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WHO I AM

DOG MOMSTEPMOM AND WIFE
MOM



WHO I AM

NEIGHBORHOOD WALKER

FAMILY VACATION PLANNERBOOK CLUB LEADER



WHAT I DO

FACILITATOR - MINDFUL RETREATSFOUNDER - TECH TO TRUSTCOO - REVOLUTION GROUP



HOW DO I 
KNOW WHAT 
I’M TALKING 
ABOUT?

12+ YEARS IN CONSULTING
GO-TO-WHEN STUFF HITS THE FAN
GO-TO WHEN STUFF HITS OTHER PEOPLE’S FANS



HOW DO I KNOW 
WHAT I’M 
TALKING 
ABOUT?

FREQUENT SPEAKER AT TRADE SHOWS AND EVENTS
C-SUITE AWARD WINNER THROUGH CBUS BIZ FIRST 2025



HOW DO I 
KNOW 
WHAT I’M 
TALKING 
ABOUT?

LEAD INTERNAL COHORTS
CLIENT TURNOVER WENT FROM 1/ MONTH TO 0 IN 1 YEAR
CLIENT SATISFACTION INCREASED BY 30%
CLIENTS WHO QUESTIONED BILLS NOW PAY WITH EASE
EMPLOYEES FEEL 25% MORE CONFIDENT IN THEIR COMMUNICATION



HOW DO I 
KNOW 
WHAT I’M 
TALKING 
ABOUT?

CERTIFIED TRUSTED ADVISOR ASSOCIATES
WWW.TRUSTEDADVISOR.COM
-20 YEARS HELPING BUSINESS PROFESSIONALS BUILD STRONGER RELATIONSHIPS
-WORKSHOPS, ONLINE LEARNING, CUSTOMER PROGRAMS, COACHING



THIS SESSION 
SHOULD BE 
INTERACTIVE. 

(THINK, WORKSHOP)

((YES, I KNOW IT’S A WEBINAR.))



MY GOAL:
YOU LEAVE…

1) WITH A BIT MORE SELF 
AWARENESS 

AND 

2) WITH ONE ACTION YOU CAN 
TAKE TO IMPROVE A 
RELATIONSHIP



CALL TO MIND A 
CHALLENGING 
RELATIONSHIP

• A COWORKER, CLIENT, CUSTOMER OR PERSONAL RELATIONSHIP
• IN A CURRENT SITUATION
• WHERE THE LEVEL OF TRUST ISN’T WHERE IT COULD BE



CALL TO MIND A 
CHALLENGING 
RELATIONSHIP



WHAT IS ONE THING 
YOU WOULD GAIN 
FROM HAVING MORE 
TRUST IN THIS 
RELATIONSHIP?



IF PEOPLE 
FULLY 
TRUSTED ME...

ASSUME POSITIVE INTENT

SEEK YOU OUT SOONER

WORK GETS DONE FASTER

BETTER QUALITY WORK LIFE

COSTS AND COMPETING GO DOWN



IF PEOPLE 
FULLY 
TRUSTED ME...

THEY’LL RECOMMEND YOU

STRONGER AGREEMENTS

ACCEPT YOUR ADVICE

GREATER CLIENT IMPACT

MORE FORGIVING OF MISTAKES



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION

CONTEXT AND DEPENDENT ON WHAT IS IMPORTANT



WHO COMES 
TO MIND 
WHEN YOU 
THINK OF 
THE WORD 
“TRUST”



HOW DID 
THIS 
PERSON 
EARN YOUR 
TRUST?



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION



TRUST IS A 
PERSONAL,                  
BI-LATERAL 
RELATIONSHIP

TRUSTING
+

TRUSTWORTHY

= TRUST



BEING A TRUSTED 
ADVISOR 
REQUIRES BOTH 
TRUSTING AND 
BEING 
TRUSTWORTHY



THE TRUST EQUATION

TRUSTWORTHINESS
CREDIBILITY
RELIABILITY
INTIMACY
SELF-ORIENTATION

C + R + I

S
TRUST =



THE TRUST EQUATION
TRUSTWORTHINESS
CREDIBILITY
RELIABILITY
INTIMACY
SELF-ORIENTATION

BLUE  =  RATIONAL
RED = EMOTIONAL



CREDIBILITY:
RELATES TO 
OUR WORDS
SHOW YOU’VE DONE YOUR HOMEWORK

TAKE A POINT OF VIEW, EXPRESS PASSION

SPEAK THE TRUTH... ALWAYS

TRUTHFULNESS
CREDENTIALS

“I TRUST WHAT THEY SAY 
ABOUT...”

COMBINE YOUR WORDS WITH PRESENCE



CREDIBILITY
BUILT THROUGH 
LOGIC, FACTS, AND 
DEMONSTRATED 
COMPETENCE - IT 
APPEALS TO THE 
HEAD

RATE YOURSELF



RELIABILITY IS 
ABOUT OUR 
ACTIONS
THE ONLY TRUST COMPONENT THAT TAKES TIME...

...AND YOU CAN ACCELERATE IT!

MAKE LOTS OF SMALL PROMISES

DEPENDABILITY
PREDICTABILITY

“I TRUST THEM TO...”

BE ON TIME

BE CONSISTENT WITH THEIR NORMS



RELIABILITY
BASED ON 
OBSERVED, 
REPEATABLE 
BEHAVIOR OVER TIME 
- MEASURABLE AND 
OBJECTIVE

RATE YOURSELF



INTIMACY IS 
ABOUT CREATING 
SAFETY

TAKE A RISK

SHARE SOMETHING PERSONAL

CALL OUT THE ELEPHANT IN THE ROOM

DISCRETION
EMPATHY

“I TRUST THEM WITH...”

PAY ATTENTION TO WHEN YOU’VE BEEN GIVEN IT



INTIMACY
ROOTED IN HOW YOU 
MAKE OTHERS FEEL - 
SAFE, UNDERSTOOD, 
RESPECTED, 
CONNECTED.

RATE YOURSELF



SELF - 
ORIENTATION

TWO KINDS:

1) SELFISH - ABOUT MOTIVES

2) SELF OBSESSED - ABOUT ATTENTION

MOTIVES
ATTENTION

“I TRUST THAT THEY CARE 
ABOUT...”



HIGH SELF- 
ORIENTATION

TRIES TO APPEAR KNOWLEDGEABLE, EXPERIENCED, 
SMART, WITTY, ETC

LOW SELF- 
ORIENTATION

SAYS WHAT OTHERS WANT TO HEAR AND SUGARCOAT 
BAD NEWS

DIFFICULTY ADMITTING MISTAKES AND FINDS OTHERS TO 
BLAME FOR FAILURES

LISTENS WITH AN AGENDA

JUMPS TO PROBLEM SOLVING AND OFFERING SOLUTIONS 
BEFORE LISTENING

A NEED TO BE RIGHT OR HAVE THE LAST 
WORD

HONEST AND CANDID ABOUT STRENGTHS AND 
WEAKNESSES/ LIMITATIONS

ASKS AT THE BEGINNING OF A MEETING WHAT THE OTHER 
PERSON WOULD LIKE TO DISCUSS

WITH AN EXISTING OR POTENTIAL CLIENT, WILLING TO 
MAKE A REFERRAL TO A COMPETITOR

FREELY GIVES OTHERS CREDIT FOR SUCCESSES

SEEKS HONEST, SPECIFIC, AND ACTIONABLE FEEDBACK

GIVES A DIRECT ANSWER TO A DIRECT QUESTION



SELF-ORIENTATION
DRIVEN BY THE 
PERCEPTION OF MOTIVE - 
PEOPLE SENSE WHEN 
YOUR INTENT IS 
SELF-SERVING OR 
GENUINELY ABOUT THEM RATE YOURSELF



CREDIBILITY 
AND 
RELIABILITY

BUILDS 
RESPECT AND 
CONFIDENCE



INTIMACY AND 
SELF - 
ORIENTATION

BUILDS 
CONNECTION 
AND SAFETY



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION



THE TRUST 
QUOTIENT

TAKEN BY OVER 250,000 PEOPLE

A QUANTITATIVE INDICATOR OF 
TRUSTWORTHINESS

DEVELOPED BY CHARLES H. GREEN BASED 
ON THE TRUST EQUATION



THE TRUST 
QUOTIENT

MORE IMPORTANT IS YOUR TRUST 
COMPONENT SCORE

A HIGH SCORE IN SELF-ORIENTATION MEANS IT 
IS LOW

YOUR TRUST QUOTIENT IS THE TRUST 
EQUATION, APPLIED TO YOU

AIMING FOR CONSISTENCY - YOU WANT TO 
RAISE ALL BOATS



MINI QUIZ
THE FULL ASSESSMENT IS 
AVAILABLE ONLINE OR THROUGH 
TECH TO TRUST (ME) BUT IN THE 
MEANTIME, LET’S TAKE A LITTLE 
MINI ASSESSMENT...



POP QUIZ
SCORE YOURSELF 1-5
1 - RARELY TRUE
3 - SOMETIMES TRUE
5 - ALWAYS TRUE

DO PEOPLE SEE YOU AS 
KNOWLEDGEABLE IN YOUR 
FIELD?



POP QUIZ
SCORE YOURSELF 1-5
1 - RARELY TRUE
3 - SOMETIMES TRUE
5 - ALWAYS TRUE

DO YOU FOLLOW THROUGH ON 
YOUR PROMISES CONSISTENTLY?



POP QUIZ
SCORE YOURSELF 1-5
1 - RARELY TRUE
3 - SOMETIMES TRUE
5 - ALWAYS TRUE

ARE YOU COMFORTABLE 
SHARING PERSONAL STORIES TO 
CONNECT WITH OTHERS?



POP QUIZ
SCORE YOURSELF 1-5
1 - RARELY TRUE
3 - SOMETIMES TRUE
5 - ALWAYS TRUE

DO YOU LISTEN TO UNDERSTAND 
OR DO YOU LISTEN TO RESPOND?



POP QUIZ
WHICH QUESTION DID YOU 
SCORE THE HIGHEST IN?

THIS IS HOW YOU BUILD TRUST 
WITH OTHERS



POP QUIZ
WHICH QUESTION DID YOU 
SCORE THE LOWEST IN?

THIS IS THE BOAT TO RAISE



CREDIBILITY



RELIABILITY



INTIMACY



SELF-ORIENTATION



WHAT IS ONE 
ACTION YOU 
ARE WILLING 
TO TAKE TO 
BUILD TRUST 
IN THIS 
RELATIONSHIP



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION



LEAST TRUSTED 
PROFESSIONS?



LEAST TRUSTED 
PROFESSIONS?

PEOPLE MAY SAY:

“I KNOW SHE’S BRILLIANT - I JUST DON’T FEEL 
LIKE SHE’S REALLY LISTENING TO ME”

“HE IS GREAT IN COURT BUT NOT EASY TO 
CONFIDE IN”



LEAST TRUSTED 
PROFESSIONS?

LAWYERS

CREDIBILITY - VERY HIGH 

RELIABILITY - HIGH

INTIMACY - MODERATE TO LOW

SELF - ORIENTATION - MODERATE TO HIGH



MOST TRUSTED 
PROFESSIONS?



MOST TRUSTED 
PROFESSIONS?

PEOPLE MAY SAY:

“SHE MADE ME FEEL CALM WHEN EVERYTHING 
WAS FALLING APART”

“HE ACTUALLY LISTENED - NOT JUST TO MY 
WORDS, BUT TO ME AS A PERSON”



MOST TRUSTED 
PROFESSIONS?

NURSES

CREDIBILITY - MODERATE 

RELIABILITY - HIGH

INTIMACY - HIGH

SELF - ORIENTATION - IDEALLY LOW



COMMON 
PROFESSIONS

WHICH PROFESSIONS DO YOU WORK WITH?

WHAT CAN YOU LEARN ABOUT HOW THEY EARN 
AND GIVE TRUST AS A WHOLE?



AGENDA:
1) DEFINING TRUST
2) BEING TRUSTWORTHY
3) YOUR TRUST QUOTIENT
4) TRUST IN ACTION
5) QUESTIONS? jkalister@revolutiongroup.com

https://www.linkedin.com/in/jenniferkalister/

mailto:jkalister@revolutiongroup.com
https://www.linkedin.com/in/jenniferkalister/

