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A|ign youl lea ership
By Monica Wofford, CSP

€, ,,lF ou treat patients almost daily

H with loving care and hope that
*i they will continue to improve,

heal, and return for regular care.

Do you, however, provide the same sort of TLC to your
leadership skills, behaviors, and attributes?

Thar would rnean you work on it, practice new
techniques, always put the needs of those you work with
as a priority, and spend dedicated tirne being an even

more effective leader.

Maybe you don't do all of that, but you should at least

begin with the basics.

One thing to consider is your corporate wellness -
meaning the wellness of your practice and its ability to
last into the future and even become sornething you leave

as a legacy. Your corporate wellness depends largely on
how well you lead - now and in the future.

Your ability to lead begins with you. How well are you

leading you and is it in alignment with how you lead

others and your practice?

T[re ecmcept *f m#$gnmeor€
A direct correlation exists between how well you lead

yourself and how well you lead others. Much like you try
to align a patients' spine and have all rhe parts working

well and in concert with each other for the betterment of
body, mind, and spirit, you also have moving parts in your
leadership: being you, ieading you, and leading others.

. Being you. When you are trying to be your mosr

adored chiropractic college professor, you are not being

you. You rnight be doing a wonderful job of being
someone else, but it's still not you. However, in order to
be you and share that pure authenticity, you must first
know who that is and what you look like.

'lfith authenticity and the ability to be just you, comes

a feeli-rg of calm about your actions and behaviors. That is
also accompanied by a sense of confidence and a comfort
in your own skin. If you feel those things, then you are

likely being authentic ancl being you.

If you consistently question what you are doing and feel

a bit lost, then this is an area of focus. If you are

consistently edgy or find yourself reacting instead of
respclnding, then it is quite possible that whoever you are

"playing on TV" is rather far from the real you. That kind
of disconnect can cause some real communication
problems and can be rather easily resolved with a bit of
awareness about who you are and the permission, from
yourself, to be just that.

. Leading you. The saying "lead by example" exists for
a reason. People who work with you watch how you lead

yourself to determine if what you are telling them to do

has any credibility. This is why the "do as I say, not as I
do" rule is so laughable, yer true.

When you know who you are and are comfortable in
your own skin, your actions will match your words. Those

you work with pay attention. If you instruct everyone to
remember patients' names and treat them with
exceptional courtesy, then you must do so as well.
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If you snap at patients when they

are not on time or at :r11 emplor,res

rvho has clone something wrong, then
you are not leading you and your

actions well. Leading you comcs from
practice, focus, discipline, develop-

nent, concern for the needs of others,

anJ a distinct dcsire for consistencv in
your words ancl actions.

Take a clo.g l6up ar y()rlr actitrns.

Even ask for an outsiclc objective

opir-iion on how you behave or :.rsk for

someone to gcntly remind yctu when

you behave outsicle clf rvhat you

rvor,rld prefer in order to maintain
consistency. Sometimes leading

yourself is mereiy about arvareness

and the breaking ofbad habits.
. Leading others. Before you can

lead others, you must first be you and

then leacl you - it leally is that
simple. Leading others can be more

cotlplex, horvever, when you lclok at

the rnrrltitude trf hchuviors, ilctions,
ancl beliefs t1-rat truly effective
leaclership takes.

Leading others is the key to your
long-tenn success, yet often so much
more time is spent selecting lobby
furniture or buying a nerv adjusting
table or tr:rction gadget than is spcnt

on yolrl' leaclership skills and

development. That is much like
spellrling rnorc time planning a

vacation than picking out your

retirement pian.

You can lcad others regardless of
your title, personality, or current ski1l

level. The key is to detennine what
they need and providc it within
parameters yolr are cornfortable with
ar-rcl that rvill help )'our business grorv.

Y(ru arc running n husiness, nol a

day care center, yet if you find
yourself "babysitting," do not think
for a mirute that your own leader-

ship or lack thereof, is ."vithout blarne

in that equatioll. Leading othels

takes practice and patience, powcr

and persistence, consistency and

consecluences, love and care, and

dedicatiorr - as w.ll a5 dction.

Leading others isn't something yolr

just show up to do it's what makes you

want to show up in the first place.

Simply put, leading others begins

with you and ends r,vith then-r. In the

middle, there must be an alignment of
your actions, beiiefs, and behaviors, as

well as the alignment of rvhere you

are going and whether yoLrr current

leadership level will take you there.

The future of your fractice
depends on how well you are alignecl

and how well you lead. @

Monica Wofford, CSB is the

CEO of Contagious Companies

Inc., an Orlando-based training

and consulting firm. Her 20

years of leadership experience makes her

a highly sought after coach, consultant,

speaker, and trainer. She can be reached

at 866-382-0'1 21 or through

www.contag iouschiropractic.com or

www.contagiouscomapnies.com.
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HyclrcMassage"' is ihe easiest way
to provide the be nefits of nra:sage
wlthout challenges of hiring and
nnanaging a rnassaEe therapist.

The 2010 HydroMassage* m*dels
have arrived. Aet now to $et the
30iS at 2S&9 priees!
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CallSS0-796-7493 or

vlsi{ www.hydromassage.com

lwould recommend this
bed to any doctor who wants
to add massage to their
practice, without having to
add another person.

HydroMassage brings in
about 5500 per day to my
practice. This equates to over

$10A,000 in extra revenue for
my practice per year.

- Dr. Dqmitrn Sre/fo, DC
{aralina Spinal {are
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