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V I S I O N

CONSENSUS BUILDING

TRUSTWORTHINESS

PRAGMATISM

CHARISMA

CONNECTING PRINCIPLES #1 INFLUENCE
PR IN C IPLE  #1 - C O N N EC TIN G  IN C R EA SES YO U R  IN FLU EN C E IN  EVER Y S ITU A TIO N .

SUCCESSFUL US PRESIDENTS EXHIBIT 5 QUALITIES:
1

3

5

2

4

4 OF THE 5 SKILLS TO BEING A SUCCESSFUL 
LEADER HAVE TO DO WITH CONNECTING.
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EXTRA EFFORT:
PEOPLE GO THE 

EXTRA MILE

UNSOLICITED 
APPRECIATION:

PEOPLE SAY POSITIVE THINGS

CONNECTING PRINCIPLES #1 _________________

UNGUARDED
OPENNESS:

PEOPLE DEMONSTRATE TRUST

INCREASED COMMUNICATION:
PEOPLE  EXPRESS

THEMSELVES MORE READILY

ENJOYABLE EXPERIENCES:
PEOPLE FEEL GOOD ABOUT 

WHAT THEY ARE DOING

EMOTIONAL BONDEDNESS:
PEOPLE DISPLAY A CONNECTION 

ON AN EMOTIONAL LEVEL

POSITIVE ENERGY:
PEOPLE’S EMOTIONAL “BATTERIES” 
ARE CHARGED BY BEING TOGETHER

GROWING SYNERGY:
PEOPLE’S EFFECTIVENESS IS GREATER 
THAN THE SUM OF THE CONTRIBUTIONS

UNCONDITIONAL LOVE:
PEOPLE ARE ACCEPTING 
WITHOUT RESERVATION

M O ST PEO PLE W H O  D ISC O N N EC T A R EN ’T  A W A R E .

CONNECTING SIGNALS
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H I G H  A C H I E V E R S ____________________ L O W  A C H I E V E R S

CARE  ABO UT  P E O P L E AS  
W E L L  AS  P RO F I T S

CONNECTING PRINCIPLES #1 INFLUENCE

V I E W  S UBO RDI NAT E S  
O P T I M I S T I CAL L Y

S E E K ADV I CE  F RO M  
T HO S E  UNDE R T HE M

ACT I V E L Y  L I S T E N

CO NCE NT RAT E  O N 
P RO DUCT I O N

F O CUS  M O RE  O N 
T HE I R  O W N S T AT US

RELUCTANT TO SEEK ADVICE 
FROM THOSE UNDER THEM

L I S T E N O NL Y  T O  
S UP E RI O RS

P RE O CCUP I E D W I T H  
T HE I R  O W N S E CURI T Y

S HO W  A  BAS I C  D I S T RUS T
O F  S UBO RDI NAT E S

DO  NO T S E E K ADV I CE

AVOID COMMUNICATION AND 
RELY ON POLICY MANUALS
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CONNECTING PRINCIPLES #2 _____________________

PR IN C IPLE  #2 - C O N N EC TIN G  IS  A LL  A B O U T OTHERS A N D  N O T O U R SELVES .

WHY DO WE FOCUS ON OURSELVES AND NOT OTHERS?
I M M A T U R I T Y M A T U R I T Y  I S  T H E  A B I L I T Y  T O  S E E  A N D  A C T  O N  B E H A L F  O F  O T H E R S

FA ILU R E TO  VA LU E EVER YO N E
E G O

1

3
2

3 CONNECTING QUESTIONS:

D O  Y O U  C A R E F O R  M E ?

C A N  Y O U  H E L P M E ?
C A N  I  T R U S T Y O U ?
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WORDS TONE OF 
VOICE

CONNECTING PRINCIPLES #3 ___________________

BODY 
LANGUAGE

3 COMPONENTS TO FACE-TO-FACE COMMUNICATION

PR IN C IPLE  #3 - C O N N EC TIN G  G O ES B EYO N D  W O R D S

>90% OF THE IMPRESSION THAT WE OFTEN CONVEY HAS NOTHING TO DO WITH WHAT WE ACTUALLY SAY!
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HOW OTHERS BELIEVE WHAT WE SAY WHEN WE COMMUNICATE:

38%

55%

7%

WHAT WE SAY

THE WAY WE 
SAY IT

WHAT 
OTHERS 

SEE
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ACTION
S O M E T H IN G  W E  D O ;  C O N N E C T IN G  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ ;  W H A T  P E O P L E  S E E

THOUGHT
S O M E T H IN G  W E  K N O W ; C O N N E C T IN G  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ ;  W H A T  P E O P L E  U N D E R S T A N D

EMOTION
S O M E T H IN G  W E  F E E L ;  C O N N E C T IN G  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ ;  W H A T  P E O P L E  F E E L

3 COMPONENTS TO COMMUNICATION
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B R E A K D O W N T H O U G H T - K N O W I N G A C T I O N - D O I N G

D IS P A S S IO N A T E

T H E O R E T IC A L

U N F O U N D E D

H Y P O C R IT IC A L

COMMUNICATION BREAKDOWNS

E M O T I O N - F E E L I N G

P R E S U M P T U O U S

M E C H A N IC A L

I  K N O W  T H IS

I  K N O W  T H IS

I  D O  N O T  K N O W  T H IS

I  D O  N O T  K N O W  T H IS

I  D O  N O T  F E E L  T H IS

I  F E E L  T H IS

I  F E E L  T H IS

I  D O  N O T  F E E L  T H IS

I  D O  N O T  D O  T H IS

I  D O  N O T  D O  T H IS

I  D O  T H IS

I  D O  T H IS
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U N P R E P A R E D U N C O M M I T T E D U N C O M F O R T A B L E

CONNECTING PRINCIPLES #4 _______________________

4 UNPARDONABLE SINS OF A COMMUNICATOR:

U N I N T E R E S T I N G

PR IN C IPLE  #4 - C O N N EC TIN G  A LW A YS R EQ U IR ES EN ER G Y

3 OF THE 4 REQUIRE A LOT OF EFFORT AND ENERGY

1

3

2

I N I T I A T I V E – G O  F I R S T !

P A T IE N C E – S LO W  D O W N

C L A R IT Y – P R E P A R E

5

4

S TA M IN A – R E C H A R G E

S E L F L E S S N E S S – G IV E

C O N N E C T I N G  R E Q U I R E S :
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SUCCESSFUL
CONNECTING

CONNECTING PRINCIPLES #5 _______________
PR IN C IPLE  #5 - C O N N EC TIN G  IS  M O R E SK ILL  TH A N  N A TU R A L TA LEN T

R ELA TIO N SH IPS 
W H O  YO U

K N O W

SA C R IF IC E
H O W  YO U

LIVE

A B IL ITY
W H A T YO U

C A N  D O

SU C C ESS
W H A T YO U

H A VE D O N E

IN SIG H T
W H A T YO U

K N O W
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A S S U M P T I O N

CONTROL

ARROGANCE

INDIFFERENCE

CONNECTING PRACTICES #1 ________________________
PR A C TIC E #1 - C O N N EC TO R S C O N N EC T O N  C O M M O N  G R O U N D

BARRIERS TO FINDING COMMON GROUND:
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A V A I L A B I L I T Y

QUESTIONS

LISTENING

THOUGHTFULNESS

CHOICES TO FINDING COMMON GROUND:

O P E N N E S S

HUMILITY

LIKEABILITY

ADAPTABILITY
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H U M O R H E A R T H E L P

CONNECTING PRACTICES #2 _____________________

4 COMPONENTS TO CONNECT THROUGH COMMUNICATION

H O P E

PR A C TIC E  #2 - C O N N EC TO R S D O  TH E D IFF IC U LT W O R K  O F K EEPIN G  IT  S IM PLE

1

3
2

T A L K  T O P E O P L E ,  N O T  A B O V E T H E M

S A Y  IT  O V E R A N D  O V E R A N D  O V E R A G A IN

G E T  T O  T H E  P O IN T

5
4

S A Y  LE S S

S A Y  IT  C L E A R L Y

A R T  O F  S I M P L I C I T Y
T H R E E  S ’ s

HAVE A
SMILE

SAY IT
SLOWLY

KEEP IT
SIMPLE
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T A K E  R E S P O N S I B I L I T Y
F O R  Y O U R  L I S T E N E R S

C A P T U R E  P E O P L E ’ S  
A T T E N T I O N  F R O M  T H E  S T A R T

C O M M U N I C A T E I N  T H E I R  
W O R L D

S A Y  I T  S O  I T  S T I C K S

CONNECTING PRACTICES #3 _____________________

PR A C TIC E  #3 - C R EA TE A N  EXPER IEN C E EVER YO N E EN JO YS

1

3

2

4

HOW TO BE INTERESTING:
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CONNECTING PRACTICES #4 _____________________

PR A C TIC E  #4 - C O N N EC TO R S IN SP IR E  PEO PLE

INSPIRATION EQUATION

W H A T
P E O P L E
FEEL

W H A T
P E O P L E

SEE

W H A T
P E O P L E
KNOW

IN S P IR A T IO N

W H A T  D O  P E O P L E  
N E E D  T O  K N O W ?

W H A T  D O  P E O P L E  
N E E D  T O  SEE?

W H A T  D O  P E O P L E  
N E E D  T O  F E E L ?

• THAT YOU UNDERSTAND
THEM AND ARE FOCUSED
ON THEM

• THAT YOU HAVE HIGH 
EXPECTATIONS OF THEM

• YOUR CONVICTION
• YOUR EXAMPLE • YOUR CONFIDENCE IN 

YOURSELF AND THEM
• YOUR GRATITUDE FOR THEM
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H A V E  I  C O N N E C T E D W I T H  M Y S E L F ?

A M  I  A C C O U N T A B L E ?

H A V E  I  M A D E  R I G H T  M Y  W R O N G S ?

D O  I  L E A D  L I K E  I  L I V E ?

CONNECTING PRACTICES #5 __________________Y

PR A C TIC E  #5 - C R ED IB IL ITY  IS  TH E  C U R R EN C Y TH A T C O N N EC TO R S H A VE

1

3
2

4

CREDIBILITY CHECKLIST

D O  I  T E L L  T H E  T R U T H ?

A M  I  F O L L O W I N G  T H E  G O L D E N  R U L E ?

A M  I  V U L N E R A B L E ?

D O  I  D E L I V E R  R E S U L T S ?
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Marie Knight
Owner and Chief Influencer
Knight Leadership Solutions

marie@knightleadershipsolutions.com
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