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Impatience, 120, 257–258, 264
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Inner strength, 219, 227
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from the 3 R’s, 261; inspiring others,
71, 265; meeting individual desires,
149, 184, 264; in leadership, 276, 338
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Interdependency, 73–75
Internal dialogue, 20, 150, 218, 303–305,

in passive-aggressive model, 209; in
personal space, 216–217
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Juran, J., 11
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Keirsey, D., 166, 188
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L
Ladder of collaboration, 269–271
Language, 152–153
Lasso, 142

Learning, 80–86, 88; different styles of, 80;
obstacle to, 82

Leadership, personal, behaviors, 96–97,
102, 338–339; by personality type,
330–332

definition of, 324; during change,
197–198
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119–120, 269–270, 274, 278–279; poor,
258, 264
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MBTI, 166
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McGregor, D., 23
Measuring team performance, 57–62
Mediocrity, road to, 215–216
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Metrics, team, 32, 57, 115. See Measuring
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Millennial generation, 164–165
Milestones, definition and examples of, 58
Minority report, 146
Moderator, 52
Motivation, from personal space, 20, 149,

188, 265, 324; from leaders, 338; from
personal stake, 73; from seeking intel-
lectual and emotional needs, 303; power
and human energy of, 14–16, 303–306,
321; self, 261; theories of, 20–24
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N
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Negative cycles, ways to break, 276–281
Negotiations, methods in, 93–95, 103–104
Nokia Way and Values, 13
Nonverbal communications, 85, 155–156,

321
Normalization of deviance, 254
Norming, in team development cycle,

112, 116–117
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Off-line voting, 141–142
Opening processes, 131–140
Openness, 33, 48, 156–157, 199, 273
Opportunity statement, 31
Organizational space, affecting behaviors,

217–219, 225; change conflicts from,
195; definition, 18; general, 19–25; in
conflict management, 240–241; in
leadership, 325, 334; processes in, 37;
resolving conflicts in, 240–241; values
in, 184

Overcompromising, 215

P
Pace, 275–276
Parking lot, 130–131
Passive-aggressive threshold model,

208–210, 222, 234, 333
Passives, 105–106, 217, 234, 253
Passive track, as a conflict option, 236–237
Patience, 251, 257, 269. See Impatience
Performing, in team development cycle,

112, 121–123
Personal account balance, 228
Personal capital, 228–229
Personality types, as part of personal

space, 165–167; description of types,
167–169; in conflict, 219–222;
intellectual and emotional needs,

311–312; leadership styles, 331;
motivating, 275; upper- and lower-
level behaviors, 249. See also Artisans,
Guardians, Idealists, and Rationals

Personal space, definition and
introduction of, 18–23; description of,
149–151; expanding, 225–227; fear
factors in, 211–216; in conflict, 207,
217–219, 224; leadership, 325;
speaking from, 232–233; staying in
your upper level of, 259–261

Pinch points, 54–55
Playback, 280–281
Plus Delta, 63–64
Polar, go 280
Positive account balance, 228–229. See

also Personal capital
Power dotting, 140–141
Pressure, 251
Processes, 11–15, 37–68; change, 34; in

team scorecard, 59; in three spaces
model, 18–19; key attributes, 39–40;
list of the key six, 41; strategies, 40;
team meeting, 41–43; three critical
roles of, 38; versus behaviors, 104–108;
versus content, 100–104

Process checks, 62, 117; in facilitation,
127, 129; in reforming phase, 117–119;
techniques with difficult people,
256–257

Project management expectations, 14
Purpose, 30
Put it in neutral, 274

Q
Quality Management, 11

R
3 R’s, 259–262, 264
Raise your game, 276–279
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Rational personality type, 167, 169;
breakthrough story, 289–291;
controlling behaviors of, 257;
dominating behavior of, 256; fear of,
212, 216; getting to a higher set point,
268; impatience, 257; in conflict
219–222; in times of change, 198;
intellectual and emotional needs,
311–312, 314–315; leadership style,
330–331; recognition and respect, 259;
team behaviors of, 170–174; upper
and lower behaviors of, 248–249, 252

Recognition, 80, 86–87; as a common
emotional need, 315, 322; in building
account balance, 229; in performing,
122; in valuing cultural diversity, 158;
leadership style, 330–331; raising to
upper level, 259–260; See also Positive
feedback

Reforming, in team development cycle,
112, 117–120

Reinforcement, 64, 80, 84, 86, 108; as a
leadership behavior, 329–330

Relationship with peers, 154–155
Relevance, 260–261
Respect for authority, cultural, 154
Respect and trust, 260
Risk, 214–215, 333
Road to Abilene. See Abilene paradox
Road to Mediocrity. See Mediocrity
Role model behavior, 276
Roles and responsibilities, 44–46, 88
Round-robin, 133
Roundtable, team 48
Rule, 80:20, 130

S
Safe zone, 48–49
Sandwich technique, 51, 85
Schwarzenegger, A., 198

Scorecard, 58–62
Selection criteria, 40, 143–144
Set point, definition of, 250; how to raise

it by personality types, 268–269; in
difficult people, 252; in great leaders,
337; to raise, 265, 283–284

Signals, 227, 231–232
Silent yes, 55, 329; as a cultural behavior,

154, 159
Silver mining, 266
Six Sigma, 11
Slip method, 133
Smile Index, 65–66
Smoothing, as a conflict option, 236, 238
Spider diagram, 66–67, 74
Spin forward, 282–283
Sponsor, project, 31
Stages of team development, 85–94
Stake in the game, 73
Stake-in-the-ground, 56–57
Stalemates, methods to break, 145–147
Storming, in team development cycle,

112–116
Strategy table, 138–140
Straw model, 54
Stress, 122, 216–219
Success metrics, 32
Sweet spot, in passive-aggressive threshold

model, 233–234; in leadership, 332
Switch key elements, 279
Switching brains, 309
Synergy, 28, 34, 71; definition and from

interdependency, 73, 203; team,
201–204

T
Team, agenda, 41; agreements, 42; an-

tagonism, 201, 204–205; behaviors,
69–89; charter, 31–32; cross-
functional, 12; development cycle, 112;
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dynamics, definition, 18–19, 25;
expectations, 261; feedback, 62–67;
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34, 91; leader of, 44; learning, 80–82;
meetings, 41–43, 125–126; metrics,
57–62; natural, 12; networks, 12; self-
managed, 12; space, 17–20; synergy,
201–204; terms of reference, 31, 35;
workload distribution, 46

Techniques, in facilitation, 126–130; in
building personal capital, 229; in
opening and closing discussions, 132;
in managing difficult people, 255; to
avoid dropping into lower level,
281–283; to break a negative cycle,
276–281; to break stalemates, 145–147;
to expand personal space, 227, 246; to
help team stay in upper level, 258–263;
to identify personality types, 170; to
raise your game, 270–276, 284

Temperament types, 166–169. See also
Personality types

Theory X and Y, 23–24
Three spaces of project management,

18–26
Threshold to act, 208–210
Time, value of, 157, 257
Timekeeper, 45
Traditionalists, 160–161
Transparency, 78–80, 88, 279; in cultures,

158–159; 262–263; 275

Trapped, 285–286
Trojan horse, 274
Trust, 30, 70–72, 79, 88; definition of, 71,

93, 260
Tuckman, B., 111

U
Upper level, definition of, 247; help others

to reach, 269–270; shaping behaviors
in, 268–269

V
Values, as it drive behaviors, 115–117;

company, 184–185; conflict of,
198–200; definition of, 150; personal
and organizational, 184–187

Valuing diversity, 227–228. See also
Diversity

Valuing individual differences, 77–78
Visible, be, during change, 198; in

expanding space, 230; in leadership,
330

Visuals, use of, 158
Vroom, V., 23

W
Web-based meeting techniques, 52
Whining behaviors, 255, 264
Withdraw, as a conflict option,

236–237
WorldCom, 267
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