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by Roy Snell, CHC, CCEP-F

Got panache?

For years I have wanted to describe the 
way great compliance professionals 
successfully get people to listen. Great 

compliance skills can be subtle, and therefore 
difficult to describe, but I will try. People who 
impress me have panache. Panache is a word 

of French origin that connotes a flam-
boyant manner and reckless courage. 
“Flamboyant,” in this case, is extreme 
administrative moxie. “Reckless cour-
age” is what all those who tried and 
failed before us…didn’t have.

I refer to “he” throughout this  
article for readability. However, a male 
and female both inspired this article. 

I am not suggesting this is the only way to get 
your job done. They just impressed me.

When he is talking he is strong, but he is 
not offensive. He is very creative. He is matter-
of-fact. People might feel a little intimidated, 
but they are impressed by him. He is prepared 
and confident. He often has a slight smile on 
his face. When there is no smile, there is no 
frustration or anger. He dominates the room 
but says little. He is intense but has a calm 
demeanor. He does not blink. He participates 
in pre-meeting prattle just enough to prepare.

He can read you like a book within min-
utes of meeting you. His thoughts come 
quickly and succinctly. He doesn’t give you a 
dozen reasons why you should listen: he gives 
you the reason. He backs his main point with 
facts. He tells you the possible consequences of 
not listening to him without threatening you. 
He cares. Even when he is across the room, you 
feel his arm around your shoulder. He listens 

to you as if his life depends on it. He asks  
you questions to help you understand.

Although he does not equivocate, he is 
the master of compromise, collaboration, and 
negotiation. Conversations occasionally end 
with creative and sarcastically pointed ques-
tions. He helps people solve their compliance 
problems rather than just telling them they 

have a problem. Impasses are met with alter-
natives. He maneuvers around resistance 
rather than meeting it. When others would be 
offended, he feels compassion.

He is dripping with administrative moxie. 
He is fearless. He cares about the organization. 
He cares about the people. He cares about 
integrity. People respect him. His conversa-
tions with the lowest-level employees are just 
as important to him as those with leadership. 
He is so compelling that he is worth listen-
ing to, even if you have no business being in 
the room. He is so effective that Wisconsin 
imports cheese from him. He is the most inter-
esting compliance professional in the world. 
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