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THE SUMMARY IN BRIEF

The strergths movenentis everywhere: the corporae world, the worlds of
public sewice, of eacnomes, of education, of faith, of charity — it hasaffecied
themall. It hasits detradors, but an appel as universd as this begsthe ques
tion, “Why?” Why do so many people from somany different worlds seesuch
power in the strengthsbased perspetive?

Now tha the strengthsmovement isin full swing, this sunmary answers
thatquestion and the ultimate quegion: How canyou actudly apply your
strengthsfor maximum suces at work?

Research shows tha mog people do not come close to making full useof
their asetsatwork — in fact, only 17 perent of the workforce bdievethey
use dl of ther strengthson thejob. This summary aimsto changethatthrough
a six-step experiencethatwill reveal the hiddendimensonsof your strenghs.
It shavs you how to seze control of your asses and rewrite your job descrip
tion underthe nos of your boss.

With proven tactics from people who hawve suaessfully applied its lessons,
this summay armsyou with aradicdly different appro&h to your work life. It
also opensup anexcitingundharted territory for you and your organizaton.

INTHIS SUMMARY, YOU WILL LEARN:

* Why your strengthsaren’t “wha you are goodat” and your weaknesses
arent “whatyou arebadat”

* How you cantake the simple steps each week to pushyour time at work
toward thoseadivities that strengthenyou and away from thosethatdon't.

» How to talk to your bossandyour colleagues aboutyour strenghswithout
soundng like you're bragging,and how to talk aboutyour weaknesses
without soundinglike you're whining.

* How a 15-minuteweeklyritud will keep you onyour strenghs pathfor
your enire career.
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THE COMPLETE SUMMARY: GO PUT YOUR STRENGTHS TO WORK

by Marcus Buckingham

Lead This Movement

Conventionalwisdomtells ustha we learnfrom our
mistakes However the strengthsmovanentsays tha all
we learnfrom mistakesarethe charateristics of mis-
takes If we wantto learnaboutour successs, we must
study success.

Fueledby this idea,thefirst stage of the strengths
movemen — the stagewe arein right now — hasbeen
dominatel by efforts to labelwhat is right with things.
Thus wherea the World Bank useal to rank countries
acordingto ther negativequdities, suchaspovaty,
violence andvulnerabilty, todayit hasdevdopeda list
of positive labelsthat capturea county’s overdl levd
of well-being, labelssuchassocid capability, ecmnomic
sdf-determinaion andsusainability of locd customs.

High-Performance Teams

Ask a nationally repregntative sampk of the work
force how oftentheyfeel anemotiond high at work —
asuresign thatthey’re playing to a strength— and 51
percant say “aboutonceaweek’

Our challengenow is to dramdically increase how
oftenwe play to our strenghs. On high-peformane
teams, people saythey call uponther strengthsmore
than75 percentof thetime. For usto read this levd,
we don’t needto castadde our currentwork andstrike
out for the pefect dreamjob.

Ingead,we simply needto learn how to take our exist-
ing job, andeach week,reshapet aroundour strenghs
— evenin the face of interferencdrom theworld around
us To do this, we needto master a newdiscipline, one
that brings order and focus to a series of incremental
moves.If we put this discipline into practiceeach week,
we will gradually, degreeby degree, tilt the playingfield
sothatthe best of ourjob become mog of our job.

‘The PushDisapline

Simply put, we needto ditch thetypical “pull” approach
to work andrepaceit with the* push”disdpline.

“Pul” looks like this: Somebodyelsetell s you whatis
expected of you, your goak areset Your bes hopefor
achievementard reward,you tell yoursf, is to try to focus

your time sothat you spendmostof it onthosefew activi-
tiesthat will redly drive your gods. As sud, your gods
pull you toward certain adivities and away from others.

The“push” disdpline looksvery different. It begins
with you taking responsbility for identifying your own
strengths and weaknesses. Then, having identifiedthem
you take a standfor them. In practical terms, this means
thatyou pushthe peopk at work, along with their many
expecations,toward your strengths and away from your
weaknesses. Thesepeople — your colleggues,your cus
tomers your manage — are goodpeople, with good
and approprite expectationsof you, but theydon't
know your strengths.

The Bed of You

You do know your strengths. It's your responsiblity
to know how to pusheach week for moreopporunities
to play to your strengths This doesn’t mean you should
swagge into work each day and demand tha you be
asked to do only strength-baed activities No one
would want to work with you if you did this. But what
you can do each week is stat this newdisapline — dis-
ciplinetha beginswith the simple question, “How wil |
| engurethatl put my strenghsinto play justalittle
morethis week thanl did lastweek?’ and endswith
you building your job aroundthe beg of you.

(continuedon page3)
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Summary: GO PUT YOUR STRENGTHS TO WORK

Lead This Movement
(continued from page 2)

Here arethe six stepsthat makeup this discipline:

1. Bust the Myths. Capitalizing onyour strengthsis
thebest way to compete.

2. Get Clear. Identify your own strengthsand
weaknesses.

3. Free Your Strengths Learn how to volunteer
your strengthsto theteam

4. Stop Your Weakneses. Lean thebeg strategies
for lesseningtheimpactof your wes&knesseson the
team.

5. Speak Up. Mastrthe art of talking aboutyour
strengthswithoutbragdng andyour weaknesses
without whining.

6. Build Strong Habits. Build theright habits,so
thatweekin, weekout, andyearuponyea, you
stay in control,alwayspushng toward adivities
thatstrengthenyou, eve watchful for those that
drag you down.

Two Placesfor ConwersaionsAbout Contribution

At work, thetwo mostcommonsituaions in which you
shoud havea“my strengthsandwegknesses conwersdion
arethe“how arewe going to divide up thework” conve-
satonwith your teammées,andthe oneon-onewith your
manage. You wantthemto know how to setyou up sothat
you canmakeyour greatespossble contribution. m

Step 1: Bust the Myths

A majority of us havecometo believein certan myths
— three,to be precise— thatour parentgold uswere
true thatour teachers reinforced,andtha today we hear
in oneform or arotherfrom our managersThesemyths
hawe becane so ingrainedin our lives thatwe no longer
seethem They are coreassumptionsha evennow we are
passirg onto our children, our studentsand our employ
ees, andwe are pleasedwith ourselves for doingso.

To helpyou busteachmyth andfigure out the best
way to get afriend or colleagueto bustit too, here are
three questonsthatshouldprove reveding. Write down
your ansvers afterreadingead myth. Late, when
you're trying to persuadethers usethesequestionsas
away to begin your discussio:

1. How doesthe myth serve you? Only by under
starding how the myth helps people getthroughtheir day
can you stat to see how they can be disentangledfrom it.

2. What would it costyou to stop believing in this
myth? Beforewe canthink aboutwhatwe will gan by
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changing our bdiefs, we first hawe to fessup to whatwe
will lose.

3. How would it benefit you to believethe truth? If
we can cgpturein detail wha we will gain by carving a
life aroundour strenghs,we'll keep fighting for it for
therestof ourlives.

The ThreeMyths

Constde these myths:

Myth: Asyou grow, your personality changes.Sixty-
six percentof usbdieve thisto betrue Thetruthis that
as you grow, you don't changeinto someneelse.You
don't changeyour persondity.

Truth: Asyougrow, you becomemaore of who you
already are. Getting a little betterat something thanyou
werebefore doesrit necesaily meanthatyou've charged
thedistinctve pegks ard valleysof your peisanality.

Myth: You will grow the mog in your areasof great
est weakness. Sixty-oneperaent of people believethis
to betrue. Instead, the truthis tha you will learnand
grow theleastin your areas of we&ness,and what
leaning andgrowth you do achieve will be hard-won.

Truth: Youwill grow the mostin your areasof
greatest strength. You may not be creative in all aspecs
of your life, butwhatever your general level of creatvi-
ty may be, you will be at the peak of your creativepow-
ersin your aress of strength.You will learn the most
grow the mostand devdop the mostin your areasof
gredest strength. Your strenghs magnify you.

Myth: A goodteam member does whatever it takes
to help the team Ninety-onepercentof people believe
thisto betrue Thetruthis tha while you will cerinly
accomplish moreif you collaborat with your tean
mates— there’s no question tha teams are moreeffec
tive than groupsof disoonnected individuds — when
you look closely atthe mog effective teams, you dis-
cover that the players on theseteams are not chipping in
and doing whateve the team requires of them.

Truth: A goodteam membe deliberately volunteers
his or her strengths to the teammostof the time. Team
menmbershaveredizedthat the right, mostresponsibé
thing to doisto identfy where ther strengthslie and
thenfigureout how to arrangether time and theirrole
sotha they play to thesestrengthsmog of thetime. m

Step 2: Get Clear

Your strengthsare defined by your adual activities.
Theyare thingsyou do, and, more speifi cdly, things
you do consigently and nea perfectly. Thus,if you are

(continuedon page4)
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Summary: GO PUT YOUR STRENGTHS TO WORK

Step 2: Get Clear
(continued from page 3)

anurse,one of your strengthanight be giving injections
thatseemalmostpainkess to the paient. If you arein
sales, you might havea strengthin closng deals when
competingheadto head.

Strengthssu asthesearemadeup of threeseparde
ingredients:
1. Talents, suchasempahy, aseativenessor com
petitiveness.

2. Skill s, suchasknowing the stepsinvolved in giv-
ing injections.

3. Knowledge, suchasof which dosageis correct
for a particularpaient or who is your most dan-
gerouscompetitor in the marketplace.

To capurethe specfic activities tha constituteyour
strenghs, you are going to have to go beyondgeneric
talentlabelsand pinpoint how your acual acivities in a
regularweek makeyou feel. Payclose attenion to your
feelingsbefore, during andafter your weekly activities.
Only then will you getclearon exactly whatyour true
strenghsare.

The Four Signs of a Strength

To helpyou, there arethe four telltale signsof a
strengh. Theacrorym SIGN is a goodway to organiz
andremenerthem:

 Sis for SuccessForanactiity to belabded a
strengh, you mustobviously havesomeability in it,
andyour sucessmeasurear othawise,is the best
indicatorof ability. How effective youfeelin ary adivi-
ty — your selfefficacy— is a solid first indicator of a
strengh. But your strengthsare morethanmerelywha
you're good at.

« | is for Instinct. You can't quite articulatewhy, but
you find yoursdf drawnto certain aciviti esrepeaedly.
You may feel atwinge of fear, but, unpromptedyou put
yourself in situationswhereyou haveto performthem.

» G is for Growth. Resarchby Mihaly
Cgkszentmihdyi, authorof the semind book Flow: The
Psycholagy of Optimal Experience hasshownthat hap
pinessandconcentrdbn arevery closly linked. The
results from a studyof morethan10,000people gath
eredoverthelast 25 years,showthat, althoughour
absolue level of happnes won't vary much,eachof us
is at our personapeakof happines when we aredeeply
immersedin aspeific acivity.

N is for Needs.Some activitiesjust seemto fill an
innate need of yours Whenyou are donewith them,
you fed fulfilled, powerful redored— the exact oppo
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site of draned.

The simplest and mostusdul definition of astrength is
this: Your strengths are thoseactivities tha make you fed
strong. The flip side isasotrue “An adivity tha makes
you feelweak” is the beg definition of a weakness.

The Beg Judgeof Your Strengths

No onecan tell you which activitiesmake you feel
strong and which ones make you feel weak. Here,your
perspedive is, and will always be sureand true.So
trustit. Pay closeattention to your appdites. Captre
them clarify and confirm them, andoutdanding perfor
mane will follow.

Learning how to capure, claiify andconfirm your
strengths is your goal for this step. Examine the actual
adivities thatfill up your week look for thetelltale signs
tha point to your strenghs and identify them. By the
endof this step you'll be able to write threestatemerts
that describeyour strergths vividly. Thesethree Strength
Statements will stemfrom you pulling apart the jumble
of activitiesfilling your week, sorting out the strong
from the weak ard then distilling the strong down to the
mog targible level possible. These three activitieswill
beyou at your mog productive, innovative, reslient and
focusel. They will be you atyour beg.

The most effective way to identfy your strengthsis
througha simple three-phaseproaess. This processwill
ask you to pay attention to your work morecloselythan
evea beforeand to sortout exactly how the thingsyou
do make you fed.

Capture

This proces beginswith the challenge of capturing
which specffic acivitiesover the couse of aweek playedto
your strengthsandwhich onesplayedto your weakreses.

For oneweek, onasmdl memo pad,keep track of the
times when you find yourself doing sonrething that
makesyou feel poweful, confident, naurd, auhenic,
etc. Likewise, if duringthe course of the week you find
yourséf feeling drained, frustrated, forced, irritated,
bored,etc., write down exactly wha you are doing.
(You'll deal with your weaknesses in step4.)

At the end of the week, sortthe pages of activities
thatmakeyou feel strongby spreading themoutovera
flat surface with the mostpostive pages ontop, all the
way downto theleast postive pages on the bottom.
Then “ded” off thetop of your deck yourtop three
pages and lay them outin front of you. These specfic
activitiesprovide the raw material for your three
Strengh Statements.

(continuedon pageb)




Summary: GO PUT YOUR STRENGTHS TO WORK

Step 2: Get Clear
(continued from page 4)

Clarify

Next you needto clarify the speific aciviti esyou've
capturedand arrive at staementsthatareboth predse
enoughto preservehe original emotionalpunchand
generalenoughfor you to apply ead week.

First, clarify the essencef each of your positive
staementswhile not enirely losing their specficity.
Seond,identify exactly which aspeds of the activity
arecritical andmustbe preservd if theadivity is to
generatein you the samepostive emotionsin future
weeks as it obviousy did this week. Ask thefollowing
four quegions:

1. Does it matter why | do this activity?

2. Does it matter who | do this activity with/to/for ?
3. Does it matter when | am doing this activity?

4. Does it matter what this activity is about?

You shouldnow havethreestatements, derived from a
regularweek at work, thatvividly captre activities that
makeyou feel strong.Takea long look at them. Simply
put, your goalfor this coming yea will beto figureout
how to exploit ead of thesea little moreefficiently
week afterweekafter week.

Confirm

Findly, you'll wantto confirm that thes threeare
indead your mostdominantstrenghs.

You shouldgo throughthe captureclarify-confirm
process twice a year.Pick aweek and cgptureyour
emotionalreactiongo the acivities of your week,then
clarify and confirm whatyou captured.To sdze control
of yourtime at work, you haveto know whatyour tar
gets are, whatyou wantto push your time toward. This
twice-a-yar process will setyour targets.

Fill out cardswith your top threeStrengthStatements.
Keepthemfront and cener on your dek, onyourwall or
in your top draver. Whaever you chooseo do with these
statemets, take them serously. Elevate them.Spotlight
them.Keepthemdirecty in your line of sight. m

Step 3: FreeYour Strengths

Therearepowerfulforcespulling your weekaway
from your strengths:the need of your custoners,the
demandsof your colleaguesthe expedationsof your
boss, your own careeraspirationslt will take arare
concentratin of the mind to pushbacktheseforces,
channelthem,and therebyresbre them to ther prope
placeand influencein your time at work.

Soundview Executive Book Summaries®

Theseforceswon't eve disappear conpletely, nor
shout they. The key question for you s, “How canl
usemy strengthsprecisdy to fulfill my cusomers’
needs, to listento the demandsof my colleggues,to
med or renegotate the expectationsof my bossandto
honormy career aspirdions?

Your answes to this quesion will certainly not sap
your enggy, but neither will they be smooth saling.
Theworld outthere s, at best, indifferent to you and
your strengths

The mostextreme answer is that the only way for you
to freeyour strengthsis to leaveyour current role or get
outfrom unde your misguidel boss. In sorre circum
stances, that is theright strategy. But it is thefifth posst
ble course of action. There arefour distinct strategies
you mug consder first:

1. Identify exactly how and where ead strength
helps you in your current role.

2. Find the missed opportuniti esto leverageeach
strengthin your current role.

3. Learn new skills and techniquesto sharpen
each strength.

4. Build your job toward each strength.

Your Strong Week Plan

We need to find thoseactivities at work tha play to
our strengths and then fill mostof our time with them
We needto turn the best of our job into mostof our job.

To make this happe, you will need to establishin
your life a speeifi ¢ routine or regimentha is straightor-
ward enaughfor you to do regubrly, but meaty enough
to keepyourtime at work centered on and moving con
tinuousy toward your strengths.

The most effecive routine is a Strong Week Plan. The
se/entday weekis one of the bestweamnsyou have in
your battle to build your entire lif e araund your strergths.

At the end of each week, or over the weekend,or very
early on a Monday, take 15 minutes to complete a
StrongWeek Plan. The plan chdlengesyou to identfy
two specific actionsthat you will take each weekto free
your strengths (and two actionsto stop your weakness
es). Devisea plan each week to pushtoward two specit
ic activitiesand away from two othe's. Do this each
week, evey week, year uponyear, and the changesyou
want to make in your life will bothwork and last

Four Strategies to Put Your Strengths to Work
After closdy studying peoplewho hawe managedto
stay onthdr strengthspath, and thosewho haveman

(continuedon page6)
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Summary: GO PUT YOUR STRENGTHS TO WORK

Step 3: FreeYour Strengths
(continued from page 5)

agedto find their way backafter taking awrongturn,
researches dismvereda clearsequenceto putting
strenghsto work.

Theword FREE capuresthis sequene well, with
eachletter referringto a distinct strategyfor puttiing
your strengthsto work. Wheneve you find yourself
strugglingto identify whatyou can do this weekto cap
italize on your strengthspick oneparticular strength
andthentry oneof thesefour strategies

* F is for Focus. Identify how this strengthhdps you
in your currentjob. If you wantto hawe a strongweek
this week, bagin by taking stodk of how you currently
use this strengthto succeed.

* Ris for Release.Find the missed opportunitiesin
your currentrole. What new situationscan you put
yourelf in to usethis strengthmore? Canyou change
your work schedu to put your=elf in thesesituations?
Whatnew systemsr techngues canyou try thatwill
accéderde this strergth?How canyou measurehow
mudh you usethis strength?Are you strugging with
ary of your currentjob respondiilities? How can you
use this strengthto help you overcone this?

* E is for Educate.Learnnewskills andtechniques
to build this strengh. Whatnew skill s canyou learnto
leveragethis strength?Whatacions canyou taketo
learnthese skills?Who canyou job shadowat work?
Who canyou talk to abouthow to use this strength
moreeffectively? (e.g.,afriend, teache, manayeror
mentor.)

* E is for Expand. Build your job aroundthis
strengh. How canyou shareyour best practicesusing
this strengthwith others? How can you expandyour
role to makebetteruseof this strengh? m

Step 4: Stop Your Weaknes®s

By becomingintimate with the aciviti esthatweaken
you and labelingthemfor what they are you can take
stepsto stop their rottenwork.

Activitiesthatweakenyou arelike dirty little bombs,
waiting to spreadtheir cloudinto your strengthtime —
time you could be spendingon the activities thatmake
you fed strong.By identifying thesetoxic adivities and
naming them, you'll be able to recogniz them the
momentthey appearandeither navigatearoundthem or
sufferthroughthem for only afinite amountof time. In
effect, you canshu themup in aleadbox andneutrat
ize them.

6
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Seoond,you’ll beable to see them in their properper
spective. While it may fed like your entire job is conta-
minatked, thats probaly nottrue In redlity, justafew
activitiesare ruining your days, corruptingeverything
elsein your job. By identifyi ng, naming and tagging
them you restorethemto their adud size.

Capture, Clarify and Confirm

Flip throughyour pages of negdive activitiesandcon
sider wha youwrote Try to zero in onthose three
activitiestha geneated strongly negdive emotionsand
are regula part of each week. Look for the clearest
signsof a weakness,which aretheinverse of the
strength signs Thesesignswill prove usdul notonly in
pinpointing your three mostdominantwegnessedut
also in spotting future potential weaknesses beforethey
spread and contaminate your entire work:

» Sisfor lack of Suacess. The mog usdul definition
of aweakneasis an adivity tha makes you feel weak.
You are thetrue expat on whatweaensyou.

e | isfor lack of Instinct. Avoidance, searching for
sonmeoneelse to do it and havingto brace yoursef are
al goodclues tha you lack theinstinct for it.

* Gisfor lack of Growth. When you aredoingiit, all
you can think aboutis when you canstop. You arent
inquisitive aboutit.

* N isfor lack of Needs. The only thing thatmakes
you hgppy thinking aboutthis activity is conemphting
aworld where you would neer haveto do it agan.

Four Strategies to Stop Your Weaknesses

There are four straegies to hdp you figure out how to
minimize the amountof time your weaknessegakeor
the amountof distressthey cause As you did with your
strengths, first sdect from your top three weaknesses
theonethat is currently proving mostdamaging to you.
Then corsider each of thesefour strategies:

» Sisfor Stop. Stop doing the activity and seeif any-
onenoticesor cares.

e T isfor Team.Team up with soneonewho is
strengthened by the very activity that weakensyou.

» Oisfor Offer Up. Offer up oneof your strengths,
and gradudly steea yourjob toward this strength and
away from the weakness

» Pisfor Perspedive. Paceive your weeknessfrom a
differentperspective.

When you find yourséf struggling to identfy what
you can do to stop oneof your weanesses, turnto
thes four strategies and take action. You will always
havemore roomto manaiver than you think. m




Summary: GO PUT YOUR STRENGTHS TO WORK

Step 5: SpeakUp

Until now you've beenworking on your strengthsand
wegkneseslargdy onyour own.

Now, in stepfive, you're goingto speak up and get
hdp. Speifically, you're goingto go up to your manag
er andhawe a strongconversatiorwith him. You're
goingto describeto this personwhat strenghensyou
andwha weakensyou, andyou’re goingto haveto do
it in such away thathewindsup thinking not that
you're trying to makelife easyfor yourselfbut, rather,
thatyou arearespondile colleaguelooking for ways to
contributemore— andat the sametime make his life a
little easer. By thetime you're done,he mustnot only
undestand you better,he mustactively want to hep you
maximize your strenghs.

To read outstanihg levelsof performance you must
stoptiptoeing.You mustlearnhow to express— usng
unanbiguouswordsandexamplas — what strengthens
you and whatwealensyou.

Beforeyou chargeoff to confrontyour manage, you
shouldfaceup to your own fears. Not tha theywill ever
go away completly, but by identifying whattheyare
you reducethelikelihoodthattheywill trip you up at
the critical moment.

Four Corversations

To helpyou throughyour fears, follow this sequace
of converséions. Of courseyou’ll want to vary the
exactcontent of eachoneaccordingto your uniquesitu-
ation, butif you ignorethe sequence or skip partsof it,
your chancesof geting other peopk to want to hdp you
will fall sharply

Conversation 1: The Strengths Chat. Stat by hawv
ing a chatwith someoneg/ou're close to aboutwhat
you've discoverad aboutyour strengthsover the lastfive
weeks. You aresimply askingthat shelisten to you, tha
shebeyour audierce asyou try to find the best way to
desaibe your strengths.

Conversation 2: “H ow | Can Help You?” Now
you're readyto talk with your manage aboutwhatyou
would actualy like to do differently, givenwhatyou've
discoveredlately aboutyour strengthsandwegknesss.
Setup a“How | canhelp you” meeting. The point of
this meeting is for you to descibe to your bossjust one
of your strengthsandexactlyhow you can exploit this
strengh to advancea specfic projed or improve a cer-
tain perfarmanceoutcome.

Conversation 3: The WeaknessChat. Let a couple
of weeks go by. Then call a close friend who cares
aboutyou. Tell heryou wantto cha aboutsomeof the
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Tipsfor Strengths-Based
Managers

The role of all good managers is to do everything
to turn each employee’s unique combination of
strengths and weaknesses into real-world perfor-
mance. Here are a few tips that will help you play
this role as effectively as possible:

e Your chief role is to listen to what your employ-
ee is saying, affirm what you hear her say, and offer
ideas for actions that can be taken.

e |f you really can’'t approve an employee’s request
because you absolutely need her to do that activity,
keep in mind that if the activity is something that
weakens her, it is not and never will be productive to
ask her to do it repeatedly.

e |f an employee wants to do more of an activity
that you know he’s really bad at, make sure you’ve
accurately assessed the situation. Be completely sure
of your assessment before shutting someone down.

e |f the job has certain responsibilities that just
aren’t going to change, ask, “Does she have to
spend a majority of her time on these activities to
deliver outstanding performance?” If so, it might be
time to suggest an alternative role. If not, what can
she do differently to make the activities less drain-
ing, boring or frustrating?

thingstha weakenyou. First, you mustbecomegoodat
claiming aweaknes as awe&ness, rather thanpawning
it off as something else Try notto give your weakness
es a postive spin. You aso need to lean the art of the
comeback.You don’t need this weaknesssothatyou
can fully appreciate your strengths.You justwantto fig-
ure out how to navigaie aroundit sotha it doesnt drag
you down as much as it doesnow. Cdl another friend
anddoit agan.

Conversation 4: “How Can You Help Me?” Now
you're realy for the nextmeeting with your manager
The point of the meeting shoutl be to ask your manager
to help you figureout how to be more producive.
Beforethe meeting, pick the weaknesstha distractsyou
themog from playing to your strenghsanddevebp
three or four ideas for how to minimizeit. m

Step 6: Build Strong Habits

Faced with aworld thatdoesn't really care aboutyour
strengths, your chdlengenow is to coninueto acceér-
ate your progressby building strong habis. To helpyou,

(continuedon page8)
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Summary: GO PUT YOUR STRENGTHS TO WORK

Step 6: Build Strong Habits
(continued from page 7)

therearefive thingsyou absdutely mustdo to fight for
this stronglife of yours It is, after all, your career,your
profesgond life, your succesand saisfaction that are
at stake

1. Every day look over your thr ee Strength
Statementsand your three Weakness Statements.It's
up to youto fix themsocleaty in your mind thatyou
canredte themword for word from memory.

2. Every weekcomplete a Strong Week Plan. Start
eachweek with a planfor makingthe week as closeto

‘And What Happenslf ...’

You will inevitably face a few situations that will
slow or even halt your progress. To prepare you to
survive them with your strengths focus intact, here
are the four most common:

1. “What happens if | don’t know if | should take
this job?” When considering a new role, the three
questions most people ask themselves are: (1) What
is the fundamental purpose of the role, and do |
have an appetite for this purpose? (2) What are the
kinds of people I'll be working with? and (3) What
are the specific activities that will fill my week?

The most important question is the last one. It is
the activities themselves that will determine your
success.

2. “What happens if | don’t think | should have
taken this job?” Face up to it fast and take action to
get yourself out of it. Occasionally this will mean
packing up and leaving the role, but more often than
not you’ll be able to track your way back onto your
strengths path without resorting to something quite
as drastic. ldentify a specific strength, take a stand
for this strength, and volunteer it to your team.

3. “What happens if I'm new to the job?” Pick
one of your strengths and lead with it. When all else
is uncertain, this strength of yours will not only
showcase you in the most self-assured and confi-
dent light possible, it will also provide a core of cer-
tainty from which you can start reaching out and fill-
ing in the gaps of your knowledge.

4. “What happens if I'm constantly over-
worked?” It took you a while to become over-
worked, so it will take you a while to get out from
under it. Concentrate on your three strongest
strengths and push everything else aside. See what
happens after a month. You may find that an awful
lot of stuff falls by the wayside.
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an ideal week as possible.

3. Every quarter closethe
bookson your strengths. Putit
onyour calendar once a quater,

sclfioviw RECOMMENDED
<& READING List

If you liked Go Put Your
Strengths to Work,

‘Il also like:
to seek out your manager and youttaiso e
h . . 1. Talent Is Never Enough by
avea 30-minute converstion John C. Maxwell.

Maxwell, a leadership
expert, asserts that talent
is often misunderstood
and overrated. To combat
this, he suggests that peo-
ple build their strengths
and become a “talent-plus

aboutyour strong quater. Look
back over your StrongWeek

Plansard identify three tangble
achievements in which you con
tributed moreto the team, based

on either exploiting your people.”
inimi7i 2. What Got You Here Won't
strengths or minimizing your Ge You There by

weaknesses.

4. Every six months pick a
week to capture, clarify and
confirm your strengths Your
undelying persondity will not
changemuch, but your strengths
will. Cepturethesechanges
twice ayear.

5. Every year take the SET
survey. The Strengths
Engagenment Trad, or SET, can
be found at the Web site
www.Simply Strergths.com. Take
the survey annually. You'll see movement, andthis move
ment will serve as aleadingindicator of your perfor-
mance ard contribution. Pay attenion to it. It will show
youyour future. m

Marshall Goldsmith with
Mark Reiter. The corpo-
rate world is full of intelli-
gent and skilled execu-
tives, but few will ever
reach the top and, accord-
ing to Goldsmith, subtle
nuances make the
difference.

3. How by Dov Seidman.
According to Seidman, in
this ever-increasingly
competitive world, it's not
what you do, but how you
do it that sets you apart
from the pack.

Take Your Stand

You havedistinct strengths.No onehas guite the
same configuraion of strengthsas you.

You will beatyour mog producive, credive,
focused, generousand reslient when you figure out
how to play to your strengthsmog of thetime.When
you do, your cusome's, your colleagues, your company
and you will win. Everyonewill win.

But it doesn’t matter what other people believe. It
only maters whatyou bdieve

Solettomorrowbe a different day than today Let
tomorrow be a stronge day than today Let tomorrow
begn with you asking yourséf “Wha are my strenghs,
and how can | contibute them today?” andlet every
day thereafter begin the sane way. You've always
known wha your strengthsare. You've alwaysknown
what lies within you. Sotrustyour strengths, be proud
of them, and take your stand. =




