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“Nice” and “Kind” are becoming operative philosophies in companies who have begun to realize that niceness is a key to successful growth, profit, productivity and reduced turnover.  When I think about the power and role of being nice in the workplace I can’t help but think about Harvey Hanson.  When I knew Harvey he was more progressed in life, as a man of sixty to seventy years of age.  He was a fire ball of a man who stood no more than five foot six and had snow white hair that tufted out on the sides, sort of like Bozo the Clown.  He had a motor that never stopped and the way he puttered about  reminded me of Harpo Marx.  Rarely was there a moment when he wasn’t laughing or entertaining those who were fortunate to be his audience.  Harvey was quick with a card trick and prone to standing on his head just for a chuckle.  At the age of thirteen he taught me how to drive his olive colored truck that looked like a World War II ambulance, out on his farm.  He would sit beside me in that old bucket as we bounced along open fields and dirt paths, making light of life and teaching me valuable lessons about living and success.
Harvey was a dairy man who started out selling ice cream and dairy products door to door from a truck.  From this simple beginning, Harvey and his brothers built a dairy empire from their labor, and their ability to develop relationships.  Harvey was amazing in how he never forgot a name.  He taught me his trick of making a visual association with every one he ever met as a tool to help him remember that person.  If your name was Smith and you worked for a moving company, the visualization may be of you driving a big van with “SMITH” painted on the side.  Harvey was quick with a compliment and praise that was genuine.  He expressed honest concern for the well being of others and he once told me that in one year he personally wrote over 7,000 thank you cards to clients and friends.   
Harvey Hanson understood the essential nature of how being nice and placing other people’s needs at or above the level of your own, will get you everything you could hope for in life and in business.  As it turns out, Harvey was right as we have found that behavior follows behavior, in the same way that a smile follows a smile.  Acts of compassion, kindness, respect, patience and tolerance, lead to a positive response from others.  In addition to these truisms, research into kindness, happiness and productivity are revealing many benefits to the power of being nice.

· There is a direct correlation between employee moral and the bottom line where increases in cheerfulness and helpfulness have been correlated to 50% increases in revenue.
· Acts of compassion have been found to increase serotonin levels in the brain, which is the neurochemical most closely associated to mood.  Acts of compassion will not only raise your serotonin level, but will also raise the level in those you help and also in anyone who witnesses the act of compassion.
· According to the U.S. Department of Labor, the number one reason that Americans quit their jobs is that they don’t feel appreciated.  When you consider that the average cost to a company for a manager or professional who leaves is eighteen months’ worth of salary, the cost and effort to demonstrate an employee’s worth would seem to be a good investment. 

· It is scientifically incorrect to say that we as humans have an innate predisposition towards aggression and violence.  Even though we have the capacity to make war, aggression is not an automatic response.  In fact, our need as humans to work together is more likely to be the foundation of our survival instinct than our capacity for aggression.

 The days of the cutthroat “me vs. you” philosophy of business are now giving way to emotionally intelligent leadership that understands how being nice does not mean that you are naïve or weak.  Instead, emotionally intelligent leaders understand that niceness is the keystone to developing relationships that will support their business efforts.  In their book, The Power of Nice: How to Conquer the Business World With Kindness, Linda Kaplan Thaler and Robin Koval discuss the importance of “Baking a bigger pie” and in being aware of the fact that there is plenty of pie for all of us to be successful.  The beautiful thing with this philosophy is that when we help others get their slice of pie, the end result is a bigger pie for everyone.
Acts of kindness and being nice to others tends to have a ripple effect.  Like dropping a rock into a pond, the ripples of being nice cast positive energy across the waters and have a positive effect on everyone.  This same effect occurs with negative attitudes and emotion.  Although our parents taught us about the importance of please and thank you, we often forget these niceties in our work.  We all love to receive a hand written thank you, but often don’t do so ourselves.  These kindnesses are the basics we must master, but there are also other strategies that can help cultivate kindness in business.

· Hostility and anger are parasites that drain your energy and give nothing in return.  When we channel negative emotions at others, they too will now have the parasite.  
· Share the wealth.  The instinct to share and cooperate is the essence of human nature and every civilization.  If your goal is to always to have more, then your thirst will never be quenched and you will eventually find something that you can not have.  
· Don’t worry about who gets the credit.  We all want to be recognized for our hard work, but this is wasted energy.  When you let others share the ownership of your success you are building a community of people who will give back.
· Stop keeping score.  If you are keeping a running score card of the rights and wrongs of others, then you are wasting energy that you can devote to your success.
· Don’t be a push over.  Being nice does not mean that you are a push over.  It is important to set boundaries and to defend yourself and others.  The key is to not respond with aggression, sarcasm and over assertiveness, because that is all you will get in return.
· Good teamwork depends on the attitude of each member.  Even the best training on teamwork will fail if the attitude of your teammates is not open and on board.
· Check your ego at the door.  Don’t distort your perceived degree of self worth, keep your work directed towards the benefit of others.
· Smile it is infectious.  As a smile spreads across your face, so will it spread across the faces of others and smiling actually increases the blood flow to our brains, which really does leave us feeling better.
Harvey the dairy mogul was a character who understood that his success in life depended solely on his relationships with others.  He understood that in the context of business and life the key factor is our interconnection and interdependence with one another.  Harvey told me one day, as we sat freezing in a duck blind, that the key to working cooperatively with others and to developing a deeper relationship with people is to have empathy and compassion for them.  “If you understand that everyone is prone to anger and suffering, then you have no choice but to try and make them smile,” he said. With these words and his ever present grin, Harvey scooted over to the corner and stood on his head in the wet and cold, just for a laugh.  I did.
