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"Everything you wanted to know about dealing effectively with your boss,
but were afraid to ask."
Steve Hurst, Editor, “Winning Business” magazine
“If your boss is beginning to get to you, read this book to regain your sanity.
The emphasis on developing constructive working relationships and a succinct list
of do's and don't's will be invaluable for employees and their managers alike.”
Richard Chaplin, Executive Editor, “professional marketing” magazine
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THE BOSS FROM HELL
Bosses come in every shape, size and sort. Let us hope that yours is not irredeemable,
but – like most – he or she probably has some characteristics that make for some
difficulty. Over the next few pages we look at some common problems.
First, consider some general points:
G
G
G

G

Identify the problem and try to ascertain why it is occurring (perhaps just ask?)
Do not over-react, especially with visible irritation
Plan your response and, if necessary, see it as a
campaign and do not aim for an instant
fix (which may not be possible)
Approach it sensitively and use
all your communications skills

Remember bulls in china shops
usually cause more damage than
anything else – softly, softly may
be the (only) way.
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COMMUNICATION HELPS!
Never automatically assume things are complicated. Sometimes, problems are caused
by sheer ignorance. Something is done unthinkingly, or for good, though ultimately
inappropriate, reasons and can be corrected very easily. How? You just ask.
Example: I remember receiving regular information from my boss. It was necessary and
allowed me to complete a task I enjoyed. But its form necessitated some sorting out.
My boss had never asked how the information should be provided, and it subsequently
turned out that he honestly felt it was ideal.
The answer? A simple request – I wonder if you could … backed with an example of
how it could be better arranged, and a brief explanation about how that would save time
– received instant agreement. A permanent change in practice (no additional effort was
necessary to produce the information in the revised form) followed.
If it is not a problem, do not treat it like a problem (just make it easy to
agree a change).
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THE BOSS WHO IS SECRETIVE
First, accept that there are things that your manager knows that you do not, because it is
inappropriate or unimportant to inform you (you could probably spend all day just
exchanging details, after all).
If there is a habit you need to try to change, resist the temptation to gripe or complain
vaguely. Rather:
G

Be specific: discuss particular things where your non-involvement has caused
problems

G

Gather evidence: show why it affects you (other than being irritating) and what
results from it

G

Emphasise the plus side: spell out the advantages of more openness, suggesting
improved information flow, rather than stopping being secretive

G

Involve others: as such a habit may affect others similarly, get everyone to engage
in the same sort of action to rub in the message

Finally, do not respond in kind and be secretive yourself; your good example may help.
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THE BOSS WHO WILL NOT DELEGATE
Why not? There are many reasons (beyond sheer cussedness!) why a manager may be
bad at delegation. Discovering why may prove the first step to changing matters. Major
reasons include:
G

Fear that the process is time consuming (demonstrate that
you can pick things up and take over fast)

G

Fear that something will go wrong and he will be
blamed (trust may remove this in time)

G

Fear that you will do something better than him (well,
so you might, perhaps you should describe it as
being done differently rather than better)

G

Hanging on to things which, although appropriate
to delegate, he likes doing (find him something
else more important or even more satisfying to do)

Discovering the reasons and dealing with them is more
likely to change things than just a general complaint.
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THE BOSS WHO INTERFERES
This is a sign of the control freak and usually goes along with an inability to delegate.
The only antidote is to build up your boss’s confidence in you, showing that all does go
well even without their monitoring every moment.
Specifically:
G
G
G
G
G
G

Supply progress reports or arrange discussions ahead of being asked
Create regular continuity of contact; gaps will simply encourage unnecessary contacts
Work to a plan you can describe (this says not only that all is well, but that it will
continue to be so)
Stick to the brief (later you can try to make changes, once the confidence in you is there)
Deal with checks objectively and factually and do not let your irritation show
Be sure that you can always quote chapter and verse on what is happening at any time

And be patient – this needs a campaign to cure it.
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THE BOSS WHO RESISTS CHANGE
Again, it helps if you can work out why this is occurring. If it is one major thing you may
be able to tackle it. Maybe she is frightened of new technology (a problem often made
worse by having younger staff who are not). If so, you might be able to help (pick
something straightforward you know is a problem and offer help; you might even
become a source of regular help).
Maybe she is just busy,
stubborn or old fashioned,
reacting against anything
that upsets her existing
ways, in which case
other methods are
needed.
Do not fight your boss,
you will add stubbornness
to resistance – work with her.
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THE BOSS WHO RESISTS CHANGE
Three particular tactics may help here:
1.

In making suggestions, separate the process of change from the results of making
the change. Often what is feared or resented is just the inconvenience of making the
change – sell the results (benefits) and reactions may be different; minimise the hassle
and the case is stronger still

2.

Assist – indeed, enliven – imagination. Describe how it will be after a change and
paint an attractive and truly descriptive picture

3.

Do the groundwork. Make agreeing the change consist of saying yes to the results,
not yes to a difficult process of sorting everything out

All three points make getting agreement easier. Afterwards (thinking of next time) do not try
to take all the credit – even if it is rightfully yours! If your boss made a good decision, it
does no harm to say so. You are a team, right?
Twas ever thus: Change is not made without inconvenience, even from worse to better.
Samuel Johnson (1709-1784)
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