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--John C. Maxwell

Mistakes people make
while giving presentations

lllll Crossing your

arms/legs. When
crossing your arms,

you are sending a
subtle message that

you are not open to
others and that you

feel threatened.
Likewise crossing

your legs when you
are standing betrays

nervousness and
lack of

professionalism.

lllll Turning your back

on the audience.
Turning your back tells an audience

you don’t really care about them, it’s
just plain rude.

lllll Avoiding eye contact.  Avoiding eye
contact is something insecure people

do unconsciously to avoid
confrontation.  But a presenter needs

to feel secure and confident, and one
way of showing this is to look people

in the eye.

lllll Staring at a single spot in the

audience.  Staring at a single spot in
the audience area is never a good

choice.  Because people
notice when you are not

looking at anybody, and just
like making upward eye

movements, staring at a
single spot makes you look

like you are not sure of
yourself.

lllll Standing in the
same position the entire

presentation.  If you are
a presenter who stands in

the same place because
you are afraid to trip and

fall, you need to know that
the odds on this are really

high. To avoid this fear, wear
comfortable shoes.

lllll Walking too fast and for too long.
If you are constantly walking, or of

you are walking too fast , people will
think you are nervous too, Clearly

that’s not your goal.

lllll Repeating gestures...a lot.  Your

gestures should serve to
emphasize your messages and not

be a crutch when you don’t know
what to do with your hands.

How to be a better leader
Florence Bindelle, Executive Director,

Federation of European Risk Management

Associations (FERMA), shares her five tips

on how to be a better leader:

••••• Listen: to team members’ opinions, find

strengths and delegate accordingly.

••••• Curiosity:  know your environment,

ability to change.

••••• Vision:  communicate your goal, explain

clearly where you want to go.

••••• Confidence:  work to maintain levels of

trust going forward among the team.

••••• Recognize:  efforts, achievements

ideas.

Source:  MCI, FOCUS

Remembering the three
phrases for engagement

When you are training future managers,

don’t forget the importance of teaching

them how to effectively motivate and

engage employees. Here are three

phrases for them to memorize (and for you

to use as well):

1.  What do you need from me?

Employees like to hear that their managers

are committed to their success.

2. Thank you. Always show appreciation

for good work.

3. Let’s fix the mistake. Don’t throw

blame.  When an employee admits an error

address it and move on without

embarrassing anyone.

Source:  http://www.hrcommunication.com/

9 habits that lead to
terrible decisions

In an effort to understand the root cause of
poor decision making, Jack Zenger and
Joseph Folkman, HBR Blog Network, Harvard
Business Review,  enumerated factors as the
most common paths to poor decision making:

1. Laziness. This showed up as a failure to
check facts, to take the initiative, to confirm
assumptions, or to gather additional input.
Basically, such people were perceived to be
sloppy in their work and unwilling to put
themselves out. They relied on past
experience and ‘expected results simply to be
an extrapolation of the past.

2. Not anticipating unexpected events.
There is excellent research demonstrating that
if people just take the time to consider what
might go wrong, they are actually very good
at anticipating problems..

3. Indecisiveness. Oftentimes indecision is
worse than making the wrong decision. Those
most paralyzed by fear are the ones who
believe that one mistake will ruin their careers
and so avoid any risk at all.

4. Remaining locked in the past. Some
people make poor decisions because they’re
using the same old data or processes they
always have.

5. Having no strategic alignment. Bad
decisions sometimes stem from a failure to
connect the problem to the overall strategy. In
the absence of a clear strategy that provides
context, many solutions appear to make sense.
When tightly linked to a clear strategy, the
better solutions quickly begin to rise to the top.

6. Over-dependence. Some decisions are
never made because one person is waiting
for another, who in turn is waiting for someone
else’s decision or input. Effective decision
makers find a way to act independently when
necessary.

7. Isolation.  Sometimes people lack the
necessary networking skills to access the

please see con’t at the back...

Source:  http://www.businessinsider.com/
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right information. Other times, we’ve found,
people do not involve others because they
want the credit for a decision. Unfortunately
they get to take the blame for the bad
decisions, as well.

8. Lack of technical
depth. Organizations today are very
complex, and even the best leaders do not
have enough technical depth to fully
understand multifaceted issues. But when
decision makers rely on others’ knowledge
and expertise without any perspective of their
own, they have a difficult time integrating that
information to make effective decisions.

9. Failure to communicate the what,
where, when, and how associated with
their decisions. Some good decisions
become bad decisions because people don’t
understand – or even know about — them.
Communicating a decision, its rational and
implications, is critical to the successful
implementation of a decision.

Source:  HBR Blog Network, by Jack Zenger and
Joseph Folkman  

con’t, 9 habits that lead...

Finishing your team
building activity the right way

When you hold  a team-building activity, don’t

forget the most important step:  the follow-

up.  After the exercise is complete, meet  with

your people to discuss what you’ve learned

and how everyone can put the lessons into

practice back at work.  Collect feedback on

the activity’s effectiveness and fun.  Take

steps to implement actions based on what

you’ve learned before it fades.  All this will

help ensure the exercise’s  long-term impact.

Source: http://www.hrcommunication.com/

Motivating employees
Don’t just tell employees what they’re doing

wrong.  Point out positive performance

whenever you see it, and show your appre-

ciation for good work.  They’ll feel more mo-

tivated if they know exactly what you and your

organization want from them

http://www.firstdraft.biz/

Speaking trick
Move around during your speech.  Research

shows that when our bodies are on the

move, our brain get more oxygen, which

increases mental sharpness.  Walk  from

one end of the stage to the other.  Use body

language to deliver your message. Ditch the

podium to expand your space.  Whatever you

can do to get oxygen flowing to your head.

Source: Himay Zepeda,  www.ragan.com

Ditching employee training
and development is a bad strategy

In 1979, companies gave employees an

annual average of 2.5 weeks of training; now,

workers are lucky if they get even a few

hours of coaching. That might make sense

in terms of reducing short-term costs, but

it’s bypassing a pipeline that produces

valuable talent, writes Peter Cappelli. “We

need a different approach: one where

employers are not just consumers of skills,

but are part of the system for producing

them,” he argues.

Source:  SmartBrief on Leadership

Why you should bend over

backwards for your clients
Clients wi l l  general ly develop an

impression of you for one of two reasons.

Your products of services are particularly

poor, or your product or services are

extremely good.  Which impression are

you leaving? The worst impression? To

leave no impression at all because your

products, benefits,  and client service reps

are so luckluster.  If client service is

impeccable, there will be less emphasis

on what you can’t do for them.  Engaging

clients properly requires listening and

providing what is needed and at the least

leaving them with a clear answer and the

feeling that someone has taken the time to

listen and react, even when the answer

may not be exactly what was needed.

Source:  199 Ideas, Member Service and

Engagement,  Associat ion of American

Executives.

Learning the practice of forgiveness
The best leaders use the practice of

forgiveness to transform themselves and

their organizations into forward-looking, agile

learners and promote better results every

day, writes Kevin Eikenberry . “When we

don’t forgive others, we set ourselves up for

animosity, reduced productivity, more conflict

and drastically lowered trust”, Eikenberry,

writes.

Source: kevineikenberry.com

Cultivating your
strategic side

Execut ives  genera l l y  need to

demonstrate they are strategic leaders,

not just effective at operations, writes

Dan McCarthy. To develop your strategic

side, it pays to read widely, network like

crazy, volunteer to serve on a strategic

planning committee of a community

organization or nonprofit board, and get

fami l iar  wi th the var ious st rategic

frameworks   McCarthy writes. “ ’Being

strategic’ isn’t some innate skill we are

born wi th  — l ike  most  leadersh ip

competencies, it can be learned and

developed over time,” he adds.

Eliminating
opportunities to fail

If you remove all of the avenues through

which clients can become dissatisfied,

clients will stay.  Then you can invest your

time in absolutely delighting them.

Source:  199 Ideas, Member Service and

Engagement, Association of American

Executives.

The nation will find it very hard to look up to

the leaders who are keeping their ears to the

ground. —Sir Winston Churchill

Source:  management.about.com


