proactive. 2. I’m not especially comfortable dealing with
situations where, in actuality, “the glass is half- empty”. I
promise I’ll deal with the tough boss / crazy boss issue soon
but for right now let me address some faulty thinking that is
closely related and often provides the rationale for so many
unpleasant and unproductive behaviors both at work and
outside of work.
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You may have heard of Leo Durocher. A native of Springfield
Massachusetts, he went on to be an average baseball payer
(a good fielder but he couldn’t hit) and a very winning coach
in the 1930’s and 1940’s. He was known for being irascible
(fighting with team members, umpires and managers),
controversial (once suspended from baseball for publicly
associating with known gamblers, bookmakers and other
“unsavory characters”) and outspoken (a trait that earned
him the nickname of “Leo the Lip”). He is widely credited
with the quote “Nice guys finish last.” Some say this quote
was misinterpreted but, to me, his well- documented
behavior suggests otherwise.
Many people (and unfortunately we can count some
supposed “managers” and “leaders” among them) actually
believe this “nice guys finish last” nonsense. Certainly many
roles (e.g. team leader, parent, manager, caregiver) require
tough, difficult decisions. But, in doing so, it is not required
to be tough on the people around you. People often fall into
this trap because they are either not confident enough about
their decisions, or they have learned negative, unproductive
behaviors from poor role models or have an emotional need
to have their leadership publicly acknowledged. But what
they don’t realize is that they have confused mental
toughness with callous disregard for the feelings of others.
The result is that emotional punishment breeds resentment
while encouragement stimulates achievement. Nice “guys”
do, indeed, finish first because those that surround him or
her make sure of it. Here are a few ways to bring some
niceness (along with challenge and productivity) into your
environment.

Paths Forward
• Kindness Is A Money Maker. There are tons of books
out there about ways to provide excellent customer service
and many are quite useful. But what most of them ignore in
their rush to create the next popular (and possibly
annoying) buzzword is that basic kindness towards another
person can accomplish greater customer satisfaction than a

rebate, a “freebie” or a corrected bill alone never can. While
reaching out personally to another person feels good, it is
also good business. Studies have shown a clear relationship
between niceness and profit. One Harvard study showed a
one percent increase in revenue for every two percent
improvement in such things as how cheerful and helpful the
staff was perceived to be.
• Creating A Great Environment. We all want to work at a
place where we’ll be appreciated, treated fairly, courteously,
and in the company of colleagues whom we enjoy. As I
consult with a variety of organizations it surprises me that,
often, folks will complain about an absence of these
environmental qualities but take so little personal
responsibility for creating them. There are a million ways to
transmit a small humanistic ping that will echo throughout
the rest of your organization. Try learning (and using) the
name of your U.P.S. guy, the plant lady, whomever drives
the lunch wagon, the person who cleans your office or
workspace. Take a moment to compliment someone on a job
well done. Ask how someone’s day off or vacation was.
Remember your mom’s advice and say “please” and “thank
you” – even when you don’t have to.
• Cheerfulness is Magnetic. It draws people and positive
energy to you. One of my favorite stories is about opera
superstar Beverly Sills – whose effervescent personality
earned her the nickname “Bubbles”. Once she was asked
why she was always so happy. Her reply was that she was
not always happy. In fact, there were some significant
sadnesses in her life that she couldn’t control. But she could
control her attitude and how she interacted with others.
Nobody wants to work with a grump, nobody needs to hear
“woe is me”, and nobody volunteers to help a sourpuss.
Even when you are down (maybe especially when you are
down) don’t surrender your spirit; make the extra effort to
present a cheerful face to the world. Often, you will attract
the positive energy you need right when you need it most
and that will carry over to make you feel better.
• Smile. You’ve heard this from me before but it is well
worth repeating. Next time you pass a mirror take a
moment to evaluate your facial expression. Is it saying,
“Let’s work together” or does it say, ”Deal with me at your
own risk.” What message is it that you want to be
transmitting to others? A smile requires using fewer muscles
than a frown and studies have shown that the simple act of
smiling actually makes you feel happier. I don’t expect you

to walk around with a phony, used car salesman smile
plastered on your face at all times. But, for Pete’s sake,
when you walk by someone in the hall, see someone in the
cafeteria, purchase a cup of coffee, or hand your ticket to
the train conductor – smile! Ninety- nine percent of the time
the other person will give your smile right back. And if they
don’t, well, maybe they need it more than you do.
• Look For The Good. Okay, maybe not everybody is as
committed to a world – at work or elsewhere – as civil,
courteous, gracious or just plain as nice as you might like.
That is no reason to let others’ negative attitude ruin yours.
Nor is it a reason to give up on another person. There is
often a lot more going on just below the surface with that
person than you could ever imagine. Offering a smile, a
thank you or a supportive, open-ended question might be
just the lifeline they need at that moment in time. By
looking for the good I don’t suggest you disregard all
previous behavior. Earlier in this LifeMap I took Leo “The Lip”
Durocher to task. But, when I looked into his background a
little bit more, I developed a fuller, more rounded picture of
him. I learned he had quite a sense of humor, and that he
didn’t take himself too seriously (playing himself on TV
shows like The Munsters and Mr. Ed) and, more importantly,
played a significant, supporting role in helping Jackie
Robinson break major league baseball’s despicable color line
in 1947. Looking for the good in others may be a little work
but it rewards you twice: once by motivating you to reach
out and twice when you end up somehow connecting with
that other person. Now that’s what I call “finishing first”.
LifeMap is about taking responsibility for creating a life (and
a world) that reflects your highest ideals, dreams and goals
– and not just with pure idealism but also with practical,
time-tested action strategies.

Resources
Someone you know job hunting or thinking about it?
To order the best, concise, all-round job changing guide
available. “Winning Job Interviews: Reduce Interview
Anxiety, Outprepare the Other Candidates, Land the Job You
Love” by Dr. Paul Powers, click the link below.
Stalled at work? Still struggling to find your true
vocation?
Or know someone who is? To order your copy of “Love Your

Job! Loving the Job You Have, Finding a Job You Love” by Dr
Paul Powers, click the link below.
http://www.drpaulpowers.com/booksarticles.html

Have Dr. Paul speak at your next 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

Have an issue or question you’d like Dr. Paul to address in a future edition? Send an
email to the email address list below.
If you found this issue of LifeMap of value please forward it to 3 people who you think
will enjoy it or you may send us their email address a for a free subscription.
To ensure that LifeMap is delivered to your inbox, please add drpaul@drpaulpowers.com
to your address book or list of approved senders.
(Our privacy policy: we do not share or sell email addresses or any info with any other parties. Ever.)

Sincerely,
Dr. Paul
Email: drpaul@drpaulpowers.com
Phone: 781-237-0550
Fax: 781-237-5721
Web: http://www.drpaulpowers.com
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