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  INTRODUCTION


  MY WINNING STORY


  I wasn’t born a winner. There was a time when I came up just short of success in seemingly everything I tried. In high school I tried out for the field hockey team and made the bench. I worked hard at every practice, but I never played a single minute of any game the entire season. I tried out for the school play and made the chorus. The way, way in the tippy back chorus where no one in the audience could either see me or hear me. I ran for senior class president and lost the election to Janice Dewey, a popular and pretty girl who seemed to have far less interest in the position than I did. I spent the summer before my senior year reading the required thousand-page Gone With the Wind for my honors English class and agonized for weeks over the essay. My best friend, Holly, watched the movie on the last day of summer and knocked out that essay in two hours flat. She got an A. I got a B. Holly was remarkable. I was decidedly unremarkable. But I was headed off to college, where I was determined to be something.


  And then in college, it all changed.


  I started to become aware of something I characterized as “winning conditions”—a framework in which I could actually control the conditions around the delivery of my efforts to notably improve my outcomes. I began to recognize that success isn’t necessarily built only on the work or effort itself. It isn’t necessarily and automatically based on who is the smartest, or who works the longest, or who has the best skills or the most focused résumé or the most innovative ideas. Often, success can also be influenced by the manner in which you share or present your work or effort. Small improvements in delivery could result in substantial improvements in outcome. I started to realize that with the right conditions in place, just maybe I could begin to win.


  Now, this consideration of winning conditions wasn’t a conscious realization at the time. It began instead as a feeling, a seed, an unformed idea that first took hold after a curious experience that proves either my dogged persistence or my penchant for punishment: senior class elections. You’d think after the Janice Dewey incident I might have tried something else, but four years had elapsed since the high school debacle, and by my junior year in college, I felt like I had finally found myself. Sure, in high school I was awkward and nerdy and relentlessly made fun of. Every. Single. Day. But college was different for me. College was joyful and accepting. It was academically challenging and a safe place to flourish. It was the first time in my life that I fit in. I had friends—so many friends. People used to say that between my friend Debra and myself, we knew the entire school.


  I thrived. There was so much to do. When I wasn’t in class or doing homework, I was playing cards with my housemates (so many card games) or working (catering and bartending) or going to parties (too many parties) or tutoring (math and German) or volunteering (children’s cancer research was our charity of choice) or exploring (downtown Philly, the art museum, the Franklin Institute) or studying (for the actuarial exams that I was already conquering on my own). There was always something. When there was nothing, I’d go be a guinea pig for the psych student experiments or sit in the sun on College Green. I never wanted this to end.


  But I was coming up on the end of my junior year at Penn, and I knew it would end too soon. One day I was talking with a senior who told me that the president of the senior class carries the American flag during the graduation processional, and the vice president of the class carries the Penn flag. That’s all I needed to hear. I wanted to carry the Penn flag on behalf of my graduating class and close out my college career celebrating the place that made me whole. I had no business running for the VP position. I had no experience in student government while at college and hadn’t taken on any leadership positions in any other groups on campus. I hadn’t even held the position in high school—remember, those were the Janice Dewey days. But despite all that, I decided that I was going to make a run for it.


  I remember finding out that I was running against my classmate James. James was prelaw and had been involved in student government groups and panels every year since freshman year. Senior class vice president was a natural progression for him. He ran a strong campaign. They all told me I’d never beat him, because James had everything going for him. James was going to win, he was poised to win, he was the obvious choice to win.


  Except he didn’t. Because I did.


  It turns out, I had everything going for me. Well, maybe not everything, but it seems I had the details that mattered. Perhaps it was that I knew the right people and had the right support. Perhaps I had created enough rich experiences during my time at Penn that the students felt connected to me. Maybe it was because I had done a good job promoting my own value during the election cycle. Whatever it was, I had unknowingly stumbled into the right winning conditions for this particular experience. I might not have had as strong a résumé as James, but I delivered my election pitch and positioned my candidacy in a winning way. I was able to influence my outcome in a winning way. For the first time in as long as I could remember, I had gone after a dream . . . and won.


  My time on the senior class board was extraordinary. We created countless experiences for our class, including launching a month-long event called the Feb Club, which later became a Penn tradition. On graduation day, I led my graduating class down Locust Walk and onto Franklin Field while proudly carrying the Penn flag. I still consider that event to be one of the best things I’ve ever done in my entire life. I continued my service to my class as vice president and reunion cochair for twenty-seven years, and throughout those twenty-seven years, our class won multiple awards for excellence in leadership and event planning.
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  Leading my college graduation processional. Image courtesy of Kiera Reilly.


  But winning that class board election did far more than greatly enrich my undergraduate and alumni experience. It also yielded a lifelong and highly important lesson: things that I thought were out of reach might actually be within reach if I could learn to create the right winning conditions. I began to believe that I could potentially leave those repeated failures behind. And I just might be capable of significantly more than I had previously thought possible.


  After that election, I relentlessly pondered this experience. It didn’t make a lot of sense. On paper, James should have beaten me. He was the obvious choice to win. Back in high school, I should have beaten Janice. Why did these results play out the way they did? Why doesn’t the “best” candidate or the “best” work always win? If you truly are the best, is there a way to ensure that your best does win? I thought about this constantly, almost to obsession. I pondered other life experiences beyond those elections. I could not stop thinking about this idea of winning conditions. I could not stop considering whether success and failure might go beyond the work or effort itself, and might also be influenced by the manner in which you share or present that work or effort. This idea seemed to permeate everything I did, and everything I wanted to do. I wondered:


  ► How often had I been the stronger candidate, with higher technical competency, more applicable training, or greater dedication, but I lost out to someone who simply delivered their work in a winning way?


  ► If I could begin to make even small improvements in the delivery of my own efforts, could I potentially affect substantial improvements in my outcomes? Could I do over and over what I had done in that election?


  ► If I could develop a more valuable approach or system for delivering my quality work, could I consistently increase my opportunity for success? Could I repeatedly leverage a winning conditions framework to more consistently achieve my goals?


  ► And could I be happier and more satisfied along the way?


  After graduation and throughout the next three decades, I continued to research, test, and explore these ideas through multiple outlets. I worked my way through a rewarding actuarial career, from independent contributor to executive adviser for numerous large global companies. I ducked out of the business world for a while to enjoy wonderfully joyful years as a stay-at-home mom to my three great kids. I tackled graduate school and secured an MBA. I traveled through seven continents and volunteered extensively both at home and abroad. I competed in one of the most popular reality television games in history.


  Along this journey, I took increasing notice of people succeeding not simply because they were delivering a winning work product or idea, but because they were delivering their work in a winning way. Over these three decades, I fed my natural curiosity about winning conditions by talking with countless people across industries, countries, levels, and roles about their experiences. I devoured books on persuasion and decision making, studied behavioral economics concepts in graduate school, and tested and proved my ideas in my own career. Consulting and volunteering provided rich opportunities to engage on countless projects with diverse teams in many different types of organizations. I became involved with their various strategies, perspectives, ideas, goals, problems, solutions, resources, and people. This myriad of experiences allowed me to compare and contrast, explore and dissect. And I did. Long gone were those earlier days of always just missing the mark. Because now, the more I tested my winning conditions framework, the more I won. I began to experience significant recognition and celebration of my work and my efforts. My business partners kept coming back to me for more.


  As my career progressed, I was honored to be named a pioneer and a trailblazer in my male-dominated industry through multiple print and television outlets. I was invited to share my professional expertise in the critically acclaimed National Geographic Channel documentary series Breakthrough. I was admitted to graduate school at one of the most prestigious schools in the country—the Massachusetts Institute of Technology. After sixteen years of submitting applications, I was finally selected to play CBS’s Survivor—and placed on a starting team designated the Heroes. Survivor’s host and executive producer, Jeff Probst, labeled me a hero because, in his words, I “broke the glass ceiling in terms of business.”1 I was elected to the board of directors of the Society of Actuaries and began guest lecturing at top universities and events, eventually becoming an in-demand speaker both at home and abroad.


  It turns out, I was indeed capable of significantly more than I had previously thought possible. Because once I learned how to develop and embrace my winning conditions, I could create and live my own winning story.


  YOU CAN DO IT TOO


  The framework that I will present to you in this book is simple, but it will change your life for the better. Stop for a moment to think about the experiences that you have had in your life.


  ► Do you ever see people who are perhaps not as smart, dedicated, hardworking, or well trained as you are, but they seem to be more successful?


  ► Do you wish you could have the same amount of success . . . or more?


  ► Do you know you have great ideas but can’t seem to get traction with them? Or you’d like more traction with them?


  ► Do you ever wish that when you shared your great ideas, you’d get a different (or better) reaction?


  ► Do you wish that your boss, your team, your partner, your [fill in the blank] would just listen to you about this one [or two, or more] thing(s)?


  ► Do you ever feel like you are finding it harder and harder to get ahead, while others seem to easily climb the corporate ladder or gain recognition?


  ► Do you wish it were that easy for you?


  You CAN have all of this, and more. By fine-tuning the delivery of your work, you can create your own winning story. Let me say that again so you remember it well:


  YOU CAN CREATE YOUR OWN WINNING STORY.


  Let’s face it: if you’re taking the time to read this book, then I assume you’re already motivated to deliver high-quality work. So let’s get you to a place where you’re winning this game every time—or at least a lot of the time. Or more of the time! By implementing a more valuable approach for delivering your great work, you can begin to increase your opportunities for success, more consistently achieve your goals, and be happier and more satisfied along the way. You, too, can dream . . . and win.


  What if you’re just entering the workforce? What if you’re approaching retirement? What if you’re an individual contributor, or self-employed, or a volunteer? Can you still use these ideas? Yes. Yes. Yes. These ideas can be used at any age, role, or situation. In fact, you can even use them outside the workplace, in your own personal interactions.


  What does it even mean to “win”? Doesn’t this mean different things for different people? Yes, it does. A win may be gaining traction, getting noticed, or being trusted. It may be receiving recognition for a job well done, getting a callback, or being considered for a promotion. Maybe you are selected, or maybe you simply do better than expected. Any of these may be a win. The options are vast and most definitely personal. But always, the win in the context of this book reflects a positive decision, view, or impression. So here, we’re not talking about how to win random games of chance (I won’t be providing tips on picking the right lotto numbers). We’re also not talking about how to become technically stronger in your field (I won’t be teaching engineers how to build a better widget). Instead, you’ll learn how to manage the conditions around the delivery of your already quality work, so that your colleagues and the other people around you believe in you and your work and respond positively and optimally.


  What if the situation you’re in is “unwinnable”? Do winning conditions still apply? Yes—you can, and you should, still work to create your winning conditions. Even in seemingly unwinnable situations, the framework will help you to consistently achieve the best possible outcomes. For example, maybe, despite your best efforts, you are faced with workforce reductions and your position is eliminated. In this case, let’s use these techniques to negotiate an extra few months of benefits and ace those upcoming interviews. Let’s make such a positive impression that we can secure influential references and contacts for new opportunities. Okay, you have lost your job, but let’s find a way to improve the outcome. Every situation—even the bad ones—can be improved through winning conditions.


  This book will provide simple and easy methods that you can use to deliver your quality work, service, or ideas in ways that are more likely to be noticed, praised, and accepted. They will work for everyone regardless of role, level, or experience. And after you have read this book and you begin to consciously implement this simple and easy framework, you will see your colleagues and those around you respond more positively to your work. You will see improved outcomes. You will see your reputation and overall success improve.


  You will begin to win.


  THE FINE PRINT


  As you embark on this journey toward winning conditions, I want to point out a few things. First, throughout this book, I will often use the terms “colleague” and “business partner” interchangeably. Because these terms may have different meanings in varied roles and industries, I’d like to briefly define them. In the context of this book, a “colleague” or a “business partner” means any person with whom you interact in the course of doing business. Your colleagues and business partners may be any level, tenure, role, or relationship to you, and may be internal or external to your organization. They could be your managers, direct reports, peers, vendors, clients, customers, or anyone else with whom you work. If you want to apply these concepts to your personal life, then they could be your friends, neighbors, family members, or community contacts. Please resist the urge to think of “colleagues” or “business partners” as only those of high status or of a necessarily corporate nature. Here, the summer intern is the business partner and colleague of the CEO.


  Second, I often refer to “winning conditions” as a singular noun. That’s because winning conditions is a global idea, a framework, a mindset, or a way of thinking. It’s not a collection of various instructions that you’ll need to meticulously study and memorize. I can assure you that by the end of this book, you’ll be fully comfortable with the framework, and as you create or stumble upon the ideas in your own real experiences, you’ll easily and proudly share, “This is winning conditions!”


  Lastly, I’ve noticed over many years of reading and research that many nonfiction motivational or business books start with the foundational assumption that we are flawed. Those books are meant to help us, yet they start by pointing out all the things that we’re doing wrong. They make a point of noting our mistakes. They assert that our poor decisions are limiting our impact and our success. We are placed at fault so the glorious author can dig us out of this mess we’ve made.


  Not this one. I’m starting with the assumption that you are already outstanding. Maybe you don’t know that right now, but I know it. You are outstanding. You are exceptional. You are working hard, and you are striving to better yourself. You are motivated and dedicated. You take pride in your work and all that you have to offer. The sky’s the limit for you, if you want it. If you don’t want it, well, then, whatever you want is the perfect decision for you. Your choices and opinions are valid and valuable.


  Any issues that you may have are not because you are flawed, but because you are human. So, don’t start this read from a place of fear. Start it from a place of joy. You can do this. You will do this. Let’s show the world what you are capable of. Because I bet you are capable of significantly more than you ever thought possible.


  With a spirit of joy and positivity, come join me. Let’s go on a journey to create YOUR winning story.


  Here we go.


  


  1 Wigler, Josh. “‘Survivor’ Season 35: Jeff Probst Previews the Heroes Tribe.” The Hollywood Reporter, August 31, 2017. https://www.hollywoodreporter.com/live-feed/survivor-season-35-jeff-probst-previews-heroes-tribe-1032830
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  CHAPTER 1


  DEVELOP YOUR CONSCIOUS AWARENESS


  I am a prisoner of the extra-long commute. I love living in my little rural town, but unfortunately this means that my most meaningful job opportunities are often quite far away. I’ve never commuted less than an hour each way. One of my positions was four hours round trip. Four hours, ugh! I won’t do that anymore, though, because there were a couple times during that commute when I found myself going into autopilot. Has this ever happened to you? Have you ever driven a particularly long route and unintentionally lost yourself in your own thoughts, so when you “woke up” it took a moment to figure out where you were? Maybe you weren’t sure if you’d passed your exit or hadn’t even reached it yet. This is called mindless driving, and it can be extremely dangerous. Drivers have been known to end up in another city or state after periods of mindless driving, or far worse. Please don’t do this. I put an end to that four-hour commute so I could put an end to the potential for mindless driving.


  But we do other things mindlessly as well. Have you ever mindlessly eaten an entire tub of ice cream while watching your favorite television show? Have you ever mindlessly put your keys down somewhere and then had no idea where they were? Have you ever forgotten whether you’d already taken out your contact lenses and had to actually rub your eyeball to find out? I’ve been known to madly search the house for my eyeglasses, not realizing that I mindlessly perched them on the top of my own head.


  Sometimes we also do our work mindlessly. Perhaps we work a particular position or role so long that we begin to move into an autopilot state. We’ve done this precise task or job a million times already, so we don’t think anymore as we execute it. Perhaps we’re preoccupied with things at home, so we’re less deliberate at work. The baby is sick, the mortgage is due, the basement flooded—each of these might be understandably taking up our active brain space and crowding out workplace thoughts during the workday. Sometimes we’re just so tired from the endless grind that we survive by simply going through the motions. Our brains are maxed out, and we’re exhausted. We don’t have room for one more thing. All of these can—and do—happen to even the best of us.


  Perhaps we’re mindless for a different reason. Maybe we are truly working wholeheartedly, attentively, and deliberately, but we’ve accidentally overlooked some details that matter because we’re focusing on different details. Our thoughtful brains just made an honest mistake. Just a few days ago I received a LinkedIn invitation from someone whose bio/headline told me they were “perusing a degree in mathematics.” Now, I don’t know them at all, but something tells me that they’re probably pursuing a degree, not perusing a degree. They probably created their LinkedIn profile thoughtfully and carefully but just made a spelling error in the headline. Unfortunately, this small spelling error is the big difference between impressing their audience by sharing that they’re going after something great with a strong determination (“pursuing”) or boring their audience by suggesting they’re unimpressively glancing over something without specific intent (“perusing”). Their unintentional error changed the entire context of the bio. And this example isn’t even anything uncommon. I’ve more than once received thoughtfully crafted and detailed solicitations from job recruiters that are unfortunately addressed “Dear Jennifer” or any other name that is decidedly not Christine. I had a colleague who was once so worried about the talking points of a big presentation that they mistakenly forgot to send the attendees an updated invitation with the new meeting location. Nobody showed up.


  Becoming more mindful in your work and in your life is a central component of winning conditions. In the introduction, I mentioned that you will begin seeing improved outcomes if you consciously implement the ideas in the framework. “Consciously” means that you are actively doing something in a deliberate, attentive, and thoughtful way. You are intentionally making improvements. You will become consciously aware. So let’s explore this idea of conscious awareness a little bit. We’ll establish the importance of conscious awareness by first exploring its opposing phenomenon, unintentional blindness.


  UNINTENTIONAL BLINDNESS


  The human brain is an incredible thing. Our incredible brains allow us to function, learn, remember, analyze, strategize, and feel. They allow us to think, care, consider, reflect, and reason. Our incredible brains also forget, err, mess up, and break down. Sometimes we humans are wholly impressive, and sometimes we are downright irrational. But curiously for us humans, often this irrationality is consistently predictable. This predictable irrationality is the basis of the science of behavior called behavioral economics.


  Behavioral economics explores the many ways in which humans make irrational decisions—not because we’re not smart, not hardworking, not motivated, not strategic, or not responsible, and definitely not because we don’t care or because we’re flawed—but instead because we’re human and we possess human brains. This is science. Our brains, at times, predictably mess up in remarkably consistent ways. It happens to all of us. In fact, the next time you find yourself frustrated in a workplace interaction, remind yourself that whoever is frustrating you might be behaving that way simply because they are human and have a predictably irrational human brain—not because they are necessarily bad or intentionally trying to be frustrating.


  One example of this predictable irrationality is that we can become “blind” to certain important things, simply because we focus on different important things. It’s a phenomenon called unintentional blindness (or, sometimes, inattentional blindness), and it occurs when our brains are so focused on a particular task or subject that we fail to see something else, perhaps something unexpected, that is also happening right before our eyes. The phenomenon is thought to have developed more than two million years ago, at a time when humans needed to be laser focused on animals—both as predator and prey—in order to survive. And what began as a survival mechanism still exists today: our human attention system will sometimes completely ignore something if we’re not specifically focusing on it.


  This is what happens when we go into autopilot while driving a long route—we become blind to the drive as we instead concentrate on our own thoughts. This is what happens when we mindlessly eat a tub of ice cream while we’re focused on enjoying our favorite television program. This is what happens when we forget to send an updated meeting invitation because we’re obsessing over our talking points. Our human brains have fallen into a state of unintentional blindness. And remember, this happens not because we’re lazy or irresponsible, but because we’re human.


  One of the most entertaining and well-known research examples of unintentional blindness was released by two professors, Drs. Christopher Chabris and Daniel Simons, in the late 1990s. They created a short video experiment in which the viewer is asked to count the number of times a basketball is passed within a small circle of people. In the middle of the video, a large gorilla (really a person in a gorilla suit) struts directly into the center of the circle, pounds its chest, and then exits. Remarkably, about half the people who watch the video don’t even notice the gorilla. They’re too busy focusing on the basketball.2


  A few years ago, Colgate-Palmolive brilliantly leveraged our human tendency toward unintentional blindness in an advertising campaign for dental floss. In the series of images, the broadly smiling subject of the ad has a large and rather gross-looking piece of food stuck right in his front teeth. It’s super distracting. It’s so distracting, in fact, that the audience often doesn’t realize that the only other person in the ad—the friend—has six fingers. In another version of the ad, the friend has three arms. In yet another version, the subject is missing an ear. Everyone better run out immediately and buy some dental floss—because food in your teeth is so distracting that you may not even notice major anatomical abnormalities!


  What’s interesting is that when the gorilla, extra finger, third arm, and missing ear are pointed out, they’re incredibly obvious. How could you miss them? Of course you see them. Yet again and again, our human brains naturally fall into a pattern of unintentional blindness. Even when we think we’re paying attention, there are details that we miss because we’re concentrating on something else. This is normal. Winning conditions helps us to overcome this tendency. Winning conditions means learning to look for and find the details that matter. It means making small changes in your behavior based on these conscious observations in order to notably improve your outcomes.


  Winning conditions means learning to look for and find the details that matter. It means making small changes in your behavior based on these conscious observations in order to notably improve your outcomes.


  Consider the following experience from my first job.


  OUT OF THE SHADOWS


  Fort Lee, New Jersey, 1993. I had just graduated from the University of Pennsylvania and had begun my actuarial career at Kwasha Lipton, an employee benefits consulting firm. Kwasha was a great place to work because it was overflowing with outgoing, brilliant, creative, and positive consultants. I learned new technical skills every day. I learned how to program, how to process and understand complex regulations, and how to manage clients. I was simultaneously studying for my actuarial exams and learning about difficult mathematical and financial functions, theories, and markets. I was hyperaware of learning as much as I could, as fast as I could. I loved every second of this fast-paced, driven environment.


  Our office had a distinct spirit of friendly competition, and within each cohort of new hires (the group of consultants who were hired out of university in the same year) there was a definite awareness of who had passed which actuarial exams, who had been promoted, and who was working with the biggest names and the most influential, or “best,” clients. My cohort included a woman named Roselyn. Everybody loved Roselyn. She and I had similar backgrounds, passed exactly the same actuarial exams, and worked on all the best clients, yet everyone talked about the Amazing Roselyn. People didn’t talk about the amazing christine (lowercase intended).


  There was a television show in the 1970s called The Brady Bunch. I loved that show when I was a kid. It shared the lives of two parents, six kids, and a housekeeper. Anyway, in one of the episodes, middle sister Jan goes to high school and is frustrated that all her teachers just keep nonstop raving about her big sister, Marcia. “Marcia, Marcia, Marcia,” they all say. And all this vocalized adoration makes middle sister Jan feel substandard. She feels invisible. Jan feels like she is constantly living in the shadow of her big sister, Marcia. In fact, the episode is titled “Her Sister’s Shadow.”


  Well, this is exactly how I felt at work. Roselyn, Roselyn, Roselyn. And yup, I’m Jan. I’m doing all I can, yet everybody just keeps raving about Roselyn. She and I were delivering the same results, innovations, and solutions, and yet somehow she was winning every time. Despite my excellent work, I was dependably living in Roselyn’s shadow.


  I wanted to change this. So instead of blindly accepting my shadow status, I consciously decided to try to figure out what she was doing right. I wanted to learn from Roselyn. Yes, I loved her, too. When I opened my eyes to consciously pay attention to the details, I recognized that Roselyn was delivering her work differently than I was. Same work—different delivery. The way that she interacted with our colleagues drove them to feel a particular way about her. She was setting up her own winning conditions. It was right there before my eyes, I just had never noticed it before.


  Here’s one simple example that made a strong impact on outcome. When Roselyn was complimented on her work, she graciously and thoughtfully said thank you. “Roselyn, great job on those results!”


  Thank you, I worked really hard on the project.


  Thank you so much.


  Thanks, I really enjoyed working on the project.


  As you can imagine, Roselyn’s managers learned from her response that she worked really hard. They learned that she enjoyed her work. These two bits of information led them continue to give her challenging and important work that she enjoyed.


  When my work was praised, I responded differently. “Christine, great job on those results!”


  Thanks, but it was really just a simple update.


  Thanks, but it really wasn’t that big of a deal.


  Oh, it was easy—I just repeated what we did last year.


  I deflected. I guess I thought I was being humble, unpretentious, or discreet. My humble, unpretentious, discreet response became mindless and automatic. I just said it. Every time. “Thanks, but it really wasn’t that big of a deal.”


  But repeated humility, while coming from a place of goodness, can ultimately lead to a decline in recognition. Over time, our colleagues will begin to think that the work we did was simple, or it wasn’t that big of a deal, or it was easy to just repeat what we did last year. And they will think that because we told them so. They may stop praising us or recognizing our valuable contributions—because we ourselves have assured them that our contributions aren’t actually all that valuable. We have made ourselves insignificant, and therefore, others may think of us as insignificant. Others didn’t put us in the shadows—instead, we put ourselves there. When my colleagues expressed gratitude to me, I didn’t accept it or receive their gratitude in a meaningful way.


  Roselyn showed me that it is wholly possible to accept praise without sounding egotistical, arrogant, or narcissistic. It is possible to respond in a way that inspires warmth and satisfaction and security. It is possible to graciously shine a light on our accomplishments—and ourselves. In reality, she did work really hard on that project. She did enjoy the work. Her responses did not undermine others. She accepted compliments appropriately and with great poise. She honored the work and the process. She honored the praise and the praiser without dismissal.


  Thank you, I worked really hard on the project.


  Thank you so much.


  Thanks, I really enjoyed working on the project.


  But I didn’t naturally see this until I consciously decided to look.


  Roselyn and I worked with others who were on the “no problem” bandwagon. Do you know people who ride this ride? “Joe, great job on those results!”


  No problem.


  But there actually is a problem here, and Joe himself unintentionally and mindlessly introduced it. To explain the problem, we need to first understand yet another phenomenon of our human brains. That is, a human brain is physically unable to ignore something that has been brought to its attention. This is sort of the complement of unintentional blindness. In unintentional blindness, we might accidentally ignore something that we don’t specifically focus on. Here, we cannot ignore something that we do specifically focus on. For example, if I tell you that my desk chair is wrapped in cotton candy, then you probably just thought about a desk chair and/or cotton candy. Why? Because you have a human brain, and so when I brought the idea to your attention, you were simply unable to ignore it.
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