I Have to Lead Now?
You made it!  That big promotion just came through and you now have the reins and all the marbles.  Soon the momentary thrill and excitement turns to near panic as you realize you never took that single leadership course in college and you certainly have not read all the latest and newest on the topic.  Now what?  What seemed simple, is now complex.
At the risk of making a complex task too simplistic, let’s look at some ways you can flourish in this new arena without subsisting only on that egg plastering your face.

Two very good friends of mine, John Barrett and David Wheatley of Humanergy, Inc. have written a book, 50 DO’s for Everyday Leadership: Practical Lessons Learned the Hard Way (So You Don’t Have To).  The book summarizes and organizes the interviews with 100 veteran, frontline supervisors gathering advice to ensure success for new leaders.   I have found the information contained therein to be grounded, non-theoretical, and helpful advice for the novice leader—focusing not just on leading a business, but more on building and maintaining effective relationships with those you lead 
Since I have talked in past articles on trust and credibility as a basic tenet of productivity and business success, let’s look at the advice from these 100 veterans of the leadership world.

According to these experts, the leadership behaviors that foster trust and credibility include:

· Being consistently 100% honest

· Saying “I don’t know” and finding out

· Leading by example and holding yourself to a higher standard

· Doing what is right and sticking to decisions or admitting mistakes

· Committing only to the extent of your knowledge and authority

· Making decisions only when you need to

· Circling back to interested parties with follow-up, information or answers

· Maintaining confidences and trust of those who are absent

Now, I don’t know about you, but if I were on the receiving end of these behaviors from one of my leaders, I would feel trusted, supported and valued.  My productivity would improve.  As a matter of fact, I would feel good about working in any environment where even my fellow employees exhibited these behaviors.  (These might even work if you incorporated them into your personal relationships!)

Notice that none of these behaviors directly attack the business end of business—like P&L statements, strategic plans, or business plans.  They focus on the part of leadership and business that is the real competitive advantage—people and relationships.  After all, the best laid business plan will not succeed if the people executing do not feel supported and part of the effort.  As a leader you have to pay attention to the perceptions you and your behaviors are creating, not just the business acumen you portray.  
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