


"I’m on a mission to help women leaders and executives 
construct meaningful relationships and become dynamic 
leaders. Once you understand communication patterns, 
personality and learning styles of coworkers, employees 
and team members, you will know how to constructively 
deal with conflict, set boundaries and manage expectations 
and be seen as the leader you know you are."
      ~Sharon Sayler

In my work as a behavioral communications expert, 
certified executive coach and founder of Competitive Edge 
Communications, I support women leaders to develop the 
skills of confident communication by showing them how 
understanding their verbal and nonverbal communications, 
gender differences in communication, and clear boundaries 
and expectations brings out their natural charismatic 
leadership style. 

This e-book shares with you 7 of the most common 
(yet not obvious) behavioral mistakes I see professional 
women make.  These 7 career-killing mistakes are real, 
as are the associated vignettes, although the names and 
the accompanying identifying details have been changed 
to preserve confidentiality. 

I could have also titled this book “Client-Killing Mistakes,” 
as in scaring clients away, but somehow that title just 
sounded wrong! And, this isn’t just for women on the 
corporate track. I coach business owners too — a career 
is a career whether corporate or business owner. 
(Even if you are a “shop-of-one,” you are a business owner.)

So, fasten your seat belt and let’s get started…. 
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Introduction

Congratulations, you’re a smart cookie, otherwise you 
wouldn’t even be interested in career killers.  Following 
I will share some subtle self-defeating, self-sabotaging or 
counterproductive behaviors you might be doing right now 
that could blow your career right out of the water…. 

So why would anyone, especially an intelligent leader, 
engage in self-defeating, self-sabotaging or counter-
productive behavior? Two reasons: either we are not aware 
of the real messages these subtle behaviors send or every 
now and then we revert to ‘adolescence.’ 

Reverting to adolescent behaviors, also known as our 
baseline or predisposition, happens most often during times 
of stress, distress, crisis and etcetera. 

We’ve worked a lifetime to become who we are. Some call 
it our predisposition. Our predisposition is made up of our 
genetics as well as our beliefs, thoughts, feelings, actions 
and behaviors. 

We develop our baseline behaviors in our early years. 
They often work while we are young, however become 
counter-productive the older we get.  

Adolescence is a great place to view our baseline 
behaviors from.  (Tip: If you know someone well and 
suddenly you don’t understand their behavior, your first 
guess should be that they have temporarily reverted to 
adolescence.) 

We all have counter-productive baseline behaviors 
that worked for us in the past, but we know through 
trial and error - mostly error – that they no longer 
work for us. 
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Some common unproductive childhood baseline behaviors 
that no longer serve us can be passive-aggressive responses, 
avoiding conflict, or raising your voice to get your way. We can 
easily forget proper “adult behavior” when placed under stress 
and we revert to our baseline behaviors.  

Some stress can actually be good – I don’t know about you, 
but myself along with the majority of women I coach actually 
work better on a deadline. A deadline is a subtle form of stress. 

It’s the normal, everyday stress – the kind that focuses your 
attention and keeps you on task. It’s when stress gets out 
of control, into distress, that many of these 7 career killers 
pop into play. 

Psychological distress and crisis are different than stress. 
When stress comes from multiple sources; e.g., psychogenic 
pain, internal conflicts, physical discomfort (including insomnia) 
and external stressors (such as work and family imbalance), 
most people react with a feeling of overwhelm and cross 
over into distress. 

When you're distressed or in crisis, your focus becomes about 
finding immediate relief and you lose your ability to focus 
externally other than relieving the current pain or issue. In 
distress or crisis situations, those behaviors cause you to 
shoot from the hip instead of using your head....  

Success, leadership and just getting good results, such as 
focusing on long-range goals, become difficult when under 
distress.  To combat the non-productive effects of stress, 
consider brainstorming with a mentor or coach, making a 
list of pros and cons, reviewing priorities and saying no.  
Don't rely on your memory... write it down, look for the 
positive, simplify and try to avoid negative people.
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How old programming gets in the way even 
when we are acting like grown-ups

So, why do smart women engage in self-sabotaging or 
self-defeating behaviors? The dictionary defines sabotage 
as "an act or process intended to hamper or hurt" or 
"deliberate subversion." 

Why on earth would we sabotage ourselves? 

Well, it’s difficult and simple - we choose to.  However, 
especially when we understand our baseline behaviors 
are not who we have to be, we have the capacity to choose 
to change.  We choose our behaviors, whether consciously 
or unconsciously.  

If you allow yourself to operate from distress and crisis 
behavior patterns long enough, they develop into self-
defeating behaviors that can become "hard wired" as 
part of your personal reality.

Now, we all engage in various forms of self-defeating 
behaviors on occasion, even as simple as eating an 
extra ice cream sundae, but they don’t have to become 
self-destructive. 

They can also be so subtle that we may “think” that we know 
what we are doing and a behavior will get us what we want 
(otherwise we wouldn’t be doing it) but it doesn’t. 

Sometimes it is in thinking we are being effective that 
we send a “muddled-message,” especially through behaviors / 
nonverbal communications that don’t match your words. 
Your audience will believe your behaviors far quicker than 
they believe your words.  

So let’s talk about the 7 not-so-obvious career killers.

The old adage of 
“Actions speak louder 
than words” is true! 
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Of course, I could spend time writing on the obvious 
career-killing behaviors such as sleeping with the boss 
and dressing inappropriately…. 

But let’s just all assume we are acting like women here 
instead of helpless little girls. 

These subtle 7 Career Killers below are actually worse 
than obvious self-sabotaging ones. These 7 seem so 
“normal” that we don’t even know they could be causing 
us harm.  

Yet, it can be difficult to see our own patterns of behavior 
and recognize the real outcome. 

The first step towards letting go of these unwanted 
behaviors is to clearly identify our own personal 
patterns and tendencies.

...Let’s just all assume we are acting like women here 
instead of helpless little girls....
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Career Killer #1: Indirect Eye Contact 

When a person avoids or extremely limits eye contact, 
it’s interpreted as a sign of being unsure or uncomfortable. 
Be sure to make direct eye contact upon greeting someone. 

Eye contact is the easiest and most immediate non-verbal 
that people notice. It is also the most often misunderstood 
and misused. It can be subtle or direct, and knowing how 
to mix the two is a major part of the art of building relationships. 

How much is too much or too little varies with the culture, 
gender and context. Eye contact works best when both 
parties feel it’s “just right”; so take your cues from the other 
person and match their preference for how much direct 
eye contact to use.  

Indirect eye contact can be a career killer because many 
people believe that if you don’t make constant direct eye 
contact with someone, you are untrustworthy.

Direct eye contact can be a non-verbal signal of confidence, 
yet it is one of the most overrated and misunderstood of the 
non-verbal behaviors. 

It is okay to break eye contact; this happens naturally all the 
time during conversations. In fact, it is easier to process what 
you are hearing when you break eye contact. 

Many times we look away for a moment to follow the 
speaker’s hand gestures or a distraction. Over the course 
of normal, positive conversation, eye contact is a series 
of long glances instead of intense stares, yet when we
look away too often or don’t make eye contact, others 
read it as a sign of a lack of confidence. 
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“The eyes are the most powerful 
social and emotional signalers that 
we have at our disposal. With
such power is can sometimes
be diff icult to know the right
amount of eye contact to use.... 

Too little and we come across 
as aloof, shy or social ly awkward; 
too much and we are agressive,
rude or social ly awkward....”



Where Do I Put My Eyes? 

There are really only a couple of places we can put our 
eyes during a business conversation: we can make direct 
eye contact or we can look away. 

We often move our eyes away when we think or withdraw 
emotionally for many reasons; we may be upset or allowing 
the other person time to be upset, or we may be distracted 
or deep in our own thought. 

Looking to one side or the other shows far more confidence 
than looking down or up. Looking up often indicates that 
someone has gone inside or is deep in thought. Looking 
down signals a need for a time-out or break in the action. 
You can observe this technique watching the television news. 
The anchor does not need to look down since the news is 
on a teleprompter right in front of them. They look down and 
then pop back up to disconnect the last story from the one 
that is to come.  

Looking down consistently can also indicate a lack of 
self-confidence. 

To use direct eye contact in a business situation, position 
your eyes between the listener’s eyes, or just a bit higher. 
Imagine a triangle with the base below the listener’s eyes 
and the peak of the triangle at their mid-forehead. Keep your 
eyes in the middle of the triangle to maintain a professional 
contact.

Eye contact has more latitude in relationship or personal 
situations.  Here, you can invert the triangle so the peak is 
now at the other person’s mouth. However, keep in mind that 
spending too much time in the lower half of the personal eye 
contact area (the inverted triangle) may be interpreted in a 
business setting as “flirting”. 
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Career Killer #2: Head Tilting and 
Smiling Inappropriately 

This is directly related to Career Killer #1.  The way in which 
a person makes eye contact provides clues about their 
intentions. Eye contact is powerful, but rarely can it be used 
alone to express a complete message. 

Often other facial expressions or body movements must 
create a pattern to understand the entire meaning.  Head 
tipping or tilting to one side softens your impact. It makes 
you look less confident and while socially acceptable, it 
diminishes your leadership presence.  Make note of your 
head position as well as the amount of direct eye contact 
you are giving.  

A tilted head with direct eye contact can mean you’re not 
understanding what is being said, being coy, shy or flirting 
depending on your other non-verbals or it can mean you are 
being inquisitive and showing real interest in the other person. 

Direct eye contact with an upright head position can mean 
you are engaged, you are serious or it can mean you are 
confrontational.  

Career Killer #2 isn’t about stopping head tilting; it’s about 
being strategic when you choose to use it. If you want to 
soften the message, tilt your head. Just be sure it serves 
your purpose to soften the message.

Another facial expression that can make you look less 
powerful is smiling too much, at the wrong time or showing 
too many teeth while smiling. With more than 20 common 
variations on the smile, and smiling being cross-cultural, 
smiling is an important part of our lives. 
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A smile is a natural way to make yourself and others 
feel good.  It also creates trust and rapport. A smile is a 
great way to establish mutual feelings of being on the same 
level as others, whether that is one-to-one or in front of a 
group giving a presentation. 

A smile says, "I’m looking forward to this. 
We're all going to enjoy one another's company."

Look at any Board of Directors’ photos and you will see 
the different types of smiles, the most obvious difference 
being the amount of teeth the men versus the women 
are showing. 

No wonder, girls are socialized to smile more than boys.  
Non-smiling men are assumed to be deep in thought or 
serious, while non-smiling women are assumed to be 
worried, aloof or judgmental; sad, but true. 

So what’s a woman leader to do? 

Don’t quit smiling, just pay attention to when, how long 
and how large you smile and whether you accompany 
your smile with a nervous laugh.A smile says, 

"I’m looking forward to this. 
We're all going to enjoy one 
another's company."
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Career Killer #3: Using Language Softeners 

The meta-message women send when using preambles, 
language qualifiers and softeners is insecurity or too much 
empathy. 

Instead of being direct we often use qualifiers and softeners. 
An example of a qualifier is “It’s sort of like…” and a softener 
is “We could consider….”  

Just reading those, you can see how they can send unintended 
messages of insecurity or indecisiveness. It often feels risky to 
use direct language, however being a leader requires an 
ability to state your position directly. Practice using phrases 
such as “I propose,” and “I believe….” 

A preamble is equally indirect. A preamble is a lengthy 
description of your decision- making process or an introductory 
and expressionary statement. In business, get to the bottom 
line quickly. Use 100 words or less. 

The 100-word method equals the approximate attention 
span of the normal adult – 30 seconds. A lot can happen 
in thirty seconds. It's a sound bite world and if you can’t say 
what you need to say in 30 seconds, you are not clear on 
the intention of your message or your desired outcome. 

Spend time getting clear on the meaning and goal 
of your message.  

So what to do with just 100 words? Be direct. No preambles. 
Stick to the facts. To communicate effectively and persuasively, 
your message needs to be concise, clear and direct. 

The emotional connection is key. Keep a listener’s attention by 
telling a story for the emotional connection related to your 
request. Humans remember stories more than facts. 
People will remember and appreciate you for getting to the point. 
Short sounds confident. 

Spend time getting clear 
on the meaning and goal 
of your message.  
Short sounds confident.
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Career Killer #4: Not Standing in 
Your Own Power

Ask most people about the word “power” and you will 
hear it associated with control, money, status, force 
and men.

There is another definition of “power”: 

The ability to perform effectively. 

Standing in your own power is both figurative and literal. 
It takes courage to stand up and say no, to express your 
ideas and to defend your position if necessary.

Career Killer #4 is not acting like a man or being 
aggressive or not needing to be liked.  It is knowing 
what we want and being willing to go after it. 

Even though the feminist movement has been around for 
years, as girls, for most of our lives society sends us 
messages to rely on someone or something to give us 
guidance, understanding, and strength. 

As women, we often feel tossed about by a fistful of opinions 
and ideas, none of which we are ever sure are ours.  

Work to sort out what you want from what others want or 
think you should do. With kindness and a gentle power,
 practice standing in your power this week. 

There is another definition 
of “power”: 

The ability to perform effectively. 
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Ways to literally feel your power:

—  Center your weight. If you are standing, have 
      your weight on both feet; if you are sitting, 
      balance your weight on the center of your sit bones. 
     
      You know your weight is centered when you feel your 
      strength and most of your weight in the space between 
      your navel and groin. 

—  Look straight ahead with your chin level to the ground.  

—  Swallow or even yawn to relax your throat muscles to 
      have your throat as open as possible.

—  Take a slow, easy, deep breath and gently hold. 
      You should feel and see your abdomen (below the 
      rib cage) expand.

—  When someone asks you to do something that you 
     don't want to do simply say, “I'm sorry, but I can’t. 
     How can I support you in getting that done without me?”

Strive to keep circumstances, people and things where 
they belong and you run your energy, emotions and life. 

Each time you give a piece of your power away, you deplete 
yourself and in no time at all, you are drained, "spent" and 
physically tired. Honor what you need in every moment, 
no matter what others may think or say about you. 

Your power is your energy source. It will keep you going 
through thick and thin.
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Career Killer #5: Showing Excessive or 
Personal Emotion 

There are emotions that motivate us and emotions that 
drain us.  Emotional outbursts, including showing excessive 
emotion, behaving like a victim or drama queen or taking 
things too personally can cause you to lose objectivity. 

Then, when you react or respond to a situation based on 
your having been too subjective, you compound the problem. 

We compound the problem the ego's difficulty in acknowledging 
having made a mistake. 

Even more challenging can be admitting to others and yourself 
that as certain as you thought you were... you are now wrong. 

Being too emotional at work is a big career killer.
  

“Gail” was on the fast track to the executive suite. She had 
the proper “pedigree” and all the right training.  Normally, 
she had excellent control over her emotions. 

One day, after a series of disappointments and clients 
‘chewing her out’ she turned to her assistant and proceeded
to chew her out for not protecting her from “all those idiots 
out there.” 

Then proceeded to burst into a short diatribe about all that 
was wrong with the world.That little two-minute spectacle 
cost her dearly. While not losing her job, she lost the respect 
of her boss – the decision-maker for her future at the firm. 
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Experiencing emotions is part of being human. 

In 1997, a study called “Emotions at Work: What Do People 
Feel, and How Should We Measure It?” conducted by 
Bond University professor Cynthia Fisher, found the most 
common negative emotions experienced in the workplace are:

— Frustration/irritation

— Worry/nervousness

— Anger/aggravation

— Dislike

— Disappointment/unhappiness 

Maybe you can relate to a few of those, since corporations 
are as an emotional of a place as any other place. You can’t 
leave your emotions at the door on Monday as you step into 
the office any more than you can leave your emotional 
baggage from work going into your personal life. It doesn’t 
take much to feel overwhelmed, yet it is critical to keep all 
emotions in check at the office. 

When you let your emotions get the better of you, they affect 
your ability to think, communicate and act effectively.  

Consider walking or some other form of exercise throughout 
the day, run the stairs instead of the elevator, run outside to 
get some fresh air, pop down the hall instead of sending 
an email…. 

The physical release will make it easier to handle the 
emotions of work.  As a leader, you set the standard of 
emotional behavior, and have the power to create a positive 
framework for your staff through emotional leadership, 
setting high expectations and positive communication.  
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Career Killer #6: Not Understanding 
Personable versus Personal  

Personable is having a pleasant appearance and manner.  
Personal is affecting, or belonging to a particular person 
rather than to anyone else; individual; private: a personal 
detail about one’s life.  

Getting too personal in the office makes it difficult to 
stay impartial.  In an attempt to bond or make friends, 
women often get too personal with others at work. One 
can be friendly and personable without being too personal.
 
Things said can never be taken back…. 
To paraphrase the old adage: “Words said in haste 
can never be taken back and words that reveal too
much can never be taken back….”

Every office is different and appropriate corporate 
etiquette differs. It’s safest to be personable and leave 
your personal life as taboo as religion, politics or gossip 
about others.  

Don't be the first to bring it up and certainly never 
acknowledge or respond. I know it's difficult not to tell 
your co-workers things about your private life. After all, 
these are the people with whom you spend a lot of time. 
Often we spend more time with co-workers than we do 
with our own family. It can feel like if you don't talk to 
them you may lose your mind.

Periodically sharing bits of personal information is 
valuable because it humanizes you, lets others know 
what kind of person you are, and facilitates socialization 
and trust-building. 

A mentor once told me, “If you don't want to hear it at the 
watering hole (pub), don't mention it around the water cooler.” 

 “If you don't want to hear 
  it at the watering hole, (pub)
   don't mention it around t
   he water cooler.” 
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When you work someplace for a long time, people 
will tend to know more about your personal world, 
simply from longevity. 

If the things you share have an air of drama, privacy 
or could be gossiped about, keep it to yourself. 

Too much drama makes you look like less of a leader.
Go ahead and share joy, yet over-sharing can appear 
annoying and immature.

One way to appear personal while actually being 
personable is to ask questions. You may notice that 
when asking questions, we make people feel they are 
the center of attention. 

Start personable questions with phrases such as, 
“In your experience,..” “Do you find…” or 
“Tell me more about….” 

Use consistent eye contact and an open palm facing 
up to encourage sharing. Asking questions and “open” 
body language are cornerstones of rapport and
relationship building.

If others ask you personal questions, remember 
just because you are asked a question doesn’t mean
you have to answer it. 

You can always answer a question with another 
question or be gentle and answer with “Sue, that's 
an interesting question, tell me how is that answer
going to….” or "You know what? I'm sorry, but 
I think I want to go there….”

Start personable questions with 
phrases such as, 
“In your experience,..” 
“Do you find?” or 
“Tell me more about?.” 
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Career Killer #7: Helping Too Much

There is nothing wrong with being helpful, but too often 
I see women leaders take on too much responsibility.  

Perfectionism and failure to delegate erode your authority 
as a leader.  If you want to be a boss, don’t behave like 
the assistant.  We know the obvious ones such as taking 
notes, getting coffee and making cupcakes for the office 
party may score you friends, but they rarely score 
leadership roles. 

Those examples stand out, but what about those that are 
not so obvious?  

The roles you choose in day-to-day business events can 
and do determine your future. If you don’t look like a leader 
you won’t be given opportunities to show your leadership skills. 
 
The three areas I see most professional women go astray 
by helping too much are:

1. Micromanaging.  Micromanaging is based on the false 
assumption that only you can do it correctly, that others 
need detailed direction or micro-managing. You don’t have 
to be the manager to micro-manage others. If you feel 
compelled to finish others work, or take over all details 
“because others aren’t pulling their weight,” you are 
micromanaging. 

Micromanagers hurt productivity and morale, because 
the nonverbal message it sends is lack of trust and 
expectation that your team members can perform to the
 required standard. If you must check on every detail, 
your leadership style is indicative of insecurity based 
on a lack of trust in other people. It inhibits creativity 
and personal skill development and discourages teamwork. 

Take the time to develop the skills necessary in yourself 
and team members if lack of skill is the cause. 
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Seek feedback to understand the root cause of what you 
are afraid of. Micromanaging is based in fear. You can 
overcome your own "micro" tendencies if you're willing to 
confront and change them--before they compromise 
your career.  

Get a coach to develop more positive skills and behaviors.  

2. Consistently self-assigning the role of report-compiler or 
clean-up crew. When part of the team, women often assign 
themselves to the role of ‘project-pretty’ier’ feeling that it is 
their job to make the final project correct and ‘pretty’ before 
delivery. 

Although, delivery of quality work is paramount, by agreeing 
to this assigned or impromptu — that of helper or assistant — 
you place yourself in one of the most undervalued positions. 

Taking on this assignment once in a while is fine, however 
if you find you are the consistent ‘go-to-gal’ to get the project 
pretty, the rest of your skills and leadership capabilities are 
being overlooked and undervalued by those that make 
decisions about your leadership future.

To increase chances for promotion, it is important to show-
case a wide variety of skills and abilities. Mix up your roles 
on a team; it might make you have to step outside your 
comfort zone from time to time.  Or, consider volunteering 
for a role that others wouldn’t expect you to do.

Dr. Meredith Belbin studied teamwork for many years, and 
he famously observed that people in teams tend to assume 
different "team roles.”  From his list to the left, you will find 
several roles that you naturally gravitate to.  

When possible, choose one that will stretch your comfort zone.

Action Oriented Roles

Shaper: Challenges the team to improve.
 
Implementer: Puts ideas into action.
 
Finisher: Ensures thorough, timely completion.

People Oriented Roles 

Coordinator: Acts as a chairperson.

(Team Player) / Worker: Encourages cooperation.

Resource: Explores needs and outside opportunities.

Thought Oriented Roles 

Plant / (Creative): Presents new ideas & approaches.
 
Monitor-Evaluator: Analyzes the options.
 
Specialist: Provides specialized skills.

© www.belbin.com To find out more about team 
   roles visit www.belbin.com.
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3. Leading by consensus or asking for too many opinions.

Trying to lead from consensus when given a leadership role 
can appear to decision makers that you are unsure of yourself 
or you cannot or will not lead. 

Consensus when handled properly can be good for team 
cohesion, however it can lead to two distinct group dysfunctions. 

First, when team members contribute individually, with no 
knowledge of a group view, they can mistakenly assume that 
their contribution is the only path to success. On the other 
hand, consensus it can lead to ‘groupthink.’ Groupthink is a 
phenomenon that occurs when the desire for consensus 
overrides people's common sense desire to present alternatives, 
critique a position, or express an unpopular opinion. 

When one leads by consensus, women often think they are 
being fair by letting everyone have a say; however, this 
“habit” appears indecisive to upper management or stakeholders. 

“Meg,” a young attorney at a multi-national firm, is seen by 
those who make decisions as an “up-and comer”. She knows 
she has what it takes; yet, she has a tough team to manage, 
especially as her first time in the role of leader. 

The youngest, next to her, is 10 years older, they are all highly 
skilled and respected members of the firm, and her team has 
a ratio of 80% male to 20% female.

Her natural tendency is to lead by consensus, yet that style 
has led to conflict and confusion on her team. This has stifled 
her ability to land the “plum” assignments. 

She used to ask team members individually for input, but 
once it was received, each member believed that she would 
take their input as the correct path and felt betrayed when a 
different solution was chosen. 
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The solution: 

1. State the desired outcome.

2. In a team setting, ask for brainstorming or joint data gathering.

3. Set a deadline and close the opportunity for data gathering. 

4. Make a decision. 

5. In the team setting, present the decision and / or goal.

6. During that meeting, ask only if there is anything you should 
    know. Is there anything critical or unforeseen? Any final 
   questions or objections?

7. Set course, assign roles and begin implementation.
 
One popular decision-making model is called the OODA Loop. 
The model outlines a four-point decision loop that supports 
quick, effective and proactive decision-making. 

The four stages are:

   1. Observe – collect current information from as many sources 
       as practically possible.

   2. Orient – analyze this information, and use it to update your 
       current reality.

   3. Decide – determine a course of action.

   4. Act – follow through on your decision.
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Playing the “game” too safely rather than smart will keep you 
doing the same thing over and over. Reviews will give you 
high marks for job performance but they won’t mention your 
critical thinking skills, “street-smarts” or leadership capacity.  

“Sue,” a V.P. at a Fortune 500 company had been 
“stuck” in that position for 9 years. She came to me, unable 
to understand why she was unable to crack through to Senior 
Vice President. After just a couple of hours of job shadowing, 
it became apparent that she was making a major error. 

Her boss, a Senior Vice President, trusts her implicitly yet she 
was asking him to make decisions she already knew the 
solutions to. When asked why she was doing that she 
mentioned that she thought it helped him feel included. 

The unconscious message she was sending was that she 
was ‘his assistant’ and not his soon-to-be peer.  

Within one week of when Sue stopped asking for permission, 
she reported that things were already changing for the positive. 

Become comfortable with risk. Stretch the boundaries when 
it feels appropriate.  As the above vignette points out, it 
doesn’t have to be a big change to change how you 
are viewed. 

None of these three cast you in the light of leader or 
encourage others to think of you as such. 

Work to showcase all sides of you and develop new skills. 

Not only will you identify new strengths and overcome 
weaknesses, but also upper management will see you 
in a whole new light.
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Live consciously.

Live courageously.

Live On Purpose.



In Conclusion

Today more than ever, we have to use strategic leadership 
skills including strategic communication to be successful.  

Many leaders only think of the words they are using, 
when the largest part of our communication is 
behavioral communication…. 

What is strategic communication?  

It is in knowing the meaning of the entire message you 
are sending, not just your words. It is understanding and 
coordinating the nonverbal with the verbal message. 

The mind of a strategic communicator knows the subtle. 
They understand the advantage and disadvantage of 
each word and behavior. They have studied to gain 
insight into likely situations and are able to quickly assess 
the psychological meanings of the entire communication. 

By understanding what can be gained and lost during 
their communication, they are able to quickly evaluate 
the situation and determine what should be done. 

Even the most strategic of women communicators may 
not be aware of some of these seven.  As you have seen, 
these subtle 7 career killers are not the obvious big ones. 

These, in fact, are worse because we aren’t always aware 
of the harm they are doing to us. They change the way 
people view us, especially those that are evaluating our 
leadership skills and/or opportunities for promotion.  

I could have added many more than seven. We could add 
the career-killers of avoiding conflict, putting off doing 
something until the last minute or fussing with something 
to get it perfect even though we know perfect doesn’t really 
exist, apologizing too much, not understanding gender 
differences in communication…. The list could go on and on.

Learn more at http://www.SharonSayler.com
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Here are some proactive steps you can take to avoid 
career-killing behaviors:

— Fine-tune your mindset. Those I coach find that using
    positive affirmations such as: “I make the right choice
    every minute of every day,” and asking yourself each 
    morning, “What is the best expression of me I can be 
    today?”

— Have high expectations of yourself and others, yet 
    allow for human ‘fobblies.’ Give others the benefit of the 
    doubt. Give grace freely to yourself and others.

— Vow to be a life-long learner, developing new skills everyday.

— Adjust your intentions, outcomes and goals to stretch you, 
     while being realistic.

—  Record your thoughts in a private journal. Recording allows 
      you to see patterns and identify problems.

— Get physical. Get oxygen flowing to the brain. It will keep it 
     easier to focus on your goals and maintain a work/life balance.
  
Remember, you always have the power to change your situation. 
When you're stuck on a problem, it often helps to look at it 
from another perspective. Sometimes it can feel frightening to 
imagine changing, growing or making conscious choices so 
we deliberately hamper our own efforts.  Seek out a coach, 
mentor or other trusted advisor. You don’t have to go it alone. 
Keep your eye on the prize you want and stay focused on 
being the leader you know you can be. 

About the Author:
Sharon Sayler MBA, CEC shows you how to use words to 
change minds and use behaviors to change outcomes.  As a 
behavioral communications expert, certified executive coach 
and founder of Competitive Edge Communications, Ms. Sayler 
supports women leaders to develop the skills of confident 
communication by showing them how understanding their 
verbal and nonverbal communications, gender differences 
in communication, and clear boundaries and expectations 
brings out their natural charismatic leadership style.  
www.SharonSayler.com
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Get your free Step Up To Success 
Session with Sharon! to f ind out
other leadership, relationship and
communications skil ls that wil l
accelerate your success. 

Just email Sharon at 
C onnect@SharonSayler.com



YES! Sharon, I want your Step Up To Success Session (valued at $250)

to help me speak up, be seen, be heard to get paid what I’m worth!

In this Step Up To Success Discovery Session 
I’ll walk you through: 
 
 • Discovering what is unconsciously 
            sabotaging you from stepping up.

 • Create a clear plan that describes 
            in detail the steps you need to take 
            to leverage your time and create 
            more income from your services.

 • The one simple step you can take 
            immediately to get into action.

To find out how you can apply to have a private 
session email Team Sayler at 
connect@sharonsayler.com and mention
youwant your free Step Up To Success Session
with me!! 

Please note there are a LIMITED NUMBER of Success Sessions spots available. 

Please be assured I will NEVER share, rent or sell your information to any 
other company.  You have my word on it.  

They say, “I must be crazy to give so much away...” 

Free Step Up To Success Session with Sharon Sayler

http://sharonsayler.com/thank-you-friend
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