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Are you…







	Preparing for a leadership position and craving a roadmap so you can start out strong?


	Confronting the joys and difficulties in your first years of leadership?


	Looking for ideas to expand your skills and revitalize your passion for the work?


	Wishing you understood what your colleagues think and why they do what they do?


	Studying business, longing for a primer that offers practical help?


	Searching for group leadership materials to train, motivate, and inspire?


	Committed to supporting leaders you know in their worthy endeavors?





Be a Great Leader by Friday is exactly what you’re looking for. Whether you are pursuing business, community, family, or any other arena, this book is filled with practical wisdom, time-tested principles, and inspiration for aspiring and already-in-the-trenches leaders to be and do their personal best.


In just five days you’ll master leadership basics, identify your strengths and weaknesses, and discover how to take the best advantage of both. You’ll learn how to maximize relationships with those you serve and who serve with you and craft your unique culture that will motivate your colleagues, assist with problem-solving, and provide a win-win community for all. You’ll grow and refine leadership traits and strategies, while feeling a sense of fulfillment and accomplishing a work-home balance.


The winning plays in this book will prepare and energize you to positively impact your colleagues and clients. But that’s not all. Your newfound knowledge, skills, and confidence will benefit you anywhere you roam. What’s not to like about that bang for your buck?


Simply turn the page to spark your world-changing potential.


You’ll be glad you did.
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This book is affectionately dedicated to Dennis Michael O’Reilly, the epitome of a great leader.


He listens well, expects the best and gets the best, defers credit to others, gives them a second chance, and holds them to the highest standards.


His dedication to his craft and to relationships with teachers, parents, and scholars is unparalleled, garnering their deep respect.


Dennis wrote the original charter for The Leman Academy of Excellence with his wife, Krissy. He served as the first principal at the original Marana campus, and was the stellar Head of Schools who led the Academy to its award-winning status.


It has been my privilege to watch his leadership and all those who have prospered as a result.


Dennis, I hope you take personal pride in your accomplishments and the continuing legacy of a job well done.













Introduction










It’s All About the Three Rs






Your opportunity to positively impact your spheres of influence starts right now.


Want to impact the world for good? You can! And as a leader, you have the unparalleled opportunity to do that every single day.


Whether you are neck-deep in being a new leader, a veteran with lots of stories to tell, taking classes in business, or considering pursuing a leadership position, there is something you need to know. Leadership isn’t just a job. Neither is it only a position or title. If that’s all it is to you, you won’t stay a leader for long. Leadership is a lot of hard work. Sitting on the sidelines and letting others take the lead is far easier.


Instead, leadership is personal. It’s a mindset that highlights relationships, welcomes expanding skills, and grasps the unparalleled opportunity to be a change-maker. No matter the arena of leadership you pursue, this book will provide you with the practical information and inspirational motivation you need to become a successful leader.




Leadership is personal. It’s a mindset that highlights relationships, welcomes expanding skills,and grasps the unparalleled opportunity to be a change-maker.





If I asked you to summarize your goal(s) as a leader in one sentence, what would you say? For many, that would be a tough exercise because likely many goals fight for attention in your head. But if you and I talked for even 10 minutes, I have no doubt we’d zero in on your most important goal. A goal, in fact, that every single leader on the planet shares.


Talk to leaders anywhere, and you’ll find they’re all looking to do the same thing: motivate their people to do the best job possible. Along the way, if they are in business, leaders also want to expand their contacts and make some money. If they are community leaders, they want to start and finish projects well and stretch their circle of influence. If they are leaders in their homes, they want to do the right thing for all family members and forge beneficial relationships that will stand the test of time and weather.




Talk to leaders anywhere, and you’ll find they’re all looking to do the same thing: motivate their people to do the best job possible.





How exactly do you motivate those you serve and who serve with you to do the best job possible? It’s all about the 3 Rs: Relationships, Relationships, Relationships.


Yes, you read that right.


Relationships are so important to leaders that I’ve repeated the word three times. Beneficial, productive relationships with colleagues, customers, and anyone else you come in contact with at work, home, and in your community are critical to your success as a leader. Therefore, you’ll find the important thread of relationships running throughout this book.


Why are the 3 Rs so important? It’s simple. If you don’t understand people, you won’t get anywhere close to accomplishing your goals. That’s why I believe every leader needs to be a psychologist of sorts. The more you understand about how humans “work” and why they do what they do, the more equipped you’ll be as a leader in any sphere of influence. Your unparalleled opportunity to make a positive impact starts with understanding and relating to people.





What I Learned Peddling Magazines


The idea that knowing basic psychology is valuable to business and leadership dawned on me when I was…not in college.


It was spring, and I’d arrived in Tucson, Arizona, after doing not so well at a small college in the Midwest. By not so well, I mean I somehow managed to pull off a C average during my freshman year by making use of the fear factor, aka, fear of having to go to work. However, even that motivation tanked sophomore year, and I started flunking courses.


My college career ended swiftly when my jokester side took control too strongly, and I pulled the ultimate no-no prank. I stole the “Conscience Fund” from my dorm for a laugh. The college dean wasn’t amused. We had a short-but-not-too-sweet exchange. I left that office with a very firm invitation to leave school permanently.


What would I do next? I had no idea. My parents had recently moved to Tucson to escape the bitter winters of Buffalo, New York, so I hightailed it in that direction. I figured at least then I’d have somewhere to sleep and Mom’s cooking while I figured things out.


The only work I could find in Tucson was a janitorial job at a medical center, working full-time at such a low wage that it barely covered my gas and other minimal expenses. It didn’t take me long to reason, This isn’t what I want to do with my life. Maybe I’d better give college another shot. This time I decided on the University of Arizona. But how would I get the money?


I landed a job selling magazines door-to-door. My intensive training lasted all of one afternoon. Here’s the strategy I learned. You walked up to the front door, smiled, and gave a basic pitch. “Hi! You’re probably very busy, but could I take a minute of your time? We’re conducting research for a nationally known firm, and we’re in your neighborhood today. We’d like you to tell us which four magazines on this list you’d like to have absolutely free.”




I landed a job selling magazines door-to-door. My intensive training lasted all of one afternoon.





If the person took that card listing dozens of magazines and started looking at it, you knew you had a chance. And if that customer actually picked four magazines she wanted “absolutely free,” you knew you almost had a sale. But there was a catch. You had to get the front money—the down payment on three more magazine subscriptions that the customer had to buy in order to get the other four free.


The training taught you to say, “That’s right. It’s only $7 down and $2.95 a month.” This was 1962, so the prices were a little different. What we were told not to mention was that the customer would pay $2.95 a month for 26 months. Do some simple math, and you’ll realize that’s an additional $76.70 to that $7. That meant the customer was really paying $83.70 for the seven magazine subscriptions—the three she was buying and the four “free” ones.


There’s nothing new about that kind of approach. It’s called getting suckers to buy on impulse. You aren’t exactly lying, but you aren’t giving them all the information either. And they still are getting a good deal: seven magazines for about 12 dollars a year per magazine.


Keep in mind that $83.70 wasn’t exactly cheap in 1962, so peddling magazines like that was often a tough sell. It was even more so when a customer had enough sense to ask, “$2.95 a month for how many months?” But I needed a job, even with the odds against me of finding customers who could be fooled by the “get four free and buy three more” sales technique.


The next morning I reported back to the company for my first day at work. I was driven out to a middle-class neighborhood, dumped on a corner, and told to be back there for pickup by 1:00 p.m. I knocked on doors and followed the script as I’d been told. The morning flew by as I collected orders.


Back at the office, I handed the sheaf of papers to my supervisor. I felt like I’d done well, but I was anxious about what she would say. She took one look and asked, “What are these?”


“They’re my orders,” I said nervously, wondering if I’d failed the test.


“You mean you got all these orders this morning?” she asked incredulously.


I smiled sheepishly. “Yep.”


“Come with me,” she said. We walked back to the manager’s office. “Look!” she called to the manager, “Look at what Calvin did!”


My 27 orders for magazines, I found out, was not only a one-morning record for that office but for the entire company nationwide. I was feeling so good that I didn’t even bother to correct that supervisor on my name.


What was the secret to my success in peddling magazines? Looking back, I believe four things were in my favor.


First, a lot of my customers were stay-at-home wives and moms. Likely they felt sorry for the nice youngster in the U. of A. T-shirt sweating on their doorstep and trying to explain about the really wonderful opportunity.


Second, I had a knack for spotting approachable individuals. Since crime then wasn’t like it is today, I’d get them to invite me in. Soon I’d wind up in the living room with the lady of the house apologizing for the mess. After assuring her the house looked lovely and I was happy to be there, I was usually offered lemonade or coffee.


Third, I was very service oriented, even before I realized what that concept meant. I’d always ask if I could help with anything while I was there. My mother and sister, Sally, eight years my senior, had trained me well to be helpful.


Fourth, I was positive and relational. I wasn’t the threatening, huff-and-puff, blow-them-down sales type. I’d push for a decision, but I was never pushy. I’d go for a soft sell. And I put on my dancin’ shoes. All my life I’d made friends easily. I could make people laugh when there didn’t seem to be anything to laugh about.






LEMANISM #1





Be positive, relational, and service oriented.





Little did I know then that my lastborn personality— something you’ll learn about in this book—gave me an edge for sales. As the last child born in my family, I knew I could never compete with my straight-A big sister or stellar-in-athletics big brother. So I did something I could excel at. Nicknamed “Cub” by my parents when I was only 11 days old, I fulfilled that role. I became the family mascot, clown, and comedian.


Making friends easily and making people laugh was helpful in business too, I discovered. While selling magazines, I once approached a door with a sign: UNLESS YOU’RE A FRIEND, DON’T KNOCK ON THIS DOOR. Naturally, because I’m me, I went ahead and knocked on the door.


A sleepy looking man answered. He looked as if I’d launched him off his couch. He tossed a sour look and a “Yeah?” question my way.


This doesn’t seem to be a good sales situation, I told myself. So, swallowing hard, I talked fast: “Oh, hi, sir. I just read your sign. I had no way of knowing if you were a friend until I took a look at you.”


For several long seconds, the man stared at me. Then he sighed. We had a brief exchange. He didn’t buy any magazines. But when he shut the door, he was chuckling. I considered that a personal win, even if it wasn’t a financial one.










A Conscience Kicks in for the Kid Who Stole the “Conscience Fund”





After my record first day, I sold subscriptions for several more weeks, continuing to do well. Then something started to bother me. Yes, I was a success. I was bringing in a lot of orders and making some decent money for a college kid.


But within two months, I knew I had made a mistake. My gut told me this deal was too slick. I was using my natural abilities to take advantage of people. That’s when I realized I had a conscience because it was stabbing me relentlessly.


The next day I walked into the dreary apartment that served as the magazine sales office and told my supervisor I was quitting. “But why?” she asked. “You’re the best salesperson we’ve got. You’re doing great, and you’re only a kid.”


When I told her why, she cocked her head, looked at me for a minute, and then shrugged. “Sorry to lose you, Kevin. You’re really good. A natural-born salesperson.”


I walked out that door with mixed emotions. Happy that she’d finally remembered my name correctly. Worried about finding another job that would pay as well as that tough gig. Glad I’d found something that I was good at—sales. Deep down, I knew I was making the right decision even though I had no idea what the future held.








Thoughts of a Successful Leader





It is what you learn after you know it all that counts.


JOHN WOODEN, AMERICAN BASKETBALL COACH





What I Learned about What Matters Most


I will forever be grateful for peddling magazines at such a formative time. Through that experience I learned the basics of five valuable leadership principles.


First, I discovered that I was a natural-born salesperson and very good at it. The only person (other than my mother, God bless her) who had told me that I had skills I could use for good was a high school teacher, Ms. Eleanor Wilson. That was after my antics had exasperated nearly every other teacher and staff member in the entire school. While peddling magazines, I realized my birth order figured greatly into those innate skills. I was groomed for sales and being in the limelight from babyhood onward.


Second, I uncovered the type of person I didn’t want to be. That was someone who took advantage of others. I knew I needed to walk away from a venture that pricked my conscience. From that day onward, I would never use my natural sales talent to slicker people. Instead I’d ensure that whatever I did would provide a service, something of real value to others, and that I would always offer it with the right motive. Sure, I would have to figure out a way to make a living, but I’d never again try to slip a deal past my customers to make a buck.






LEMANISM #2





There has to be more to making money than making money.





Third, I realized that getting to know my customers as individuals, rather than simply viewing them as potential sales, was important. I had to know who I was selling to, who I was working with, and who was working for me. I had to view the world from behind their eyes, see with their perspective. I had to win their cooperation—not coerce or fool them to get on board.


Fourth, I needed a clear-cut purpose and refined strategies. I needed to be intentional about setting goals and relaying the mission to every colleague I worked with and every customer I interacted with. I needed to create the kind of environment I’d want to work in myself. It had to be the kind of respectful, safe, and energetic workplace that would grow my colleagues’ skills along with their hearts.


Fifth, I could not sell a vision without living it out myself in every arena of life. I had to follow my own moral compass. I had to set priorities that would balance home and work and never waver from them, despite potential financial or career loss. I had to remember to take breaks to refuel when I needed them. I had to live out the concept that failure is a natural part of life, but it can become the ladder to success with a winning attitude.






Thoughts of a Successful Leader





Our greatest weakness lies in giving up. The most certain way to succeed is always to try just one more time.


THOMAS EDISON, AMERICAN INVENTOR





Each of these five basic principles took on more depth as I proceeded to fine-tune my leadership opportunities, skills, traits, and strategies. I now had a purpose: to serve and empower people to be the best version of themselves. My life had meaning and value because that is what I was determined to give others.


Now it was time to fulfill my goals. My motivation kicked in, and I got serious about my studies. I went on to get my bachelor’s, master’s, and doctorate degrees, all from the University of Arizona. While studying psychology, I learned how a human’s personality is formed, the powerful influences that play an important role, and how those factors impact how a person thinks and acts.


By the end of those studies, I became even more convinced that when you understand others’ needs, desires, and what matters most to them, and you assist them in fulfilling those, there isn’t anything you can’t accomplish together. That’s true of you too.










It’s Your Time





Want to be a great leader by Friday? You can, and this book will help you get there. Be a Great Leader by Friday combines real-life psychology with time-tested principles for success. It provides a win-win approach to manage and work with others in ways that will accomplish your mission, fuel your passion and purpose, and grow your arena of influence. It will help you motivate and empower your colleagues to do their personal bests.


I’ve shared the concepts in this book for decades with CEOs and other business leaders across the globe as well as organizational, faith-based, and family leaders. Now I’m sharing it with you. I can’t wait to see what you do with it or the places you’ll go.


So let’s make a deal, shall we? No matter the arena of your leadership, just give me five days. In those few days you will:




	Discover your strengths and how to take best advantage of any weaknesses.


	Refine your leadership traits and increase your management skills.


	Explore why people do what they do and how to uniquely motivate them.


	Get comfortable with win-win relational principles to help you start and finish strong with anyone in any sphere of influence.


	
Learn strategies that will put you in the driver’s seat and ensure that the people you serve and who serve with you are on the right seat of your bus.


	Intentionally craft a unique culture that matches your goals, assists with problem-solving, and provides a beneficial work community that’s both safe and energizing.


	Uncover the secrets to managing that often-elusive work-home balance like a pro. Do so, and you’ll be able to stand strong in any wind that might blow your way, personal or professional.





Along the way, we’ll pack in some bonus materials, including “Thoughts of a Successful Leader” from those who have been through the trials of leadership, “Lemanisms,” nugget-sized memorable truths to tuck in your back pocket for when you need them most, and “Work It Out” to help you view situations, people, and problems through a new lens.


The “Top 15 Countdown for Leaders” on page 171 provides an easy wrap-up of key concepts you’ll learn in this book. You might even want to post a copy where you can see them every day.


All those perks are only for starters. There’s so much more.


Are you ready to zero in on your purpose, boost your passion, and reveal your world-changing potential?


Let’s do it together.






Thoughts of a Successful Leader





Always remember, you have within you the strength, the patience, and the passion to reach for the stars to change the world.


HARRIET TUBMAN, AMERICAN ABOLITIONIST AND SOCIAL ACTIVIST






















Monday










Winning Play #1 Know Yourself, Maximize Your Strengths






Heighten your leadership potential by understanding why you do what you do


I was in the green room of a TV talk show, waiting to go on the air, when a billionaire business leader swept into the room with his entourage. He was scheduled to appear for the six minutes right before me talking about, of all things, the principles of leadership success. I was holding a copy of my Birth Order Book, the subject I’d been asked to talk about.


“What’s birth order?” the billionaire wanted to know.


I smiled. I knew from experience that the best way to introduce anyone to birth order was to guess their birth order from what I observed about them in only a few minutes. So I said, “Well, you’re probably an only child, aren’t you?”


He looked at me rather strangely. “Why, yes…but how did you know?”


That was the beginning of our energetic discussion. The billionaire was extremely detailed and clearly a high achiever. His mind was a proverbial steel trap. He was organized, time-conscious, and targeted in his interactions. His facial expressions, body language, and the intentionality I’d observed in his actions were typical of an only child.


But that day he did something atypical. After his spot on the air, instead of hustling with his entourage into the limo to head for the airport, he announced to them, “Everybody sit down. Dr. Leman is on next, and we’re going to learn something about birth order.”


They were still there when I finished with my segment. I’ll never forget what that business leader told me. “You know, that makes sense. Big business and industry would be smart to pay attention to everyone’s birth order, especially when assigning certain jobs within the organization.” Within a few minutes, that only child had not only grasped the concept of birth order but had synthesized what he’d learned into his business model.


Understanding birth order and applying it to yourself and others is critical to being a great leader by Friday. It will help you win people over and make them allies instead of simply people who work with you because you hired them, or they were assigned to work under you. It will encourage and motivate your customers to keep coming back for more because they feel that you actually care about them, not merely the sale.


The number-one topic that Fortune 500 companies, work groups like Million Dollar Round Table, the Top of the Table, the Young Presidents’ Organization, and other professional organizations ask me to talk about is birth order. Why? Because once you understand birth order, your success track record will be high. When colleagues begin to see how it works and what they can gain from knowing about it, even those short on sleep or motivation suddenly pay attention.


Why do they care? Because such information is not only intriguing, it’s personal and relational. It also has everything to do with professional growth. What you learn will make the difference between success and failure in leadership.


When you understand birth order, you’ll be better equipped to discern others’ strengths and weaknesses, so you can transition them to roles they’re best suited for. You’ll be able to uniquely motivate them by knowing how to forge the best path for a beneficial connection. Doing so will create a positive work environment that’s a winning community for all. Without those people solidly in your court, any success you might attain will be temporary.




Once you understand birth order, your success track record wil1 be high.





Imagine an environment where colleagues fight to join your team because it’s not only known for tackling big projects with excellence, but each team member feels included and appreciated. They have a leader who actually thanks them for their work and has their back. Who wouldn’t be attracted to that team like a fly to honey? Your retention rate will go through the roof. You’ll be the company every other company wants to emulate.


Yes, that can be you after this five-day journey we’ll take together.


But first things first. When you’re a leader, the first person you need to understand completely is you. How do you operate the best? How will you use your strengths and shore up your weaknesses? If you don’t know and understand you, you won’t be able to lead others effectively because you won’t be able to understand them.


That’s why, in this book, we start with getting to know yourself even better than you already do. You must know not only what you are doing but why you are doing it. By the time you finish this chapter, you’ll have a good understanding of what makes you and others tick. That understanding will pay big dividends in every arena of influence.








LEMANISM #3





Know yourself first, before you stick your nose in others’ business.










What Is Birth Order?





What exactly is “birth order,” and why is it important? Stated simply, birth order is the science of understanding your particular limb on the family tree. The order in which a child is born or adopted into a family has a significant impact on his or her thoughts, actions, and worldview.


It was Alfred Adler, the founder of Individual Psychology, who first talked decades ago about each person’s place in what he called the “Family Constellation.” His theory was that “different positions in a family birth order may be correlated to positive and negative life outcomes.”1 Much has happened since the early days of Adler’s work. I’m convinced he got some specifics right and others quite wrong.


For example, Adler was a middle child—not born first, and not born last—so he considered that position optimal.2 I’ve talked to a lot of middleborns who wouldn’t share that perspective. They’ve felt like the frosting in a cookie sandwich all their lives, squished on both sides. Yet look at what middleborns such as Bill Gates, Mark Zuckerberg, Jennifer Lopez, Michael Jordan, Katy Perry, Chris Hemsworth, and Anne Hathaway have accomplished.


Adler considered firstborns “neurotic” due to their perceived roles, responsibilities, and excessive seeking of adult approval, especially when “dethroned once a sibling comes along.”3 He theorized only children are deficient, useless, and can’t be independent due to a lack of peer socialization and rivals for their parents’ affection, which leads to pampering and spoiling.4 But think for a minute. Is this true of all firstborns and onlies? No. In fact, where would we be without these people?


Today a lot of accountants, scientists, astronauts, doctors, and dentists are firstborns and onlies. Would you want an accountant who says, “I think you owe a couple thousand to the IRS, give or take a thousand?” No, you need an exact number, down to the cents, to bequeath to the government. Would you want a dentist who admits, “Oops, I pulled the wrong incisor”? I’m cowardly when it comes to anything medical. Before I even get in that dentist’s chair, I ask, “You’re a firstborn or only child, am I right?”


Firstborn leaders include U.S. Presidents Bill Clinton (42nd), George W. Bush (43rd), Barack Obama (44th), and Joseph R. Biden Jr. (46th), as well as Oprah Winfrey, Hillary Clinton, and J.K. Rowling. Famous only children include Adele, Leonardo DiCaprio, Justin Timberlake, Selena Gomez, Alicia Keys, Robert De Niro, Drew Barrymore, and Natalie Portman.


Adler also felt that lastborns tended to be grandiose, wanting to be “bigger than the others,” with “huge plans that never work out,” due to having too many mothers and fathers (aka, older siblings).5 Famous lastborns such as Celine Dion, Cameron Diaz, Serena Williams, Mark Wahlberg, and Julia Roberts have certainly proven that prediction wrong.


Each birth order has special roles and ways to contribute. Each is needed to make the world go ’round.










Looking Through the Eyes of the Birth Orders





Birth order isn’t an exact science, and Adler’s writings aren’t easy reading. In fact, they’re clear as mud in places and leave lots of room for interpretation. However, what’s most important is his main idea: that birth order is vital to understanding how each person in a family interprets their environment. It explains why siblings can have vastly differing views of the same event.




Birth order is the science of understanding your particular limb on the family tree.





Sarai grew up with hard-working parents who struggled to make ends meet. One year was especially tough in pinching pennies. Her “new” clothes were hand-me-downs from cousins or thrift-store finds. The family ate lots of homemade soup and stretch-the-meat casseroles. Family “outings” were going out to their postage-stamp-size backyard.


Over a recent holiday meal, she and her two siblings reminisced about that time. She couldn’t believe how differently they interpreted the same facts.


Sarai said she felt tense and anxious. She wondered if their family was going to be okay. She wished she were older so she could work and make some money to help out.


To her brother, it was no different than other years, except he couldn’t get ice cream at the corner store with friends on Fridays after school. At home, he only wanted everyone to be happy and get along. When things got stressful, he’d hide out in that backyard for a while.


Sarai’s other sister fondly recalls that time as a highlight. They did so many activities as a family. She enthusiastically talks about the night they camped out under the stars in tents made with old blankets. They roasted marshmallows on sticks over a small pit built from rocks they all collected. She concocted a play and roped in the whole family to act it out. The siblings who typically didn’t give her the time of day, except for an occasional eye roll at her antics, paid attention to her. Everyone was laughing, and she got to be the hub of the fun.


Birth order explains those differing perspectives of the same event. You’ll soon see how and why. Then you’ll get your own chance to “Work It Out” by guessing the birth order of those siblings from what you’ve learned. Won’t that be fun?




Each birth order has special roles and ways to contribute.





For now, let’s look directly at you. Were you born first, second, third, or even farther down the line in your family? Are you an only child? Were you adopted into a family who already had other children? No matter your position as a limb on the family tree, your birth order has influenced your life in countless ways.


That’s why, to truly know yourself and the potential you are capable of, you need to understand your own birth order and the inherent strengths and weaknesses that come with each birth order. As we take a quick trip through the birth orders, keep in mind that not every strength or weakness may apply to you. No individual has all of the typical characteristics attributed to his or her birth order.




Birth order is vital to understanding how each person in a family interprets their environment.





Each of us is a unique blend of characteristics, personality traits, environmental factors, and other variables. These variables include the gender of children, the spacing between their entry into the family via birth or adoption, and the blending of families. Physical, emotional, or mental differences between children or the death of a child can also prompt a younger child to usurp an older child’s position. All of these factors, along with your birth order, contribute to the full picture of who you are. For more intrigue on the subject, see my Birth Order Book.6 For the purposes of this chapter, we’ll focus on your interpretation of your position in the family and how that impacts your thoughts and actions.


Which of the following sounds most like you?







The Firstborn





You were the rockstar, the oldest kid in your family. You talked first, walked first, and entered school first. Your parents were stricter with you than with your siblings. That’s because you were the guinea pig in their parenting experiment. They used you to help set the high bar of example for any other children who might follow.


As the role model constantly in the limelight for your siblings, you didn’t feel all that special. You lived constantly with pressure. Your parents pinned their eagle eyes on you. You had to do extra chores because they knew you’d get them done. You were always the responsible one called upon to organize your siblings, make their lunches when your parents were at work, and feed the family dog. On top of that, you had to keep up your grades and top-dog position at school so you wouldn’t get eaten alive in the peer jungle.


When you got home, you didn’t have a minute’s peace. Those pesky siblings were always in your face and space, ruining your treasured possessions, and leaving their PB&J sandwich remains on your homework. Your plans were often ruined when you had to babysit at the last minute.












	Firstborn Traits







	1. perfectionist







	2. achiever







	3. leader







	4. can be seen as bossy







	5. responsible







	6. motivated







	7. conscientious







	8. controlling







	9. cautious







	10. reliable







	







Because of your heightened responsibilities and perception of yourself as the family standard-bearer, you became very conscientious, reliable, capable, logical, and a list-maker. You are a black-and-white thinker with a keen sense of right and wrong. You believe there is a “right way” to do things. You feel like you always have to be right and perfect, or you’ll let the adults in your life down. It’s no wonder you’ve become a perfectionist.


Surprises are your enemy because you can’t plan for them. You’re often labeled a “Type A personality” because you’re hardwired to succeed and plow ahead, no matter the difficulty of the circumstances or the height of the hurdles. You might be seen as aggressive, but you are always harder on yourself than you are on others. Or you might be seen as compliant, but inside you have a stubborn streak a mile long and a mile high. You’re as immovable as a brick wall when you set your mind that something has to happen a certain way.










The Only





You have likely felt and thought all the things that a firstborn does but x10 in intensity. After all, you are the sole standard-bearer in your family. Their entire reputation rests on you, so everything you do is observed, evaluated, and magnified. With no distraction of siblings, your parents’ eagle eyes have been focused keenly on you since the time you were born or adopted. At times Mom or Dad might have been overprotective or overbearing, jumping to your aid before you asked for help.


Because you were surrounded by adults since birth, you found it difficult to identify with your peers. One look at that unruly bunch at the kindergarten door was enough to send you hightailing it back to the safety of Mom or Dad’s legs. School was like entering another planet with no training. Those noisy peers didn’t understand your need for quiet, order, and roadmaps. They seemed juvenile and silly since you were socialized with adults at home.












	Only Child Traits







	1. confident







	2. conscientious







	3. responsible







	4. perfectionist







	5. center of attention







	6. mature for their age







	7. seek approval







	8. sensitive







	9. a natural leader







	







It’s no wonder that you feel most comfortable even now with older adults. You act mature beyond your years. You were, in fact, a little adult by age seven or eight. You also love to work independently. You can’t stand when others in your group drop the ball. You feel like you have to pick it up by default.


You crave alone time, where the world slows down and you have time to think. Your idea of a good day is a few minutes of sitting in the sunshine with a treasured book. But you are also the one most likely to set your cell-phone alarm so you can have that break time and still accomplish the rest of the 17 bullet points on your to-do list by the end of the day.










The Middleborn





You often wondered as a child, Will anyone notice if I go missing?


You felt invisible, squished between Mr. Star and the little pipsqueak who got attention no matter what she did because she was “cute.” When your siblings fought, you learned to keep your mouth shut, lay low, and watch the fireworks from a safe, hidden spot. If possible, you exited stage left until the fuss was over. You were adept at avoiding conflict. When you had to intervene, you played mediator because you wanted quiet in the house again. Even though you were good at seeing multiple sides of an issue and finding compromises, that didn’t mean you liked being put in that position.












	Middleborn Traits







	1. adaptable







	2. independent







	3. go-between







	4. people-pleaser







	5. can be rebellious







	6. feels left out







	7. peacemaker







	8. social
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