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through the air. I swung and smiled and screamed. And I ended up getting 
several more trips on the trapeze, each one just as terrifyingly fun.

There were many moments during that trapeze day when I asked myself 
hard questions such as “Will I survive?” and “Am I brave enough to do 
this?,” but I never asked myself this question: “Why am I doing this?” I 
didn’t have to ask this question because I got crystal clear on my purpose 
months before I signed up for the class—I wanted to enjoy heights, and I 
no longer wanted to be afraid of falling. My clear purpose is what helped 
propel me off that platform. I would not have even been on that trapeze 
if I didn’t have such a core belief about why it was important.

START WITH WHY

Simon Sinek’s (2009) research and best-selling book explain that typical 
leaders begin by telling you what to do, then how to do it, and maybe 
include why at the end. But the most authentic and effective leaders 
start with why and then move into how and what. Why, in this sense, is 
defined as “your purpose, cause or belief” (Sinek, 2009, p. 39). The reason 
that why must come first is that “people don’t buy WHAT you do, they 
buy WHY you do it” (p. 42). Sinek calls this the Golden Circle and sug-
gests that our thinking, planning, and communicating move from the 
inside out (see below).

The Golden Circle
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When we communicate what we are doing but leave out why we are 
doing it, it creates stress and doubt. Sinek’s research even shows that it 
is harder for people to make decisions when they don’t have the why 
behind it. Without a clear why, people search for endless data and quick 
fixes and then struggle to decide which path to take. But when there is a 
clear why, a communicated purpose, it leads to authenticity and trusting 
our gut instincts.




