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The Five Deadly Sins of Teamwork
Ideally, you want to work with your
teammates to accomplish great things.
When working with your teammates,
you exchange ideas and solutions
based on mutual respect and understanding. Everyone works together to
achieve team success.
But sometimes, team members
can succumb to one of the five
sins that undermine teamwork:
1. Talking at rather than
with others. Much like a par-

ent talks at a child, some may
talk at their teammates in the
authoritative “I know this,
and you don’t” tone. People with perceived power typically talk
at others in a direct and abrasive manner. They tell them what they know
and aren’t really listening to what others’ opinions are. They think they are
better than anyone else on the team—
at least in that particular instance!
In a team environment, that attitude is the kiss of death. In a team,
every person has a valid perspective
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and contribution to make. No one
person is better than another.
2. Talking about other people.

Much like when we were kids and
we didn’t get our way, we may resort to talking about people behind
their backs. Talking about someone
without that person’s
ability to share his or her
perspective is rude. To
the extreme, you could call
it backstabbing.
When you find yourself
talking about another person, simply stop yourself!
Go find that other person and
have a meaningful conversation
about the circumstances and whyyou feel the way you do.
3. Talking around them. In the
era of email and voicemail, it is easy
to comment about our teammates.
After all, we are just trying to communicate in the easiest, fastest, and
most informal way possible. Sticks
and stones may break your bones
(cont’d on p.2)
but words leave

Trends Toward Connection & Involvement
Two of the biggest trends happening in businesses all over the world are
collaboration and personalization. These two trends are having profound effects
on the meeting experience in particular, because it’s not good enough now just
to have a topic and say, “Here’s what I know, here’s what I have been working
with for years, and here is what you need to know.” It doesn’t work like that
anymore. Audiences’ expectations have evolved so much past that mind-set, if
we are not considering how to personalize the experience and actually
collaborate with our constituencies, we will not be successful.
The number one thing that an audience wants is to feel involved in the actual
creation and development of the session. When they are involved, they are
much more connected, they feel it is more personal, and
they get more out of
it.
1 (cont’d on p.2)
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Team Start!
Try this activity when bringing
a group of diverse people
together:
1. Give each person three
index cards or stickie
notes.
2. Ask each team member to
write down two technical
skills he or she brings to the
team (one skill per card).
3. On the remaining card, ask
each team member to write
down a non-tangible skill
(e.g. energy, passion,
commitment—the more
abstract but important
things that help build high
performance teams).
4. Pin/stick the cards up on a
wall or flipchart.
5. Ask people to wander
around and see what’s
there.
6. Debrief the activity,
including a description of
what talents and strengths
are on the team.
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Five Deadly Sins
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(continued from page 1)

a lasting impression—especially if you can read or listen to the message over and
over again.
If you have a problem, go talk with the person directly. Email and voicemail
are a great way to share information among team members, but a lousy way to
solve problems—especially interpersonal conflicts.
4. Whining. If you look hard enough, you can always find something to complain about. Constant complainers whine about what happened, didn’t happen,
what they did, what they didn’t do, who they did it with with...and the list goes on.
Misery loves company. Ever notice how the chronic complainers band together?
Watch out! You can get sucked into the melodrama of how everything is wrong
with the world.
What to do? Snap out of it. Stop the complaining. Quit cold turkey. All it does
is pull the team down with you. If you must, find a buddy, close the door, and ask
for five minutes to blow off some steam. Get it out of your system and get over it.
5. Avoidance. Rather than deal with the issue or problem, you may choose to
ignore it, hoping that it will go away. Rarely, if ever, do team issues go away on
their own accord. They just get worse. By avoiding the tough conversation, you
are doing the team a disservice.
The best thing to do is to have the courage and compassion to give some honest
and timely feedback.
So there are the five deadly sins of teamwork. Which one(s) can you overcome
to create more harmony and synergy on your team?

Trends to Connect & Involve

(cont’d from page 1)

Now let me give you an example. When Don Tapscott, author of the bestseller
Wikinomics, was our keynote speaker at Meeting Professionals International
(MPI), he did a great job in advance of reaching out to all of our attendees. He
blogged with them, invited questions before the event, and considered them; he
built them right into his presentation. So, in essence, he built his presentation
around the interests of his audience even before he got there. The audience felt like
they were personally involved. They felt like they could see their fingerprints all
over the content he delivered. And so they got more out of it. And Don went the
extra step and engaged with people after the fact, too. It really was an end-to-end
experience. It was personal, and the people who were in the audience felt that they
had collaborated and created something remarkable.
From an interview with Brad MacMillan, C.A., President and CEO of Meeting
Professionals International (MPI) to be published in Kristin’s new book, Bore No
More Presentations, coming to your local and online bookstores in August 2010.

Quote of the Quarter
“The way a team plays as a whole determines its success. You may have the
greatest bunch of individual stars in the world, but if they don’t play together, the
Babe Ruth
club won’t be worth a dime.
Go to www.TeamQuotables.com for more team quotations.
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What’s New with Kristin & Joseph
Happy 2010! We think most people are delighted to put 2009 in their
rear view mirror and are excited about the year ahead. We are too, although, like most people, this new year is also full of change. Change itself isn’t bad, it’s just...different!
Not only is Kristin preparing to be President of the National Speakers
Association (NSA) starting in July, and her new book, Bore No More
Presentations: Proven Techniques to Engage and Involve Any Audience,
will be published in August by Greenleaf Book Group.
The biggest change is more about Kristin’s business model. For 17
years, QPC Inc. has been centered around high stakes meeting facilitation, facilitator training, and speaking and consulting around teamwork—all of this done primarily by Kristin.
In the last five years, QPC Inc. has been morphing, based on customer
requests. While the core is still high stakes meeting facilitation, our focus is on engaging, interactive and collaborative experiences
using a broader network of stellar facilitators for
larger, more complex engagements:
♦ Designing engaging and interactive
conferences and events
♦ Facilitating conferences, retreats and off-sites
♦ Training to build engaging, collaborative
cultures, events, and presentations
♦ Coaching individuals to be engaging and
collaborative in team and presentation
environments.
We are very excited about this new focus and
you’ll be seeing more about it this year.

Kristin & Joseph

Kristin Arnold

MBA, CMC, CPF, CSP

Joseph Sherren

Where Are We?
Kristin and Joe can be seen at the
following public events:
February
Toronto, Canada: York University
Nashville, TN: National Speakers
Association
April
Dallas, TX: Chief Executive Network
Toronto, Canada: York University
May
Toronto, Canada: York University
Scottsdale, AZ: Meetings Professional
International
Charlottetown, Canada: Leadership
Seminar
June
Portland, OR: NSA Portland
Toronto, Canada: York University
July
Orlando, FL: National Speakers Association
August
Charlottetown, Canada: Book Launch!
Washington, DC: NSA-DC
Richmond, VA: NSA-VA
Atlanta, GA: NSA-GA
Toronto, Canada: York University

CSP, HoF

Practical Team Activities: Your Shared History
Shared History
To create an organizational story of
success, especially if the group has
struggled in the past and moved
beyond it.
Time: 20-30 minutes
Nr. of Participants: Any number
Materials: Flipchart & markers

Determine the number of years
the group or organization has been
around. Post flipchart pages turned
sideways across the front wall.
About halfway down from the top,
draw a horizontal line across the
pages, creating a timeline from the
inception to the present day.
Ask team members to individually
brainstorm events in the history of
the organization, small or large,

positive or negative.
Ask them to share in pairs or
small groups and a write down the
events on index cards or stickie
notes, putting down the approximate date or year it happened.
Invite them to come up to the
“wall” and put their cards up underneath the line. Encourage the
group to add more as they think of
them. (You can also call for them
by year or time segment, posting
them chronologically.)
Help the group process the organizational history by asking:
♦ What are the “high
points?” (mark with a star)
♦ What are the “low points” (mark
with a downward arrow)
♦What are the
major turning
points? Try to
3 get three or

four, marking each turning point
with a vertical line up from the timeline.
Connect the top of each turning
point with a line parallel to the timeline, but above it.
Suggest that each of the sections
formed by this might be “chapters”
in a “history book” of the organization. Ask the group to brainstorm
what these chapters might be
named. Write their ideas down in
each box.
Finally, ask what they would
name the whole history and write the
name at the top.
Conclude the activity by asking,
“What hints or insights might this
history have for where the organization needs to go in the future?” Record their responses on a flipchart.
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From the Bookshelf

By Kristin Arnold

I just watched the product launch of Apple’s newest product, the iPad. Classic Steve Jobs, according
to Carmine Gallo in his new book, The Presentation Secrets of Steve Jobs: How to Be Insanely
Great in Front of Any Audience (ISBN 978-0-07-163608-7). Even though Gallo thinks Steve
Jobs is a brilliant presenter (he is not, although he has gotten better over the years), Gallo does
a fine job melding the Apple product launch lore in with some presentation pointers (pun intended). If you are a MAC devotee, then you’ll love the behind-the-scenes tidbits Gallo
shares with the readers. As a new MAC user, I found the adoration and anecdotes bordering on the tedious about halfway through the book.
Even if you have never owned an Apple product before, the presentation pointers are
invaluable. So here is the good news for all corporate presenters. You, too, can present like Jobs if you follow a
few basic tenants, which are outlined in the book. After all, if Jobs can give a brilliant presentation, so can you!

Bring Your “A” Game to Work
I was listening to a group of executives bemoan the
work ethic of the newest generation hitting the workforce. “The Millenials,” they said, “just don’t know how
to put in a fair day’s effort.” Unfortunately,
while a lot of employers talk about it, not too
many take the time to teach it, even though it is
critical to a successful career.
This is where “The A Game” comes in. It is
a nationwide movement designed to instill a
strong work ethic in tomorrow’s leaders—
today’s teenagers. The A Game is a training
and certification program designed to teach Millenials
how to develop, nurture, and apply a great work ethic
to everything they do at work. Important skills such as
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show up on time, dress appropriately, provide excellent
customer service, follow the rules, and strive to do more.
Once certified, these teens are better suited to get the
job they want with employers who are looking
for them. And as a parent, it sure beats having
to find them find a job! Most of all, these teens
will enjoy their job, move ahead faster, and ultimately make more money! What’s not to like
about that?
The curriculum is easy to teach at school or in
the workplace—and really makes a difference in
these young people’s lives! So stop moaning about their
lousy work ethic and do something about it! Check it out
at www.theAgame.com.

Marbled Teamwork

By Lenora Billings-Harris

Marbles are very much like people; very much like the team members you will assemble to help make your
meeting, department, division, or organization the best ever.
♦ Marbles are unique just like people. There is no other one just like this one.
♦ They are hard on the outside. People have a hard façade, too. Sometimes only showing what they want others
to see, but…
♦ Marbles are glass. People are fragile too. Be careful that you honor each one or it might break.
♦ When pointed in the right direction, marbles can do wondrous things. Use each one’s strengths without overusing anyone of them.
♦ The big red marble, called a “shooter”, represents the leader. Let’s not shoot anyone, but guide them toward
their greatness.
♦ There may be another marble that “looks like yours.” It is your key team member, back-up or mentee. Grow
that one especially.
♦ There is another marble that looks very different. Remember not to surround yourself with people just like you. Honor the differences in others both on your immediate
team as well as all the others you will enroll in your cause. When you think you have
found the right person, look just a little deeper and in different places, just to be sure.
Most of all, if you feel like you are loosing your marbles, never hesitate to ask for more!
Reprinted with permission. Lenora Billings-Harris, Excel
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