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Traveling Light Newsletter 

© Jennifer Selby Long, May 24, 2007 
 
Welcom e to t he second edit ion of Traveling Light , Selby Group's free m onthly  newslet t er . 

Traveling Light© is a newslet t er explor ing how those blessed with t he talent  and 

opportunit y  to lead can be m ore effect ive and lighten the load inherent  in their  lives,  based 

on the work of m anagem ent  consultant  Jennifer  Selby Long.  Copyr ight  2007 Jennifer  Selby 

Long.  All r ights reserved. 

 

Quick tips for lightening your load  

 

• Look ing  t o  show  you r  app reciat ion  fo r  an  em p loy ee? Sav e you rsel f  t im e:  ask  

d irect ly  how  h e o r  sh e l i kes t o b e r ecog n ized .  Sou nds aw kw ard .  Work s 

beau t i fu l l y.  Th e dow nfa l l  of  m an y  w el l- in t en t ioned  r ew ard  p r og ram s is t ha t  

t hey  r ef lect  how  t h ei r  au t hors l i k e t o  b e rew arded ,  w h ich  m ay  hav e l i t t le 

sim i lar i t y  t o how  y ou r  em p loy ee l i k es t o  be r ew ard ed .  Ju st  ask  m y  deep ly  

in t r ov er t ed  col leagu e back  in  ou r  Am oco day s.  She decl in ed  a $10 00  aw ard  ( a  

rar e t h ing  f or  o i l  com pan y  em p loy ees in  19 9 0)  because i t  in volv ed  w alk ing  

across a st ag e in  f r on t  of  several  hund r ed  p eop le t o r eceive a cer t i f icat e.  Th e 

m oney  j u st  w asn ' t  w or t h  i t .  

• Th in k ing  m aybe you  shou ld  show  you r  app reciat ion  a  l i t t le m ore o f t en ,  bu t  

don ' t  have t he t im e? On e of  m y  cl ien t s cam e across an  u nopened  box  of  

t han k- y ou  not es w h en  pack ing  up  h is of f i ce t o m ov e t o an ot h er  bu i ld ing .  

I nst ead  of  pack ing  t h em ,  he du st ed  t hem  o f f,  sat  dow n,  and  qu ick ly  j o t t ed  o f f  

a not e o f  t han ks t o  each  d ir ect  r epor t ,  not in g  w or k  t hey  had  don e and  how  i t  

posit i v ely  im pact ed  t h e cu st om ers o r  com pan y.  Nor m al ly  a  v er y  pa r t i cu lar  

m an ,  h e d idn ' t  hav e t im e t o  w or r y  abou t  for m ing  p er f ect  m essag es o r  ev en  

get t ing  t he sp el l ing  r igh t .  His t eam  w as st un ned ,  and  happ y,  and  n o on e 

not iced  m issp el led  w ord s or  com p lain ed  t hat  h is p raise w asn ' t  as eloqu en t  as 

h is ex ecu t iv e b r ief ing s.  Th e v ib e last ed  fo r  w eeks.  A t en -  m in u t e inv est m ent  

w it h  a  m u lt i - w eek  r ew ard .  Now  t hat ' s w ha t  I  cal l  Travel ing  Ligh t .  

• Do you  have t he opposit e chal leng e -  you  n eed  t o  g ive n egat ive f eedback  t o  

an  ov er ly  sensi t i ve em p loyee? St ar t  w i t h  t h e r ig h t  m ind set .  Feedback  t hat  

help s a  person  g row  and  im prove is a  g i f t ,  even  t hough  i t  m ay  no t  feel  l ik e i t  

in  t he m om ent .  Why  w ou ld  y ou  w it hh old  in fo rm at ion  t hat  cou ld  help  h im  or  

her  m ak e b et t er - in f or m ed  choices? Mak e your  f eedback  sp eci f i c t o b ehav io rs 

you  can  see,  don ' t  t r y  t o gu ess at  h is o r  her  in t erna l m indset  o r  f eel ings,  t ake 

a deep  b r eat h ,  and  g iv e i t  your  best  go.  Sen sit i v e em p loy ees w i l l  on ly  fa l l  

beh ind  i f  you  let  t heir  f rag i l i t y  st op  you  f rom  t el l ing  t hem  w ha t  t hey  need  t o 

know  in  ord er  t o  g r ow  and  k eep  pace w it h  t h ei r  t h ick er - sk inn ed  p eer s.  
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Beware the Life Coach Who Offers to Help You Fulfill Your Dreams 

 

What  on earth is happening out  there? When I  at t end professional associat ion m eet ings and 

am  rout inely assault ed by " life coaches"  t rying t o pitch m e as a client , I  wonder if the 

professional wor ld has gone slight ly  m ad. Now I  know this does m ake m e sound solidly  

m iddle-aged,  but  I  was doing execut ive coaching before it  had a nam e. When on earth did it  

m orph into " life coaching"  and take on this st range,  frothy form ? Good gr ief.  I t 's just  

em barrassing. 

 

These days, you'll have to pierce through a lot  of noise in t he system  to get  t o a good coach 

whether of t he career,  leadership,  or  personal variet y.  I  know, because I  am  always t rolling 

for affiliat es to j oin m y t eam . For  what  it 's worth, here are the m inim al crit eria I  th ink you 

need to use.  I  use them  m yself when screening candidates. 

 

Screen without  any hesitat ion for  ALL of the following:  

 

1.  Good personal chem ist ry and a sense of t rust . Done right ,  coaching of any variety  

will quick ly  put  you in som e very vulnerable and occasionally uncom for table places 

( sorry ! ) . You m ust  be able to t rust  t he coach both personally  and in t erm s of his or 

her  professional com petence.  I f  you can't  let  down your guard wit h the coach,  you 

won't  grow.  A "m aybe"  should always be a "no."  I f you don' t  feel good chem ist ry  and 

a gut - level sense of t rust  in your first  m eet ing,  m ove on. 

2.  Substant ial dem onst rated result s.  Has the coach worked with others at  your  level 

and in sim ilar professions? What  goals d id these client s have? Were these goals 

sim ilar  t o yours? I f so,  what  result s d id they achieve? Som e m ight  b lab on about  how 

results are hard t o define.  That 's nonsense. Don't  waste your t im e wit h anyone who 

can' t  dem onst rate results with client s who are in som e m eaningful way sim ilar  to 

you. 

3.  Availability.  A coach should be available to you,  and not  just  dur ing prescr ibed 

m eet ing t im es.  Everyone learns different ly.  Not  everyone grows best  t hrough weekly  

one- hour st ructured m eet ings.  I t 's a relat ively  personal relat ionship,  but  a business 

one between peers f irst  and forem ost .  As such, I  expect  coaches to take calls 

between appointm ents and from  t im e to t im e after  the off icial coaching process has 

been t ied off.  Som e of m y clients don't  even set  appointm ents any m ore. They call 

m e when they need m e.  I f  a potent ial coach squirm s at  this idea,  it  m akes m e 

wonder why he or she can't  bet t er  m anage t im e, client  expectat ions,  and fee 

schedules. 

4.  Speed.  Unless you drag your feet ,  you should be able to experience som e progress 

and personal im provem ent  w it hin t he first  1 -  2 weeks aft er  t he in it ial assessm ent  is 

com plete,  in som e cases sooner.  Coaching is not  therapy, and no coach should 

assum e that  it  w ill take m onths for you to show any im provem ent  at  all.  The only  

thing that  im proves with t hat  at t it ude is t he bank balance of t he coach. 
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5.  St rategic focus on st rengths,  and not  just  because Marcus Buckingham  m ade it  

t rendy and cool.  We lead from  our st rengths,  and studies had proven this years 

before Now, Discover Your St rengths hit  the bookstores. A good coach helps you 

figure out  how to bet t er  leverage and develop your st rengths in order  t o m ake 

progress toward your developm ent  goals. He or  she will also help you f igure out  how 

to m anage or im prove your weaker areas, but  your  weaknesses shouldn't  be where 

you spend all of your coaching t im e,  or even m ost  of it .  Now if  I  could only  convince 

som e of m y clients of that .. .  

 

These i t em s a re com p let ely  d iscr et ionar y,  d epend ing  on  you r  in t er est s and  need s:  

1 .  Age and  Gende r.  I f  you  w an t  som eone y our  ow n age ( or  o ld er  o r  you nge r,  fo r  

t hat  m at t er ) ,  i t ' s o. k .  t o  ask  fo r  w ha t  you  w an t .  Lik ew ise,  i f  you  b el iev e you  

w ou ld  feel  sign i f ican t ly  m or e com for t ab le w ork ing  w i t h  one g ender  ov er  t he 

ot he r,  seek  ou t  w hat  you  w an t ,  and  cu rb  an y  feel ings of  gu i l t  t hat  you  m igh t  

be ageist  o r  sex ist .  I t ' s m or e im por t an t  t ha t  you  b e com for t ab le en ough  t o b e 

open  t han  t o  be pol i t ica l ly  cor r ect .  You r  coach  is an  ob j ect iv e ou t sid e r,  no t  an  

em p loy ee.  Cl ien t s a lw ay s apo log ize p r ofu sely  w h en  t h ey  cal l  t o  ask  for  a m ale 

coach ,  bu t  I  n ev er  t ak e i t  p er sona l l y.  

2 .  I ndust r y  know led ge.  As m uch  as w e a l l  l i ke t o t h ink  t ha t  ou r  com pan ies,  r o les,  

and  indu st r ies ar e un iqu e,  t h e t ru t h  is t ha t  t he m aj o r i t y  of  leadersh ip  

chal leng es ar e sim i lar  across indu st r ies.  I nd ust r y  exp er ien ce can  help  som e 

peop le feel  m or e com for t ab le w i t h  t h ei r  coaches f rom  t he on set ,  bu t  con sid er  

t he coun t era rgu m ent  - -  t h e less indu st r y  ex per ien ce,  t he less l i kely  y ou  a r e t o  

lea rn  t hat  you r  coach  is a lso d evelop ing  you r  d i r ect  p eer  a t  you r  d i r ect  

com p et i t o r.  

3.  Broad er  consu lt in g o r  m anagem ent  exper ien ce.  I n  m y  ow n exper ien ce,  I  hav e 

found  t hat  t h e b est  execu t iv e coach es hav e a g r eat  d eal  of  ot h er  bu sin ess 

exp er ience and  do not  ded icat e 100 %  of  t h eir  t im e t o  w or k ing  as coach es.  

Th is g iv es a b roader  p er sp ect iv e,  bu t  t hat  m ay  o r  m ay  not  be im por t an t  in  

you r  par t i cu la r  si t uat ion ,  pa r t i cu la r ly  i f  you r  dev elopm en t  goal  i s o f  a  per sonal  

nat u r e.  

 

When it  com es to career coaching,  you're swim m ing in som e m ight y st range waters these 

days.  So st range that  career  coaching deserves it s own spot light  in th is art icle.  I f you seek 

coaching in ant icipat ion of a big career m ove, you could exper ience a st range irony:  your 

so- called career coach could do dam age to your career. 

 

Career coaching has becom e a popular  field,  along with its sidekick, resum e writ ing. There 

are no barr iers to ent ry,  with the ext rem e variat ions in qualit y  t hat  you m ight  expect  under 

those circum stances. 
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Gone are the days when you could count  on your career  coach to have a graduate degree in 

career  counseling and years of experience.  You absolutely  m ust  ask for  and check 

credent ials of anyone claim ing to be a career counselor. 

 

The worst  are the career coaching services that  charge thousands of dollars t o provide 

execut ives and aspiring execut ives w it h a "m arket ing director"  to w rite your  resum e and t ell 

you how to pit ch yourself.  There's certain ly  som e qualit y to be found out  there,  but  m ost ly I  

com e across expensive junk. For  exam ple,  I  recent ly b lasted two of those resum es t o b it s 

and it  was a shock ing but  m uch-appreciated experience for  t he client s,  both of whom  had 

prev iously  worked with m e on project s.  I  charged a whopping $0.00, a substant ially bet t er 

price than the execut ive career coaching services had charged.  These "m arket ing directors"  

had absolutely  no idea what  execut ives value,  how they t hink,  or  what  would m ake a 

candidate at t ract ive to t hem . The resum es were full of false bravado and hot  air  and did not  

in any way reflect  t he fine personalit ies and genuine execut ive potent ial of the candidates. 

 

Your resum e is your  calling card.  I t 's your voice to prospect ive colleagues,  and it  im pact s 

your reputat ion before you've even had a chance to m ake one in person.  Don't  hand t he 

responsibility  for your  voice to a near-st ranger. I n th is arena,  I  know of no way to take a 

shortcut  that  doesn't  short change. Do the hard work of w rit ing your own resum e,  and give it  

to t rusted colleagues and adv isors for feedback.  You can't  t ravel light  on the front  end of a 

job search, but  you sure can save yourself m onths of delays and wasted t im e later  by doing 

the hard work now. 

 

I f  you've personally  used an out standing execut ive-  level resum e wr it ing service, I 'd  love to 

hear about  it .  For  now, though,  m y recom m endat ion is t his:  resum e writ ing serv ices m ay be 

helpful for  individual cont r ibutor  j obs or  for  those who st ruggle a great  deal w ith English -  

although I  have m y doubts - -  but  proceed wit h ext rem e caut ion if the hir ing m anager for  

the job you want  has a t it le that  star ts w ith Partner,  Chief,  or  Vice-President . 

 

 

News  

 

Congratulat ions to form er Selby Group Aff iliat e John Cronkite, who has recent ly  accepted a 

posit ion wit h the Stanford Graduate School of Business.  John will serve as a full- t im e 

Leadership Coach.  He will be direct ly  involved in developing t he leadership curriculum , 

coaching second- year Fellows who will be t eaching first  year  students,  and facilitat ing 

int erpersonal dynam ics courses. 

 

The I nternat ional Associat ion for Psychological Type conference in Balt im ore 

(www.apt internat ional.org)  July  11 -  15 will be dynam ite.  I ' l l be conduct ing a workshop 

there on July 14 on t he im pact  of gender and psychological t ype on f inancial behavior,  and 

how to use heightened self-awareness to m ake bet ter-  inform ed financial decisions. Our 

study has grown to 456 part icipants and count ing. The latest  study result s w ill be presented 
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at  t he workshop. I f  you can' t  m ake it ,  and you've requested updates on t he Wealthy Types 

study,  you will receive an updated report  aft er  t he conference.  I f  you haven' t  signed up t o 

receive updates but  want  them , just  shoot  m e an em ail at  j ennifer.selby@selbygroup.com  

and I ' l l add you to the list .  

 

Sharon Richm ond w ill also be speaking at  the conference on the result s of t he study she did 

with Julie Brown and Pam  Fox Rollin exploring leadership,  psychological type,  and em ot ional 

int elligence.  Many of you part icipated in both Sharon's study and m ine.  Thank you!  We 

lit erally  couldn' t  fur ther knowledge in th is arena without  you. 

Many t hanks t o the eagle eyes who pointed out  a bizarre sentence st ructure and a wayward 

apost rophe in our  last  issue.  We know som e technical confusion caused t he first  error,  and 

we hope we have st raightened it  out  in t his one. 
 
 
A Blinding Flash of the Obvious  

 

I  would like t o extend a warm  welcom e to Janet  Sm ith,  our  new assistant ,  and to Laur ie 

Bjork, our new bookkeeper. True confession:  aft er all t he t im es I  adv ised you,  Dear Client s, 

to delegate and stop t ry ing to do so m uch,  I  m yself com pletely  neglected t o do so.  Were it  

not  for  Janet  and Laurie,  I  would st ill be t rying t o be all t hings to all people,  and you 

wouldn't  be receiv ing t his newslet t er.  Thank you, Janet  and Laur ie, for  st epping up t o the 

plate so quickly. 

 

When m y father- in- law  passed away late last  year,  we suddenly  found ourselves buried in 

the adm inist rat ion of a t rust  and handling m y m other- in-  law 's day- to-day f inancial affairs,  

in addit ion t o our own bills and the endless paperwork of a sm all business.  Saturdays 

becam e a m uch-dreaded paperwork day. Yuck.  

 

Som ewhere along the line, I  decided t o st op dreading and star t  delegat ing. Perhaps the 

m ost  em barrassing revelat ion has been that  both Janet  and Laurie do the tasks tw ice as fast  

as I  had done them , not  only  saving m e t im e, but  also m oney and m y personal sanity.  And 

-  now this one really b lows m y m ind -  t hey really do enjoy doing what  I  hated doing.  

Am azing. 

 

This m onth's b linding f lash of the obv ious:  you can't  t ravel light  if you're carrying a heavy 

load. Get  som ething off your  back, however large or sm all.  Som ebody else w ill probably  do 

it  bet t er, anyway. 

 

Thanks also to all of you who expressed your appreciat ion for the newslet ter  last  m onth.  I t  

m ade m y day. 


