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L & Look like you are an
especially nice person!

Sure, you're a nice person
... butisit clear just by
looking at you? You will

uman dynamics get tangible results from
are fascinating! clearly projecting how nice
For instance, you really are!
Why do | like you?
For starters, it'sthe fact In clinic, you make
that | feel likeyou like subconscious and con-
ME! When you start off scious evaluations
with "l like you" written all constantly throughout each
over you, you're start-ing session. The same thing
out in a positive spot. happens deep inside the
o _ participant. A client who
People decide if they like feels positively about
the messenger you will be more likely
before they to open up to you and
even hear the explore their situation.
message! )
Therefore, how .
nicetheclient ~ ~ If you appear too
perceives you to professional (the onein
be has alot to charge, the one with the
do with how answers) or too emo-
effective you are and, tionally distant, the climate
ultimately, how much will be much less condu-

satisfaction you get out of
doing the session.
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"Let noone
ever cometo
you without
leaving better
and happier.

Betheliving
expression of
God's kindness,
Kindnessin your
face, kindnessin
your eyes,
Kindnessin your
amile, kindness
In your warm
greeting.”

Mother Teresa

iveto learning.Y ou will be
much less effective. If you are
someone participants feel they
can talk with and explore things
with, you will have set the
stage for learning and progress.

Lighten up! Both you and
your message will be SO
much more attractive! People
react positively to positive
people and positive
expectations. Good nutrition
may be serious business to us
but a serious approach does not
make our messages especially

appealing.

Why do people respond better
to a light approach? Because
it takes alot of pressure off
them. Peopleare more
receptive if they feel the
pressureisoff. More of their
attention is available for
listening, thinking, and
exploring options. Lighten up a
little and you will probably find
that people give you more
feedback that you've been
really helpful. And that's the
kind of feedback we can all use
more of!

Do you sometimesfind that
you ar e talking with someone
whose faceis blank and who
lookslike she refusesto
interact with you?

You don't think she's angry, it
just looks like she is tuning you
out.

A face that's blank does not
mean the mind is blank! It
could be a posture. It could be
apose or protection. This
person is not neces-sarily
hogtile.

Maybe they had a bad
experience at the front counter
or with another staff member.
Maybe they just don't know
what to expect and they want
to check it all out before they
share a smile with you.
Perhaps this is someone from a
culture that reserves smiles for
people already known and
trusted.

Next time you see a blank
face, think of it asawvulner-
able face and then be your
warmest self. Y our genu-ine
warmth can break through
barriers fast.

You may find it unnatural to
maintain genuine war mth
when you don't feel any in
return, but think of it asa
challenge. Your smile doesn't
have to be focused on the
adult, either. If you smile as
you look at the baby or
children,
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"Whoyou are
speaks so loudly
| can't hear
what you're
saying."

Ralph Waldo Emerson

the parent notices right away.
(Don't you find that if you
show that you like
somebody's kids, they are
automatically more
comfortable with you?)

Desmond Morris, the an-
thropoligist, has done some
fascinating work on the
messages our faces send. He
has demonstrated very clearly
how we have a primitive and
instinctual response to the
cues on the faces of the
people we meet. We read
each others faces amost
unconsciously. For many
thousands of years, humans
have used the smile to defuse
hostility and signal peaceful
intentions.

Have you ever thought
about how the genuine
smilelooks? After reading
this, you will become really
conscious of when people are
giving you a genuine smile
and when they're just giving
your a business-like smile:

The genuine smile is one that
gives us "apple-cheeks' and
pulls those muscles around
our eyes so that we get little
bags under our eyes. Look
for it! When the area around
aperson's eyes crinkles up,
you're getting their warmest
welcome.

The eyes are half of a
genuine smile.

A genuine smileand a
caring attitude set the stage
for agood session. If it'sthe
end of along day and you
can't muster awarm, genuine
smile, at least ook each
person directly in the eye and
smile abusiness-like smile!

And the next time afellow
staff member complains that
nobody listens to her, watch
how she greets her
participants. |Isthere agen-
uine smilein sight?

"I'd like people to !
consider that undernesth |
all the layers we construct |
to protect ourselves--our !
dignity, our titles, our !
degrees, our status, and !
our need to be seenin !
certain ways--undernesth |
al that, remains the |
authentic, essential salf. |
I'm not afraid to call it the |
soul . . . | sadly conclude !
that all those other layers, |
which we so carefully !
construct through our !
lives, distance and !
insulate us from truly |
contacting others."

Hanoch McCarty |
Chicken Soup For the Soul 1
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Activities to do before Discussion

L ook like you are an especially nice per son!

Welcome to your first Bright Ideas Activities! Since these are your first Activities, let's discuss what the
goal is here. Maybe the best way to put it isto borrow from Anthony Robbins, the fellow who has made
achieving success an art form. Here's his "Ultimate Success Formula' (from Giant Steps, Small Changesto
Make a Big Difference, 1994)

1. Decidewhat you want. (Beprecise! Clarity is power.) EE—

2. Take action (because desire is not enough).

3. Notice what'sworking or not. (You don't want to continue to expend
energy on an approach that's worthless.)

4. Changeyour approach until you achieve what you want. (Flexibility
gives you the power to create a new approach and a new result.)

To apply that to you now, in these Activities, decide that you want to explore some new ways of doing
things so that you are more effective and | ess fatigued!

Than take action! Try some new things in your own clinic situation, things that you do on your own without
anybody looking over your shoulder. These are things that can increase your awareness of the actual
dynamics of what's happening in your particular encounters with participants.

Notice what's working and what's not working! Then change your approach in little ways until you
notice that it's having an effect on how you feel when you go home in the evening.

Since we're al different, there's no one formulafor a successful style or approach--but there are predictable
ways human beings reach, relate, and learn. Why not explore them? The benefits are persona and enriching.
Burnout really can be avoided or alleviated.

Here are your first Activities. It would be helpful to you if you think about some of these things and try some
new approaches. Discuss with your supervisor or in a staff discussion group what you tried and what worked
for you and your clients.

1. How niceareyou?
And how nice do you appear to be to the participants you work with?

Rate yourself on how nice you really are. Where do you score yourself on ascale of 1to 10
with 1 being "not nice at all" and 10 being "extremely nice?’

Here'show | rate myself: 1 2 3 4 5 6 7 8 9 10
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Now think about how your participantsin WIC clinic see you. How nice would they say
you are, on the same scale of 1 to 10? Thisisjust for you, so be totally honest.

Her€e's how the participants might rate me: 1 2 3 4 5 6 7 8 9 10

So look at those two scores you gave yourself. Do you appear to be as nice asyou really are? If not, why
not? Would it result in more job satisfaction for you if you improved either how nice you are or how nice
you seem to be? Think about it.

2. What impression do you really make on other people, especially when you don't know them very well?
How can you figure it out?

* You could ask, but that's awkward and they'll tell you something nice anyway! And the question
realy is"Are you nice enough? Nice enough to be maximizing the possible positive effect you could
have on people?’

* Oneway tofind out isto experiment with how nice you are! Y ou can change how you usually do
things and see if you get different reactions, more feedback that you're realy helpful. People will let
you know in little ways.

Before you discuss this topic of "looking like an especially nice person,” try some new things. Jot down
successes or pleasant surprises you might want to share. (Successes or surprises don't mean you haven't
always been nice! They just mean you have experimented successfully with your established style and
found something that may be even more effective!)

Activitiesto Try:

* Will Rogerssaid, "Y ou never get a second chance to make afirst impression.” Try different ways of
greeting people. How about conscioudly being warm and smiley? Seeif there's a difference in getting
arapport established. Seeif anyone comments on your mood or your attitude. See how people react.
Isthere any difference? Experiment!

* One of the "Ten Commandments for Helping Peopl€" from the Sparks Center at the University of
Alabama at Birmingham is, "Call people by name. The most delightful sound to anyone is the sound
of their own name." For one week, greet everybody by their name and make a conscious attempt to
refer to their child by name at least twice in each session. Do people respond alittle more warmly or
pay more attention? |Is there better interaction? Observe! Jot down notes on any particularly notable
successes you have in using peopl€'s names.

» If you dwaysdive right into the chart, do something different. Chat for aminute. Relax, enjoy
yourself and seeif it makes alittle difference in how thingsgo. Let go alittle bit! Focus on the
person, not your mission or your message, and see how that affects things.
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Activities to do before Discussion

» |If people dways have to wait along time in your clinics, try apologizing more about it. 1f you get
interrupted during a session, say you're sorry and see if that makes a subtle difference. For one week,
pretend that each participant in your space is like an honored guest in your home. Does anything
change in asmall, positive direction?

* Wait expectantly for the person who comes to you with the blank or defensive face. Hereisa
challenge! Treat her with all the warmth and goodness you can find in yourself. Think of Mother
Teresa and how she would treat this person! Notice how your session goes. |If the results are not
noticeable, change what you do a little with the next person with a blank face--and the next, until you
get positive results. When you do get results, jot down what you did and what the participant who
responded did, so that you can share your own bright ideas.

Would you like to copy this page, cut out the notes below and tape them around your work area or on your
schedule as little reminders?

( Greetings! ) ( Names! >
( Chat! ) Honor ed GuestD

- Support (Blank? Warmth!)
Positive Parenting!

Well, that isalot of Activities, isn't it? But you have timeto practice. . . give them ashot. The smile you
preserve may be your own!

Complete the Activity Worksheet as you practice these activities.
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Activity Wor ksheet Name

Bright Ideas- Unit 1 Date

L ook like you are an especially nice per son!

Activities| tried thisweek to experiment with my style:

1.

Explain how participants reacted when you practiced these activities. If applicable, please share what
changed in asmall positive way:

| will continue using the following approaches when | interact with WIC clients:

Discuss these ideas with your supervisor or in a staff discussion group. These Activity Worksheets and a
discussion are to be done for completion of the module.



