The Business Advantage You Can Trust
So what does it really take to be truly competitive in today’s world in your industry?  The best technology or product?  The fastest service? The highest quality? 

Product, service and quality are important—actually a basic requirement to get into your industry.  Without attention to these, you will obviously not survive.  However, every other company in your industry also has their own version of these big three and they are competing on a fairly level field with you and everyone else.  

From our perspective at CompeteIndiana and Phoenix Images, the companies that recognize the absolute necessity to work on relationship, trust, communication and conflict resolution, along with and in support of technology, product, service and quality, are indeed the companies that are gaining transformational competitive edge in the marketplace.  The interesting reality is that most companies don’t focus on relationship or many of the interpersonal skills (Is Your Business Truly Competitive?, Business Leader, January 2009).  

A focus on relationships seems like a fuzzy and non-productive way to jump start your competitive journey.  Why not just get tough and deal with the way it is?  We don’t have time to do all that team building stuff and drink adult beverages after work hours to be more competitive, right? We just need to get busy and do our work. That may be accurate, but not helpful in creating true competiveness!

Solid relationships are the source of trust.  After all, don’t you really trust those with whom you share values, common goals and visions?  The business world doesn’t require close, intimate friendships with our co-workers and bosses; however, we should expect to know what they are up to and how and where they want to go on the journey with us.  That is called alignment in most cultures and the only way I know to get there is through spending time deciphering that for each of us and communicating it to those around us.  
We don’t get these relationships by chance.  Nor do they arise solely through elaborate, multi-day team building offsite events where ropes are climbed, physically challenging events are required or sharing of our deep and dark pasts are encouraged.  Alternatively, we might plan shorter collaborative events and conversations aimed at:

· discovering or co-developing common visions and goals

· developing ground rules around trust and non-trust behaviors

· gaining advanced skills around listening and speaking more intentionally

· getting conflict out in the open so it can be directed toward productivity instead of mischief

We have found that groups that focus on awareness and skill building around basic collaboration actually develop a bigger sense of team and more productivity.  When team dynamics or membership change (and they will) true collaborative work groups don’t feel a need to start over and re-develop the team through another offsite.  Instead, their developed collaborative skill set allows (even encourages) them to rebuild relationship with the new team members.  New members are naturally folded into the existing culture and relationship set.  Like the parable of teaching people to fish rather than giving fish, the dynamic, collaborative work group continues to want to function productively instead of waiting for the management to make team building a special event.  As conflict arises (and it always will), individuals intentionally get back to the business of competitiveness by getting things on the table instead of letting them fester.  After all, their valued relationships are also at stake.
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