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Me elame minevikus
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Alateadvus prognoosib tulevikku

KOoik inimesed tahavad head!
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Head tahame
Halba asume korvaldama

Skeem: Liu, Zhe & Xu, Anbang & Mahmud, Jalal & Liu, Haibin & Akkiraju, Rama. (2018). Seemo: A Computational Approach to See Emotions.

1-12.10.1145/3173574.3173938.
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Pusivad seosed

Keegil el taha muutuseid!

Evolutsiooni aeglased muutused
Kord opituga sai labi terve elu
Afekt holab aega kokku

Muutused eluea kestel
e enam el saa samamoodi kogu elu
 tanapaeva noorus on hukas

lga muutus tekitab vastuseisu
 harjumusparane olek voi teadmine muutub
 jumal ja evolutsioon

e trukimasin ja arvuti
“We only have two demands! * analoog- ja digifotograafia

Why don't people just give us what we want?” ¢
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Heade asjade pingerida

Vaartused

Based on robust analysis of 500,000+ surveys

in 152 languages, here are the 56 values that drive all human behavior.

1. Family 11. Basic Needs 21. Education 31. Positive Environments
2. Relationships 12. Harmony 22. Tradition 32. Happiness

3. Financial Security 13. Health/Well-Being 23, Balance 33. Ambition

4. BEanging 14. Experiences 24, Love 34. Self-Control

5. Community 15. Respect 25. Material Possessions 35. Self-Expression

6. Personal Growth 16. Compassion 26. Patience 36. Environmentalism

7. Loyalty 17. Social Standing 27. Morality 37. Independence

2. REllglunfﬂplrltuallt},r 18. Creativity & Imagination 28. Righteousness 38. Wealth

9. Employment Security 19. Trustworthiness/Honesty  29. Friendships 39. Politeness

10. Personal HEEpnnslhlllt}f 20. Security 30. Authority 40. Generosity

50,

CHEISHRONA

. Equality 51.
Service to Others 52.
. Dependability 53.
. Courage 54.
Cooperation 55.
Tolerance 56.
Leisure
Influence
. Intimacy
Political Freedom

Peace

Money
Unselfishness
Confidence
Freedom of Speech
Determination

https://www.visualcapitalist.com/most-influential-values/

Mida iIsiklikum hea, seda tahtsam ta on.
Ma olen suur ..., aga mu ... vajab erikohtlemist.
Keskkond eraldivoetuna on vahe tahtis.
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Soode lugu

Lood kujundavad afektireaktsiooni

e Pelgupaik e Koriluse paik

e Kole paik e SUsinikuvaru paik
e Tuhipaik e Tulupaik

 Hingepalk e Kangelastegude paik

Kikepere raba kuivendamine 1963.
& FFA.289.0.80173

i
i

Tode ja digus (2019). Allfilm. Kas Pearu hakkas margala taastama? Paikesetous Kikepera rabas 09.06.2013. Foto Urmas Tartes
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15 paeva ja 15 aastat

Vana karu el opeta tantsima

A brief history . N . N
Emotsionaalne motlemine - kiire
1992 £ \

e ramenore 202, R@tSION@alne motlemine - aeglane

Conventlon on Climate Change

agrees to "stabllize greenhouse gas

O“” 15 paeva - uues kohas orienteerumine

15 aastat - afektireaktsiooni kujunemine/
muutumine
2016 ,_ °Cg « 20 aastat maksimaalne vabadusekaotus

0w

Kyoto Protocol commilts to

reduclng greenhouse gas

emlisslons by 7% by 2012.

Parls Agreement commits to

a 2-degree Celslus limlit on
o+
Global Climate Actlon

—— Polvkondade vahetus
Hirm tundmatu ees

to ight climate change over Teadmine vahendab hirmu
B o Tahe Oppida, uudishimu




MIRROR WORDS
SELECTIVELY

One of the quickest ways to establish a
rapport and make your counterpart feel
safe enough to reveal themselves is with a
laser-like tocus on what the other party
has to say. Use tactics like slowing the
conversation down, repeating their words
back to them, allowing for silence and
changing your tone a? voice (try the “late
night FM DJ voice”).

GET TO
HNO!!

Being pushed for “yes” makes people
defensive, but saying “No” makes the
speaker feel safe, secure, and in control,
so trigger it. Ask no-oriented gquestions,
like: “ls now a bad time to talk2” and
“Have you given up on this project?”

RESIST
COMPROMISE

Frame the conversation in such a way that
your counterpart will unconsciously accept
the limits you place on the discussion.
Navigate deadlines to create a sense of
urgency and anchor your counterpart’s
emotions so that not accepting your offer
feels like a loss.

GUARANTEE
EXECUTION

Don't let your work fall apart when you're
close to securing a deal: |dentify the
motivations of TEE players “behind the
table” and spot liars by paying ottention to
body language; test if your counterpart’s
“ves" is real by getting them to reaffirm
their agreement at least three times. Use
your own name and humor to break
tension and show your human side.

FIND BLACK
SWANS

To uncover the “Unknown Unknowns”
work to understand the other side’s
position and worldview. Find common
ground with them, and get some face
time. These tactics will help you dig
deeper and uncover the hidden variables
of the situation.

S8ooceoread

INDIE_4/
L4 Get it on EUUND_

PRACTICE
TACTICAL
EMPATHY

Demonstrate to your counterpart that you
see the nuances of their emotions.
Proactively label their fears. Phrases like “It
sounds like you are afraid of..." and “It
looks like you're concerned about...” go a
long way in disarming them. Also, list the
worst things that the other party could say
about you and say them before they can.
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L abiraakimiste kunst

Hea ja halva vOi vaartuste kategoorias ei
ole voimalik argumenteerida.

Koik tahavad uksnes head!
« Teadmine ja fantaasia on afekti alusena sama tugevad

TRIGGER
“THAT’S RIGHT”

The moment you’ve convinced someone that
you understand their dreams and feelings is
the moment a negotiation breakthrough can
happen. Trigger a “that’s right” response
by summarizing and reaffirming how they
feel and what they want.

CREATE THE
6 ILLUSION OF
CONTROL

Don't try fo force your opponent to admit that
you are right. Ask questions, that begin with
"Howe" or “Whate” so your opponent uses
mental energy to figure out the answer,

Pole tahtis uurida, mida keeqgi tahab. Tahtis
on moista, miks keegi midagi tahab.

Aega laheb

Identify your counterpart’s negotiating style,
prepare, prepare, prepare, and steel yourself
to take a figurative punch. These practices
will give you the confidence you need for a
tough conversation.

Isiklikult konetavad lood. Loodusest pere
llige.

Available in stores
and online:

ARNES —
oML ZNOBLE =

Kompromiss el ole lahendus

& HarperCollinsPublisher




ASK CALIBRATEP

LATE NIGHT PJ. VOICE LISTEN
CALM & SLOW How auesTIONS INTENSELY! ”ﬁh LIST WORST THINGS THE OTHER
TRUSTWORTHY pp— ¢
DEMONSTRATE _ PERSON MIGHT THINK OF YOU
POSITIVE & PLAYFUL + SHOW A REAL / BLACK'SWAN
casY 60ING 0 UNPERSTAND THEIR s e e :
SIDE!
600p NATURED THE PROBLEM ISN'T THE OTHER @ RECICNISE THEIR
’ ! 0@%@& PERSON. IT’'S THE SITUATION PERSPECLTIVE
PIRECT g ASSERTIVE VALIPATE THEIR
USED RARELY @ 2? @ég You ®emaﬂa~5 BY LABELLING
IT
Y \ @ PAUSE TO LET THE LABEL
< ¥ . INCONTROL 2Z.SAFE + SECURE SINK IN
@ EVERY 4TH VERBALISATION
THE SITUATION SHOULP BE A LABEL
€ LATE NIGHT DJ VOICE IS NOTHING N EVE? & poN‘'T AsK ‘WHY’ @’s

- US : WITHOUT ,

2- START SENTENCES WITH TM |[ m € PON 'T Be EMOT’ON‘?'L.

SORRY... : QPLIT THE € PON’T 60 FOR 'YES

@mwmrswmssvm@

3- REPEAT THE LAST FEW
IMPORTANT WORDS THAT THEY

SAIP
4- BE SILENT FOR 4 SECONDS

5- REPEAT

B

%

ﬁ "HI, MY NAME IS CHRIS" ﬁ YESy P
D—2
AGREE OR SUMMAFRISE CLELs e

B B

ﬁ "WHAT’S THE 'CHRIS’ PISCOUNTZ” ﬁ

50 THEY sAY
"THAT'S
RIGHT*

GIVE A
COMMENT

D

@ 4 ways To SAY "NO” W/0 SAYING NO!

Z- YOUR OFFER IS GENEROUS. I'M SORRY THAT
POESN’'T WORK

3- I'M SORRY, I'M AFRAIP I CAN’T PO THAT
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@_booknohc COPYRIGHT-ZOKNOTIC.COH

€I PON'T START ASSERTIVELY
Nl sTeps 1o
NEGOTIATING

@ THE GOAL

POSITIVE - TO BE ABLE TO &IVE
WHAT THEY WANT
NEGATIVE- TO BE ABLE TO MAKE

THEM SUFFER OR LOSE SUMMARISE
@
3 USE 3+ ACCUSATION
¢ ?M A?&@ AUDIT LABELS

RISHT

AIM FOR THESE 2
MAGICAL WORPS/!
* *
TO ENCOURAGE THEM TO
KeerP TALKING

ASK 3+ CALIBRATED
QUESTIONS

LABELEEARS TOPIFEUSE '9'tes, Headus 2024



