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    MAIN IDEA


    You, like everyone else communicate all the time – whether you realize you’re doing that or not. To become a genuinely effective leader, however, you have to learn how to connect with other people in everyday situations. Connecting this way requires that you first understand the five key principles of connection and then apply the corresponding five key practices:
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    You can always learn a lot by observing good leaders and communicators in action but your most intensive training will come as you work to apply what you observe. As you learn through trial and error what works and what does not, you can enhance your own ability to connect with others. The challenge in leadership is always to take what you have and to make the most of it rather than obsessing over what you don’t have. Connecting with people will make that happen.


    “If you want to learn how to connect and thereby become more effective in everything you do, there’s good news. Even if connecting with others isn’t something you’re good at today, you can learn how to do it and become better tomorrow. Learning to connect with people can change your life.”


    – John Maxwell


    About the Author


    JOHN MAXWELL is a leadership expert, speaker and author. He has written more than 50 books which have sold over 18 million copies worldwide. Three of his books have sold more than a million copies each: The 21 Irrefutable Laws of Leadership, Developing the Leader Within You and The 21 Indispensable Qualities of a Leader. Dr. Maxwell is a graduate of Ohio Christian University, Azusa Pacific University and Fuller Theological Seminary. He is the founder of EQUIP, a non-profit training organization which has trained in excess of 5 million leaders in 126 countries. John Maxwell speaks every year to a wide variety of organizations including Fortune 500 corporations, government leaders, the United Nations, the National Football League and the United States Military Academy at West Point.


    Dr. Maxwell’s Web site is at www.JohnMaxwell.com.


    Important Note About This Ebook


    This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, viewpoints and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.


    Summary of Everyone Communicates, Few Connect (John C. Maxwell)


    1. Five Key Principles of Connection


    Connecting is purely and simply built on your ability to identify with people and relate to them. To become more productive and influential as a leader, you have to learn how to genuinely connect with others. To pull this off in real life, you have to understand five key principles about making personal connections:
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    1. Connecting increases your influence


    People are always far more influenced by the depth and credibility of the connection you form with them than they ever are by the quality of your materials or even by the smoothness of your presentation. A genuine and sincere sense of connection can overcome all kinds of other difficulties and challenges.


    In fact, one study of sixteen thousand executives (summarized below) suggested there is a direct and measurable correlation between achievement and the ability of an individual to connect with people. When you compare the characteristics of high, average and low achievers, it soon becomes clear communication abilities are a key differentiator.


    “I am convinced more than ever that good communication and leadership are all about connecting. If you can connect with others at every level – one-on-one, in groups, and with an audience – your relationships are stronger, your sense of community improves, your ability to create teamwork increases, your influence increases, and your productivity skyrockets.”


    – John Maxwell


    It’s clear your ability to connect can make or break what you do in every area of your professional career and personal life. If you’re good at connecting, you’re going to achieve more. You position yourself to make the most of your own talents and abilities. This, in turn, means you will be more productive.


    Although it may sound somewhat counterintuitive at first, the smaller the group you’re working with, the more important it becomes to be able to connect. Great leaders are always highly competent at connecting with people one-on-one, in a group setting and when giving a formal presentation in front of an audience.


    To become better at connecting:


    
      	Get into the habit of talking more about the other person and less about yourself and your own interests.


      	Always try and inject a useful thought or idea into every interaction you have.


      	Find ways to compliment what other people are doing.


      	Be on the lookout for ways to add value to a group.


      	If you’re fortunate enough to have some successes, acknowledge the role others have played in what was achieved.

        “If I went back to college again, I’d concentrate on two areas: learning to write and to speak before an audience. Nothing in life is more important than the ability to communicate effectively.”


        – Gerald Ford, 38th president of the United States


        “The number one criteria for advancement and promotion for professionals is an ability to communicate effectively.”


        – Harvard Business Review


        “Those who build great companies understand that the ultimate throttle on growth for any great company is not markets, or technology, or competition, or products. It is the one thing above all others – the ability to get and keep enough of the right people.”


        – Jim Collins, author, Good to Great
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    2. Connecting always focuses on others


    When you’re trying to connect with someone else, keep in mind it’s never about you – it’s always about the interests and preferences of the person you’re interacting with. Focus on what’s important to them and you will be one of the most interesting people they’ve ever met.


    This may sound obvious but there are all kinds of reasons why people can forget to focus on others:


    
      	Maturity issues may cloud your judgement and encourage you to be self-centered rather than outward looking.


      	You may have an overdeveloped ego and an unrealistic sense of self-importance.


      	You may be so focused on your own agenda you don’t give the input of others a reasonable weighting.


      	You may be trying to do everything yourself rather than harnessing the input of others to maximum effect.


      	You may lack confidence and feel insecure.

    


    To offset and overcome these kinds of issues and make genuine connections, you have to keep in mind whatever you do has to answer the three basic questions everyone asks:


    [image: ]


    
      	Do you care about me? If you feel the person you’re interacting with genuinely wants to help, then you’re more likely to feel connected. Similarly, to form worthwhile connections and influence other people, view them as individuals you’d like to associate with and spend time with rather than merely as numbers in your monthly quota.


      	Can you help me? We always connect with people who can do good things for us. It’s just a natural instinct. With this in mind, if you can demonstrate beyond any doubt you will add value to an interaction, you will connect. Or put another way, when you talk with people, focus on benefits – what your product or service does for them – rather than features. In an information saturated world, you get people’s attention when you show you can and will help them.


      	Can I trust you? Again, we form deeper connections with someone we trust than we ever do with those who are working to their own agendas. To make more connections, you have to be unquestionably and totally trustworthy.

    


    Overall, if you can get into the habit of thinking about the other person’s perspective and then exploring what’s important to them, you will always connect.


    “You can connect with others if you’re willing to get off your own agenda, to think about others, and to try to understand who they are and what they want. If you really want to help people, connecting becomes more natural and less mechanical. It goes from being something that you merely do to becoming part of who you really are. If you’re willing to learn how to connect, you will be amazed at the doors that will open to you and the people you will be able to work with. All you have to do is keep reminding yourself that connecting is all about others.”


    – John Maxwell


    “If you will first help people get what they want, they will help you get what you want.”


    – Zig Ziglar


    “We aren’t in the coffee business, serving people. We’re in the people business, serving coffee.”


    – Nabi Saleh, owner, Gloria Jean’s Coffees


    “If you would win a man to your cause, first convince him that you are his sincere friend.”


    – Abraham Lincoln, 16th president of the United States


    “Some singers want the audience to love them. I love the audience.”


    – Luciano Pavarotti, Italian opera tenor


    “I get a speech over with because I love people and want to help them.”


    – Norman Vincent Peale, pastor and author


    3. Connecting goes beyond mere words


    Whenever you try and connect with someone, you may at first assume what you say is the deciding factor in whether or not you connect. This is incorrect. To make a genuine connection, you have to connect at four different levels:


    
      	Visual


      	Intellectual


      	Emotional


      	Verbal

        
          	Visual – the other party has to see you’re paying attention to them rather than attempting to do several things at once. Often, this is a matter of eliminating distractions. If you’re talking on a cellphone, then it’s unlikely the other person will be motivated to tell you their most heartfelt issues. Similarly, if you’re poorly groomed or wearing completely inappropriate clothing, you’re not exactly laying a good foundation for becoming influential. After you address these basics, you also have to learn how to be outwardly expressive. If you always talk with a poker face, people will feel uneasy around you. You have to signal with your facial expressions that you are enjoying the conversation. Smile a lot. Move around with a clear sense of purpose. Have an open posture. Try and get rid of any barriers between yourself and the person or people you’re trying to communicate with. Take full responsibility to continually give others the verbal clues you’re present and engaged in what they’re saying rather than distracted and uninterested. Make sure they can see you’re living in the present moment and not merely waiting for a pause in the conversation to inject some spiel you have memorized.


          	Intellectual – you have to know your subject and yourself. When it comes to reaching the heart of another person, you have to have personal experience in the subject you’re speaking about. If your audience can’t feel you’ve lived and breathed your subject, there will be something of a credibility gap. Similarly, if you can’t express what you know, that will also cause a disconnect to arise. Effective communicators are always comfortable in their own skin and confident about their own abilities. If you’re not, this will come across loud and clear and get in the way of connecting.


          	Emotional – you have to win over their hearts before you have any chance at all of winning over their minds. People are drawn to those who have charisma because there is an incredible transfer of energy going on. People will hear your words but they will feel and remember the energy and passion you bring to the subject. When you speak with people, help them feel what you feel. Don’t just give them the facts but inject your emotions and perceptions as well.


          	Verbal – you should harness the power of the right words to maximum effect. Words are the currency of ideas and have had the power to change the world since time immemorial. Choose words which are positive and memorable. Make what you say convey the confidence you feel in graphic ways. Learn how to enlist your tone of voice, use of inflection and timing as allies in your cause.

        

      

    


    The simple fact is you don’t have to be a genius to connect with other people. Nor do you need oodles of charisma or the stage presence of a master orator. All you need do is be positive, believe in yourself, focus on others and connect with them emotionally, verbally, intellectually and visually. Everything else is just packaging that doesn’t count.


    “Any message you try to convey must contain a piece of you. You can’t just deliver words. You can’t merely convey information. You need to be more than just a messenger. You must be the message you want to deliver. Otherwise, you won’t have credibility and you won’t connect.”


    – John Maxwell


    “The exact words that you use are far less important than the energy, intensity, and conviction with which you use them.”


    – Jules Rose, Sloans Supermarkets


    “The colossal misunderstanding of our time is the assumption that insight will work with people who are unmotivated to change. Communication does not depend on syntax, or eloquence, or rhetoric, or articulation but on the emotional context in which the message is heard. People can only hear you when they are moving toward you, and they are not likely to when your words are pursuing them. Even the choicest words lose their power when they are used to overpower. Attitudes are the real figures of speech.”


    – Rabbi Edwin Friedman, leadership expert


    “What you are speaks so loudly that I can’t hear what you say.”


    – Ralph Waldo Emerson


    “The difference between the almost right word and the right word is really a large matter-it’s the difference between the lightning bug and the lightning.”


    – Mark Twain


    “If you don’t live it, it won’t come out of your horn.”


    – Charlie Parker, jazz musician


    4. Connecting always requires energy


    Connecting with people doesn’t just happen by accident. You have to be intentional about what you’re doing – which means you have to put some personal energy behind what you’re trying to achieve and then channel that energy strategically to succeed.
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    There are five proactive ways energy for connecting can and should be generated and then applied:


    
      	Take the initiative and go first – rather than waiting for the other person to try and make a connection. Do things which will break the ice and signal you want to connect. Instead of waiting for the perfect moment which may never eventuate, plunge into it.


      	Prepare thoroughly so you can speak and act with clarity – because people always respond to that. Know yourself and know your audience in great depth. Anticipate the key issues they care about and focus on those, Plan how you want the other person to feel at the conclusion and bring the right elements together.


      	Be patient and slow down a little – give time for your ideas to sink in and take root. If you’re in too much of a hurry, you’ll make mistakes. Go at a steady pace and tick all the right boxes rather than rushing through what you’re trying to say to people.


      	Be a giver ratherthan a taker – meaning be selfless. Go out of your way to help other people do the things they want to do. Always have your best game on display. This will take lots of energy on your part but it’s essential. People always want to connect with someone who clearly and obviously gives 100 percent at all times.


      	
        Connecting requires stamina – so recharge your batteries frequently. Build some reserves of mental, physical and emotional energy. Set up your life so you avoid activities which drain your energy but leave nothing to show. Hire people who are better than you at the stuff you’re weak at. Figure out what recharges your batteries and make that a regular part of your schedule.

        “The only thing that keeps a man going is energy and what is energy but liking life?”


        – Louis Auchincloss, novelist


        “From this day forward, I solemnly promise and declare that every time a customer comes within ten feet of me, I will smile, look him in the eye, and greet him.”


        – Sam Walton, founder, Wal-Mart


        “The wise does at once what the fool does at last.”


        – Jewish proverb

      

    


    5. Connecting is an acquired skill, not a talent


    “Great communicators are not all cut from the same cloth. But they do all share the ability to connect. That does not develop by accident. You cannot expect to succeed through dumb luck. You must learn to connect with others by making the most of whatever skills and experience you have.”


    – John Maxwell


    Why would people choose to connect with you? There are probably a handful of factors which


    
      	The relationships you enjoy – who you know and what your actual professional credentials are.


      	The insights you have – what you know as a result of all the things you’ve been through.


      	Your track record of success – what you’ve done throughout your career or in your lifetime.


      	Your abilities – the specific set of skills and competencies you have in some specific area.


      	The sacrifices you’ve made thus far – the tragedies you’ve overcome, the obstacles you’ve mastered and all the things you have endured.


      	The self confidence you possess – and therefore the certainty you can speak with. Everyone likes being with go-getters who know what they want and where they need to head.


      	Authenticity and integrity – the fact you walk the talk and project who you are.


      	Your advance preparation – that you research your topic and come prepared to make a real contribution.


      	Your sense of humor – your ability to share good jokes and have a fun time doing what you do.


      	Your ability to focus on others – and develop solutions to their problems rather than being self-centered.


      	The fact you come across as a friend and advisor – someone others want to trust and like.

    


    

    

    

    

    

    

    

    

    1. Always find some common ground


    

    

    

    
      	Assumptions – when you make the mistake of assuming you already know what the other party is thinking or feeling without getting around to asking them directly.


      	Arrogance – when you don’t believe it’s necessary to figure out what other people are feeling or want. You’ll never really succeed in building a relationship with other people in the room if you don’t care about them in the slightest.


      	Indifference – when you can’t be bothered making an effort to figure out what others want or need.


      	Fear of loss of control – if you make an effort to understand what others are feeling, you may be afraid of appearing weak. Some leaders operate on the basis it’s best to keep people in the dark so they won’t question what’s going on too rigorously.

    


    

    

    
      	Availability


      	Listen with empathy


      	Ask questions


      	Be thoughtful


      	Have an open mind


      	Be likeable


      	Be humble


      	Exhibit adaptability

        
          	Availability – make a conscious decision to spend enough time that you get to know what’s going on first-hand. Be accessible and engaged in what’s going on.


          	Listen with empathy – let others educate you about the facts of the situation. Don’t be so busy talking you fail to pick up on what the other party is trying to say.


          	Ask questions – forget what you think you know and instead be interested enough to ask some probing questions. Get beneath the surface and figure out what’s going on by asking some worthwhile questions and then waiting for an answer.


          	Be thoughtful – go out of your way to think of others and thank them for their input.


          	Have an open mind – and let other people come into your life. Establish common interests and build on those.


          	Be likeable – which means care about other people and be willing to do helpful things. People always like those who like them back.


          	Be humble – think about the needs of the other person before putting your own interests forward.


          	Exhibit adaptability – which includes the ability to see things from another person’s point of view. Move to where the other person is and see things from their perspective.

        

      

    


    

    

    

    

    

    

    

    2. Work hard to keep everything simple


    

    

    

    

    
      	Get into the habit of talking to people – rather than trying to talk down to them. Break big ideas down into manageable chunks and then explain those chunks in simple language. Your listener will love it whenever you do that.


      	Get to the point – be clear, concise and quick. Great communicators think about their message in advance and stay on track when speaking. If you do the same, the odds improve that you will connect. Everyone loves clarity. When you speak, just hit the high points and let the details sort themselves out later on.


      	Repeat your key point over and over-and then over again. Repetition is a fundamental and undeniable law of learning. For people to pick up on and then buy in to what you say, you have to keep repeating things until they feel comfortable.


      	Say what you want to say clearly and without ambiguity – so everyone is on the same page. It’s amazing how many misunderstandings can arise when people don’t articulate their ideas well. Avoid all that by laying out your ideas in crystal clear language and logic. Remember in the end, people will only connect to the ideas they understand so you have to be very clear and concise.


      	
        Always try and say less – and people will love you for it. Admittedly, this does sound counterintuitive but the less you say, the more people will be impressed. Replace too much information with clarity and simplicity and you’ll be invited back again and again.

        

        

        

        

        

        

        

        
      

    


    3. Create an experience everyone enjoys


    

    
      	Take responsibility for your listeners – and focus on capturing their attention and retaining that attention throughout by doing memorable things. Great leaders don’t just dump their ideas on people with a take-it-or-leave-it approach. They engage listeners and create great experiences.


      	Communicate in your listener’s world – put your thoughts into terms they will relate to. Link what you have to say with the everyday challenges they face and your presentation will come to life because of its relevancy.


      	Harness a great beginning – which captures their attention from the outset. You might start with humor, pose a question or bring along a visual aid. Do something which will generate energy in the room.


      	Activate your audience – literally. Encourage them to take notes, to ask questions and even move about if feasible. Get people to interact with you and they will have a much better overall experience.


      	Have one memorable phrase which will continue to resonate – long after your presentation has ended. Martin Luther King, Jr. is still remembered today for his “I have a dream” speech. You can aspire to similar greatness. Abraham’s Lincoln’s Gettysburg Address was anchored around “A government of the people, by the people, for the people.” Say things in interesting and original ways people will remember.


      	Be visual – bring your subject to life with some kind of demonstration. If that’s not possible, try and use words which will stimulate the imagination of listeners. Vividness is good.


      	Tell stories – because these have always been the best way to capture interest and give people a good time. Embed the cold facts you need to get across in warm and engaging stories and people will love you for it. All great communicators have always used stories to good effect and you will need to do the same. People find it much easier to connect when they hear an inspiring story.

    


    

    

    

    

    

    4. Say things which inspires the listener


    

    

    

    
      	What people know – you have to understand your audience’s feelings, desires, wishes, fears and passions. People will only trust you if they feel reassured you understand them and are focused on their needs. If you take note of what people are thinking, saying and doing and orient your presentation towards those issues, you’ll connect alright. Add to what they already know to inspire.


      	What people see – that you’re smiling and confident about delivering something beneficial. In other words, people need to see visual signs of your conviction. They will gauge very quickly whether you believe the argument you’re advancing. If you don’t, you’re effectively dead in the water. By contrast, if your credibility is so strong people can practically taste it, they will sit up and take notice. The old adage states it well: “The mediocre teacher tells. The good teacher explains. The great teacher demonstrates.”


      	What people feel – the combined impact of your passion for the subject, your self-confidence and your gratitude for them as individuals. Passion is always impressive but people want to know what the plan is for making the right things happen. They want to know what you’re suggesting is worth it because you’re confident about the outcome which will be achieved. They want to feel appreciated for who they are and that you have gratitude for what they bring to the table. You have to express that gratitude verbally so everyone is on the same page.

    


    

    

    

    

    

    5. Have integrity – Live what you’re saying


    

    

    

    

    
      	Never forget you are your message – so the first person you have to connect with is yourself. Accept who you are and get comfortable with what you have to offer. Get comfortable in your own skin.


      	Acknowledge your mistakes openly and candidly – and make amends if necessary. This will boost your credibility and communicate that you value integrity highly. Thomas Jefferson once remarked: “If you have to eat crow, eat it while it’s young and tender.”


      	Be accountable – make commitments and then expect others to measure your results and judge you on what you deliver. People love that. When you keep your commitments and deliver on your promises, you create an aura of trust.


      	
        Lead the way you live – have consistency and alignment so you can say “Follow me!” and mean it. There is an undeniable leadership energy which comes from leaders who model what needs to be done in their own lives. Some great examples of this have been:

        
          	General Robert E. Lee who was well known for visiting his troops the night before a major battle rather than getting some sleep.


          	General George S. Patton who often went into a tight battle in the lead tank of his armor units, inspiring his troops to fight.


          	Napoleon who was frequently present on the battlefield in person when his troops went to war. One of Napoleon’s greatest protagonists, the Duke of Wellington, once commented Napoleon’s presence on the battlefield was worth an extra 40,000 troops in his estimation.

        

      


      	Tell the unvarnished truth – no matter what the consequences. People love a straight shooter who tells it like it is. They will respect your openness and this will enhance your ability to connect out of sight.


      	Be vulnerable – admit your weaknesses with candor. Don’t come across as someone who knows all the answers but admit you’re figuring things out as you go along as well. People always form the deepest connections with those who acknowledge their weaknesses and ask for help.


      	Follow the golden rule – treat others the same way whether they are on the way up or the way down. Treat everyone the way you’d like to be treated regardless of their role and people will trust you and want to connect with you. This is one of those tricky things which is easy to describe but hard to do.


      	Deliver results – be known as someone who is credible because you’ve accomplished something noteworthy. Results speak with an exceptionally loud voice. Get results first and credibility will just naturally follow. Do what you’re advising everyone else to do. Great communicators always speak from first-hand experience.
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