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Shannon Waller: Have you ever been trying to communicate with someone and realize that 
they are not receiving it in any way, shape, or form for how you meant it? Stay tuned for a fun 
conversation about how to meet people where they’re at, not where you are. Hi, Shannon 
Waller here and welcome to Team Success. I was completely inspired the other day from a 
comment when I was coaching my phenomenal 10x team leader group, that’s what I call it, in 
Chicago. Something came out of my mouth and it was inspired by a conversation that I had, 
which is, it’s really important to meet people where they’re at. And the specific circumstance 
was a team leader who was telling me about a conversation he was having with his 
entrepreneur, and I know his entrepreneur. And this gentleman is very, very smart, initiating 
Fact Finder on Kolbe and knowledgeable and smart and perfect, correct, and right on PRINT.  

So he’s got all the things going on. He comes from an environment in a previous role where 
they stress tested all the ideas. They would take pride in their capability of picking apart 
someone else’s idea to make it better. But that was the culture. The culture was they’re all 
engineers and they’re all data analysts and, you know, finding fault and making it better. And 
that’s the kind of thing. Now, that’s all great. Nothing wrong with it whatsoever. However, he 
came to work with his entrepreneur, whose motivations in life are very different. For this 
gentleman, his motivation is to enjoy life and to be happy and to be needed and appreciated. 
So you can imagine for someone whose motivation is to enjoy life and be happy and to be 
needed and appreciated, and he was also initiating in Quick Start, who wants new ideas and 
excitement, and if it’s new and different, it’s automatically better, having this super analytical 
approach to new ideas was a little disheartening.  

And so as my client and I were talking this through, it was like, oh, it’s so important to meet 
them where they’re at, not where you are, but where they’re at. So it doesn’t really matter 
actually with whom you’re talking. This works for kids, this works for your spouse, works for 
your family members, works for your direct reports, it works for your colleagues, and it works 
for your entrepreneur. You happen to be in that role, is to really figure out, where are they 
coming from? How are they going to receive this information so they can actually hear what it 
is that I have to say? And again, I walk into conversations with certain assumptions. We all do, 
because I know what I’m used to. I’m a fairly direct communicator. I work very closely with a 
lot of entrepreneurs. We all want to get stuff done. And I’m assuming that people’s nervous 
systems kind of handle it. And some can, and some not so much.  

So I need to be aware. That is the bottom line of this conversation, by the way, is to focus on 
awareness rather than how you think the world works. Because as much as we would like the 
world to work the way that we do, it does not, which leaves for a lot of variety and a lot of 
interest and sometimes some complexity. So let’s navigate that complexity, shall we? So what 
we’re really talking about here is, it’s the opposite of thinking that what works for me should, in 
fact, work for you. The likelihood of that happening is actually slim. And given that I’m very 
familiar with a lot of different profiles after studying and being certified in PRINT and Working 
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Genius and Kolbe and the deep working knowledge of CliftonStrengths and being certified in 
DiSC, what I’m aware of now is just the incredible nuances that every single human being has. 
When I find someone who’s got a similar Kolbe and a similar CliftonStrengths to me, It’s like, 
whoa, we’re like twins. But those people are few and far between. So really important to 
appreciate.  

Some people you can just vibe with—put that word in quotes, by the way—but most of other 
people we actually have to kind of put a little bit of work into and think about how are they 
actually going to receive this. So how we communicate is going to be received very, very 
differently depending on how the receiver is made up. What signals are they receiving? What 
are we sending? Are we on the same wavelength? At some level, it does come down to that. 
So that’s what we’re going to talk about today. Now, is this about all the profiles? No, it is not. 
However, if you have advanced knowledge, that will definitely give you some deep insight to 
know that. And this is why we actually have, it’s called Team Talents. It’s a whole Google sheet 
with everyone’s, all of our current team members, all of our coaches are on there. I like to know 
our past team members so I can understand what worked or what didn’t with them. Just very 
useful so we can look at all of the different profile information that we have for folks, because 
then I know if I’m talking to someone who’s deliberative and who has perfect, correct, and 
right, and who wants to succeed and achieve, I’m gonna start my conversation with that 
person differently than I’m going to go and talk to Babs or Dan, for example.  

Now, my goal is to be an effective communicator no matter with whom I am talking. And I want 
to get my point across and I want us to be able to move projects ahead together. And I don’t 
want to have them frustrated or annoyed with me because that just slows things down, to be 
perfectly honest. And so I’m going to put some work in to be able to make things work better. 
We are all committed to the same thing. That I know to be true. However, how we get there is 
very, very, very different. If I’m talking to someone and their eyes glaze over, I’ve given them 
too many new ideas. If someone’s talking to me and my eyes glaze over, they’ve probably 
given me too many facts or too long a plan. Bottom line here, please, right? So I wanna be 
taken care of that way and I wanna take care of other people that way.  

I will say I do think that my strength of Individualization helps a lot. Now, if this is in your top 
10, 15, great, lean into it. If it’s number 34 on CliftonStrengths, maybe use your Strategic or 
your Empathy or something else to be able to reach over and connect with how that other 
person is, because that will help you. And you can read body language, tone of voice, facial 
expression, as well as the words that people are saying. We’re multidimensional creatures. And 
so you can pay attention to all of those things in terms of getting new information. It doesn’t 
just have to be through profiles, which you may or may not have. There’s lots of information 
coming our way if we choose to pay attention. That’s really what’s important. And you want to 
do this, again, so that you’re an effective communicator. But that’s nice, being an effective 
communicator.  
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What does that mean? That means you can get stuff done. And since we’re working together, 
that is the premise. We want to get stuff done. We want to move things ahead. One of the 
things I think that slows down companies and business more than anything else is drama. And 
what is drama? Miscommunication, misalignment, especially of values, but it’s not being able 
to get on the same page, not understanding how things actually work and how the other 
people work. If you want to create drama, pay no attention to what I’m saying. And if you want 
to reduce drama, then I would highly recommend that you pay close attention. And again, 
there are so many books I could recommend you. Please read The Next Conversation by 
Jefferson Fisher. He’s a brilliant trial attorney who knows how to get his point across and to not 
trigger untoward behavior from other people. Pretty cool for a trial attorney. I’ve been 
marinating in some phenomenal interviews with Chris Voss, who wrote Never Split the 
Difference. Anything from his company, Black Swan, is fabulous. Very, very useful strategies 
and language tools to be able to go to where someone else is before you try and get your point 
made.  

So again, educate yourself. This is interesting stuff. And you also want to be heard. So if you 
get to be a good communicator, guess what? You get to feel heard and seen and appreciated 
and your points get to move ahead too. There’s nothing more gratifying when you actually 
know that you have bridged a gap with someone who is quite different than you and together, 
what you were able to create was bigger than what any one of you could do on your own. That 
is incredibly satisfying. So that is the goal. That’s what we’re looking for here. So it’s that ability 
to get outside of yourself for a hot minute and look at where someone else is coming from and 
being wise about how you make that statement.  

So, how can you actually put this into play? Well, it doesn’t have to be that complicated, to be 
perfectly honest. If you have access to their profile information, first of all, no one would 
appreciate yours. If you haven’t bothered to read them or don’t know what they mean or think 
everyone’s pretty much the same, you have not gotten the full value of those profiles about 
you. I just had a fabulous conversation in the Weekly Planning Call today where someone put 
all three profiles, so CliftonStrengths, Kolbe, and PRINT into Copilot, and it coached him on 
how he could make better use of his strengths and get into more action, and he closed a 
bunch of business. How cool is that? I think that is amazing. So even AI will do better coaching 
you when it knows what your profiles are. Then if you have access to that information for your 
teammates, for your colleagues, even for your clients, then please take advantage of that.  

But lots of times we don’t. You’re not going to walk down the street or a shopkeeper and say, 
hey, can you do your Kolbe profile, please? It’s probably not what’s going to happen, although 
I do highly recommend profiling your spouse before you marry them. I did that and this year 
will be 30 years for Bruce and me. So it sets you up to have reasonable expectations of one 
another. I will point that out. So first of all, as I said, start with self-awareness. Know who you 
are, know what your predilection is, and understand how that can be different than other 
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people. One of the things that’s interesting about CliftonStrengths, even if you don’t know all of 
the 34 strengths, is to know that they fall into different themes. So one is relationship building. 
People with a lot of strengths in relationship building are very tuned to the emotions and the 
well-being of other people. It’s kind of amazing. I always say they have extra sensors in this 
regard, and they can pick up things I do not.  

Now, I actually do have two relationship building strengths, so I lean into them hard. I use them 
a lot. Relator and Individualization. But I also move pretty quickly. And so my friends who have 
more strengths in that area, they’ll educate me. It’s like, hey Shannon, did you notice this? And 
I’m like, nope, not even a little bit. I’m like, okay, thank you very much. I will take that into 
account. So I pay attention and I listen and I give weight to other people’s perception of how 
other teammates are doing. Another one is strategic thinking. I have Strategic number two. I 
use that a lot. So that’s a great pattern to know. There’s a bunch of different strengths that go 
along with that. Another one is influencing strengths. This is where you are great at helping 
convince other people, motivate other people, lots of different words there, to take action. 
Please use your powers for good if you have lots of influencing strengths. And then finally, 
executing strengths. Oh my gosh, these are the people who get stuff done and they know how 
to get stuff done.  

Now, I have one, Arranger, which saves my rear end because I have a 2 in Follow Thru on 
Kolbe. Also, when I looked at my CliftonStrengths, five of the nine executing strengths are in 
my bottom 10. So I looked at that list and went, oh my gosh, I need help getting things done. 
Now, that does not look like me telling other people to do things for me. It’s not how the world 
works, not how my world works anyway. I like make friends with people. I wanna make sure 
I’ve got interesting projects that they are invested in making sure get done and I find out what 
they need to be happy contributing to the project. First of all, interesting projects, important for 
people with executing strengths to be able to work on. I’m usually pretty good at that part. So 
it’s fun where I’m like, oh, okay, this is the type of teamwork I need. So I’m strategic in a loving 
way, by the way, not in a manipulative way, to go, oh, I want to be someone worthwhile of 
supporting with those kind of strengths.  

So even if you don’t know what someone else is, you can kind of look for the clues. Are they 
strategic thinking people? Are they influencing? Are they relationship building? Are they 
executing? What do they sort of gravitate to in a conversation? You can kind of pick that up. 
The same with PRINT. There are three thinking, three doing, and three feeling PRINT, 
motivations. So what seems to motivate people? What words are they using? Someone says, I 
feel, then that says something to you. Someone says, oh, that’s nice that you think that and 
feel that. What are we going to do? Those would be the doing PRINTs. You know, if someone 
says, oh, I think, then that again is another clue. So there’s lots of indicators here. And then 
again, the eyes glazing over at different phases of projects can tell you where they have mental 
energy from a Kolbe standpoint and where they don’t. So even without knowing all the 
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specifics, if you have some of the generalities, it can make you a little more astute when you 
are working with other people. So that’s one thing.  

So start with awareness of yourself and of others, start paying attention to that. And then with 
whatever clues you have, and this is again where Chris Voss is so great about using labeling, 
because you can label something, and they can correct you, because you want to translate 
your message for the receiver. Seems like this is really important to you. And they’ll be either 
like, that’s right, or no, not that. This is really important to me. Oh, this is really important to 
you. And they’re like, yes, that’s right. So you want to translate things and try and put it into 
their terminology and their language. By the way, I am really good at doing this professionally 
because I’m invested in that person being successful. It is so much harder to do with my 
husband and with my children. When I’m emotionally invested in something, way harder to do 
this, by the way. With my clients, easy peasy. With other people where I’m like, I want this to 
be true, a little hard to remember to get out of my own way and to translate my message. So 
even though I study this stuff a lot, I care about it, I’m interested in it, I study conflict resolution, 
I still get hooked.  

So remembering that it’s not about you, it’s about them is actually one of the main things you 
can do. And then finding intuitive or instinctive ways to translate your message is really 
important. So going back to our first example with my client, it’s like if he can just say, hey, 
that’s a really interesting idea to his entrepreneur—and by the way, this is something I coach 
audiences on all the time. So, if you’re an entrepreneur hearing this, way to go, your team 
member’s been coached. Because I coach team members instead of just making a face or, 
you know, frowning or squinting their eyes or looking confused or not interested when you give 
them a new idea, but it also works with team members as well. I coach team members and 
team leaders to say back to the person who’s giving the idea, that’s a really interesting idea.  

And here’s the cool thing about the word interesting, commits you to nothing. But what you 
have done is give emotional feedback. Like you’re leaning in, you’re intrigued. And the other 
person, as far as they’re concerned, that is the wackiest idea they’ve ever heard, but they’re 
curious as to why you think it’s such a good idea. That’s fair, totally cool. But it’s not like, oh, 
that’s the stupidest idea I’ve ever heard. It’s not that. And then everyone, the person gets on 
the defensive. And again, this is why this is so important. You do not want to shut down the 
other person, because then you’ve lost access to their intelligence, to their creativity, and to 
their engagement. Our job as leaders, as good humans, as good teammates is to actually keep 
that going. It’s what we’re in business for. So, finding ways to bridge that gap.  

Now, another question that comes up is, what if there is something wrong with that idea? Well, 
we’re going to get to that. Don’t worry. So, what you want to do here is you want to actually 
give them some validation, like, that’s a really interesting idea. Tell me more. And they’re like, 
bah, bah, bah, bah, bah. And sometimes, in fact, often, what will happen, depending on who 
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the speaker is, when they hear themselves articulate that idea out loud, they’re like, hmm, you 
know what? As I say that, that’s not gonna work at all. That’s a terrible idea. And you don’t go, 
yeah, I think you’re crazy for even thinking it. You don’t say that. That’s your inside voice. You 
go, hmm, I was wondering about that. I think you’re right. But maybe if we did this instead, it 
could work. And if you had just been non-responsive to that idea and given them no energy 
back, you wouldn’t have actually had the better idea that your creativity contributed to.  

So again, you just want to be neutral, positively neutral. Is there such a thing? But what you 
don’t want to be is negative. You don’t want to give a frowny face. You don’t want to give a 
resting blank face. That’s not the point. You want to go, oh, that’s really interesting. Tell me 
more. And for anyone who listens to my conversations with Dan on the podcast or the books, 
you’ll hear me say, Dan, tell me more about that. Because I am interested, by the way. And 
sometimes I don’t know where he’s going with stuff, but he goes somewhere and I’m like, oh, 
that’s really cool. Or I’ll give him another take. It’s like, hmm, what if someone were to say it 
this way? And then that sparks some new creativity for him. It’s always productive to get into 
the conversation. And that’s what you want to remember as you’re doing this.  

Now, if you do want to correct someone, you could say, that’s a really interesting idea. It’s like, 
oh, I can really see the merits of that. And then you get to put in their correction. Jennifer Kolari 
wrote a brilliant book called Connected Parenting, which by the way, mirrors every single other 
great book on communication I have ever read. Mirroring is actually one of her strategies. Her 
method, and this serves for this too, is connect before you correct with your kids. Connect. 
Okay, like, what’s going on? Wow, you’re really excited about this idea. You’re really frustrated 
right now, whatever is true. And then, and we need to go to dance class, or we need to get this 
project back on track, or whatever it is, right? Again, works with children or adults, I’ve 
discovered.  

So you can say things to connect, like, I appreciate how much thought you put into this. I can 
see what you’re aiming for. There’s something really strong here. Let’s pursue it. And then you 
move on to the question, the refinement, the query, the challenge, whatever it is where you’re 
like, but I don’t understand this part, or tell me more about this because I’m not quite sure how 
that would work. And then, because you’ve actually met them where they’re at, they’re going 
to come back and they’re going to go, oh, I thought we could do it this way. And you’re like, 
cool, didn’t even occur to me. Or they’re like, hmm, yeah, we might run into an obstacle. And 
then you get to solve it together. How incredible is that? So the idea gets better because of 
your collaboration, not because you shut them down.  

So how can we sum this up so that you can leave with three simple steps? Because after all, 
my brain won’t hold too many more than that. So first of all, you want to ask the question to 
yourself, where are they right now? Because you can’t meet them where they’re at unless you 
actually have some inkling of where they are right now. Number two is, what do they need from 
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me first? So before I communicate what I want or before I hear them out, what do they need 
from me? Do they need feedback? Do they need validation? What kind of person are they? Do 
they need to hear that’s an interesting idea? Look at what they need from you. And then lastly, 
you want to ask yourself, how can I say this so that they stay open? So your goal is not to have 
that person shut down as a result of your response, even though if someone else said that to 
you, you wouldn’t have shut down. Fair enough. We are all very unique humans in terms of 
how we receive information, all right?  

So again, platinum rule, treat other people as they want to be treated, not just how you want to 
be treated. So that’s really what is possible here. So I just want to leave you with a closing 
thought, because this topic is rich. We could talk for days on this, but I wanted to keep it kind 
of short and sweet today. So I want you to remember, if it feels like you’re compromising too 
much or giving up your own position or that’s going to make you weaker, I want to leave you 
with this thought. Meeting people where they’re at doesn’t mean lowering your standards at all. 
I have high standards and I am not giving them up anytime soon. It does mean raising your 
awareness. So when you raise your awareness and meet people where they’re at, you in fact 
keep your standards and you’re much more productive and ultimately much more profitable, 
which again, is the name of the game. This is a powerful reminder to meet people where 
they’re at, not just where you are. It’s not all about us. If we want to get what we want, we have 
to also make it about them. So thank you so much for listening. Any questions or comments, 
please let me know at questions@strategiccoach.com. And as always, here’s to your team’s 
success. 
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