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Partners in Progress

Lawyers who have achieved success in the profes- nel. Peer group partnerships tend to be more fluid,
sion or in life often seem to know something spe-  though potentially as powerful as any other type of]
cial about connecting with other people. They say  group.

the right things and associate with the right people. Undoubtedly you already belong to one o
They have a knack for keeping up more peer groups consisting of two or

with what is going on, and they find more people.
many ways to use that knowledge to
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form alliances.

So, let’s talk about partners: not
necessarily law practice partners,
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although they are important, but
rather partners in all aspects of your
career and life.
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You Gotta Have Friends . Contributors

Of all the other people with *  Iriends
whom you could combine forces, your professional ¢  Partners
peers are the easiest to identify and join in part- ¢ Colleagues
nership. Your peers consist of co-workers, other ¢ Team members
people in law, and individuals with whom you have * Co-venturers
a rather natural and easy communication chan- * Collaborators
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Terms of Affiliation

* Band
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* Crew
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*  Assembly

e Commission

¢ Committee

* Board
* Advisory board
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* Congress
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Every time you encounter another co-work-
er, however, you potentially open yourself up to
a world of opportunities and knowledge that you
might not comprehend based on a brief encounter.
If Kim is one of the people you hang around with
and she also happens to have expertise in a specific
area that could make a big difference to you, then
Kim certainly is part of your array of professional
resources.

Depending on their education, background,
and experiences in general, you may find selected
individuals who can serve as ad hoc trail guides, at
least pointing you in the right direction. Consider
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this: a quick, well-delivered phone call to one of
these valuable contacts, a one-line email, or a brief
encounter in the hallway could result in you getting
the right input at just the right time to propel your
project or task forward.

Partners: Care and Feeding

In the professional services arena lawyers, ob-
viously, as well as accountants, dentists, doctors,
and engineers, traditionally establish their firms as
business partnerships. Even in the smallest of in-
formal groups—the two-person group—it is often
preferred to have one person who 1s in charge.

When two friends form a partnership, trouble
can loom because their friendship itself can get in
the way. If they’ve gotten along well for years, each
may assume that the same relationship is possible
in a business setting; however it’s wise to be wary.
Partnerships at work are a different animal.

Despite the pitfalls, there’s something special
about having one other person with whom you
partner that can draw out the best in both of you.
As long as partners respect the capability or contri-
butions of the other, partnerships can flourish.

Appeals for Participation

People respond to high appeals for participa-
tion. When Colin Powell assumed leadership at
the U.S. Department of State in January 2001, his
closed-door 90-minute session with top agency of-
ficials reportedly was the stuff of which legends are
made.

Although Powell didn’t allow a recording of it,
allegedly lifelong state department employees re-
dedicated themselves to the agency’s work in an
unprecedented manner. Now that is recruitment!
Likewise, you hear of coaches who give half-time
pep talks that rally their teams onto victory despite
the shellacking they took in the first half.

You might not possess legendary alliance-build-
ing skills, but elements of your personality and com-

munication style undoubtedly can be harnessed to
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win people over, and get them to partner with you.
You can start on this road, the next time you attend
a meeting or business function. You can even start
with total strangers!

High-octane persuaders vary their style de-
pending on the degree of formality, level of serious-
ness, and people involved. They have subconscious
ideas of their desired outcomes in the back of their
minds. These ideas might range from negotiating a
business deal to successfully completing an involved
project. In particular, those with a knack for form-
ing alliances realize the importance of using a per-
son’s name. It has been said that our names are the
“sweetest and most important sounds in the English
language” to many of us.

The accurate use of names is crucial in greet-
ings, and alliance builders are especially adept at re-
membering and using them. Some naturally have
good memories; many others take memory en-
hancement courses to learn and practice the many
tricks for remembering. They know how important
this skill can be. Addressing someone you have re-
cently met with confidence, without mixing up his
or her name, opens the door of opportunity.

One veteran lawyer instructs his assistant to
make calls before a meeting and create a list of the
names of people who’ll be in attendance. He stud-
ies the list before the event so that he’ll be at his

networking best when arrives.

The Host with the Most

At a business reception, small pockets of people
congregate between the bar at one end of the room
and the table at the other end. The opportunity for
making new business contacts here 1s ripe.

You’ll spot at least one person, smiling and
gracious, moving around the room fluidly, shak-

ing hands and introducing himself or herself’ with
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direct eye contact and a warm smile. This person
spends some time with each individual he or she
greets, listening carefully while the other talks.

This person’s ability to form alliances and part-
nerships is head and shoulders among the others in
the room. Whatever his job title, he understands a
critical factor in human relations, described by Dr.
Adele Scheele in Skills for Success

The importance of exhibiting host behavior. In
other words, such people don’t wait around to make
connections. They know when to take the initiative
to make others feel comfortable in a meeting envi-
ronment.

To make new quality contacts, seize the oppor-
tunities that come your way. When you have the
chance to meet someone in person, first, introduce
yourself. Some alliance builders have a focused
agenda and seek occasions for making business con-
tacts or improving business relations.

It may seem elementary, but many people feel
too awkward to even say who they are. State your
name and position with enthusiasm. Then give
enough information to lead the other person into
an engaging conversation. All this takes only a mat-
ter of seconds. Practice will take away the awk-
wardness you may feel at first.

Alliance builders seldom have the problem of
having nobody to talk to; if left alone momentari-
ly, they have a knack for acting in a commanding
manner. Rather than sinking into the woodwork,
they stand straight and, sipping a drink, survey the
room with a look of alert interest and even slight
amusement. 7hey’re never lefi out because they don’t act
left out! Their talent for creating new acquaintances
that lead to friendships, which lead to partnerships,

is impressive to behold.
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