
Following a client meeting earlier this week I repeatedly thought how I could 
have retained a better position of strength and how I could have said something 
in a different more impactful way. In other words, how I could have been more 

assertive, without being perceived as arrogant?  

Don’t you also have these thoughts sometimes following a dinner party or a lunch 
with friends, clients or a meeting with colleagues?  

SOCIAL INTELLIGENCE

Do you know how to hold your own 
professionally and socially?
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T
o hold your own or to have a position of strength whereby you 
are perceived as likeable, credible and trustworthy, the following 
social and business intelligence tools are key to holding your own 
effectively and successfully: 

1. First impressions count. 
Sadly, a book is indeed judged by its cover. The way you present 
yourself. Your dress code for the occasion and audience. Your posture. 
Your body language. Your eye contact. Your handshake. And, your 
tone or attitude. You only have one chance to make a favourable 
impression. And you only have five to seven seconds to make that 
impression. 

2. How do you see yourself? 
The way you see yourself is the way your friends, colleagues and clients 
will see and perceive you. Therefore it is important to invest time in 
motivating yourself. I have a very simple foolproof way of motivating 
myself daily: in the privacy of my own space, I look myself in the eye 
in a mirror and I tell myself out loud that I am a man of integrity, that 
I am trustworthy, that I believe in myself, that I am attractive, that I am 
successful and that I am humble. And that I like myself. If you don’t like 
yourself, how can you expect your loved ones, family, colleagues or 
clients to like you!   

3. Be friendly and be humble. 
People are automatically drawn to friendliness and humility – and 
for me they are the cornerstones of etiquette and protocol. Have you 
noticed how contagious good manners are – or how contagious a 
smile can be? Use it to your advantage. 

4. Be an interesting person. 
To be perceived as an interesting person by others, be genuinely 
interested in people. Be curious and ask questions. Listen intently to 
their answers, and ask follow-up questions. Make people talk about 
themselves. It’s all about their story and not yours.  

5. Never go on the defence. 
When your view or opinion is not shared, avoid defending it. Rather 
use the ‘sandwich technique’. Start with a complimentary remark, 
followed by your own view expressed differently, and end again with 
a complimentary remark. Say something along the lines of, “…that is a 
very interesting and different approach. There is definitely room to re-
position professional fee structures like mine to fit in with your procurement 
guidelines. This is great; thank you for giving me this perspective – I am 
going to borrow this for my other clients too!” Do not meet social and 
business expectations; rather exceed expectations by establishing your 
own strong personal brand through holding your own! 


