
Session 3 – Relationship Skills 关系建立
Connect with who matters most to your career

与对你职业生涯最重要的人建立联系



困境之问

The dilemma question

「John的问题，是工作能力不足、个人曝光度不够，还是利益相关者经营不到位？」

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

自我反思 Self Reflection

1. 你的职业生涯中，是否也出现过类似的情况？
Where might this be happening in your own career? 

2. 你是否正依赖某个重视你工作的人，但他/她其实没有足够的权力、影响力或曝光度来推动你的晋
升？
Are you relying on someone who values your work but does not have enough power, influence, or 
visibility to help your progression?

努力能创造价值，但学会经营人脉与利益相关者，才能让你的价值被看见、被认可，最终转化为发展机遇。
Hard work creates value. But stakeholder management determines whether that value is seen, 

understood, and connected to opportunity.



困境之问
The dilemma question

Lily的问题是人脉拓展方式有误、工作业绩不足，还是利益相关者选择问题?
“Is Lily’s problem a networking problem, a performance problem, or a stakeholder-selection problem?”

Lily的问题不在于跟高层建立关系，而是错把“职位高低”当作人脉筛选的首要标准。
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.

Lily的失误Mistakes
× Who is impressive 谁让人印象深刻？

× Who can see me? 谁能看见我？

× Who has a senior title? 谁的职位更高？

✓ 我能帮谁解决问题？Whose problems can I help solve?

✓ 谁能看见我工作的价值？Who can see the value of my work?

✓ 谁拥有我最能借助的影响力？ Who has the most influence I can 
leverage?

Instead of
而不是



你建立关系，是单纯因为对方职位高，
还是基于双方工作诉求、个人发展方向真正契合?

“Are you building relationships with people 
because they are senior, 
or 
because there is a real connection between 
their priorities, your values, and your growth 
direction?”

自我反思 Self Reflection

仅有单纯的曝光度并不能推动职场晋升——价值匹配（相关性）
才是关键。

Visibility alone does not drive career advancement—
relevance does.



Your Relationship Framework
人脉经营核心框架



人脉经营核心框架 Your Relationship Framework

1. 你能带来什么？你要去向哪里？ What do you bring? Where are you going?

2.谁需要你？Who needs you?

3. 你需要谁——四类核心利益相关者 Who do you need – Four Types of Stakeholders

4.你如何与他们互动？How do you interact with them?



1. 你能带来什么？你要去向哪里？ What do you bring? Where are you going?

我现在能带来的
WHAT I BRING RIGHT NOW

• 现有专业技能与专长 Current skills and expertise

• 过往工作成果与实绩 Track record and proof points

• 他人不具备的领域知识 Domain knowledge others lack

• 已积累的人脉资源 Relationships I already hold

我正在成长的方向
WHERE I AM GROWING

• 正在精进的技能 Skills in active development

• 我想要涉足的业务领域 Scope I want to move into

• 我正准备承担的角色 Roles I am preparing for

• 我希望解决的问题 Problems I want to work on

自我反思 SELF-REFLECTION

1. 在公司同层级员工里，有哪一件事你做得比大多数人都好？
What is the one thing you do better than most people at your level in this organisation? 

2. 哪一类人脉，能最大程度加速你的个人成长？
What is the one area where the right relationship would accelerate your growth the most?



2. 谁需要你？Who needs you?

1. 你现在实际上能帮助谁？ Who can you actually help right now? 

2.他们需要你提供什么？ What do they need from you? 

3. 你是真的在创造价值，还是仅仅刷存在感？ Are you adding value —

or just showing up? 

四类核心利益相关者
Four Types of Stakeholders



导师 Mentor
比你经验更丰富的人，能给你中肯的建议和反馈——告诉你现在处于哪个阶段，以及要到达目标需要付出什么。
Someone more experienced who gives you honest advice and feedback on where you are heading — and what it will take to get there.

能给你带来什么
WHAT IT GIVES YOU

• 清晰了解自己在他人眼中的形象 An honest view of how you are seen

• 跳出固有视角审视问题 Perspective from outside your own situation

• 可以真正敞开心扉交流的安全空间 A safe space for the real discussions

3. 你需要谁——四类核心利益相关者 Who do you need – Four Types of Stakeholders



3. 你需要谁——四类核心利益相关者 Who do you need – Four Types of Stakeholders

推手 Champion

愿意在任何相关对话中主动提起你名字的高层人士。
Someone senior who proactively puts your name forward in any conversations.

它能给你带来什么
WHAT DOES IT GIVE YOU

• 在决策场合有人为你发声 Your name is brought up where decisions are made

• 获得原本接触不到的工作机会 Access to work you would not otherwise be offered

• 真正有分量的背书 Endorsement that carries real weight



互助同伴 Supportive peers

其他团队中彼此互相帮忙、共同推进工作的同事。
Colleagues in other teams with whom you exchange value — you help each other get things done.

能给你带来什么
WHAT IT GIVES YOU

• 在本团队之外建立个人口碑 Credibility outside your own team

• 横向延伸的人脉网络，而不仅仅是向上的 A network that works sideways, not just upward

• 跨职能协作的支持力量 Support for cross-functional work

3. 你需要谁——四类核心利益相关者 Who do you need – Four Types of Stakeholders



服务对接对象 People you deliver for

因你的贡献而切实受益的人——你的成果清晰可见，并直接与他们的业绩挂钩。
The people whose work gets measurably better because of what you contribute — where your results are visible 
and directly tied to their outcomes.

能给你带来什么
WHAT IT GIVES YOU

• 积累实打实、可量化的工作成果 A track record of real, visible results

• 拥有可供他人佐证的实绩 Evidence others can point to

• 为推手（Champion）推荐你打下坚实的基础 The foundation a champion needs to advocate for you

3. 你需要谁——四类核心利益相关者 Who do you need – Four Types of Stakeholders



知道谁重要，其实只完成了一半；另一半，是知道如何与每个人互动。
Knowing who matters is only half the work. The other half is knowing HOW 

to interact with each person.

同样的信息，传达给不同的人，效果截然不同。
The same message lands differently depending on who is receiving it.

核心目标是调整表达方式，让对方信任你、接纳你的观点并付诸行动。
The goal is to adjust how you communicate so the other person can trust 

you and act on what you bring.

对于财务从业者而言，这一点尤为重要。缜密的分析远远不够，你输出
的内容，必须贴合对方的接收习惯，让对方看得懂、信得过、用得上，

而非只迎合自己的表达习惯。
For finance professionals this matters especially. Strong analysis is not 

enough on its own. The stakeholder has to be able to absorb it, trust it, and 
act on it — in a way that works for them, not just a way that feels 

comfortable for you.

核心理念很简单：重要的不仅仅在于你说了什么，而在于你是否用对方
最容易接纳、信任的方式去表达。

The core idea is simple: it is not only what you say. It is whether you say it in 
the way this person is most likely to trust.



表达型 ·  以人为本 / 节奏明快
Expressive · People focus/Fast pace

充满活力、创意驱动、以人为本，节奏快、格局大，喜欢参与感。
“Energetic, idea-led, and people-oriented. Moves fast, thinks big, and wants to feel involved.”

核心需求：认可感——希望被倾听、有参与感、对想法抱有热情。
Needs: Recognition. To feel heard, included, and excited about idea.

✓应该 Do: 
• 从全局切入，开篇先讲整体大局与方向 Start with the big picture. 
• 展现热情积极的状态 Show enthusiasm. 
• 回应并肯定他们的想法 Acknowledge their ideas.
• 维持轻松活跃的沟通氛围，推进对话节奏 Keep the energy up and conversation moving.

×避免 Don’t: 
• 开场就讲数据、流程或详细步骤 Open with data, process, or a detailed walkthrough. 
• 一上来就堆砌框架与流程 No structure or process at the start

留意这些信号 Listen for:
「我觉得……」"I think…" 
「我感觉……」“I feel…“
「我的想法是……」"My idea is…"



亲和型 · 以人为本 / 节奏沉稳
Amiable · People focus/Steady pace

温和稳重、待人友善、以关系为先，关注决策对人的影响，而不只是结果。
“Warm, steady, and relationship-first. Cares about how decisions affect people, not just outcomes.”

核心需求：安全感与和谐——希望被接纳、被咨询，确保没有人被落下。
Needs: Safety & Harmony. To feel included, consulted, and confident that no one is being left behind.

✓应该 Do: 
• 先关心人，再谈议题 Check in before the agenda. 
• 主动说明决策对团队、人员的影响 Acknowledge the people impact. 
• 尽早让他们参与进来 Loop them in early 
• 给予他们消化信息的时间 Give them time to process.

×避免 Don’t:
• 节奏过快 Move fast
• 跳过沟通环节，或突然宣布决定 Skip consultation, or announce decisions without warning. 
• 沉默通常意味着有问题 Silence usually means something is wrong.

留意这些信号 Listen for:
「我们……」 "We…" 
「团队的感受是……」 "How does the team feel…" 
「征询大家的意见了吗……」 "Has everyone been consulted…" 
「我想确保每个人都没问题。」"I want to make sure everyone is okay with this."



分析型 · 以任务为导向 / 节奏沉稳
Analytical · Task focus/Steady pace

严谨细致、注重实证、崇尚逻辑与精准，做事不求速度但求稳妥。
“Precise, thorough, and evidence-led. Trusts logic & accuracy over speed.”

核心需求：准确性与严谨度——要看到你下了功夫、核对了数字、评估了风险。
Needs: Accuracy & Rigour. To see that you have done the work, checked the numbers, and assessed the risks.

✓应该 Do: 
• 以数据作为开篇切入点 Lead with data. 
• 完整梳理逻辑链条 Walk through the logic. 
• 明确说明测算依据、潜在风险 Name the assumptions and risks. 
• 不要催促对方立刻给出决策 Give them time before expecting a decision.

×避免 Don’t: 
• 过度自信地表态、言之武断 Overstate your confidence
• 逼迫对方快速给出答复 Push for a quick answer. 
• 逻辑上的任何漏洞都会让你之前说的一切大打折扣 A gap in your logic will undermine everything else you said.

留意这些信号 Listen for: 
「这个数据的依据是什么……」 "What is the data behind that…" 
「是怎么计算出来的……」 "How was this calculated…" 
「存在哪些风险……」 "What are the risks…" 
「我需要更多时间仔细核对。」 "I need more time to review this."



行动型 · 以任务为导向 / 节奏明快
Driver · Task focus/Fast pace

直接、果断、结果导向，要的是答案，而不是推导过程。
“Direct, decisive, and results-focused. Wants the answer — not the journey to get there.”

核心需求：速度 / 清晰 / 结果——明确的建议、简洁的理由、清楚的时间节点。
Needs: Speed/Clarity/Results. A clear recommendation, a rationale, and a timeline. 

✓应该 Do: 
• 开门见山，先讲结论 Start/Lead with the conclusion. 
• 细节提前准备好，但不放在开场 Have the detail ready but do not lead with it. 
• 每次沟通都要明确下一步行动和负责人 Always leave with a clear next step and owner.

×避免 Don’t: 
• 先铺陈背景或细节再给建议 Open with background or details before the recommendation. 
• 绝不要让他们来追着要后续进展 Never make them chase you for a follow-up.

留意这些信号 Listen for: 
「结论是什么……」"What is the bottom line…" 
「直接告诉我要怎么做……」 "Just tell me what we need to do…" 
「谁来负责……」 "Who is responsible…" 
「什么时候要完成…」"By when."



(FAST) (STEADY)

(PEOPLE)

(TASK)

表达型 ·  Expressive 亲和型 · Amiable

分析型 · Analytical行动型 ·Driver

部门：销售、市场营销、业务拓展、企业传播、品牌、政府及
公共事务
Departments: Sales, Marketing, Business Development, 
Communications, Brand, Corporate Affairs

职位：销售总监、客户经理、市场营销经理、品牌经理、传播
主管、业务拓展经理、合作伙伴负责人
Roles: Sales Director, Account Manager, Marketing 
Manager, Brand Manager, Head of Communications, 
Business Development Manager, Partnership Lead

部门：人力资源、学习与发展、客户体验、内部传播、文化与员工体验
Departments: Human Resources, Learning and Development, 
Customer Experience, Internal Communications, Culture and 

职位：HR业务合作伙伴、HR总监、学习与发展经理、员工体验负责
人、企业文化经理、客户成功经理、人才发展负责人
Roles: HR Business Partner, HR Director, Learning and 
Development Manager, Employee Experience Lead, Culture and 
Engagement Manager, Customer Success Manager, Talent 
Development Lead

部门：财务、审计、风险与合规、法务、IT、供应链、研发、数据与分析、财
资、税务
Departments: Finance, Audit, Risk and Compliance, Legal, IT, Supply 
Chain, Research and Development, Data and Analytics, Treasury, Tax 

职位：CFO、财务总监、内部审计师、风控经理、合规专员、数据分析师、法
务顾问、IT经理、资金主管、税务经理、商业智能负责人、研究经理、财务分
析经理
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

部门：运营、综合管理、高管层、项目管理、制造、物流、采购
Departments: Operations, General Management, Executive 
Leadership, Project Management, Manufacturing, 
Logistics, Procurement,

职位：CEO、COO、董事总经理、总经理、运营总监、采购主
管、项目总监、物流总监、战略执行主管、区域总监
Roles: CEO, COO, Managing Director, General Manager, 
Operations Director, Head of Procurement, Project 
Director, Logistics Director, Head of Strategy Execution, 
Regional Director



C O M I N G  S O O N

即将推出

课程预告

线上 · 线下均有开班

小班精品课（有料&有趣）

可按需定制内容

扫码入群

抢先获取资讯
会员专属优惠

✦ 更多课程持续开发中：
领导力 · 销售技巧 · 市场营销 · 客户服务 ✦

01
与不确定共舞
Thrive in Uncertainty
AI重塑职场的时代，锻造难被取代的思维底层

AI时代 · Growth Mindset

02
情商的魔力
Emotional Intelligence (EQ) – Read the Room, Lead the Room

读懂他人 ，也读懂自己

高EQ的人是怎么想的

03
勇敢对话
Courageous Conversations – Say the Hard Thing Well

把难开口的话 ，变成推动改变的力量

把难开口的话说得漂亮

04
精准表达
Effective Communications – The Art of Being Clear

让你的专业判断，被看见、被听见、被理解

职场沟通精准训练

05
高影响力演讲
Power Presentation – Speak, So They Remember

每一次开口，都值得被记住

从紧张到台风稳健的蜕变

06
非职权影响力
Influencing Without Authority – Move People Without the Title

无需头衔，照样推动全局

向上向下都能推动

07
向上管理
Relationship Building · Upward Mgmt – Manage Up Like a Pro
读懂领导，掌握职场主动权

高手都在做的向上管理



Thanks

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

Sherry Liao
People Consulting Manager, KOS Solutions

E: sherry.liao@kos-intl.com
T: +86 133 8039 1613
A: 深圳市南山区高新南十道16号金地威新中心A座1502

Contact

Winnie Tam
Head of People and Culture, KOS

E: winnie.tam@kos-intl.com
T: +852 3180 4945 / +852 9833 2267
A: Suite 610, 6/F Ocean Centre, 5 Canton Road, Hong Kong SAR

关注我们
及时获取更多岗位资讯、市场趋势、精品课程、社群活动

http://www.kos-intl.com/
http://www.kos-intl.com/
http://www.kos-intl.com/
http://www.kos-intl.com/
http://www.kos-intl.com/
http://www.kos-intl.com/
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