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Section 2: Cultivating Relationships
Successful organizations require more than the “power of one.”     
A leader’s vision is blank without others to believe it, follow it, and engrave it in the fabric of the organization’s daily activities.  Rainmakers fail without an organization to deliver on the expectations sold to customers.  Customer satisfaction plummets if an organization provides nothing more than service because the necessary links to spectacular results are missing.

Organizations need strong relationships, not only to position themselves in the marketplace, not only to successfully earn business, not only to protect their market penetration, but to also keep and grow the customers it has won.  These win-win relationships must play out between coworkers, departments, suppliers and, yes, customers.  
Central to the importance of strong relationships is the dynamic power of team building; the inferred contract leaders make with promising protégés to coach, guide and mentor them to their own success.  Supporting this strength is the healthy relationships nurtured with suppliers and vendors that allow each side reasonable wins.  Solidifying this strength is also the understanding that today’s workforce is made up of several unique generations, and that the management styles of yesterday may adversely affect those groups and undermine your organization’s ability to stay in the game.
These foundations are important because an organization’s culture not only dictates how it earns its success, but also how it defines its success.

The second step in Retaining Success is to understand how well your organization develops, nurtures, and uses its internal and external relationships.
Additional Sub-Sections
2. "B" Corporations

3. One Foolish Act

4. Positive Energy

5. Business is Personal

6. Team

7. Team Busters

8. Hidden Power Structures

9. Work Life Balance

10. Energized Workplace

11.  Generational Style

12. Navigating Generations

13. Booming Retirees

14. Business Coach

15. Coaching Recipe

16. External Relationships

17. Cultivating Trust

18. Relationships Recap
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