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INTRODUCTION
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As often as three times a day, young Stoyan Palazov takes his place on the lower end of a circus teeterboard, a long plank with one end raised. Lights and music swirl around him as he waits for two burly performers to leap onto the board’s other end, rocketing him more than twenty feet into the air, which is how he will land on the shoulders of his brother, the apex of a five-man tower.

If the young man lands a few inches too far forward or back, he will topple everyone. His landing must be perfectly balanced or he ruins the act; which, he admits with a little smile, he has done more than a few times since he began performing at age eleven. “Everyone [makes] mistakes,” Stoyan said. “I am learning.”

Stoyan’s unique situation makes one wonder about his first attempt as a boy, and his second. How does a boy with two feet planted firmly on the ground progress to the point where he can fly through the air at dizzying heights, flipping and landing with perfect ease? For that matter, how does anyone take that first leap into the unknown?

The business people we meet around the world don’t ask that question, exactly; but when you boil it down, that’s what we all really want to know. Rarely a day goes by that we are not asked, “How do I get started?” Translation: How do I take myself, my team, my business to the soaring heights of the great workplaces and successful individuals you describe—without landing on my head?

We wrote The Daily Carrot Principle to answer these questions. To smooth the learning curve inherent in effectively using the Carrot Principle, we divided the concepts into an easily digestible format that builds your knowledge step by step and day by day. An I.T. employee told us he read one page of our first one-a-day book, A Carrot a Day, in the morning while his computer was powering up. Then he would work on the new concept all day. He didn’t sense the magnitude of his daily efforts until one day, when he looked around and found he and those around him were operating at a different altitude. “It was startling, but exhilarating,” he said.

In the world of acrobatics, that’s what you’d call a perfect landing. Taking a leap of faith and then hitting your mark “feels good,” Stoyan says. “It feels like you are the king!”

Having an experienced guide to help him navigate through practice was key to Stoyan’s achievement. That’s why we’ve created this book: to be with you every step of the way as you begin to use, or continue to use, the Carrot Principle. If you read just one page a day, by the end of the year you’ll have been exposed to all the concepts of our best-selling series, augmented with new comments and explanations, and thoughts from great thinkers on management. A daily “Action” on each page will lead you through implementing each concept with precision and prevent any wrong turns as you learn to:

• Set clear goals

• Communicate effectively

• Build trusting relationships

• Hold yourself accountable for results

• Recognize the great work of others

Soon, you will discover that you have made a transition; instead of following the guide, you will discover that you are setting the pace for others. It’s a natural progression for those who are committed to their craft of business.

Practice, Practice

We learned once of a fisherman, Dai Lewis, who taught himself to fly fish by putting a book between his elbow and his body while casting. If the book fell, it meant that the casting action was inaccurate—the elbow was moving and he wasn’t holding everything in a straight line. His practice made his cast almost perfect, resulting in a line that was never too straight or too slack, and a fly that would drop onto the water just in front of the fish without showing much line. Like the most effective people in any venture, Lewis loved his craft and was committed to mastering his art. Sure, his work was unusual (some might call it play), but work does not have to be exotic to be loved.

Masters of any craft are passionate, and with the help of an experienced guide they work tirelessly to improve their abilities. Whether your work is fishing, triple flips, or serving customers, if you commit to practice and follow an experienced guide, you will achieve more—and others will follow you.

Take this example. A few years ago, Chester was coaching his son’s basketball team in the Summit, New Jersey rec. league. The teams were made up of ten- and eleven-year-olds, and exactly no one was going on to the National Basketball Association. Believing in the importance of the Carrot Principle, Chester and his team started the season by coming up with a list of collective goals including, “We never criticize a teammate” (after all, no one wants to mess up), “Everyone cheers” (on the court and on the bench), “No hanging on the rim after dunking” (for fun, since not a single player was over four-foot-five), and “Everyone scores” (much more interesting than “Everyone plays”).

One of Chester’s less-coordinated players was James, freshly emigrated from England. James played the cello beautifully, but had never played a game of basketball in his life. Without assistance, or a stepladder, James had little chance of scoring a basket, so Chester assigned his talented point guard, Patrick, the task of helping James succeed. “A great point guard makes others better,” Chester explained to Patrick. “And if you can help James score a basket, then you are really good. So get James in position and feed him the ball until he scores.”

There was no doubt that capable Patrick loved basketball. He had benefited from experienced coaches to guide his practice, and now was ready to use his abilities to make his teammate successful.

When James finally hit a shot, the team and stands went wild. James’s mom greeted Chester after the game with tears in her eyes. She was unable to express more than a simple, “thank you.” Neither mom nor son would ever forget the moment, and neither would Patrick, the point guard who made it happen. In that moment, he experienced the highest form of success: lifting yourself by lifting others.

The Daily Carrot Principle is about moments like this. It’s about making you, and everyone around you, better. In writing this book, we pictured ourselves standing with you on the brink of a giant leap forward. Our goal from here is to guide you through the precision twists and turns of using the Carrot Principle. Along the way, we hope to inspire a love and commitment to improving your skills. And in the end, we promise that there will be an undeniable moment of realization when you will look around and discover that you have landed on your feet and are operating at an entirely different altitude. Most important, you will realize that rather than following, you have, remarkably, become the guide.
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1 JANUARY

Dream Big

Dream no small dreams for they have no power
to move the hearts of men.

—Goethe
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In a cab ride in New York City, we struck up a conversation with the driver. He had an eastern European accent, so we were curious as to how he ended up in the Big Apple. When we asked, he told us that he left Romania during the reign of Nicolae Ceausşescu, risking everything. Why did he do it, sleeping on the streets and saving pennies to bring his family to America? His explanation: “You have something here that we don’t have in Romania. Something I want for my children . . . dreams!”

Dreams and ambitions can sometimes get a bad rap today. It’s easy to discount the former as childish and the latter as greedy. That’s a mistake. In a way, troubled times can make it easier for people to reorient their priorities. If there was ever a time to dream big, it is today. When the rest of the world says hunker down and try to survive, we say that it is time to thrive.

So go ahead and dream. A dream is a powerful motivator.
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CARROT ACTION: Make a list of your successes. Then make goals for this year that will build on that momentum.


2 JANUARY

The Effectiveness of Praise

How the encouragement of others propels us forward.
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In 1925, Dr. Elizabeth Hurlock conducted a study with a group of fourth and sixth grade math students in the United States. She wanted to see whether their output could be modified, not by the content of the lessons but by the feedback they received as they solved problems. The control group was praised for their efforts; another was criticized; and a third ignored. Hurlock measured their improvement by the number of math problems they solved each day.

The results were immediate. By the second day, the “praised” students dramatically outperformed the rest. At the end of the five-day study, the results were in: the students increased the number of solved problems in direct relation to the level of encouragement they received.

• Praised students: +71%

• Criticized students: +19%

• Ignored students: +5%

Praise works! Whether in the classroom, office, or other work site, people need encouragement to do their best work.

[image: image]

CARROT ACTION: In a journal, write down an experience in your life in which someone encouraged and praised you, and by doing so motivated you to achieve something great.


3 JANUARY

Who Do You Trust?

Put not your trust in money, but put your money in trust.

—Oliver Wendell Holmes
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Johnny Carson was the host of the television game show Who Do You Trust in 1957. To play, couples were separated, and the husbands were given a category of the question they were to answer next. They had to either answer it or “trust” their wives to answer it. Ironically, that show aired during the quiz show scandal era, when it was discovered that the popular game show The $64,000 Question had scripted the loss of a contestant to allow a more popular contestant to win. The whistleblower? The losing player.

How much do you trust the people on your team? Given their different strengths, do you know which person will respond best to a particular challenge?

The curious thing about trust is that it presumes familiarity. You can’t trust somebody you don’t know. So the first step in establishing trust is getting to know the people around you. And equally important is letting other people come to know you.
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CARROT ACTION: Boost levels of trust in your organization by using language that encourages it—for instance, express confidence in others’ abilities to achieve their goals. Trust is also built as we get to know our colleagues outside the office. Once a month go out for drinks, dinner, or a movie together.


4 JANUARY

Thank You in Ninety Seconds

Instant Carrots.
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The next time a co-worker helps you out, grab a thank-you card, a pen, and follow these steps to quick recognition:

Write a fun comment about that person and your relationship.

• Dear Sue, How many times a day do I hear you say, “No problem?”

Thank them for whatever it is you appreciate.

• Thanks for picking up the phones for me this morning when I got called away.

Tell them specifically how what they did helped you.

• If you hadn’t, we would probably have missed the call from Tom at TechnoTex, and I’m guessing he would have placed his order somewhere else.

Tell her why what she did was important.

• I appreciate your teamwork. If the company were full of Sues, the competition wouldn’t stand a chance!
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CARROT ACTION: Take ninety seconds today to write a specific note of appreciation to someone who has helped you.


5 JANUARY

Failing Well

I have not failed. I’ve just found
10,000 ways that won’t work.

—Thomas A. Edison
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We love the story of Charles Goodyear and his invention of vulcanized rubber, which shockingly has nothing to do with Leonard Nimoy. It’s the process that takes a common substance and transforms it into the thing that allows modern life to exist. Without rubber there would be no cars, bicycles, planes, or even our favorite pair of old sneakers.

The crazy thing about Goodyear’s story is that the final breakthrough was a fluke. Angry with the people who mocked his latest failed experiments, he threw the rubber-sulfur mixture in his hand onto a nearby burning stove in disgust. When he went back to get it, he discovered that heat had cured the rubber. Eureka! In an instant, all of the struggle—his time in debtor’s prison, the years of poverty and hunger—evaporated.

Later, Goodyear said that failure gave him information necessary to be able to recognize the meaning in the breakthrough.

That’s a good concept to keep in mind in your business. The key is to embrace that unstable sensation. If it pans out, great; if not, try something else.
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CARROT ACTION: Take a minute to review a few “failures” in your past. Note any positive outcomes from what seemed, at the time, like a disaster.


6 JANUARY

Who Am I?

Character is like a tree and reputation like its shadow.

The shadow is what we think of it;
the tree is the real thing.

—Abraham Lincoln
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You probably have a hero or two. But do you think anybody wants to be like you?

You might be surprised.

Who we are and who other people assume we are can be quite distinct. You didn’t get to choose many of your characteristics. That’s where genetics comes in. But to a great extent you do get to choose the characteristics of your reputation.

From the moment you’re hired, you begin to create your business reputation. The decisions you make, the things you say, the way you carry yourself, and an infinite number of tiny gestures all combine into a perception-version of yourself. It’s a little intimidating to think of it in those terms, but that’s how it works. The good news is it shouldn’t be frightening. This is an opportunity to become the colleague you ideally want to be. Ultimately, your business reputation is largely a product of many small decisions.
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CARROT ACTION: Compare in your mind how you perceive yourself versus how other people see you. Does your reputation need a bit of polishing?


7 JANUARY

Corporate Mutiny

You’re taking the ship?

Yes, mutiny! Pass the word.

—Mutiny on the Bounty, 1935 film
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In the King’s navy, no word was more dangerous than “mutiny.” The mere whisper of “mutiny” was a treasonous offense and its consequence swift: “Hang him from the yard arm!” Twenty-first century employees have it a bit differently. Sure, there are still admirals of industry and captains of commerce, but the balance of influence is radically different now. A successful organization today thrives on the input of many, even opposing, voices. Organizations invite debate as they make battle plans. A wise leader loves dissent . . . up to a point, of course.

When a strategy is put into place, the organization needs consensus to carry out the plan. This unity of purpose can be problematic for people, particularly for those who were on the other side of the argument before a plan was adopted. It is a leader’s job to get everyone on board at this stage. Positive incentives are much more successful than threatening people’s jobs, the corporate version of a gangplank.
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CARROT ACTION: The next time you disagree with strategy, remember: it’s okay if the plan doesn’t ultimately sail; but it’s not okay if you try to make it sink.


8 JANUARY

In It to Win It

The cure for boredom is curiosity.
There is no cure for curiosity.

—Dorothy Parker
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Have you ever met somebody who was curious about everything? Someone who was always pushing the team to answer tough questions and grow? Despite the energy such thinking requires, curious people are overflowing with zeal to learn and to contribute the benefits of their learning to others.

We find in our work with global organizations that the people who are engaged make the best employees, the people who get the most promotions, raises, and attention. If you answer yes to the following six questions, there’s a good chance you (and your team) are engaged.

My team is highly motivated to contribute to the success of the organization.

My team consistently looks for more efficient and effective ways to get the job done.

My team has a strong sense of personal accomplishment from its work.

My team understands how its roles help the organization meet its goals.

My team always has a positive attitude.

My manager does a good job of recognizing employee contributions.
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CARROT ACTION: If you answered positively to five or six questions, you are highly engaged. If you said yes to four or less, it’s time to reassess your commitment.


9 JANUARY

Great Expectations

To accomplish great things, we must dream as well as act.

—Anatole France
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In 1954, a milestone in sports was achieved that no one had thought possible: the four-minute mile. When Roger Bannister cracked the barrier, the world erupted with excitement. They called it the miracle mile, and Bannister’s face was everywhere. Surely, everyone thought, this inconceivable feat was a record that would stand for generations.

But it doesn’t work that way.

The record stood for less than a month.

Soon, the four-minute mile became a benchmark of what a great runner should be capable of achieving. Other athletes knew that the bar had been raised. They also saw that Bannister was adored by millions, and his competitors wanted a piece of that kind of glory.

In every business there is a four-minute mile barrier, some ideal of service, innovation, or commitment that employees strive for and wonder if they’ll ever actually meet. The fact to keep in mind is that over time what once seemed like miracles will become expectations. That’s how progress works.
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CARROT ACTION: If you had to write down your miracle accomplishment, your four-minute mile in business or in life, what would it be? Write it down and start running toward it.


10 JANUARY

All By Yourself?

Bring the walls down.
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You go to work, park yourself in an upholstered cube in which you can touch all the walls at the same time, and you keep your eyes focused on a screen all day. At the end of the day, you march out the front door with colleagues you don’t really know. Sad, right?

When employees are recognized in a public setting by gathering everybody together and praising the accomplishment of someone whose work benefited everyone, a curious thing happens: the walls fall down and relationships can form.

Recognition is an emotional release that is also a communal rite. It doesn’t matter that you’re not the one scoring the winning touchdown or grabbing the first-place ribbon. If you are present, part of the pride of working in a winning organization rubs off.
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CARROT ACTION: Someone in your group of colleagues is probably feeling isolated right now. Find a way today to make that person feel like a valued member of your work community by publicly recognizing one of his strengths.


11 JANUARY

Office Love

Life’s greatest happiness is to be convinced we are loved.

—Victor Hugo
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Before we work with corporate groups, we send out surveys that ask employees to note the last time they were recognized for their good work. The majority of people we survey say it’s been at least six months since their last public recognition moment, and about a third say it’s been longer than a year.

Imagine if your spouse or significant other only said “I love you” once a year. How would that go over? Everyone understands the need for frequent recognition in our personal lives, but what about at work?

Remember that effective recognition is frequent. Your methods should vary from providing specific words of encouragement, to hand writing a note of thanks, to thanking a team member in a staff meeting, and so on.

Your personal relationships need “I love yous” and your business relationships need “thank yous.” Just don’t get the two mixed up.
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CARROT ACTION: Make a goal to say “thank you” to each co-worker at least every seven days. It should be a public, verbal expression of your appreciation.


12 JANUARY

Trickle-Up

Never doubt that a small group of thoughtful,
committed citizens can change the world.

Indeed, it is the only thing that ever has.

—Margaret Mead
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We’ve witnessed powerful results when corporations recognize and reward their employees, but some organizations just don’t buy it. We know many managers haven’t seen the light. They’ll say, “My people don’t care about that soft stuff. They get a paycheck. That’s plenty.”

No, it’s not. Seventy-nine percent of workers who left their jobs said a lack of appreciation was a reason for quitting. A full 75 percent of the U.S. workforce is not fully engaged at work, and yet 90 percent say that the one thing that would convince them to commit to their organizations is (hint: it’s not a raise) if their leaders recognized their hard work.

If you’re one of the 90 percent, you might feel like there’s little you can do, but the truth is that you have more influence than you think. It’s partly up to you to change the culture.

Begin by recognizing co-workers when you see them achieve something great.
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CARROT ACTION: If your boss isn’t good at acknowledging your accomplishments, show him or her how you should be treated: praise a peer in front of them to help create a recognition environment on your team.


13 JANUARY

Turning Over

Pleasure in the job puts perfection in the work.

—Aristotle
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There’s a secret cost of doing business. It makes economists shiver when they talk about it. Surprisingly, it’s not copy toner. It’s the cost of replacing you.

The replacement cost for departing employees is vastly understated on corporate balance sheets. Traditionally, management estimates $5,000 or $6,000 for every lost employee, but recent studies blow that figure out of the water. When considering lost productivity, lost customers, the cost and time to hire and train your replacement, turnover actually equals 150 percent of your annual salary. In the United States, four million employees voluntarily leave their jobs every month. That’s 48 million annually. With the national average salary of $34,065, the replacement of the churning workforce is $1.7 trillion every year (or roughly the cost of your kid’s braces). The worldwide number, as you can project, is astronomical.

While that figure is horrible news for your employer, it’s terrific news for you. Your loyalty is worth a lot to your organization.
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CARROT ACTION: Just as you insure an object of value not by what it cost you but by what it would cost to replace it, bump up your own sense of employee worth by realizing your true replacement value. Use the formula above to calculate your true replacement value.


14 JANUARY

R-E-S-P-E-C-T

Sock-it-to-me, sock-it-to-me, sock-it-to-me, sock-it-to-me.
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Time magazine reported in 2006 a statistic that too many of us have experienced firsthand: 80 percent of employees believe that they get no respect at work.

Let’s change that. With your teammates, use vocabulary that is humanizing. Remember their names, say please and thank you, ask about their days. You work, and you might be a worker, but you’re not a worker bee. You should also take care with your tone. Avoid raising your voice and keep a lightness to your speech.

Next, respect privacy. You deserve a little space, a bit of personal distance. Legally, of course, there are boundaries, but you also have a right to expect professional courtesy.

Here’s another good one: you deserve to disagree. You want to foster or work in an environment that permits differing points of view.

Finally, you should feel safe at work—physically safe, obviously, and also emotionally safe. A good boss has your back. You have the right to expect him or her to protect you in that way.
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CARROT ACTION: It’s tricky to think of a response when suddenly confronted with disrespect by a co-worker or manager. So prepare yourself in advance. Take a minute to role-play. If someone has said or done things that you consider disrespectful, map out an appropriate response now.


15 JANUARY

Corporate Eyesight

Seeing opportunities.
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Napoleon demanded a secret communication system because he wanted something to enable his soldiers to converse silently and even in the dark. In response to the request, Charles Barbier developed a code of raised dots on paper that spelled out words. The military rejected it, however, because it was too hard to learn.

So Barbier took his idea to the National Institute for the Blind in Paris. There, he met Louis Braille, who was blind. Braille fixed Barbier’s system, modifying it so that the finger didn’t have to travel to read a symbol. In the Braille system, any letter could be composed of six dots (1 to 3 in a column on the left, and 4 to 6 on the right) with a space between each letter. The letter M, for example, is composed of three raised dots, 1–3–4. Voilà : the invention of Braille, which revolutionized communication for millions.

Corporations also use visual vocabulary. They talk of a strategic corporate vision, clarity of goals, and a focus on excellence. Such talk is often as unclear to employees and as hard to learn as Barbier’s early system. Such vague vision, goals, and focus must be followed by more in-depth communication; otherwise it’s like you’re wearing blinders.
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CARROT ACTION: Don’t be afraid to ask for clarification on corporate or team goals. Keep your comments centered on the needs of the organization.


16 JANUARY

Funny, How That Works

A lighten-up strategy.
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While most ad agencies were downsizing during the recent recession, one public-relations agency, Peppercom, in New York, remained solid. The agency laid off only three of its seventy-person staff after the economy took a dive. One of its strategies was a reliance on an unconventional business tool: stand-up comedy.

The agency brings in a professional comedian for sessions lasting a few hours each to teach employees of all ranks how they can integrate the craft in their everyday jobs—showing that laughter’s good for business, not to mention a way to boost happiness and motivation at work.

“It’s probably the single smartest internal investment we’ve made in the agency,” said Steve Cody, managing partner of Peppercom. In the stand-up sessions, young account executives and junior account executives at Peppercom hone their craft by developing confidence and poise for public speaking and dealing with clients. They’re also finding that when you’re funny, people pay attention.
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CARROT ACTION: Find an appropriate (yes, appropriate) joke and spread some cheer around the office. Take note how people respond and modify your humor to fit the culture of your workplace.


17 JANUARY

Making Tough Decisions

What to do when faced with two roads diverging.
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Doing the right thing in business is often clearer than it may first appear. Making a decision usually means taking one of two roads. In 95 percent of cases, taking one road is to do the right thing. To take the other road, you have to sit back and spin a story around the decision you are making or the action you are taking. If you find yourself thinking up an elaborate justification for what you’re doing, you’re probably not doing the right thing.

Of course, it would be naϊve to think that there are no gray courses of action people can take or decisions they can make. But with the right counsel and the right alignment to your organization’s core values, you usually make the right decision.

One of the marks of a trustworthy person is the ability to deliberate in making tough decisions. By debating with trusted colleagues, inevitably you’ll end up with a black-and-white decision. As an individual, though, you may not be able to make such a clear choice.
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CARROT ACTION: Despite differing views in some areas, one thing all the leaders we have met agree on is the need for good advisors. Form a group of trusted advisors that you can bounce tough decisions off. Look for people with high moral character and varied backgrounds.


18 JANUARY

Small kindnesses

Carrots, literally.
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Give people something to look forward to by bringing in, having delivered, or otherwise supplying something edible on a specific day at a specific time each week. Sliced fruit, veggies, or other healthy snacks will also encourage everyone to eat well and get them on the path to feeling better about themselves.

Yes, people will start to look forward to it, and yes, maybe even expect it. If you keep your goal in mind and make a proper recognition moment out of it every time, the weekly treat will be effective and yummy.
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CARROT ACTION: Don’t patronize with candy “prizes.” A public recognition moment capped with a healthy treat, however, is a great way to celebrate a team win while providing a needed break. Remember it’s not about what you’re giving so much as what you say when you give it.


19 JANUARY

MAY I HELP YOU?

Just ask.
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Sometimes the easiest and cheapest way to show your gratitude to someone for all of their great work is to offer your help. By asking if there’s anything you can to do assist them, you show that you recognize they have a heavy work load and that what they do is critical to the team’s success. It also demonstrates your willingness to stay engaged in the mission of the department—even when you find yourself with little to do.
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CARROT ACTION: Projects all finished up? Go ask a teammate if he needs anything. Watch your relationship strengthen and your team perform better.


20 JANUARY

Heating Up the Workplace

Anger makes dull men witty, but it keeps them poor.

—Elizabeth I
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The New York Times in 2001 asked a large group of employed adults what it feels like to go to work. Respondents described environments in which employees are driven to tears by the bosses (25 percent), are forced to work long hours in order to complete their assignments (52 percent), and some (8 percent) even bemoaned the lousy condition of their chairs. The most disturbing to us was the percentage of people who reported verbal abuse and yelling on the job: 50 percent.

Verbal abuse is simply bad business. It creates an atmosphere that denies openness and communication. It’s also a teamwork destroyer, undermining trust. Yelling creates a hierarchy of power that rewards the biggest and loudest at the expense of everyone else.

We’re fond of a quotation by Lawrence J. Peter, an educator best known for popularizing the concept of the Peter Principle, “Speak when you are angry—and you will make the best speech you’ll ever regret.”
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CARROT ACTION: If verbal abuse is a fire, there is plenty of kindling near its source. Don’t stoke the fire by encouraging others in their anger. The next time a peer starts to complain, acknowledge his or her frustration and lend support without pouring gasoline on the sparks.


21 JANUARY

Carrot Basics Reminder

Be Specific/Non-vague/Detailed.
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Specificity is the foundation/bedrock/basic/gotta have/can’t live without/be-all-end-all/first step/square one/all-important/critical/primary characteristic of any and all Carrot actions.

Whether it’s a full-scale/no-holds-barred/all systems go/formal/hall-rentin’/tux wearin’/caterer payin’/rip-roarin’/big to-do fiesta/banquet/ceremony/to celebrate the greatest employee that ever walked the Earth/Venus/Mars/Jupiter or a simple/no-frills modest/humble, yet meaningful thank-you card, you’ve got to be specific in expressing the rationale and sentiment of the occasion.

Drilling down and singling out the specific, granular details of a “great job!” is what separates you from the apes/monkeys/primates.
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CARROT ACTION: Start with the basics: Send an email message of thanks to a co-worker right now and be as specific as possible about the reason for which you’re saying thanks. The website thanks.com has some fun, free emails to use, and best of all you can personalize the messages to the recipient.


22 JANUARY

It’s in the Air

A culture of recognition.
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Great corporate cultures are best built by frequent, specific, and timely recognition. While it’s true that other motivators can bring results—fear of getting fired can certainly inspire a burst of energy—lasting advances have to have widespread support.

Business gurus Jack and Suzy Welch point out the connection between engagement and success: “We often ask audiences if they think their companies celebrate success enough, and typically no more than ten percent of the crowd says yes. What a lost opportunity. Celebrating victories along the way is an amazingly effective way to keep people engaged on the whole journey. And we’re not talking about celebrating just the big wins.”

People are transformed through recognition. Their pride in their company grows. They start to think of themselves differently; they are part of a team of champions. When they see that they are always celebrating, they become accustomed to winning. Even if they are behind on a goal, they find themselves banding together in order to succeed.

[image: image]

CARROT ACTION: Answer the question, “Does my team celebrate success enough?” How can I help us celebrate more?


23 JANUARY

Is Your Boss Killing You?

Health consequences of workplace distrust.
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On a radio program, when we were guests, the host asked his audience: would you rather work for a great boss and get paid minimum wage, or for a miserable, controlling boss who paid you $100 an hour? To our shock, about half of the callers wanted the great boss and much less money. Several mentioned, “It’s not worth my health to work for a terrible manager.”

This result is obviously unscientific, but there have been recent studies about workers and bad bosses that make the case more convincingly. British scientist George Fieldman conducted research on the role played by employees’ perceptions of their bosses and whether interaction styles caused physical health problems.

Depending on whether they liked or disliked their bosses, the participants’ diastolic and systolic blood pressure varied in significant degrees. Fieldman concluded that working for a boss they thought unfair could increase employees’ risk of coronary heart disease by one-sixth and the risk of stroke by one-third.

Disrespect, it turns out, damages a team, and your health.

[image: image]

CARROT ACTION: Rate your boss. Out of a possible four (with four being the ideal), how many stars would you award him or her? Are there any suggestions you can give your boss (in private) that might help?


24 JANUARY

Let Me Finish

Don’t take the words right out of my mouth.
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If during your conversations with clients, co-workers, or bosses, you hear them say, “Let me finish,” you are probably in trouble.

Often we want to make a point so badly that we don’t wait for the other person to finish his sentence before we interrupt, interject, or even shout over others to make our point.

In the rush to get so many things done in our workday we often forget the common courtesy of letting people finish their sentences in simple conversation. It is something that we all see. The problem is when we interrupt our colleagues we have stopped communicating. We are only stating our viewpoints rather than listening to theirs. When this happens, meaningful dialog stops.

Here are simple steps to show respect to those around you and better communicate:

1. Always wait until others are finished talking.

2. Take a breath.

3. Then, answer.
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CARROT ACTION: Listen and give the other speaker the respect he or she deserves. It will also give you a chance to think a little longer, and the conversation will flow much better.


25 JANUARY

Tickets here! Who Needs Two?

Take me out to the ball game.
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Baseball. Hockey. Football. Soccer. Ice dancing. One of these is not quite like the others, and yet they all share a certain similarity. You have to pay through the nose to get tickets to go see them. Or do you?

OEBPS/images/common1.jpg






OEBPS/images/9781439194904.jpg
The Dal

Carro
Principle

365 WAYS To ENHANCE YOUR
CAREER & LIFE

Adrian Gostick
and Chester Elton

with Scott Christopher, Andrea Gappmayer,
and Chris Kendrick

Free Press
New York London Toronto Sydney






OEBPS/images/common.jpg







OEBPS/images/copy.jpg





OEBPS/images/pub.jpg





