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Acknowledgment. See Gratitude
Asking for nothing, 165
Attention, giving:

as a contribution, 163-164

and listening, 102
Attitude:

and confrontations,

productive, 65

giving as an, 153-155

Authenticity, 37-39, 141-142

Behavior:
and confrontations, productive,
70-71
patterns, 37
personal versus proiescional,
37-38
and relations*ups, xxvii—xxix
and self-deceptior, 139-141
and truth, 139-141
Benefits:
approach, xxxi-xxxiii
of feedback, 56-58
of partnerships, 19-22, 172
of relationships, 172
“Be yourself,” 142
Big business contradiction, xxi
Blindspots, as self-deception,
XXiv-xxvi
Budget Blinds, 24-25

Checkpoint meetings, 52
Complete person:
getting to know the, 113-126

questionnaire, 116-122
relationships with, 122-125

Conflict:

versus conircntations,
produtive. 64-65
unpre ductve, 64-65, 68-69

Confroitations, productive:

o attitude, 65, 70-72
~d behavior, 70-71
versus conflict, 64-65
and disagreements, 63-67
examples of, 63-67, 74-77
and honesty, 72-73
and hurt feelings, 67-68
in groups, 74-76
and kindfidence, 78
negative consequences
of, 62
rules of engagement, 71-72
scenarios, 63-64
and self-talk, 71
steps, 70-74
and tone of voice, 62-63
what ifs, 67-70
why versus what, 73-74
Contribution, 158-165
by asking for nothing, 165
through education, 158-159
through mentoring, 158-159
by paying attention, 163-164
through recognition, 160
through tasks, 164-165
through words and deeds,
163-165
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Davoren, Peter, 29-30, 31, 135
Differences, respect for, 7

“Ego blindness,” 128
Emotional connections:
and courage, 123
creating, 113-126
and information gathering,
116-122
and an interest in others, 124
and introverts, 124-125
and self-talk, 122-125
Emotions, managing, and
partnerships, 15
Encouragement, 155-158

Feedback:
argument for, 44-47
benefits of, 56-58
and checkpoint meetings, 52
examples, 9, 45-46, 53-56,

58-59

and follow-up, 52
and giving, 159
and gratitude, 85
and honesty, xxvi-xxvii, 43-59
and integrity, 56-57
with leaders, 45, 47-52
misinterpretation of, 50-51
offering, 43-59
and partnerships,. &
planning for, 49-5C
premeeting, 14-13
scenarios, 53-36
and self-acception, 143-147
soliciting, 36-37
timing of, 48-49
tips and techniques, 47-52
and tone of voice, 55-56
tools, 146-147
troubleshooting, 53-56
and understanding, 50-52
video, 36-37, 146

“Foxhole principle,” 109-111

Giving:
and asking for nothing, 165
attention, 163-164
as an attitude, 153-155
in business relationships,
151-167
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and contributing, 158-165

encouragement, 166-167

through feedback, 159

and managing down, 152

and managing up, 152

through mentoring, 158-159

more than expected, 151-167

and private investigator

exercise, 161-163

recognition, 153-158, 160
Gratitude, 79-94

dos and don'’ts, 82-85

examples of, 80-82

and feedback, 85

frequency of, 84-85

and goodwill, 93-94

as habit, 79-84

and loyalty, 92-£2

and motivation, 89

reasons *tc chow, 89-91

versus sueking up, 87-89

andtin.ing, 88

tone-of voice, 84

and trust, 92

vays of expressing, 85-87

written thanks, 80-82
“Guy in the Glass, The,” 57

Harmony, false sense of, 62
Hepburn, Mary, 95-96
Honesty:
and confrontations, productive,
72-73
and feedback, xxvi-xxvii, 43-59
and mistakes, admitting,
38-39
and partnerships, 8

“I don’t know,” 34
Information gathering:
and emotional connections, 115
and partnerships, 116-122
questions for partners,
116-122
questions for self, 122-125
Internal dialogue. See Self-talk
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Kindfidence, 12-13, 31-32,
78, 159
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Leaders:

and feedback, 45, 47-52

and gratitude, 79-84

and partnerships, 1-22

and relationships, xxix—xxx, 30

Listeners, 95-111

and attention, focusing, 102

and attentiveness,
demonstrating, 102-103

bad, four sins of, 96-100

and distractions, eliminating,
101-102

and empathy, 103-104

examples, 105-106, 110-111

exceptional, 95-111

and faking it, 99-100

and finishing sentences, 98-99

and the foxhole principle, 109-111

and interrupting, 97-98

and questions, asking, 104-105

and rehearsing responses, 100

and relationships, results-
producing, 106

and the “repeat principle,” 103

self-audit, 106-109

and silence, practicing, 100-101

Managing up:
and giving, 152
and meetings, 14-16
phases of, 14-16
Meetings:
checkpoint, 52
and managi.'g vp. 14-16
Mistakes, admitting, 23-41
and apologies, 39-40
and authenticity, 37-39
examples of, 24-26, 40-41
and fear, 23-41
and forgiveness, 39-40
and honesty, 38-39
and kindfidence, 31-34
and opportunities, 24-27
and results-producing
relationships, 30
soft traits versus vulnerable
traits, 27
and strength, 27-31
tips and techniques for, 34-40
and transparency, 28-29
and vulnerability, 26-31
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Names, remembering, xx—xxi
Need nothing tool, 165

Order taking versus
partnering, 1-22

Partnering:
versus order taking, 1-22
questions to ask, 10-11
statements to make, 11-12
Partnerships:
and achievement, 184-186
axioms, 17
benefits of, 19-22, 172
and courage, 21
with customers, 1-14
and emotions mazaging, 15
examples of; 153-184
and docuunerntation, 16, 18
and {=cduack, 8
idea' L -9
iae=z2l, traits of, 7-8
and information, gathering,
116-122
with leaders, 1-22
and listening, 15, 95-111
and managing up, 14-16
and networking, 19-20
and performance, 22
planning, 14-18
and profit, 20-21, 22
resistance to, 16-18
results producing, 5-9
rewards versus risks, 18-22
and self-talk, 122-125
and trust, 22
Perception alignment, 142-145
Personal behavior versus
professional behavior, 37-38
Personality assessments, and
behavioral plans, xxiii
Private investigator exercise,
161-163
and chatter, 162
and questions, 161-162
and reactions, 162
“Productive confrontation,”
62, 65
Professional behavior versus
personal behavior, 37-38
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Question yourself, 35-36

Recognition:
as a contribution, 160
giving, 153-158
as a habit, 156
and insecurity, 155-156
and priorities, 157-158
reasons for not giving, 155-158
and selfishness, 156-157
tools for, lack of, 157
Relationships:
and behavior, xxvii-xxix
benefits approach, xxi—xxxiii
benefits of, 172
and change, 176-177
with complete person, 122-125
and diversity, 175-176
equality in, 1, 2
inequality in, 2, 3-5
investments and returns, 173
and leaders, xxix-xxx, 30
maximizing return on 169-186
and networking, 171-172
and partnering, 171-181
questions and answers,
177-181
and reciprocity, 182-184
results producing, xxxi—xxiii
and technology, 174-175
transitioning, 13-1¢
troubleshooting, 177--181
unlimited, 181122
Rotunno, Nanvy, 123-184

Second-class-citizen status, 2-5
Self-deception, 127-186
and abilities, exaggerating,
134-135
and authenticity, 141-142
and behavior, 139-141
and being yourself, 142
and blindspots, xxiv—xxvi
and doubt, 133-134
and ego, 127-129
examples, xxv-xxvi, 128-129,
131, 137-138, 141-142,
147-149

and feedback, 143-147
and leadership, 137
and luck, 132-133
and perception alignment,
142-145
and problems, acknowledging,
130-131
and relationships, 136-137
and self-talk, negative, 133-134
and trust, lack of, 136
and truth, 127, 129-130
versus truth telling, 138-147
types of, 130-135
victims, playing the, 132
Self-talk:
and confrontations;
productive, 71
and emotiona! cemnections, 123
and partnerships, 122-125
and self-deception, 133-134
Self-wcriis erosion of, 4-5
Soft slill., xxi—xxiii
Sofu iraits versus vulnerable
iraits, 27
Sreakers, and audiences, connec-
tion with, 25, 30, 141-142

Tips and techniques:
feedback, 47-52
mistakes, admitting, 34-40
Treatment, unequal, 3—4
Truth:
and behavior, 139-141
and self, 127-149
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Voice, tone of:

and confrontations, productive,

62-63

and feedback, 55-56

and gratitude, 84

and treatment, unequal, 4
Vulnerability:

examples of, 29-30

and mistakes, admitting, 26-31

versus soft traits, 27
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