
HR With Attitude

Communication Skills for

Credible Activists



HR With Attitude?

• Since 1987, SHRM, along with 

Dave Ulrich, professor of 

Business at University of 

Michigan have conducted 5 

rounds of the HR Competency 

Study



Latest Results

• Book: 

HR Competencies; 

Mastery At The Intersection of 

People and Business

• Online: 

www.shrm.org/competencies



Latest Model



Credible Activist

• Factor 1: Delivering results 

with integrity

• Factor 2: Sharing information

• Factor 3: Building relationships 

of trust

• Factor 4: Doing HR with an 

attitude



Doing HR With An 

Attitude

• Taking 

appropriate risks.

• Providing candid 

observations.

• Influencing 

others.

• Not waiting for 

problems to find 

you.



“ Being well liked and trusted is 

no longer adequate for HR 

effectiveness.  Credibility must 

be coupled with the ability to be 

an activist – to have an opinion, 

take appropriate risks, and 

influence others.”

Dave Ulrich

HR 

Competencies
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Low Credibility              High Credibility

Risk of being 

seen as 

marginal or a 

poor 

performer

Risk of being 

seen as 

impetuous, 

arrogant or 

uninformed

Risk of being seen 

as irrelevant, 

resting on past 

laurels, not 

understanding the 

business 

Opportunity 

to have 

impact



Invest in Yourself

• Know yourself

–Know your behavioral comfort zone.

• MBTI

• DiSC

• AVA

• 16pf

• Others

• Source for info on assessment effectiveness: 

Buros Institute  www.unl.edu/buros/



Comfort 

Zone

Stretch 

Zone

Challenge 

Zone

Personal Behavior Zones



Myers Briggs Type Indicator

• Please Understand Me II

–David Keirsey

• Introduction to Type and 

Emotional Intelligence 

(www.cpp.com/ITTLibrary)

• Introduction to Type and Teams

• Introduction to Type And 

Coaching



Develop your EQ

Self 
Awareness

Awareness of 
Others

Managing 
Self

Managing 
Relationships



Learn To Influence

• Influence Without Authority

–Allan R. Cohen & David L. 

Bradford

• Flawless Consulting: A guide to 

getting your expertise used

–Peter Block



Influence Model



Assume Everyone is a 

Potential ally

• Not doing this is the deadliest of 

self-created traps

• In our jobs, we hear “No” often

• Few people can be turned down 

several times without feeling like 

there is some defect with the other 

person’s character, motives or 

intelligence (psychologists call this 

attribution)



Negative Attribution

• Once you think someone is a 

jerk, it’s like wearing a big neon 

sign on your forehead

• It’s hard to find a big enough 

cover for that sign!

• Who wants to allow 

themselves to be influenced by      

someone who thinks they’re a 

jerk?



Clarify Your Goals & 

Priorities

• What do you want from your 

potential ally?

• Sort out your personal desires 

from what is necessary to do your 

job.

• Don’t get distracted by being right, 

getting even, or having the last 

word

• Would you rather be right or be 

effective?



Clarify Your Goals for 

this relationship

• What are your primary vs. your 

secondary goals?

• Do you have short term vs. long 

term goals?

• What are your “must haves” vs. 

“nice to haves” that you can 

negotiate away?

• Is your priority to accomplish 

certain tasks or to preserve/improve 

the relationship?



Diagnose the Ally’s World

• Understand the organizational 

situation of the potential ally

• What drives most of what he/she 

cares about?

–Social Needs?

–How is the person’s performance 

measured and rewarded?

–What are the expectations of the 

person’s manager? Peers?

–Where is the person in her/his career?



What keeps your ally 

awake at night?

• Everyone is under some kind of 

pressure

• Understanding what those 

pressures are helps overcome 

negative attribution (blaming 

bad personality, character, or 

motives)



Identify Relevant 

Currencies (yours/theirs)

• Something of value you have 

that you can trade something 

of value they have

• Most people care about more 

than one thing (success, being 

liked, looking good to the boss)

• The more currencies you can 

identify, the more possibilities 

for exchange



What About Your Boss’s 

Currency?

• Get work done on time

• Do high quality work

–Make the boss look good

• Pass on important information

• Defend your manager to others

• Alert your manager to 

potential disasters



Dealing With Relationships

• What is the nature of your 

relationship with the person?

–Positive, Neutral, Negative?

–Build trust and credibility

–Be genuine, nobody likes to feel 

manipulated

–Influence doesn’t work if it’s based 

only on self-interest – Expect to 

give before you get



Understand Their 

Preferences

• Some want options, others want 

the one conclusion

• Some want a thorough analysis, 

others want big picture/bottom 

line

• The better you dial in your 

approach to their style, the 

more influence you’ll have



Doing HR With An 

Attitude

• Taking 

appropriate risks.

• Providing candid 

observations.

• Influencing 

others.

• Not waiting for 

problems to find 

you.


