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THE SUMMARY IN BRIEF

In this book Marshall Goldamith begins by examning the troublewith
succeas,explaining how previousaccompishments often prevent leaders
from gaining more successHe analyzes why high achievers are so regstant
to changedueto their deluson of suces, pointing out thatthey can't see
thatwhatgot them here won't getthem there.

Thee are peoplewhodo oneannoyig thing repeatedly on the job and
don’t realizethat this smal flaw may sabotagether othemwise golden
career Worse yet, theydo not realize thatit’s happening andthat theycan
fix it. Goldsnith details the 20 hahits that hold you bad fromthetop rung
of the corporate ladder.In his expelience these are the mod irritating
interpersonalissues in the workplace.For eat habit, he givesexampks
and practical solutionsyou canimplenent. He thendesribes the 214
habit, which standsseparate from the other 20 habits — notbecaugitisa
flaw, but becauseit is oftentheroot of an annoyng behavor.

Finally, Goldsmith addresgsthe problem of howyou canchangeyour
interpersonalrelationshpsfor the betier, and ensure that you makeyour
behavoral changes pemanent

This sumnary reveals howyou canidentfy which of these 20 habits
apply to you,and howto choosethe oneor two you shouldfocuson.

In addition, youwill learn:

[1 The four key bdiefs that makeyou successful but also resistant to
change.

[l Why the higher you go, the more your problemsare behavioral.

[l Why the 21sthabit, goal obsession, maybe the mog destructive of
all.

[1 Howto get good360-degreefeedbad from your colleagueson your
own.

[1 How to overcome specal challenges if you'r e the one in charge at
the workplace.
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© 2007 SoundviewExecutiveBook Summaies« All rights reservel. Reproductionin whole or pat is prohibited.




WHAT GOTYOU HEREWON'T GETYOU THERE

by Marshall Goldsmith with Mark Reiter

— THE COMPLETE SUMMARY

PART | - THE TROUBLE WITH

SUCCESS

You Are Here

You know thosemapsin shoppingmallstha say,
“You Are Here”?Theyexist to orientyou in unfamiliar
territory, to tell you whereyou are where you wantto
go andhow to getthere A few peopleneverneed these
maps They're blessedwith aninternal compasgha ori-
entsthemautomaically.

Somepeoplego throughlife with this unering sense
of direcion — it guidesthemthroughtheir school
years careers,mariagesandfriendsips.Whenwe
med peoplelike this, we saythey're groundedThey
know who they are andwherethey’re going.

In thearc of whatcanbealong and successful career,
you will alwaysbein transt from “here” to “there”
Here can be a greatplace.If you're sucessful hereis
exadly the kind of placeyou want to be.But hereis
also a placewhereyou canbe a successin spiteof some
gapsin your behavioror personamakeup.

Tha's why you wantto go “there.” There can bea be-
ter place,whereyou canbea CEO whois viewedasa
grea leaderbecaus hedoesnt getin theway of his pec
ple. You arehete.You cangetthere But you hawe to
undestandthat wha gotyou here won't getyouthere. m

The SucessDelusion,or Why
We ResistChange

In theworkplace manyof us overegimate our contri-
butionto a project,havean elevated opinion of our pro-
fessiond skills andstandihg amongour peers,andtake
credi — partial or conplete— for sucaessas that truly
belongto others.

We also conveniently ignorethe codly failuresand
time-consumingdeadendswe havecreatel, while exag
geratng our projecs’ impacton ne profits becausewe
disoounttherealandhiddencogds built into them (costs
aresomeae elses problems;suaessis ours).

All of thesedelusionsaretheresuk of sucessnotfailure.
Thats becau® we get postive reinforcenentfrom our pag

swccesssard think thattype of validaionis predctive of
greatthingsin our future. But our delusions becanea sefi-
ous liabiity whenwe needto chang andsomeonetries to
malke us change.

First, we tend to think the othe party is confused.
Sewond,we gointo denial. The criticismdoesnotapply
to us, or we wouldn't be so sucesgul. Whenall else
fails, we discredit the messenge: “Why is a smartguy
like me listening to a lose like you?”

Coupk thesewith the postive interpretationssuccess
ful people assgn to their past performance —their abil-
ity to influene their sucess their bdief thattheir suc
cesswill continuein thefuture and ther senseof con
trol over thar own destiny — and you hawe a volatile
cocktail of resigance to change

The Four Key Beliefs of Succesdul People

There are four key beliefsthat help you become sucess
ful. However, each canmake it roughfor youto change

1.1 Have Suceeddl. To successful people, the past
is awaysthe prologue— and alwaysrose-wlored. This
bdief only becomes anobstade when behavioral
changeis needed.

(cortinuedon page3)
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What Got You Here Won't Get You There — SUMMARY

The Success Delusion,or Why We
Regst Change
(continued from page 2)

2.1 Can SucceedSuccessfupeople believethey have
the capabiity within themselveso make desrablethings
hapen— throughsheerforce of personality,talentor
brainpower, they cansteera situationin ther direction.

3.1 Will Succeal. Succedsll peope have unflappable
optimism But it caneasly mutat into excess/e optimism.
It explinswhy sucaessful peopk tendto be extremely busy
andface thedangerof overcomnitmenrt. When the“do-
nothings' areasked “Why didn't you implementthe
behaviora changeyou saidyouwould?’ the mostcommnon
respnseis, “I meantto, butl justdidn’t havetime.”

4.1 Chooseto SucceedSucessful peoplebdieve they
are doing what they chooseo do, beau® they choo® to
doit. Unfortunately, the moreyou believeyour behavioris
aresul of your own choicesandcommitmentstheless
likely you areto want to changeyour behavior.

WeAll ObeyNatural Law

The mainnaturallaw that hasbeenwitnesse while
observing successfupeopk’s efforts to becomemore
sucessful is: Peoplewill do somehing — including
changingtheir behavior — only if it can be demonstrat
edthatdoingsois in their own beg interestsasdeined
by their ownvalues.Thisis naural law. Every choice,
big or smdl, is arisk-rewarddecisionwhereyour bot-
tom-linethinking is, “What's in it for me?”

Most people’sresistanceo changecan be overcome
by invoking natural law. Everyone even the biggestego
in theroom, hasa hot button that can be pushed — and
thatbuttonis self-interestlt usualy boils down to four
itemsthatarethe standardpayof for success: money
power, statusand popularty. m

PART Il - THE 20 HABITS THAT
HOLD YOU BACK FROM THE TOP

The 20 Habits

Whenwasthe last retreator training sessionat your
organizationtitled, “Stupid ThingsOur Top People Do
thatWe Needto StopDoing Now”? Canyou imagine
your CEO (or immediatesupervi®r) admiting a per
sonalfailing in public andoutlining his or hereffortsto
stopdoingit? Probaby not. Instead of your usual“To
Do” list, startyour “To Stop” list.

What'sWrong with Us?

The mog commonfauls areavely specific breed of
flaws. What were dealng with are challengesin interper
sad behavor, oftenleaderkip behavior. Theyare the
evayday annoyacesthatmakeyour workplace morenox-
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iousthanit needto be. Theyare trarsactonal flaws per
formedby onepeisa agang arother

Thesefaults are smpleto correct For example, the cure
for not thanking others enoughis rememberingto say
“Thark you.” For punishingthe messanger, it’simagning
how we’d like to be treated undersimilar circumsences
Checkyoursef againstthelist, thenwhittle it down to
oneor two vital isstes,andyou’ll know whete to stat.

Hahit No. 1: Winning Too Much

This is the mostcommon behaviord problemin suc
cesdul people Therés afineline betveen being com-
petitive and overcompetitive, between winning whenit
counts and when no ones counting— and successful
people crossthatline with alarming frequency.

Winning too much is the No. 1 chdlengebecausat
undeliesnearly every other behavord problem If we
arguetoo much, it's becausewe want our view to pre-
vail. If we putdown other people, it's our stealhy way
of postioningthem beneath us If we ignorepeopk,
again it's aboutwinning— by making themfadeaway.
If you've achieved any modicum of success, you're
guilty of thisevey day.

Hahit No. 2: Adding Too Much Value

It is extremdy difficult for successful people to listen
to other people tell them sonething they already know
withoutcommunicating sonehow tha “We already
knewtha” and“We know a beter way.”

The highea up you go, the more you need to make
other people winnersand not make it aboutwinning
yourséf. This meansclosely monitoring how you hand
outenmuragement. If you find yourslf saying, “Great
ideq” then dropping the othershoewith a“but’ or
“however, try cutting your respons off at “i dea.”Even
better, takea breath before you spek and ask yourself
if wha you're aboutto say is worthit.

Hahit No. 3: Passng Judgment

There’s nothing wrong with offering an opinionin the
normal give-and-eke of bushes disaussons.But it's
not appragriate to passjudgment when we specifically
ask peopk to voice therr opinionsaboutus.

Try this: For oneweek treat every idea thatcomes
your way from another personwith complete neutality.
Don't take sides. Don't expressanopinion. If you find
yourséf incapabk of just saying “ Thank you; makeit
an innocuous Thanks | hadnt consderedthat’ or
“Thanks,you've given me somehing to think about’
You will significantly redu@ the numbe of pointless
argumentsat work or home. If you coninuethis for
sewerd weeks, at least threegoodthingswill happen:

1. This sort of neutral regponse will becomeauomatic.

(continued on page 4)
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What Got You Here Won't Get You There — SUMMARY

The 20 Habits
(continued from page 3)

2.You will dramatcally reducethe hoursyou devote
to contentousinterfacing.When you don'’t judgean
idea,no onecanarguewith you.

3. Peope will gradually beginto seeyou asa much
moreagreeableperson,evenwhen you arenot agreeng
with them. Do this consstenty andpeoplewil | eventu-
ally brandyou as awelcoming person,some@newhose
doorthey can knockon whentheyhavean idea

Habit No. 4: Making Destructive Comment

Thes arethe cutting sarcasticemaks thatrun the
ganut from athoughtessjabin a meding to comments
abouthow someor looks— “Nice tie” (with a smirk)
—to elaboratelyplannedcritiques of people’s past per-
formancesthateveryonebut you haveforgotten (“Do
you rememberthetimeyou ...”).

Beforespeaking,askyourself:

1. Will this commenthelp our cusbmers?

2. Will this commenthelp our compary?

3. Will thiscommenthelpthe person I’'m talking to?

4. Will this commenthelp the peron I'm talking about?

Habit No. 5: Starting with ‘No, ‘But’ or ‘However’

Whenyou starta sentencevith ary of thesewordsor
avariation thereof,no mater how friendly your toneor
how manymollifying phrases/ou throwin to adknowl-
edgethe otherperson’sfeelings the messagdo the
other personis: Youare wrong.

Stoptrying to defendyour postion andstat monitor
ing how mary timesyou beginremarkswith thos three
words.Pay speci& attentionto momentswhenyou use
thesewordsin a senencewhoseosensble purposes to
agreewith whatthe other personis saying, for example,
“That’s true,however,...” (meaning:You don't think
it's true) or thevery conmonopener,“Yes,but ... ”
(meaning:Prepareo be contradided).

Habit No. 6: Tdlin g theWorld How Smart WeAre

This is anothervariation on our neal to win. We need
to bethe smatestpersonin the room, but it usudly
backfires. We do it whenwe agres with someose offer-
ing us prectical advice,wheneve we nod our heads
impatiently while peoplearetalking, whenwe drum our
fingersonthetable. We do it moreovertly whenwe tell
someone’l alread knewthat' or aterndive phrasings
suchas “I didn’'t needto heartha,” or “I'm five steps
aheadof you.” We're insulting the othe person.

Stoppingthis behavor is not hard. Try this threestep
drill:

1. Paug beforeyou openyour mouthto ask yourself,

“Is anythingl sayworthit?”

4 Soundview Executive Book Summaries®

2. Condudethat it isn't.
3. Say“Thankyou’

Habit No. 7: Speaking When Angry

When you get angry, you are usudly out of contol.
It's hard to lead peoplethis way. Theword thing about
ange is how it stifles our ability to change Onceyou
ge areputation for emotiond volatility, you arebranded
for life. Pretty soonthat is all people know aboutyou.
To lose your reputdion asa personwho gets angry,just
follow onesimple piece of advice: If youkeepyour
mouh shut, no onecan ever know howyou really feel

Habit No. 8: Negativity, or ‘Let Me Explain Why
that Won't Work’

We all know negdive peoplein the workplace.
They're incapable of saying sonething postive or com
plimentary to ary of your suggestions You could walk
into the office with a curefor cancer and thefirstwords
out of ther mouhswould be “Let me explain why that
won't work.”

That isthetelltale phraseof negalvity. It’'s a major
annoyarce beauseit’s emblemaic of our needto share
our negaive thoughs even when they haven't been
solicited. It is pure unadulterated negaivity underthe
guiseof being hdpful.

If you catch yourséf saying this frequently, you know
what needdixing. Seeing how peoplerelate to you pro-
videsproofthat your flaw is seious, it matters to peopk
andit's a problam.

Hahit No. 9: Withholding Information

In the ageof knowledgeworkers, informaton is
power. Inteniondly withholdinginformation is the
opposte of addingvalue. Yetit has the same purpose—
to gain power. Reflect how you feel abouttheseevens:

* A meeting you weren’t told about.

¢ A memo or e-mail youweren't copied on.

* A moment whenyou werethelast person to learn

sonrething.

Not sharing information rardy achieves the desied
effedt. In orde to havepowae, you need to inspireloyak
ty rather thanfear and suspidon. Here are the uninten
tional or accdental ways you can withhold informaiton:

¢ Being too busy to get back to sormeonewith valu-

able informaion.

¢ Forgdting to include somenein your discussbns

or meetings

¢ Delegding atask to a subordinge, but not taking

thetimeto show them how to get it done.

Sohow do you stop withholdinginformation? Start
shaingit.

(continued on pageb)
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The 20 Habits

(continuedfrom page4)

Habit No. 10: Failing to Give Proper Recogntion

Thisis a sibling of withholdinginformatn. In with-
holding recmgnition of anothe person’s contributionto a
teams suceess,you arenot only sowing injustice and
treatng peopleunfairly, but also depriving people of the
emotionalpayoff that comeswith sucess.Theyfed
forgotten,ignoredandpushedo the side

Habit No. 11: Claiming CreditthatWeDon't Desere

Whensomenesteds the credit for a successyou cre-
ated,they’re comnitting the mostrage-induéng inter-
persona “crime” in theworkplace It creaesa bitterness
that's hardto forget You canforgive someonefor not
recognizing your stelar performance You can’t forgive
thatpersn for remgnizingit andbrazenly claiming it
ashis or herown.

Thebeg way to stop beinga credit hogis to do the
opposte — shae theweath. Here’s a simpledrill:

For oneday (or longer)makea mentd noteof every
time you privately congratlateyoursdf on anadieve
ment,large or smal. Thenwrite it down. You'll find you
pa yourselfon the backmoreoftenthan you think.

Once you've assenbledthelist, ak yoursdf if it's in
anyway possiblethat someoneelse might deserve the
credit. For example,if you showed up ontime for a
meetng, is it becawgeyou arepuncual and thoughtful?
Or beauseyour assisanthoundel you aboutthe mee-
ing, chagedyou off aphonecdl and made sureyou
wereoutthedoorto gettherein time?

As you go throughyour list, consder this make-or-
break-questionif any of the otha peopleinvolvedin
your episodeswverelooking at the situaton, would they
give you as muchcredt asyou are claiming for your-
self?Or would they handit to someoneelse perhas
eventhemsehes?

Habit No. 12 Making Excuses

You candivide excusesnto two categores:bluntand
subtle Blunt excusessoundlike: “I'm sorry| missed
our lunch date.My assisantmarkedit downfor the
wrongday on my calendar.’Howeve, the messages:
“See, it's notthatl forgotthelunchdate. It’s notthat |
don't regardyou asimportant.It’s tha my assistanis
inept. Blamemy assistanf not me”

The problemwith this type of excuseis thatwe rarely get
away with it — andit's hardl effective leadershigstrategy.

The moresubte excusesappear whenwe attributeour
failingsto sonme inherittd DNA: “I'm impatient” or “|
amhorrendousttime managmaent. | guesghat'sjust
theway | am.” The nexttime you hea yoursdf saying,
“I'm justnotgoodat...” askyourslf, “Why not?
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Four Stepsto Posttive Recognition

1. Make a list of all the important groups of people
in your life.

2. Write down the name of every important person
in each group.

3. Twice a week, review the list of names and ask,
“Did someone on this page do something that |
should recognize?”

4. If the answer is yes, give quick recognition,
either by phone, e-mail, voice mail or a note. If the
answer is no, do nothing.

Within a year, your reputation for providing posi-
tive recognition can improve from poor to excellent.

Hahit No. 13: Clinging to the Past

Peopé who cling to the pag — who wantto under
stand why they arethe way they are — can't changehe
past, rewrite it or make exauses for it. All they candois
accept it and move on.

But for some reaon, mary people enjoy livingin the
past, especialy if going back there lets them blame
somreoneelse for anything tha’s gonewrongin ther
lives Tha's when clingingto the past becomesaninter-
personal problen. We usethe past as a weapon against
others We also usethe past as a way of contrasting it
with the present — usudly to highlight somehing posk
tive aboutourslves at the expaseof somene else,for
exanple, “When | wasyourage...”

Habit No. 14: Playing Favarites

If we aren’t careful, we canend up treating peopleat
work like dogs— rewarding thosewho heap unthink-
ing, uncanditiond admiration on us.

Thenetresult is obvious:You're encouraging behav
ior thatseves you, but not neessaily in the bestinter-
est of the compay. If eveyoneis fawning over the
boss who's getting the work done? Worse it tilts the
field aganst honest, prindpled employees who won't
play along.Thisis a doubk hit of bad news.You're not
only playing favorites but favoringthe wrong peopk!

For information on how to stop playing favorites,
go to: http://my.summary.com

Hahit No. 15: Refusing to ExpressRegret

Whatever the reason,refusingto apobgize causess
muchill will in theworkplace as ary otherinterpersonal
flaw. Pe@le who can’t apologize might as well weara
T-shirt tha says, “1 don't care aboutyou” Theirony is
thatall the fearsthatlead usto redst apologizing are

(continued on pageb)
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The 20 Habits
(continued from page 5)

actudly erasediy anapology Whenyou tell somene
“I'm sorry,” you turn people into your dlies.

Thebeg thing albout apologiang is thatit forces
ewveryoneto let go of the past When you employ it on
co-workes it can havea greateffect on how theyfed
aboutyou andthemselves.

Habit No. 16: Not Listening

People will tolerateall sorts of rudeness, butthe
inability to pay attentbn holds a special placein their
hearts Whenyou're notlisteningyou’re sendingout an
armadaof negative messagesThereality for leadersof
the pag andleades in thefutureis thatin the past,very
bright peoplewould put up with disregpedful behavior,
butin the futurethey will leave

Habit No. 17: Failing to Express Gratitude

Often thetwo sweetestwordsin the Endish languageare
“T hank you.” Although theres no art to sayingit, peopk
have atoughtime executig this rudimentary maneuver.

If youdon't know whatto say, your default response
to any suggestiorshouldbe “Thank you? Almostany
respong otherthanthis hasthe potential to stir up trou-
ble. Intenionally or not, you apper as if you areattak-
ing the persontalking to you.

Habit No. 18 Punishing the Mesenger

Puniding the mesengeris not merely the unjust
retaliatory actionwe takeagains a whistle-blower or
theangrytiradewe heapon anempbyeewho tells us
somehing we don't enjoy hearihg. It's alsothe small
respongswe makethroughou the day wheneve we are
inconvenienedor disappointed.

It's the expletive you neglect to delee in a meeting
whena subordinateannounces deal fell apart.If you
had calnmly asked,'What wentwrong?”’no damage
would be done The subordnatewould explan and
ewveryonein theroomwould be wiser for it.

However the flash of tempersendsa different signal.
It says “I f you wantto tick off theboss, surprisehim or
her with badnews.”To stopthis badhabit, all you needl
to sayis “T hankyou.”

Habit No. 19: Passing the Buck

This is the behavioraflaw by which we judgeleaders.
A leaderwho cannotshoulderthe blameis not someone
we will follow blindly into battle Passng the buckis the
dak fli p side of claiming credittha othersdesrve.
Insteadof depriving othersof ther rightful glory for a
suwccessyou wrongfully saddlethemwith the shameof
your failure.

You're notfooling anyone— except perhapsyourself

6

— and no matter how much you think you're saving
your hide,you're actualy killing it.

Hahit No. 20: An Excessive Need to Be‘Me’

Thisis the chronic behavior, both postive andnega
tive, that we think of as ourinakerable esence.If we’re
chronically poorat returning phonecalls — wheter
because we're overcommitted, we're simply rudeor we
bdiewe if peoplereally need to talk to usthey’ll call
again untl theyget through— we mentally give our-
sdves a passeveay timewe fail to get back to callers:
“Hey, tha's me Deal with it.”

It’s easy to make avirtue of our flaws — simply
because flaws consttute what we think of as“me.” This
is oneof thetoughest obstclesto making positive long-
termchangein our behavior. But it doesn’t needto be.

Tha's beauseit’s not aboutyou. It’s aboutwhat
other people think of you. Thelessyou focus on your
need to “beme’ and the more you consder whatyour
staff is feding, themoreit will bendfit you. m
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The 21st Habit: Goal Obsession

God obsssionstandsapat from the other 20 habits,
notbeauseit is aflaw, but becauseit is oftentheroot
causeof an annoying behavior. The habit is theforce at
play when we getso wrapped up in achieving our goal
thatwe do it at the expenseof alarger misson.

God obsssion comes from misundersanding what
you want in your life. You think you'd betruly happyif
you made moremoney lost 30 poundsor gotthe corner
office Soyou pursuethosegods relentlessly. You don't
appreciate until later that in obsessing aboutmaking
more money you might be neglecting the loved onesfor
whomyou arepresumably securing tha money

It also comes from misundestanding whatothers
want you to do. A bosstells you thatyou haveto show
10 percent revenuegrowth for the yea, sowhenit
appears you will miss tha target, god obsssionforces
you to adoptquestionable, less-han-honest methodsof
hitting the target. If you exanineit more closely, you're
not obsessel with hitting the 10 percent growth; your
truegod is pleasng your boss.

Theseare the classic conditions of the god obsessed,
which makes it all the moreimportant to reflect:

¢ Am | achievingatask — and forgetting my
organizaion?

¢ Am | making moneyto supportmy family — and
forgetting thefamily | am trying to suppor®

e Are you ontime to ddiver a samonto your staff —
and forgetting to practice whatyou preach?

« Afterall this effort you don't want to find yourself
at adeal end, asking, “What havel done”” m
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PART Il — HOW WE CAN CHANGE
FOR THE BETTER
Fealback

Feedba& hasalwaysbeenwith us. Formd up-the
ladderfeedbackdesignedo help manayersappeard in
the middle of the 20th centurywith thefirst suggestion
box.A more recent developnentis 360-degre feed
back, which is solicited from everybodyat all levelsof
the organization. Herearefive ways to getfeedbak by
paying close attenton to theworld aroundyou:

1. Make a list of peoge’s casual remarks about
you. Exanples:“T hatwasrealy smart” or “You're
late” Then doit the nextdayandthenext.Do it at
hometoo, if youwant. Eventually you'll compile
enoughdataaboutyoursef to establish the challenge
before you.

2. Observehow people ded with you. Do theylisten
whenyou hawe thefloor or arethey drummingther fin-
gers?A variation on this drill is to make sureyou're the
first personto arrive at a meeting.Obseve how people
respondto you astheyenter. Do they pull up achar
next to you?Or do they barelyacknowledgeyour pres
enceand sit acrossheroom?

3. Complete the senterce. Pick the onething you
wantto get bette at, thenlistthe postive bendits tha
will accrueto you andtheworld if you achieveit. For
example“If 1 getin shapepnebeneft to meis that...”
andthencompletethe senence As you get deepelinto
this exerdse, your ansverswill bemmelesscorporately
correctand morepersonalThat’s when you know

Practicing ‘ Feedforward’

Feedforward is feedback going in the opposite
direction. If feedback reports on how you functioned
in the past, then feedforward comes in the form of
ideas that you can put into practice in the future.
Feedforward asks you to do four simple things:

1. Pick one behavior you would like to change
that would make a significant difference in your life.
2. Describe this objective in a one-on-one dia-

logue to anyone you know.

3. Ask that person for two suggestions for the
future that might help you achieve a positive change
in your selected behavior. The only ground rule is
there can be no mention of the past. Everything is
about the future.

4. Listen attentively to the suggestions. Take
notes if you want. The only ground rule is you are
not allowed to judge, rate or critique the sugges-
tions. You can’t even say anything positive. The only
response you’re permitted is “Thank you.”

you've hit on an interpernal skill tha you really want
and need to improwe.

4. Listen to your self-aggrandizing remarks. None
of usisimmuneto this phenomenon.What do you boast
about? It’s possble that if you assssthis aleged
“strengh” as closely as your friendsdo, it’'s realy a
weakness. You shoutin’t be bragging aboutit atall.

5. Look homeward. Your flaws at work don’t vanish
when you walk throughthe doorat home.

Feedback tells us whatto charge, nat howto doit. But
when you know whatto change, you're ready to start
changing yourself ard how pele perceive you. Youre
ready for the next step: telling everyone you're sorry. =

For additional information on apologizing,
go to: http://my.summary.com

Telling the World, or Advertising

After you apologize, you mug advertise. You have to
dedarein what areayou intend to charge You have to
beyour own pressseaetary. You carit just apologize and
say you're trying to be better just once.You have to drill
it into pele repeakdy, until they've internalizedthe
conaept. Herés how to ad like your own presssecretay:

o Treatevery day asif it were a press conferencedur-
ing which your colleagues are judging you, waiting to
se2 you trip up. Tha mindse will boostyour sel-
awaenessenoughto remind you to stay on high alert

» Behave asif evely dayis anoppoitunity to hit home
your messge— to remind pele you're trying really hard.

e Treatevery day as achaneto take on all chat
lenges. There will be people who don't want you to
suceed. Sobealittle paranoid. If you're alert to those
who wantyouto fail, you'll know how to handlethem

¢ Think of the process as an election campaign.You
don't eled yourséf to the postion of “newimproved
you.” Your colleagues do.

¢ Think of the process in terms of weeks andmonts,
notjustdayto day. m
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Listening

Eighty percent of our sucess in leaning from other
people is based on how well we listen. Mostpeopk
think listening is a passive adivity. Not true Goodlis-
tenes regardwhat theydo as a highly adive process—
with every musde engaged,espeiadly the brain. There
are threethingsgoodlisteners do:

1. Think before they spek.

2. Listen with respect.

3. Gaugetheir respons by asking thensdves,“Is it

(continuedon page8)
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Listening
(continued from page7)

worth it?”

The ability to make a personfeel tha heor she is the
mod important(and only) personin theroomisthe
skill tha separatethe greatfrom the near-greaa The
greatonesdoit all thetime. m

change so@w RECOMMENDED
4. Don't hide from the truth < _READL‘G List
you need to hesr. If you liked What Got

You Here Won’t Get You
There, you'll also like:

1. The Speed of Trust by
Stephen M.R. Covey with

Rebecca Merrill. There is

5. Thereisno ided behavior.
The perfed berchmark human
being, like the perfect bendimak

Expressng Gratitude

Thankirg peopleworksbecaus it expressgone of
our mog basic emotons: gratitude Whensomenedoes
somehing nice for you, they expet graitude— and
think less of you for withholding it.

Thebeg thing about saying“T hankyou” is thatit
creaesclosurein any potentially explosve disaussion.
Whatcan you say aftersomeonethanksyou?You can't
arguewith them.You can’ttry to provethemwrong.
You can’'t trumpthem, getangryor ignorethem. =

Following Up

People needto go backto all ther co-workersevery
month or soandask for comnentsandsuggestiondf
you do this every mont, your colleagues eventudly
begin to acceptthatyou're getting better — not beause
you say so butbeauseit’s comingfrom their lips.

Follow-up is the most protracted partof the processof
changingfor the beter. It goeson for 12 to 18 months.
It's the difference-makein the process. More thanany-
thing, though,follow-up makesyou do it, beauseby
engaing in thefollow-up process you arechanging =

PART IV — PULLING OUT THE STOPS

Changing: The Rules

The following eight ruleswill help you geta betterhan
dle on the proces of changelf you obeythem you'll be
stacking the deckin your favor.

1. You might nat have a diseasetha behaviorakchange
can cure Sametimesfeedbackeveds a symptom,nota
disease.Forinstarce oneCEOs feedbak wasall positive,
but he felt completely at seawith changingtechnology.
The solution wasnot behaviordchange but gettingatech
guruto mertor him.

2. Pick the right thing to change Sucessful peoplehave
atendency to overcommit. If you listsevenflaws,youll
want to tackle all of them.Turnyour atentionto theone
vital flaw thatneeddixing.

3. Don’t deludeyourself aboutwhatyou really must

organization, does not exist No
mater how many of the success
ful attributes for the modd exece
utive you could list that you
don't enbody, the real question
is, how bad is the problent?

6. If you can measureit, you
can achieveit. Measuring is the
only way you can know for sure
how you're doing.

7. Monetize theresult, then
create a solution. There are all
sors of waysto encourage peo-
ple to changetheir behavior —
from bonuss to vacaions.

8. Thebesttime to changeis
now. It's time to stop dreaming
of atime whenyouwon't be
busy, becausethetime will
neve conme.Ask yourself,
“Wha am | willing to change
now?” m
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You Are Here Now

Research wasconducted
involving more than 200 high-
potenial leaders from companies
arownd theworld. Thes are peo
plewho coud jump ata
moment’s notice to better-paying
postionselsewhere. Eachwas

one thing common to
every individual, relation-
ship, family, organization,
economy and civilization.
That one thing is trust.

. Know-How by Ram

Charan. The author pre-
sents eight skills that sep-
arate top performers from
nonperformers in the cor-
porate world.

. Go Put Your Strengths to

Work by Marcus
Buckingham. Research
shows that most people
do not make full use of
their strengths on the job.
Buckingham intends to
change that through a six-
step, six-week experience
that will reveal the hidden
magnitude of your
strengths.

. The Carrot Principle by

Adrian Gostick and
Chester Elton. The
authors team up to show
readers how the best
managers are able to use
recognition to engage
employees, boost perfor-
mance and retain talent.

. Words that Work by Dr.

Frank Luntz. According to
Dr. Luntz, to effectively
obtain the power of com-
munication, you must
learn that it’s not always
what you say, but how you
say it.

asked a simple quedion: “If you stay in this compatry,
why areyou going to stay?” Thethree top amrswers were:
1. "l am finding meaning andhgppinessnow. The
work is exdting and | love wha | amdoing.”
2.“I like the people. Theyaremy friends. This feels

like ateam, like a family.”

3.“l can follow my dreams. This organization is giv-
ing me achane to dowhat | really wantto doin life”

The answerswere never aboutmoney Theywere
aways abouthappiness, relationships, following dreans
and meaning.Use that wisdomnow. Don'’t look ahead.
Look benhind. Look back from your old ageat thelife
you hopeto live. You are here. You cange there!Let

thejourneybegin. m




