers like “…to get to know
each other better…” and “…I was just hoping we could…”, 
useless words which not only hide the true intentions, 
but make the person unremarkable and forgettable.  

Beginning with the outright statement of your 
intentions will make you seem bolder and more 
trustworthy, and will differentiate you from potential 
competition. Aim to follow a simple set of principles 
that are straightforward and direct without being 
brutal or blunt. Disguising true intentions, taking a 
“softly-softly” approach, can make you seem hesitant, 
cowardly, or manipulative. When delivering bad news, 
say it outright and then handle the person’s reaction. 


