








toward them and their product. They understand that people buy on emotion and
justify the purchase with facts. Salespeople who gain a deep understanding of how
their clients think and feel will close many more sales than their peers who do not.

Then seek to be understood

Dr. Covey has defined maturity as a balance between consideration for others and
the courage to pursue what we want in life. “Seeking first to understand” requires
consideration for the feelings of others. “Seeking to be understood” requires the
courage to express our desires to others.

Dr. Covey teaches that the ancient Greeks believed that there are three components
to effective communication. These are defined by ethos, pathos and logos, which
are described below:

Ethos — is your personal credibility, how much people trust you. This is built by the
deposits you make into the “Emotional Bank Accounts” of others and by staying
true to your principles.

Pathos — is how people feel about you and even more important how you make
people feel. It has been said, “People may forget what you say to them, they may
forget what you do for them, but they will never forget how you made them feel.”
Empathic listening is an important part of engaging others emotionally, people feel
connected to those who truly listen to them.

Logos — is the logical part of your message. It is the content, the words that you use.

The sequence of these three elements is very important, first your character, then
your relationships and then the logic of your presentation. Before someone allows
themselves to be influenced by what you say, they must trust you at an emotional
level and before they can trust you, they must believe you are trustworthy. If you
fail to take the first two components into account, it is unlikely that the listener will
be influenced by even the most elegant words.

Conclusion

Like the other 7 Habits “Seeking first to understand, then to be understood” is not
based on a technique, it is founded on changing the way you look at the world. It
is about showing respect for others and paying full attention to their needs. By
opening ourselves up to being influenced by other people’s ideas, our ability to
influence other people with our ideas grows as well. Practicing deep empathic
listening not only will make us more effective on the job, but also will add to the
satisfaction we find in every part of our lives.

Next Month Habits #6 & #7 “Synergize” & “Sharpen the Saw”



