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Session 3 — Relationship Skills 211
Connect with who matters most to your career
S5XRIREEREEZMNAZEILKZ
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The dilemma question

[Johnfi|alEl, 2TFEENARE. TAEKEARE, ERFREXBEEAZ? |

“Is John’s problem a performance problem| a visibility problem, or a stakeholder problem?”

B/ self Reflection 6

1. {RAYERIPEER, EEWHINERBANIER?

Where might this be happening in your own career?

2. (RESIERBMEANEMRTLIERA, (B/MHETSHEEIZRING. SIWIIRERENHRIT
H?

Are you relying on someone who values your work but does not have enough power, influence, or
visibility to help your progression?

FDEEENHENTE, BFLEENBKSFIBIEXE, TEALUGHWEREL. ®KIAT, REFLILFEYE,

Hard work creates value. But stakeholder management aetermines whether that
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“Is Lily's problemanety _ | r a stakeholder-selection probl.l’

#

LilyHYZK< 1% Mistakes

x Who is impressive ifiik A EDSRiFZI? v FEEEfSiERFARIEEE? Whose problems can | help solve?

Y e u

Instead of v 1EEEENETIERME? Who can see the value of my work?

e S—=

x Who can see me? 1EGEE W F?

. P v i ExacalIRIEZIN/3? Who has the most influence | can
x Who has a senior title? #ERIER( R =2 IR R A EEIRIRZIRNTD

leverage?

LilyWEAETFIESEEUXER, MEEE "IUSK" SEAKFENSETE,
Lily’s mistake is not that she connected with senior people. Senior relationships can matter. She made the mistake of
treating seniority as the primary filter.



B Self Reflection 639
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“Are you building relationships with people
because they are senior,
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ABKEZZIUHESE Your Relationship Framework

1. {REEERATA? {(REEXMMPBE? What do you bring? Where are you going?
2. 1EFEE{R? Who needs you?
3. {REEHE—— U OFIERfEXE Who do you need - Four Types of Stakeholders

4 AR SR{IIEEN? How do you interact with them?



1. {REERFRITA? (REEMMPER? What do you bring? Where are you going?

FRINEBEH SR AY FIEERIKRIBG T
WHAT | BRING RIGHT NOW WHERE | AM GROWING
MBEAE;EESEES Current skills and expertise « IE{EfSIHAYEEE Skills in active development
1F1E TIERL R S3ELR Track record and proof points « FEABE LS FE RIS MlaE Scope | want to move into
th AARBEFAIMHEEE Domain knowledge others lack « FIE/HEFFIBAYAE Roles | am preparing for
SR 28 ABKZHFRE Relationships | already hold - FEFEIEMRAAYIAER Problems | want to work on

B3R 2 SELF-REFLECTION 9
1. EREIRERRTE, BH—HEFFRMSEASZIAERT?

What is the one thing you do better than most people at your level in this organisation?

2. B—RABK, BERAZEEIE(REITARIS?

What is the one area where the right relationship would accelerate your growth the most?



2.1 EFEE(R? Who needs you?

1. {RIN{ESEPFR LREFESADIE? Who can you actua

2. B IIFEEFRIRETA? What do they need fro

3. (REENEEISIME, EE(UNRITFER? Are youa ddingu

or just showing up? ST
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3. (RFEEE—PXZOFIsRfEXE Who do you need - Four Types of Stakeholders

LIRS EERA, BERIRPSRENHIRIR——SFRIELTFHIMER, MREZEXBIREETEMA.

Someone more experienced who gives you honest advice and feedback on where you are heading — and what it will take to get there.

RELRIRTHERITA
WHAT IT GIVES YOU

- Bt TEESEMAIRPAIAZER An honest view of how you are seen
- Bt EBMAEMIEIER Perspective from outside your own situation

- HJLAEIEMIFCEERERBIEZE 2 A safe space for the real discussions
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3. (REEFE—MRZOFlmmfEXE Who do you need — Four Types of Stakeholders

¥EF Champion

FEEEURXEREDRRBZFHNEEAL.

Someone senior who proactively puts your name forward in any conversations.

BREGIRWRITA
WHAT DOES IT GIVE YOU

» ERFBIHEBABRAERE Your name is brought up where decisions are made

o« REERIZMAZIAITIEINS Access to work you would not otherwise be offered

- HIFAH=EMISP Endorsement that carries real weight
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3. (REEFE—MRZOFlmmfEXE Who do you need — Four Types of Stakeholders

HittBIPAREILEEAE . XRIEETIERNRE.

Colleagues in other teams with whom you exchange value — you help each other get things done.

RELR IR RITA
WHAT IT GIVES YOU

o EFRBPAZINEMZNM ALOR Credibility outside your own team
o fEMZEMEAIABKMES, MAUZERLER A network that works sideways, not just upward

- FERREEMERYISZIFIIE Support for cross-functional work
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3. (REEFE—MRZOFlmmfEXE Who do you need — Four Types of Stakeholders

IRSIHEXTIR People you deliver for
EfReY st SEZ @A A —RRIRkRiGHI N, FEERSiIaYdkEREA.,

The people whose work gets measurably better because of what you contribute — where your results are visible
and directly tied to their outcomes.

RELR IR RITA
WHAT IT GIVES YOU

« FOZRSEITSE. oIS BITAERLER A track record of real, visible results

. BT {H{th AEIERYSESS Evidence others can point to

« J3iEF (Champion) ETFFRFTTIESCAIEST The foundation a champion needs to advocate for you



HigigsE, HXAR7T—F, 5—F, SHaEsSs/ ARl
Q Knowing who matters is only half the work. The other half is

FERIER, (BREARENA, BREAASF,

The same message depending on who is receiving it.

ZUBIRERERERI, WLNAEEE, MRS ETED.

The goalisto so the other person can trust

you and act on what you bring.

WNFUSAIEMS, X—SRANAEE. AENSInEEAT, (Rihk
AT, BRAWSHHEIHRISIIR, LA EEE. E5d. BEL,
MmiERSHCHNTREIIR.

For finance professionals this matters especially. Strong analysis is not

enoughon its own

— in a way that works for them, not just a way that feels
comfortable for you.

ZOESRER: EENAMUIEFRRTHZA, mMEFHRESHNA
RaniEd. EENAAERE.
The core ideais simple: it is not only what you say. It is whether you
this person is most likely to trust.
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smiasl. IR, LIAAE, TER. BREKX, ENSER.

“Energetic, idea-led, and people-oriented. Moves fast, thinks big, and wants to feel involved.”

ZILBER: INIR——FEEHIr, 525, WEEEBHRIE.

Needs: Recognition. To feel heard, included, and excited about idea.

v MiZ Do:
- NZ2BRIIA, ARFTHEBIXBESHM Start with the big picture.

. BIHSTOIRASIAZS Show enthusiasm.
. BIRFEEMIAYIEE Acknowledge their ideas.

o HEIFIZINEIRAYGEAE, HEHYIETZE Keep the energy up and conversation movmg (

*~\
X 1EE6A Don't:
- FHARNHENE, RIEsFMP I Open with data, process, or a detaHed“ngk
o« — RERMERIESR 55T No structure or process at the start

f
roughé
F ._

EEXL== Listen for:

[FEwis......] "l think.."

[FeRkE.....] | feel..”
[FEAYAEER......] "My ideais..”
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Amiable - People focus/Steady pace

Solutions

milteE, SARE. IXFRAF, XETRBEWANZIE, MARERER.

“Warm, steady, and relationship-first. Cares about how decisions affect people, not just outcomes.”

ZILFER: Z2REME——FEMIEN. #E8, WESIBARE

Needs: Safety & Harmony. To feel included, consulted, and co

\/Eiz Do:

.« RO A, BiRINER Check in before the agenda.
. EFRIBREXIEIBA. ARBIZZIW Acknowledge the people impact
- BRitiI=5#%E Loop them in early

- SFBINEEERIAYE Give them time to process.

x5 Don't:

- PEIIHR Move fast
- BHEI@BIATS, SHSRAREWMARE Skip consultation, or announc
- NMENEFEEMREBIRE Silence usually means somethingisw

BEXY(SS Listen for:
[EIPAYRRSE.....] "How does the team feel..."

[MBEAASFBESRTNE.....] "Haseveryone been consulted...”
[FRASHRIFSPOAEBREE, | "I want to make sure everyoneis



SHFE - IMERSHEM I BEE I\OS

Analytical - Task focus/Steady pace Solutlons

MR, TEDE. SHBESEE, HERREEEREE.

‘Precise, thorough, and evidence-led. Trusts logic & accuracy over speed.”

ZILRRK: HRESTEE 28R T TR, & TEF. a7 M,

Needs: Accuracy & Rigour. To see that you have done the work, checked the numbers, and assessed the risks.

\/mi?( Do:

* LIEHRIEARARIIA R Lead with data.

- STEMREIZIFHESE Walk through the logic.

- BpiRBRMNE KR, BEXPE Name the assumptions and risks.

.« AEEEXHIIZLBHIRE Give them time before expecting a decision.

x1E#68 Don't:
- SEBEES. S2ZEHET Overstate your confidence

. 18] ijﬁ'lﬂgzaﬂjﬁﬁ Push for a qwck answer.

EEIXUE(=S Listen for:

[ XNMNEGERIRIERMTA......] "Whatis the data behind that...”

[BE4Z1TEH®ER.....] "How wasthis calculated...”
[{ZTEMPLERIFS......] "What are therisks.."

[BEEESEIE(FMEZXS., | "I need more time to review this.” g I |
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Driver - Task focus/Fast pace

iz, R £RER, BENEER, MASHSIIE.

“Direct, decisive, and results-focused. Wants the answer — not the journey to get there.”

ZILRH: B /st / SR ——PIRRYEIN. SRR, B

Needs: Speed/Clarity/Results. A clear recommendation,

RIRIE TS =

rationale, and atime

\/mi?( Do:

o FFIIWLWL, FciH4Eie Start/Lead with the conclusion.

- HPIRENESY, (BAMTEHIS Have the detail ready butido not lead with it.
- BIROEEERRT—1TafIfaE A Always leave with d@clear next step and o

______

x1E#68 Don't:
- SEiERFEBREMETBBLSIERIN Open with background or det@ils before the recom
o {BAELHUIRIEEERZEHE Never make them chase you for a follow-up.

REIXU=S Listen for:
[2%127:511'4 ...... | "Whatisthe bottom line.."

[BEiEERREEAM......] "Justtellme what we need to
[{EEHGEE......] "Whoisresponsible..”

[{+ABRHEESER...] "By when.”

_




(PEOPLE)

ahl): fHE. HIZEE. SR, EIEHE. mhR. BFR 201): ADEE. £IS5KE. ERIBE. NEREE. X5RIBE
PRIHERS Departments: Human Resources, Learning and Development,
Departments: Sales, Marketing, Business Development, Customer Experience, Internal Communications, Culture and

Communications, Brand, Corporate Affairs

Afi: tHESLE. EREIE. higSHEE. miEEE, £ Afi: HRIVSSIEAE. HREIH, FISEREE. [ITIPEAER
B. IWSSHhREIE,. SERERE A. BIWXHRE, BERRNEE. ATRERRE

Roles: Sales Director, Account Manager, Marketing Roles: HR Business Partner, HR Director, Learning and

Manager, Brand Manager, Head of Communications, Development Manager, Employee Experience Lead, Culture and

Business Development Manager, Partnership Lead Engagement Manager, Customer Success Manager, Talent

Development Lead

(FAST) (STEADY)

e ¥ \ ahl): W55, v, KESSH. &S5, IT. (HhtE. L. SESHth. U

Departments: Operations, General Management, Executive
Leadership, Project Management, Manufacturing,
Logistics, Procurement,

Departments: Finance, Audit, Risk and Compliance, Legal, IT, Supply
Chain, Research and Development, Data and Analytics, Treasury, Tax

Afii: CFO, M5Rks. MEREITIR. MIZEE., SR, MEARIP. &

Mi: CEO, COO. BRLER. SR, SRk, R SHiD, ITEE, SeTE. HSSE HUEHREA. BREE MSS
%s IﬁEIE\%.s %;lltblé\.ll-lﬁs ﬁﬁmg#lv?i %s EH:?\% *ﬁf_éﬂ

Roles: CEO, COO, Managing Director, General Manager,
Operations Director, Head of Procurement, Project
Director, Logistics Director, Head of Strategy Execution,
Regional Director

Roles: CFO, Financial Controller, Internal Auditor, Risk Manager,
Compliance Officer, Data Analyst, Legal Counsel, IT Manager, Head of
Treasury, Tax Manager, Business Intelligence Lead, Research Manager,
Financial Planning and Analysis Manager

13518 -Driver (TASK) 8L - Analytical
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Group: KOS /\IEFE faiR
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Thrive in Uncertainty

AIEZFIGHIRI, HERRRIERERS

[ERERIRE 7]

Emotional Intelligence (EQ) — Read the Room, Lead the Room

BEEMA , BIEES

BEIXI 1R

Courageous Conversations — Say the Hard Thing Well

TEREFFLIRGE , BRI BRI &

A AR A

Effective Communications — The Art of Being Clear

LR Z A, wED. wOTH. IR

SR

Power Presentation — Speak, So They Remember

F—AXFO, EHEF#RICE

FEERN R 7]

Influencing Without Authority — Move People Without the Title

TrktT, RatERIEE

@ EEHE

AIRT £ - Growth Mindset

SEQIIAZEARER

IEEHOMNIE RS ES

HRimia i@ s I 2k
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= FEPE MA@ EEE

Relationship Building - Upward Mgmt — Manage Up Like a Pro
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Thanks
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Group: KOS /\UIFE iR

www.kos-intl.cn
www.kos-intl.com

Sherry Liao Winnie Tam
People Consulting Manager, KOS Solutions Head of People and Culture, KOS

Contact

E: sherry.liao@kos-intl.com E: winnie.tam@kos-intl.com
T: +86 133 8039 1613 T: +852 3180 4945 / +852 9833 2267
A RYITE R L DX T R 1B 165 e 3 o L AJE 1502 A: Suite 610, 6/F Ocean Centre, 5 Canton Road, Hong Kong SAR
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