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Hello, I would like to thank those IAPI members who responded to my inquiry regarding
your thoughts about holding an in-person conference this year. Those members who replied
expressed that they would like to see an in-person conference held this year. Since we are
all still easing back into things and want to be supportive and respectful of all members,
your IAPI Board made the decision to hold a one-day conference on Thursday October
28, 2021, at the Holiday Inn Hotel & Suites-Des Moines Northwest. At this time, 8.0 CEU
hours will be offered that day and an additional 2.0 CEU hours for those who also attend a
“Best Practices” and networking time the evening before at the hotel. More details about
the conference and hotel will be emailed out later this summer, but please mark your
calendars and plan to join us if you feel comfortable doing so.
IAPI has been invited to participate in an on-line educational opportunity. This program
would not replace or be a substitute for our annual IAPI conference, which is necessary for
networking and professional development, but rather an additional advanced training and
educational option that IAPI would like to make available to its membership. We are
currently working with the program developers and our webmaster to make the on-line
training available to our members soon. We will send IAPI members an announcement
when the program is up and running.
IAPI Board Secretary, Brian Endrizal, has taken a fulltime instructor’s position with the
Iowa Law Enforcement Academy. We wish Brian the best. Brian’s departure presents an
opportunity for another IAPI member to fill the position of Board Secretary. The person in
this position attends scheduled IAPI Board meetings (usually 4-6 annually and most are
virtual or on conference call), keeps minutes of the board meetings and prepares a summary
of the meeting minutes to be made available to members on the IAPI website. It is not a
very time-consuming commitment, but it is an important one. A few of the perks of being
an IAPI board member include more name and business recognition on the IAPI website,
better understanding of the association and its benefits and increased business and
networking opportunities. If you would like to be considered for this position, please let me
know. All IAPI board member positions will be voted on by members at our conference
this year.
Have a safe summer,
Mark Mills
IAPI President
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The Witness Who Came In from the Cold
January 21, 2021

by Colleen Collins

The potential witnesses, afraid of gang retaliation, kept their silence—until one brave soul emerged from
the darkness to speak for our client.
A version of this article first appeared on Guns, Gams, and Gumshoes, a blog by Colleen Collins.
Our investigative team worked this case the old-fashioned way—on foot—as a key witness was afraid for
her identity to be traced digitally (email, phone, etc.).
The results helped a defense lawyer obtain a dismissal for his client.
Late One Summer Night…
…a resident in a home near a park called 911 after hearing yelling and fighting (the caller couldn’t see the
park itself, as the view was obstructed by other homes). When police arrived at the park, they found three
local gang members with knife wounds lying on the ground. The gang members said two rival gang
members from another city had stabbed them. One ran away, whereabouts unknown. The other had
flagged down a car for a ride and gave the license plate and description of that car.
Police found no weapons on the three gang members—it was later learned that others in their gang had
gathered all the weapons and left before the police arrived.
Charge: Felony 3, First-Degree Assault
Police found the described car parked at a home in the neighborhood. The driver admitted he’d given a
ride to a young man (whom we’ll call “E”). E had flagged him down and asked for a lift to a friend’s home.
The police went to that address and found E, who matched the description given by the stabbed gang
members.
Although E claimed self-defense, saying the rival gang had harassed, punched, and threatened him with
weaponry, the police charged him with the stabbings, a felony 3, first-degree assault.
Following the code of gang members, E refused to give any information about his fellow gang member
who’d run away. (Later we learned this gang member had returned to his car and driven back to the
neighboring city that night.)
Goal: Find a Witness
E hired a defense lawyer, for whom we worked as defense investigators at the time. The lawyer informed
the court and opposing counsel that our client was claiming self-defense.
Because E refused to identify his fellow gang member, the case lacked an independent corroborating
witness. Based on the 911 call, people in the neighborhood had obviously heard the fighting, but no one
had yet come forward to say that E had fought in self-defense.
As investigators, we considered driving to the neighboring city and trying to root out this gang-memberwitness—yeah, that would have been an easy, fruitful enterprise (not).
Bottom line: we had one weapon, the old “neighborhood canvas,” or knock and talk.

Fear of Gang Retaliation
Problem was, people didn’t want to talk. An elderly man confided that people were unwilling to provide
any information because they were afraid of gang retaliation.
Next, we printed posters asking anyone who had seen an incident on [date] and [park name] to call
[phone number], and the conversation would remain confidential. Whenever we’ve posted flyers like this,
we use a dedicated, virtual phone number, meaning we set up a unique number that rings through to one
of our office phones and cannot be traced.
Then we walked up and down the sidewalks of this east Denver gang-infested, lower middle-class
neighborhood, sticking our posters on street light poles, the fence around the park, and other public
spots.
We didn’t leave any on people’s doors, as we didn’t want any third parties later assuming so-and-so, who
had had a flyer on their door, was probably the snitch.
The Clock Was Ticking
Days later, we began to panic. E had to decide on a 5- to 12-year prison-only plea offer in the coming
week, and no one had called us.
One late afternoon, we got a call from a coffee shop phone number in a different part of the city. The
caller identified herself as a mother who lived near the park, but refused to give her name or any digital
means of contacting her (email address, cell phone number, etc.), as she was afraid of being traced. She
said she’d seen local gang members threatening and taunting E, who at first had run from them, but after
being cornered, fought back in self-defense. She wanted to do the right thing and “help that young man.”
A Secret Night Meeting
She agreed to meet us in the park, at night, and point out where the young men had fought. We arrived at
the park one weekday night and waited. An older woman walked toward us from a corner of the park.
In the shadows, she pointed out where she’d seen E running from the others, and where E had ended up
with his back to a fence. We gave her our lawyer’s card and asked her to call him, promising that the
lawyer would protect her identity by sealing her statement in the court file.
D.A. Reviews Investigative Report
With a reliable, independent witness supporting E’s story, the defense lawyer took our interview and
case report to the prosecution, who agreed to dismiss the charges against E.

About the author:
Colleen Collins is a private investigator, award-winning author, and co-writer of the blog Guns, Gams, and
Gumshoes. She owns North Denver Investigations in Denver, Colorado. She and her sleuth-husband’s
nonfiction book, How to Write a Dick: a Guide for Writing Fictional Sleuths from a Couple of Real-Life
Sleuths, is available here.

GOYAKOD: Get off Your @$$ and Knock On Doors…Maybe

January 5, 2021

by Steve Koenig

I’ve always thought being there in person was the ONLY effective way to handle witness interviews. And then came
COVID.
I was recently reading Eight Million Ways to Die by Lawrence Block. The main character, a cop turned private eye
named Matt Scudder, used the acronym, GOYAKOD. He explained that the term means, Get off your ass and knock
on doors. The crime novel was written in 1982.
Now it’s 2021. A global pandemic has presented stark challenges for private investigators who prefer to handle
witness interviews in person.
I’ve always suggested to my clients that nothing beats a face-to-face interview. In some criminal defense cases, I
prefer to knock on doors and even do unannounced interviews. It’s a way to catch people flat-footed before they
have a chance to come up with a lie to tell me.
About ten months ago, that approach got a whole lot more complicated.
Olden Days
A Confession
I learned a good lesson early in my career. Thirty-plus years ago, I was working on my first major criminal defense
case. A young girl had gone missing. (To this day, she has never been found.) The defendant had been charged
with Kidnapping w/Intent to Commit Sexual Assault. He confessed and then immediately recanted the confession.
The term false-confession was not part of the lexicon at that time. It was generally believed that false confessions
did not happen. (Now we know different.)
Two years after the girl went missing, the investigative firm I was working for was hired. I reviewed the witness
interviews and saw that one such law enforcement report was about four lines long. A family that lived at a
particular residence said that they knew nothing about the case, according to the detective. I had seen some
statements that led me to believe our defendant had spent time living at that address.
How could there be NO information in this report?
I got off my ass and knocked on their door. And I learned a whole lot of information. I can’t go into detail, but in the
end, the jurors did not believe the statement the family gave that accounted for the defendant’s time when the girl
went missing. We lost the case, but I still don’t believe the defendant was involved. Had the interview been
appropriately conducted at the start of the case, maybe things would have ended differently. The defendant
received a life term. He has never confessed to anyone while in prison and maintains his innocence.
Self Defense
I had another interview on a murder defense case in which the defendant was claiming self-defense. I asked a
source a question about some individuals — whether she thought they knew anything about the case. She looked
away from me and said, “You will just have to talk to them.”
I knew right away something was up. Again, I got off my ass and knocked on their door. Looking back, it was a very
surreal moment. It was as if they were standing at the front of their apartment, beckoning me in slow motion
through a mist to come inside … so they could tell me what they knew.
I told the attorney what I had learned from my interview. The State lowered the charge, and to avoid a jury trial, the
defendant took the deal.
These people had NOT been interviewed by law enforcement. The deceased was a well-known bully in town, and
he had been visiting these two men just before his death. The bully borrowed their phone and called our future
defendant, and the two had some words. After he hung up the phone, the bully said to the two men in the room,
“Now I do have to kill the son of a bitch.” (Again, our defendant had claimed self-defense.)

A short time later, the big bully was shot and killed by our much smaller defendant. The Attorney General said they
would never come down from the first-degree murder charge. I told the attorney what I had learned from my
interview.
The State lowered the charge, and to avoid a jury trial, the defendant took the deal.
The Future of Interviewing
Times have changed, and so have the mechanics of witness interviews. Everyone nowadays has a cell phone. When
I started as a private investigator, I had to use pay phones when out in the field.
And now, there is far less door-knocking.
Illustration from a 1940 Nero Wolfe novella by Rex Stout
Nero Wolfe was a (fictional) private investigator who handled his investigations — remotely. This brilliant
armchair detective rarely left his New York City brownstone. Of course, he had his sidekick Archie Goodwin to
handle the fieldwork.
Even before COVID, we’ve all been turning more and more to remote investigations, thanks to modern database
services and Google. In the end, we’ve all had to adopt a more Nero-Wolfe-Esque business approach.
Recently I had to contact the owner of a car to have an expert examine their vehicle. I had no known telephone
number for the car owner. I did have a possible address, but it was an hour away. And, of course, I had the COVID
issue to consider.
I found the owner on Facebook and sent a message. We ended up messaging back and forth, and I lined up the
expert to examine the vehicle. I never spoke with them in person or even left the office.
Of course, the expert had to wait a couple of weeks. The owner had just tested positive for COVID.
Efficient but Effective Interviewing
I live in a remote part of central Nebraska. I currently have cases in my area as well as on both ends of the state,
including a murder case in western Nebraska and an asbestos (mesothelioma) case in eastern Nebraska.
Since the pandemic-psychosis, I have stayed mostly on my ass in the office and handled many of the interviews on
these and other cases over the phone. The asbestos case required the help of a reference librarian named Lynn. She
expertly researched fifty-year-old city directories for me, as the library in the town I was working was closed to the
public.
As far as in-person interviews go, the times have changed. I think many witnesses may actually talk with
you longer over their cell phone then if they were standing on their porch with some stranger barking questions —
if they answer the door at all. Still, I believe remote interviews can be risky for your client’s case. You lose those
visual cues that are only available during in-person interviews.
In the end, the investigator will have to weigh all the variables and balance the economies of time, money, and the
appropriate professional approach — not to mention future crises like the current pandemic. But I do believe it’s
dangerous to think you can phone-in all your interviews. I know I am a better investigator for having to adapt, and
to consider the benefits and challenges of in-person versus phone interviews. And in the future, I’ll need to become
a good judge of when to get off my ass and knock-on doors, and when to just stay seated like Nero Wolfe.
About the author:
Steve Koenig is a private investigator in central Nebraska. He handles criminal defense and civil litigation
investigations. Steve wrote the fictional crime novel Barbed Wire Runs Through It. The book can be found via all
formats on Amazon. Steve.PrivateEye1@gmail.com

My Biggest Struggles with Running a PI Business—and How I
Overcame Them
February 5, 2021

by Brian Willingham

Cash flow, economic downturns, marketing to new clients—these are hurdles every PIentrepreneur faces. But over the long haul, there are even thornier issues.
A few weeks back, Adam Visnic of Gravitas Investigations was kind enough to invite me
onto his new YouTube show, The P.I. Hero Interview Series, where he talks about the
journeys of other investigators into the field. (Scroll to the bottom to check out my
episode.)
Adam was kind enough to send me an outline of what we were going to talk about —
which I totally appreciated, since I like to prepare for such things. I make a fool of myself
pretty regularly, so preparation is key to not looking like an idiot, especially on a video
that will live forever on the interwebs (that’s a technical term).
Most of the topics in the outline were things I discuss on the regular on my blog, Pursuit
Magazine or elsewhere, so I was totally game for shooting the breeze.
But halfway through the interview, he asked me about a big challenge that I have been
able to overcome in my private investigation career.
I was stumped. Not because I haven’t had challenges, I have. Lots of them. Maybe it was
the “big” challenge that threw me off.
The obvious answer would have been economical struggles. We’ve had the normal ups
and downs of work, but generally our business has been going up and to the right in terms
of revenue. My own experience has been that the investigative industry is somewhat
immune to certain kinds of economic struggles that plague other businesses.
Like any small business, we’ve had issues with cash flow, client acquisition, the economy,
health care, diversification of client base, etc.
But at the time, nothing jumped out at me as our biggest challenge.
I was able to cobble together an answer, but it was not particularly eloquent.
Until it hit me, at about 11pm the night I spoke to Adam, just as I was about to close my
eyes.
So after giving it some more thought, I have come up with a few big challenges.
Grow, Grow, Grow
Read any business or entrepreneurial book, and one of the messages you will inevitably
get is “grow, grow, grow” — which is basically the frame of mind that I started out with. Of

course, it’s easy to grow from nothing to something when you are first starting out. But
growing becomes more challenging later on, especially when you are a one-man
operation.
You see, one of the reasons that I was not totally satisfied with my previous job was that I
had become a paper pusher. I was no longer doing the investigations; I was mostly
managing people, editing reports, and doing management-type things.
While that’s all well and good, it wasn’t what I loved. I loved doing the work. That’s what
got me up in the morning.
But doing the work is exhausting. And there are only so many hours in the day to actually
do the work — before you get overwhelmed. But if I hired people, that would just be
getting me back to where I was at my previous job. Being the boss, managing personalities
(a/k/a herding cats) and not doing what I loved.
The other thing that the “grow, grow, grow” mindset does is: it encourages you to take on
work that you shouldn’t, simply for the sake of growth. Like taking on work that you are
not qualified for. Or taking some menial, low-budget work to keep you occupied.
My challenge was to maintain that love of doing the work, keeping clients happy, and
earning enough financially to keep that going.
So my challenge was to maintain that love of doing the work, keeping clients happy, and
earning enough financially to keep that going.
It was a constant battle.
Until a few years ago, when I talked to the owner of an amazingly successful investigative
firm that now has a dozen offices all around the world and over a hundred employees, was
I finally was able to wrap my head around things. He told me that SIX was the number of
employees that he was most happy with. He was making great money, didn’t have the
headaches of a big firm (like overhead, human resources and bureaucracy), and was still
intimately involved with the work.
I was floored, honestly. Here was a man with an incredibly successful career, who has
made millions of dollars and was renowned in the industry. If he could have done it all
over again, he would have stayed put at SIX employees.
Which got me thinking: Why can’t I just be content with what I have? Being small and
having an employee or two, a stable group of subcontractors, a good income, and freedom.
I’m not beholden to others, and I still have an enormous amount of control over what I do
every day.
Growing for the sake of growth makes no sense to me. I understand that alone probably
disqualifies me from being the CEO of a publicly-traded company, but so be it.

But having that type of business — small and maneuverable — allows me to concentrate
on the things that matter most: my family.
The Battle of Work / Life
If you find anyone who has figured out the work-life balance, they are a liar.
I have struggled deeply with it, for a few reasons: one is that it’s just the nature of the job.
“Take your time” or “you can finish it off whenever is convenient for you” or “we have
weeks to finish this” is something I have never heard from a client.
It’s more like, can you finish this by tomorrow, ASAP or yesterday. It’s never easy, but it is
what it is.
And I am a firm believer that people want to work with doers, so 99.9% of the time, I just
figure out how to fit it into my schedule. For the past 12 years, I have been mostly a solopractitioner, with kids and family obligations, so that’s has not always been easy to juggle.
Similarly, as someone who mostly bills by the hour, I have tended to weigh my free time
by how much money I could make doing other things. So, on a Saturday afternoon, when I
have nothing better to do, I can either bill a few hours or sit around watching Netflix.
Since leaving my “corporate” investigation gig 12 years ago, I’ve worked more hours,
weekends, and holidays than I would like to admit. But there is something deeply
satisfying about doing it for myself, not for someone else.
But I also know that there really is no such thing as a work-life balance. To run a
successful business, you’ve got to put in the work and the hustle, no matter how offbalance it makes you.
So I beat this by simply not engaging. It is a battle I can’t win. So I just negotiate my
resources as best I can and divide up my time as needed. That way, I can attend my kids’
sporting events and still work late into the night. Or, when the inevitable work thing
comes around during my vacation, I just do it instead of moaning about it. It’s a constant
balancing act that will never fully be in balance.
Easy, peasy.
The Perception Battle
The second-biggest area that I struggle with is the perception of the investigative industry.
This may seem silly, but I take it personally when I see the “bad apples” splashed over the
newspaper, the shady or illegal tactics that some investigators use, or the way that we
have portrayed in pop-culture.

It bothered me so much that I paid to have a consumer survey done about the perception
of private investigators. To no one’s surprise, the results weren’t good.
But the damage to our industry has mostly been self-inflicted.
I became obsessed with ethics, too, after seeing message board postings of investigators
literally asking for illegal information, like hacking emails, credit reports, and illegallyobtained bank accounts.
A few years ago, an investigator told me that he puts GPS on vehicles “anytime,
anywhere,”despite a universal understanding that it’s not legal.
I got so agitated that my friend and fellow private investigator Molly Donaldson of
Waverly Research (who is also an attorney) and I decided to put together our own code of
ethics that we shared with the community.
Over the past few weeks, a few of my clients handed over the work product of other
investigators. I found these “reports” pretty shocking. One was literally a $14 database
search result that the investigator handed to the client, highlighted a few sections, added a
few comments, and billed them hundreds of dollars, calling it a “background
report.” These raw data reports are merely a guide and a starting point, not an
investigation.
As a small business owner, and someone who has created a presence on the Internet and
gotten calls from all around the world, I am constantly battling these perceptions.
Perceptions of what we can and can’t get, how easy or difficult it is to find things, or how
we can and can’t operate.
We face this battle nearly every day, even with longtime clients, smart people, and worldclass attorneys.
So how have I tackled this battle of perception? With better information. Writing about it.
Talking about it. Being transparent. Sharing a code of ethics with the rest of the world.
Posting PSA announcements on my Twitter feed, like this one.
So those have been my biggest struggles. How about you? Share your stories below, or
send me a note.
Adam Visnic’s P.I. Hero Interview Series, with Brian Willingham
About the Author:
Brian Willingham is a New York private investigator, Certified Fraud Examiner, and founder
of Diligentia Group. To read more Willingham wisdom, check out his blog and his previous
stories for PursuitMag.

10 Qualities of Effective Leadership
April 8, 2021

by Clay Kahler

True leadership is about trust and integrity, holding yourself accountable, and inspiring your team to be their
best professional selves.
There’s a reason we have a childhood game called “Follow the Leader.” The simple fact is that people you
manage are looking to you not only for guidance, instruction, and encouragement, but also to set the tone for
your company’s work culture. Leaders cannot expect people to be ethical, committed, or resilient if they don’t
display those traits themselves.
In this article, we’ll explore what I consider to be the essential characteristics of great leaders.
1. An effective leader leads by example.





An executive who’s too “important” to do the real work and expects team members to take up the
slack will find no loyalty among the troops.
A boss who constantly looks for compliance loopholes or skirts the rules will discover that the
employees follow suit.
A manager who badmouths the company and upper management will foster dissatisfaction
amongst their charges—dissatisfaction that may well be turned against them down the road.
A leader who manages the clock, does the work, exhibits commitment, and expects the same, will
have a team that exceeds expectations.

2. An effective leader has a strong work ethic.
By demonstrating a strong ethic of work, a leader earns the right to demand the same. There’s no better
motivator than seeing the boss down in the trenches with everyone else, demonstrating that hard work is
valued at every level of company hierarchy.
As a leader, ask yourself these questions:




When everyone around you is goofing off, what are you doing?
When faced with the option of doing things the quick way or the right way, which do you choose?
Do you strive for excellence or “just good enough?”

3. An effective leader models ethics and integrity.
Ethics isn’t simply knowing right from wrong. It’s about the actions you take. It’s choosing the right course
consistently, even when no one is watching, when the stakes are highest, and especially, when all around you
are behaving unethically.
Fostering an ethical work culture isn’t easy. First, an organization should consider putting a code of ethics in
writing and actively sharing that code with every employee. Perhaps more importantly, leaders at every level
in the company should adhere to that code—in public and in private.
Closely related to ethics, integrity encompasses the personal qualities of honesty, fairness, and common
decency. Strong leaders hold themselves accountable, accepting credit for their mistakes as well as their
victories. They inspire trust by being reliable, incorruptible, and fully transparent about their strengths and
weaknesses.
When you ask people to follow your lead, you are asking them to trust you. Think back to the managers,
teachers, or coaches who had the most profound influence on you:





Were they unwaveringly honest, even when the truth was hard to face?
Did they treat everyone with equal respect?
Did they make those under their leadership feel valued?
Did you trust them?

4. An effective leader fosters potential.

Great leaders not only recognize potential; they feed it, prepare it, and allow the holder to exercise it. They are
not threatened by talent or drive; they encourage it and set it free through careful mentorship.
Exceptional leaders leave a legacy of successful mentees in their wake. They do not see their former protégées
as competitors, but as valued colleagues—and often, as lifelong friends.
5. An effective leader is a great communicator.
You know what you want your team to accomplish. It’s so clear inside your head. But when you try to explain
it, you’re met with blank looks.
If you’ve had this experience, you may need to hone your communication skills. If you can’t relate your vision
to your team, clearly and succinctly, you won’t all be working towards the same goal.
Training new members and creating a productive work environment all depend on healthy lines of
communication. In a smaller firm, an open-door policy to your office can accomplish that. At a larger agency,
you could find efficient ways to talk to your staff on a regular basis, whether in person or virtually. Either way,
if you communicate well, your team will learn to trust and depend on you.
6. An effective leader has a realistic dose of confidence.
Confidence in oneself, one’s team, and the company as a whole is essential to running an organization. A
leader must display confidence, but never arrogance. Arrogance is unearned self-confidence. It’s all hat, no
cattle—a performance with nothing behind it. People will not tolerate arrogance, and they certainly will not
follow it.
True confidence is a firm, well-founded belief that one is prepared to handle the task or obstacle that lies
ahead. Confidence is quiet. To quote my friend Jason Bown, “Those who are confident don’t have to say so,
people just see it.”
7. An effective leader also exhibits humility—and a sense of humor.
When everything goes wrong, great leaders show what they’re made of. If your computer system crashes, you
lose a major account, or that “for sure deal” turns into a complaint, that’s when the real test of leadership kicks
in: Will you make excuses or blame your team? Or will you own up to mistakes, admit what you don’t know,
and guide the crew through the crisis without panicking?
This is the time for humility and transparency. To get through this mess, you shouldn’t pretend you have
everything under control. You don’t. But you’re on it, and if you’re honest about that, your team will trust you
to troubleshoot with them in good faith.
This is also a moment when a sense of humor can really pay off. Encourage your team to laugh at mistakes
instead of crying or cursing. If you can find humor in the struggles, your work environment will become a
happy and healthy space, where employees look forward to challenges rather than dreading or fearing them.
Make it a point to crack jokes with your team. And most important of all, be willing and able to laugh at
yourself.
8. An effective leader is positive.
The workplace can be a negative, high-stress environment. Employees may absorb negativity all day long
from aggrieved consumers. Your role is to be the antidote.
One of the most important missions of a leader is to instill optimism, resilience, and positive energy into the
organization. Morale is difficult to build and easy to destroy. Nothing shatters spirits more than abuses of
power—berating, bullying, or exploding with anger may inspire fear, but never loyalty.

So, how can a boss nurture a positive workplace?





Focus on successes. Yes, we in management have to address mistakes and problems. But we
don’t have to focus on them.
Leave it outside. We’ve all had that day when nothing goes right. It may have started with a flat
tire and an argument with a loved one and ended with a written warning. Whatever it is, leave it
outside of work. Remember that old commercial: “Never let them see you sweat.”
Celebrate the small things. Recognize minor victories any chance you get.

9. An effective leader is resilient.
Guiding your team through day-to-day tasks can be honed to a science. But when something unexpected
occurs, the team will look to you for guidance. A true leader can still steer the ship even in uncharted waters.
This is when your intuition kicks in. Drawing on past experience is a good reflex, as is reaching out to a
mentor for support. Eventually, the decision will come down to you. You’ll have to depend on your gut— in
other words, the sum total of your knowledge, skills, and values. Learning to trust yourself is as important as
your team learning to trust you.
10. An effective leader knows how to inspire.
A great leader knows how to impart a grand vision and make the team feel invested in the organization’s
accomplishments. Acknowledge the work that everyone has put in and commend the team on their effort. And
at low points, when everyone is mired deep in work and morale is ebbing, it’s your job to raise spirits—and to
recognize that everyone needs a break now and then.
Be doggedly hopeful. Your positive attitude will be contagious.
Being a leader is more than just taking charge. It’s about inspiring trust in your team. It’s about lifting their
spirits when things go badly, accepting responsibility for failures, and passing on credit for successes. And
most of all, it’s about challenging your fellow professions to find out what they’re capable of achieving. Expect
the best from yourself and them, and everyone will deliver.
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