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INTRODUCTION

When I began researching this book, Jamie, a trusted colleague, kept talking about this dog-eared, dust-covered book he had in his attic in Suffolk, an ancient (well, fifty years old, at least) tome that, he said, contained all there was to know about wining, dining, gambling and dealing with the opposite sex.

This was Jamie’s own personal Holy Grail, a secular scroll containing a litany of rules and regulations as to how the modern man should conduct himself. He kept taunting me, telling me that if I behaved myself, and didn’t keep pointing out his new jacket to his staff (come on – it was covered in cowhide!), and stopped leaving phoney messages for him from the managing director, he would bring it in.

And one afternoon, as I returned from lunch, there on my desk was this oblong, cloth-covered hardback, its cover so weathered, that it looked like a church bible (which, in a way, it was). As I opened it up, the stiff, brittle pages peeling away like municipal lavatory paper, it was as if a whole other world was opening up before me, a world where men all wore dinner jackets and sock garters, drank martinis with impunity and considered cigarette-holders to be a stamp of sophistication, rather than advertising the fact they might be rather light in the loafers.

But oh, how times have changed. These days, men’s social standing doesn’t live or die by their understanding of which way to pass the port after dinner (clockwise, in case you didn’t know). I’ve always been fairly suspicious of the old rules and regulations regarding how ‘us men’ are meant to behave – a feeling exemplified by a story I once heard about Claus von Bülow, who was tried in 1982 for the attempted murder of his wealthy wife Sunny (after being found guilty he was acquitted on appeal). Towards the end of a smart cocktail party in London, von Bülow spies a poorly dressed paparazzo, and promptly walks up to him to castigate him for his woeful attire.

‘You must never, ever wear a brown belt with black shoes!’ screams von Bülow.

To which the photographer replies, ‘Well, at least I didn’t murder my wife.’

While we still need to know how to tie a bow-tie (page 215), and how to make that martini (page 396), we also need to know how to win an argument, how to suck up to our boss, how to behave at a lap-dancing club, how to get the best room in a hotel, and how to look after our skin without feeling like a girl.

Today there are new international rules of cool.

And so here, in this book, is the complete modern guide to being a man, a proper etiquette guide for real men – not the sort who spend their life imagining they’re in a Cary Grant movie. My book aims to give you the best possible platform for advancing in the world; it offers the best advice for a multitude of difficult situations. After all, there’s no need to plateau just because of lack of experience.

Hopefully this book has all the experiences for you.

It is a fact that, although we are now all part of the new, shiny, all-singing, all-dancing meritocracy, there are still very definite rules about what you should and shouldn’t do. Not only that, there is also a huge list (contained herein) of new rules regarding work, gambling, style, the sex-wars and etiquette: just how do you ask for a pay rise, or read the financial pages of a newspaper, rebuff an unwanted advance, dress your age, find the G-spot, handle a celebrity or cope with failure?

If I’m honest, I could have done with a bit of guidance myself when I was younger, could have done with a helping hand, a concerned word in my shell-like. Like many young men, I embodied the dictionary definition of gauche: I didn’t know what to say, what to do, or what to wear. Even in my early twenties I’d be in an alien social situation and just … sort of have to wing it. Sometimes I got by – charm helps a lot in these situations – and sometimes I sank, deep, deep into the murky, glutinous depths of visible, very public embarrassment.

Once, when I was about 22 or 23, and had just started working in the magazine industry, I was taken to Caviar Caspia, the tremendously smart Mayfair restaurant that Princess Diana used to go to. I was new in my job, and was being taken to lunch by the MD of a French luxury goods company, who was all suited and booted in what I assumed to be top-dollar Savile Row. We both ordered gravadlax (smoked salmon to me), and as he waited for me to start eating (the man was nothing if not polite), I carefully took the gauze off the half lemon that had kindly been left on my plate, so I could squeeze the juice over my fish. Having never seen anyone do this before, I naturally thought this was the right thing to do. Until, of course, I saw my host simply squeeze his lemon through the gauze, making me feel like a jumped-up interloper (which I was, and most probably still am). You could say that if he’d been truly polite my host would have copied me, but then as he no doubt knew everyone else in the restaurant, he wasn’t going to embarrass himself by acting like a rube. That was my job.

So I felt like a fool. But I didn’t die, and no legs were broken, and I lived to fight another day.

Around the same time, I was invited to lunch at L’Escargot in Soho by the head of a fantastically important PR agency. At the time – 1984-ish – this was the coolest restaurant in London, and I was almost giddy with excitement. Although not so giddy that I bothered to dress properly. I turned up – what was I thinking! – in a ridiculously trendy black nylon MA-1 flying jacket, the sort worn by American fighter pilots, the sort that used to go down very well at two o’clock in the morning in nauseatingly fashionable nightclubs in Camden, but looked more than ridiculous in the world’s smartest eaterie in the middle of the day.

I learned my lesson, though, and the very next day went and bought two suits in Katharine Hamnett. Never again was I going to feel like a boy when I wanted to feel like a man.

Trust me, there will always be the right and the wrong way to conduct yourself in public (and in bed), and this book shows you how. If you look carefully, you’ll notice that success in life is determined by small, tell-tale signs, just as it ever was, the sort of sociological and sartorial give-aways that still separate the men from the boys. If society has changed at all in the last few decades it’s in the way in which style has replaced class as a signifier of success, while the new pagan gods are more likely to be a flash car or a designer raincoat rather than a private banking account or a golf club membership. And because men are now as sophisticated as women in their shopping habits, and as we’ve learned to consume in the way our wives and girlfriends have been doing for years, we are now susceptible to the same kind of mistakes. And you don’t have to wear a belt made from bailer twine to tell everyone you’re from the wrong side of the fence; all you need do is wear square-toed shoes, diamanté cufflinks, a fat footballer’s tie or a four-button suit.

It pays to be a hungry observer of the world around you, as it will always stand you in good stead. And as you don’t want to be overwhelmed by the sheer muchness of the world, you sometimes need a guide.

Hopefully this book is that guide – a compendium of cool, a cathedral of gentlemanliness, and a considerable mass of information leavened by a large dose of personal prejudice.

Enjoy it, please.


WORK
&
MONEY


HOW TO SUCK UP
TO YOUR BOSS

‘The Chairman thinks, and I agree
with him …’

One of my all-time favourite cartoons appeared, predictably, in the New Yorker. The caption reads, ‘Rudolph the brownnosed reindeer’, and it features a generic New York saloon bar, in which Father Christmas and his trusty steed are quietly having a drink. As Santa quietly sips from his tumbler, Rudolph leans over and says, ‘By the way, nice choice of coat, Santa, really nice …’

Is Rudolph being a sycophant? Perhaps a little, but what he’s really doing is what we all need to do every now and then, he’s Managing Upwards. There are very few people in business who don’t have someone to report to (even the chairmen of plcs have shareholders), so we all need to learn how to do this. Whenever an employee has a problem with their immediate superior I tell them that one of the ‘skill sets’ they need as an executive (or indeed anyone who runs their own department) is the ability to manage up as well as down. To be able to read their boss’s moods and steer his decisions. I don’t see it as sucking up, but more as making the relationship function as smoothly as possible. So this chapter should really be called How to Handle Your Boss.

1 If you can’t manage upwards, then I tend to think it’s probably your fault, not the fault of your manager (who, incidentally, hasn’t complained about you).

2 Praise your boss. I’ve said it before but I’ll say it again: everyone has an ego, especially the person you work for. So tell him how good you thought he was at clinching the deal/dealing with a client/coming up with a particular solution.

3 You should find out how he likes to do everything and then make sure things happen that way. It’s not underhand, nor expedient, nor is it Machiavellian, just good business practice.

4 I once overheard a Hollywood studio bigwig say that he hated it when one of his staff came into his office for a meeting/chat/whatever and didn’t bring a pen and notepad, and ever since then I’ve felt the same. What, are you so gifted you’re going to remember everything I ask you to do?

5 Never outshine the master. Never contradict your boss in public (although contradict him whenever you like in private – as long as he’s present!), or show him up in front of people.

6 He wants solutions, not problems. This doesn’t mean that you should keep problems from him, but ideally you should also go armed with a solution or two (or three).

7 Never hide things from him. If there’s a problem, talk about it immediately (unless you’re going to be clever enough to get rid of said problem without him knowing).

8 Give him the opportunity to say yes or no to something, rather than him having to come up with a litany of solutions (i.e. you should do the legwork).

9 Never let your boss make a mistake. If he needs more facts in order to make a decision, do the homework for him. If he has a weak presentation, beef it up. Good bosses train you to take their place so that when they get promoted you can progress.

10 Don’t sulk and don’t be surly. He will so not respect you.

11 Do things with a smile (how difficult is that?).

12 Don’t dwell on things, either mistakes or past glories. He’s moving on to the next problem, and expects you to be there with him, on the front line, anticipating solutions with him.

13 Check his schedule so that when you walk into his office and launch into a tirade about something, he isn’t about to receive ten representatives from a Chinese trade delegation. You won’t get his full attention (or any of it), and he’ll be irritated that you have broken his concentration.

14 If a project involves your boss’s immediate boss, be aware that he will be taking extra special care with it, and that he will expect to be updated as to its progress at every step of the way.

15 If you screw up, admit it, immediately. He’ll think more of you for doing so.

16 Get back to him immediately, too. If I ask somebody to do something, the last thing I want to have to do is to ask them how it’s going. I want them to fill me in before I’ve had a chance to wonder why they didn’t get back to me.

17 Don’t get involved in things that are of no concern to you.

18 Try not to bring too many issues up with him at any one time. He tends to focus on one thing at a time, and will not take kindly to you trying to solve half a dozen problems in one go.

19 Do not become a dittohead (the next generation of yes men, taking sycophancy to the final frontier). If he thinks you’ll say yes to anything, he won’t trust you to make decisions (bearing in mind, of course, that the most important phrase you’ll ever master is ‘You’re right’).

20 Demonstrate your ability to make things happen (everyone has an opinion, but not everyone can turn these opinions into reality).

21 Never take the credit for something you didn’t do, as he’ll find out and wonder why you are obviously so insecure.

22 Don’t make him wait (don’t make anyone wait).

23 Eat your own dog food (a saying invented by software developers to imply they should try products before releasing them). Make sure you try solutions out before suggesting them. Because, if you don’t, all your boss will say is, ‘Well, have you asked them?’

24 Ideally, when your boss comes up to you in the office and suggests something might be a good idea, you need to be able to turn around and say, ‘I’ve already done it.’ He won’t think you’re a smart-arse, he’ll think you’re smart, full stop.

25 If he has kids, enquire about them (but not too often).

26 While the opposite regularly appears true, your boss has a lot less time on his hands than you do, so spare him the details when you’re briefing him.

27 Similarly, when you’re sending him an email, don’t turn it into an essay. Give him short pieces of information, preferably the sort that only need short, ideally one-word answers.

28 If your boss doesn’t like you, and you’ve picked this up, the onus is on you to solve the problem. It’s not your fault per se, but it is your problem. And if the boss plainly doesn’t like you – and it’s probably not his fault either – you must go out of your way to force him to like you, or else leave (unless you think he’s going to).

29 Tell him you like his jacket (just like Rudolph did). If you think he looks a bit daft wearing his new cravat/trainers/fluorescent shell suit, let someone else tell him.

30 Oh, and his jokes are funny. But I bet you knew that already.


HOW TO WIN AN
ARGUMENT

‘That’s a fascinating idea. Have you
thought of doing it this way?’

With arguments, as with everything else in life, it’s not the destination that’s important, it’s the journey. Some arguments you will win, others you will lose, and your strike rate will fluctuate according to how much preparation you do. Do at least ten times more preparation than you think is enough. Prepare your opening and closing remarks and keep them clear and positive. It’s a fact that people tend to remember what you say at the very beginning and the very end of a meeting.

In a business meeting, the sort you know will result in an argument, it’s crucial to find out exactly what your opponent’s goals are, what they hope to achieve, and what they’ll settle for. (And, trust me, you should always think of them as opponents.) Plan meticulously how you’re going to present your case, and think of answers to every possible query (‘You think it’s too expensive? Well, that’s not exactly true, as we’ve saved £15,000 on promotion and shaved the editorial budget by 30k, so in terms of the bottom line we’re actually under budget by six and a half thousand. Of course we’re going to spend at least a third of that on ancillary costs but there is absolutely no way this project is going to cost the company a penny. It’s a win-win situation.’)

Remember this expression: win-win. If you go into a meeting expecting to come away with everything you want then you’ll invariably be disappointed. Again, think of certain clever compromises that are going to please your opponent (OK, call them your business partner if it makes you feel happier), while still adhering to your goals. Nobody likes to lose an argument, and nobody likes to lose one in front of other people, so respect your opponent’s ego, and try and find a solution that lets him leave the meeting with some dignity. That way you’ll find it easier to get what you want.

You win arguments by being quick witted, by coming up with compromises your opponent hasn’t thought of.

There is an old business expression that you might want to think about the next time you’re planning for a meeting: ‘I felt like I was fucked and not kissed.’ You do not want anyone leaving your meeting feeling like this, so try and show a little love along the way, especially if they’re about to leave the room with a lot less than you are.

Anthony Haycroft, a criminal barrister with twenty years’ experience at the Bar, boils his technique down to three basic negotiating skills: 1) Preparation, 2) Communication, and 3) Persuasion. Persuasion is crucial, as you never want to seem as though you’re pushing ideas on people. You should never tell them what to think, and while you can be forceful about your own ideas, you shouldn’t express horror or disdain that they don’t share your point of view. What you have to do is explain why your point of view makes the most sense.

If the room is full of people, try and make eye contact with all of them, as you would a jury if you were a defence attorney, regardless of whether they are ‘on message’ or not. If you have a personal relationship with someone – and a smile and a nod and some eye contact is a little bit of a relationship – it is harder to disagree with them.

When you’re making your point, enunciate properly. Speak clearly, in a measured fashion. Don’t repeat yourself, don’t patronise and don’t use excessive, elaborate language. Never use a word you think might be unknown to more than forty per cent of the room; someone will ask you what it means and slow you down, and when you then explain what it means, everyone else in the room will wonder why you didn’t use the other word in the first place.

Don’t thump the table with your fist; you’ll look as if you’re trying to be Al Pacino. And never slap the wall in frustration; the only man who can get away with this is Tom Cruise (and then not all of the time).

Don’t forget to make the occasional joke as well, because it will lift the air a little.

And if someone brings up a previous altercation, or mentions the fact that the two principles or the two companies have been in battle before, and that there was an unsavoury outcome, move by quickly. Smile, shrug your shoulders and smile again. ‘Big smile, short memory,’ is the only thing you need to think.

Don’t knock the competition either, as it only serves to publicise them while diminishing you in the process.

Always say, ‘Let me finish’ – forcefully, brusquely, almost rudely – when someone tries to interrupt you. Then you can go on for as long as you like, as they’re unlikely to want to embarrass themselves again by butting in. As Haycroft says, ‘Be seen to be fair. Concede what you have to, but always fight your corner. Always be pleasant and polite, even in the toughest arguments.’

If someone else begins talking to someone else in the room, splitting up the group, say – again forcefully, brusquely, almost rudely – ‘Can we just have one meeting here, please?’ (This is a rhetorical question, by the way.) The same applies if someone’s phone rings: ‘Do we really have to have mobiles turned on? Thank you.’

Crucially, you should never be swayed by the other person’s point of view. If they’ve done their homework, and done the right amount of preparation, then they’re going to be coming up with some plausible ideas – but don’t be fooled. Never, ever, question your stance. Keep thinking that the only way you can win this argument is by getting the result you intended (of course you can buckle on a few minor points, but not the big ones). Don’t doubt yourself (the Toyota company believes that if two people always agree, then one of them is superfluous). Stay calm, stay quiet, and let the other person rant to their heart’s content. Keep saying, ‘Yes, I understand,’ without obviously implying that you think they’re an ignoramus. Have open, engaging, relaxed body language (don’t sit with your arms crossed). And while you don’t want to appear patronising, a little subtle intimidation is allowed. A wry half-smile should occasionally cross your lips, the sort that could drive your opponent demented – if he thought for one second that you were doing it on purpose, that is.

Be confident, be assured, and look as though you know what you’re talking about. You need to give the impression that you’ve thought about this subject for hours, days, weeks on end, and that the solution you’ve arrived at is the only alternative. ‘OK guys, now how would you feel if you were in this position, if you were in my position?’

Then give a quick, pithy recap of your points, thank them for listening and then shut up. If you’ve done your job then the immediate discussion will concern the basic principles of your suggestions and the possibilities of making them work. If this starts to happen, don’t interrupt and try and help them on their way. It’s up to other people to appropriate this now. Because it really doesn’t matter whose idea it is, or whose idea it becomes, as long as it gets done.

Capisce?
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