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Figure 2.1 The Relationship Pyramid
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Figure 3.1 No Structure Can Stand Tall without a Solid Foundation
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Figure 4.1 The Relationship Pyramid
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Figure 4.2 What Will You Ask at Your Next Meeting?
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Table 5.1 Topics to Establish Some Common Ground

« Cars

+ Clothes

« Sports: spectator or participant (coach or play)

» Hobbies: collecting coins, stamps, antiques, toys,
books; fishing, hunting, diving, photography,
golf, gardening, reading, movies, theater, travel

« Pets: dogs, cats, birds, horses, snakes

« Family: spouse, children, spouse’s interests,
children’s interests

« Friends
» Heroes/mentors/colleagues
« Art: painter, sculptor, museum attendee

» Music: classic, opera, swing, jazz, rock, country,
alternative, rap. Play an instrument?

«» Dance: ballet, modern, jazz, country

+ Alma mater: prepschool, college, graduate
school, military, fraternity, sorority

« Clubs: Rotary, Kiwanis, Elks, Civitan, Scouts
« Home town
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Figure 5.1 Relationship Development Usually Takes
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Figure 5.2 How Will You Preface the Questions You

Ask at Your Next Meeting?
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Figure 6.1 “What Questions Will You Ask to
Establish Connections?”
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Figure 7.1 What Action Could You Take with What
You've Learned?
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Figure 10.1 List Four or Five Qualities of the Person
You Most Respect
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Figure 10.2 Do’s and Don'ts of Interacting with
Other People
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Figure 11.1 What Are Your Goals and When Are
They Due?
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Figure 14.1 What Is Relationship-Building
Competency?
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