


THE BIGGEST WORKPLACE PERFORMANCE PREDICTOR
AND STRONGEST DRIVER OF LEADERSHIP AND
PERSONAL EXCELLENCE,

“L et us all be the leaders
we wish we had.”

- SIMON SINEK, AUTHOR AND
INSPIRATIONAL SPEAKER

While there is no “I” in TEAM,
the winning team you build (or
currently have) must start some-
where, and that somewhere be-
gins with you, Mr./Ms. Owner-
Operator. By default, and regard-
less of whether you wanted to be
a leader or not, your team looks
to you to be captain of your ship.

Throughout my career, I have
worked for others and found my-
self wishing that this leader was
more “this way” and that leader
more “that way” However, none
of us is ever complete and per-
fect. I have always found myself
learning what I should do un-
der past managers and leaders,
but just as importantly, I have
learned what I should not do.
Hence, as the quote above cap-
tures so well, I have learned to
continue growing and adapting
to become the leader I always
wished I'd had.

The leaders who helped to
positively shape me had an emo-
tional intelligence in the way they
thought and approached things,
how they made decisions and
how they led their teams.

We've all heard of IQ (intelli-
gence quotient), a standard test
and score first developed in 1912
to measure whether an individ-
ual is above, below or relatively
the same as that individual’s peer
group in mental ability or “intel-
ligence”

The concept of emotional in-
telligence, on the other hand, first
began appearing around 1995 as
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an explanation or missing link
to a peculiar finding in studies
where people of average IQ were
outperforming those with the
highest IQ 70% of the time. It
was an anomaly that completely
contradicted what scholars had
always assumed was the source
of success. After many decades of
continuing research, the critical
factor that can now be pointed to
as to what sets “star performers”
apart from the rest of the pack is
indeed emotional intelligence.

There is no known connection
between IQ and EI as there has
been no known predictor of emo-
tional intelligence based on how
smart someone is. In other words,
emotional intelligence taps into a
fundamental element of human
behavior that is separate and dis-
tinct from one’s intellect.

IQ, as it measures intelligence,
does not change whether you are
18 or 80 years old. But emotion-
al intelligence is a flexible set of
skills that can be acquired, prac-
ticed and improved. While there
are those who might naturally
be more emotionally intelligent
than others, you can develop high
emotional intelligence even if you
might not have been born with it.

DEFINITION AND
IMPORTANCE

Emotional intelligence affects
how we manage behavior, nav-
igate social complexities and
make personal decisions to
achieve positive results. Accord-
ing to TalentSmart, provider of
emotional intelligence assess-
ments, training and consulting,
emotional intelligence comprises
four core skills that pair up un-
der two primary competencies:

personal competence and social
competence. Personal compe-
tence is your ability to stay aware
of your emotions and manage
your behavior/tendencies. This
is made up of self-awareness and
self-management. Social com-
petence is your ability to under-
stand other people’s moods, be-
havior and motives in order to
improve the quality of your rela-
tionships. It is made up of social
awareness and relationship man-
agement.

How important is emotional
intelligence? TalentSmart tested
it alongside 33 other important
work skills and found that emo-
tional intelligence is the single
biggest predictor of performance
in the workplace and the stron-
gest driver of leadership and
personal excellence. It is also the
foundation for such critical skills
as customer service, empathy,
teamwork, flexibility, account-
ability and communications, to
name a few.

DEVELOPMENT
Again, unlike IQ, emotional in-
telligence can be developed and
improved with practice. Biolog-
ically, communication between
the emotional and rational parts
of your brain is the physical
source of emotional intelligence.
The pathway begins in the brain,
at the spinal cord. Primary senses
from all over enter the limbic (or
rear) portion of your brain, where
emotions are formed. Then, in-
formation from the rear portion
makes its way to the frontal cor-
tex, where higher thinking and
rationalization enter.

Therefore, people have emo-
tional reactions to events before
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they can typically rationalize the
event. Emotional intelligence re-
quires effective communication
between the emotional and ratio-
nal parts of the brain.

The brain also grows new con-
nections as you learn new skills.
While the change is gradual,
brain cells develop new connec-
tions to speed the efficiency of
the new skills acquired. Neurol-
ogists use the term “plasticity” to
describe this.

Increasing emotional intelli-
gence allows for billions of neu-
rons lining the space between the
emotional and rational centers
of the brain to grow and branch
with other brain cells, ensuring
that new behaviors become ac-
tionable. Once you train your
brain by repeatedly using new
emotional intelligence strategies,
emotionally intelligent behaviors
become habits.

MINDSET MATTERS

So, why have I spent so much
time discussing emotional intel-
ligence, and what does it have to
do with leading winning teams?
Its because your mindset and
beliefs matter, and turning your
beliefs into action is at the core of
motivating and inspiring others
to follow you.

How many of us know some-
one who is very intelligent but
either extremely negative about
everything or believes the rest of
the world is out to wrong them?
Do we have any inclination to
follow these kinds of people? I
sure don't.

What about someone who’s
very talented but also volatile or
emotionally unstable? Is that a
leader who inspires people to fol-
low? Nope.

Or, have you ever worked for
someone who is really passionate
about their job but can never rise
above the daily grind and always
seems buried in the work or the
schedule?
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Emotional intelligence requires effective communication
between the emotional and rational parts of your brain.

In a profession in which build-
ing relationships still plays such
an integral role in everything,
developing emotional intelli-
gence — your personal and social
competence — and projecting
your leadership mindset so that it
becomes a positive reality makes
all the difference between truly
leading your team in winning
versus supervising a group of
people who just happen to work
for you. It’s no different than the
saying about working on your
business rather than working in
your business.

Committing to building a win-
ning team starts with the goal of
being a winning leader. There are
experts out there far more quali-
fied than I am - both in emotion-
al intelligence (TalentSmart) or
leadership mindset (Pacific In-
stitute) — that can be a source of
training and enrichment, should
you want it. However, here are
some general tips for you to ru-
minate on:

BLIND SPOTS

We all have them, and to clear
these blind spots that have crept
underneath our awareness re-
quires improving self-awareness
and self-management. For ex-
ample, how many of us are guilty
of associating “cremation” with
“direct” or “cheap” whenever a
family tells you they are interest-
ed in cremation? That is a large
blind spot for many of us in the
funeral profession. The more in-
stances in which you are able to
take off the blinders, the more it
will serve to improve communi-
cation within your brain/within
yourself, and thus, communica-
tion with others.

REPLACE NEGATIVE

WITH POSITIVE

In addition to clearing blind
spots, releasing yourself from
negative thinking or negative
environments helps build per-

formance. Exposure to negative
stimuli sucks your brain into
a negative emotional state and
destroys the plasticity of your
brain’s ability to change and com-
municate between the emotional
and rational portions.

There’s something profound-
ly positive about viewing an in-
stance in which you got some-
thing wrong as “this time” versus
“I never get it right” Replacing
judgmental statements like “I'm
such an idiot” with factual state-
ments like “I made a mistake”
is also key to turning positive
thoughts into habits. Factual
statements allow you to focus on
what you can change objectively
and situationally, versus blanket,
permanent labels about yourself
that are much more difficult to
change or move away from.

SOLUTIONS RATHER

THAN PROBLEMS

Always fixating on the problems
you face creates and prolongs neg-
ative emotions and stress, which
inhibit development of emotional
intelligence and negatively affects
your mindset. Focusing your at-
tention on actions for how to im-
prove yourself or how to improve
your situation creates personal ef-
ficacy and serves to improve your
self-awareness and self-manage-
ment.

LIMIT COMPLAINERS
Complaining, for the aforemen-
tioned reasons, is bad news. It
festers blind spots and keeps you
in a negative emotional state,
wallowing in your problems.
There is a difference between
lending a sympathetic ear versus
getting sucked into a negative
emotional state.

Setting limits, even to yourself
if you find yourself complaining
about things, allows you to dis-
tance yourself as needed. As with
teammates who complain or
when you find yourself mentally
self-complaining, the most effec-
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Unlike 1Q, emotional intelligence is a flexible set of skills
that can be acquired, cultivated and improved.

tive method to set your limit is to
. redirect and ask them/yourself
(A G I (o] ba I At I a nt IC how they/you intend to solve or
( FINANCIAL GROUP fix the problem. This is a positive
way to redirect the complainant
in a productive direction, or it
will at least cause them to quiet
down or change the subject.

T h i n k i n g In last year’s article for The Direc-

tor (July 2021, page 35), I wrote
about recruiting and retaining

a b O u t yo u r strategies for building a winning

team, and it occurred to me that I
p r e n e e d had overlooked starting that arti-
cle with what I have written about
. this year - that all winning teams

b u S I n e S S? need a winning leader.

And as such social sciences as
psychology, sociology, human
behavior, etc., become more sup-
ported with empirical and scien-
tific data from MRIs, brain scans
and chemical studies, it is being
proved that winning leaders have
or have developed greater emo-
tional intelligence.

The data also show that a lead-
ership mindset matters when
building a winning team so that
positive thoughts can be turned

%% 0.%%¢ into positive beliefs, these beliefs
P (.j.. 6 03.: can be turned into actions, and
renee - 3 °.o. these positive actions can grow to
. .' - ' .. . . .
0 e cco00® become winning habits.
( LV

So, while there might not be

an “I” in “TEAM,” you must first
Learn ¢ Plan « Grow commit to “I” before you can

commit to your team. =

g E} Scan now to Gabriel Ngo is director of business
e see what sets development at The Foresight

Companies, a Phoenix-based

us apa rt business and management consulting
firm specializing in succession
planning, representation of buyers
and sellers, accounting, financing,
valuations, human resources and
compliance services. Ngo can

be reached at 602-274-6464 or

Global Atlantic Financial Group (Global Atlantic) is the marketing name gabrzel@theforeszghtcompanzes.
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