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Do vou believe that . . .

office politics is a dirty game played only
by backstabbers and petty gossips?

working hard, not playing office politics,
is the sure road to success?

the best policy is to ignore office politics
and resist the temptation to dabble in it?

Prepare to lose your innocence!

MARILYN MOATS KENNEDY

strips the Horatio Alger mystique from the path to
success and reveals potholes and pitfalls that human
nature has worn into its golden bricks. She tells you

the truth about:
® Sex in the office (The double standard—alive and

well. Corporate incest—who loses?)

o Women in business (Handling rough handling,
dirty old men, and discrimination suits.)

e Minorities in business (Changing behaviors, not
attitudes. Playing on the team.)

® Mentors—your friends upstairs (Five types—
where to recruit them, how to use them.)

Over the past ten years, Ms. Kennedy has heiped
thousands of people plan their careers and succeed. As
founder and director of Career Strategies, a unique
workshop-style consulting firm, she has provided a
mastery course in effective office politics, bringing her
message to individuals and businesses nationwide.

Let
OFFICE POLITICS
help you in
SEIZING POWER/
WIELDING CLOUT
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Preface

This book is dedicated to the proposition that we all
have choices. We can choose the skills we use on our
job, the kind of job we take, and for whom and with
whom we work. That’s career planning. We can also
use tools of analysis to look closely at the work en-
vironment before we begin a job—and then we can
constantly make use of these tools on the job. That’s
practical politics as exercised in the office. Either we
learn to manage the politics of our place of work, or
we are its victims. It’s as stark as that. You can learn
how the process works, or you can fail. The choice is
yours.

But most people don’t believe this. They insist on
the mythology of St. Horatio Alger. Even though his
books have never been turned into a television
miniseries, and if you read them today, they seem
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12 Office Politics

quaint and out of touch, he is still believed religiously.
What Alger said was that if you worked really hard,
pleased your boss, didn’t make waves, and were
ethical and morally upright, you’d rise to the top in
business just like cream in a milk bottle.

While Alger was no Mark Twain (and is never
even mentioned in college literature courses), there
was no question that he was persuasive. All of Alger’s
heroes were boys who began life in poor circumstances
and rose to success through hard work. I read and
understood the message and believed it.

[ believed in the work ethic fervently. If I worked
hard, and if I were very competent, I would succeed. I
did not meet Niccolo Machiavelli until I was a student
at Northwestern University.

Machiavelli said flat out that the political process
was a vital part of human organizations, and that you
couldn’t get away from it. The political process con-
trolled who got what, when, and how. It was a short
leap from world or local governmental politics to the
politics of the work place.

I soon found out. I graduated and went to work.
Like most of the people who will read this book, I
resisted the idea that office politics was a fact of every
person’s working life. I believed that if, as Alger said, I
worked very hard and behaved ethically, I’'d beat the
system. | haven’t. What I have discovered, which I
share with my readers, is how to make office politics
work for, rather than against, a person’s career.

Until you understand why the myths we live by
are false, you’ll always be a victim. As long as you
believe that, out there somewhere, there’s a universal
definition of hard work that you can know and meet,
you will be unpleasantly surprised at every contact
point with the world of work. You will be seriously



Preface 13

disappointed as you discover that nobody under-
stands, much less shares, your idea of what constitutes
hard work.

As long as you believe that performance appraisal
can be valuefree, and that your employer can and will
lay aside his or her personal values and prejudices to
look at your work objectively, you are going to be
miserable.

As long as you believe that people, including
yourself perhaps, are fired because they are incompe-
tent and can’t do the job, you’ll never understand how
you or anybody else comes to be abruptly unem-
ployed.

As long as you believe that all actions in the office
are based on fairness and rationality, you’ll be hurt,
confused, and disillusioned.

Finally, as long as you look for a formula for suc-
cess, you are doomed to frustration. There are as
many formulas as there are work environments and
bosses managing them. You don’t have to make the
same mistakes over and over—or even once. Read on.
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Do you believe that . . .

office politics is a dirty game played only
by backstabbers and petty gossips?

working hard, not playing office politics,
is the sure road to success?

the best policy is to ignore office politics
and resist the temptation to dabble in 1t?

Prepare to lose your innocence!

MARILYN MOATS KENNEDY

strips the Horatio Alger mystique from the path to
success and reveals potholes and pitfalls that human
nature has worn into its golden bricks. She tells you
the truth about:
® Sex in the office (The double standard-—alive and
well. Corporate incest—who loses?)
* Women in business (Handling rough handling,
dirty old men, and discrimination suits.)
® Minorities in business (Changing behaviors, not
attitudes. Playing on the team.)
® Mentors—your friends upstairs (Five types—
where to recruit them, how to use them.)

Over the past ten years, Ms. Kennedy has heiped
thousands of people plan their careers and succeed. As
founder and director of Career Strategies, a unique
workshop-style consulting firm, she has provided a
mastery course in effective office politics, bringing her
message to individuals and businesses nationwide.

Let
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