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The Law of Trust

• Trust is a moral credit rating; it is the measure of 
our values and an economic driver of the 21st 
century

• Trust is the foundation of any relationship, 
collaboration, and negotiation

• Trust is the congruity of words and actions



How to Establish Trust in a Short Time Period

• Give a concession and let them know the value of it

• Be part of the tribe: know the language, culture, 
nuances

• Authenticity - Truthfulness - Know  Thyself

• Elaborate on your unique quality



• Dude I got so turnt last night 
• That party was too turnt

• Lift - a paper airlines ticket



The Law of Strength
• Look at every interaction as an opportunity to co-create 

something noble and magnificent 

• Be open minded and avoid wrong assumptions 

• Communicate, listen, be sure to understand and be 
understood 

• Be aware of wrong assumptions 



The Law of Strength 

• Knowledge about the context of our negotiation 
and process

• In negotiation knowledge and wisdom are strength 
and power

• Knowledge about ourself, our desires, and our needs

• Knowledge about the other party, their desires and 
needs



Self-actualization 
Need for growth, purpose 

Esteem 
Need for respect, prestige 

Belongingness and Love 
Need for approval, belonging and love 

Safety 
Need for physical and psychological safety 

Physiological 
Need for basic human survival, food, sex, sleep



Self-actualization 
Corp. Soci. Responsibility  

Esteem 
Brand recognition  

Belongingness and love 
Client/employee retention  

Safety 
Revenue strams - Employees 

Physiological 
Service - Product - Workspace - Computer








