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What Is the

of your business relationships?



the art & science of relationships

Stronger Relationships?

SEARCH

Minimizing Risk and
Making an Impact

OUTPLACEMENT

Managing Downsizings
Effectively to Reduce Loss
of Productivity

ASSESSMENT
Providing a Better Result
through a Better Fit
COACHING
Building the Value & RO i and Ao
on Teams for a Better
Business Result
Aligning Culture with Strategy for a \/
k Better Business Outcome /
ORGANIZATIONAL TRAINING &
ALIGNMENT DEVELOPMENT

Understanding Today’s
Culture & Strategy.
Defining Tomorrow’s
Culture & Strategy

Building and Increasing
Human Value Capital
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Disconnected!

ThRE NATH DAl WESTSELLED -
sSHFeconomy, our m @ Disconr:r;iizzs;rr;gr:]y
democracy, and even
our health and m E
happiness depends
on adequate stocks

of social capital.”
- Robert Putnam
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the art & science of relationships

Relationship Types

Leadership Transition
Inflection Point — You & Your Role!

1. Functional — Your Realm of Responsibilities
2. Personal — Your Personal Development

3. Strategic — New Business Directions / y
Stakeholders { |
7d “&.'13

Not Mutually Exclusive!
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Transformation!

Different Approach
MINDSET Relationship
building Iis a

TOOLSET learned behavior.

By creating a
process we can
accelerate this

learning as well as

Building manage the
relationships is not outcomes.

a “patch” of time,
but rather the dye
of the fabric.

ROADMAP

Different State of Mind
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Professional Net Worth
Sum (Recognition) (Relationship Currency)

ADOPTING THE ART AND SCIENCE OF RELATIONSHIPS

Relationship Economics® Overview I

Accumulate Recognition
Reputation | for Delivering
Capital® Value
Value is
Recognized
Exchange _
Relationship Value is
Currency® Delivered :
/ Build
Value is Professional

Promised

Net Worth @

Time

v
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Relationship Economics®

Relationship-Centric
Performance, Execution & Results

1. Business Development

2. Leadership Development
3. Innovation / Best Practices
4. Strategy Execution

5. Large Scale Change / M&A
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Link Strategic Direction with Personal Action

VISION

What we want to be
STRATEGY

Our game plan

STRATEGIC DASHBOARD

Implementation & Focus
STRATEGIC INITIATIVES

What we need to do
PERSONAL ACTION

What | need to do
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Barriers to Strategy Execution

Only 25% of managers
have incentives linked to
strategy

Only 5% of the work force
understands the strategy

60% of organizations don't
link budgets to strategy

85% of executive teams
spend less than one hour
per month discussing
strategy
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Strategic Relationships

10 eCoNoMmMICs
the art & science of relationships

Disciplined, Systematic Approach
Investment Strategies

ROI - Reinvented!

Beyond Hard Assets

Measure & Leverage Soft Assets:
e Brand

e People
» Relationships
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Performance
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Relationships as “Enabler”
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The Person

Vs ||~ Foundation
The Position

Relationship

Centric ||~ Performance
Culture

Innovation
Vs. ||
Incrementalism

Core Values
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Social Network Analysis (SNA)

Linkedf). SP kecj

ﬂmyspace com.

a place for friends

I JFa pjkﬁ%%orks

A,
7%y
msﬂw People, Compani

iINfo

g5, Relaticnships

Anthropology

Psychology

Org
Design

521

Mathematics
(Graph Theory)
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Strategic Relationship Planning (SRP)

Formal Reporting Structures, Matrix Organizations &
Prescribed Work Processes

Geographic, Functional & Project-based Silos
Real Barriers: Collaboration, Communication, Innovation

Informal Networks of Relationships vs. % /=— /\ﬁ
Formal Reporting Structures - Sadl]

______

Central to Performance &
Strategy Execution
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Return on Influence

Relationship
Dynamics

Org Chart Chart™

Thompson
US Forensic

Partner in Charge -
“ Americas
Smith

O’Brien

*‘ Ramirez

o

Cohen Sanders
—

. Forensic R
Fruad Risk Technology Investigations Comp!lance &
Management Services Tavior Monitoring
Stock - 4 Cross "
Williams
| Shapiro «—— Jones
| : ! apiro
Computer Evidence & Engagment
4—'—"; Angeles Forensics Discovery Technical )
amirez Moore Management Support
O'Brien Shapiro
Fraud & Misconduct

Hughes
Anti-Fraud Controls & Programs

Williams Moore
arensid In The Audit /
v | Hughes |
Sarbanes-Oxley Assistance

Stock Kelly
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Relationship Currency® Roadmap

DD O®

RELATIONSHIP CURRENT PIVOTAL RELATIONSHIP
CURRENCY RELATIONSHIP CONTACTS® CENTRIC
DEPOSITS BANK GOALS

STRATEGIC RELATIONSHIP PLAN (SRP)
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Relationship Value Pyramid

Immediate

A-4 Inter-Dependent
2AMS

Frequent

B-3  PORTFOLIO Collaborative

Regular
Co-Operative

C-2 INVESTMENT

D-1 Occasional

Depth & SITUATION M

Relevancy -
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Changing The Behavior!

W rovt N

ADOPT

FOUNDATION
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10 Simple Action Items!

1.

W N

P O 00 ~NO O~

Succinctly identifying your relationship-centric
goals & objectives with key timelines

. Clean up your Outlook!
. Use technology to keep in touch / engage

Card Scanner, LinkedIn, ZoomInfo, Spoke

. Value Pyramid your current relationships — SIP2
. Schedule five (5) coffee meetings

. Send out five (5) personal, handwritten notes!

. Read Daily to find valuable insights; send them!
. Really get to know five (5) of your colleagues!

. Become or find a mentor

0. Invest in ONE relationship each week!
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The Nour Group, |

* M&A Advisory

Speaking

* Immigrant Success DNA

* REinvest™ Web Enterprise
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S pe akl n g Convention & Visitors Bureau -

V1 &TAGE § B
» Keynote, Mini-Workshop, Executive Retreats

* Local, Regional, National Meetings
* Industry Associations

B\

,Mamoit

MANAGCEMERNT

Inspire, Inform, Ignite

“nl Mm-‘m,j I Associofion
- for Financial
Technology

L"'ﬂm: m"“iu '
NATIONAL ASSOCIATION OF
‘ B{ WoMEN BUSINESS OWNERS

FedExKinko's. %k
Office and Print Services

-
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RESORT

.S r .
FORD&HARRIS O NY

THE RIGHT RESPONSE AT THE RIGHT TIME

Tatunmr

Create more talue.
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Software

improving connections.
improving care,

ove.Com

OMNLINE VEHICLE EXCHANGE

2K AN

|© Prenova.



Training &

Development

» Sales / Business Development Training
» Talent Development
» Coaching & Mentoring

Behavior Maodification & Bench Strength

Cambridge
Protessional

Group



« REmind Q™ Adoption Assessment
* REInteractive™ Learning Platform
* REInvest™ Web Enterprise

Reinforce, Adopt, Implement

\_




Get Engaged!

www.relationshipeconomics.NET

Ask

Blog
Read
Listen
Download



Thank Youl!

David Nour | Managing Partner

The Nour Group, Inc.

3500 Lenox Road, Ste 1500

Atlanta, GA 30326

p 404.419.2115 x9101 | f 404.419.2116
dnour@nourgroup.com

www.relationshipeconomics.NET/presents



