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I suppose leadership at one time meant muscles; but

today it means getting along with people.

--Mahatma Gandhi        --Warren Bennis

10 things the best speakers never say
Many speakers have never
reflected that they must be
considerate to their audi-
ences. If you’re in this boat,
this practical list of don’ts
will open your eyes and
improve your next talk.
Here’s what Boris
Veldhuijzen van Zanten,
accomplished speaker
and founder of
TwitterCounter, and the
Next Web,  thinks you
should never say:

1. “I’m jet-lagged/tired/hungover.” One in
five presentations at any conference starts
with an excuse: “They only invited me yes-
terday,” or, “I’m really tired from my trip,” or
some other lame excuse the audience
doesn’t want to hear. The audience just
wants to see you give it your best. If you feel
like crap and can’t give it your best, maybe
you should have cancelled. Take a pill, drink
an espresso and kill it!
2. “Can you hear me? Yes you can!” This
is how many people start their talks. They
tap a microphone three times, shout, “Can

you all hear me in the
back?” and smile apologeti-
cally when it becomes clear
that everybody can hear
them, but no one raised
their hand. It isn’t your re-
sponsibility to check the
audio. There are people for
that. (And if there aren’t, test
the volume ahead of time.)
3. “I can’t see you be-
cause the lights are too
bright.”Yes, when you are
on stage the lights are bright

and hot and it will be difficult to see the audi-
ence. But they don’t have to know that. Just
stare into the dark, smile often, and act like
you feel right at home. Feel free to walk into
the audience if you want to see them up
close.
4. “I’ll come back to that later.” If you hap-
pen to stumble on an audience eager to learn
and interact, grab that chance and enjoy it. If
someone has a question you will address in
a later slide just skip to it right away. If some-
one is brave enough to raise their hand and

please see con’t at the back...

Assigning tasks carefully for success
Smart managers don’t just assign challeng-

ing tasks; they convince employees that

those tasks are valuable—and realistic. Keep

motivation for achieving stretch goals high

with these pieces of advice.

• Break up large tasks. Most large tasks

can be divided up for greater efficiency. If you

assign a task to a single employee, ask him

or her to plan a sequence of intermediate

goals and discuss them with you before

starting. If you assign a team, have employ-

ees work on different segments at the same

time to get results more quickly.

• Ramp up to difficult tasks. Build in time

for a learning curve when the task presents

greater difficulty than usual. Start with initial

steps that are as simple as possible to pre-

pare your employees for the more difficult

work. Employees will gain confidence as they

go.

• Scrutinize regular tasks. Don’t you have

a few routine procedures that are always

done the same way? Analyze them closely

with your employees, and you may find that

all the usual steps aren’t necessary every

time out.

• Buy time for rush tasks. When you’ve got

a last-minute job to complete, find out

whether everything must be completed by

the same date. If the most-needed parts can

be done by the due date, with the less criti-

cal parts to follow, you’ll have more time to

do a good job.

Source:  http://www.managebetter.biz

4 effective internal
communications

technique
Eliciting the best work from your employ-
ees is the mark of an effective leader. But,

effectively communicating what you expect
from them can be difficult. Below are four

tips to communicate your expectations
clearly and effectively:

1. Reinforce your expectations. As with

any conversation, you should use simple
and direct language when communicating

your expectations.
2. Explain who, what and how. To com-

municate clear expectations in a constantly
changing startup environment, make sure

that employees always know what you are
trying to achieve, how you plan to get there,

and who will do what to reach that outcome.
3.  Notice what the work environment

communicates to employees. For em-
ployees to meet your expectations, the work

environment has to support the behaviors
you want to see

4. Take a personal interest in your em-
ployees. Your employees come to the work-

place with their own wants and needs, so
getting to know each person individually

helps you ensure that they understand your
expectations and feel motivated to meet

them.

Source:  Nadia Goodman, freelance writer in Brook-

lyn, New York. She is a former editor at

YouBeauty.com.  She is also a writer for

www.ragan.com

The best part
of leading

The best part of leading is bringing out the

leader in others, writes Bill Treasurer,

www.smartblogs.com.  Treasurer said that

leadership is a privilege and  that when you

are in a leadership role, your influence may

affect the trajectories of people’s entire ca-

reers (and, often their lives!)  When you do

it right,  you create a legacy of other leaders

who can bring their goodness into the world.

To lead is to apply the best of yourself in

order to get others to apply the best of them-

selves. The dividend of great leadership is

more great leadership, Treasurer adds.

Source:  www.smartblogs.com

“Leadership is unlocking people’s potential to become

better” --Bill Bradley
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ask you a question, compliment them and
invite the rest of the audience to do the

same. Never delay anything.
5. “Can you read this?” The rule is to make

the font size on your slides twice the size of
the average age of the audience. That

means that if you expect the audience to be
40 then you are stuck with a font size of 80

points. You won’t be able to fit a lot of 80-
point text on the slide That’s a good thing

and brings us to the next rule.
6. “Let me read this out loud for you.”

Never ever, ever, ever add so much text to a
slide that people spend time reading it. And

if you do, make damn sure you don’t read it
out loud.  Only use short titles on slides, and

memorize any text you want the audience
to read.

7. “Shut off your phone/laptop/tablet.”
Once you could ask an audience to shut off

their devices. Not anymore. Now people
tweet the awesome quotes you produce or

take notes on their iPads. Or they play soli-
taire or check Facebook. You can ask the

audience to set their phones on silent mode,
but apart from that just make sure your talk

is so inspiring they will close their laptops
because they don’t want to miss a second.

8. “You don’t need to write anything
down or take photos; the presentation

will be online later.” It’s cool that you will
upload your presentation later. But if it’s a

good presentation it won’t contain too many
words (see point 4) and telling them not to

write won’t be of much use to the audience.
9. “Let me answer that question.” Of

course it is awesome if you answer a ques-
tion right away, but you need to do some-

thing else first. Often the question from an
audience member will be clear to you but

not to the audience. So please say, “I’ll re-
peat that question so everybody can hear

it,” and then answer it.
10. “I’ll keep it short.” This is a promise

no one keeps. But a lot of presentations start
that way! The audience really doesn’t care

if you keep it short. They’ve invested their
time and want to be informed and inspired.

So say, “This presentation is going to change
your life,” or, “This presentation is sched-

uled for 30 minutes, but I’ll do it in 25 so you
can have a coffee earlier than expected.”

Source:  Jeff Haden, www.ragan.com

Why compassion is a better
managerial tactic than toughness

How should we react when an employee is

not performing well or makes a mistake? Our

traditional approach is to reprimand the em-

ployee in some way with the hope that some

form of punishment will be beneficial:  it will

teach the employee a lesson. Some man-

agers, however, choose a different response

when confronted by an underperforming

employee: compassion and curiosity. What

does research say is best? The more com-

passionate response will get you more pow-

erful results. First, compassion and curios-

ity increase employee loyalty and trust. Re-

search has shown that feelings of warmth

and positive relationships at work have a

greater say over employee loyalty than the

size of their paycheck.  In particular, a study

by Jonathan Haidt of New York University

shows that the more employees look up to

their leaders and are moved by their com-

passion or kindness (a state he terms eleva-

tion), the more loyal they become to him or

her. So if you are more compassionate to

your employee, not only will he or she be more

loyal to you, but anyone else who has wit-

nessed your behavior may also experience

elevation and feel more devoted to you.  Con-

versely, responding with anger or frustration

erodes loyalty. As Adam Grant, Professor at

the Wharton Business School and best-sell-

ing author of Give & Take, points out that,

because of the law of reciprocity, if you em-

barrass or blame an employee too harshly,

your reaction may end up coming around to

haunt you.

Source:  https://hbr.org

Delivering praise for its own sake
Good work deserves appreciation, not ma-

nipulation. When your praise is immediately

followed by a request— “Your comments in

the meeting are always great. Would you

mind leading the meeting from now on?” for

example—your comments can seem like an

attempt to soften up the recipient before

asking for more work. Offer praise when it’s

due, but separate it from requests for addi-

tional duties. The praise will have more im-

pact if offered for its own sake, not as a shift

to a different topic.

Source:  http://www.managebetter.biz/

Using simple visuals in
your next presentation

After a presentation ends, what usually

sticks with people are the visuals. To make

your visuals more compelling, keep them

simple. Use graphics, icons, and symbols

to reinforce concepts. Use key words, not

full sentences, and bullets, not numbers, for

non-sequential items. And stick to only one

concept and no more than six lines of text

per slide or page – and only three to six ideas

on each flip chart or whiteboard display. Re-

member, not all visuals enhance a presenta-

tion.

Source:  Management Tip of the Day, Harvard

Business Review

Seeking support to lead your team
When you take on a leadership role, one of

your first steps should be finding out where

your support lies. Talk to team members and

identify which ones you can count on. Don’t

leave anyone out of the process. Once you

know everyone’s views, even those you dis-

agree with, you’ll be better able to influence

the team. Remember, though, that the sup-

port of your team members may not be suf-

ficient to effectively lead if you don’t have a

clear vision and the ability to share it with

everyone on your team.

Source:  www.managebetter.biz

Using reviews to review
your own performance

The best way to find out whether your man-
agement efforts are hitting their mark is to ask

your employees. And one of the best times to
ask is during their annual performance reviews.

During evaluation sessions, take time to ask
each employee what you could do better to

improve your management or communication
style, to increase productivity, or to create a

more positive work environment. They’re al-
ready focused on performance, so sharing their

thoughts will come naturally. They’ll also see
the review as more of a give-and-take discus-

sion than a one-way lecture, which will help
them feel more involved in the process of im-

provement.

Source:  http://www.managebetter.biz/

con’t, 10 things...

“A great leader’s courage to

fulfill his vision comes from

passion not position”

--John Maxwell


