
Sisyphean describes things that require a lot of hard work and 
yet will never be truly finished. Keeping a house clean can feel 
Sisyphean, and so can deciding on a movie that everyone in a 
family will enjoy. The word comes from the character Sisyphus 
in Greek mythology, who was sentenced for his wrongdoing to 
push a boulder up a hill and watch it roll back down, again and 
again, forever. 
  
The big challenge for anyone who wants to build relationships is 
generating the influence necessary for attraction. It seems that 
everywhere we look we see resistance and sometimes push-
back. You and I are good people trying to do great things, and it 
can be heartbreaking to witness what seems to be a Sisyphean 
struggle. 
  
Stand of the bank of a pond, a lake or a river, throw in a stone 
and watch as the ripples move as across that body of water. We 
are that stone with every step we make, every word we speak, 
every action we made we leave our influence or impression on 
those we meet or get to know. The question I have to ask myself 
what effect or influence am I leaving on the path to building 
relationships? 
  
The word influence derives from the Latin in- "into" and fluere, 
"to flow." The word was first used to mean an inflow or influx. 
And that's what you really want if you are to be build lasting 
relationships. You must catalyze broader movement, so you can 
attract and maintain “Know-Like-Trust”. Rather than insisting 
on the world heeding you, which is like pushing a rock up a 
mountain, influence is the art of seeking collective harmonious 



rapport, which is like jumping into a river rushing in the right 
direction. 
  
Here are some ideas from my list to help find that flow. 
  
Reset your starting point: it's not about you; it's about 
them. Every time I find a message under-performing, a product 
faltering or a partnership flailing, it's inevitably because the 
work being done does not resonate with the audience's priorities, 
values and perspective. At times like this, I have to remember to 
channel my energy into understanding my audience above 
myself and speaking to their concerns rather than my own. Your 
starting point for making change is not in your head; it's in the 
hearts and minds around you. 
In Chapter 3 of Success in 10 Steps Michael Dlouhy speak of 
the necessity of building your spider web and a systematic 
lifetime habit. Furthermore, Michael said, “If you want 
happiness and fortune & fulfillment in your life, if you want a 
lifetime of luck, you need to create relationships with people. To 
do that, you need to study people and understand them. If you 
will only do that, the opportunities you’ll be presented with are 
endless.” 
Listen, listen, listen. To build on the above point, to influence, 
I have to understand. And to understand, I have to listen. If I’m 
struggling with influence, I am most likely failing to ask 
questions or having a hard time listening. 
  
I have learned I must Ask for help, perspective and input. A 
good influencer is always a great listener. We tend to cling to the 
territory of our own perspectives, but to have any hope of 



common ground or even mutual respect, we must step beyond 
the space of our own convictions. The real challenge is within 
ourselves which is to focus not on winning an argument but 
rather gaining greater understanding of the other side. If we can 
do that, we can begin to move closer to each other within a 
larger zone of possibility. 
  
"Wisdom is the reward you get for a lifetime of listening when 
you'd have preferred to talk." --Doug Larson 
  
If you want to inspire people to learn, grow, develop, succeed, 
and be all they can be, start by be willing to be listener and a 
giver first. 
  
"One of the most sincere forms of respect is actually listening to 
what another has to say." --Bryant H. McGill 
  
So, why listen, listen, and listen some more. You may just hear 
their story, learn about an issue they are having, or find a need 
for a solution they are seeking. How do you listen? With both 
ears open and a zipper on the mouth. 
  
Make it theirs, too. On the topic of listening, the best outcome 
in the art of influence is that someone else feels your agenda is 
equally their own. Because it is, when you ask a question stop, 
listen and understand someone else's perspective, it can inform 
your own. When they make your ideas theirs, you will have a 
listener in return. 
  



As you find a partner to help shape your ideas, the ideas become 
collective - as much the other person's as your own. Then it's no 
longer about convincing. It's about shared passion for the cause. 
  
I have found it amazing fact when I let the other person feel it 
was their idea they will follow and be coachable. 
  
It's that wonderful old-fashioned idea that others come first and 
you come second. This was the whole ethic by which I was 
brought up. Others matter more than you do, so 'don't fuss, dear; 
get on with it'.” 
― Audrey Hepburn 
  
“But there is only ONE way to build your spider web for life-
long success. And that is to build relationships. To do that, 
you need to become a mentor with a servant's heart. When 
you do, people ask you to PLEASE sponsor them into your 
business.” Michael Dlouhy 
  
Feelings, not just facts. There are precious few exceptions to 
the rule that we must awaken the heart to arouse the mind. We 
must move people emotionally before they will accept 
information — or act. Numbers have their essential place, but 
they require a narrative that gives them meaning and makes 
them come alive by connecting them to human beings. Good 
influencers are great storytellers. 
  
With emotional appeals, you can design them in a way that 
evokes a specific emotion. For example, you can use them to 
create one of the following: 



• A sense of security or well-being 
• Feelings of individuality/uniqueness 
• A sense of fear, due to a perceived threat 
• A feeling of love and/or connectedness 
• Feelings of relief from negative emotions (pain, frustration, 
anxiety) 
  
The words used in your marketing have a great impact as to how 
your overall message is framed. Just as we would use the 
positive words in creating our perfect self-talk, make use of 
positive building words in the forming and maintaining of 
relationships. 
  
The messenger matters. If you're not getting heard, maybe you 
need other voices. I can have a stellar message, but if I'm the 
wrong messenger, it won't matter. For example, we're in an era 
where faith in traditional spokespeople and marketers is at a 
historic low, so people are turning to trusted friends, family, 
independent authorities and peers for their recommendations. 
That means if I'm trying to advance my perspective, I'm often 
best off with messengers other than myself who are promoting 
my agenda. 
  
Never to afraid to point to others who have made the change you 
seek and ask them to share why they've chosen that path. If you 
are building relationships bring them into the realm of those who 
have influenced, you. This taps into the powerful concept of 
social proof. Plus, if people are aligned with your position, and 
then express that in front of others, they are more likely to self-
identify as part of that movement over time and follow through 
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to advance the cause. More messengers mean further movement 
forward. 
  
  
  
 


