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One in three women feel pressure to alter their appearance
Socially prescribed perfectionism rose by a third from 1989 to 2016

When Al use was light — 83% of respondents rated their manager as sincere

When Al use was heavy the figure dropped as low as 40%

Dove (2024) — The Real State of Beauty
Curran and Hill (2019) - Psychological Bulletin

Coman and Cardon (2025) — Professionalism and Trustworthiness in Al-Assisted Workplace Writing







Relational Intelligence

“The skill set required to successfully connect
with people to build strong, long-lasting
relationships.”

Dr. Adam C. Bandelli




The Challenges of
Over-Reliance on Al




The Challenges of
Over-Reliance on Al
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* Losing yourvoice

* Shifting communication norms

* Missed opportunities
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How We Build Connection




The Trust
Equation
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Self-Orientation )

David H. Maister, Charles H. Green and
Robert M. Galford, " The Trusted Advisor"
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The Opportunity
Presented by Al
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Relational Intelligence

The ability to understand
where support lies
within your network:

Who can help you
How they could help you
Why they would help you
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.t Relationship-building
'* doesn’t come naturally
- Not knowing what to do
next

Finding the right
introductions
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The Relational
Intelligence
Engine

Use Al to plan

Show up as human

Phase 1 — Build }

Research before you reach out
Priorities, context, common ground

Make the first contact yourself
Authentic, personal, in your voice

Map your relationship landscape
Identify gaps in your Relationship Matrix

Establish genuine common ground
Connect and explore

Identify warm introduction paths
Who in your network can connect you?

Show curiosity — ask and listen
No Al can replicate your attention

Phase 2 — Nurture

Trigger timely follow-up prompts
Role changes, milestones, news alerts

Be there at the moments that matter
Offer help before they ask

Sense-check your self-orientation
Are you making them the star?

Forge intimacy through honesty
Trust deepens here

Surface shared interests and values
Strengthen credibility & reliability

Introduce and advocate for others
Generosity builds relational capital

Phase 3 — Leverage

Identify blind spots and gaps

Who is missing from your matrix?

Ask — and be specific
Mutual value exchange

Prepare for high-stakes meetings
Brief, plan, anticipate needs

Have the human conversation
Influence, persuade, co-create
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