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Hi
Hi, I'm George.
 Critical Care Specialist. Speaker. Writer. Coach.

WHEN I'M NOT DOING IT

I’m spending time with my family, cooking, or 
reading

WHAT I DO

Help SLPs thrive in the medical setting.

WHY I DO IT

I love this field. I love its potential. I don't love 
how unprepared we are after grad school.



Objectives
What you'll learn

Explain why communication is important in the
interdisciplinary team (IDT).

Identify effective approaches in communicating with 
your IDT.

Summarize what to do when a communication 
breakdown occurs and how you can avoid it.



Communication 
Matters
It's how we make a difference

The most important part of our jobs and everything we are trying 
to do... Starts and ends with communication. 

Without it, we simply cannot be effective.



The 
Interdisciplinary 
Team
Communication is what ties us together

Every single professional you work with has different insights, 
perspectives, grievances, and contributions.

It's a two way street- understand what they do so they can 
understand what we do.

All for one and one for all- We are all in this for the patient and each 
one of us is responsible to the entire team.



Basic Strategies

CALM AND SLOW

So they listen.

SMILE

So they know you care.

EYE CONTACT

So they know you're 
listening

 

   



Five C's of 
Communication

Clear Concise Compelling

Curious Compassionate



Be Clear
And objective

First make sure you know what you want to 
communicate. Next, make sure your message clearly 
reflects that want. Knowing what you want to get out 
of a conversation before you have it, will increase your 
chances of reaching the intended goal.



 

Be 
Concise
KEEP IT SIMPLE

Medical professionals are busy and 
patients may not be able to take in 
too much info. Don't lose valuable 
time and attention by talking around 
the issue. Get to the point and make 
sure it is heard.



Be 
Compelling
Make your argument

After you clearly and concisely communicate 
your message, make sure you include "why." 
There has to be a good reason you are taking up 
somebody's time. Why is your message 
important for this person to know?



Be Curious
Hear them out

Effective care takes a team approach. Be curious 
about the expertise, experience, insights, and 
knowledge of the entire team.

Listen first. Paraphrase to clarify your understanding. 
And never leave out the possibility that you are 
wrong. 

Keep an open mind. You never know what you'll learn.



 

Be 
Compassionate
BUILD TRUST

Trust is the foundation for all 
communication. Building emotional 
intelligence and being compassionate 
for others is the first step towards 
building trust. Without it, the entire 
process crumbles. 



Non-verbal 
Communication
Can be more powerful than words

know what message you are sending with your 
body. Upright posture, good eye contact, and 
appropriate physical contact and spacing can go a 
long way with a patient or colleague.



Earning  
Rapport
Spend time with your team

This is not "unproductive time." Your rapport will 
enable you to have influence in the workplace which 
equates to the quality of care you provide to your 
patients.



 

Lending a 
Hand
EARLY AND OFTEN

Helping the team will establish your 
reputation as somebody of value
who gets things done. 

This will be remembered when you 
need their assistance for your 
initiatives.



When You're 
Not Heard
It's not easy being ignored. It happens to 
everyone.

There will be times when your opinion won't be valued, 
especially in the beginning of your career.

Use the five C's to expose this issue and make a case for 
yourself.

Know your value and hold people accountable. If not for 
yourself, then for your patients.



Clinical 
Recommendations

Clear Concise Easy to 
understand

Easy to follow Regular trainings



The 
Administration
In order to make systematic changes, we need 
to know how to communicate with leadership.

Who to target? Dept directors (Executive, Rehab, 
Nursing, Respiratory, etc.) as well as charge nurses and 
assistant directors.

Be concise and be persistent. Do not let cancelled or 
rescheduled meetings deter you from your goal. Play 
the long game.

Utilize the leverage of your director. Avoid going over 
her head. This will do more harm than good.



What's in it for me?

 

What do they care 
about?

 

Why do they care about 
it?

 

Why should they care 
about what I care 

about?

 

   

 

WIIFM



Make your 
case
Know before you go

Have compelling information to back yourself up in case 
you get pushback. Have all the details ready to go in 
order to make your case on the spot. You may not have 
another opportunity any time soon. 



Use Visuals
Paint the picture

The concrete and the tangible are the easiest to 
understand. Words can always get lost and 
misinterpreted, but a picture clarifies and is easy 
to remember. 



 

Use Stories
PEOPLE DON'T REMEMBER WHAT YOU SAID
THEY REMEMBER HOW YOU MADE THEM 
FEEL

People remember emotional stories. 
Tug on their heart strings. Use the 
emotional elements of the story to 
make your point.



 

Mirror
TO MATCH THE MOOD

Connect with those around you by 
reflecting the language and the 
mood of the person and the 
situation.



Ask Questions
To show respect and make your point

Have the mentality that you'd like to learn 
something new from the interaction vs trying to
convince them of something. 

Seek the advice of those around you. Everybody
has value to add.

Form your comment as a question to leave 
room for the person to contribute.



Use Humor 
Laughter is the best medicine 

We are human beings and that doesn't change once we 
are at work. Use humor to connect and to get a tough 
point across. 



Repeat
And repeat again

 What is it?
 Why is it important?
 Reminders

It can take multiple exposures to new 
information for it to truly sink in. Don't give up 
on the first try. Continue to come up with 
creative ways to get your message across.

Herbert Krugman at General Electric:
1.
2.
3.



Disagreements

 

Agree on something

 

Build on concensus

 

Compare and work 
forward

 

   

 



Hearing "No"
Could mean a stepping stone to "yes"

A declined recommendation doesn't necessarily mean 
the conversation needs to end there. Figure out why it 
doesn't work for them and see if adjusting the 
recommendation or putting it in a different context 
helps your case.



Stay Calm
Don't lose your head

Some people can really push our buttons. It's 
important to keep your composure. For yourself 
and for your patients. 

Assume good intentions. Why are they doing 
what they're doing? 

Take a step back and take space if needed.

Ask yourself what it is you really want. What are 
the ways you can get there cordially?



HOW CAN WE HELP?

EFFIENCY REDUCE 
READMISSIONS

COMPLIANCE

QUALITY OF CARE CUSTOMER
SERVICE

ADMISSIONS



Communication
Improves Lives
We can do so much if we work together

We can't accomplish much on our own, but in an team with effective
communication we can accomplish anything.



In Summary

Know your message Be clear Build relationships

Be open Resonate Don't give up
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