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Trust Happens?
That trust is critical for business to thrive is a no-brainer for those who are thriving! Many well-constructed businesses have gone down the tubes, not due to technical obsolescence, poor planning, bad sales techniques or a myriad of other reasons, but due to pure and simple lack of trust.  They simply hoped it would happen, or expected it to appear as if by magic rather than work at it.  
Trust is critical in the Productivity Cascade.  Building relationships creates trust—we don’t trust those with whom we don’t relate.  Trust allows for communication—we don’t share information with those whom we don’t trust.  Conflict—for we will have conflict in our business lives—can only effectively be resolved by open communication, in a trusting environment based on solid relationships.  Then and only then can true productivity be gained and retained.

There are basically two simple, yet diametrically opposed approaches to trust in the workplace:
1. Hope it happens
2. Make it happen
Most leaders have a wide variety of tasks demanding their attention—sales and income to be predicted, technical issues to be solved, people to be managed, legal and fiduciary bumps in the road to be navigated, and on and on.  Taking time to build trust in relationships with employees, clients, regulatory agencies, customers and suppliers is usually perceived to be far down the list of priorities.  It isn’t that trust is not important, but rather that the tangible return on spending time and energy building trust is too hard to justify and measure with all the other alligators snapping away.  So the result is usually that they hope it happens.
Taking the time and investment to make trust happen is the more time consuming yet productive approach to business success. Rather than leaving success to chance, the conscientious leader sees the advantage in intentionally creating trust.  The intentional behaviors to support trust include:
1. Framing all conversations (permission to speak, proper time and place to speak, creating context for the content)

2. Listening more than speaking (making sure that the intentions are aligned on both sides of the conversation)

3. Being vulnerable (knowing your leadership limitations, saying you are wrong when you are, acknowledging gaps in logic or information before they are discovered)

4. Repairing trust immediately when it fails rather than allowing it time to spoil.

By keeping the intention of trust alive in every conversation and interaction with valued members of your business, the day-to-day transactions will take on more productivity for both sides.
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