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Welcome	to	the	December	edition	of	Cuttings.	In	this	edition,	I	have	
come	across	an	interesting	view	on	leadership	that	looks	at	some	traits	
that	are	often	overlooked,	but	no	less	important	than	the	usually	
quoted.	Some	academic	research	on	why	first	impressions	are	usually	
wrong;	and	thanks	to	Andrew	Long	for	noticing	the	article	in	the	Times	
on	team	work,	and	posting	it	on	LinkedIn.	
	
And	at	this	time	of	year	-	Season’s	Greetings	to	you,	wherever	you	read	
this	newsletter	and	however	you	celebrate.	
	
Enjoy	
	

Geof Cox 

In	this	editionIn	this	edition	
Seven	 Leadership	 Traits	 Not	 Normally	
Mentioned	Some	 important	 but	 different	
ideas	 for	 leaders	 and	 managers	 to	 focus	
on.	
	
First	 Impressions	 Are	 Often	 Wrong	First	
impressions	 are	 irresistable	 but	 a	 new	
book	identifies	why	they	are	nearly	always	
flawed	
		
Are	 You	 a	 Strong-	 or	 Weak-Link	
System	Teams	 and	 organisations	 will	
benefit	by	knowing	whether	it	is	better	to	
improve	 their	 strong	 link	 or	 their	weaker	
link		
	
Plus	 details	 of	 2018	Public	 Courses,	Book	
Sales,	 and	 Snippets	 to	 further	 provoke	
your	thinking	and	reflection	

Seven	Leadership	Traits	Not	
Normally	Mentioned	

Eminent	 leadership	 consultants	 John	 Dupre	 and	 John	Goldberg	 have	
noticed	that	most	leadership	books	mention	the	same	leadership	traits	
over	 and	 over.	 They	 are	 packaged	 differently	 from	best	 seller	 to	 best	
seller,	but	are	 fundamentally	 the	same.	They	 identify	seven	 leadership	
traits	that	are	not	normally	mentioned,	but	no	less	important:	
	
1.	Good	translator	
Managers	 who	 have	 management	 degrees	 from	 universities,	 or	 have	
been	on	advanced	leadership	training	often	learn	a	new	language	full	of	
complicated,	 intellectual	 concepts.	 Therefore,	 managers	 need	 to	 re-
learn	 how	 to	 talk	 to	 people.	 They	 need	 to	 make	 complex	 ideas	 and	
concepts	simple	for	people	they	are	leading	to	understand.	
	
2.	Adaptive	sight	of	vision	
Some	managers	 focus	 their	 attention	 on	 the	 big	 picture.	 They	 see	 the	
entire	 puzzle	 and	 are	 most	 interested	 in	 putting	 it	 together	 in	 a	
coordinated,	efficient	manner.	Other	managers	focus	their	attention	on	
each	 piece	 of	 the	 puzzle.	 They	 look	 at	 the	 smallest	 details.	 Strong	
leadership	 requires	 the	 ability	 to	 find	 the	 right	 balance	 between	
training	your	eyes	on	the	big	picture	and	the	smallest	details.	Both	are	
important.	
	

SnippetsSnippets 	
A	collection	of	thought	provokers	
and	quotations…		
 
"Whether	you	think	you	can	or	you	
think	you	can't,	you're	right”	

Henry	Ford	
	
“A	major	reason	capable	people	fail	
to	advance	is	that	they	don’t	work	
well	with	their	colleagues.”	

Lee	Iacocca	
	
“The	nicest	thing	about	teamwork	is	
that	you	always	have	others	on	your	
side.”	

Margaret	Carty	
	

“Don’t	pick	a	job,	pick	a	boss.	Your	
boss	is	the	biggest	factor	in	your	
success.	A	boss	who	doesn’t	trust	
you	won’t	give	you	opportunities	to	
grow.”	

William	Raduchel	
	
“Great	leaders	don’t	blame	the	tools	



3.	Strong,	quiet	presence	
Managers	need	to	talk…	to	explain	their	position,	to	make	a	decision,	to	
ask	a	question,	or	to	draw	out	their	direct	reports.	It’s	natural.	But,	they	
also	need	to	 learn	how	to	keep	their	mouths	shut.	 It’s	 the	only	way	to	
transfer	 responsibility	 to	 others.	 The	 ability	 to	 keep	 centre	 stage	
without	saying	a	word	is	a	most	difficult	and	an	essential	skill.	
	
4.	Compelling	storyteller	
Storytelling	 is	 contagious.	 People	 remember	 stories	 that	 are	 told	 and	
they	 tend	 to	 spread,	 getting	 told	 over	 and	 over.	 It’s	 a	 subtle	 way	 of	
teaching,	of	shaping	the	culture	of	the	organisation.	Managers	need	the	
ability	to	guide,	influence,	and	teach	others	through	telling	stories.	
	
5.	Visionary	artist	
Getting	 caught	 up	 in	 what	 is	 going	 on	 in	 our	 organisation	 at	 the	
moment,	living	in	the	present,	can	lead	to	reactive	behaviour.	Managers	
need	the	ability	to	think	into	the	future,	to	be	proactive.	They	need	the	
skills	 to	create	and	communicate	a	compelling	 image	of	 their	 function	
or	organisation	in	the	future.	
	
6.	Reflective	learner	
If	you	train	your	ears	to	hear	the	word	“they”,	you	hear	it	all	of	the	time.	
“If	only	they	would	get	their	act	together.”	Waiting	for	“they”	to	change	
and	take	responsibility	paralyses	organisations.	Strong	 leaders	 look	 in	
the	mirror	and	realise	that	“they”	is	often	“me”.	Strong	leaders	look	and	
learn	from	their	own	contribution	to	problems	and	solutions.	
	
7.	Adaptive	gear	changer	
We	 are	 living	 in	 a	 fast	 paced	 world.	 Technology	 has	 speeded	 up,	
competition	 is	 fierce,	and	change	 is	constant.	This	has	 led	to	a	shorter	
attention	span.	Managers	need	the	ability	to	shift	gears	back	and	forth	
between	moving	quickly	and	slowing	down.	Both	are	critical.	
	
USEFUL	LINKS		
These	observations	were	made	in	an	activity	published	by	Thiagi.	Click	
here	to	read	the	original	article	and	download	the	activity.		
New	Directions	 offer	 workshops	 and	 consultancy	 on	 leadership	 and	
management	.		For	more	information	Click	here	.	

they	are	given.	Great	leaders	work	to	
sharpen	them.”			
Simon	Sinek	
	
"It's	OK	to	have	your	eggs	in	one	
basket	as	long	as	you	control	what	
happens	to	that	basket.”	

Elon	Musk	
	
"In	youth	we	learn;	in	age	we	
understand.”	

Marie	von	Ebner-Eschenbach	
	
"The	golden	rule	is	that	there	are	no	
golden	rules."	

George	Bernard	Shaw	
	

“An	investment	in	knowledge	always	
pays	the	best	return.”	

Benjamin	Franklin	
	
“The	key	to	successful	leadership	
today	is	influence,	not	authority.”	

Ken	Blanchard	
	
“I	got	lots	of	results.	I	know	several	
thousand	things	that	won’t	work.”	

Thomas	Edison	
	

“The	problem	with	training	is	the	
cost,	not	the	cost	of	training	but	the	
cost	of	not	training.”	

Garry	Platt	
	

“Information	is	not	knowledge.”	
Susan	Greenfield	

	

First	Impressions	Are	Often	Wrong	
	
In	his	new	book,	Face	Value,	Alexander	Todorov	pulls	together	all	he’s	
learned	about	first	impressions.	Todorov’s	expansive	tour	includes	the	
history	 of	 physiognomy	 (the	 dubious	 science	 of	 predicting	 character	
from	physical	appearance	which	has	been	around	since	Aristotle	who	
thought	that	cowardly	people	had	soft	hair	just	like	‘cowardly’	animals	
like	rabbits)	and	a	survey	of	modern	 first-impression	research,	much	
of	 which	 Todorov	 has	 conducted	 in	 his	 Social	 Perceptions	 Lab	 at	
Princeton.	 His	 conclusion:	We	 find	 judging	 others	 based	 on	 a	 single	
glance	irresistible,	but	the	judgments	we	reach	are	usually	wrong.	
	
It	seems	that	people	can	form	a	first	impression	from	a	person’s	face	in	
as	 little	as	30	to	40	milliseconds.	That’s	 less	 time	than	 it	 takes	 to	say	
“milliseconds.”	 Moreover,	 we	 start	 forming	 first	 impressions	 as	

Are	 you	 a	 strong-	 or	
weak-	link	system?	
Football	 played	 at	 primary	 school	
level	 is	 a	 strongest-link	 system.	 One	
great	 youngster	 can	 get	 the	 ball,	
dance	 around	 his	 or	 her	 	opponents,	
and	 dominate	 the	 game.	But	 elite	
football	 it	 is	 a	 different	 story.	Why?	
Because	 elite	 football	 is	
interdependent.	 Each	 player	 has	
possession	 for	 only	 about	 1-2	 per	
cent	of	the	total	match	time.	Even	the	
finest	 players	 rely	 on	 their	 team-
mates	 to	 get	 the	 ball	 to	 them	 at	 the	
right	 time	 and	 in	 the	 right	 way.	 Just	



infants.	In	his	lab,	Todorov	and	his	colleagues	found	that	11-month-old	
babies	 are	 more	 likely	 to	 crawl	 to	 “trustworthy”	 faces	 than	 to	
“untrustworthy”	faces.		
	
As	 adults,	 we	 immediately	 form	 impressions	 from	 appearance,	 we	
agree	 on	 these	 impressions,	 and	 we	 act	 on	 them.	 That’s	 why	
candidates	 who	 look	 more	 competent	 get	 hired,	 and	 why	 political	
candidates—in	 countries	 around	 the	 world—who	 look	 more	
competent	 win	 elections.	The	 problem	 is	 that	 the	 appearance	 of	
competence	does	predicts	superior	performance	(as	demonstrated	by	
all	of	 the	competent-looking	political	candidates!)	Not	 to	mention	the	
issue	that	images	can	now	be	manipulated	to	create	false	impressions.		
	
Whether	 or	 not	 we	 are	 being	 purposefully	 misled	 by	 a	 face,	 first	
impressions	 are	 not	 sound	 impressions.	 “Across	 several	 domains—
predicting	 sexual	 and	 political	 orientation,	 cheating,	 and	 aggressive	
behaviors—we	find	little	evidence	that	our	impressions	are	accurate,”	
reports	Todorov.		
	
Armed	with	 this	 knowledge,	 what	 should	 you	 do?	 Be	 aware	 of	 your	
innate	 habit	 of	 forming	 snap	 judgments	 based	 on	 appearance,	 says	
Todorov,	 and	 look	 for	 other	 sources	 of	 knowledge	 about	 people,	 for	
example	focus	on	performance	statistics.	Or	institute	blind	auditions—
a	 technique	 that	 led	 to	 a	 sudden	 influx	 of	 female	 musicians	 into	
previously	male-dominated	philharmonic	orchestras.	
	
USEFUL	LINKS	
Face	Value:	The	Irresistible	Influence	of	First	Impressions.	Click	here	to	
find	the	book	on	Amazon		

one	pass	going	astray	means	that	the	
goal	 doesn’t	 happen,	 nullifying	 the	
talent	 of	 the	 strongest	 link.	 Or	in	
defence,	 a	 single	 blunder	 can	 lead	 to	
an	opposition	goal.	
		
In	the	2014	World	Cup,	Argentina	had	
by	 far	 the	 best	 player	 but	 Germany	
had	 a	 team	 that	 they	 were	 solid	
throughout:	no	weak	links.		
	
Malcolm	 Gladwell	uses	 the	 example	
of	air	 travel.	 “You	 would	 go	 to	 the	
worst	 and	most	 crowded	 airports	 in	
the	 country	 and	 make	 them	 better.	
Because	 every	 single	 day,	 delays	 at	
these	 airports	 ripple	 across	 the	
country	 and	 delay	 planes	
everywhere.”	 Improving	 an	 already	
good	airport	will	not	help.	
	
So,	before	you	look	to	invest	in	a	new	
player,	 check	 whether	 you	 are	 in	 a	
strongest-link	 or	 weakest-link	
system.	In	an	interdependent	system,	
weakest	 links	 can	 be	 the	 difference	
between	success	and	disaster.	
	
USEFUL	LINKS	
Click	here	to	read	the	original	article	
from	The	Times	

Public	Courses	201Public	Courses	20188 	
New	 Directions	 runs	 a	 small	 number	 of	 public	 training	
programmes	in	association	with	partners.	2018	dates	are	below.	
	
Human	Competency	and	Capabil ity	Human	Competency	and	Capabil ity	

DevelopmentDevelopment 		
A	4	day	course	in	human	resource	development	strategy	for	the	oil	and	
gas	sector.	Run	in	partnership	with	petroEDGE.		
Kuala	Lumpur	5-8	February	
Kuala	Lumpur	29	October	-	1	November	
	
International	Oil 	&	Gas	Executive	International	Oil 	&	Gas	Executive	

ProgrammeProgramme 	
An	 intensive	 5	 day	 workshop	 in	 strategic	 business	 management,	
designed	 specifically	 for	 managers	 in	 the	 oil	 and	 gas	 sector.	 Run	 in	
partnership	with	petroEDGE.	
Kuala	Lumpur	22-26	October	

CuttingsCuttings 	
Cuttings	 is	 a	 bi-monthly	 collection	
of	 ideas	 and	 comments	 published	
elsewhere	 which	 have	 attracted	my	
attention	 over	 the	 past	 couple	 of	
months	 and	 has	 been	 in	 continuous	
publication	since	1988.	
	
It	 is	 designed	 for	 readers	 who	 are	
interested	in	individual,	organisation	
and	 management	 development	 and	
is	free.			
	
New	 Directions	 is	an	 international	
network	of	 consultants	 and	 trainers	
who	 work	 together	 to	 learn,	
research,	 design	 and	 provide	
consulting	and	training	in	individual,	
management,	 and	 organisation	
development.		
	



 
USEFUL	LINKS	
New	Directions	consultancy	and	training	services	
____________	

Book	sales	
Getting	 Results	 Without	 Authority	 is	 available	 at	 the	 special	 price	 of	
£10.00			
Ready-Aim-Fire	Problem	Solving	is	priced	at	£7.00		
	
Bundle	both	titles	for	£15.00	
Price	includes	p&p	in	the	UK,	for	deliveries	outside	the	UK	add	£1.00.		
Click	here	to	go	to	the	secure	Online	Shop.	

USEFUL	LINKS	
Past	issues	of	Cuttings	
New	Directions	website	
Getting	Results	Without	Authority	
	
Contact	details	
T:	+44	(0)117	968	1451	
M:	+44	(0)7753	626284	
Skype:	GeofCox.NewDirections	
E:	geofcox@newdirections.uk.com	
P:	 26a	 Downleaze,	 Bristol	 BS9	 1LZ,	
UK	
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