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The introvert’s'
dilemma

Q. My boss, the CEO, gave me a per-
formance review last week. He said I
was afraid to make waves, that I rarely
speak my mind unless 'm repeatedly
prodded. I guess ’'m quiet by nature,
but what’s the harm in that?

A. There’s being quiet, and then there’s
being passive. I suspect that what your
boss is looking for is “quiet strength,”
the willingness to assert your own origi-
nal thinking at just the right moment.
The next time you're tempted to say
something but then hold back, ask
yourself what you were afraid of. Was
it the disapproval of others? The fear of
being disrespectful? Work on overcom-
ing that fear. And remember, bosses
love it when smart people express
unpopular opinions in smart, and
calm, ways.

Q. I noticed a lot of companies assign-
ing business books for employees to
read and discuss, so I tried it here, and
everyone seems unenthused. Have

I latched unwisely onto a fad that
doesn’t have a lot of merit?

A. I'm seeing this trend a lot too, and
while I can see some very good discus-
sions rising from it, there’s one thing I
never did as CEO: Assign homework.
By doing so, I thought I would be cross-
ing a very important line and inserting
company business into people’s private
time. I always tried to remind myself
that this time should be inviolable, and
that if it wasn't, morale would suffer.
People need to feel they're leaving the
office behind when they go home at
night. A company that keeps a strangle-
hold on employees’ minds is going to
run into some resentment.

Z is a veteran of the corporate battle-
field who answers your toughest ques-
tions with hard-charging honesty.
Submit your questions to Z at
LBeditor@BusinessManagementDaily.com.

Leadership Mistakes _
Delegating? Avoid these b blunders

Delegating tasks is an essential part of
being an effective manager. Ensure that

when you delegate it’s a help and not a has-

sle—for you and the people to whom you

give assignments. Don’t make these errors:

1.

Delegating last. Don’'t wait until you
realize that you can't possibly do every-
thing yourself. As soon as you write
your to-do list, ask yourself which tasks
you can—and should—delegate.

. Thinking only of yourself. Use assign-

ments to develop team members’ skills.
Look for tasks that they may not be
capable of doing alone right now, but
on which you could coach them or pro-
vide training. Also, check the other per-
sons workload before you make an
assignment.

3. Limiting the scope. If you can oft-load a
few simple tasks that take only minutes
a day, that time will add up. You also
can delegate large tasks if you break
them down and spread the workload
among several people.

4. Failing to be clear. If you find yourself
redoing work, consider whether you
took the time to specify what you
needed in the first place. Tell staffers
what they must do and in which areas
they can use their discretion.

5. Neglecting to follow up. Your ability to
delegate will increase if you take the
time to offer feedback after each assign-
ment. Remember: This isn’t just a time-
saver for you; it’s a coaching
opportunity.

Time Management _
Strategies for a long commute

Long commutes can do a number on job
satisfaction, and they’re a leading cause of

turnover—though few will admit such a

seemingly trivial thing can become a
stressor.

Can there be any upsides to commut-

ing? Well ... maybe. There are certainly

ways to take better advantage of that time.

e Future focus. To really maximize your

morning commute, your workday
should kick off as you start it, not when
you arrive at the other end. Get in the
zone by focusing on the day’s goals. If
you really don’t want to think about
work until you get there, that’s your
prerogative. The point is just to do or
learn something intentional, some-
thing with purpose. You'll feel less pas-
sive, and more like you have control
over your time.

On the way home, let it go. Do the
opposite transition by thinking about
what you’ll do at home. In either direc-
tion, use the commute as preparation
for the role ahead.

Apps. There are all sorts of commuter
apps available. Whether you want navi-

gation help to avoid traffic snags, or
that perfect inspiring or calming play-
list, or to sharpen your brain, or to just
get a jump-start on that project you'll
be working on all day, there’s an app to
try out. Go searching.

¢ Mind your posture. Whether driving
yourself or taking a bus or train, do
what you can to minimize the havoc
wreaked on your body. Also, breathe.
If you're not driving, try closing your
eyes for a minute here and there. You'll
be surprised how much it gears you
down.

e Don't get hangry. It’s a decent idea to
have a little snack with you. You're fur-
ther taxing your nerves by climbing
into a car or onto a crowded train with
an hour to go before you're able to eat
anything.

There are some obvious suggestions
that didn’t make this shortlist (Get exer-
cise by biking! Leave early so you're not
rushed! Get organized the night before!)
because life happens, and if you're moti-
vated to do those things, then you're
doing great. Keep it up.
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An Expert’s View

Beth Braccio Hering

It's playtime! The benefits of
desktop toys and gadgets

Do you squeeze a squishy ball during a
long phone conversation or fire off a Nerf
dart blaster when a package set to arrive
yesterday still doesn’t show up today?
You're not alone. Plenty of adults find
desk toys a welcome addition to their
work area.

Here’s a look at some items people
keep around and the purposes they serve:

¢ Fidget spinners. From easing tension
to providing nervous hands with
something quieter to do than tap a °
pen, these gadgets rank as popular in
the office as they do in the schoolyard.

“I am a business owner who keeps a

fidget spinner at my desk,” says Debo-
rah Sweeney, CEO of MyCorporation.
com. “I even ordered an entire box for
my team and gave everyone one for
their personal use about a year or so
ago when the toys were at their trend-
ing peak. If I feel stuck creatively, I
spin it around for a few moments. It’s
pretty fun and never fails to help me

1”

get unstuck!

e Euler's Disks. Another common, mul- e
tipurpose toy is the Euler’s Disk. Nick
Galov of Hostingtribunal.com recom-
mends it for combining “stress relief,
socialization, and aesthetics all in one”

“It makes a great visual addition to
any desk, as it’s a multicolored ball that
spins like a top over a mirror;” he says.
“The hypnotic movements combined
with the sounds emanating from the
ball are great for easing your mind on
a stressful day”

¢ Games. Whether you spend a few
moments trying to figure out how to
put a Jack Puzzle back together or
invite a passerby to shoot a few hoops
into a mini basketball net with you,
games offer a chance to recharge.

Steve Adams of The Cyphers

Agency, an integrated marketing
firm, notes the value of hav-
ing a Cornhole game in the ¢

company’s creative lounge. é\_ m

e

It %iﬁ'

“It serves to give writers, design-
ers and web developers a break from
whatever creative block they may hit
(even if we're just playing alone),” he
says. “It also brings together co-workers
from different departments through
impromptu games. It even initiates a
project brainstorm, when two, four or
six employees set up a white board next
to the game and throw out their ideas
while literally throwing bean bags”

Icebreakers. Especially for people
who bring visitors into their office for
meetings, interviews and the like, a toy
on the desk can lighten the mood.

William Taylor, career develop-
ment officer at MintResume, has an
eraser and pencil sharpener set called
Ramen Doodles on display. As the
name implies, it looks like a bowl of
the famous noodles.

“It is definitely a conversation
starter as people often end up visiting
my desk just to ask if it’s edible,” he
says.

Physical reminders. Lastly, just as
workers display photos to boost mood
and remember things outside of the
office, toys can serve the same pur-
pose. A Matchbox version of a dream
car may inspire hard work to someday
obtain the real thing, or a Smurf figu-
rine may trigger a smile because it
reminds you of your childhood.

Samantha Lambert, director of
human resources at Blue Fountain
Media, displays a green army man
standing on a USMC coaster. “My
best friend is a Marine, and this little

green army man protects me from
my own stresses and dark
thoughts,” she says.

=y

o Beth Braccio Hering is

a freelance writer and

frequent contributor to

Business Management
Daily’s Managing People at

g5l s Work newsletter.

Create a
customer avatar

Creating a customer avatar is crucial at
the start of a business, but marketing at
any stage can benefit from going through
the steps of building a character. It’s valu-
able. And, let’s face it: it’s fun.

e Who's your ideal customer? Begin to
categorize, but do the broad strokes.
This is your target buyer. Think demo-
graphics. You may have some analytics
already, or you might be starting from
scratch. Either way, take the time to
identify and create your customer
profile. Then you’ll know how to speak
to them.

e Create your customer's persona. Now
you can really dig into some character-
building. The persona is a boiled-down
version of your target buyer. Where do
they live? What are their interests?
What do they do for work? What is
their news source? Are they a parent?
What social media platforms do they
prefer? What are their goals and values?
What do they spend money on? Where
do they go on vacation? And, one of the
most important questions: What are
their challenges? You can’t reach every-
one, so start with one to three personas.

e How will you reach them? Think over-
all strategy, not tactics. Technology is
great, but tools are just tools. What
matters is starting the conversation
with your customer. Don't just try to
get people “on your list” Don’t manipu-
late people into being leads—they’ll
know what you’re up to. Your client
doesn’t want to be sold, they want you

to help them buy.

e Create your message. Personalize it.
Get on the same page as your buyer.
You know their interests and problems;
now show them how your product can
enhance and help them.

e Update the personas. Often. Use any
information you can. Surveys, analytics
or just plain conversation. Listen. Invite
and use feedback, especially if it’s criti-
cal. Client needs are fluid, so don’t get
stuck. Adapt your vision of target cus-
tomers using what you've learned.

(800) 543-2055
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A hell of a
second act

Imagine getting kicked out of not one but
two rock bands that both went on to
become icons of their era. That’s exactly
what happened to Jason Everman, once
the second guitarist for Nirvana before he
was shown the door.

Then it happened again. Everman got
the boot as bassist for Soundgarden, a
band he truly loved. Between them, the
bands would go on to sell about 100 mil-
lion records.

At 26, a weaker man might have been
destroyed. Everman instead joined the
Army, and this time he refused to be left
behind. He says he wanted to do some-
thing “impossible”

Eventually, he became an elite member
of the U.S. Army Rangers and Special
Forces, fighting the Taliban on horseback
in Afghanistan and joining operations in
Asia and South America. He earned a pile
of medals.

“The bond of locking shields with each
other, working together to defeat a com-
mon enemy; he says, “it’s a heightened
state”

— Adapted from “Everman’s War,” Clay Tarver,
The New York Times Magazine.
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Health and Fitness _
We just knowyou're not

walking enough!

Recent scientific findings have shown
that walking is great for your brain. In
2017, researchers at NMHU found that
the impact on your feet while walking
sends pressure waves up through your
arteries that increase the brain’s blood
supply.

Naturally, this translates directly to
stress management, energy level, focus,
performance—pretty much all the tools
you need to be happy and productive.
Beyond the short-term perks of giv-
ing you a lift and some time to unwind
and think, the long-term benefits are
significant.

Need even more reasons to consider
adding walking to your daily routine?
Here are some more:

* Age doesn't matter. It has been proven
that exercise improves the memory
and reaction time of people of all
ages. Walking can make your hippo-
campus bigger and increase your pro-
duction of BDNE In simpler terms, it
does all sorts of great things for your
brain and your nervous system.

e Exertion level isn’t the answer. Those
who prefer more intense aerobic activ-
ity may not view walking as a serious
form of exercise. Don’t listen to them.
When we're talking brain function,
moderate exercise has just about the
same effect as a more intense workout.

e Pre-serving/preserving. Exercise
before a challenging task or just sim-
ply before your workday gives you a
cognitive boost (pre-serving). Regular
exercise such as walking throughout
your life maintains your cognitive
health (preserving).

e Writers and artists do it. According to
neuroscience, time spent walking
gives us access to the ideas buried in
our subconscious. These are key to
creativity.

e [t helps you sleep. Walking boosts
sleep hormones. Additionally, a study
comparing people who ran versus
walked before bed showed that walk-
ing provided the more significant
reduction in the amount of time it
took to fall asleep.

Innovation Thinking _
Listen to pop culture and profit

In a recent article for Bloomberg Busi-
nessweek, Mary Pilon describes how
“nerd culture, ‘Stranger Things, and the
gig economy have created a world where
Dungeons & Dragons enthusiasts host
games for $500” It’s true; professional
dungeon masters are now a thing. Take
that, 1982.

Most people would hear that, say
something like “You just never know
where money can be made,” and
forget theyd even heard about this
phenomenon.

Leaders in business, however, will
take careful note of this sort of black
swan and realize that it could have
been predicted. The hints were there in
popular culture all along. Rather than

fade into memory with the rise of com-
puter gaming, Dungeons and Dragons,
and the rest of the hobby board gaming
industry, have not only survived but
thrived, thanks in part to the internet
connecting fellow enthusiasts on an
enormous scale. Combine this with the
advent of the 80s “nostalgia industrial
complex” and two hit shows (“Stranger
Things” and “The Big Bang Theory”)
celebrating the geek stereotype—itself
totally transformed by the tech sector
over the past 20 years—and none of this
is really that surprising.

Look around at popular culture.
Watch for the little signs of transforma-
tion. Your next brilliant idea is in there
somewhere.
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scorecard ever

+1 point: I've done a run-through of the
presentation and listened back to it,
and I hear some bad vocal patterns I'll
work on.

+3 points: I've listened to past recordings
of myself, including a run-through of
this one, and I know exactly what to fix
and how to do it.

Are you going to let people just walk out
of the room afterward with nothing to
do? How nice of you to make their lives
so easy!

-3 points: Well, it’s just an informational
talk; I'm not trying to change the
tuture.

-1 point: I have some recommendations
for the audience to follow, but nothing
too direct.

+1 point: I do have a call to action or two
toward the end.

+3 points: Every major point I make in
the presentation is followed by a direc-
tive the audience is urged to try.

What Netflix shows will you be bhinge-

ing on instead of rehearsing for this very

important presentation?

-3 points: I'll go over it once or twice in
my mind and let er rip.

-1 point: I plan to do a couple of informal
run-throughs at my desk or at home.

+1 point: T'll perform it cold several
times.

+3 points: I'm rehearsing constantly—I
want to reach the point where notes are
just a luxury, and I'm totally comfort-
able with the location.

How painful are your jokes these days?

Is this going to be like listening to

Dad try to be funny at Thanksgiving?

-3 points: Humor’s not really my thing.

-1 point: I'll lead off with a little quip, I
suppose.

+1 point: I have a couple lines that might
get a smile, even a laugh.

+3 points: ’'m making sure there are key
moments of humor, and that the lines
are original.

How many innocent trees have to die
this time around so you can pass out your
precious handouts? A dozen? A hundred?

-3 points: People expect handouts, right?
So they’re getting handouts. Pretty
much just a summary of the
presentation.

-1 point: I have handouts to help rein-
force the main points, because other-
wise, 'm not totally sure they’ll
remember them.

+1 point: I'll try to keep the page count to
a minimum.

+3 points: My handouts consist of almost
all additional material to carry the
topic forward—not just highlights
from the stuft 'm supposed to be
teaching with my slides and my voice.

One more thing: Would it be safe to say
that Sony Pictures will probably NOT be
contacting you to adapt your presentation
into a major motion picture because it's
so memorable?

-3 points: I'm not out to change the world
here, it’s just a presentation.

-1 point: 'm not an expert presenter, but
there’s some useful information here.

+1 point: I'm definitely putting a different
spin on this topic than people are
used to.

+3 points: I want people walking out of
the room thinking, “THAT is a profes-
sional I would like to get to know, and
that was SO much more interesting
than I was expecting”

If your final tally is less than 15 points,
remember that being granted a captive
audience is a great way to make or break
yourself as a thought leader. Get serious
about it!

(800) 543-2055

————= \\/pen a leader

falls ill

Business culture places an inordinate
amount of responsibility and stress on its
executives.

Unfortunately, there is plenty of histori-
cal reinforcement to dissuade executives
from stepping down (in the cases of Steve
Jobs or Warren Buffett) or at least tempo-
rarily away to recover from illness or to
prevent burnout. Markets can react to any
perceived faltering in a leader. Realistically,
this situation may create uncertainty, and
it does present possible risk to employees
and shareholders. The fear of loss is real.
Productivity and morale can suffer.

“Corporations and governments alike
promote the image of executives as super-
humans. They expect them to look and act
healthy, even when they are not,” writes
Ella Remmings in an article for Thrive
Global. She lists three questions that need
serious consideration:

1. How does this influence the way execu-
tives approach their own health and
well-being?

2. Does it encourage them to place partic-
ular emphasis on illness prevention?

3. Or does it legitimize going past reason-
able limits while missing—or ignor-
ing—signs of an impending health
crisis?

The issue extends beyond senior lead-
ers. A company’s spoken or unspoken
intolerance for using sick time can lead to
team resentment. Employees will perform
more effectively and be more loyal to a
company that prioritizes the health of its
workers. Furthermore, a company climate
that equates illness with weakness will
certainly dissuade its leader from taking
care of their health if it means missing any
time at work. What a hypocrite, right?

Many agree that changing this prec-
edent and these unreasonable expectations
is going to have to come from the roots of a
cultural change. Burnout alone isn’t neces-
sarily the cause of illness—but a work cul-
ture that doesn’t take balance and wellness
seriously isn't a realistic model. Be protec-
tive of your company, your team and, yes,
yourself.
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No time to eat?
There's a
service for that

Are you a busy professional, trying to eat
healthy, or wanting to spend less time
shopping and meal planning? Chances
are you've tried, or considered trying, a
meal kit delivery service. They may not fit
everyone’s schedule, budget, or cooking
habits, but the sheer variety of options is
alluring.

Here’s a list of some of the best.

e Sun Basket: Health and sustainability
mission. $72/week minimum.

e Amazon Fresh Meal Kits: $38/delivery,
if youre a member of Amazon Prime
($99/year) and Amazon Fresh
($14.99/month). Free delivery on
orders over $40.

e Snap Kitchen: Highly customizable
subscription service, all gluten-free.
$25/week minimum.

e Dinnerly: Emphasis on simplicity with
fewer ingredients and less steps.
$39/week minimum.

¢ Terra's Kitchen: Based on the
Mediterranean diet. $10/delivery.

* Gobble: All their meals take
15 minutes to prepare. $56/week.

e Daily Harvest: Concentrates on
smoothies, soups and bowls.
$69.75/9-cup box.

® Freshly: This one delivers prepared
meals. $50/week minimum.

e Purple Carrot: Focuses on vegetarian
meal plans. $72/week minimum.

e Blue Apron: Everything is precut and
measured, with calorie counts.
$56/week minimum.

e Martha & Molly Spoon: Berlin-based
partnership with Martha Stewart.
$18/week minimum.

e Sakara Life: Plant-based meals from a
holistic health coach and a yoga
instructor. Minimum $80/meal
program.

—Adapted from “All the Best Meal

Kit Services in America Right Now,”
Epicurious.com.
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Great Presentations I

The harshest, meanest presentation

Steel yourself—we want you to put your
upcoming talk through this aggressive
12-point test. Our goal is to poke, nitpick
and annoy until you have all your bases
covered and can express yourself like an
awesome leader, not a text reader.

Let the tough love begin!

Be honest—exactly how excruciatingly

boring is your presentation title?

-3 points: OK, it’s pretty bad, but creativ-
ity isn't my bag.

-1 point: It’s fine, it works. I'm not trying
to win any awards.

+1 point: I'll try a little play on words, ask
a question or maybe create a bit of
mystery.

+3 points: They’ve never heard this title
before anywhere—and this will defi-
nitely raise some eyebrows.

How long will people have to endure

your speech until you tell them an actual

story they can relate to?

-3 points: Story? Um ... I don't have any
of those.

-1 point: It’s going to be a while, but I do
have a good one.

+1 point: I tell a story within a few
minutes.

+3 points: I lead off with one, of course.

How sleepy is the audience going to get

staring at slide after slide of text?

-3 points: Yeah, they all pretty much
consist of lines of text. Sigh.

-1 point: Most of them are really
text-heavy.

+1 point: Some of them are quite text-y,
but it seems necessary.

+3 points: Just a few are text-only—I want
this thing to be as visual as possible.

Precisely how deep will the hole in the
carpet get from you just standing in the
same place through the whole thing?

-3 points: Pretty deep, I suppose. I don’t
have the confidence to get real mobile.

-1 point: I may stray from the lectern
briefly.

+1 point: I plan to be attached to the
lectern just enough to give people a
focus point.

+3 points: I'll always be in motion and
will even walk into the audience if it
helps to dramatize a point.

Is there a doctor on call to help with the
neck problems you're going to develop
staring constantly back at the screen to
read from your slides?

-3 points: Well, I don’t want to lose my
place or miss any of my bullet points,
so yeah, I'll be reading straight off
them.

-1 point: I'm going to try to remember to
get some eye contact going, but some
reading is inevitable.

+1 point: I'll only use my slides as a
touchpoint to not miss topics and hit
key details.

+3 points: I'll only look back to make
sure I'm on the right slide.

When your tech fails you at the worst

possible moment, are you going to totally

freeze so that's all anyone will remember?

-3 points: I'll just wing it if the worst hap-
pens, I guess.

-1 point: I know I'm a good improviser
and can push through any rough
patches.

+1 point: There’s nothing in my presenta-
tion that can be ruined by malfunc-
tioning tech.

+3 points: Heck, I don’t even need slides
or a mic. I could do this whole thing

well using just my natural voice and
body.

Are you bringing along a nice big box to
fit all your um's, ah’s, like's, you know’s
and well’s?

-3 points: 'm not sure what my possibly
irritating vocal mannerisms are, so 'm
hoping I'll catch myself.

-1 point: I know of one or two things I do
that can grate on an audience, and I'll
try to remember to make them less
irritating.
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J An Expert’s View
Break your personal cycle

of discord

It’s going to happen again sometime this
month, or even this week: A new work
conflict is going to kick the same old
petty exchanges into gear. The founder
and director of the Harvard International
Negotiation Program, Daniel L. Shapiro,
Ph.D,, recently explained to a webinar
audience how it always seems to work—
and what you might be able to do to fix it.

In his words:

“Let’s talk about what Sigmund Freud
originally called ‘repetition compulsion’
The basic idea is that we all, in our con-
flict situations, tend to repeat the same
dysfunctional patterns of behavior again
and again and again,

Daniel L. Shapiro, Ph.D.

with this colleague. I call it the ‘cycle of
discord’ If you and I are in a conflict, we
start doing that conflict dance that we
know so well: You step on my feet three
times, I step on your feet three times; I
say this, you say that; I demean you, you
demean me ... and we finally make up,
but with negative impact reverberating.
“Tonight as you're heading home
from work, ask yourself: What is your
own pattern of conflict in a relation-
ship with—someone who's close to you,
somebody at work or at home? Who
starts the conflict—is it you? Or does it
come from the other side, where they
confront you and you

even though we know
we shouldn’t. When
you get into a conflict
with a colleague, you
know the things you
shouldn’t say, but there
is something strange in
our DNA that causes us
to do it. We shouldnt
say these things
because we know the
outcome. It's not useful.
“Sigmund Freud,
many years back, ini-

Tonight as you're
heading home from
work, ask yourself:

What is your own
pattern of conflict in

a relationship with—
someone who's close
to you, somebody at
work or at home?

avoid? Or do you con-
front the moment they
do, and then they back
down, and you accom-
modate to them?

“The benefit in trying
to understand the cycle
of discord is that once
you plot it out, you can
try to change any one of
those nodes. You change
one little bubble, you
change the entire cycle.
You can resist repetition

tially assumed that

human beings are driven by an interest
in moving toward pleasure and away
from pain; that theory, which he called
the ‘pleasure principle; worked quite
well for him until he started conduct-
ing therapy—for example, with women
in domestic abuse situations. And he
asked himself, ‘Why do we walk out of
one abusive situation only to walk into
another, equally painful one?” From that,
he developed the concept of repetition
compulsion.

“It looks like this: There’s some trigger
that happens. For example, a colleague
might demean your status in a meeting,
treating you with less respect than you
feel you deserve. For the rest of the day,
you find yourself in a negative pattern

compulsion.

“It’s not easy, because it’s part of our
identity. If my wife and I are in a conflict
and she confronts me, I know I should
listen. I know I should, but there’s this
little thing inside me that says CON-
FRONT CONFRONT CONFRONT.

It's what I'm used to, it's what I know.
To try to break free of that compulsion
can often feel unnatural. We're trying to
change a part of our identity.

“What tends to trigger you? What
gets your emotions roused? Then, what
does your own cycle of discord look like?
And finally, what’s the one thing you
might do to break it?”

Daniel L. Shapiro, Ph.D.,is the founder and director
of the Harvard International Negotiation Program.

The accidental
genius of
Monopoly

Elizabeth Magie—suffragette, stenogra-
pher, writer, journalist, inventor, come-
dian, actress, engineer—was also a game
designer. A devotee of economist Henry
George, she published an outline of a game
idea in the Georgist journal Land and Free-

dom in 1904. This was the earliest version of

Monopoly, called “The Landlord’s Game.

She rebelled against an oppressive
religious and economic climate that
game designers like Milton Bradley were
flourishing in. The game board itself had
been used as a delivery system for moral
or practical lessons to players. But Eliza-
beth—or Lizzie—thought the board could
be used for more revolutionary purposes,
like promoting radical tax reform, or
teaching children about \

how capitalism \V |4 S o
worked. — : T

The i u
Landlord’s

Game wasn't MM

a big commer-

cial hit, but its

devoted underground following at places
like Harvard, Columbia, and the Whar-
ton School loved it, as well as Quakers in
Atlantic City. As it traveled, the details of
the game evolved; streets were named, and
the properties given fixed prices.

Philadelphian Charles Darrow is known
as Monopoly’s inventor, but he really just
redesigned the board with an illustrator’s
help and finagled a sale to Parker Brothers
that made him a rich man. He was given
sole credit as the inventor.

“Magie had created the primordial
Monopoly, a pastime that would eventu-
ally be packaged into the most lucrative
board game of the modern era, though
Magie’s role in its invention would
be almost entirely written out of the
historical record,” writes Steven Johnson
in his book Wonderland: How Play Made
the Modern World. “Ironically, the game
that became an emblem of sporty capitalist
competition was originally designed as a
critique of unfettered market economics”

(800) 543-2055
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3 ways to save
time on email
Executive coach Stever Robbins recom-
mends these tips:

1. Turn your spellcheck off. When you are
writing fast, he says, all those red squig-
gly lines can cause you to pause to cor-
rect. That steals your focus.

2. Summarize your message in the sub-
ject line. A quick line about what is con-
tained in the email will help people
know what it’s about without even open-
ing it. For example, instead of “Meeting
cancelled,” include “4/10 meeting can-
celled indefinitely”

3. Include all your scheduling details in the
first email. You can end up with a great
deal of back and forth if you include
things like “T am free tomorrow. You?”
Instead, provide several options. For
example, “I am free all day tomorrow,
after 1-5:00 p.m. on Wednesday, 10-12:00
on Thursday, and unavailable Friday. Just

shoot me a time, and I'll make it happen”

— Adapted from Get-It-Done Guy’s 9 Steps to Work
Less and Do More, Stever Robbins, St. Martin’s Press.

Inflection points

Continued from page 1

¢ Get out of the building. Leave your safe
space. Pursue inspiration and ideas from
outside your normal interactions.
McGrath quotes Steve Blank: “There are
no answers in the building”

¢ Create incentives that reveal useful, if
awkward, information. Powerful business
incentives can block or hamper crucial
lessons. Don't stop listening to things you
don’t want to hear.

¢ Avoid denial. Talk to the future that is
unfolding now. Believe that it’s a gradual
process, and that it’s starting now, and
you'll cultivate and keep insight.

— Adapted from Seeing Around Corners: How to
Stop Inflection Points in Business Before They Happen,
Rita McGrath, Houghton Mifflin Harcourt.

Communication Skills _
Lead confidently on video: 5 tips

If you're interested in creating videos but
feel a little timid in front of the camera,
join the club!

Let’s take a deep dive into the abyss
of confidence building and resurface
with five treasure-rich tips to help you
stay more comfortable and confident on
camera. These bite-sized lessons will also
make it easier to increase your authentic-
ity and approachability on screen, while
developing a stronger relationship with
your audience.

1. Outline your message. But don't pres-
sure yourself to create the entire script
and wind up sounding like a robot.
Bullet points effectively guide your
presentation, while still enabling you
to speak with spontaneity as you
build them out more naturally during
the actual filming. Your vocal variety
and facial expressions will also emote
with greater sincerity and inspire
trust from viewers.

2. Setyour hody free. Elbow aside your
performance anxiety—rather literally.
Body posture and instinctive hand,
arm and other gestures can help you
stay relaxed and positively supple-
ment your message. When an audi-
ence feels the energy of your words
through genuine body language, they
will be more interested and engaged.

3. Remember to breathe. Coming to a
tull stop at key points of your talk and
breathing deeply will decrease tension
and help you stay more focused. Your
audience needs a moment of pause
just as much as you do. Otherwise,
racing through the presentation will

dilute the effectiveness of your mes-
sage, and it will distract and demoti-
vate others from keeping up.

4. Letyour eyes do the talking too.
While speaking loudly may project
more confidence, nonverbal cues
impact the quality of the conversation
as well. When looking at the camera,
visualize yourself speaking to a real
person (e.g., friend or family mem-
ber) and maintain eye contact. This
can help you convey a more heartfelt
message that increases engagement.
When you enable a viewer to feel like
you're appealing directly to him or
her, they will be more invested in you
and your message—and more likely
to consume other videos you produce
in the future.

5. Leverage your surroundings. Position
your camera at a comfortable angle,
but get close when recording to estab-
lish a more dynamic connection with
viewers and entice them to watch
your video. The golden “rule of
thirds,” whereby a presenter stands oft
center, is another visual technique
that commands attention and
strengthens your ability to communi-
cate with viewers. To provide addi-
tional value, you might consider
using the open space on the side of
the frame to add informative graphics
or text related to your presentation or
branding, such as your logo.

Michelle Pefia is a senior editor at
Business Management Daily. You can
follow her on Instagram @michymashup
and LinkedIn @michymash.

What your brain needs

Continued from page 1

5. Emotional management. Emotions
are part of our evolutionary survival
skills. They’re part of decision-making,
and management of them makes us
much higher performers in all
situations.

6. Socialization. We're wired to connect.
Quality connection adds a lot of brain
health and resiliency.

7. Synergy. PR.O.C.E.S.S. is not a rigid,
one-size-fits-all set of ideals. Everyone
is going to have different needs, and
the components should be tailored to
each individual.

— Adapted from “The Sweet Adversity” Podcast
with Nick Dinardo, October 5, 2016, Episode 48.
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Leadership Tips _

Rushing to a big meeting? Give your-
self an extra few seconds before you
burst in. By pausing outside the door,
taking a few deep breaths and regain-
ing your composure, you can make an
impressive entrance. You'll make a
positive first impression, rather than
shaking hands with sweaty palms and
panting as you take a seat.

In an email, don't sign off with
“thanks” when your message is clear
that you're giving something to, or
have done a favor for, the person

(“Hi Sue, Attached is the report you
requested. Thanks, Joan”); or even if
your note is just informational

(“Hi there Joe, I can’t make the 3 p.m.

meeting. I have a dentist appointment.

Thanks, Dan”). You shouldn’t have to
thank someone for accepting your
hard work or just for reading your
email. It's a weird habit if you think
about it. Save those thanks for when
they count!

Don’t apologize for making tough
decisions, says Kurt Wagner at mash-
able.com. You can’t always tell people
what they want to hear, and unfortu-
nately, you’ll have to make calls that
adversely affect them. Be confident and
clear whenever you announce a change
or explain what needs to happen.
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What your brain needs to thrive

We still know so little about the brain, but

it’s possibly the most important factor in
quality of life and performance. Dr. John
Sullivan, a Clinical Sports Psychologist,
Sports Scientist, and CEO of Clinical &
Sports Consulting
Services, worked
with communica-
tions expert Chris
Parker on a book
called The Brain
Always Wins.

In the book, Sulli-
van and Parker break
down the seven com-
ponents of what it takes to have ongoing
brain health (spelling out PR.O.C.E.S.S.).
“As a culture, we've been taught about
instant gratification and easy wins,” said
Dr. Sullivan on an episode of “The Sweet
Adversity Podcast” “OK, it occasionally
happens. But most things are a process.”

1. Physical activity. This keeps the brain

healthy by increasing oxygen, blood
flow, glucose and cerebral fluid.

2. Rest and recovery. The brain detoxifies
during sleep. In Western culture, we're

bad at this. All of the
systems are affected
by inadequate
regeneration.

3. Optimal nutri-
tion. We're learning
more all the time
about how the gut
has its own nervous

system. It’s a relatively new thing in human
evolution to eat for enjoyment only.

4. Cognitive training. There are things we

can do to load our brains in beneficial
ways to facilitate retention, memory,
decision-making and problem-solving.

Continued on page 2

Change Management N
Inflection points: Beware, prepare

An inflection point is defined as a time of
significant change, a turning point. In her
book Seeing Around Corners: How to Stop
Inflection Points in Business Before They
Happen, Professor Rita McGrath explores
how to better identify, prepare for and
respond to them:

¢ (Create mechanisms that direct informa-

tion flows from the corner office to the
street corner. One of the most effective
recipes for blind spots is that leaders

isolate themselves from the people who

can tell them what is really going on.

e Make sure you are leveraging diversity
of thought. We tend to draw our expec-

tations from our own frames of refer-

ence. Ask yourself regularly if you're
inviting diverse viewpoints into your
discussions.

Balance Type 1 and Type 2 decisions.
Empower agility but create balance.
Agility refers to a business’s ability to
rapidly respond to changes by adapting
its configuration. Be ready to meet mar-
ket and environmental changes with
flexible strategies.

Instrument the edges. Foster little bets.
Fighting through bureaucracy to get
approval to move forward can smother
creative ideas. Come up with ways to
solicit ideas from people throughout

our organization.
Y § Continued on page 2
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