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Who We Are

A second decade learning organization. We create relevant, rigorous 

learning solutions built to instill real change. We are model  agnostic 

and believe great learning comes from focusing on the four pillars (our 

areas of passion) below:
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1. Context is King 

2. Design matters

3. Embrace integration

4. There is Wisdom In and Out of the Room 

We are focusing on our fourth pillar here.  

Wisdom out of the room.
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Steeped in Science 
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Steeped in Science 
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The Problem to Be Solved

• Inference and decision-making machines

• These decisions, over-time, create brain patterns 
(habits) 

• Much of this activity involves making decisions in a 
manner have the following qualities:

- Are expedient

- Meet the decision makers immediate need

- Reduce tension

- Solve the presenting problem

• This brain activity is automatic 

• The mind is an “unreliable narrator” leading to self-
limiting thoughts 
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How the Problem is Presented to L & D

• ”We need strategic thinking.”

• “We need to overcome cognitive biases” (System One and Two)

• “Personal vision or leadership legacy work.”

• “People need to be more mindful.”

• ”We need transformational leadership”

And on and on.
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About Habitual Decisions

• Leaders make decisions all day long. These decisions are made on a 

low  ground/transactional path.

• Low Ground (Warning Center, Habit Center, Reactive Self Referencing)

• Transactional thinking is not bad per se, since the focus is:

- Solving problems

- Making yourself and others happy (win/win)

- Expedient – and identifies simple solutions and obvious rewards

- Provides a sense of accomplishment/promotion

• The problem? - Highly subjective valuations (think biases) that fail to 

tap into our higher-level brain capability.

• Also many of the messages are self/organizationally defeating.
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Self-Defeating Messages
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One Answer – Tapping into your Wise Advocate

• The Greeks and Antigone . . . 

• Christianity and Conscience

• Judaism “still small voice”

• Buddhists and Mindful 
Awareness

• Adam Smith and the Impartial 
Spectator

These all speak to an inner voice 
that when we seek it out – we 
can be our true best selves – we 
call this inner voice a Wise 
Advocate
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High Ground Thinking

• Warning Center, Executive Center, Deliberative Self Referencing

• This circuit is invoked by mentalizing, applied mindfulness and meta-

cognition

• The focus here is long-term value and a broad perspective

• Typical questions include:

• Good News:  Self-Directed Neuroplasticity
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- What are all the consequences 

of this decision?

- Is this decision consistent with 

my true self – for example, the 

leader I aspire to be?
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Knowledge and Skills

• Mindfulness – Not the western version – but more the traditional 

approach of seeking Wise Action and compassion for self and others

• Mentalizing – The ability to understand the mental state of ourselves 

and others

• Metacognition – Thinking about how we think – asking ourselves high 

gain questions
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The 4 R’s:  One Tool 
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The Learning Challenge 

Most leaders are good and even successful, but they are just being 

good. They don’t know they aren’t operating at “great.” 

You want to really put them in a situation of choice for this learning. You 

want to get them to practice their high-ground and self-discover. 
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Design Principles

• Context is king

• Powerful learning encourages risk-

taking

• Emotion is the seat of attention

• People remember what they say not 

what you say

• Use movement

• Engage the eye

• Take them on a journey
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The Edge: Art and Science of Relationship 
Building
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Day one: Building blocks of 

relationships

• Immersion activity

• Session introduction

• Choose a station I

• Cross-station discussion

• Choose a station II

• Cross-station discussion

• Day one roll-up

Day two: Senior decision-maker 

relationships

• Apply day one to SDMs

• Day two introduction

• SDM station: Time apart

• Lean on the full firm

• SDM station: Time together

• Time apart strategies

• Session summary



Room Layout



JMReid Group ©

The Edge: Five Stations 
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Relationship Context Headline Lead Thinker

1
Being Fully Present in 

Relationships & Meetings

The precursor and foundation of strong relationships is being 

fully present. My full presence elicits that in others. Presence 

communicates confidence.

Dr. Jon Kabat-Zinn

University of 

Massachusetts

2
Allowing Feelings into 

Relationships & Meetings

We used to believe we were thinking beings who happen to 

feel. The research clearly shows we are feeling beings who 

think.

Dr. Antonio Damasio 

MD,  USC

3
Deepening Relationships 

through Vulnerability

Vulnerability sounds like truth and feels like courage. 

Vulnerability is the last thing I want you to see in me, yet the 

first thing you look for.

Dr. Brene Brown

University of Houston

4
Overcoming Self-Defeating 

Thoughts in Relationships

Self-Directed Neuro Plasticity. The brain is not “fixed.”  We can 

change deep-seated anxieties and fears. The four steps to 

manage self-defeating thoughts in relationships.

Dr. Jeffrey Schwartz, 

MD, UCLA

Dr. Norman Doidge 

MD, Cornell

5
The Upside & Downside of 

My Expertise

System One (Intuition) and System Two (Thoughtful) are in 

competition. As experts we unconsciously rely on system one 

which can negatively impact relationships.

Daniel Kahnemann

USA



DAY ONE STATION EXAMPLE
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DAY TWO STATION EXAMPLE
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Thank you! 

We hope this was helpful and sparked your interest in the Wise 

Advocate and JMReid Group.

For more information please contact us:

John Reid

President and CEO, JMReid Group

John@jmreidgroup.com

Phone: (856) 397-6157

www.jmreidgroup.com
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