HOW TO COMMUNICATE
WITH IMPACT

You've probably noticed that the people in your team
respond uniquely to different styles of communication.

How to get the best from your
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The personas in this infographic are underpinned by PRINT®, a tool
designed to enhance individual and team performance by unveiling the
drivers that influence how we connect with others. To find out more
about how PRINT® can help you communicate more effectively with your
colleagues, visit discoveryourprint.co.uk.

For more helpful resources, visit:
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How to communicate with impact
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spaces for our sofas and spare bedrooms.

1 But how can you ensure your points
90% actually resonate once you hang up —
inspiring your colleagues into action?

Remember to use
the Platinum Rule:
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team, you can still communicate and engage with connections and
OF PEOPLE SAY VIDEO impact by understanding how they might respond rapport with others.

CUNFERENCING HELPS THEM GET based on what you say — or more importantly,
THEIR POINT ACROSS EASIER?  _/  howyoussayit.

LET'S TAKE A LOOK AT THE CHARACTERS YOU'RE LIKELY TO BE INTERACTING WITH IN YOUR TEAMS,
AND HOW YOU CANLHEL VYR 48, 41012 R ATO BRING OUT THE BEST IN THEM IN ANY SITUATION...
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KEEPING PEOPLE CONNECTED — SRR R
NO MATTER WHERE THEY ARE oroductive interactions which
BASED bring out the best people.





