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In a world of uncertainty and rapid change where everything moves at the speed of light, where 
there are no comfort zones, where fake news have become the norm, where emotional 
awareness, stress tolerance and resilience have become household concerns, becoming 
trustworthy has never so important… and yet so difficult. 

"Mistrust" has gotten us into many global crisis over the years. It has also had a significant 
impact on our abilty to influence others and build sustainable relationships. 

Whilst anyone can build a relationship, we want to build high quality long lasting mutually 
productive and sustainable relationships. The tool at the core of these relationships is "trust".  

 

So what is trust?  
Definition Webster Dictionary: trust (noun) - assured reliance on the character, ability, 
strength, or truth of someone or something. 

Definition Webster Dictionary: trustworthiness (noun) - the ability to be relied on as 
honest or truthful. 

"Trust" means confidence. The opposite of "trust" - "mistrust" means suspicion. When we 
trust people, we have confidence in them, in their "character" and in their "competence".  

When we mistrust people, we are suspicious of them, of their integrity, their agenda, their 
capabilities, and their track record. We have all had experiences that validate the difference 
between relationships that are built on "trust" and those that are not.  

"Trust" isn't just a nice word. "Trust" is good business.  

The higher the level of trust in our business relationships, the greater the speed and the lower 
the cost of doing business. The lower the level trust in our business relationships, the lower the 
speed and the greater the cost of doing business.  

To better understand "trust", we need to picture an onion with its successive layers. As we 
move outward from the centre, each successive layer has a broader impact. As well, the layers 
are osmotic, since they interact and influence each other.  

 

At the centre, the first layer of trust is "self trust". It deals with the "trust" we have in 
ourselves, in our ability to set and achieve goals, to keep commitments, to walk our talk and to 
inspire trust in others. The objective of "self trust" is to become a person who inspires trust to 
ourselves and to others. In this layer, the underlying concept to be developed is "credibility". 

The second layer of trust is "relationship trust". It deals with how we establish and increase 
the "trust" we have with others. In this layer, the underlying concept is "consistent 
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behaviours". Some behaviours cement and maintain consistency in the building of 
relationships with others.  

The third layer of trust is "organizational trust". It deals with how leaders can generate "trust" 
in all kinds of organizations, including business, NGOs, governmental, educational and 
families. We have all experienced organizations where culture, systems, structures and 
practices promote "mistrust". In this layer, the underlying concept is "alignment", in assisting 
leaders to create cultures, systems, and structures, which reduce or eliminate this "mistrust".  

The fourth layer of trust is "market trust". We all understand the impact "trust" has in the 
market. In this layer, the underlying concept is "reputation". This is about "company brand" 
and "personal brand", which reflects trust in clients, investors, collaborators and other 
stakeholders. We all know that the image projected by a brand can powerfully affect client 
behaviour and loyalty.  

The fifth layer of trust is "societal trust". It deals with how we create value for others and 
society at large. In this layer, the underlying concept is "contribution". One of the pillars of 
social corporate responsibility is the concept of "giving back". Another is "legacy", the leaving 
behind of a better world than the one we found upon our arrival.  

“Self Trust” is at the core. If we have not developed and cared for it, none of the other layers of 
trust will flourish. So, let’s focus on “Self Trust”. 

 

Self Trust 
“Self Trust" is all about credibility. How credible are we to ourselves and to others?  

"Self Trust" boils down to two simple questions:  

• Do I trust myself?   

• Am I someone others can trust?   

There are two dimensions to “Trust” – Character and Competence. 

"CHARACTER" - "is about “BEING”. It’s part of out life journey. We have been developing our 
character since we were born. It’s about development, experiencing, introspection, getting 
feedback, getting out of our confort zones.  

“COMPETENCE” is a product of “DOING”. Throughout life we acquire skills, knowledge and 
experience… and put them to practice generating results, and thereby a typified performance, 
credibility and reputation. Competence is far more transactional, since we acquire, use and 
discard skills and knowledge… and restart the process again and again in a world in constant 
transformation. 

When we bring them together seamlessly we achieve trustworthiness. It is the natural 
combination of “BEING” and “DOING” consistently over time that is seen and felt by others… 
and it generates feelings and emotions of trust and security. 

"CHARACTER" - "is about “BEING”. It’s part of out life journey. We have been developing our 
character since we were born. It’s about development, experiencing, introspection, getting 
feedback, getting out of our confort zones.  

"Integrity" is the pillar most people associate with "trust". To many people "integrity" means 
honesty. It is also about "walking our talk" (do we do and practice what we say).  "Integrity" is 
about   

• being "congruent" (there is no gap between our intent (our agenda and motives) and 
our behavior (what we do); we are complete and seamless, and we act in harmony with 
our deepest values and beliefs)   

• having the "courage" to act in accordance with our values and beliefs (the "courage" 
to do the right thing, even when doing it is difficult)  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• listening to the quiet voice of our "conscience"   

• "humility" (to be more concerned with what is right rather than being right, to act on 
good ideas rather than to have good ideas, to embrace a new reality rather than to 
defend an old position, to build the team rather than to place the self first)   

  

Things we can do to increase our "Integrity":   

• ask ourselves:  

o do I genuinely try to be honest in my interactions with others?   

o do I walk my talk?   

o am I clear about my values and beliefs?   

o am I open to learning new realities that might make me rethink my old ways?  

o am I able to consistently make and keep commitments to myself and others?  

• consistently make and keep commitments to ourselves and to others   

• stand for something by having a vision for our lives   

• be open in the interaction with others   

"Intent" is the pillar that has to do with our "motives", our "agenda" and our resulting 
"behavior". Trust grows when our motives are straightforward and based on mutual benefit. 
When we suspect a hidden agenda from someone or we don’t believe they are acting in our 
best interests, we are suspicious about everything they do.   

"Intent" is about   

• "motive" which is the reason for doing something. The motive that inspires the greatest 
trust is genuinely caring...about people, about our purposes, about the quality of what 
we do   



	

	

	

5	

© 2020 luis costa - confidential 
 

• "agenda" which grows out of motive. It is what we want to do because of our motive. 
The agenda that usually inspires the greatest trust is seeking to generate mutual 
benefit... genuinely wanting what is best for all involved   

• "behavior" which is the external manifestation of motive and agenda. The behavior that 
best creates credibility and inspires trust is to act in the best interest of others... that is 
when we demonstrate the intent of caring and the agenda of mutual benefit.   

Things we can do to increase our "Intent":   

• clearly examine and refine our motives   

• declare your intent to those we are interacting with   

“COMPETENCE” is a product of “DOING”. Throughout life we acquire skills, knowledge and 
experience… and put them to practice generating results, and thereby a typified performance, 
credibility and reputation. Competence is far more transactional, since we acquire, use and 
discard skills and knowledge… and restart the process again and again in a world in constant 
transformation. 

"Capabilities" is about the abilities we have to inspire confidence. Our "TASKS" (talents, 
attitudes, skills, knowledge and style) are the means we use to produce results.  

"Capabilities" is about  

• "talents": what are my unique talents? what is the best use of my talents? how can I 
maximize the talents I have? what talents do I still need to develop?   

• "attitudes": what are my attitudes about work? about life? about learning? about 
myself? are there better attitudes that I could take on to help me deliver better results? 
  

• "skills": what skills do I currently have? what skills will I need in the future? to what 
degree am I upgrading my skills?   

• "knowledge": what is my current level of knowledge? what do I do to stay current? 
what new areas of knowledge am I pursuing?   

• "style": how effective is my current style of interaction with others? does my approach 
help or hinder getting things done? what can I do to improve the way in which I go 
about doing things?   

Things we can do to increase our "Capabilities":   

• run with our strengths   

• keep ourselves relevant   

• know where we are going   

"Results" is refers to our "track record", our "performance", our "getting the right things done". 
If we don’t accomplish what we are expected to do, it diminishes our credibility. When we 
achieve the results we promised, we establish a positive reputation of performing, of being a 
producer, and our reputation precedes us.   

Things we can do to increase our "Results":   

• take responsibility for results (both good and bad)   

• expect to win (creates a frame of mind and heart)   

• work to achieve what you set out to do   

There are a number of specific behaviours that will contribute to increase your trustworthiness.  

Behaviours that build trusteworthiness: 

• talk straight,  
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• demonstrate respect,  

• be transparent,  

• right your wrongs,  

• be loyal,  

• deliver results,  

• face reality,  

• clarify expectations,  

• listen first,  

• keep commitments and  

• extend trust to others. 

 
About Luis Costa 
	

Luis Soares Costa is a Portuguese American who lived and worked 
in the USA, Canada and in London before moving to Barcelona. 
After spending 25 years in the USA (a product of American 
Universities and a Partner at a strategic consulting firm in the 80s), 
Luis became a trusted advisor to CEOs, C-Level Executives, 
Business Owners, top talent and Top Management Teams in a 
number of the major global companies (including a significant 
number of Fortune 500), innovative companies operating in new 
ecosystems and dynamic family owned businesses. He is a coach 
and advisor to senior partners in Professional Services Firms and 
Law Firms.  

Luis also brings innovation and recognised expertise as 

• a designer and facilitator of corporate and team events, 

• a high performance team builder,  

• a transformation tpecialist, and 

• a senior leadership and top talent trainer and developer,  

Over the past 39 years, Luis developed extensive expertise in a number of areas and is invited 
to speak regularly at conferences, senior management and leadership offsites and other 
corporate events. He is also invited as subject matter expert to provide thought leadership to 
various types of events and think tanks.  

He works interchangeably in English, Spanish, Portuguese and French and spends most of his 
time collaborating with clients throughout Europe, North and South America and Asia Pacific.  
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HOW TO REACH US 
 
Please connect with us through 
coach@LuisSoaresCosta.com 
 
You can visit us at: 
LinkedIn: Luis Costa – coach · facilitator · speaker 
Website: www.luissoarescosta.com 


