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About the author

Dr Sylvia Loehken helps quiet people to achieve their public and private goals. Her experience as an academic and as manager of a large international organisation has given her personal experience of her clients’ working environments: politics and administration, teaching and research, management and consultancy, global and local fields.

Sylvia Loehken lives with her husband and son between Bonn and Berlin, and between German and American culture – with happy memories of three years working in Japan. She is always on the lookout for good books, interesting people to talk to and a little wisdom.
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INTRODUCTION

Extroverts and introverts: two worlds for the price of one

My name is Sylvia Loehken and I am an introvert. Perhaps that’s unusual: introverted – the word conjures up an unshaven nerd, locked away with a computer for days on end scattering takeaway pizza crumbs all over the keyboard. But that nerd is just a cliché of a quiet person. There are a lot of us. I like being with people – they are my profession and my vocation – but after a day of chaotic din and random encounters I need time to be alone and recharge my batteries. I love what I do, but unlike my extroverted colleagues I cannot draw all the energy I need from lively, exciting work with seminar members, audiences and tutees. But why is an introverted existence a suitable topic for a book about communication? I had to find that out for myself as well. It started like this:

Further training is seen as part and parcel of my profession, but at some point I started getting fed up with communication training. And it wasn’t the subject matter that did it: what happens when people meet each other is one of the things I am most interested in. No, I was beginning to feel uncomfortable with the trainers and trainees – with my own colleagues. They often seemed too noisy and superficial, and I realized that it was primarily my problem. So, I started to think things over (introverts like thinking things over, they do it all the time). What could I put my finger on that upset me about my colleagues? The people standing up at the front were no worse than I am when I’m standing up there. But they were different – so different that their approach often alienated me. A lot of them saw themselves as an élite: ‘top dog’ I thought, and still think: it was all over the top. The training courses themselves often dropped hints that confirmed how different I was. My gestures: ‘More expansive, please!’ My speech: ‘More aggressive, please!’ The way I put things over: ‘More vigorous, please!’

All this made me uneasy. Up till then, I had never felt the need when giving a talk to use big gestures, aggressive negotiation or assertiveness. And up till then, that hadn’t done me any harm. On the contrary: the ‘quiet’ clients and seminar members (the ones with calm, controlled gestures and a co-operative approach, who didn’t flaunt their emotions so much) were very keen on what I had to offer. And I liked them: most of my clients were very calm, and thought logically. ‘I see! You like “blue brains”, the quiet solitary types!’ said my (very extroverted) coach when I described my favourite clients to her. She was right. My own experience in seminars had shown me that I enjoy working intensively with people who think similarly to me. And it made me realize that there are no communication courses designed for my clients and me – courses tailored to meet quiet people’s strengths and needs.

This book aims to fill this significant gap – along with seminars, lectures and coaching directed at introverted people. My starting point was (and is) that good communication has to do with identity. I can only deal with other people successfully if I know myself and can handle myself properly: when putting things over, when negotiating, when networking and also in my private life. But what makes a quiet person? As there was nothing for us quite normal (i.e. neither shy nor hypersensitive) ‘quiet people’, I took myself as an example and analysed the way I habitually communicate. Self-help literature written in English, and also psychology, were most helpful here. I also started looking at my clients from a very specific perspective.

The result was exciting. I discovered two sets of qualities that introverted people contribute to communication, neatly divided into strengths and obstacles. It is not only quiet people who have all these qualities – but a lot of quiet people have a lot of these qualities. That’s enough to be getting on with!

Strengths clearly are advantages, but so are obstacles, in their own way – if you are aware of the obstacles you create for yourself, then you have a better sense of your own needs than people who don’t bother about their weak points. For example, for a long time, if I suddenly felt I wanted to be alone while spending time with family and friends, I thought I was being antisocial. I now realize that it makes complete sense to withdraw, as it helps me to regain my energy when I am exhausted. I would not call that a weakness – just as extroverts are not weak if they rely on being reassured about the things and people around them much more than introverts would.

Let me issue a very warm invitation: get to know your strengths and the obstacles you face. Welcome them both as good friends that share your life with you. That will make it much easier for you to influence a situation so that it ‘suits’ you and makes you able to communicate well.

Here, two questions are particularly useful in terms of different kinds of human behaviour:

1  What strengths can a quiet person in particular use in this situation?

2  What should a quiet person in particular look out for in this situation?

You will find the answers I have found to these questions in this book, and they are presented so that you can use them in your own life.

What you will find in this book – and how you can read it

The answers to the two questions above are related to a whole variety of situations in the pages that follow: professional and private, formal and anything but formal, close and distant, addressed directly or negotiated. If you see yourself as a quiet person, this book is intended to help you to get along well in a world that is often much too noisy, and to be successful when things matter to you. Every section is written from an introverted person’s point of view.

If you are more of an extrovert, you will understand the quiet people you come across better and come to value their strengths after reading the book – whether they are partners, relatives or friends, colleagues or bosses, co-workers or seminar members.

If you are not sure whether you are a quiet person or not, there is a test in the first chapter to help you make up your mind. And in any case, this book is structured so that you can relate the subject matter to your personal situation: you will keep coming across questions that will help you if you answer them with reference to yourself. Take the opportunity – you will really get to know yourself if you do, and that will help you when communicating with others!

The book is constructed in the way that introverts like to think and communicate: from the inside outwards. It starts by looking at personality. In Part I you will find an introduction and a survey of quiet people’s typical strengths and the obstacles they create for themselves – and it makes sense for you to read this part first, to put yourself on a sound footing. Part II, containing Chapters 4 and 5, unfolds a panorama of private and professional scenarios – focusing on what is good for quiet people and helps to make them successful. Above all, this section shows how you can handle these scenarios in an ‘introvert-friendly’ way. All the subsequent chapters, which make up Part III of the book, explain how you can use these strengths and surmount these obstacles when dealing with other people. Here, I have deliberately emphasized the key strengths and obstacles relating to building up contacts, negotiating, and appearing in public and at meetings. After the test and a glance at the summary at the end of Chapter 1 you will be able to assess clearly which of your personal qualities are important in a particular situation.

The chapters will also introduce you to some of my quiet seminar members and tutees whose (anonymous) stories illustrate how introverts can use their strengths in various situations. I hope what you discover while reading will help you to pluck up courage – and make you want to try out introverted communication!

Quiet people make the world go round!

Many famous personalities were or are quiet people, or so the qualities ascribed to them suggest. Have a quick look at the distinguished list below.
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A gallery of eminent introverted individuals







Woody Allen, film director, author, actor and musician, USA

Julian Assange, journalist and spokesman for WikiLeaks, Australia

Brenda Barnes, president, chair of the board of Sara Lee, consumer goods manufacturers, USA

Ingrid Bergman, actress, Sweden

Warren Buffet, major investor and entrepreneur, USA

Frédéric Chopin, composer and pianist, Poland

Marie Curie, chemist and physicist, Nobel Prize winner for physics and chemistry, Poland

Charles Darwin, naturalist and originator of the theory of evolution, United Kingdom

Bob Dylan, musician, poet and painter, USA

Clint Eastwood, actor, USA

Albert Einstein, physicist, Nobel Prize winner for physics, Germany

Mohandas Karamchand Gandhi, known as Mahatma Gandhi, spiritual leader of the Indian independence movement, India

Bill Gates, founder of Microsoft, USA

Sir Alfred Hitchcock, film director, United Kingdom

Michael Jackson, musician, USA

Franz Kafka, German-speaking writer from Prague, Czechoslovakia

Immanuel Kant, Enlightenment philosopher, Germany

Avril Lavigne, singer and songwriter, Canada

Angela Merkel, Chancellor of the Federal Republic, Germany

Sir Isaac Newton, physicist, mathematician, philosopher and theologian, United Kingdom

Barack Obama, President of the USA

Michelle Pfeiffer, actress, USA

Claudia Schiffer, model, Germany

George Soros, investor and businessman, Hungary / USA

Steven Spielberg, director, producer and screenplay writer, USA

Tilda Swinton, actress, United Kingdom

Mother Theresa, nun, winner of the Nobel Peace Prize, Albania / India

Charles Mountbatten-Windsor, Prince of Wales, Duke of Cornwall, heir to the British throne

Mark Zuckerberg, computer scientist, founder of Facebook, USA
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So you see: many of the most successful, powerful, talented, innovative, courageous, clever and interesting people on this planet have quiet personalities. They are not better than extroverts, but they are not worse than them either – though they often think they are. There is one thing above all that makes them successful: they have remained true to themselves, in terms of their introversion and all their other qualities. That is a wonderful recipe, and I commend it to you most warmly: remain true to yourself as an introvert, do what suits you and your needs. You and your strengths will change the world quietly, like the people in the list. As Dolly Parton once said:

‘FIND OUT WHO YOU ARE – AND DO IT ON PURPOSE!’

PS: A word to the experts: academic literature tends to write extraversion, rather than extroversion. I have followed current colloquial language and chosen the latter variant.


PART I

Who you are.

What you can do.

What you need
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‘Loehken’s book does not pressurize introverts to change.
Her approach is much more useful: emphasize your
strengths, and be aware of your challenges.”





