
 
Introduction 

 
What is the distinction Mood? 
 Mood is one’s orientation to the world. 
 
The skill of managing moods is relevant for every part of your life: 
 Business 
 Marriage 
 Parenting … 
 
Have you studied: 

Social Construction Theory 
The Biology of Emotion 
Linguistics 
Emotional IQ 
Language Action Theory 

 

Managing Mood as a Leader 
 

 SELF  (Today’s conversation) 
Observing your own mood 

 Assessing an appropriate mood for your goals  
Shifting your own mood 

  Somatic (Posture, movement, food, temperature, visual, …) 
  Linguistic (what is your story for the future) 

 
CUSTOMER 
Observing your customer’s mood 

 Assessing appropriate moods for your customer and their personal or  
        organizational ambitions 

Designing and crafting moods for your customer’s goals 
Shifting your customer’s mood 

  Somatic 
  Linguistic 
 

TEAM 
Observing your team’s mood 
Assessing appropriate moods for your team members and their personal  
        ambitions 
Designing and crafting moods for each team and each goal  
Shifting your team’s mood 

  Somatic 
  Linguistic 
  
 ORGANIZATION 
 Observing the organization’s mood 
 Assessing an appropriate mood for attaining organizational goals  
 Designing moods for your organization within the marketplace 
 Shifting your organization’s mood to hold or gain market share 
  Somatic 

Linguistic 
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The Skill of Mood Management 

 
The power of the skill for understanding, assessing, and shifting moods is that we can then 
change our actions!!! 
 
The mood we are in, or orientation we personally have to the world, produces a certain set of 
emotions which then makes a set of actions available to us. 

 
 

MOOD ACTIONSEMOTIONS

P
 e
 a
 c
 e

joy

curiosity

love

calm

compassion

give

teach

care

sit

 
 

 
Figure – Mood (What is it?) 
 
1 - Observe your Mood (Remember, your view of the world is subjective.) 
 
2 – Assess and choose a Mood appropriate for what you want to accomplish 
 Do you know what you want right now …. out of your life.  

 
Figure – Observing and Influencing Mood 

 
3 - Shift your Mood (Mood buddies are great and very effective) 
 Somatic (Pre-Linguistic going from outside environment in) 
  - What physical practices can you think of? 
 Linguistic (going from your insides out)  

- What stories are powerful for you? 
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Home work:  Meeting review and design 
 

 
Figure – Leading through Structured Emergence™ 
 
Before every meeting, especially if you are the leader of the meeting, ask your 
self: 
1 – What is the purpose of the meeting? 
2 – What mood for the meeting is most appropriate? 
3 – What do I need to shift myself into that mood? 
 
Extra credit: 
Ask yourself what is the most effective mood for the other participants to be in? 
How can you shift their moods? (Remember, somatic and linguistic!) 
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Assessment of 

Need for 

Narrative 

Observation of 

Greater 

System 

Speculation of 

Possibilities 

Tentative 

Design 

Vetting of 

Tentative 

Design 

Consensus or 

Declaration of 

Narrative 

 
 

 

 



 
 

Leading through Structured Emergence™ 
Structures for Mood and Narrative (What do you do?) 

An excerpt 

Conversation Design 

This template is intended for use as a planning aid in designing conversations and meetings. The 

point is not that the template be filled out and every section complete. In fact, the only real 

document that may result is an agenda. However, if you consider each section of this template 

when planning, your conversation will be more meaningful, it will be more likely to produce the 

results you desire, and the people involved will be more satisfied.  

1. Conversation Centering 

Which Project/Initiative/Objective does the conversation support? 

Objectives for the Conversation: 

 

The conversation will produce (Circle relevant effects): 
• Invented Narrative (Opening, World, Speculation, Tentative design, Vetting, 

Declaration),  

• Embodied Narrative (Familiarity, Understanding, Knowledge),  

• Mood,  

• Action 

 

Customer for the conversation’s outcome: 

Leader of the conversation: 

Type of Conversation: 
Disclosure, Orientation, Clarification, Speculation, Specification, Design, Action 

 

Mood planned for the conversation:  

Concerns you are holding in the meeting: 

5. Holding the Conversation 

Is the meeting on track to produce the planned/stated objective(s)? 

Is the mood appropriate? 

6. After Conversation Review 

What action was committed to where you are provider or customer? 

Where you accurate in your assessment of the moods coming in? 

Did you achieve your objectives? 

What might you do differently next time? 
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