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Today’s Discussion

Advocacy is a process
Emotional intelligence in advocacy
Know your goal

Ask-Learn-Align model

Bridging the divide

Final remarks
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Advocacy is not a Protest, it is a Process

“If you had experienced this, you’d understand” Misuse of Data or Anecdotes
“That’s wrong/That’s incorrect”
Appeals to Morality or Emotion Over Policy

“Nobody supports this”
“This is a moral obligation”
Friendship Formula
Rigid or Demanding Language °
|
P+F+D+l = Friend

Proximity - Frequency - Duration - Intensity
“This always happens” Overgeneralizations & Absolutes
“You don’t care/You’re ignoring the issue”
“It’s the right thing to do”

Accusatory or Confrontational Statements

“Everyone knows this is wrong”
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Emotional Intelligence in Advocacy

Empathy

Self-

Motivation
Awareness

Perception = Reality

OPPOSITION = OPPORTUNITY
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Know Your Goal

Target Your Objective

Celebrate Small Wins

Measurable 1:

Measurable 2:
Measurable 3:
Measurable 4:
Measurable 5:

Measurable 6:

Measurable 1:

Measurable 2:|
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ASK

Genuine Interest
Open-Ended
Motivating Values
Priorities this Session

Connection to Mission

LEARN

Genuine Interest
Unexpected Understanding
Clarifying Questions

Take Notes

ALIGN

Genuine Appreciation
Connect Values to Mission
Shared Language
Shared Priorities
Mutual Benefits

Real Story, Actual Impact
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Bridging the Divide

Open Forum - 20 Mins
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“Succinctly explains how to deal with emotions
creatively and employ our intelligence in a beneficial way."

—THE DALAI LAMA

EMOTIONAL
INTELLIGENCE

INCLUDES A NEW & ENHANCED ONLINE EDITION OF

THE WORLD'S MOST POPULAR EMOTIONAL INTELLIGENCE TEST

TRAVIS BRADBERRY & JEAN GREAVES

Copyvigtang Material

Based on behavioral analysis and hard-won experience at the FB, this book is filled
tips and techy at can be applied immey

ot of Betting to 1 The Power of a Positive No

An Ex-FBI Agent's Guide tolnfluencing,
Attracting, and Winning People Over
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JACK SCHAFER, Ph.D.,
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The Four Types of Human Behavior
and How to Effectively Communicate

with Each in Business (and in Life)

thomas erikson

International Bestselling Author
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WALL STREET JOURNAL BESTSELLER

A FORMER FBI TOP HOSTAGE NEGOTIATOR'S FIELD-TESTED TOOLS
FOR TALKING ANYONE INTO (OR OUT OF) JUST ABOUT ANYTHING

NEVER
SPLIT THE
DIFFERFNRF

NEGOTIATING AS IF YOUR
LIFE DEPENDED ON IT

MORE THAN

5 MILLION
COPIES SOLD
WORLDWIDE

WITH TAHL RAZ
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