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Critical Acclaim for Linda McCallister’s
“I Wish I'd Said That!” How to Talk Your Way
Out of Trouble and Into Success

“I Wish I'd Said That!” is . . . a rule book to help you play the game
of business and of life in that most satisfying of modes: the winning
mode.”

Business First

“... [T]he content is certainly substantial—and valuable to anyone in
business or dealing with difficult rclationships. Her precepts, based on
10 years of observation and thousands of interviews (not to mention
secondary sources), are straightforwardly presented; each of the six
communicator styles—noble, Socratic, reflective, magistrate, candidate,
senator—is described well, with easy-to-understand analogies, to
Woody Allen, “The Golden Girls,” George Bush, and the like, along
with explanations of strengths and weaknesses, characteristics, sound,
and how-to’s of controlling that particular type of communicator. Her
discussion of communicating in corporate situations is very specific,
including details on negotiating salaries and raises, surviving meetings,
and dealing with sensitive issues, among others.”

Booklist

“In a work world in which you have to deal with people who may
have communication styles as diverse as Lee Iacocca or Woody Allen,
“I Wish I'd Said That!” demonstrates that how you communicate has
everything to do with who you are trying to communicate with. After
ten years of research and more than 10,000 interviews with workers,
professionals and business students, author Linda McCallister has
developed a unique Communication Style Profile, which measures the
six major styles of communication: the Noble, Socratic, Reflective,
Candidate, Magistrate, and Senator. This book is a primer on applying
this knowledge to control the outcome of important interactions, and
to persuade people in a positive manner.”

Canadian Manager



“It’s not so much what you say, but how you say it. We’ve all heard
this homily again and again, but do we know what it means and how
to use it? Linda McCallister does and explains it in a way that is
direct, to the point and useful—especially to the business reader. I
recommend the book highly. It’s not just what she says, it’s how she
says it.”
—Dr. Albert J. Bernstein
Author, Dinosaur Brains and
Neanderthals at Work

“If you want to avoid ‘pododontia’ (foot-in-mouth disease), be sure to
read this book and follow Linda McCallister’s excellent advice.”
—Roger E. Axtell
Author, Do’s and Taboos Around the World

“ ‘I Wish I’d Said That!’ has as its hallmark a rich variety of
entertaining examples that serve to please as well as instruct.”
—Dr. Curtis McCray
President
California State University, Long Beach

“Must reading for anyone concerned with people and results. The six
styles cut across cultures and open a window to success in our fast
paced global business environment.”
—David Sun
President, Sun Microcomputers, Inc.

“ ‘I Wish I’d Said That!” will enable you to create success working
with others regardless of how their personalities and styles differ from
your own.”

—Christopher Hagerty
Author, How to Manage Your Boss

“Linda McCallister has captured the real pearls of verbal
communication by identifying communication styles . . . we each fall
into one of her categories. She helps the reader to understand how to
use a most vital business skill and parlay it into success.”
—Susan Bixler

President, The Professional Image

Author, Professional Presence and The

Professional Image ’



PREFACE

There are six major styles of communication that exist in the world today,
and “I wish I'd said that!” shows you how to identify and use these styles to
influence others, solve problems, and get the results you want at work.
You have total control over only one thing in your fast-paced, high-stress,
global business environment—communication style. If you can control
style, you can control the outcome of important interactions. This book
shows you how to develop this control.

In his autobiography, Lee Iacocca said, “Motivation is everything . . .
and the only way to motivate people is to communicate with them. . . . It’s
important to talk to people in their own language. If you do it well, they’ll
say, ‘God, he said exactly what I was thinking.” And when they begin to
respect you, they’ll follow you to the death.” Communication style is the
language that exists within all languages, and “I wish I'd said that!” shows
you how to use style to get others to “follow you to the death.”

This book will show you how to deal with people who share Mr.
Iacocca’s communication style—in my classification scheme, he is a Nobel
communicator —and how to talk successfully with people who sound like
Woody Allen, George Bush, Gloria Steinem, Ronald Reagan, Oprah
Winfrey, Geraldo Rivera, Margaret Thatcher, Jesse Jackson, or Jimmy
Carter. Each of these people represents a type of communicator; each
speaks a unique language within our English language. This book explains
how to talk that language and get the results you want at work—or
anywhere else.

If you have ever said, “I wish I'd said what I was really thinking,” or “I
probably shouldn’t have said that,” or “I said too much; he stopped
listening halfway through my pitch,” then this book is for you. It is for
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Preface

anyone who would like—once and for all—to feel comfortable and in
command when talking with others.

“I wish I'd said that!” shows you how to use style to get ahead and
survive in modern, complex organizations. After reading this book, you
should be able to forecast what is likely to happen in a particular situation,
and ultimately you should be able to control the results of important
interactions.

Over ten years, | interviewed more than 10,000 workers, professionals,
and business students in an effort to develop my unique and original
Communication Style Profile, which measures the six major styles of com-
munication; I call them the Noble, Socratic, Reflective, Candidate, Magis-
trate, and Senator. These styles form the Communication Kaleidoscope,
which turns the very complex process of communication into a simple
and easy-to-understand skill that can be used to guide your professional
destiny.

The Communication Style Profile Test (contained in the Appendix) is
a series of sixty questions that measure how you communicate. This is
important because people do not react to what you say; instead, they react
to how you say what you say. Communication success is directly linked to
the other person’s expectations; the other person expects you to sound just
like he or she sounds. You can learn to identify other people’s expectations,
how to satisfy those expectations, and how to control the outcome of any
conversation. If you are attempting to get ahead —or even just survive—in
the modern organization, it is crucial that you be able to control what
happens in the one-on-one or group conversation. 've provided you with
an easy method for gaining this control.

This is not a passive book! Take an active role in the creation and
analysis of scenarios that demonstrate what it sounds like when you talk
your way into or out of trouble. Through the scenarios, you will see how
easy it is to create the sounds of success with many different types of
people. I present you with a scenario and ask you to respond. Then I show
you how your response will cause or eliminate trouble. The scenarios
reveal why one style will not work with all people, and they demonstrate
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how the Communication Kaleidoscope can be used to create styles that
will work with different types of people. I think you will find these
scenarios interesting, stimulating, and fun too.

The book is divided into three parts. In Part One, you learn about
style, how it works, and how it can be used to control the outcome of
interactions. Throughout the book, I use real stories from real people to
illustrate how style can be manipulated to create moments of success.

Knowing about style, however, isn’t enough. In Part Two, the six
styles of the Communication Kaleidoscope are explored, and you learn
how to deal with each type of communicator. Once acquainted with the
six styles, you will find yourself saying, “Oh my gosh, I do that” or “My
boss does that, and it drives me crazy!”

In Part Three, you learn how Communication Style works within the
context of a large or small organization, and you learn how to use the
Communication Kaleidoscope to get others to willingly do what you
want them to do.

The talking scenarios I use throughout the book center on some of the
most difficult and often humorous situations we face in our daily lives.
They illustrate how communication style can be used as a strategy for
dealing with the difficult people who create stress and problems in profes-
sional relationships. They reveal how you can use style to keep from
destroying your career, and they show you why some people love, and
others hate, the way you talk. The scenarios reveal how you can control
your own destiny and get the things you want in life without genercting
resentment or anger.

Communication style is a skill. It is not something you are born with,
and it is not something you must accept as fate. You can’t do anything
about your astrological sign, but you can do something about how you
communicate. “I wish I'd said that!” shows you what to do and how you
can do it better.

Recently I was conducting a seminar based on this book. A middle-
aged executive sitting in the first row kept shaking his head and rubbing
his brow as I delivered what I thought was a humorous description of the
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Preface

six types of communicators. Throughout the day, he participated in the
exercises, but he remained pensive and somewhat distant. At the end of
the day, he approached me, looked me in the eye, and in his quiet Noble
style simply said, “Thank you. I think you’ve saved my marriage.” He
turned and walked out of the room.

He didn’t need to say anything more; I knew what he meant. Organi-
zational communication is my area of expertise, but my communication
style research applies to personal as well as professional relationships. As
you read this book, you will discover that your dominant style of commu-
nication is shaped by the work you do, and how you talk at work tends to
be how you talk at home. Thus, the same things that irritate or impress
your colleagues may irritate or impress your mate. So whether you are
looking to improve your marriage or your career, you will find “I wish I'd
said that!” helpful.

We each view the world through a unique set of glasses. Language
helps us define, but communication style helps us interpret the world we
see. The Communication Kaleidoscope provides a common framework
for interpreting many different worlds.

LINDA MCCALLISTER

Palm Springs, California
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