Not taught in school

Robert L. Dllenschnelder

How to Be More PoWeriul

Wnﬁhmm Pmﬁmg People Oﬁ

idea about what constitutes

‘power. True power is not the
same as running roughshod over other

~ people or getting ahead at any cost.
This form of power is- temporary. Peo

‘ple see through it and Iook for ways toV

“undermine it.

" Power comes from- turmng superﬂ-
,c:al connéctions into: a.network: That
“network opens doors that might other-

- wise be unavailable. How to strengthen,

. your network

N | Make personal gestures F’xck .
_up the phone instead of relying only on

- E-mail. Look for opportunities to thank

Cpeople —and do so with handwritten
“notes. Or send an appropriate gift

- when someone has gone out of his/her

- way to help you. In an age dominated
- by technology, the human element has

: 'great impact.

. #@Doyourresearch: One of the most .

; valuable aspects of technology is that
it allows you to do-exhaustive research

- on important contacts. You can learn
about schools attended, professional .
< history, hobbles and other information -

,that makes buvldmg rapport easier:

Example. Before a meeting with a
. prospective client about a multimillion-
* dollar project, my colleagues. and | re-

 that he hired the group to:play at his
, kbsrthday party every year. At the begi
- ning of our meeting with the client,

 asked him how the band was doing: He
our ideas |mmedlaiely :

warmed up 1
_fAs we left, I gave hlm two ofh

“to stay in constant touch w:th every

~ one. Remain in freque t contaot with

: youf go ’ls but don t drop anyone from ;
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any people have a mlstaken~,,

‘colleague’s business. Offer access tor
~ your contacts. At the very least, for- |
. ward information-that could be useful or -

let people know about resouroes that -
mlght help them / e

Example. Whenever anyone wr:tes :
to me in search of a job, I always re- .
- spond. One such person, a graduate of :
‘Harvard Business School, had written -
 letters to 400 potential employers, and
+J'was the only one who wrote back.

* suocessful-—and he now |s a fnend of
“'mme e
. I'didn’t. respond fo him because I
thought he might be a client someday. -
I did it because it was the nght thing to.
“do. He still remembers that | was the
- only one who offered support when
he needed it. My willingness to help

o empowered us-both. ,

® Put society ahead of yourself :
ldentlfy local, national or worldwide

. ' ‘causes that you can help by contribut-
viewed all references to him on Internet”

_search engines. We learned that he:
liked a particular rock band so much.

yourhst completely Keep contacts alive

by writing or calling everyone in your

“network once or twice a year. .

B Respond to individual reqﬁésts
for help. Be willing: to brainstorm or

help someone else think through is- -
‘sues that he/she is grappling with.

Make suggestions that could help a

This man has since become highly

“ing money, time, ideas or contacts. Give -
_back to institutions that have helped:
you and broadened your life, such as
chools and arts orgamzatnons If you
ut others ahead of yourself and really
mean it, many will see that you have a
nlque quahty and respect it. That isa’
key ingredient of power.
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