
1. How often in my relationships do I 
solve problems or make suggestions 
that set me up as a winner and oth-
ers as losers? 

2. Do I see my neighbor as Jesus? 
3. Do my attitudes towards others fos-

ter a condescending attitude? 
4. Do I empower others when I enter 

joint ventures? 
5. Are “cooperation,” “mutuality,” 

“interdependence” and “teamwork” 
integral concepts in my working 
with and relating to other, or am I a 
“lone ranger?” 

6. Consider upcoming projects.  Con-
sider some new ways of approach-
ing them in ways that will bring 
people together and energize the 
organization, community, and 
group. 
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ple.  Stephen R. Covey.  Simon & 
Schuster.  1989. 

 

Pr incip le-Centered Leadership.  
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from the struggle.  One doesn’t have 
to look any further than the occupants 
around the Passover table on the night 
that Jesus gave himself to his follow-
ers as the Bread of Life and the Cup 
of Salvation.  Before they were 
“rudely” interrupted by the Lord, the 
Apostles were arguing about who 
should be regarded as the greatest. 
 Stephen Covey is right when he 
tells us that the win/lose approach to 
life is seriously flawed.  In fact four 
centuries earlier another keenly per-
ceptive gentleman counseled: “Be fair 
in all your actions; always put your-
self in your neighbor’s place and put 
your neighbor in yours.  Then you 
will judge fairly.  Imagine yourself the 
seller when buying and the buyer 
when selling, then you will buy and 
sell fairly.” 

 The author of this sentiment, Saint 
Francis de Sales, reminds us in his 
spiritual approach to life that we must 
draw one another’s attention to the 
fact that each of us is made in God’s 
image and likeness and the measure of 
our love for God rests in the perfec-
tion of our love for our neighbor. 

 Some believe that everything out-
side of their self interest doesn’t mat-
ter.  The contrary is true.  Anything 
less than striving for goals that benefit 
all is settling for second best-as best.  
In a world that is growing intensely 
interdependent, in an environment 
where we profess to be children of the 
same God, win/win is the only viable 
option. 

 Covey notes that in relationships 
(like marriage for instance) if both 
people aren’t winning then both are 
losing.  In the same vein, Francis de 
Sales cautions that an individual is 
never so dead as when he or she lives 
for self alone. 
 Paul John II has challenged us in 
his writings on solidarity to embrace 
an attitude that fosters a firm and en-
during determination to commit one-
self to the common good because we 
truly are responsible for one another.  
He challenges us in a real sense to a 
win/win approach to life and relation-
ships.  Jesus died in order that we 
might “win” all of us for Heaven.  
Let’s do our level best to make that 
promise a reality. 
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 Stephen R. Covey in his national 
bestseller (Seven Habits of Highly Ef-
fective People) reminds us that: 
“Whether you are the president or the 
janitor, the moment you step from in-
dependence in interdependence in any 
capacity, you step into a leadership 
role and the habit of effective leader-
ship is win/win.”   

 The author suggests that this frame-
work is not a technique but a way of 
life that constantly seeks mutual bene-
fit in all human interactions. 
 For many in our contemporary cul-
ture this approach is an unrealistic phi-
losophy to swallow.  Most people tend 
to think in terms of the world divided 
into two groups: winners and losers, 
the haves and the have-nots.  A recent 
slogan discovered on a bumper sticker 
brought this home loud and clear: “If 
you can’t run with the big dogs, you’d 
better stay on the porch.”  As far back 
as Cain and Abel, it seems as if hu-
mankind has had to translate relation-
ships in terms of the “accepted” and 
“rejected,” i.e. winners and losers.   
 The spiritual journey is not exempt 

“Be fair in all your actions; always put 

yourself in your neighbor’s place and put 

your neighbor in yours.” 

“...Francis de Sales cautions that an 

individual is never do dead as when he or 

she lives for self alone.” 

“Most people tend to think in terms of the 

world divided into two groups: winners 

and losers, the haves and have-nots.” 


