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Three Cs

CONFIDENCE
CONNECTION

COIVIMUNICATION



Thoughts on being compelling
What is “Presence”?
Confidence

Connection

Communication

Confidence. Connection. Communication.



Thoughts on Being Compelling

uickly, picture the most compelling and memorable business

leaders you've ever met. Take a mental inventory of them.

What do you recall about them? What made them fascinating?

Probably it is their confident gaze and their
ability to make you feel valued and heard. Or
perhaps it is that they remember something sig-
nificant you mentioned to them in a previous
encounter. Or maybe this person helped intro-
duce you to someone you really wanted to meet.
Perhaps you noticed them speaking with people
of diverse professional accomplishments, and,
for each, there was full attention, acceptance,
and trust. You may have noticed that being with
this person left you feeling upbeat, positive, and
revitalized.

Over my years in business, I've learned that lead-
ers have many things in common. This is espe-
cially true when it comes to their abilities to
convey essential qualities through their pres-
ence, to establish a connection with those they
meet, to communicate with others and have
their words heard and retained, or to sway some-
one to their point of view.

How can you achieve this ideal?
What are the secrets of creating and
maintaining your professional and
personal presence?

After a lifetime of executive, business, and per-
sonal coaching, I have found that the top three
dynamics of success are confidence, connection
and communication. These elements provide
the foundation on which to build your profes-

sional and personal presence.

‘ ‘ You may have noticed
that being with this person

left you feeling upbeat, positive,

and revitalized.



What is “Presence”?

Are you someone to be respected? Trusted?
Valued? We often say of a particularly dynamic
speaker, “She has such great stage presence.”
One can also exhibit great presence in a
crowded room, not only when in the spotlight.

Everything about you, from how you look, to the
clothes you wear, your posture, how you relate
to those around you, to what you say and the
manner in which you say it contribute to your
unique presence. Your presence also reflects
what you think of the people around you. Are
you, through your physical presence, helping
others to perceive your interest, trust, respect,
caring, and value in them?

A Presence can also be thought
of as ‘Personal Power’ as
discussed by Laura Belsten:




Confidence

Nine things confident people do.
@ Stand up for their beliefs.

@ Listen more than they speak. What the Experts Say
0 Acknowledge others.

Ask for and offer help freely

without reservation.
o Think, “Why not?”
0 Demonstrate high regard for others.
o Know who they are and what they really want.
0 Learn valued lessons from mistakes.

o Earn and share respect.

Build your confidence by adopting these mindsets.

o Take action, be present, do great things.

e Be honest with yourself. Confront your fear, be curious, and get all the facts.

e Put your thoughts in order by establishing priorities and developing an action plan.
o Allow humor to play a role in your day to day.

0 Prepare. Practice doing things you are unsure about.

Take risks. Realize that you can handle even the worst thing that can happen on
the path to getting what you really want out of life.

o Embrace new thoughts and new opportunities. Live with confidence.



Connection

Programs offered by Business Success Dynamics encourage results-oriented networking. A results-
oriented approach requires that you set the intention to meet qualified contacts and implement a

process that produces leads and referral sources.

Follow these steps to effectively connect with others at events, when expanding
your network of connections is your goal:

Adopt the Mindset. Networking is a mind-
set. Approach networking opportunities as
a way to make new business associates and
friends.

eGet Comfortable.  Arrive early, greet

others, be enthusiastic, attend with a friend,
circulate within the crowd, and make intro-
ductions (i.e. introduce your contacts to
others).

Make the connection. A real connection

happens after the introduction. Connect
with others in a meaningful way by showing
interest, asking questions, and expressing a
compliment. Relate with your new connec-
tion once you discover that you have some-
thing in common. Remain positive, smile
and actively listen. Be helpful. Offer an idea
or resource that applies to their professional
interest.

Plan a meeting. Set the intention to recon-
nect. By planning a meeting or phone
conference to get better acquainted, you
show that you have a true interest in learn-
ing more about your new connection.

Follow-up. Save your connection’s contact
information to your database with notes
about where you met, topics discussed, and
what your next form of communication will
be. An effective follow-up is the difference
between results-oriented networking and
simply meeting new people.

e Stay in touch. Find ways to develop the

relationship. Give more than get. Send links
to articles which cause you to think of the
person, insightful information that you
know, based on your conversations, will help
them with a situation or need. Help them
connect with someone else who is valuable.
Ask the person if you may add them to your
email newsletter list. Don’t add them with-
out permission. Whether it’s via email,
phone, or physical appointment, stay con-
nected! Every other focused relationship
serves to strengthen your business network.



Communication

Build Your Business Communications Skills

o Communicate with purpose. Effective e Have a vested interest. Your conversational

communication should be intentional
and purposeful. Prepare for networking
opportunities and business correspondence.
Determine what sort of communication/
message will benefit those around you.
Practice that message, and know when and
how to deliver it.

Be consistent. Your colleagues and clients
will hear your message, and they will also
note your actions. Ensure that what you say
is consistent with what you do.

o Develop your skills. Continuously work to
improve your speaking and writing skills. To
improve speaking, consider taking a class,
join Toastmasters, practice in front of a mir-
ror (or friend), record yourself, and explore
professional development opportunities
such as BSD Mastermind Group. To im-
prove writing, consider keeping a journal,
allow others to help edit letters and emails.
In general, improved communications abil-
ities are based on three things: practicing,
seeking feedback, and applying feedback
constructively.

o Be a good listener. Communication goes
both ways. The most effective communica-
tors are also good listeners. Listen to others
carefully. Rather than listen in order to
formulate your next question, listen to
understand the motivations and needs of the
person to whom you are speaking.

partners will be more receptive when you
talk with them and not at them. Engage in
a dialogue — giving and taking. Encourage
people with whom you are speaking to share
ideas.

eBe clear. Speaking eloquently is a wonder-

ful skill, but it doesn’t necessarily translate
into effective communication. Hemingway
is known for his short sentences and com-
pellingly stated ideas because there is power
in simple language. Good communication
does not have to use a large vocabulary.
Focus on clarity, and watch the faces of
those you're talking with to ensure they hear
and perceive your message.



Confidence. Connection.
Communication.

The following tips will be helpful in bringing these concepts full circle:

0 Benefit others. Dedicate your time and
resources to those who are most likely to
benefit from your message. Receptive can-
didates will exhibit interest and fall into
one of two categories: a potential customer,
or, a strategic partner.

e Be pleasantly persistent. Remind your au-
dience on a more regular basis of what it is
that you offer, reconnect and understand
their needs, and continue to demonstrate
value.

0 Compliment sincerely. Sincere compli-
ments make a positive and memorable
impression.

o Do not make assumptions. Do not make assumptions about what others want or don’t want.
Offer value and allow others to determine what is right for them. Customize your offerings in
response to the wants and needs your audience identifies.

o Set an expectation. Effectively managing the expectations of others helps to build your
credibility. Give practical responses . Work with honesty and integrity.

eBe certain. Confidence is an attractive
quality in any relationship, and it is espe-
cially crucial in business relationships.
To earn the confidence of others, you must
first be confident in yourself. Exhibit
confidence by effectively connecting and
communicating. Combine that with a true
certainty about the value you offer, and the
ability to demonstrate this to others will
come easily.



Learn More

Professional development is crucial to business
success. Continued practice will improve your
confidence, ability to connect and communi-
cate. If you would like to take your professional
development a step further, consider pairing
your efforts with our professional guidance.

Please visit BusinessSuccessDynamics.com to
learn more about Coaching Programs and
Mastermind Groups.

We invite you to call or email to set an appoint-
ment for a private, complimentary session.
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