
4 LEADERSHIP BEHAVIORS

You catch an employee in the
hallway and ask him to take
care of something. He doesn't
quite know what to do, but
attempts to tackle the work.

You think you empowered him;

he feels abandoned. In the end,

you are frustrated with the
results. He is frustrated with
your reaction and begins to

disengage.

T H A T  W I L L  I N C R E A S E

E M P L O Y E E  E N G A G E M E N T

Instead of assigning the task in
the hallway, schedule a time to
sit down with the employee.

Discuss what needs to be done,

why it matters, and share your
expectations for the effort. Allow
him to ask clarifying questions.

Then get clear on the resources
needed and how the two of you
will work together to discuss

progress.

One of your employees is
working on an important

project. She is struggling with a
portion of the work. She catches
you at the end of the day and

explains the problem. You offer
to fix the issue and take it from

her. You feel helpful. She's
relieved. Unfortunately, she
misses a chance to work her

way through an issue and learn
something new. Unwittingly,

she takes a step closer to
disengagement.

Sit down and discuss the
issue. Work with her to

brainstorm options, offer
suggestions, and then allow

her to select a path. Be
willing to use your position
to help her succeed, but

don't own the problem for
her. If you take it, she won't
learn how to deal with the
issue next time - and there's

always a next time.

In order to achieve a goal, you
decide to implement an

incentive program. Money
motivates you, so you figure it
will motivate your people. You
send out an email announcing

your great incentive. Some team
members latch on to the idea
(money motivates them too)

and they begin to do what you
hoped they would. Others, who
have other motivations, don't

get as excited.

Bring your employees together.
Explain the goal you hope to
achieve and ask each of them
what they would consider a

reward if the team accomplished
the goal. You might learn that a

few people want more money, but
some may appreciate time off or

an opportunity to attend a
conference or training program.

Then, design a program that is fair
to all, yet tailored to the

motivations of the individual.

An employee stops by your
office. The timing isn't good for

you, but you allow the
conversation to start. You are

less then fully engaged. You are
reading email, thinking about
an upcoming meeting, and

'listening' to your direct report. 

If an employee swings by your
office with a request to talk, give
her your undivided attention and
turn off the distractions. If you
truly have a pressing issue that
can't wait, let her know that you
want to talk, but the timing isn't
right. Explain the conflict and
commit to a specific time to
connect in the near future.

DO THIS

Share Expectations; Don't Assume Clarity 

Understand Motivations; Don't Force Fit Incentives

IF THIS HAPPENS

Give Your Attention; Don't Multitask the Conversation

Give Your Attention; Don't Multitask the Conversation


