Article for the North Shore Metro
Tips for Managing High Achievers

The challenge is to harness high achievers’ energy in a way that keeps them engaged yet still delivering on what you need to get your job done. You also want to ensure they work harmoniously with other team members so that you are able to harvest the benefits of their questioning and creativity.

1. Agree goals

High achievers want to conquer the world. Stress the importance of achieving goals and work with them to set these on daily, weekly, monthly and annualized basis. Communicate how these are going to be monitored. High achievers often respond to “keeping score”. And never move the goal posts – this will de-motivate a top achiever! Tell them about performance evaluations and how often these will take place. Include the process they can expect if they should need coaching to reach goals.

2. Be clear about your non-negotiables

Although you may leave it to the high achiever to work out how to reach those clearly defined goals, there will still be some non-negotiables in how the job is done. These relate to protecting your brand and giving you what you need to manage the team and report to your bosses.

Give your high achiever a clear picture of expectations in terms of calls, appointments, quotes, dress code, dates and times for reports to be handed in, meetings to be attended, and what staff can and cannot do.

3. Identify their core strengths and build on them

To start, have a look at their personality profiles and see their strengths and weaknesses. Motivate them on their strengths.


You can also consider whether there are business problems that could use your high achiever’s strengths. Maybe there’s a difficult client, or an internal sales-related project that’s bogged down.

4.  Feedback, Feedback, Feedback

As a manager you need to focus the high achiever’s energy and drive and ensure they don’t go off on a tangent – they could go a long way wrong in a short time!

More positively, they have a huge appetite for feedback and you and harness this as a way to keep them on track. Share your experiences, reflect on the effectiveness of their approach (with colleagues and clients), let them know you’re interested and supportive.

5 Smooth the high achiever’s path inside your company

Their energy and questioning of the status quo can grate on other team members.  They demand excellence, too, so you will have to watch out that they don’t destroy the team when things don’t go right.

6. Align rewards to the individual

What motivates people varies and that applies to high achievers too. Whatever the reward, don’t forget to celebrate the successes and achievements. Recognize, praise, encourage and motivate on a daily, weekly, monthly and annual basis!

7. Prepare them for the Tall Poppy Syndrome

As a manager of high achievers, you need to be aware the Tall Poppy Syndrome is alive and well!  There will be plenty of people who will tell them what they can or cannot do and why, and who will try to derail them. As a manager, be on the look out for these people and tell your “poppies” to take their advice with a pinch of salt.

8. Rely on building respect, not authority, to lead
It can be hard to led high achievers by relying on the authority of your position. Much better is to gain their respect.  Regular feedback and coaching sessions in which you ask lots of questions will give them a chance to feel valued.  There are a number of other leadership traits and behaviors that high achievers respond to.

