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 MBS:  Hey, �t's M�chael here. So to help manage the flurry of 
 madness that �s a book launch, I'm releas�ng some of my 
 favor�te ep�sodes from the Vault. Thanks for your support of 
 how to beg�n buy�ng �t, read�ng �t, g�ft�ng �t, rev�ew�ng �t. All of 
 that means a great deal to me. And new �nterv�ews for 2 
 Pages w�th MBS w�ll beg�n �n February. R�az Meghj� �s a 
 fabulous teacher and commun�cator. And h�s book, Every 
 Conversat�on Counts, �s publ�shed by my publ�sher Page 2. 
 And I th�nk the book does a wonderful job at draw�ng on 
 R�az's exper�ence as a broadcaster, and br�ng�ng those 
 �ns�ghts �nto everyday l�fe. So please enjoy my conversat�on 
 w�th R�az Meghj�. 
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 MBS:  The pandem�c has brought so many hardsh�ps and w�th 
 them, an �nv�s�ble compl�cat�on, an ep�dem�c of lonel�ness. 
 How do we connect? I mean, deeply connect w�th others, 
 when we aren't face-to-face? Welcome to Two Pages w�th 
 MBS, where I �nv�te br�ll�ant people to read the f�rst two pages 
 of a favor�te book of the�rs, a book that has shaped them, a 
 book that has moved them. One of my favor�te th�ngs about 
 podcast�ng �s the opportun�ty to talk to great people and I've 
 done �t a bunch. And I reckon over t�me, I've become a 
 decent �nterv�ewer. And yet I heard a podcast �nterv�ew the 
 other day between Brené Brown and S�mon S�nek, and 
 S�mon was talk�ng about h�s new�sh book called The Inf�n�te 
 Game. And one of the d�st�nct�ons he makes �n The Inf�n�te 
 Game �s the d�fference between people play�ng a f�n�te game, 
 who have compet�t�on and people who are play�ng an �nf�n�te 
 game, who have r�vals and w�th the compet�t�on, you're 
 look�ng to w�n, but w�th r�vals, you're look�ng to hold yourself 
 up aga�nst and be �nsp�red and be provoked and be 
 challenged. 

 Now I love podcast�ng because I get to talk to really great 
 people. I've been do�ng �t on and off for years, and over t�me. 
 I k�nd of fancy myself as a decent �nterv�ewer. And then 
 occas�onally you run �nto people who are r�vals. And my 
 guest today �s exactly that. R�az Meghj� �s a human 
 connect�on expert who spent 17 years beh�nd and �n front of 
 the camera �n broadcast telev�s�on. From TEDx to MTV 
 Canada. Th�s man has �nterv�ewed thousands of experts 
 about commun�cat�on and connect�on. And �n fact, �f you 
 l�sten to the end of th�s �nterv�ew, you're go�ng to hear h�m 
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 school me on be�ng an �nterv�ewer, wh�ch �s k�nd of fun and 
 certa�nly helpful for me. Now R�az has moved on from be�ng 
 �n front of the camera to be�ng an author. So I asked R�az 
 what he m�ssed most about be�ng on broadcast telev�s�on. 

 R�az:  The energy and camarader�e of be�ng �n a stud�o. You hear 
 the d�rector count�ng you down, com�ng up �n 5, 4, 3... And 
 then you know your l�ve. And that �s exh�larat�ng, to know 
 that when you're l�ve, �t could go s�deways at any moment 
 and you have an aud�ence w�th you on the journey. And 
 be�ng around... Work�ng �n broadcast�ng, I've had the fortune 
 of work�ng w�th some terr�f�c teams and leaders and laugh�ng 
 together and learn�ng together, be�ng phys�cally �n the space 
 of just explor�ng �deas and then try�ng them on l�ve telev�s�on 
 and then d�ssect�ng �t all. It's such a fasc�nat�ng exper�ence. 
 And I m�ss that camarader�e and energy of be�ng phys�cally 
 together. 

 MBS:  It's safe to say that most of us are m�ss�ng the same th�ngs, 
 the connect�on and the comradery, and R�tz has spent a 
 great deal of t�me th�nk�ng about th�s for h�m and for us. 
 Dur�ng the pandem�c he's been hard at work on h�s own 
 book, Every Conversat�on Counts and the road has been a b�t 
 rocky. It's not just the d�ff�culty of actually wr�t�ng a book. 

 R�az:  I'm a stubborn guy. So somebody says, "Yeah, I don't know 
 why people wr�te books now, �t's just go�ng to get lost �n the 
 shuffle." To me, I'm l�ke, well �f you bel�eve �n your message 
 and you bel�eve and have seen �t can help. I'm go�ng to 
 comm�t to the �dea and I'm go�ng to do everyth�ng I can to 
 ampl�fy th�s message and get �t out there. And I knew for me, 
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 human connect�on was such a pass�on. Study�ng the 
 ep�dem�c and I bel�eve the soc�al pandem�c of lonel�ness and 
 �solat�on were problems everybody was feel�ng. 

 MBS:  And that R�tz told me, �s why he chose the book. Everyone 
 Commun�cates, Few Connect by the legendary John Maxwell. 
 And that's what he's go�ng to share w�th us today. I'll let R�tz 
 tell you exactly what �mpact �t had on h�m. 

 R�az:  I've always been fasc�nated by the art of how and why we 
 connect. And I don't even know how old th�s book �s, but I 
 d�scovered th�s one years ago, and as an �nterv�ewer, I always 
 thought, well, what �s a great conversat�on? And �t's that 
 emot�onal p�ece, how to make an emot�onal connect�on, how 
 to lead w�th a serv�ce mental�ty. So when I saw th�s t�tle, �t 
 just spoke to me. And when I p�cked �t up, read�ng a cover to 
 cover, there are so many pages that are marked that I just... It 
 was one of these books that I could totally relate to. It's much 
 l�ke yours, M�chael. And I sa�d th�s to you w�th the coach�ng 
 hab�t. When I was read�ng these th�ngs, these are some of 
 these tact�cs that I was unconsc�ously do�ng, but had yet to 
 art�culate. And �t just spoke to me that way. And I thought, 
 yes, that's why th�s works. And I love read�ng books that allow 
 me to see these th�ngs. And then just up my game even 
 more. And th�s book d�d that. 

 MBS:  If you're hungry for deeper connect�on, I know I am. We 
 could all stand to up our commun�cat�on game. So here's R�tz 
 Meghj� read�ng two pages of Everyone Commun�cates, Few 
 Connect by John Maxwell. 
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 R�az:  Deep down. Most of us want to feel �mportant, but we need 
 to f�ght aga�nst our naturally self�sh att�tude and bel�eve me, 
 that can be a l�felong battle, but �t's an �mportant one. Why? 
 Because only mature people who are focused on others are 
 capable of truly connect�ng w�th others. Ego. There �s a very 
 real danger for people w�th publ�c profess�ons to develop 
 unhealth�ly, strong egos. Leaders, speakers, and teachers can 
 develop a d�sproport�onate sense of the�r own �mportance. 
 My fr�end, Calv�n M�ller �n h�s book, The Empowered 
 Commun�cator, uses the form of a letter to descr�be th�s 
 problem and the negat�ve �mpacts �t has on others. 

 The letter says, "Dear speaker, your ego has become a wall 
 between yourself and me. You're not really concerned about 
 me, are you? You're mostly concerned about whether or not 
 th�s speech �s really work�ng, about whether or not you're 
 do�ng a good job. You're really afra�d that I w�ll not applaud 
 aren't you? You're afra�d that I won't laugh at your jokes or cry 
 over your emot�onal anecdotes. You were so caught up �n the 
 �ssue of how I am go�ng to rece�ve your speech. You haven't 
 thought much about me at all. I m�ght've loved you, but you 
 are so caught up �n self-love that m�ne �s really unnecessary. 
 If I don't g�ve you my attent�on, �t's because I feel so 
 unnecessary here. When I see you at the m�crophone, I see 
 narc�ss�st at h�s m�rror. Is your t�e stra�ght? Is your ha�r 
 stra�ght? Is your deportment �mpeccable? Is your 
 phraseology perfect? You seem �n control everyth�ng, but 
 your aud�ence. You see everyth�ng so well, but us, but th�s 
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 bl�ndness to us, I'm afra�d has made us deaf to you. We must 
 go now, sorry. Call us somet�me later, we'll come back to you. 

 When you're real enough to see us after your dreams have 
 been shattered, after your heart has been broken, after your 
 arrogance has reckoned w�th despa�r, then there w�ll be room 
 for all of us �n your world. Then you won't care. If we applaud 
 your br�ll�ance, you w�ll be one of us. Then, you w�ll tear down 
 the ego wall and use those very stones to bu�ld a br�dge of 
 warm relat�onsh�p. We'll meet you on that br�dge. We'll hear 
 you then. All speakers are joyously understood when they 
 reach w�th understand�ng, s�gned your aud�ence." 

 It's just so good. The f�rst t�me I read Calv�n M�ller's letter, I 
 was struck by how accurately �t descr�bed me when I came 
 out of college. I was so cocky. I thought I had everyth�ng 
 f�gured out, but the truth �s that I d�dn't have a clue. I had 
 taken courses and speak�ng, but the un�vers�ty coursework I 
 had completed for my degree had merely taught me how to 
 construct a competent outl�ne. My stud�es �n no way, 
 prepared me to connect w�th an aud�ence. Our professors 
 had encouraged us concentrate our attent�on on our subject. 
 We were told to focus our eyes at a po�nt on the back wall of 
 the room. My del�very was awkward and mechan�cal. Worse 
 yet, whenever I spoke, I wasn't very �nterested �n the people 
 to whom I was speak�ng. I was look�ng for the compl�ments I 
 hope to rece�ve after the message. Nobody can connect w�th 
 that k�nd of att�tude. John Maxwell �s a legend for a reason. 
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 MBS:  Yeah. John Maxwell �s a legend for a reason. That's beaut�fully 
 read, thank you. What struck a chord for you there? What's 
 the �dea that resonated and went made you go, wow? 

 R�az:  When I read th�s book and read pages l�ke th�s, �t really made 
 me reflect on myself of when I got �nto the bus�ness and 
 telev�s�on, and how concerned I would be w�th how I'm be�ng 
 perce�ved and los�ng that sense of authent�c self. And the 
 real�zat�on that true connect�on �s, look at you, �s greater than 
 look at me. And John's art�culat�ng what the great speakers 
 do, they g�ve more than they take. And these words allowed 
 me to just get more cur�ous �n a s�tuat�on where I have the 
 opportun�ty to present for a group. I'm hav�ng conversat�ons 
 w�th leaders, not just the event organ�zers, but leaders that'll 
 be �n the aud�ence to understand. So what's your exper�ence 
 been l�ke these past few years? And that allows such a deep 
 understand�ng of where they're at and what they need. And 
 then �f there's the opportun�ty to speak, �t's of pure serv�ce to 
 what they need, as opposed to what I th�nk you need. And 
 what I th�nk �s a br�ll�ant quest�on or a br�ll�ant �dea. It's not 
 about me. It's look at you �s so much greater than look�ng at 
 me. 

 MBS:  Now one of the phrases used �n the p�ece that you read out 
 was, "Hey speaker, when you set as�de your arrogance, when 
 your arrogance �s broken, then you'll have crossed a br�dge 
 and you'll become one of us." So here's my quest�on for you, 
 R�tz. Where were you arrogant? And what was �t that helped 
 you sh�ft from arrogance to, I guess the way we str�ve to be as 
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 �s hum�l�ty to a place of humbleness? I'm cur�ous to know 
 where the arrogant edge was you... When �t was there. 

 R�az:  Arrogance for me as an �nterv�ewer would show up w�th how I 
 approached the conversat�ons. For example, �f there was a 
 b�g name or a b�g conversat�on, I would th�nk, how do I come 
 across great �n th�s? And I would come up what I bel�eve to be 
 the best quest�ons to ask th�s f�gure, to show off how much 
 research I d�d or how emot�onally �ntell�gent I can be. And 
 then the success marker. I would... I'm met�culous w�th 
 watch�ng playback and I would watch �t, and I would say, 
 "Yep, check, that was a success because I asked all of the 
 quest�ons I wanted to ask." 

 And then the emot�onal component, to me �s some of the 
 most �nterest�ng guests, the way they sh�fted from arrogance 
 to hum�l�ty, came �n the green room. And one of the s�mple 
 quest�ons, and th�s �s why I love your book, The Coach�ng 
 Hab�t, because one of your seven quest�ons talk about what's 
 on your m�nd. And there have been some really powerful 
 �nterv�ews w�th guests surround�ng mental health, the ones 
 that have dealt w�th advers�ty of l�fe-threaten�ng health r�sks, 
 or before I even enter w�th my energy and my cur�os�ty, �s to 
 just pause and feature that look at you as greater than look�ng 
 at me. 

 And I would ask guests what's on your m�nd. And that 
 quest�on would allow me to pr�or�t�ze the�r pr�or�t�es. And �f 
 they gave me someth�ng that I hadn't researched, the 
 �nterv�ew sh�fted, and that's when these courageous reveals 
 would start to be unlocked and I started to understand, �t's 
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 not about me. It's not about my quest�ons. It's about th�s 
 message they have to share. And the goal �s to unlock �t. In 
 TV, you only have f�ve to s�x m�nutes to unlock as much as 
 poss�ble, but g�ve them that space �n the green room so they 
 trust you, and then reveal someth�ng powerful so the 
 aud�ence w�ns and the�r message connects on a deeper level. 

 MBS:  That ab�l�ty to create connect�on and trust, th�s �s �n part what 
 your new book �s about as well. How do you accelerate that? 
 Because, somet�mes you get lucky and there's a connect�on, 
 and you're l�ke, I know we're go�ng to h�t �t off, but �f you're a 
 profess�onal �nterv�ewer, you can't leave that to chance. 
 You're l�ke, my job �s to accelerate trust and accelerate 
 connect�on. And what I hear you already say�ng �s meet�ng 
 them �n the green room, wh�ch can be a l�teral th�ng, but also 
 a metaphor�cal th�ng. And be�ng present to who they are. I'm 
 wonder�ng �f there's other ways that you helped make that 
 sense of connect�on deepen and r�pen more qu�ckly? 

 R�az:  It comes down to the recogn�t�on and patterns I'd watch after 
 17 years of �nterv�ew�ng people for a l�v�ng, that there are 
 three quest�ons we ask ourselves the f�rst t�me we meet 
 someone. And those quest�ons are, Do you care about me? 
 Are you l�sten�ng to me? And, can I trust you? And I bel�eve 
 the amount of research we could do to delve �nto 
 somebody's work and research, maybe exper�ences that 
 they've had, columns they've wr�tten to understand where 
 they're at and get spec�f�c, shows that car�ng p�ece. The �dea 
 of s�mpl�c�ty w�th our cur�os�ty of ask�ng that �n�t�al quest�on, 
 and then gett�ng out of the way, and then d�gg�ng deep, 
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 proact�vely w�th followup quest�ons, conveys that powerful 
 l�sten�ng, where there'll be more engaged th�nk�ng, okay, 
 they're p�ck�ng up on what I'm g�v�ng them, as opposed to 
 runn�ng down the l�st of quest�ons that they have for me. 

 MBS:  And �t's so annoy�ng when that happens, when they're l�ke, 
 I've just opened up a beaut�ful doorway for you, we could 
 walk through th�s together. And the �nterv�ewer goes, "That's 
 not my next quest�on, sorry about that. I've got someth�ng 
 else to ask you." You're l�ke, a m�ssed opportun�ty. 

 R�az:  It's so true. And the funny th�ng �s M�chael, be�ng on the other 
 s�de of the �nterv�ew, I can spot �t now. For me, I would always 
 pr�de myself. If an author was com�ng �n, I'm l�ke, I have to 
 read the�r book, because otherw�se I'll just read the talk�ng 
 po�nts that PR person gave. You've probably g�ven out those 
 talk�ng po�nts. What's the po�nt? And you can tell when 
 someone's done a deep d�ve �nto the work and when they 
 haven't. I can spot �t now. So that l�sten�ng p�ece �s really 
 �mportant. And the �dea of can I trust you? I really cred�t 
 Darren Hardy, former former publ�sher of SUCCESS 
 magaz�ne and author of The Compound Effect, wh�ch �s 
 another great book that I love. And I had the chance to s�t 
 w�th h�m a few years ago and he's �nterv�ewed some of the 
 greats. 

 And I sa�d to h�m, I'm l�ke, "Darren, what's your secret? How 
 do you get people to trust you?" And he sa�d two words that 
 st�ck w�th me and really helped me nav�gate my approach. 
 He's just sa�d, "Go f�rst." And he sa�d, "If you want people to 
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 trust you, R�tz, go f�rst and share someth�ng raw and cand�d 
 and show you trust them, and create that safe space." 

 MBS:  I love that, 

 R�az:  And I thought that was br�ll�ant. And then he sa�d, "If you 
 want to mot�vate people, go f�rst and understand what 
 mot�vates them and help them ach�eve that." And then you'll 
 have trust and connect�on because people w�ll understand, 
 yeah, th�s person cares about me. Yeah, they l�sten to me 
 because they're help�ng me ach�eve my goals. That �dea of 
 accelerat�ng connect�on M�chael, comes down to those three 
 quest�ons. Do you care about me? Are you l�sten�ng to me? 
 And can I trust you? And recogn�z�ng, �f you can answer those 
 when you meet somebody, those all have a h�gh emot�onal 
 component lean�ng �nto those goes a long way. 

 MBS:  That's wonderful. That's really helpful. That last po�nt, 
 part�cularly around that sense of, trust comes �n part through 
 a mutual exchange of value. And that's not money, �t's let me 
 show you some me so you feel safe enough to show me 
 some of you. And I know, the language I use around �t when 
 I'm speak�ng �s, as a speaker my job �s to be the strongest 
 s�gnal �n the room, wh�ch means that I've got to th�nk about 
 what I want my aud�ence to exper�ence �n terms of energy, �n 
 terms of vulnerab�l�ty, �n terms of courage. And then I've got 
 to be the s�gnal for that because they respond to my 
 presence more perhaps than they respond to my message, 
 to my actual words. It comes back to our [�naud�ble] 
 Canad�an, Marshall McLuhan. The med�um �s the message. 
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 You're creat�ng that �n the exper�ence and �n the quest�ons 
 that m�ght follow �t. 

 R�az:  I love that, strongest s�gnal �n the room. I'm wr�t�ng that one 
 down. That's such a relevant po�nt too, espec�ally when 
 you're not phys�cally present �n the room of how you can be 
 that strong s�gnal v�rtually. I know a lot of people struggle 
 w�th the v�rtual, but there �s such an opportun�ty �f we're st�ll 
 lead�ng �n by l�sten�ng and engag�ng them and act�vat�ng 
 them r�ght out of the gate, we can st�ll be that s�gnal just �n a 
 d�fferent med�um. 

 MBS:  Let me sh�ft the quest�on. Because I want to come back to 
 one of the tens�ons about what you talk... What you shared �n 
 the two pages you read, the message that I took from that �s, 
 "Hey speaker" And by that, he's really mean�ng anybody 
 who's �n an attempt to commun�cate. "If all you're do�ng �s 
 th�nk�ng about yourself, how good your ha�r looks, how good 
 your message �s, whether your jokes land, your self-centered 
 and you lose the br�dge, the connect�on to the aud�ence. 
 You're not �n a place of serv�ce." 

 At the same t�me, there's a tens�on to say, I want to create the 
 best th�ng I can. What I'm try�ng to do as an art�st, �s bu�ld 
 someth�ng that has the r�ght beat. If you're a stand-up 
 comed�an, �t's all about the beat after the punchl�ne, the lead 
 �nto the punchl�ne, �t �s about perfect�ng that th�ng, �t �s about 
 perfect�ng your presence. And when... One of the th�ngs that 
 I not�ced about you, �s you're, �f you don't m�nd me say�ng, a 
 very beaut�ful man, I mean, you look great. You look great on 
 the front cover of your book. You look great on th�s v�deo at 
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 the moment, you are well put together. I mean, I'm a l�ttle 
 more shambol�c, but you've actually got a presence and a 
 pol�sh and a thoughtfulness of somebody who has worked 
 on the beat, the humor, the emot�on, the language. 

 So how do you balance that tens�on between a comm�tment 
 to your art and your craft? And for many of us, we're part of 
 that. Our brand, our presence �s at. And th�s �dea of stepp�ng 
 as�de from arrogance, be�ng broken, connect�ng to the 
 aud�ence, wh�ch �s part of what was ment�oned �n what you 
 read. 

 R�az:  That's a beaut�ful quest�on. For me, �t starts w�th a 
 comm�tment to l�sten�ng and just l�sten�ng �n d�fferent ways. 
 Step one, I'll l�sten to myself of, who am I? What �s the 
 message I have to share that can better somebody's l�fe? And 
 stay�ng true to that because �t's easy to get caught up �n the 
 people pleas�ng aspect, wh�ch I w�ll throw cred�t to you of 
 the, �f �t's not a hell yes, �t's a no. 

 MBS:  I w�sh I l�ved that more than I do, but I'm try�ng to embody 
 that, and to g�ve that cred�t that's from Derek S�vers and h�s 
 work, wh�ch I love that adapt�on of that. It's l�ke fully comm�t 
 to a yes or just make �t a no. 

 R�az:  Yeah. I mean, that �s the g�ft that keeps on g�v�ng. And that 
 requ�res truly l�sten�ng to ourselves. I was talk�ng to my w�fe 
 th�s morn�ng, who's a lawyer and she deals w�th a lot of egos 
 and challenges and people that need th�ngs done qu�ckly. 
 And we were hav�ng th�s conversat�on of, okay, do I take on 
 th�s new cl�ent? Do I take on th�s new contract? Is �t for them? 
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 Or �s �t for me? And I get �n the beg�nn�ng of our careers that 
 hav�ng a collaborat�ve sp�r�t �s v�tal �f you want to succeed, 
 we've got to pay our dues and show we have a strong work 
 eth�c. 

 Yet once the exper�ence comes �n, then �t's �mportant to start 
 ask�ng these quest�ons, am I do�ng th�s for the r�ght reasons? 
 So how to answer your quest�on, I start w�th the 
 comm�tment to one l�sten�ng to myself and hav�ng clar�ty �n, 
 here �s what I have to offer and serve. Here �s the deep d�ve 
 of research I have done that I bel�eve w�ll better or elevate, I 
 should say �s a better word, maybe to elevate the culture, 
 elevate your presence, elevate your connect�on w�th your 
 people. And then �t's a matter of tr�al and error and that 
 comm�tment to l�sten�ng of, I'm go�ng to put th�s out here. 
 And th�s �s why I sa�d, dur�ng th�s conversat�on, I st�ll watch 
 my playback on any presentat�on to th�s day. And one of the 
 th�ngs I love about... I know a lot of people are t�red of Zoom 
 and have Zoom fat�gue or whatever v�deo med�um you use. 
 One of the th�ngs I love, w�ll be the opt�on to save the chat 
 before the w�ndow �s closed after a presentat�on �s done. 

 And after that presentat�on, the f�rst th�ng I'll do, �s I'll watch 
 my playback and take my own notes. And then I'll go back 
 and watch what the aud�ence reacted to, to understand what 
 was of value and the�r �deas, were I th�nk when I d�scovered �t 
 and I feel l�ke at th�s po�nt, I've been a curator of �nformat�on 
 through �nterv�ews and �deas and through wr�t�ng, where I 
 feel th�s �s a valuable �dea. The aud�ence w�ll always tell me �f 
 �t's a valuable �dea. So I try and match. I l�stened to myself, I 
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 watch playback, take notes, cr�t�que myself, and then l�sten 
 to, most �mportantly, the aud�ence and see how they were 
 served and then cal�brate and recal�brate and cont�nuously 
 try new �deas. And every aud�ence �s d�fferent. 

 And understand�ng there w�ll never be a hundred percent 
 approval. That's someth�ng I struggled w�th �n the beg�nn�ng 
 because of the ego �n telev�s�on. I want �t to be l�ked by 
 everybody. But after a wh�le you real�ze �t's not about me, �t's 
 about the moment you can create and the serv�ce you can 
 prov�de. So that serv�ce of cont�nuous playback cr�t�que, 
 l�sten�ng. Yeah. It all comes down to comm�tment to 
 l�sten�ng, that's �t. 

 MBS:  It's such an �nterest�ng place you're po�nt�ng to R�tz, It's a 
 unresolvable tens�on, wh�ch �s stay�ng an apprent�ce and 
 own�ng mastery at the same t�me. And that's what I hear �n 
 the stor�es you tell, wh�ch �s, by any measure, you're 
 masterful at th�s work, whether that's present�ng, teach�ng 
 from your book, �nterv�ew�ng people, but the w�ll�ngness, the 
 hum�l�ty to be an apprent�ce, to keep learn�ng �n some ways 
 also allows you to best ut�l�ze that expert�se because �t's not a 
 br�ttle th�ng. It's a expert�se that's able to meet an aud�ence 
 where they are and go, look, I've got some stuff I know works, 
 and I'm go�ng to use all of those sk�lls, whether that's obv�ous 
 or whether that's a l�ttle more subtle and subl�m�nal, but I can 
 also use that to be present and to adapt and adjust to what 
 the aud�ence wants and what they need and where the 
 energy moves �n the room, so that you can be present to 
 them as well. 
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 R�az:  Yeah. And to bu�ld on that, one of the greatest th�ngs to take 
 away from a broadcast career that has helped me stay 
 focused �n th�s space of wr�t�ng and releas�ng a book, �s to 
 always ma�nta�n a beg�nner's m�ndset. Because �n the 
 beg�nner's m�nd, there are many opt�ons and �n the experts, 
 there are a few. And no matter what I'm do�ng, whether �t's 
 on camera work, whether �t's wr�t�ng, whether �t's just 
 blogg�ng, �t's just to ma�nta�n that beg�nner's appeal. Because 
 that's exc�t�ng, that there's always someth�ng to learn and 
 p�ck up on. Otherw�se, �f I close off, I'm go�ng to m�ss that 
 opportun�ty for connect�on. 

 MBS:  That's wonderful. Hey, R�tz, we're com�ng to the end. I have a 
 quest�on that I learned from somebody wh�ch I love. And the 
 quest�on �s th�s. What needs to be sa�d that hasn't been sa�d? 
 I'm cur�ous to know what comes to you when I ask you that 

 R�az:  I'm wr�t�ng th�s quest�on down because I love the gems you're 
 throw�ng out here. Out of everyth�ng we've covered �n th�s 
 conversat�on. The �dea that comes to me �s how do we break 
 out of autop�lot mode, when we're not just commun�cat�ng, 
 but �f we have an �ntent�on to connect w�th someone, �f we're 
 go�ng to g�ve them our t�me, �f we're go�ng to g�ve them our 
 attent�on, how do we break out of autop�lot mode and get 
 more �ntent�onal w�th nav�gat�ng emot�on? And all those 
 years �n telev�s�on. And what I've learned from the �nterv�ews 
 �s that, �n our conversat�ons, how do we just br�ng... And th�s �s 
 an �dea I'll throw to you. 
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 You, who's l�sten�ng to th�s and l�sten�ng to us r�ght here �n 
 th�s conversat�on, how can you create a d�alogue w�th less 
 �nformat�on and more emot�on? And a lot of people talk 
 about the�r career. They'll talk about the�r health, but emot�on 
 l�ves �n relat�onsh�ps. And that's our opportun�ty to have a 
 comm�tment to l�sten�ng and really delve �nto what matters 
 most, what are people's emot�onal pr�or�t�es and be�ng w�th 
 them. Not be�ng afra�d of emot�on, espec�ally �f you know 
 somebody's gr�ev�ng or somebody h�ghly frustrated, just 
 allow�ng them to be w�tnessed and then lean�ng �n w�th the 
 cur�os�ty, lean�ng �n w�th l�sten�ng and putt�ng as�de the 
 d�stract�ons and just nav�gat�ng emot�on, less �nfo, more 
 emot�on �s what we need r�ght now. 

 MBS:  Well R�tz let me ask you th�s. So we've been talk�ng for a 
 wh�le and as I am runn�ng through th�s exper�ence �n my 
 m�nd, I'm l�ke, how d�d I do �n terms of connect�ng w�th 
 emot�on? Where d�d I m�ss opportun�t�es �n our conversat�on 
 to allow emot�on to come to the surface or be more present 
 �n the way we were talk�ng? 

 R�az:  Okay. One of the �deas that come to m�nd �s the art�st's story. 
 And that's also where emot�on l�ves, emot�on l�ves �n when 
 people speak about the�r relat�onsh�ps, but �t also speaks 
 about def�n�ng and m�lestone moments �n the�r l�fe. And �f 
 the object�ve of your quest�on �s, well, how do I draw out 
 more emot�on from R�tz? That's we�rd, I'm speak�ng �n the 
 th�rd person... How do I draw more promot�on from th�s guy? 
 Is the stor�es of these moments of... We talk about the 
 quest�on, what's on your m�nd of... Take me to a moment 
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 where that really unlocks someth�ng or take me to a moment 
 where... 

 I cred�t the late psych�atr�st, Gordon L�v�ngston, who had the 
 happ�ness equat�on of three real th�ngs that stand out �f 
 you're try�ng to connect w�th someone and you have no 
 context of them and they're emot�onally dr�ven and he found 
 that the happ�est people have someth�ng to do, they have 
 someone to love and they have someth�ng to look forward 
 to. And those k�nds of emot�onal touch po�nts l�ve �n 
 relat�onsh�ps. They l�ve w�th stor�es and maybe that's the only 
 th�ng that maybe I could have brought forward to th�s 
 conversat�on �s more stor�es w�th the emot�on, because I 
 apprec�ate the thoughtfulness and the quest�ons of b�g �deas, 
 hum�l�ty versus ego. Feel there was great act�onables �n th�s. 

 MBS:  It's pretty �ron�c that last conversat�on R�tz and I had, when I 
 asked h�m, what d�d I m�ss? Or what could I... How could I 
 �mprove my game as an �nterv�ewer? And he's l�ke, "Maybe 
 stor�es, a few more stor�es." And I real�ze, �ron�cally, that I've 
 spent years try�ng to avo�d stor�es, I'm best known for my 
 work �n the world of coach�ng and help�ng people be more 
 coach-l�ke. And one of the th�ngs I say �n the coach�ng hab�t 
 book �s, "Stop them tell�ng you the stor�es. It's just a 
 d�stract�on. It just suckers you �n to want�ng to solve �t and f�x 
 �t to g�ve adv�ce." And I st�ll stand by that. I st�ll th�nk that's 
 true, that �f you're �n a conversat�on that's coach-l�ke where 
 you're actually try�ng to open up new �ns�ghts and provoke 
 act�on, that often the story �s a d�stract�on because �f you're 
 the coach and you're pursu�ng the story, you're often try�ng to 
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 pursue �t so you can get more �nformat�on so that you can 
 then solve the problem. 

 But th�s �s what I'm tak�ng away from th�s conversat�on, and 
 well many th�ngs, but I real�zed that the story m�ght be a 
 d�stract�on �n the world of coach�ng, but when I'm try�ng to 
 connect w�th somebody, the story �s so often the way �n to 
 that connect�on. And that's not to say you shouldn't stay 
 cur�ous. I th�nk you should, but �t m�ght mean that you need 
 d�fferent quest�ons to help provoke the story, to k�nd of 
 connect to the story, to uncover the story because not all of 
 us are great storytellers. I don't th�nk I'm a great storyteller. I... 
 You just have to talk to [Marcelle] and my w�fe and she's l�ke, 
 "Tell me what's go�ng on?" And I'm l�ke, "Oh, I've forgotten." 
 Most of what's already happened dur�ng the day. When I 
 worked w�th Audra, who �s the producer of the show and 
 she's l�ke... And I'm l�ke, "Audra, how do I tell... How do I get 
 people to tell better stor�es? I want that, but I've spent 20 
 years pract�c�ng, not gett�ng people tell�ng stor�es." 

 Well, what she d�d �s she �ntroduced me to, or rem�nded me 
 of Alex Blumberg. Who's the founder of G�mlet, who has an 
 onl�ne course around how to be a better �nterv�ewer. So I 
 went there, I've started to p�ck up and use new quest�ons, so 
 that I can actually reach out and connect to people's deeper 
 stor�es. And what I love about that �s so much of �t �s, �t has 
 the same core pr�nc�ple as some of the coach�ng quest�ons I 
 love. The coach�ng quest�ons are, Hey, what's the real 
 challenge here for you that accelerates us �nto the real 
 conversat�on, the real conversat�on fast? And I love that. And 
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 I real�zed that the same method �s what you're after when 
 you're ask�ng people to tell a story, I go, Hey, that moment, 
 when you real�ze... That moment, when you were leav�ng 
 broadcast telev�s�on, take me there. 

 What was that l�ke R�tz? I w�sh I'd asked that quest�on 
 because I feel that m�ght have opened up a story of 
 exc�tement and anx�ety and adventure. And we d�dn't get to 
 hear that because I d�dn't yet have that story tell�ng quest�on 
 ask�ng muscle developed. I'm cur�ous to know, of course, 
 what struck a chord for you, as R�tz sa�d r�ght at the end, �s 
 there were a ton of act�onables, a ton of takeaways. I'd love to 
 know what struck a chord for you. Now, of course, �f you want 
 to learn more about R�tz and R�az's work, you want to go to 
 h�s webs�te, I'm go�ng to spell �t out for you, because he's got 
 a name that �s less fam�l�ar to certa�nly my eyes. So R�tz, 
 R-I-A-Z or Z, depend�ng on where you are �n the world. And 
 then Meghj�, M-E-G-H-J-I .com. 

 And that g�ves you access to all the work that he's do�ng, plus 
 ways of buy�ng h�s book. And of course h�s book �s ava�lable 
 everywhere that you want to buy a book. Meant�me, word of 
 mouth �s how th�s podcast grows. And as the podcast grows, 
 that allows me to cont�nually reach out to great guests and 
 have them come on th�s show. So �t helps you and �t helps 
 me both by pass�ng the word along. So �f there's someone 
 you can th�nk of who would love to hear R�az's �ns�ghts, who's 
 look�ng for connect�on and commun�cat�on and the ab�l�ty to 
 understand that every conversat�on counts. Well, please 
 ment�on the ep�sode to them. I'm sure they'd benef�t from �t. 
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 And I'd certa�nly be apprec�at�ve of �t. And of course, �f you're 
 moved to g�ve the podcast a rev�ew or a rat�ng, I am certa�nly 
 grateful for that. I'm MBS, and thanks for l�sten�ng to Two 
 Pages w�th MBS. 
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