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PART 2: FIVE HIGH AQ PRACTICES



Making it look easy is the hardest thing in the world to do.
 –Sarah Ban Breathnach


The original AQ research was developed based upon research with the top golf instructors in the world as rated by Golf Digest and Golf Magazine. The expert golf instructors were committed to providing the best possible answers to their clients. This commitment took familiar forms. For example, one of the golf instructors had a personal library of 3,500 books. This curiosity with the world around him underscored his preparation that enabled his communication with others on the golf course. The contribution of AQ was to examine what exactly was lifted from these 3,500 books to provide compelling answers to his clients. More generally, what practices did the top golf instructors use that could be replicated by others seeking to become better communicators?

According to Goleman, expertise is the product of 10,000 hours of focused practice. Not just any practice, but focused practice. The product of the research with the top golf instructors was the identification of five High AQ practices that others could use to improve their answers, their conversations, and communication overall. The five High AQ practices are not a shortcut, but they provide the right path for anyone willing to put in the hours. These practices offer the possibility that anyone can achieve the celestial goal of going from novice to expert communicator, or at least achieve the more terrestrial, but still laudable, goal of step-by-step improvement. I have used AQ to raise my teaching. You can use AQ to elevate your sales, leadership, interviewing, branding, coaching, or any other personal or business priority.

When you raise your AQ, you will know it is elevated because of cognitive and behavioral markers of success. AQ is a skill. Skill development is associated with behavioral markers (accuracy, speed, flexibility, multiple-task performance) and cognitive markers (cognitive effort, phenomenal experience of behavior, and metacognitive processes to assess and monitor thoughts and actions).

OPS/images/p90-2.jpg





OPS/images/f10-01.jpg
Why

What INTERVIEW [l () )
Concept AQ Metaphor
Procedure
Lo
How E

When
Where





OPS/images/f11-01.jpg
Why
What ‘.’
e

How

When
Where





OPS/images/fx7.jpg
long-shot






OPS/images/f04-14.jpg
A the leader in the front

Action A

A the rear of the regiment against a river





OPS/images/fx6.jpg
Beth’s Take





OPS/images/f04-13.jpg





OPS/images/f03-05.jpg
Answers Influence






OPS/images/f04-05.jpg
Feedback Level Performance

Feedback Quality





OPS/images/p90-3.jpg





OPS/images/p90-1.jpg





OPS/images/ch10fx1.jpg
Beth’s Take





OPS/images/f03-04.jpg
me

Consultant

Executive





OPS/images/f04-04.jpg
Specific Goals Performance

Difficult Goals

Do Your Best

Goals Less important= = — >





OPS/images/ch10fx4.jpg
Beth’s Take





OPS/images/fx5.jpg
Beth’s Take





OPS/images/ch10fx5.jpg
Beth’s Take





OPS/images/ch10fx2.jpg
Beth’s Take





OPS/images/f04-12.jpg





OPS/images/ch10fx3.jpg
Beth’s Take





OPS/images/p88.jpg





OPS/images/f02-04.jpg
Why

How

When
Where





OPS/images/p90-4.jpg





OPS/images/p270.jpg





OPS/images/fx9.jpg
Integrative negotiation






OPS/images/f04-16.jpg
Why

What PROVIDESIX I () ]

ANSWERS

How

When When
Where Where
(objective) (subjective)





OPS/images/f11-03.jpg
Monologue Monologue Monologue

salesperson I I I I I - - I
Prospect I I I I I






OPS/images/f04-03.jpg
Why

et PROVIDE X

ANSWERS

How

When When
Where Where
(objective) (subjective)





OPS/images/p269.jpg





OPS/images/f02-03.jpg
Conversation
Focus

Knowledge Questions Answers
Structural
Knowledge W:hy Theory Story
‘ Decla‘rative E
F d —
oregl:oun Knowledge that Concept Metaphor
\ Procedural HE
Knowledge ?W Procedure Action
77777777777777777 When,  When,
Where Where
o Objective Subjective
Knowledge Knowledge

~ 7

Background






OPS/images/f17-02.jpg
Message
(questions + answers)

der

Feedback
(questions + answers)





OPS/images/f13-03.jpg
Bal d

H|gh alance ngh N

g IE

&= =

[] Q

[ = c

(] [T}

o0 [-2]
Low Low

Low Flexibility or ~ High Low  communication High

Cohesiveness





OPS/images/fm01-01.jpg
N
AASE') ANSWER
&gR/mTELLlGENCE





OPS/images/ch10fx6.jpg
Beth’s Take





OPS/images/f13-02.jpg
Brand Story

Brand Concept

Brand Action

Brand Theory

Brand Metaphor

Brand Procedure

LT R T i N 12,000,000

I 2,510,000

Il 380,000

I 321,000

| 84,400

18,300

5,000,000

10,000,000

15,000,000





OPS/images/f15-02.jpg
Conversation Archetype Beginning ——m———oo oo End

Cardiac (1) Dramatic Questions to
Arrest  Dramatic Answers _ swe
I

(1) Dramatic False Answers

Vaccines to Dramatic Answers

Wellness  (Ill) Ordinary Conversation
Visit ~ to Dramatic Answers






OPS/images/f03-07.jpg





OPS/images/f02-02.jpg
Economic
Anchor

Money

Goods

Information

S

Services

[ Status H Success ]

Involvement

Social
Anchor





OPS/images/f08-01.jpg
Why

How

ANSWER IN
CONTEXT

[ 0






OPS/images/f11-02.jpg
Sell the Meeting

Natural
Language
Conversations

Balanced Conversations
? Long Answer Bars

Awareness

? Question Objections |

Education
ucatt ?Selling Value

Executives Lead

Decision ? Multithreading





OPS/images/f17-01.jpg
Message

Sender

v

Responder

Feedback






OPS/images/cover.jpg
RAISE YOUR AQ

The answers to...

explain and predict,

and achieve results.

Qud ‘PismoXqio uelg





OPS/images/f15-01.jpg
Why

What PHYSICIAN [l ()

AQ

Procedure
Lo
How E

When
Where






OPS/images/f06-01.jpg





OPS/images/f04-02.jpg
Value Creation

high
(b)
Job
Candidate
Value

low high
Organization

Value

Value Claiming

high \gatna 1

Job
Candidate
Value

low

Organization
Value

high





OPS/images/fx8.jpg
cooperation






OPS/images/f04-15.jpg
Why

What PROVIDESIX I () ]

ANSWERS

How

When When
Where Where
(objective) (subjective)





OPS/images/f03-06.jpg
Why

What






OPS/images/f06-02.jpg
The distance between
15t degree adjacent answers

Why

What
Procedure’
o
How E
When When
Where Where
(objective)  (subjective)

KEY
The distance between answer types

How

The distance between
2nd degree adjacent answers

When When
Where Where
(objective)  (subjective)

adjacent answers
2nd degree adjacent answers
opposite answers

The distance between
3rd degree adjacent answers
(opposite answers)

Concept
Procegllire’

Why

How

When When
Where Where
(objective)  (subjective)






OPS/images/f13-01.jpg
Why

What gecl €D

Procedure

ofle
How E

When
Where





OPS/images/p91.jpg





OPS/images/p89-1.jpg
responsibility





OPS/images/f02-01.jpg
Knowledge Type Question Answer Types

Structural knowledge Why? Theory, Story
Declarative knowledge What? Concept, Metaphor

Procedural knowledge How? Procedure, Action





OPS/images/f03-01.jpg
Why

What Q

Concept

How

When
Where





OPS/images/f04-01.jpg
Why

what | QLR

concept LSS

How

When When
Where Where
(objective) (subjective)





OPS/images/fx2.jpg
1ISOQAR certilied
Management System.
awarded to Emerald
for adherence to
Environmental
standard

ISOQAR 150 14001:2004
Certficate Number 1985
1SO 14001





OPS/images/f04-09.jpg
Product Features
(the most important)

Surprise

(wow factor)
Linear functions
(the more the better) | Touchscreen

Apps
" 3G i
Basic Bluetooth
3 MP camera
Make phone call Storage > 16B

SMS GPS





OPS/images/f13-04.jpg
Cohesiveness Goal Achievement

Communication






OPS/images/f11-04.jpg
54.3%

31.0%

Top Performers Avergage Performers





OPS/images/f17-03.jpg
AR

Question

R ——
Bucket
%agnif\f“\%*\ Filler

SENDER Q-A Conversation

(e.g., manager or intern)

Force Field
Answer >«
Answer «—— <

/)’eé.’n iN“\%* —>[]<—

->->

A-Q Conversation A-A Conversation

Question Answer

RESPONDER
(e.g., manager or intern)





OPS/images/fx1.jpg
2 Snsial





OPS/images/f04-08.jpg
Why

What PROVIDE SIX

ANSWERS

How

When When
Where Where
(objective) (subjective)





OPS/images/p89-2.jpg





OPS/images/f03-03.jpg
What






OPS/images/fx4.jpg
Beth’s Take





OPS/images/f16-02.jpg





OPS/images/f04-11.jpg
Why

What PROVIDE X

ANSWERS

How

When When
Where Where
(objective) (subjective)





OPS/images/f07-02.jpg
hard
to
use

smart

Moto
Q

E62

Treo

(o]
Phones

not so smart

easy
to
use





OPS/images/p264.jpg
,,,,,,





OPS/images/f07-03.jpg





OPS/images/f04-07.jpg
Why

What PROVIDE SIX
ANSWERS
Procedure
s
How E
When When
Where Where

(objective) (subjective)





OPS/images/f04-08a.jpg
Performance

Forming

Storming

Norming

Performing

Time





OPS/images/f04-10.jpg
Mentoring Actions
(the most important)

Linear functions
(the more the better)

Basic

Make yourself available
Advice
Share expertise

Compassion
Honesty
Introductions

Surprise
(wow factor)

Learn fromthe mentee

Sponsor
Example





OPS/images/f10-02.jpg
Beth’s Take





OPS/images/f03-02.jpg
What
Why
When
Where
Who
How

10 118 6 5 6

Learning Forces
Types s

Elements
Domains

Beer
Types

Taxonomy





OPS/images/fx3.jpg
IN PEOPLE

‘ORI

£
Z





OPS/images/f16-01.jpg
Why

What LEARNING [ () |

AND AQ

Procedure
Lo
How E

When
Where






OPS/images/p263.jpg





OPS/images/f05-01.jpg
Why

How

creative
subjective
random

logical
objective
sequential

Left  Right
Hemisphere  Hemisphere





OPS/images/f07-01.jpg
Relational
Style

Analytical
Style

“ANSWER
i €D
STYLE

Procedure
L

Practical
Style





OPS/images/f04-06.jpg
High self-
concern

Low self-
concern

Dominating
(win/lose)

Integrating
(win/win)

Avoiding
(No deal)

| Compromising

Obliging
(lose/win)

Low other-concern High other-concern






OPS/images/f12-01.jpg
Why

What coacHiNG [l ()

AQ

Procedure
0.
How E

When
Where






OPS/images/f14-01.jpg
Why

WEALTH
What wanacevenT I 0 J

AQ

Procedure
Lo
How E

When
Where






