
1. WEAR GLASSES THAT WORK WE SEE THE WORLD AS WE ARE, NOT AS IT IS. OUR WILLINGNESS TO
WEAR DIFFERENT “GLASSES” CAN INFLUENCE OUR VIEW. WHEN WE ARE OPEN TO CHANGING OUR
PARADIGM, WE OFTEN CAN SEE THINGS IN A WHOLE NEW LIGHT. 2. CARRY YOUR OWN WEATHER ARE
YOUR MOODS, ACTIONS, AND ATTITUDES ULTIMATELY GOVERNED BY YOUR CIRCUMSTANCES OR BY 
YOUR CHOICES? 3. BEHAVE YOUR WAY TO CREDIBILITY WHAT SCORE WOULD YOU GIVE YOUR 
CREDIBILITY? HOW DO YOU THINK OTHERS WOULD SCORE YOU? YOUR CREDIBILITY IS AN OUTCOME
OF YOUR  CHARACTER AND YOUR COMPETENCE. 4. PLAYYOUR ROLES WELL WHAT TRIBUTE WOULD
THE PEOPLE IN YOUR LIFE SHARE AT YOUR RETIREMENT OR FUNERAL? WOULD IT BE WHAT YOU HAD
HOPED? 5. SEE THE TREE, NOT JUST THE SEEDLING
CAN HOLD THAT VISION, REGARDLESS OF CERTAIN FAILURES ALONG THE WAY, NOT ONLY MENTOR OTHERS
BUT DEVELOP THEMSELVES IN THE PROCESS. 6. AVOID THE PINBALL SYNDROME
THE END OF THE DAY EXHAUSTED AND FEEL LIKE NOTHING OF REAL WORTH OR VALUE HAS BEEN
DONE? 7. THINK WE, NOT ME
ABUNDANCE MENTALITY MAKES ALL THE DIFFERENCE IN OUR RELATIONSHIPS. IT ONLY TAKES ONE 

8. TAKE STOCK OF YOUR EMOTIONAL BANK ACCOUNTS
HAVE YOU EVER BEEN, AT RISK OF BEING “OVERDRAWN” OR “EMOTIONALLY BANKRUPT” IN ANY OF YOUR
RELATIONSHIPS? 9. EXAMINE YOUR REAL MOTIVES
ACTING? WHAT ABOUT BEFORE SPEAKING? UNDERSTANDING WHAT OUR REAL MOTIVATION IS CAN
DRAMATICALLY CHANGE OUR BEHAVIORS WITH OTHERS. 10. TALK LESS, LISTEN MORE
LISTEN TO TRULY UNDERSTAND, OR SIMPLY LISTEN TO REPLY? THE DEEPEST NEED OF THE HUMAN
HEART IS TO FEEL UNDERSTOOD. 11. GET YOUR VOLUME RIGHT
“GO TO” STRENGTHS AREN’T WORKING IN EVERY SITUATION? WHILE A STRENGTH DOESN’T NECESSARILY
BECOME A WEAKNESS, TOO MUCH OF IT CAN WORK AGAINST YOU. 12. EXTEND TRUST
A TENDENCY TO LOOK FOR THE BEST IN OTHERS, OR DO YOU ALWAYS BEGIN WITH SUSPICION
INSTEAD? 13. MAKE IT SAFE TO TELL THE TRUTH
REAL FEEDBACK? WHEN WAS THE LAST TIME YOU ASKED FOR IT? THOSE WHO BUILD EFFECTIVE 
RELATIONSHIPS LOOK FOR WAYS TO IMPROVE. 14. ALIGN INPUTS WITH OUTPUTS
AS TO WHY YOU AREN’T ACHIEVING THE RESULTS YOU WANT? HAVE YOU TAKEN THE TIME TO 
EVALUATE YOUR BEHAVIORS? 15. START WITH HUMILITY
AGREAT RESULT, AND IF SO, WOULD YOU EVEN KNOW IF IT DID? HAVE YOU MADE IT ALL ABOUT YOU?

ILIMUH TY
PRINCIPLES THAT HAVE COME FROM THIS GREAT FIRM HAD THE OPPORTUNITY TO SEE THEM IN
ACTION, WITNESSING BOTH THE BENEFITS WHEN THEY WERE PRACTICED AND THE COSTS WHEN
THEY WERE IGNORED. TO THIS END, I PRESENT THIS BOOK AS A SERIES OF CONVERSATIONS AND

YEARS. AND WHILE I’VE CHANGED DETAILS TO PROTECT THE PRIVACY OF THOSE INVOLVED, THESE

COME TO SHAPE HOW WE EXPERIENCE AND INTERACT WITH THE WORLD, OF RELATIONSHIPS SAVED
AND LOST, OF CAREERS STUNTED OR ACCELERATED, AND OF THOSE UNIQUE INDIVIDUALS WHO
HAVE PROFOUNDLY HELPED ME, AND MANY OTHERS IN OUR ORGANIZATION, GET BETTER AT PRAC
TICALLY EVERYTHING WE DO. IT IS FROM THESE COLLISIONS OF THE THEORETICAL AND THE PRACTI
CAL THAT I HAVE EXPERIENCED MY MOST PROFOUND AND MEANINGFUL INSIGHTS. WHILE THERE
ARE NUMEROUS PRACTICES THAT AFFECT RELATIONSHIPS, I’VE CHOSEN TO WRITE ABOUT FIFTEEN
THAT MAKE THE MOST SIGNIFICANT IMPACT. I’LL DISCUSS AS

About Get Better, the Book 
Get Better: 15 Proven Practices to Build Effective 
Relationships at Work moves beyond the adage 
that an organization’s greatest gifts are its people, 
and instead focuses on how relationships drive 
professional and personal effectiveness. In the end, 
relationships create culture that can become an 
organization’s competitive advantage.

Help Your People Act on Get Better’s Practices
The book, Get Better offers a practical guide to building effective relationships. Now with 15 FranklinCovey 
InSights® of 3–6 minutes each, you can empower your people to implement the proven practices featured 
in the book. Each online module features author and FranklinCovey Chief People Officer, Todd Davis, 
sharing stories that illustrate the book’s core lessons. These 2 to 4 minute story-based videos highlight 
ways to improve relationships, lead others, and increase personal effectiveness. Additionally, each InSight 
provides a takeaway for personal application and a discussion guide for group leaders to discuss these 
principles with their teams.
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Suggested Uses
• 15 weeks to improve your team’s relationships: One FranklinCovey InSight per week in a team meeting 

with a 5 to 10 minute discussion based on the Accountability Guide.

• Targeted team or individual use: Select InSights relevant to specific skills or challenges identified in team 
meetings or 1-on-1s.

• Support other FranklinCovey solutions, including 7 Habits of Highly Effective People®, The 6 Critical 
Practices for Leading a Team™, The 4 Essential Roles of Leadership™, and others.
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CATEGORY MODULE TITLE

STRENGTHENING TEAM Wear Glasses That Work
See the Tree, Not Just the Seedling
Think We, Not Me
Talk Less, Listen More

BUILDING TRUST Behave Your Way to Credibility
Examine Your Real Motives
Extend Trust
Make It Safe to Tell the Truth

INCREASING EFFECTIVENESS Avoid the Pinball Syndrome
Get Your Volume Right
Align Inputs and Outputs

IMPROVING SELF Start With Humility
Carry Your Own Weather
Play Your Roles Well
Take Stock of Your Emotional Bank Accounts

The FranklinCovey All Access Pass® allows you to expand your reach, achieve your business objectives, and sustainably 
impact performance. It provides access to a vast library of FranklinCovey content, including assessments, training courses, 
tools, and resources available live, live-online, and On Demand. For more information, contact your FranklinCovey client 
partner or call 888-868-1776.

SOLUTION

• Video-based online modules with a 
takeaway to support self-improvement.

• Accompanying discussion guides support 
teams’ efforts to learn together and build 
relationships through short discussions.

CHALLENGE

• Individuals and teams have less time 
than ever to devote to training and self-
improvement.

• Individuals and teams are more reliant on 
each other to get things done, making work 
relationships more crucial than ever.


