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They say it’s not what you know that counts; it’s who you know. I’d challenge that and suggest that it’s who cares whether they know you back that really determines how well connected you are. It is not enough to be acquainted with the right people; you must also assure that they find value in being acquainted with you. So when it comes to making contacts it is the quality of the contact that determines whether it is an asset for you. With that in mind, let’s look at the other vital relationships in a leader’s world. 

There are seven vital relationships for all leaders. These relationships will determine how successful each leader will be and how successful their people will be. They are: the relationship between the person and the organization, person and purpose, person and position, person and technology, person and coworkers, person and customers, and person and self.

Person to Organization

The first responsibility of a leader is to get his or her people to embrace the organization’s “corporate DNA”, its genetic code. For an association or corporation, the genetic code is contained in the purpose, vision, mission and values of the organization. When a person works for any entity if they do not feel a personal connection to its genetic code, they will be perceived as an outsider. But when they do believe in and care about what you care about, they instantly feel like family. Always seek to orient people to the underlying belief system of your organization.

Person to Purpose

When you don’t find much meaning in what you do, you don’t bring much value to what you do. Just because something is important doesn’t mean it is meaningful to those who are doing it. Our job as leaders is to inspire our people to constantly notice the value of their actions to others. Help them think through how others benefit from their work, no matter how small the task. For example: what is the purpose of filing? Storage? No! Retrieval! If, once filed, you and others can’t find it, then it wasn’t filed at all, it was hidden. When we think about the reasons why something is being done, the “how” tends to become more important. 

Person to Position

When asked about their job most people hear the question, “what do you do?” If they merely describe their duties and tasks, then you know they aren’t very motivated. What you want is for them to describe their role and the value it brings to others. For example; a membership director might say, “I keep our members informed and involved to assure that they get the maximum value from our organization.” Doesn’t that beat the typical answers you hear? Have each of your team write a short statement that describes what they do. Assure that they learn to state it in terms of how it brings value to others.

Person to Technology

It is not enough to just have the best tools; you must also be able to use them well. I remember a joke about an ignorant farmer who was given a chainsaw for Christmas. He tried to use it but complained that it was much harder to use than his old handsaws. When a friend came over to check on it and started the motor the farmer jumped back in alarm. Since he had never owned one, he had never cranked up the engine. This is often true of software as well. If you are like most people your computer has at least one really nice new program that would benefit you if you used it. But because you haven’t learned to use it well, you avoid using it at all. This is normal. Wasteful, but normal. As leaders we must assure that our people have the tools to do their jobs well and also the training to use the tools appropriately.

Person to Coworkers

The quality of one’s relationships on the job is directly related to the quality of their work. When interpersonal tension is low, productivity tends to be high. When “people problems” creep into the day the quality of output is diminished. Besides, if you don’t get along well with your coworkers and suppliers, you tend to dread going to work, and you avoid contact with those who frustrate you. Good quality work flows naturally when relationships are smooth and happy. Assure that your people have the training and support they need in order to become really good at connecting with others, all types of others.

Person to Customers 
Ever hear something like this; “Jim is capable of really good work, if we could just keep him from direct contact with the customers”? That is a situation, which holds many future unhappy moments. Associations and Corporations cannot afford to have team members who are not able to relate well to customers. If someone is so bad with people that they need monitoring then we should outsource the job to them and get them off the payroll. As long as they are on the staff, they are part of the organization and sooner or later they will once again interact with our customers and guests. Make good customer relations a non-negotiable item. Set your standards high and let everyone know that their job exists for the welfare of the customers. Then train them in how to deal with customers well.

Person to Self

If you can’t lead yourself, please don’t lead others. Every person carries their own feelings and perceptions into everything they do. It is incumbent upon us as leaders to encourage and support the personal development of our team. When we provide direction and resources to help people know themselves, explore their talents, and grow both personally and professionally, we get better team members. Nobody is fully mature, we are all works in progress and there are many ways in which each of us can still improve. 

Be the supporter and the role model for others. Know yourself, explore your own talents, and sustain a pattern of constant personal growth. You and your organization will be glad you did. 

Try using this as a checklist when reviewing yourself and the other members of your team. Give a 1 to 10 ranking in each category to see which areas need attention. Then develop a plan for increasing each one to a 10. 
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