The Scoreboard

Can't Tell You -
Everything

Q. Talk about early leadership lessons for
you.

A, 1 grew up in Maryland, in an area where
lacrosse was the dominant sport, And £
happened to go t0 a high school that was
the dorainant programin the country, and
it was run by a coach named Joe McFad-
den. I don't remember losing more than
three games in ail of high schoel. 1 was in
this eulture of winning, where all the
coaches, the players, the kids in that
school and the administrators expected us
to win. .

[ was recruited to play lacrosse in col-
lege by a very sort of medioere team at the
time — Geltysburg College in Pennsylva-
nia. Then the lacrosse coach retired, and a
new coach came in, named Hank Janczyk.
He's still there, 20-something years later.
And today, he's one of the top lacrosse
coaches of ali time,

Apain, there was this cuiture of winning,
this expectation that every practice was
going to be unbelievably competitive. Ev-
ery game was judged not only on whether
we won or lost and what the score was, but
on how we played.

I think about that a lot in the context of
pur business now, about when we gointoa
new business pitch. 1f we win, I still evalu-
ate the pitch and whether it was the best
portrayal of who we are, er whether we
won for some other reason. And when we
lose new business pitches or don't do an
exceptionally good job for aclientin the
client's eyes, I can still evaiuate it based
on factors other than the final result.

Q. Did Incrosse influence you in other
ways?

A. I'spent summers in lacrosse camps
coaching high school kids. I learned alot
about communicating with younger peo-
ple, which has beén directly useful in my
business.

Q. How?

A. In terms of communication, I de my best
to try to step away from my own belief sys-
tern and my own priorities, which are the
priorities of a 41-year-ofd man who's mar-
ried and kas a young daughter. Instead, |
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try to evaluate decisions based on what
the 25- t0-32-year-clds in our office are try-
ing to get out of their career, what they
want in a workplace.

Q. And what do they want?

A, Their expectation is not necessarily like
a junior lawyer who is satisfied to work
their way up in a corporaie law firm over
many years. The expectation of the young
people in our office is that they're profes-
sionals in their fietd right now, and that
they're going to have input right now,
they’re going to coramunicate with clients
right now, and they’re going to be invelved
in decision-making acress the cornpany.

a. And are they ready for that? Some of the

C.E.Qs I've interviewed have talked about
the expectations of many young employees
getting ahead of their capabilities.

A. I say send those people my way. Be-
cause we prebably want our staff, at the
early stages, (o be alittle bit overconfi-
dent, a little too willing io be in the room
with a brand manager whe's our client, be-
cause it shows a level of independence
that we need them to have,

1 would rather somebody go make a
mistake — and have myself or another
senior person go back to the client over
what's probably a relatively small ersor —
than have to go through an enormous
amount of teaching to make that person

“client ready.”

This question of confidence also proba-
bly speaks a little bit to the fact that, in our
pusiness, the idea of teamwork is probably
overrated. I'll take one fantastic graphic
designer and one fantastic brand strategy
person over a roomiul of mediocre people
in those functions. The ideas are better,
the execution is better, we can get more
done. And a ot of this, I think, is about
speed. It's not always sitting back having
everything be buttoned-up and perfect.

Q. Describe your leadership style now.

A. I think that I'm fair, because ] try tobe
honest and direct in a helpfut way. If you
want people to be at their best, and if you
want the whole company to be on the
same page, you need to be willing to com-
municate directly with people.

In our office, what we’ve achieved is
that being direct is not a personal attack.
When my coach was coming down on me
or somebody else, I never thought he was
doing it for any other reason than he want-
ed us, a5 a team, to be on the same page
and to be the best that we could be.

Q. How has your leadership style evolved?
What do yout do more of, or less of ?

A. One of the things [ do mere of now, and
probably a better job of now than I did 10
years ago, is being reatly present it our of-
fice when 1'm there.  think many senior
people, C.E.O/s and presidents of compa-
nies, both small and large, obviously
spend a lot of time outside of the office.

What I used to tend to do with the 50
percent of the time that I was in the office
would be te go into my office and shut the
door, literally or figuratively, and detve
back into the responsibilities of that day ar
that week. I might as well have net beepin
the office. I'wasn’'t gauging anfthing that
was going on in the siaff, learning any-
thing new or understanding the challenges
that people were facing.

I've learned that when you're in your of-
fice and you're in that position, the best
thing you can do is spend at least 50 per-
cent of your time in the office communicat-
ing with as many staff as you have time to
communicate with. Holing yourself upis
not the way to learn what's happening.
The information doesn't flow up to you
when you're in a closed-deor situation.

1 think if you Iook at your core responsi-
bilities a littie less Hterally, you'd probably
want to spend more time with your staff,
because what are most C.E.O’s really in
charge of ? Well, they are in charge of set-
ting strategy, of creating the best work en-
vironment, of finding the best talent. How
can you possibly do that by isolating your-
self and only communicating with people
from accounting or your outside legal
counsel? If you don’i go down the hall and
talk to people, you're not going to know
the real challenges.
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