Sharon Melnick

Idea
When you’re ready to go for a next-level role, one of the things you’re going to need to go through is the interview. And you might feel a little self-conscious if you don’t have direct experience doing the role that you’re interviewing for. Especially if you’re a woman, we know that there is gender bias that can be at play in these discussions.
A recent McKinsey Lean In report found that there was a performance bias called the “prove it again” bias. This is an unconscious bias whereby men are generally evaluated based on their future potential. Whereas women are more often evaluated based on their past experiences or accomplishments.
If you’re smart, talented and ready to make that next level contribution, it can be frustrating for you to be up against bias. It may even be the case before that you have not gotten roles or have been passed over when decisions are being made because of bias.
Example
Here’s a strategy that you can use to counteract the “prove it again” bias:
When you go into the interview, of course you should talk about your accomplishments, but you don’t just stop there. Bridge between what you have done and what you will do. Create a mental movie in the mind of your interviewer or your decision makers so that they can literally see you doing that next level role.
To make that mental movie for the interviewer/decision maker consider the following:
· Here is the win that I had…
· Here’s how I would leverage that in the new role…
· What I see as the most important thing to get started with in the new role is this…
I helped one of my clients at a big pharmaceutical company who had been passed over for promotion before to prepare for promotion interview. We scripted out a mental movie for her interviewer. She emailed me after the interview that the interviewer told her, ‘You know, I could see you doing that role,'” and she did end up getting the role.
Action
The next time you make an ask or when you go into an interview, still think about proudly talking about the accomplishments that you’ve had, but also make a bridge between what you’ve done and what you will do in the role. Leave the decision-maker with that mental movie in their mind of you in that next role.


Phil M Jones

Idea & Example
I’m guessing that there have been occasions that you’ve left a conversation thinking some version of the following:
“I should have mentioned…”
“Why didn’t I ask…?”
“I wish I’d gotten more from that conversation”
Many of our conversations, especially the important ones, are predetermined. We know they’re coming. So the worst time to think about what you’re going to say is in the very moment in which you’re saying it.
Action
For every conversation that you’re about to have, be it a phone call, internal meeting, or a sit-down conversation with your boss, think a little bigger in advance and plan at least three levels of success.
Level 1: What is the worst that can happen here? What is worst case scenario? Write down your answer so you can go into the conversation able to confidently articulate, “the minimum I’ll accept for success is ______.”
Level 2: What am I really here to achieve? What is the primary purpose of this activity? What am I hoping to be able to get done? Decide and write down your answer(s) ahead of time.
Level 3: If today was my birthday and I could get everything I could possibly dream of from this conversation, what would that outcome be? Again, write down your answer.
Planning three levels of success to every conversation will allow you to maintain confidence achieving the minimum that you were hoping to be able to achieve. You’ll go into the conversation ready for what you were there to do, having collected, planned and prepared everything you needed ahead of that conversation.
By thinking a little bit bigger and thinking from, “if today was my birthday, what could I get?”, you might just add a little bit more to the agenda, ask one more question, create one more opportunity and achieve so much more for yourself.


Deepa Purushotaman

Idea
When I was starting out my career and even as I rose up in ranks as a partner, I really struggled with developing my own leadership style. I looked around the office for one leader or one leadership style that I could see and emulate. I looked for someone who looks like me and acts like me. I was looking for an Indian female partner that I could completely emulate in my leadership style.
But what I found over time is that finding your leadership style doesn’t work that way. You have to look around and find traits in different people and really pull those leadership styles towards you.
Example
People give feedback in different ways. I found that I had to try a few different techniques to realize what worked for me in delivering difficult feedback.
Action
1. Give yourself permission to try different styles
I think sometimes when you’re sitting in your seat, you think, “Wow, that’s an amazing leader and they have a great leadership style. It’s innate to them,” and it’s not innate. We try different things. We really grow into a style, to give yourself permission to try that.
2. Don’t just look for one person who you can completely copy or that is your person
I think you really have to give yourself permission to try different styles from different people and kind of cobble together a leadership style that’s authentic to you. That’s the most important thing you want to do when you’re developing your leadership style.
Find something that works for you, something that’s really authentic to you and something that feels comfortable for you.


James Taylor – The secret to better brainstorming

Idea
When you have a great brainstorming session, you unlock the creative potential of everyone in the room.
Example
Have you ever been into the situation of getting brought into a supposed brainstorming or ideation session, only to have the experience of the room being dominated by the person with the only whiteboard pen?
You know the kind of person, the person that speaks the loudest, and whose ideas always seem to dominate the board. It’s usually a man and usually, they don’t give anyone else a chance to come up with their own ideas. And somehow, it’s their ideas that end up dominating the board and being taken forward.
Action
Here’s are two really simple things that you can do to make your next brainstorming session better.
1. Always ensure that everyone in the room has their whiteboard pen and Post-it notes.
2. Spend the first 10 minutes brainstorming the question, rather than trying to brainstorm the solution. Spending that first 10 minutes brainstorming the question will help you reframe things and ultimately to come at the challenge from a slightly different direction.


Jerome Wade: The achievers Guide to success

Idea
Is your drive for success driving you into the ground? Are you getting what you want but putting at risk what you love?
Achievers everywhere want results and drive for success but there’s a limiting factor that keeps hitting them.
Example
Seven years ago, I was leading two different organizations and driving for success in both. While both organizations were at the top of their game, I found myself at the end of my rope. I was driving so hard for success that I drove myself into the ground. I got what I wanted but I put at risk what mattered most. It was a painful and difficult place to be because I didn’t have someone to help me navigate what I was battling, which is what I call “executive fatigue”.
Through some serendipitous moments and interactions, I began to navigate a new course to help me find a better and bigger way for life and for leadership. I knew that there was a better way to achieve the success I still wanted, which is why over the last 7 years, I’ve developed solutions specifically to help you create the success that you want to drive for success without driving yourself into the ground.
Action
If you find yourself at the end of your rope, experiencing that executive fatigue, ask yourself these three questions:
1. What are you chasing? 
Identify what you’re really pursuing and trying to accomplish. Identify your vision/dream.
2. What’s chasing you? 
This question that has a bigger influence in your life than you realize. What are the thing(s) that are chasing you? Identify and reconcile with them.
3. What’s the future you want to create?
How do you want your career and life to go?
Then, refocus your attention, realign your priorities and redefine the success of your life and leadership.
These questions will change the game for you. They’ve changed the game for me and for many people all over the world already.


Mary Abbajay:  How to Manage Different Kinds of Bosses
Idea
The workplace is a social system and relationships matter a lot for your career. The most important relationship is the one your have with your boss, which is why you need to learn the art of managing-up.
Managing-up is about managing your relationships with the people above you in the food chain. It’s not about sucking up. It’s about consciously developing good, robust relationships with the people that have power over your career trajectory.
Example
We all need to manage-up because:
1. Your boss matters
Bosses, whether we like it or not, have a lot of influence over our career success and trajectory. They have a lot of influence over the types of opportunities we get, and over our visibility in the organization or in our industry.
2. Your career matters
It’s our responsibility to manage those relationships. If you’re not going to take charge of your career, who is? If your boss, and that relationship with your boss, is important for your career success, then it’s on us to do what we can to manage that relationship.
3. We cannot change other people (despite how much we’d like to think we can)
If your boss isn’t perfect, or does things differently than you would, you don’t have much choice. You can leave that boss or figure out what you can do more of, less of, or differently to get a better outcome. We can’t control others. We can only control how we interact with them.
Action
How to get started – a 3-step process:
1. Take a good look at who your boss really is (not who you wish they were)
Seek to understand them without judging. How do they like to operate? What’s their work style? What are their preferences? How do they like to communicate? What are their priorities? What are their pet peeves?
2. Take a good look at yourself
How do you like to operate? What are your preferences? What’s your communication style? What are your priorities? What are your pet peeves?
3. Assess the gap
Once you have a good sense of who your boss is and who you are, then assess the gap. In that gap is where we manage-up. You get to choose. What are some things you could do more of, less of, or differently to build that robust relationship?
At the end of the day, managing-up simply taking control of your career and managing the relationships that matter. Take control of your career today and manage-up.


Mark Schaefer: How to Build Your Personal Brand Online
Idea
Developing a personal brand can be really overwhelming. Some of the biggest issues people have are deciding, “What do I do?”, “How do I tell my story?”, “Where should it be on social media? Facebook? LinkedIn? Twitter? Another platform?”.
It doesn’t have to be so intimidating because really the choice is pretty simple. To have a profound presence on social media or on the web today, you have to pick one source of rich content. You can’t only post on Facebook, Twitter, or LinkedIn because they are really distribution channels. You need to have some platform where you can deliver your message in a rich and engaging way.
You’ve got four choices for your platform:
1. Written content (e.g. a blog)
2. Audio content (e.g. a podcast)
3. Video content (e.g. a video series that you might see on YouTube)
4. Visual content (e.g. what you might see on Pinterest or Instagram)
You don’t need to be everywhere. You really need to pick just one channel. And pick one channel that’s going to bring you joy because if you’re not having fun, your audience is going to know it, you’re going to be bored and you’re going to quit. And quitting will eliminate any progress you’d made because it takes 18 months to two years to really build your personal brand online.
Action
Pick just one platform (written, audio, video or visual) and stick to it for a year and a half for personal branding success. Be consistent. Try to produce content about once a week, if you can.


Jackie Stavros: How to Fuel Productive and Meaningful Engagement in Daily Conversations
Idea
The hallmark of a great conversation that it’s appreciative and inquiry-based.
Appreciative Inquiry is a theory about seeking to discover the best in people, teams, organizations, and communities through asking questions. It’s the most widely used approach for fostering positive change and creating new innovations in organizations all over the world.
Leaders can shift the way they address problems by how they frame it and then how they ask the question using Appreciative Inquiry. Appreciative Inquiry includes two simple practices that you can apply to any situation: Positive Framing and Generative Questions.
Here’s how these two simple tips work for example, when you’re facing a challenge:
Step 1: Name it - Positively frame the situation. Simply name the problem or challenge.
Step 2: Flip it - Name the positive opposite of the problem or challenge.
Step 3: Frame it - Clarify the outcome that you want to happen if the positive opposite from Step Two is true.
The types of questions you ask another person in a conversation will either open them up and engage them or shut them down and put them on the defensive and they’re not going to pay attention to you.
Example
A hospital administrator had a significant problem in her emergency room. She reacted to it by criticizing, blaming, and asking what was wrong. Her actions put everyone around the problem in attack and defense mode. For months nothing got better until she learned about Appreciative Inquiry, which taught her to step back, pause, reflect, and reframe the situation.
By going through this three-step process the problem became obvious:
Step 1: Name it - Patient metrics were down.
Step 2: Flip it (the positive opposite) - We need patient metrics up.
Step 3: Frame it (if the positive opposite is true, then what is the outcome?) - If we get patient metrics up then what do we have? We have satisfied patients and provide great healthcare.
This process led her to ask the nurse managers to look for things that they were doing right and to share stories about the satisfied patients. The actions behind these positive results replicated throughout the ER room and within months, patient satisfaction scores in the ER room were the highest in the hospital.

Action
Next time you’re stuck, or face a challenge, think about how you want to frame it and how you’re going to ask questions. Focus on questions that open people up and show that you’re genuinely curious.
Your tone and direction matter. Your conversations can help people thrive and flourish anywhere, anytime, and in any situation.

Howard Yu: How to Avoid Getting Automated in the Age of Smart Machines
Idea
As artificial intelligence continues to improve and progress, one of the biggest worries among managers and executives is that they’re heading towards jobless future.
I believe that the pessimism around our jobs being at risk is overemphasized. In fact, whenever there’s a narrow type of job getting automated by machines, there’s always a more general type of job coming forth. Automation opens up new opportunities to augment human decision making, which means the unique human qualities such as empathy, social networking, and building trust will continue to become even more important going forward.
Regardless of functions and level, we all need to look ahead at what the next phase is that you can leverage your human empathy, social networking, coaching, areas that machines cannot replace.
Example
50-60 years ago, retail banking consisted of tellers and cashiers serving customers through manual operations. Then the ATM machine came along almost overnight and all of those transactions became almost completely automated. Despite this, today there are still bank-tellers and staff members working in bank branches. However, their jobs have been shifted to be enrichments of the services provided by machines. Now these roles are selling mutual funds or investment options to customers at large.
Every time a narrowly defined type of job gets automated, a manager has to think about how we can leverage these technologies to free up our resources so that we can become more creative and solve the next frontier problems.
Action
Think about what aspect of your current market function, activity or job will inevitably become automated.
What is the next frontier area or problem that requires a much more creative activity to help solve?
Focus on where are the area of human advantage can continue to command a leading edge over machines in your situation.
Dave Stachowiak: How to Create Your First Vision
Idea
Steven Covey said that personal leadership is the process of keeping your vision and values before you and aligning your life to be congruent with them. The majority of people have heard about the importance of having a vision, and yet, most of us have never received any kind of training or direction on how to actually create a vision.
It’s important to learn the process of writing your first vision to know where you’re going and then begin to take the steps to get there.
A key thing that you can do when you write your first vision is to create a clear picture of what the future looks like two to three years from now.
This could be a one to three-page document. It could be a few paragraphs. It could even be a vision board or a video, but it’s a narrative for your first-person perspective about what the future looks like. As you do this, try writing it or creating it in first person present tense language. Describe it like it’s already happening.
Pick a date two to three years from now, maybe one that’s significant to you in some way. Capture what excites you. Articulate the details. Capture the sights and smells of the things around you, what people are saying, what they’re doing, what’s happening in the workplace, and go into depth on two or three key areas that are most important to you.
Example
One of our academy members, Steven, earlier this year, began this process and wrote down his vision to capture what he wanted the future to look like. One of the things he discovered in feedback and his own reflection and through the assessment process was that he was spending too much time telling people what to do and not enough time inviting people to take ownership. He identified coaching skills as a key part of his vision for the future.
Once he wrote it down, the next steps became apparent. He focused over the next few months on being able to ask questions instead of giving answers. He’s started to see organizational results happen because of that change in his behavior.
Action
Write that first vision. Get a draft down. Take some time to create in your own words in present tense language what it looks like in the future two to three years from now. If you do that, that next step will be apparent.
David Allen, the author of Getting Things Done, says that there are only two problems in the world. The first problem is knowing where to go, and the second problem is knowing what the next step is. Once you create your vision, it will answer the questions of where to go and what the next step is.


Pegine: How to Make a Politically Savvy, High Impact Pitch
Idea
Let’s say you have an idea that you want to bring to a big meeting. You’ve prepared. The strategy and systems behind your idea are in place. You need to go into the meeting and be politically savvy with your pitch.
And the pitch happens way before you get into the meeting. Set up time before the meeting to meet with every attendee. Make sure they hear your pitch and your “why” and that you get their buy-in and support. You can also get advice from them about how to make your pitch stronger.
Example
Imagine you walk into the meeting, you’re ready and it’s time for you to do the pitch. You start speaking and at that moment someone else at the table starts to say, “Let me share my idea…”, which is really your idea.
The usual reaction is “Oh no. Now what do I do?”. But instead, you say to them, “Janice, you and I met last week to talk about this pitch. Tell me, what is the strategy? What are the systems? How are the operations going to work? Because I have been working on this for a month. I would love to hear your ideas.” And be sure to say it in front of everyone in the room.
Action
Be politically savvy with your impact pitch.
1. Speak with people before the meeting. Get their buy-in, questions and knowledge.
2. Build yourself with confidence. When you go into the meeting, say your pitch strongly.
3. If someone seems like they’re taking advantage of your idea, clarify that it’s yours. “Show me the proof that you’ve been thinking about it” because you know you’ve been thinking about it.
4. Walk away with your head held high saying, “I did it.”


Mark Bowden: How to be Trustworthy and Inspiring (on Video and in Person)
Idea
Body language is incredibly important because people make judgments about you the moment they see you, even on a video conference.
Example
To optimize how trustworthy and credible you come across when you’re on camera, avoid setting your camera up lower than your eye-line. This makes you appear less trustworthy and less credible because whoever you’re on a video call with will be looking right up your nose. When you have that height dominance, whoever you’re on a video call with is going to feel a bit oppressed by that and they might not trust you as much.
Try to set up your camera so that your eye-line is at the same level as the other person’s eye-line. For example, by putting your camera up on a box, this one tiny alteration puts you and your viewers on the same level so that you don’t have height dominance on them.
Action
If you’re interested in building more trust and credibility on video, when you get back to your home office, or your cubicle, or wherever you work from, raise the camera up.
Bonus Tip: Being inspiring isn’t so much about what you say as it is about the body that you have while you’re saying it. However you’re communicating, whether it’s face-to-face, on video or on the phone, think about being inspired on your first in-breath as you start talking with someone. It will make a difference in how you come across.


Lisa Rangel: How to Find the Hidden Job Market
Idea
Have you ever found yourself passed over for a promotion that you knew you were qualified for? Maybe someone else that you didn’t think was as qualified as you landed the role?
The paths to promotion are often hidden. You want to make sure that you always have an idea of what your next step is, and what you want. And most importantly, you want to let your internal management know that you’re interested and that you’re always seeking growth, and well before the opportunity is posted.
Don’t assume that the decision-makers know in your company what you want. Don’t assume that people know how you’re qualified for the next step. You need to make it known in a proactive and ongoing manner and not just at performance review or promotion time.
Action
If you’ve had your performance review already:
· Set up a separate meeting with your manager.
· Make sure you have an idea of what you want next in your career in your organization.
· Ask your manager where they envision you going forward in the organization.
· Probe about your manager’s biggest problems. What are the biggest goals that they’re trying to accomplish? Even personally, and how can you support that?
If you haven’t had your performance review, prepare these types of probing questions to ask at the end of your review:
· Where does your boss envision you in the future?
· What steps do you need to take to get there?
· What shortcomings do you have that you need to fill in order to be perfectly qualified for that promotion?
Let your manager tell you what you need to do next to get promoted. If they really don’t have an answer for you of where they envision you in your next role, you might need to consider looking for promotion outside of your organization. But it’s best to start internally. Your organization should know you best because you’re educating them on how you’re qualified and what you want so they can move your career forward.


John Spence: How to Be Seen as a Strategic Thinker
Idea
There’s a fundamental idea that underlines all great strategic thinkers, which comes from a book called the Cambridge Handbook of Expertise and Expert Performance. If you’re going to become world class at anything, including strategic thinking, use The Four P’s:
Passion:
You’re not going to become really good at something unless you’re passionate about it. It’s hard to be great at something you don’t enjoy.
Persistence:
Malcolm Gladwell and others have researched persistence and the number they typically mention is about 10 years or 10,000 hours spent on your area of expertise. You have to be persistent to spend 10 years or 10000 hours on something.
Practice:
More specifically, deliberate practice, which involves having a coach, mentor, friend, colleague, or outside expert, push you to practice better every day and to constantly improve.
Pattern recognition
Example
Pattern recognition is the super skill of great strategic thinkers and experts in any field. For example:
· Great soccer players (or football players, depending on what country you’re in), can see the entire field and know where to kick the ball so it will land in the right place for the next person to move in on it.
· Great musicians can look at a sheet of music and hear the music in their head.
· Two chess grand masters playing a match together can see patterns of 100s’ or 1000’s of moves ahead.
Action
A great strategic thinker has the ability to see patterns where other people don’t see them. For your ability to connect those dots, you have to have the dots before you can connect them. The way to get to this point is by filling your mind with the “adjacent new”: new ideas and information.
Spend 15 minutes a day doing something new. For example, read a book or article, listen to a podcast outside your area of expertise, get up from your desk and go talk to other people in the office, go and meet somebody new.
Constantly solicit new information and ideas, and eventually you’ll be able to connect those with ideas you already have, a pattern will emerge, and that is what it takes to be recognized as an outstanding strategic thinker.


Amy Morin: How to Be Mentally Strong in the Workplace
Idea
When it comes to goals you set for yourself, it’s common to struggle to stay motivated. At first, it’s usually easy because you’re excited about it but after a couple of weeks, or maybe even just a couple of days, your motivation declines and you might have trouble sticking with this new habit.
We make our best decisions when our logic and our emotions are in check, so when you start to feel tired or frustrated and your emotions goes up, keep in touch with why you committed to a goal in the first place. This will balance out your emotions and your logic when you’re feeling unmotivated.
Example
One of my clients wanted to build his habit of going to the gym. When he went to the gym and exercised he felt more energized the next day, he focused better at his job, and just felt better overall. In the beginning, it was easy for him to stick to his new habit of going to the gym after work. But after a couple of weeks he lost motivation. “I just can’t get myself to go there. When I drive home after work, if I turn right, I go to the gym. If I go to the left, I go home. Every day I think, ‘Yes. I’m gonna go to the gym today,’ but I find myself turning left to go home after work.”
So, we came up with a list of the top 100 reasons why he should go to the gym and he taped this list to his car steering wheel. Every day when he got in his car after work, he’d read over the list and it reminded him of all the reasons why he should go to the gym, how it would help him mentally and physically. This list increased his motivation to keep going, even on the days when he didn’t want to.
I had another client who wanted to get rid of a habit. This client used to go out after work with her friends whenever they’d ask her too, and then she’d end up staying out too late so she was tired the next day. So, we came up with a list of reasons why it was okay to say ‘no’ to her friends on a work day. Before she’d answer them when they’d call, she would read over this list that would remind her “I’ll be tired. I’ll struggle to get up in the morning. I’ll be frustrated during work, because I can barely stay awake.” This exercise helped her to say no more often.
Action
Come up with a list of the top 10 reasons why you should stick with a specific goal that you have. Then when you find yourself struggling to stick to that habit or change you want to make, read over that list. It can increase your motivation so that you’ll stick to it and be more likely to reach your goal.


Whitney Johnson: How to Be a Great Boss
Idea
Everybody’s on a learning curve, including you. You’re a learning machine. When you want to know how to do something, you figure out how to do it, you master it, and then start all over again.
Picture a learning curve as an ‘S’. Whenever you start a new job or role, you’re at the bottom of that ‘S’. A lot of time will pass and it will feel like nothing is happening. Growth is slow and it can feel like slog. Realizing this helps you avoid discouragement and impatience with the people who work for you.
As you continue to put in effort, you move into the steep part of the ‘S’, which is the fun part of the curve where all of your neurons are firing and you know enough but not too much.
Then as you approach mastery, you get to the top of the ‘S’ where things are much easier. However, it’s easy to get bored at this stage because you’re no longer learning. Once you get to the top of that curve, it’s time for you to jump to the bottom of a new curve and start all over again because you’re a learning machine. You want to learn, leap, and repeat.
Example
So, how do you use this learning curve to become a boss that people want to work for?
While your people at this early stage of the learning curve may be slower in learning, they also present opportunity because they’re not blind through familiarity. They can ask questions that open the door to innovation that you may not otherwise consider. Questions like, “Why do you do it like this?”
At any given time, you want to have 15% of your people on that part of the curve. And there are two important things to do with your people in this sweet spot of the learning curve:
1. Give them lots of challenges. Give them stretch assignments because they are capable of innovation and so that they can stay engaged and continue to love working for and with you.
2. Appreciate them and don’t ignore them because they’re not the problem children.
Action
When people have mastered things and they’re no longer learning, they can easily get bored. And bored people tend to either leave or get complacent and stay.
So, people can be in the mastery stage of the learning curve for a while, maybe six months to a year, but then you as their boss need to help them jump to the bottom of a new learning curve.
You want to help people learn, leap, and repeat, and that’s how you become a boss that people love to work for.


India Gary Martin: How to Get the Outcome You Want in Any Meeting
Idea
We’re all in meetings all the time. For every meeting that I go into, I always have an outcome in mind. There’s always something that I want to achieve.
Example
I had a boss who would go into meetings and every single time he would come out with whatever outcome he wanted. I studied and watched him in meetings and I couldn’t figure out the secret. So I finally asked him, “how do you get these outcomes so easily in this room full of challenging people who seem to all have their own opinions and outcomes that they want?”
This is a tip within the Tip: when you want you see something that you don’t understand or want to figure out, ask the question.
My boss told me that he actually had the meetings before the meeting. He would go and understand what people’s challenges were, what they wanted, and what they were going for so that he could negotiate that before he even stepped into the meeting room.
So, when he came into the meeting, the negotiation was basically done and the meeting was really about the smaller logistics that people would concede here or there.
Action
Find out what people want before they step into the room and know how you’re going to manage that. Have the meetings before the meetings to make sure that you can get the outcome that you want.


Greg McKeown: How to Eliminate the Non-Essentials in Your Life
Idea
These days people are stretched too thin, at work and at home. We’re busy but not productive and it really gets in the way of being able to break through to the next level in our career.
Action
This is a specific tool that I recommend for eliminating nonessentials:
1. Get a piece of paper and a pen (or anything you can write and record with).
2. Write down something that is 90% or above for you on the importance scale. Something that’s very important and essential, but that you’re under-investing in right now.
3. Write down a second item, which is something that you know is not important, a 0-10% on the importance scale, but that you’re over-investing in and still spending time on anyway.
Then the idea is to trade these things off. Start doing the item you’ve identified as essential and stop doing the thing you identified as nonessential.
In order to do that, you need to also write down:
4. How can you stack the decks in your favour? How can you make is so that you can execute this trade-off between these two things as easily as possible?
5. Write down a name of someone who can hold you accountable. Someone who you can talk to and involve, so that you’ll make more progress in the item you’ve identified as essential, and eliminate the item you found non-essential.
There’s more to this, but this is the place to begin.


Gloria Feldt: How to Communicate More Effectively Across Genders and Cultures
Idea
Communicating across gender and across culture applies to many of us in many different situations. More recently, women are finding their voices and exercising their rights not to be harassed in the workplace, which is raising new questions and issues. And even earlier, women and men have often felt that they aren’t being heard by each other. Both genders may question how to navigate in this world, how to be more productive and find ways to bridge that gender communications gap. Going broader, people who are in the minority in any workplace often feel the same way regardless of gender.
Gender bilingual communication is all about being heard, feeling like you’re being included in what’s going on in the organization, and being respected and understood.
Example
I talk with hundreds of working professionals in my work and for women, the most universal complaint is that they often feel that they contribute ideas that are ignored. Then, they see a man say the same thing and he gets applauded for it. For men, one of their bigger worries is about how they can talk with women and not be misunderstood or have their motives questioned.
Facing and resolving these challenges is essentially takes learning a new language. I’m not suggesting that men become like women or women become like men. However just like how when you go to another country and learn a few words of the language so that you could get around and as a matter of respect to the local people, it’s the same thing when you’re communicating across culturally learned gender differences or culturally learned ethnic differences. That’s why these skills can be referred to as being bilingual or gender bilingual communication.
Action
Try these actions:
· If you’re a man, sit like a woman. And if you’re a woman, sit like a man.
· Now, answer these questions: 
· Do you immediately know what to do?
· Did you right away know what that was going to feel like or what that was going to look like?
· How did you feel when you changed your posture in that way?
· Did it change anything about how you were feeling?
Often women say that when they take up more space, like a man is inclined to do, that they find themselves immediately feeling more powerful.
Jot down some insights that you have about past situations at work that you can improve by paying attention to culturally-learned patterns like these. See if you can reach a place where you feel you’re being heard more effectively. Ultimately, when you can get everybody’s ideas into the room, you’re going to have a better business climate and a better profitability.


Alan Stein: How to Close Your Top Performance Gap
Idea
A performance gap is the gap between what you know you’re supposed to do and what you actually do. Every human being has performance gaps and the key to improving performance in any area of our life lies in closing those gaps.
Example
If you think about health and fitness, most people know what foods they should eat, how much they should sleep, and what kind of physical fitness workouts they should be doing but a lot of people don’t to those things. There’s a gap between what they know and what they do.
Action
Use this three-step process for closing a performance gap in any area of your life.
1. Pick one habit or behavior
This could be something that you could start doing right now that would add value to your life. Or it could be something you need to stop doing because it’s inhibiting you from being the best version of yourself.
2. Focus on this one thing for 66 straight days
Focus on this one thing that you’re either going to start or stop doing for 66 straight days.
3. Keep the spotlight of accountability on
Enlist people who support you and who will tell you what you need to hear, rather than what you want to hear, to help hold you accountable. They can be colleagues, family, or friends.
When you recruit these people here’s what you can say to them:
“I’m going to start this new habit. I’m going to be personally committed to doing it every day for the next 66 days but I have the humility to acknowledge that it won’t be easy. And I want you to hold me accountable. I want you to check in daily with me to make sure I’m doing what I said that I was going to do.”
Research has proven if you narrow it down to one habit, do it for 66 days, and you get the people that really care about you to hold you accountable, you’ll have a great, great chance of narrowing that performance gap, making an improvement in your life, and being your best self.


Ron Friedman: How to Disconnect From Work
Idea
One of the things high achievers struggle with is disconnecting from work at the end of the day. We spend our days surrounded by distractions and the impact is that we start to anticipate being distracted all day long.
When we come home and try to disconnect from work, we experience withdrawal because we really appreciate the experience of being wanted and desired. So, we try to recreate that experience by connecting to our phones, mindlessly searching on Facebook, reading e-mails or wasting time on Amazon.
The issue with this is that you’re not restocking your mental energy. The extent to which you continue to focus your attention during your time off affects how you’re positioning yourself to perform at a high level when you return to work the next day.
Example
The secret to restocking your mental energy for the next day is to give yourself an approach goal, something attractive that you’re trying to move toward.
Usually when we get home, we either have no goal because we’re just trying to relax or we have an avoidance goal, which is about trying to avoid negative outcomes. For example, to not waste your time on e-mail.
A better approach is to give yourself an approach goal of something that you actually want to achieve. High achievers love making progress, so approach goals are ideal so you can feel yourself making that progress. For example, reading your children a book before they go to bed, or to going to the gym as soon as you leave work.
Action
Set an approach goal for yourself. Pick one thing you want to achieve when you get home and do it.


Randy Gravitt: How to Live an Unstuck Life
Idea
Have you ever felt stuck in your life or leadership? I know I have.
Some of us get to a point of our career where we feel stuck. If we’re not careful in these situations, we’ll just try harder and harder to work our way out of it, which can be highly frustrating because it could bury us deeper in disengagement.
Example
When I was growing up, we would go out mudding in big four-wheel drive trucks. You may not have gone mudding before but you may have been stuck in a vehicle or even walking through the mud. If you have, you’ll know that if you get stuck in the mud, the worst thing you can do is try harder. Pushing the accelerator more just throws more mud off of the tires and gets you nowhere.
One of the things my Dad and my Granddad taught me back then was if you ever get stuck, you don’t need to accelerate harder, you need to create traction. If you create traction you can just barely push the accelerator and your truck will come right out of the mud. We would look for boards, sticks, rocks, or anything to build traction so that we could drive right out.
Action
Here is a simple formula that will help you create traction for your life and leadership this year:
Introspection + Redirection + Action —> Traction in your life and leadership
1. Introspection - Take some time every day to stop and remember why you’re doing what you’re doing. You may realize that you’re heading in the wrong direction.
2. Redirection - If you realize that you’re not headed where you want to go, you can redirect yourself. If you don’t redirect it’s tempting to pull your foot off the accelerator completely and disengage from life and work. And that will never get you to where you want to go.
3. Action - If you realize you’re heading in the wrong direction, it’s not enough just to redirect. You’ve got to put your foot back on the accelerator and take action.
If you find yourself stuck in any area of your business, first, take time to step back and ask yourself why you’re doing what you’re doing. Then redirect and take action. If you do this, I believe you can experience traction for the coming year.


Neen James: How to Get the Attention You Want and Need in Your Career
Idea
Your personal brand is one of the most important things you’re going to invest in, so you need to pay attention to it.
When I was building my corporate career, I worked in 90-day cycles. It would take me three months to learn a job, three months to master it, three months to find and train my successor, and then within another three months I was promoted.
So, think about life in 90-day cycles.
Example
For one of my clients, I helped him build a 90-day career development plan. In fact, we ended up customizing it to be a 100-day plan so there’s some flexibility with the cycle strategy.
When my client went to get a new promotion, he presented his 100-day plan to his new potential boss, which helped him land his new role.
Action
Pay attention to your personal brand by building a development plan. Sit down and think about your whole next 12 months in 90-day cycles.
Think about how this plan is going to benefit the person that you’re going to work with as well. It’s obviously going to benefit you, but it’s important to pay attention to your brand. Remember, three months to learn a job, six months to master it, nine months to find and train your successor, so within 12 months you could be promoted.
Your plan consists of all of the activities that are going to drive the business, build your skills, improve the team and the culture. There are so many things you can do.
Pay attention to your brand. It will be a fantastic change to your career.


Gordon Tredgold: How to Hold People Accountable
Idea
Accountability is one of the key differentiators between good performance and poor performance. But the challenge with accountability is we cannot delegate it. People have to accept it. When you tell somebody you’re accountable, that doesn’t work. You can make them responsible, you can tell them this is your job, but the real magic happens when they take accountability.
Action
In order to get people to be accountable and take performance to that next level, ask this simple question:
Do you have everything you need in order to be successful? 
When people say yes, they’ve implicitly accepted accountability. They’ve taken ownership now for the outcome, because they know they have everything they need. When people do that, it gives them a degree of control and empowerment that will help them deliver great results.
Elisabeth Moreno: How to Set Yourself Up to Achieve Your Potential
Idea
Only you can set yourself up to achieve your potential. As you do so, determination, discipline and consistency are key. If you know why you’re doing things, the rest will follow.
Example
One early morning in 2004, my new boss called me and announced that he had just fired two of my colleagues. I was shocked. Then he added that he had hesitated for a long time over firing me and finally decided to give me a second chance because he had spotted some potential in me.
I had mixed feelings all day long. I was between humiliation, recognition, and desperation. I was thinking, “what would happen if I fail with this second chance?” I have to confess that I cried all that night. I was stuck with fear. Fear of failure. Fear of rejection. Fear of everything that doesn’t exist but is still working in your mind.
In the morning, I had made my decision that I would take my destiny into my hands. I would not put my destiny into the hands of somebody who would use me as an adjustment variable or would make an arbitrary decision about my life.
I would become the kind of person I wanted to become, make sure that all decisions about my life would be made by me and nobody else. I wanted to become bankable so I wouldn’t fear being fired. So I decided to get a coach, to study business and get my MBA.
I practiced my decision like an athlete who had decided to win a marathon. And I think I won.
Action
Take 15 minutes and think about the kind of life you want to have. Not the life your parents, your school, or your kids are pushing you to have, but the one you are dreaming about.
Make a decision about this life and define your smart goals.
Then plan your resources and your needs. Start doing things, even the small ones, because you will need quick wins in the long journey. And always follow your intuition.

Camille Preston: How to Make Procrastination Work for You
Idea
Procrastination is often treated like a dirty word. I often hear incredible amounts of shame when people admit that they’re a procrastinator. However, this trait could be one of your greatest strengths. Procrastination can help you be much more effective in the world if you can name it, claim it, and reframe it.
Procrastinators are pressure prompted people who are great at handling stress. They’re great at getting things done and ultimately, they’re great at executing. We all have different things that are triggers for us to be our very best. For procrastinators, or “pressure-prompted” individuals, it’s the deadline.
So, if we can identify those triggers, we can start to reframe and redesign our lives so we spend more time being our very best, and more time using our innate strengths to work for us.
Example
If you are pressure prompted, the first step is to become self-aware. Name it, own it and explore how you can use being pressure-prompted more effectively.
Some methods of using being pressure prompted to help you drive results:
· Proactively set deadlines. Find a colleague who you can set a deadline with and be accountable to move forward more quickly on a deadline.
· Space out deadlines for different projects.
· Use your calendar to block out time and set reminders about your deadlines.
Action
The key is to use being pressure prompted as an asset to work for you.
Name it, claim it, and reframe how you’re going to use that asset to be more effective and more impactful in your day-to-day jobs.


Leo Bottary: How to Achieve Big Goals
Idea / Example
About 15 years ago, my teenage daughters were interested in climbing their very first mountain peak in Crestview Colorado. It was 12,800 feet, so not a small climb. It was going to take well over three and a half hours for them to summit. They were very excited to do it because they really wanted to see what the view was like from the top.
Unfortunately, when it comes to big goals, sometimes we don’t fully realize what it takes to get there. About one hour into the climb, the girls started getting a little tired and emotionally exhausted. They kept climbing and they kept staring at the peak.
If you’ve ever done a climb before, you’ll know that the longer you stare at the peak while you continue to climb and it never looks like it’s getting any closer. It can be really exhausting.
Finally, my daughters got to a point where they said, “Dad, we’re done. We’re not gonna do this anymore.” I said, “Well tell you what, why don’t we climb for 10 more minutes but do me a favor, instead of staring at the peak and focusing on that, keep putting one foot in front of the other but let’s focus on this large bush that we have right here and mark this as a starting point.”
So we climbed for 10 more minutes and the girls are like, “We’re done. We did our 10 minutes. That mountain peak is no closer than it was 10 minutes ago.” I asked them to look behind them and they could not believe how far away that large bush was that we’d set as our start point for the last 10 minutes. It looked like a little dot on the landscape. They couldn’t believe the progress they had made and once they felt that and once they saw that they realized, “Huh, we can just keep going and when we do, we’re gonna get to that mountain top” and they did that day.
It was rather extraordinary. This climb was a life changing experience for my daughters because it not only helped them to get to the top of the mountain that day but it’s helped them throughout their lives.
Action
When you have a big goal, don’t only focus on the end goal. Focus on your progress. Celebrate the small wins. The more you do that and the more you can help others do that, the greater chance you’ll have of achieving that big goal.


Maya Hu Chan: How to Overcome Micro-Inequities in the Workplace
Idea
“Micro-inequities” is a term coined by an MIT researcher and professor Mary Rowe in 1973 and it’s defined as subtle behaviors that ignore or discount certain people with certain characteristics. For example, these could be minorities, women, or people who are new to the group.
Example
One of my clients, Susan, is a senior executive at a high-tech company. She’s high performing, driven and passionate about her work. She’s often invited to attend company meetings and sits with her peers and other senior executives at her company. But although she has a seat at the table, she doesn’t always have her voice.
Sometimes when she’s speaking in a meeting people cut her off and she never gets a chance to finish. She’s often interrupted and sometimes ignored. What’s even worse is that sometimes she suggests an idea and nobody pays any attention to it and then next day or even 15 minutes later, somebody else brings up the exact same idea, and the idea is enthusiastically embraced by other team members.
I advised Susan to pay attention to these two things: how she speaks and how she shows up. These behaviors can undermine your actions and even your ideas. After doing consistent self-checks and working on these areas, Susan now sits right in the center of the room. She projects confidence, speaks up and gets people’s attention.
Action
Next time when this happens to you, do some self-check. Pay attention to your subconscious behaviors because sometimes you may be sending a message that you didn’t intend to send. Watch out for how you communicate your ideas and then to be intentional in terms of how you communicate.
1. Pay attention to your speech patterns
How do you speak? For example, people with technical backgrounds tend to be long in their communication patterns and share a lot of details. On the converse, business executives generally prefer to have someone that speaks right to the point, keeping it short and simple.
2. Pay attention to your non-verbal communication
Are you sitting up straight? Are you projecting confidence in front of others? Are you sitting at the table or in the back of the room or in a corner of the room? You could be sending a subtle message to the rest of the group that you’re an outsider.
If you pay attention to how you show up, you have control over the perception that others have on you.


Michael Bungay Stanier: How to Give the Very Best Advice as a Leader
Idea
Giving good advice is an essential skill as a manager and a leader. Even if you already think that you give pretty good advice, I reckon you can up your game.
It’s ironic but my advice on how to give the best possible advice is to stop giving so much advice. I don’t mean you have to stop giving advice entirely, but slow down the rush into advice giving.
Example
Alan Mulally, one of the great CEOs of our time, once said something about his leadership style that really struck me. He said, “Look, even when I knew the answer, I knew my job as a leader was not to give the advice. My job was to allow my team to flourish, to be confident, competent, autonomous and self-sufficient. My job is actually to bite my tongue, to hold the space, and to help them figure out how to get their own advice.”
Action
The next time somebody asks you, “Hey, how do I do X?” Here’s what to do:
· Say: “That’s a great question. I’ve got some ideas that I’ll share with you, I promise. But before I share with you, let me ask you, what’s your first thought on how to tackle this?”
· Whatever they say, nod your head and look interested. Be encouraging.
· When they finish, say, “I love that. That’s a great thought. What else could you do here?” They’ll start thinking and give you another insight.
· You respond again, “I love it. Is there anything else here that you could do?” And they’ll probably come up with something else.
· Finally, you’ll be able to say, “Look, I love those three ideas, those three pieces of advice you’ve given yourself. Here’s my one piece that I want to add,” then finally you give your advice.
Here’s why this technique for giving advice works so brilliantly.
1. The person who was seeking the advice has done the hard work so they’re left feeling smarter, wiser, more competent, and more supported by you as a manager or leader.
2. You help the person seeking the advice make new connections in their brain. They literally expand their potential.
3. Now when you offer your advice, you’re offering the bit that they don’t already know. You’re giving more targeted, more useful, and smarter advice.
4. Even though they’ve done all the work, they’re going to still leave thinking that you’re the smartest person in the room and who doesn’t want that?


Virginia Herlihy: How to Share the Mental Load to Boost Career Success for You and Your Partner
Idea
The Fatherhood Institute in the UK has done research showing that when partners become parents, they have 5 times the number of arguments with their partner than they had before they had children.
When I share this statistic with clients the typical response is, “Is that all?”. So, it’s clear that the additional responsibilities and extra unpaid work that accompany having children, can take energy away from your career.
So, if you want to perform in your best in your career you really need to be looking at how you manage your unpaid responsibilities at home.
Example
In over 12 years of talking to parents about sharing care and career responsibilities, some key themes have emerged of what gets in the way of you performing your best at home and in your career. Two of the biggest themes that go hand in hand are:
1. Lack of clarity about who is doing what
2. Assumptions
A common example is, when your child is sick and you and your partner both have an important meeting that day. And you both think your meeting is more important than the other person’s. You’re probably both already stressed and now you’re now arguing over this point as well.
The data shows that women generally do more of the unpaid work associated with parenting than men. And for men, as they move into sharing care more their roles are changing. One of the things they complain about the most is that they try to help in their own way and then they get criticized by their partners for not doing it the “right” way. It’s easy for tensions to arise, so it’s so important for parties to get clear about who is doing what.
Action
Have a conversation with the people that you share caring responsibilities with and do the following:
1. Create a home life job description
List out all of the unpaid tasks and responsibilities that you have to do to run a household alongside your work responsibilities.
2. Allocate who is going to do what
Allocate according to individual skills and motivations. Who is best placed to do what? What home tasks do each of you prefer or not mind doing?
3. Capacity
Consider how much time you each have to do household work. If neither of you wants to do a particular job, you either take turns or you outsource. If you outsource then you must decide be okay with the fact that you’re choosing to spend money to make that work.
4. Check in with your partner 
Check in with your partner about what’s working, what’s not working, and what adjustments you may need to make based on changes in your work lives.
If you do this, you’ll have a lot less stress and a lot more energy to devote to being your best at work.

Nick Morgan: How to Make Your Weekly Conference Call More Productive
Idea
In the past almost all of our communication was face-to-face. When we communicate face-to-face we do a huge amount of work that we’re not aware of to exchange information about each other’s intent. You can pick up on other people’s winks, nods, and other signals to figure out how they’re feeling.
Today, most of us work in a highly virtual way. Every day you may get on an audio conference with your team, which could be dispersed all around the world. We’ve moved from a face-to-face world to a half-virtual, half face-to-face world, and the result is disastrous for our communications.
Example
The emotions get stripped out of an audio conference. It’s very hard to tell just from somebody’s voice how they’re reacting and as a result we tend to assume the worst, that other person is bored, or has hostile intent if they simply don’t say anything. When they may just be thinking about what to say next. As a result, our audio conferences become this place where suspicion in difference, even hostility gradually grows week after week.
In the virtual world, we can’t rely on the unconscious exchange of intent anymore. We have to be able to tell people how we feel out loud and say things like, “That’s fantastic. I love that idea. What an amazing experience this conference call was today.” We have to put in those emotional keywords that perhaps feel ridiculous to us at first, so other people know how we’re feeling.
Action
On your next audio conference call, ask the other people on the conference: How did what I just said make you feel in terms of a stoplight? Red means “I hated it. It made me feel awful. I can’t do what you just asked me to do.” Yellow means “I’m okay with it. It’s not great but we’ll manage”. And green means “That was fabulous. Everything is a go.”
People normally don’t feel like they’ve got the permission on an audio conference to say those kind of things, because we don’t normally say them out loud. We normally indicate by a roll of the eye, or a shake of the head how we’re feeling, what our intent is, what our reaction is. This is a simple way to give them permission to tell you how they feel.
Try this exercise on your next audio conference and prevent the virtual world from becoming the awful place for communication.


May Busch: The 3 Actions to Set Yourself Up for Promotion This Year
Idea
As an achiever, you want to keep learning, growing, and moving forward in your career and that means going after promotions. Sometimes promotions can feel nerve-racking or really political. Sometimes you don’t know what it really takes.
And sometimes it feels so personal because people are judging us and seeing if we measure up. And if we don’t, it doesn’t feel very nice.
While it’s tempting to think that working hard and delivering results will be enough to get us promoted, that isn’t the case.
Example
Early in my career, my promotion strategy was to keep my head down, work really hard and hope for the best. And for the first couple of promotions that strategy worked okay.
But a little later on I realized it was a bad way forward. In fact, I missed a really big promotion because of it and that was my wake-up call. My biggest mistakes were not focusing early enough, expecting my boss to do all the work and not having a plan.
Action
There are three things to start today to set yourself up for promotion this year.
1. Have the conversation about promotion with your manager
Let them know that you have the desire to move to the next level. And get their advice and have the conversation about what it takes to get to that promotion.
2. Identify the three big accomplishments that you need to have this year
Pre-choosing the three accomplishments will help you prioritize and stay on track throughout the year. It’ll help you determine how you focus your time, energy, and attention, because inevitably there will be a lot of distractions thrown at you over the course of a year.
3. Determine who you need to have onboard and start building those relationships
It’s helpful to map all of these people out.
· Some of them, you may not yet know so you need to lead time to build those relationships.
· Some of them you may know but they don’t really understand the value you bring, so you’ll need to further develop those relationships.
· Some of them you may have strong relationships with and you’ll want to make sure you’re leveraging those great relationships to help with the other two categories of people.


Marshall Goldsmith: The Key to Serenity at Work
Idea
This is a tip that will help you have a better life. It was taught to me by the great Peter Drucker.
The three main points are:
1. Every decision in the world is made by the person who has the power to make the decision. This person is not necessarily the smartest, best, or right person to make the decision. Make peace with that.
2. Our mission in life is to make a positive difference. It’s not to prove how smart we are or how right we are.
3. The decision maker is the customer. If you need to influence someone and they have the power to make the decision, they are the “customer” and you are the “salesperson”.
Before you deal with any topic, ask yourself: Am I willing, at this time, to make the investment required to make a positive difference on this topic?
If the answer is yes, you go for it. If the answer is no, just take a deep breath and let it go.
Action
1. Think about your challenges in life. Who are the people you need to influence?
2. Rate yourself on this question: Am I treating this person like a customer?
3. Ask yourself: How can I do a better job of selling points to this person so I can make a more positive difference in this world?


Mark Bonchek: How to Succeed in Times of Change
Idea
In the past, career success was about learning new things and mastering new skills but nowadays we live in a time of transformation. The things that we used to know and do don’t necessarily work the way they used to.
We need to master “unlearning”, which is distinct from mastering learning. In learning, the more you know, the better you are, so you keep adding new things. Today, the things that you know already don’t necessarily work, and so learning more of those things doesn’t make you better.
Example
Nowadays you have to unlearn the old ways and learn the new ways. You might have had this experience before in sports if you’ve learned a new golf or a new tennis swing where you had to unlearn the old way. Or maybe if you’re in America you’ve traveled to London or vice versa, you’ve had to learn or unlearn how to drive on the other side of the road.
As another example, let’s say you’re painting a fence or a wall, and there’s old peeling paint on the wall. You have to strip off the old paint before you put the new paint on, otherwise the new paint is going to peel right off. That’s what’s happening today. We have old ways of thinking that we have to peel off and let go of.
These ways of thinking relate to strategy and the way that we have to shift to more networked ways of organizing and more relational approaches to engaging our customers, to name a few.
Action
Start by noticing where you feel like you’re doing the same things but not getting the same results.
Just like if you were hanging on a trapeze bar and the rope is fraying. You’d have to find a new bar to jump to. Notice where the rope is fraying, notice the bar that you’re on, find a new bar to jump to, and get it close enough where you can reach it.
And if you really want to go for extra credit as a leader, start to help others make that jump to the new bar too. That’s the secret to unlearning.


[bookmark: _GoBack]Judy Robinett: How to Become a Strategic Networker
Idea
The most critical thing for career success is strategic networking. From two recent studies, it’s been shown that 75% of new jobs come through your network and 67% of people get more promotions if they have figured out how to become a strategic networker.
Early on in my career, I was very naïve. I thought if I kept my head down and worked hard that I would be promoted. But I quickly found out it doesn’t work that way. There’s a whole different hierarchy in organizations and research shows that these promotion decisions are made by 5% of people in the organization.
Example
One day my agent called me to introduce me to Mike, who had just sold his company for $45 million, to see if we could work together. So I met with him, and I told him, “Wow, the software you have is really great, but I’ve never heard of it Mike. What are you doing?”
He looked really sad and said, “You know Judy, if I could just get on Success Magazine…” Right then I told him, “Mike, when you go home, call Wendy, my agent who you’ve known for years, and ask her to introduce you to Darrin Hardy who is the owner of Success Magazine.” He almost fell out of his chair.
The mistake most people make is that they don’t know who’s in their network and they don’t share what’s important to them so that those people in your network can help.
Action
Write down the 25-50 people who are in your network right now. Email them, meet with them and ask them the two golden questions:
1. What other ideas do you have for me?
2. Who else do you know I should talk to?
This will get you everywhere you need to go.

