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  Introduction


The real beginning of influence comes as others sense you are being influenced by them―when they feel understood by you―that you have listened deeply and sincerely, and that you are open. –Stephen R. Covey
Think about a best friend. Someone whom you would consider a “ride or die.” What is it about that individual you appreciate? Is it their sense of humor, loyalty, or laid-back personality? 
I’m sure you could create a long list of qualities that you appreciate about them, but I would like to suggest that none of those qualities would capture the essence of what keeps your relationship solid. The real reason why you would sacrifice a kidney for your best friend is that you know without a shadow of a doubt that your best friend would sacrifice a kidney for you.
Not the answer you wanted to hear, right? But here’s something you may have forgotten about yourself as a human being—you are constantly looking out for your survival. You might not live in the jungle, but deep in the crevices of your brain, you still have an animal instinct. What draws you to people (and what draws people to you) is being liked or likable. This is a core survival need.
Imagine being in an environment where everyone gave you the cold shoulder, and building relationships felt like counting grains of sand. How open and comfortable would you be? Would it be possible to have meaningful conversations with others that gradually build trust? If you needed help, would you feel confident enough to ask for it? Your brain, being so overwhelmed with the cold reception, would activate survival mode. Your levels of stress and anxiety would rise, and the only thing on your mind would be finding the nearest exit!
As a leader, you may have taken for granted how important it is to be liked and likable. Perhaps when you were envisioning the executive suite on the top floor of the building, you saw yourself sitting in the 150 square feet office alone. While the position of CEO or senior manager is isolating, what you may not have considered are the relationships you would need to build in order to sustain your success. 
Your vision cannot manifest or sustain itself. It requires cross-organizational teams to come together and bring it to life. Being liked and likable is how you form long-lasting connections and inspire the kind of devotion where an employee or customer would sacrifice a kidney for you or your business. Aren’t those the kinds of connections you desire?
The Magnetic Mindset is the modern leader’s guide to building and nurturing relationships with all relevant stakeholders. The value of this book is in how it focuses on changing how you think about human connection. To gain true influence and master the art of persuasion, you must look at relationships differently. 
For example, if you have always seen employees as people who are paid to perform certain duties, you might start to see them as business partners or collaborators who creatively solve problems and translate your vision into products and services. This shift in mindset has the ability to change how you relate to and motivate your teams. It can also improve the way your teams respond to your leadership style.
While the focus of this book is leadership in business, the principles taught here can be applied to other aspects of your life, such as gaining influence with friends, family members, or other business and society leaders. The benefit of reconditioning your mind and seeing relationships differently is that you can adjust your approach in any kind of relationship, anytime and anywhere!
Leadership in practice teaches a great deal about human behavior. There are many examples of effective and ineffective leadership and the breakdown of trust that the latter can cause. In many workplaces, there is a striking disconnect between employees and employers. What is clear to see is that neither party knows what the other needs and how to begin the process of building genuine relationships.
This disconnect is what inspired this book. Over the course of 16 chapters, I will draw on research and real-world examples to help you develop the mindset and skills needed to become an effective leader. From understanding the principles of influence and persuasion to learning how to lead and inspire others, this book is packed with practical strategies and insights that can help you become a magnetic leader.
Whether you are an aspiring leader or an experienced manager looking to take your leadership skills to the next level, The Magnetic Mindset is the ultimate guide to unlocking your leadership potential!






  
  Part 1: Magnetic Vision

Connect to the Needs and Desires of Others









  
  Chapter one
The Human Need for Validation


We crave for the good opinion of the world, in which we don’t believe and tremble in the face of its condemnation, which we despise and condemn in our hearts. –Hermann Sudermann
Do People Need Validation?
In 1943, psychologist Abraham Maslow presented what he called the “Hierarchy of Needs” in a research paper about human motivation. Five categories of needs were ranked on a pyramid in the following order (Sampath, 2021): 
First tier: Physiological needs
Second tier: Safety needs
Third tier: Social needs
Fourth tier: Esteem needs
Fifth tier: Self-actualization
Maslow described the “esteem needs” (fourth tier) as developing from the ego. Only after the basic needs like shelter, income, and intimate relationships had been checked off could the individual start thinking about self-respect and self-esteem. According to him, esteem needs had two components: developing deeper trust in one’s self and receiving validation from others.
Being validated by other human beings reinforces safety and social needs. This is because no man exists alone. You are born into a family, learn in the classroom, socialize in friendship circles, and work in teams. Receiving validation from other human beings provides a sense of belonging that makes you feel accepted and comfortable within the group or community.
The reason why some people rubbish the claim that we all need validation is because the thought of needing acceptance from others makes us feel vulnerable. When you approach a group of friends, for example, there is always a possibility that you may be rejected. Opening yourself up to that possibility is terrifying; you would rather develop a thick skin and approach people as though you didn’t care what they thought about you. But even after going through those great lengths to hide your vulnerability, it wouldn’t change your biological instinct to look for confirmation and support from your environment.
Seeking validation isn’t a sign of weakness or desperation. It also shouldn’t be confused with seeking approval. While these two experiences might look the same, the intentions are different. When you seek validation, you are looking for external confirmation that who you are and what you value is acceptable. You desire to feel that your thoughts and emotions matter in order to freely express yourself without shame. Healthy and reciprocal relationships tend to naturally offer validation and make you feel comfortable being yourself.
Seeking approval, on the other hand, is about looking to others to set the standards for who you are and what you believe. Instead of going out into the world with a strong sense of self, core values, and solid boundaries, you go out feeling empty and needing others to tell you what is acceptable or unacceptable. Their “Yes” gives you assurance, and their “No” feels like a heavy punch to the face. Ouch!
To prevent seeking the approval of others, you need to spend time getting to know yourself; who you are, what you believe, and what you desire out of life. You cannot depend on others to know this personal information about you because they simply don’t live in your skin. Once you are clear about who you are, you can go out into the world and look for relationships that provide validation.
How to Make Employees Feel Seen
As a manager or leader of an organization, it is your responsibility to bring out the best in your team. The best way to do this is to constantly provide validation. 
Now, you may be thinking, “Isn’t this a two-way street?” The answer is no.
Leaders understand that with their positions comes a lot of authority—that in and of itself is enough validation. They don’t need employees to confirm their thoughts and feelings because, as the “boss,” they call the shots. This is why true leaders refuse to stand in the spotlight and would much rather provide opportunities for their employees to shine.
Validating employees isn’t about inflating their egos but instead showing recognition of their work and performance. In other words, you make them feel seen and accepted as a valuable member of the team or organization. Employees who feel recognized for their work tend to report higher engagement. However, leaders are still unsure of how to make their employees feel seen.
The first place to start would be to assess whether you are providing enough support to bring out the best in your team. For instance, have you provided enough structure, rules and expectations, performance metrics, and rewards and recognition? Below are some questions to consider:
	Do employees know what is expected of them at work? What evidence can you show for it?

	Do employees know who their immediate supervisor is? Have they been told whom to reach out to for direct questions and concerns?

	Do employees know what targets they need to reach to earn rewards and recognition? Are these targets realistic and achievable? Have they been clearly articulated and encouraged?

	Do employees have the resources to complete their work every day? For instance, do they have enough time, support, budget, and skills/knowledge to produce high-quality results?

	Are employees encouraged to pursue personal and professional development? Does the culture at work promote the well-being and success of employees?



When leaders think about validating employees, they assume that monetary benefits are the best way to communicate how much they value their team. However, research by McKinsey shows that employees leave their jobs because of uncaring leaders, unsustainable work expectations, and little to no career development opportunities (Chodyniecka et al., 2022). What this means is that aside from a paycheck, employees desire to work in an organization that prioritizes their growth and well-being.
So, what are some of the non-monetary ways to validate employees? Below are five suggestions:
Pay Attention
Attentive listening is one of the best ways to validate another person. It entails dropping whatever you are working on, making eye contact, and listening to what the next person is communicating (verbally and nonverbally). It isn’t always easy to pay attention, especially on busy days when you have a long list of tasks and not enough time to get through them all. However, just think about the cost of not paying attention and how many delays or misunderstandings could result when you aren’t fully present in conversations or meetings. Plus, how would your employee walk away feeling after being ignored, shown the hand, brushed off, or told to cut their message short?

Practice Mirroring
Mirroring is a communication technique that ensures you understand what the next person is saying. The process involves repeating what you believe you heard back to the speaker, such as saying, “If I heard correctly, you said…” or “From what I gather, you feel…” This technique is especially useful when employees express their concerns or challenges and look to you for support and guidance. Note that you don’t have to share the same thoughts and feelings as them to validate what they are saying and make them feel respected.
Notice Nonverbal Cues
The often-quoted 7–38–55 rule (Michail, 2020) comes from small studies of how people judge feelings and attitudes when words and tone conflict. In that narrow case, tone of voice and facial expression tend to outweigh the words. When validating your employees, be mindful of what they may be expressing to you through nonverbal cues, like facial expressions and gestures. Show them that you are paying attention by mentioning what you see. 
For instance, if an employee stares at you in silence after you ask a question, that may signal confusion or uncertainty. In response, you might say, “I can see that I lost you there. Would you like me to repeat my question in a different way?” Or when an employee looks disengaged in a meeting, you can call them aside afterward and say, “I saw that you were not present in the meeting. Is everything okay?”
Show Empathy
Traditionally, empathy has never been considered one of the contributing factors to employee engagement and productivity. However, more organizations are waking up to the reality that their employees are human, and their mental and physical well-being impact the bottom-line. Due to increasing social and economic pressures, workers are also being more open about their need for empathetic leadership. According to a Businessolver’s study, 92% of employees reported they would stay at their current job if their leader was empathetic, and 82% of employees would leave their current job if they found a more empathetic leader (Anderson, 2022).
You can show empathy by stepping inside your employees’ shoes and imagining their experiences of coming to work, carrying out their duties, and making time for other aspects of their life. Imagine how they might be affected by the decisions you carry out or the stress they may be under due to personal issues. Create psychological safety at work by creating an open-door policy or establishing communication channels for various issues. Encourage your team to share their grievances and demonstrate a willingness to help them solve their problems.
Show Equality
There is typically a hierarchical structure in every organization. This structure should ideally be used to organize workers, not determine how they are treated. Regardless of where an employee ranks at work, it is important for them to feel valued. Not only will this positively impact their performance, but they will also feel comfortable sharing thoughts and ideas. The best way to show equality is to treat each employee the same, regardless of their position or your relationship with them. 
Consider what kind of values you would like to model in front of your employees, and be intentional about displaying those values to the lowest and highest-ranking employees in the organization. For example, if one of your values is integrity, be quick to apologize when you have made a mistake and always deliver on your promises. 
A good way to assess if you are treating employees equally is this: Ask employees to write down five keywords that describe you or your leadership style. There should be similarities in how employees describe you. If not, you have an opportunity to investigate where the discrepancies lie and improve your leadership approach.
In Summary
Validation is a fundamental human need that helps us feel confident in who we are and find our place within groups, workplaces, or communities. Your employees seek validation to feel accepted within the organization and competent in their abilities. There are a number of non-monetary ways to make your employees feel seen and respected, such as listening attentively, noticing nonverbal cues, and showing empathy. These may seem like small acts, but they can go a long way in deepening the relationship with your team.






  
  Chapter two
The Psychology Behind Being Likable


Harnessing likability is about uncovering what is authentically likable—in you, in the other person, in your connection. –Michelle Tillis Lederman
The People’s President
Leaders are constantly worried about their reputations, particularly what their employees, partners, and clients think of them. This isn’t due to the obsessive need for approval but rather their desire to gain influence. 
To get to the top of any corporate ladder or industry, you need to be likable. Notice that I didn’t mention graduating from Harvard or serving in the military—these are useful accomplishments to solidify your brand but aren’t what make people like you.
Think for a moment about the employees you have recently hired or partners you have signed contracts to work with. Could you imagine yourself having coffee with these people or working alongside them in a small office cubicle? Your answer will certainly be “yes” because, as a human being, you subconsciously gravitate toward—and seek to help—people that you like.
The news of the first black President of the United States of America made waves across the country. Being born to a Kenyan father and American mother from Kansas, Obama’s presidency was in many ways a symbol of a post-racial America. Yet not all Americans were ready for this change. 
From as early as his 2008 presidential campaigns, many right-wing detractors expressed their disapproval of a man of color holding the highest office in the land. However, Obama never allowed attacks on his race to define his leadership. In a 2012 interview, he said, “I’m not the president of black America. I’m the president of the United States of America” (Dingle, 2012).
Over a series of events throughout his presidency, Obama was able to win the hearts of many Americans. When he left office in January 2017, his final Gallup approval rating was 59%, which was 25 percentage points higher than former President George W. Bush’s final rating of 34% (Gallup, 2017). His secret for gaining the approval of ordinary Americans was to show vulnerability—something that was not typical of a man holding the most powerful position in society.
Below is just a snapshot of events where Obama was caught showing vulnerability:
	In 2012, Obama gave a speech in memory of the 20 children and six staff members who were murdered in Sandy Hook Elementary School. During his address, he shed tears while expressing how heartbroken the nation was. Four years later, he would shed tears again during a speech about gun violence.

	President Obama attended the funeral of Reverend Clementa Pinckney in 2015. While he was on stage reading the eulogy, he decided to sing Amazing Grace. The crowd cheered and rose from their seats to sing along with him. He ended his speech by saying, “May God continue to shed his grace on the United States of America.”

	White House photographer, Pete Souza, captured a moment when a small boy named Jacob Philadelphia asked to touch Obama’s hair. “I want to know if my hair is like yours,” the little boy said. The President gave him permission to touch it and then asked him what
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