commerce how can we maintain a positive outlook when
surrounded by some whom we might most charitably
characterize as takers? In answer to this question I have
some good news. Much of it is from a great new book I first
read over the holiday season and read again just recently that
actually puts some science behind the concept of karma: Give
and Take: A Revolutionary Approach to Success by Dr. Adam
M. Grant.
Most organizational and career psychology focuses on
developing abilities, finding the right niche for one's skills, and
(the holy grail) motivation. From my work I would also add
opportunity because I have seen many people succeed as a
result of being encouraged by a supportive mentor or just
being given the chance to do so by good boss. In recent years
we've also seen the addition of looking at how people interact
and communicate. Some aspects of this dimension are
sometimes referred to as emotional intelligence.
Dr. Grant's research indicates that interactions at work are
determined by how much we choose to give or take. He
suggests that a strong factor in one's success is determined
by the person's preference for reciprocity. That is: giving as
much as getting. He characterizes employees as givers,
takers or matchers. The takers are those striving to get ahead
by taking as much from others as possible and not wanting to
give much (if anything) back. The givers are those who enjoy
helping others expecting little (if anything) in return. The
matchers are those who strive to balance give and take.
I don't have room here to go into all the studies Grant
reviews that support this notion that pro-social behaviors lead
to more success at work than ruthlessness. But I do have
some ideas that will help you use this information to become
more successful at work, feel better about yourself and not be
taken for a sucker by the users or takers among us.

Paths Forward
* The Impact on Your Network. We all know that your
network is essential to career success be it getting promoted
or getting a new job. But are you one of those taker/users
who only reach out when you need something? If so, it is no
wonder you have such a hard time networking. Facilitating
introductions, sharing your ideas or contacts or mentoring are
the pro-social kind of behaviors that help develop the depth
and breadth or your relationships. These are good examples
of promoting your success by balancing give and take.
* The Smart Giver. Self-sacrifice is not a success strategy.
Selfless givers are poor at setting boundaries and tend to fail
because they attract takers. It is not necessary to put others'
goals above your own to be helpful to them. The successful
giver is one who enjoys giving, avoids takers and focuses
their giving on other givers and matchers.
* Spotting The Takers. Have you noticed a person who
typically hogs the spotlight? How about she who has a habit
of taking credit for the work of others? How about he who
uses gossip to promote his interests or quash the progress or

uses gossip to promote his interests or quash the progress or
harm the reputation of others? How about the person who will
do anything to promote a pet project? Avoid them when you
can. Be civil when you can't. And always be firm in setting
boundaries when they come looking for something from you.
* The Five-Minute Favor. Pro-social behaviors need not be
time intensive. Sharing an interesting article, dropping a
complimentary email about a colleague to her boss, helping a
new colleague find his or her way around are all ways of
giving that promote the interest of the organization, build
your network and make you feel better about yourself which
also makes you more motivated and productive. All are good
examples of matching give and take.
* The Message For Leaders
1. Don't waste your time trying to change takers into givers
or matchers. Your attention only rewards their behavior. They
were takers long before they worked for you and they'll be
takers after they're long gone.
2. Focus on improving your interviewing and reference
auditing processes to screen out takers. Other employers and
other colleagues have seen these behaviors before and will
share them with you if approached skillfully. It might seem
logical to actively recruit more givers but, in fact, the research
suggests that one good apple doesn't improve the barrel as
much as one bad apple can infect the rest.
3. Expand the reward system. Promote not just your superior
performers but also those who actually help others around
them do better. Have a system where employees can
nominate colleagues for greater recognition and reward. Your
employees know who are the givers, the takers and the
matchers. Reward the behaviors you want and you'll get more
of them.
4. Many employees leave a lot of skills, abilities and
experiences outside, on your doorstep, because they are
beyond the scope of their immediate assignment. Encouraging
a culture of asking for help will provide givers and matchers
more opportunities to contribute to the organization as well as
tapping the tons of unutilized expertise in every workplace.
5. It is you, the leader, who sets the cultural tone and
behavioral norms for the organization. Corporate history and
organizational literature is rife with examples of leaders who
believed in dog eat dog, me first, and nice guys finish last.
Beyond mere morality and ethics there is now a growing body
of evidence showing that increasing the productivity of your
organization and increasing the humanity of your organization
are not only not mutually exclusive, they are mutually
supportive. What kind of organization do you want to be
known for building?
LifeMap (sm) is about helping you recognize that one secret
to achieving your own success is helping others to achieve
theirs.

· Need Career Coaching?
The best investment you can make is in your career, your
future and yourself.
email drpaul@drpaulpowers.com

· Tired of boring meetings??
Have Dr. Paul speak at your next off-site meeting or
conference. Fast-moving, practical, motivating presentations
from an acknowledged leader in the field of career and
personal success.
http://www.drpaulpowers.com/speakingschedule.html
Resources
· Are you or someone you know job hunting or thinking about
it?
The best, concise, all-round job changing guide available.
Revised Edition Winning Job Interviews by Dr. Paul Powers.
In this easy-to-follow, step-by-step book, Dr. Paul Powers
demystifies job interviewing, explains why the process
actually favors the job hunter, and shows how you can
dramatically improve your interview skills.
Packed with solid, practical information and laced with both
humor and "kick in the pants" motivation, Winning Job
Interviews is the book you wished you had before your last
interview... and is mandatory preparation for your next one!
· Stalled at work? Still struggling to find your true vocation?
Or know someone who is? Order your copy of Love Your Job!
Loving the Job You Have, Finding A Job You Love by Dr. Paul.
http://www.drpaulpowers.com/booksandarticles.html
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