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      WHAT’S THE BIG DEAL ABOUT
CONFIDENT CONVERSATION?

      During the course of your day, you probably had many discussions with people—two, five, ten, fifty. You may have facilitated
         a meeting, negotiated with your teenager, clashed with a co-worker, moderated a panel, made a sale, or consulted with a doctor
         … Perhaps you had an interview, found yourself at odds with a customer, or helped resolve a conflict. Or you may have got
         the kids off to school, attended a parent/teacher conference, or had lunch with friends.
      

      We might label these discussions ‘conversations’, but did you really converse? Did you truly engage others in a dialogue?
         You may have spent much of your day talking, but in the end, what did you really talk about? The truth is that most of us
         go weeks without having meaningful conversations with anyone—co-workers, project team members, customers, and even family and friends.
      

      Lots of conversation is limited to gossip, soap operas, celebrities, popular TV programmes, sports, and fashion. It’s probably even fair to say that some of these conversations can be labelled as small talk. Now, I’m not dismissing the importance
         of small talk. After all, there are times when it is appropriate to engage in nothing but small talk, such as times when you’re
         waiting for a meeting to begin, getting to know a client or department head, or standing in a queue. Small talk serves a critical
         function—it helps us break the ice with people we don’t know and reacquaint ourselves with those we haven’t seen in a while.
         It also helps us establish commonalities with the people we meet, build rapport, and make the connections necessary to build
         a conversational framework. And, where appropriate, small talk clears the way for more intimate conversation and lays the
         foundation for strong, enduring relationships. It’s oftentimes the crucial starting point (the appetizer) that precedes the
         bigger, meatier conversations (the main dish) to come.
      

      That’s all well and good, but what happens when we—you, me, and the people we interact with each day—get too full from nibbling
         on the appetizer and don’t have room for the main dish?
      

      By now, you’ve hopefully read my book The Fine Art of Small Talk, and you have not only thought about and implemented the skills and techniques I discussed, but have also come to understand
         the value of developing relationships, building business, and enhancing rapport. So, if small talk is the appetizer, we might
         label the main meal as confident conversation. Confident conversation is the ‘Big Talk’ that helps us achieve our conversation
         goals. When we engage in confident talk, we are trying to inform or teach, share feedback or an opinion, gain feedback, learn something, avoid conflict, ask for something,
         or motivate or persuade someone to think or do something.
      

      There’s something you should know about confident conversation—it’s … well … important. And it can be pretty tough. Confident
         conversation usually requires thought, reasoning, respect, and diplomacy. It requires a dialogue, a conversational give and
         take with one or more people, and it requires good listening skills and patience. With those thoughts in mind, it’s clear
         why many of us stick with the small talk (which can be challenging in its own right) and rarely ever get around to the conversation
         that requires big-time confidence. Sometimes, we offer uncontroversial opinions on banal subjects because we know those opinions
         won’t be held against us or because we don’t want to put in the effort required to engage in deeper conversation. We may be
         afraid that our confidence will be inappropriate or awkward, or we may worry that we’ll be labelled as too serious and no
         fun to be around.
      

      We sometimes gravitate away from confident conversation to keep ourselves at a safe distance from others and to walk away
         unburdened by what we might have learned or not learned, by what we might have been taught or not taught. In fact, the four
         main reasons we don’t progress from small talk to confident conversation are that (1) it’s an inappropriate time for anything
         but small talk, (2) we’re creatures of (small talk) habit, (3) we risk finding out that we’re somewhat mistaken or plain wrong,
         and (4) we’re fearful of revealing too much or of revealing the wrong information at the wrong time in the wrong way.
      

      Conversation—confident talking—is the key to achieving everything that is important to you in your professional and personal
         life. Confident conversation is the key to your ability to do what you want and be what you want in this world. What might
         happen if you learned the proper techniques for transitioning from small talk to confident talk? If you could break habits
         and engage in more meaningful conversations? If you managed difficult discussions and differences of opinion with ease and
         diplomacy? If you could accept that you may sometimes be wrong, or less unequivocally right than you’d like to be? What might
         happen if small talk served as a handy springboard for articulate presentation and serious analysis?
      

      In The Fine Art of Confident Conversation, we’ll discuss these very questions in order to demonstrate clearly the many benefits of confident talk. Because The Fine Art of Confident Conversation is a companion piece to The Fine Art of Small Talk (they’re the two halves of the talk equation), we’ll also create a roadmap that will show you how to progress from small
         talk to the confident talk and how to engage in confident conversation at the appropriate times and in the appropriate situations.
         These small talk and confident talk skills will help you meet your professional and personal goals and help you create and
         follow your own roadmap—one of your own design.
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