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How to get
People to do the
“Safety Things”
you need them

to do? 3
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Individual, Group, & Organizational Decisions Contribute










































How Do We Get People to
Do the “Safety” Things
We Need Them to do?

We Can Use our Superpowers of Influence!



We Can Use our
Superpowers of Influence!

Need to Get their Attention
Need them to Listen & Understand
Need to call them to Action



| have to Know
their Definitions
to talk their
language & find
out what
motivates them







What affects our definitions,...

* Dependent on your personal
thoughts,...experiences,... history,...
attitude,.. what you have been exposed
to,...what you value,.....

 Our definitions — how we see the world affect

how we act or react,...what we choose to do
or not do



When you Think of Family,...

When you Think of Good Times,....



What affects our definitions,...

* Dependent on your personal
thoughts,...experiences,... history,...
attitude,.. what you have been exposed
to,...what you value,.....

 Our definitions — how we see the world affect

how we act or react,...what we choose to do
or not do



We need to
Challenge
Definitions

Individuals,
Groups &
the
Organization




Substandard
Work
Conditions or

Environments
create injury,....

“This hammer keeps hitting
two inches to the left.”
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Substandard
Practices

lead to injury
& illness,....

"Don’t worry. We can skip the
safety rules just this once."




The Dilemma

“We are doing very well. We
have instituted various OHS
programs & brought our lost
time down to an acceptable
level. We are better than ....X.
Things have reached a plateau.
Can’ tgo any further.

In fact, There has been some
recent spikes & an upward
trend...”




Organizational to Group to
Individual Definitions &

Decisions

Contribute [ms==
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Use our SUPERPOWERS of

X-Ray Vision - Observation & Super Hearing -
Listening Skills
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X-Ray Vision -
Observation

*Spending time with

individuals, groups,...

*leading indicators



Super Hearing - Listening
Skills

People rather talk than
listen — use that to your
advantage & let them tell
you what they know & they
need,.... What they are

doing,...



@ LIST EN@

twice as much

TALK
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When your people think
of

Safe Versus UnSafe,....



Safe vs Unsafe




Safe vs Unsafe







Super Powers
of Curiosity,
Mindfulness,
Non-

judgemental
Thinking




Mindfulness

Awareness that arises through
paying attention on purpose,
In the present moment, &
being non-judgmental






CTRANGEBE!




Communicate To Peoples Definitions









* A’sticky” idea is one
that people remember
& act on.

* |t also tends to get
passed around,....we
can retell the idea to
other people.

* Best of all, a sticky
iIdea has the potential
to permanently change
our behaviour.




Are You Speaking
the Right
Language —
Multicultural
Considerations
with our Safety
Communications
& Training



5 Culture Scales | Consider

o 1 2 3 4 5 6 7 8 9 10

_
Equality <> Hierarchy

Direct < Indirect
Individual <> Group
Task < Relationship

Risk «<— Caution



We all want to be:

*Valued

* Appreciated

 Understood




ORK BC Small Business Safety Calcula tor |
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Accident Costs forr Worlcer Injured After Falling 10 Feet

[ sacenario details) Losts
Incidert Costs (view details) £840
4= Invesigation Costs (view details) £280
Property Darmage Costs (yisw detsls) £150
Replacerrent Costs [yiew detsl=) £550
Productivity Costs (yiew detsils) £710

Total Costof Acddent %2,530

How lang will it take to recover this cost?

Recovery Costs Costs

Average Profit Margin 5%

Average Sales or Revenue per day £2,000

Fross zales required to recover accident cost: £50,600

Murnber of working days to recover accident cost 23.3 days
How long will it take you

|_| Calculate your own costs now! o recover this cost ?
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How to get People to
do the
“Safety Things”

you need them to do?
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Make them
Thirsty,... &

make sure
the water Is
there




How can we make people thirsty
without having the accident,....



How do we Get People to Say
Yes?

Did you know that It Is
scientifically proven that people
say yes more to you If they
consider you good looking?



“If everything were on the line in a negotiation,
I can’t think of anyone I'd rather have advising me than

SRR TOM PETERS, The Tom Peters ( 1
~TOM PETERS, The Tom Peters Group TO be effeCtlve

lNFl“[N C[ bold leaders we
SCIENCEAND PRACTICE v have to recognize
what gets people
N to do things,....

ROBERT B. CIALDINI




Principle Description Application for Safety Professionals I
People feel obligated to repay in kind, what has |
Reciprocity been given to them |
Peaple typically overvalue things that are rare,
Scarcity dwindling in availability or difficult to acquire
People are more easily persuaded by individuals
Authority perceived to be legitimate authorities
_ - People feel strong pressure to be consistent within
Consistency their own words and actions
People often look to the behavior of similar others :
Social Proof for direction about choices '

Liking

Peaple prefer to say yes to those they like

o




What Motivates People

Competency

Power ’ - Autonomy

7 Key
MOtlvatorS ‘elatedness

N

Meaning Purpose

Rewards







People are influenced more by people they like
then those they don’t




People prefer to say yes
to those they Like,...

But what causes a
person to like another?




Similarity



+  “Time is Money” * “find a similarity” —
something in common

» getstraightdownto |, . negotiations,

business exchange some
personal information

55% success
90% success
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Contact &
Cooperation




We all want to be:

*Valued

* Appreciated

 Understood













* Humans have an inherent sense of obligation
that is critical to our ability to produce social
advance - Reciprocity Rule.

* Friend invites you to a party, you invite them
to one

» Peer does you a favour, more apt to do
one for them,...

* The rule possesses awesome strength — often
produce a “yes”.

* Rule enforces uninvited Debts



People will do

what you
want,... when

you give them
what they
want.

* Not much of a secret is
it?

* Even better if you give
them what they need,...
need to do the job
better,... quicker,...

* Know your people —
their definitions,..



What Motivates People




 Definitions — getting to know them,....

* Find out how what you need fulfills one of their
needs,...

* Help them be successful,.... & they will help you be
successful.









Your words &

actions should correspond.

“Don’t just say one thing and then do another.”

Consistency &
Commitment

People feel strong
pressure to be
consistent within
their own words &
actions,....



“Do what | say,....
not what | do”




Look for
Voluntary,

Active & Public
commitments










People often Iook to the behavior of S|m|Iar others
for direction about choices
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Get Consensus

People will look to the actions of
others to determine their own

So much so with Millennials — just
look to facebook, yelp, trip
advisor,.....

So rather than relying on our own
ability to persuade others we can
point to what others are already
doing, especially many similar
others




Social Proof tells
consumers the
reasonable and

reliable facts without
having to exert too
much effort.

The more people
who perform the
same behavior, the
higher influence it
can bring.

Social Proof Influence

i
LI

Google ranks you
higher when you
have more social
proof such as tweets
on Twitter

Having your
content shared
across social
networks will bring
you traffic




When people are uncertain,...

they rely even more on what
others are doing,...

& the more similar they are
the more effect that has on
me



How Does this Effect Safety?









THE

People are more easily persuaded by
individuals perceived to be legitimate

SHOWN.

authorities,...
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Scarcity

* People typically overvalue
things that are rarer,
dwindling in availability or
difficult to acquire.




The way to love anything Is to realize
that it might be lost (Chesterton)

Last chance to get this special PPE,
be involved in this project,.... Say it
now ofr,....






Use our Mind
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' < ' Powers to
‘ * ASSess
), Readiness for
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Assess Change Readiness (Part of Challenging the process, Encouraging the Heart = Kouzes & Posner)

Level of Readiness Do Don’t

 Zero Intent — at this level, the

employee, team, or entire organization
has no intention of changing behavior.
No commitment to change

Contemplating Change — the person in
- question considers changing his or her

| behavior, but has not yet decided to do

| 80, They are less resigtant than at the

| zero intent level, but there is still no

commitment to changing,.

Planning and Preparation — the person
has decided that it probably makes sense
to change and he or she is thinking
through how he or she might make the

change.

Visible Action -







Assess Change Readiness [Part of Challenging the process, Encouraging the Heart — Kouzes & Posner)
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Diont

Zero Intent TH‘H‘EEIF&'EI..‘H'!EEM:IIIJ"'EE,
t=nm, Or =ntne IZII"E'H1EH‘|:II:H1 has no
intention of changing Dehawior. No
commitment b change.

Undeuland mhy They aie dolng whal
thery e diling ™

Heed Rfcrmabion & oplices (LG gt
ursbech from cuiren? Feidslan? position)
SLaiting with Why - fodus peionality
deperrdmt

ARrrnalives commining bow ey mighl
implermest Bre change

& e of conlrol horrass edibidity

Use theoim e Koflei®s manageimmt of
chang

D'l mandats changs
People af ths Evel o e likely 1S Tired
mniuss v acl doinyg the behidor o
simpely hde

For dng brads o reseabmranl

Contemplating Change — the person in
question considers changing his or her
Sarp IO, Ot has n:ul:'lrel:l:I-b:i-:le-:lt-:-l:l-:-
S0 He'll::.r-: ezt resishant thian ak the 200

irdtent eyel bt thene 15 st no
cmnrr&meri:t-:u:lmﬁinﬁ.

Eniaie in g emd coma

Clprciher anabnds - roouiaging Them o
correl ap with winy 15 g ood

D'l ik Mo an e lion plan on Bow ey
Lt make @ cha e
Puckiigg Lo el Gt ead 1o padihbeck

Flanning and Preparation —the person
Feas geciced that it protabdy mekes sense
o change and e or she is thinking
through how he or she migit ke the
-:|1-|l15-=.

People manl i ponsher

D't s uirer that a plas =il guar anbeed
ation

Visible Action —

Forwn on makieg 1L wis ki

Eewaid & reinforce Beheveoi changs and
penithve rmulta

D'l s uirer thi?! oode o= e 0L G

thal ity Rabit

L= mirew on b2 cthei chamipes bed guickly
peoclr et conled o overetelmed







The
Superpower of
Why






ARE YOU SERIOUSA!

T e mecrun(






People are engaged
& motivated by

why we do things
more than what we
do.




vard Study — If we ask someone to do us a favour —w
are more successful If we provide a reason

(60% — 94% — 93%)



People are engaged
& motivated by

why we do things
more than what we
do.







Preparation “H” our Messages
Head - Heart - Hands










As Leaders
your actions
Speak
Louder than
Words
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“Don’t stepon it...it makes you cry.”



e—

YOU'COULD TELLHIN...

OR Y(lll G(Illlll JUST SIT
BACK AND ENJOY THE SHOW













Continue to Be the Difference,...

\@ ’{




Questions?
More Information?

Eldeen E. Pozniak

Eldeen@pozniaksafety.com

inl

P& ZNIAK Diggins
- Safety Associates Inc ‘ Safety Consulting
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