
 2010 Skye Associates LLC 1 

 

Skye Associates LLC 

5080 Aspen Creek Drive 

Broomfield CO 80023 

 

+1 303 800 5442 

info@SkyeAssociates.net 

 

Skye Associates LLC 

Cultivating Winning Relationships™ 

One Perception At A Time 

Skye Associates LLC 

5080 Aspen Creek Drive, Suite 100 

Broomfield, CO 80023 

info@skyeassociates.net 

+1 303 800 5442 



 

  

2  2010 Skye Associates LLC 

 

 

 



 

  

  2010 Skye Associates LLC 3 

Stepping Stones for Success 

This concept is interesting in that we spend most of 
our time early in our careers developing our 
technical (coƴǘŜƴǘύ ŜȄǇŜǊǘƛǎŜ ŀƴŘ ǘƘŀǘΩǎ ǘȅǇƛŎŀƭƭȅ 
how we assess our value as contributors within an 
organization.   

Yet we know that, as you progress through your 
ŎŀǊŜŜǊΣ ƛǘΩǎ ǘƘŜ ǉǳŀƭƛǘȅ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ 
relationships that has a greater impact on your 
success.   

 

 

 

 

What we are not saying is that technical skills or knowledge are not important.  They are.  They are the entry 
level requirement and get you a seat at the table.  What we are saying is that relationships matter and you need 
to care and focus as much attention on developing long term and effective working relationships as you do on 
maintaining your functional expertise. 

Given this, ask yourself the questions:   

άIƻǿ ƳǳŎƘ ǘƛƳŜ ŀƴŘ ŜƴŜǊƎȅ ŀƳ L ƛƴǾŜǎǘƛƴƎ ƛƴ ŘŜǾŜƭƻǇƛƴƎ ƭŀǎǘƛƴƎ ōǳǎƛƴŜǎǎ ǊŜƭŀǘƛƻƴǎƘƛǇǎΚέ 

ά!Ƴ L ǘƘƻǳƎƘǘŦǳƭ ŀōƻǳǘ ǿƘƛŎƘ ǊŜƭŀǘƛƻƴǎƘƛǇǎ ŀǊŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ǘƻ Ƴȅ ǎǳŎŎŜǎǎΚέ 

ά!Ƴ L ǇǊƻŀŎǘƛǾŜ ƛƴ ōǳƛƭŘƛƴƎ ŀƴŘ ƳŀƛƴǘŀƛƴƛƴƎ Ƴȅ ōǳǎƛƴŜǎǎ ǊŜƭŀǘƛƻƴǎƘƛǇǎΚέ  

 

 

The Foundation 

¢ƘŜ ǇǊŜƳƛǎŜ ƻŦ /ǳƭǘƛǾŀǘƛƴƎ ²ƛƴƴƛƴƎ wŜƭŀǘƛƻƴǎƘƛǇǎϱ ƛǎ ǘƘŀǘ ȅƻǳ ŀǊŜ ŘŜǇŜƴŘŜƴǘ ƻƴ ƻǘƘŜǊǎ ŦƻǊ ȅƻǳǊ ǎǳŎcess and 
that successful relationships deliver better results.  Therefore, it is part of your job, whatever your level within 
your organization,  to manage your relationships to deliver exceptional results.  

 

This is a team sport, you are  _____________________________for your ___________ . 

¸ƻǳǊ Ƨƻō ŀǎ ŀ ƭŜŀŘŜǊ ƛǎ ǘƻ ƎǊƻǿ ŀ ǎǳŎŎŜǎǎŦǳƭ ōǳǎƛƴŜǎǎΦ  ¸ƻǳ ŎŀƴΩǘ ψψψψψψψψψψψψψψ ŀƭƻƴŜΦ 

You are accountable for ______________________working relationships.  
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Who Influences Your Success? 

There are a number of individuals in the organization who can impact your success directly or indirectly, or 
whose performance you rely on.  These include your boss, peers, direct reports, customers, suppliers, etc.  

 If your boss is successful in their ƧƻōΣ ǿƻƴΩǘ ȅƻǳ ōŜ ƳƻǊŜ ǎǳŎŎŜǎǎŦǳƭΚ   

 LŦ ȅƻǳǊ ǇŜŜǊǎ ŀǊŜ ǎǳŎŎŜŜŘƛƴƎ ǿƛƭŘƭȅΣ ǿƻƴΩǘ ǘƘƛǎ ƘŀǾŜ ŀƴ ƛƳǇŀŎǘ ƻƴ ȅƻǳǊ ǎǳŎŎŜǎǎ ŀǎ ǿŜƭƭΚ   

 LŦ ȅƻǳ ƳŀƴŀƎŜ ǇŜƻǇƭŜΣ ƛǎƴΩǘ ƛǘ ȅƻǳǊ Ƨƻō ǘƻ ƳŀƪŜ ǘƘŜƳ ǎǳŎŎŜǎǎŦǳƭ ǎƻ ǘƘŀǘ ȅƻǳ Ŏŀƴ ǎǳŎŎŜŜŘ ŀǎ ǿŜƭƭΚ    

 /ƻƴǾŜǊǎŜƭȅΣ ƛŦ ǘƘŜȅ ŦŀƛƭΣ ƛǎƴΩǘ ǘƘŜǊŜ ŀ ƭƛƪŜƭƛƘƻƻŘ ǘƘŀǘ ǘƘŜƛǊ Ŧailure could cause you to fail as well?   

LŦ ȅƻǳ ŀǊŜ ŘŜǇŜƴŘŜƴǘ ǳǇƻƴ ǘƘŜƳ ŦƻǊ ȅƻǳǊ ǎǳŎŎŜǎǎΣ ǘƘŜƴ ŎƭŜŀǊƭȅ ƛǘ ƛǎ ƛƴ ȅƻǳǊ ōŜǎǘ ƛƴǘŜǊŜǎǘ ŦƻǊ ǘƘŜƳ ǘƻ ǎǳŎŎŜŜŘΗ  LǘΩǎ 
a simple concept.   

 

 

 

If we hold that this foundation is true, then the following are important:  

 Understand who you are dependent on for your success. 

 Understand what they need from you to support their success, and in return, know what you need from 

them to support your success. 

 Actively manage your relationships on an ongoing basis.
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Skye AssociaǘŜǎΩ wŜƭŀǘƛƻƴǎƘƛǇ aƻŘŜƭϰ 

{ƪȅŜ !ǎǎƻŎƛŀǘŜǎΩ wŜƭŀǘƛƻƴǎƘƛǇ aƻŘŜƭ ǇǊƻǾƛŘŜǎ ŀ ŦǊŀƳŜǿƻǊƪ ŦƻǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ƴŀǘǳǊŜ ƻŦ ȅƻǳǊ ǿƻǊƪƛƴƎ 
relationships.  The Model compares and contrasts how tied together your success is (alignment) and how well 
you work together (relationship quality).  It is about understanding how to maximize your value to the 
organization through your ability to build long term, effective, working relationships. 

 

At the heart of the framework is a neutral zone.  When we join a new team, company or meet someone for the 
first time, we tend to start our relationships here, in this neutral zone.  We aren't clear on how our goals are (or 
are not) aligned and we certainly have little personal history with the other person to determine the relationship 
quality.   

At some point in time, something will happen which causes us to shift our attitude and behavior, and for our 
relationship to grow to the positive end or the negative end of these scales. 

Allys have your back and are invested in your success.  And you are likely invested in theirs.  These are the 
ǇŜƻǇƭŜ ǿƘƻ ǎǳǇǇƻǊǘ ȅƻǳ ǘƘǊƻǳƎƘ ƎƻƻŘ ǘƛƳŜǎ ŀƴŘ ōŀŘ ǘƛƳŜǎΦ  ¢ƘŜȅ ŀǊŜƴΩǘ ŀŦǊŀƛŘ ǘƻ ƎƛǾŜ ȅƻǳ ǘƘŜ ōŀŘ ŦŜŜŘōŀŎƪ ŀǎ 
well as the good. This relationship occurs where you have alignment and strong relationship quality.  They cover 
your back and say good things about you ς ŜǾŜƴ ƛŦ ȅƻǳ ŀǊŜƴΩǘ ǘƘŜǊŜΦ  

Supporters may have less direct impact on your success but they are your cheerleader ς while the times are 
good.  Chances are, when the going gets tough they will likely become more silent and unlikely to take personal 
risk to help you. 

Rivals are built when priorities are shared but relationship quality is low.  Peers may be the more easily 
identified as rivals, they are in competition with us, not just for the next promotion or pay rise, but for limited 
company resources, budget, and time with your line managers.  In this instance you are likely trying to show that 
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you are better, stronger, or more qualified than your rival.  There is a combative nature in the relationship and 
when you are both spending energy trying to outsmart or outshine the other persons quality of work then the 
likelihood of meeting the shared priority is likely lower. 

Adversary relationships occur where we have no shared or maybe we have competing priorities and poor 
relationship quality.  At the extreme Adversaries may be out for your destruction and you are possibly out for 
theirs.  They can be overt ς you know who they are, or covert, where you know something isn't quite right but 
are not able to identify where or who is causing the situation ς e.g. a rumor. 

Symptoms that your relationship quality could be improved include: 

 ¸ƻǳ ǎŀȅ άȅŜǎέΣ ǿƘŜƴ ȅƻǳ ƪƴƻǿ ȅƻǳ ǎƘƻǳƭŘ ōŜ ǎŀȅƛƴƎ άƴƻέ ς just to maintain the relationship 

 ¸ƻǳ ǎŜŜ ŀƴ ƛǎǎǳŜ ǿƛǘƘ ǎƻƳŜƻƴŜ ŜƭǎŜΩǎ Ǉƭŀƴ ōǳǘ ŘƻƴΩǘ ǎǇŜŀƪ ǳǇ ŀƎŀƛƴǎǘ ǘƘŜ ǇǊŜǾŀƛƭƛƴƎ ǾƛŜǿ 

 You back down when someone with more position power gets angry 

 You listen silently (or play along) when a colleague is being trashed behind their back 

 You engage in finger-pointing or blaming when anotheǊ ƎǊƻǳǇ ƻǊ ƛƴŘƛǾƛŘǳŀƭ ŘƻŜǎƴΩǘ ƳŜŜǘ ȅƻǳǊ 
expectations  

 You come to a meeting ready to fight for your view to the death and so do they 

 

 

Ultimately, in any relationship and interaction people are asking themselves 3 things 

1. Can I count on you (to step up and volunteer) 
2. Can I depend on you (to step up and follow through) 
3. Can I trust you 

The first two are transactional in nature ς do what is asked, follow through on what you promise, and you will 
earn these two, the first two will occur in rival or supporter relationships.  However the 3rd is what will enable 
you to create a true Ally Relationship.  Without trust, you will not develop a full Ally relationship. 
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GROUP DISCUSSION: Exploring the Model 

As the facilitator asks each question, discuss your answers as a group and make notes below. 

 

Rival Ally 

  

Adversary Supporter 
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Characteristics of ALLY Relationships 

Á Will help you, even if it requires personal sacrifice 

Á Will intervene when others speak about you behind your back 

Á Will willingly and frequently offer feedback with the intention of making you better 

Á Will address conflicts with you head on and immediately in a constructive manner 

Á ²ƛƭƭ ŦǊŜǉǳŜƴǘƭȅ ŀǎƪ ȅƻǳ ƛŦ ǘƘŜȅ ŀǊŜ ōŜƛƴƎ άǿƘƻέ ǘƘŜȅ ƴŜŜŘ ǘƻ ōŜ ŦƻǊ ȅƻǳ 

Á Will tell you what they need from you, and will actively discuss how you are doing in  

meeting those needs 

Á Will celebrate your successes  

Characteristics of SUPPORTER Relationships  

Á May withdraw from you when you are in trouble 

Á May participate in negative conversations about you when you are not present 

Á May encourage your success but is not vested in it 

Á May not actively review and assess progress against shared priorities 

Á Will respond to your enquiry about what you need from each other to be successful. 

May not initiate that conversation 

Á Will be encouraging and wish to be associated with you when things are going well 

Á ²ƛƭƭ ōŜ ŀ ŎƘŜŜǊƭŜŀŘŜǊ ŘǳǊƛƴƎ ǘƘŜ ƎƻƻŘ ǘƛƳŜǎ ōǳǘ Ƴŀȅ ƴƻǘ ΨǎǘƛŎƪ ǘƘŜƛǊ ƴŜŎƪ ƻǳǘΩ κ ǘŀƪŜ ǇŜǊǎƻƴŀƭ Ǌƛǎƪ ŦƻǊ 

your reputation 

Characteristics of RIVAL Relationships  

Á May initiate and will participate in negative conversations about you when you are not present 

Á May not necessarily actively sabotage you but will still take opportunities to cast doubt on 

your competence 

Á May allow conflicts to fester 

Á Will withdraw from you when you are in trouble 

Á Will offer feedback only when asked to do so, and may not be completely honest 

Á ²ƛƭƭ Ǝƻ ǘƘǊƻǳƎƘ ǘƘŜ Ƴƻǘƛƻƴǎ ƻŦ ǘƘŜ ƛƴƛǘƛŀƭ άǿƘŀǘ L ƴŜŜŘ ŦǊƻƳ ȅƻǳέ ŎƻƴǾŜǊǎŀǘƛƻƴΣ ōǳǘ ǿƛƭƭ ƴƻǘ ŀŎǘƛǾŜƭȅ 

review and assess progress  

Characteristics of ADVERSARY Relationships  

Á May actively sabotage your success 

Á May intentionally create issues that may cause you to fail 

Á May experience hostile behavior and highly charged and aggressive interactions 

Á Will collect lists of your mistakes and use them against you 

Á Will initiate negative conversations about you when you are not present 

Á Will openly criticize you to others  
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Á Will not participate in conversations or actions around needs and mutual success
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A New Mindset 

It is a choice, both in terms of mindset and behavior that results in bringing out the best in you and others.  The 
first step in Cultivating Winning Relationships starts with us.  In changing our mindset from one where we are 
competing with others to one where we are completing them. 

The underlying concept is that team success outweighs individual success ς over the long term.  Knowing when 
each approach is appropriate and finding a way to be a completing team player differentiates an outstanding 
organization / team / individual from one that is average or dysfunctional. 

 

Competing Completing 

Scarcity mind-set 

Me first 

Destroys trust 

Thinks win-lose 

Single thinking 

My good idea 

Excluding others 

Abundance mind-set 

Organization first 

Develops trust 

Thinks win-win 

Shared thinking 

Our great idea 

Including others 

 

The desire to compete is within us all, we all like to win, the key is to channel it in a positive way that creates 
camaraderie, honest feedback and assessment, bring out the best in people.  Healthy competition does not 
become PERSONAL and knowing when to draw the line and when therŜ ŀǊŜ ŎƘŀƭƭŜƴƎŜǎΧŎŀƴ ȅƻǳ ǊŜƭȅ ƻƴ ǘƘŜƳ ǘƻ 
step in and help you? 

When someone behaves in a way that you perceive as competing or adversarial stop and ask yourself 

ά²Ƙȅ ǿƻǳƭŘ ŀ Ǌŀǘƛƻƴŀƭ ǇŜǊǎƻƴΣ ǎǘǊƛǾƛƴƎ ŦƻǊ ǎǳŎŎŜǎǎΣ ōŜƘŀǾŜ ǘƘƛǎ ǿŀȅΚέ 

This simple but powerful ǉǳŜǎǘƛƻƴ Ŏŀƴ ŎŀǳǎŜ ȅƻǳ ǘƻ ǇŀǳǎŜ ƭƻƴƎ ŜƴƻǳƎƘ ǘƻ ŀǾƻƛŘ ȅƻǳǊ ΨŘŜŦŀǳƭǘ ǊŜŀŎǘƛƻƴΩ ŀƴŘ 
possibly inflaming the situation.  
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Building and Maintaining Ally Relationships 

.ŜƛƴƎ ŀƴ ŀƭƭȅ ŘƻŜǎƴΩǘ ƎǳŀǊŀƴǘŜŜ ŀƴ ŀƭƭȅ ŦƻǊ ƭƛŦŜΦ  ¢ƘŜ ǊǳƭŜǎ ƻŦ ŜƴƎŀƎŜƳŜƴǘ ǎƘƛŦǘΣ ƻǳǘǎƛŘŜ ǇǊessures will have an 
impact on the relationship.  Especially in turbulent times, when stress levels are raised and the stakes are high.  
Getting the foundations in place now ensures a greater chance of stability and long term commitment. 

 State what you and they want/need from the relationship 

 Articulate the rules of engagement 

 Clear dirty laundry if needed 

 άǘƘŜ ǇƻǿŜǊ ƻŦ ŀ ŎƻŦŦŜŜέ 

 Have you told them you are an ally? 

 Say thank you 

 Celebrate success 

 
 

Addressing Adversary Relationships 

For many of us, the rules of engagement are implicit and unstated.  However we immediately recognize when 
ǘƘŜȅ ƘŀǾŜ ōŜŜƴ ΨōǊƻƪŜƴΩ ōǳǘ ōȅ ǘƘŜƴ ƛǘ Ŏŀƴ ōŜ ǘƻƻ ƭŀǘŜΧƴƻǘ ƘŀǾƛƴƎ ǎǘŀǘŜŘ ǘƘŜƳ ǳǇŦǊƻƴǘ ƳŀƪŜǎ ƛǘ ŀǿƪǿŀǊŘ ǘƻ 
raise the problems now.  So the relationship starts to be neglected, to slide into one of the other areas of our 
model. 

If there is dirty laundry have the courage to air it ς ǳǎŜ ǘƘŜ ǘŀŎǘƛŎǎ ǿŜ ŘƛǎŎǳǎǎŜŘ ƛƴ ǘƘŜ ǇǊŜǾƛƻǳǎ ǎŜŎǘƛƻƴΧ.9Chw9 
this becomes and adversary relationship.  Addressing an Adversary Relationship requires that you: 

 Talk from your heart 

 5ƻƴΩǘ ōƭŀƳŜ ƻǊ ŀŎŎǳǎŜ 

 Listen 

 Remember the benefits 

 You will be less stressed 

 You will have stronger relationships 

 You will enjoy a better work environment 

 5ƻƴΩǘ ōŜŎƻƳŜ ŀƴ !ŘǾŜǊǎŀǊȅ ƛƴ ǊŜǘǳǊƴ  

!ƴŘ ŦƛƴŀƭƭȅΧǎƻƳŜǘƛƳŜǎ ȅƻǳ Ƨǳǎǘ ƘŀǾe to move on, you ŎŀƴΩǘ repair all relationships, if you have done everything 
you feel is possible, then sleep easy and let it go. 
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Bringing It All Together: Cultivating Winning Relationshipsϱ 

How do you create Ally or Supporter Relationships?  It starts with looking at how YOU need to change the 
relationship ς not about changing THEM so that they fit what you need them to be. 

You have to understand that your behavior impacts others.  Every time you talk about someone, whether 
positively or negatively, you are impacting their success and your own reputation.  The importance of this 
cannot be overstated. 

Be clear that the intent is NOT to gloss over ŀƴȅǘƘƛƴƎ ŀƴŘ ŜȄǇŜŎǘ ƴƻǘ ǘƻ ƘŀǾŜ ŎƻƴŦƭƛŎǘΦ  wŀǘƘŜǊΣ ƛǘΩǎ ǘƻ ŘŜǾŜƭƻǇ 
strong enough relationships that the coƴŦƭƛŎǘ Ŏŀƴ ōŜ ƘŀƴŘƭŜŘ ƛƴ ŀ ǇǊƻŘǳŎǘƛǾŜ ǿŀȅΦ   wŜƳŜƳōŜǊΣ !ƭƭȅΩǎ ƘŜƭǇ ŜŀŎƘ 
other when they fall and point out when potential landmines ahead.  This may not be comfortable at times.  
!ƭƭȅΩǎ ƻŦǘŜƴ ǎǘƛŎƪ ǘƘŜƛǊ ƴŜŎƪ ƻǳǘ ς even at the risk of making the other person temporarily upset or angry.   

!ƴŘ ǘƘƛǎ ƛǎ ǿƘŜǊŜ ǘƘŜ ƘŀǊŘ ǿƻǊƪ ōŜƎƛƴǎΦ  LǘΩǎ ƴƻǘ Ƨǳǎǘ ŀōƻǳǘ ǎǇŜŀƪƛƴƎ ȅƻǳǊ ƳƛƴŘΦ  LǘΩǎ ŀōƻǳǘ ŘƻƛƴƎ ƛǘ ƛƴ ŀ ǿŀȅ ǘƘŀǘ 
can be heard and has the intent of building mutual success.  

To truly cultivate winning relationships you need to consider the following questions:   

Á How dependant are you on each other for your success? 

Á How are you currently competing with each other? 

Á How have you contributed to the current state of this relationship? 

Á How does your attitude towards this relationship need to change? 

Á Do you speak about others as if they were present? 
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How Can I Be a Better Ally?  Stakeholder Summary Analysis: 

1. In the first column, identify the coworkers / key groups that you are dependent on for your success.   

2. Indicate your current assessment of the relationship.  Where do you need this relationship to be? 

3. Are you currently demonstrating a competing or completing mindset? 

4. What are your possible next steps to move this relationship towards becoming an Ally? 

List your Key 
Relationships 

Where They 
Are Now 

Where They 
Need To Be 

Competing 
or 

Completing 
Mindset? 

Notes 
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{ƪȅŜ !ǎǎƻŎƛŀǘŜǎ /ǳƭǘƛǾŀǘƛƴƎ ²ƛƴƴƛƴƎ wŜƭŀǘƛƻƴǎƘƛǇǎϱ tǊƻƎǊŀƳ 

Relationships matter.  The corporate world is likely the biggest team sport you will ever play.  However, few of us are 
equipped with a mindset that values mutual success over individual success. 

We lack the framework, language and skills necessary to evaluate the quality of our relationships and to take 
deliberate action to address Adversarial Relationships and to cultivate Ally Relationships. 

As a result, especially in turbulent times, where emotions are raised, opinions differ and the stakes are high, those 
ǿƘƻ ƘŀǾŜ ƴƻǘ ǎǇŜƴǘ ǘƘŜ ǘƛƳŜ ǘƻ /ǳƭǘƛǾŀǘŜ ²ƛƴƴƛƴƎ wŜƭŀǘƛƻƴǎƘƛǇǎϱ Ƴŀȅ ŦƛƴŘ ǊŜǎǳƭǘǎ ŘŜǘŜǊƛƻǊŀǘŜ ŀǘ ǘƘŜ ǾŜǊȅ ǘƛƳŜ ǿƘŜƴ 
outstanding team performance is required 

Attending Cultivating Winning RelatioƴǎƘƛǇǎϱ ǿƛƭƭ ōŜƴŜŦƛǘ ŀƭƭ ŜƳǇƭƻȅŜŜǎ ƛƴ ŜǾŜǊȅ ƻǊƎŀƴƛȊŀǘƛƻƴΣ ƭŀǊƎŜ ƻǊ ǎƳŀƭƭΦ 

The full one-day program provides participants with the framework, tools and skills necessary to have an immediate 
ƛƳǇŀŎǘ ƻƴ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ǊŜƭŀǘƛƻƴǎƘƛǇǎΣ ǊŜŘǳŎƛƴƎ ǘƘŜ Ψǎƛƭƻ ƳŜƴǘŀƭƛǘȅΩ ŀƴŘ ŀƭƛƎƴƛƴƎ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴ ǘƻ ŘŜƭƛǾŜǊ ŜȄŎŜǇǘƛƻƴŀƭ 
business results. 

 

 [ƛƴƪŜŘLƴ DǊƻǳǇΥ /ǳƭǘƛǾŀǘƛƴƎ ²ƛƴƴƛƴƎ wŜƭŀǘƛƻƴǎƘƛǇǎϰ 
By invitation only to those who have participated in a Cultivating Winning 
Relationships event.   
Membership provides ongoing neǘǿƻǊƪƛƴƎ ƻǇǇƻǊǘǳƴƛǘƛŜǎΣ ŀŎŎŜǎǎ ǘƻ {a9Ωǎ ƛƴ 
other organizations and Industries; Discussion Board 

  

 

Ally Relationships ς The Key to Sustained Success for Your Service Business 

Anthony O. Putnam 

Burns Park Publishers, Ann Arbor, MI (2005) 

 

The 360° Leader 

John Maxwell 

Thomas Nelson Inc, Nashville TN (2005 ) 

 

The SPEED of Trust: The One Thing That Changes Everything 

Stephen M.R. Covey, Stephen R. Covey, and Rebecca R. Merrill  

Free Press; New York; New York (2008) 

 

Never Eat Alone and other secrets to success, one relationship at a time 

Keith Ferrazzi,  

Random House, USA (2005) 
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About Skye Associates 

Skye Associates is a women-owned, international leadership development consulting firm fully committed to 

helping you and your business achieve extraordinary business results. 

Our experience has shown that Companies, Teams and Individuals do not fail because they weren't 'good' 

companies, good teams or good individuals.  They fail as a result of:  

 a lack of clarity about what needs to be achieved 

 a lack of alignment around how teams and individuals need to work together, and 

 an inability to execute and deliver results 

We have a true passion to see your leaders, your teams, and your company succeed. Our goal is to understand 

the context in which you are operating, your industry; your business; and your stakeholders.  By working with 

you to understand your strategic business goals, we can develop and recommend action-oriented solutions that 

provide your leaders and managers with the courage to lead and your employees the confidence to deliver 

exceptional business results. 

It is all about YOU. 

 

Contact us to find out how you and your organization could benefit from a partnership with Skye Associates. 

 

Tel: +1 303 725 1728 

email: info@skyeassociates.net 
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