


InuMAN REsouRcEs

You'Ye Fqllen... And Don't
Know How To Get Up
The K"y to Surviving the Downfimes

LESTIE PAID ATTENTION TO THE

TRENDS IN THE MARKET. AT ONE
TIME SHE COUTD A1MOST STAND

ON THE SIDE OF THE R.OAD wlTH A
SIGN THAT SAID "FOR SALE" AND
SHE COUTD MAKE HER QUOTA.

Things were no longer that way and she,

as well as others in her industry were now

having to work much harder and much

longer to make even the smallest sale.

In fact, it seemed that many indus-

tries were feeling this trend and the

morale, attitude, and action of employ-

ees all over was reflecting the apparent

down economy. Everywhere she went

people complained; sellers were fearful

of trying to sell; buyers were fearful of
making a big buy; and employees were

hearing it from consumers daily.

Yet, as was the case in Linda's office,

all upper management focused on was

the numbers. There was nothing being

done about the extra hours she had put
in or the extra follow through she had

to do, or the downright struggle she

faced in psyching herself up to come to

work another day.

The truth is our economy has shifted.

It has gone back to normal some would
say. Others claim the GDP is still rising

and job placements are up, both good

things. But when your staff starts to feel

the crunch and believe that things ARE
bad, what do you think the impact on

your organization will be?

Employees who feel their job is on

the line may give up caring what your

business looks like. Employee sur-

rounded by negative customers or rejec-

tion day in and day out may begin to
believe all they hear and pass it on, accu-

rately or otherwise.

The time is now to help those who
feel they have fallen, to get up. Change

the morale from "itt all going down" to
"we can turn things around."

Your efforts dont have to rhyme, but
they may be the most important thing
you do to save your company, your
department and your employees from
making a mad dash to the door for
greener pastures. If you feel your team

has fallen... and doesnt know how to
get up, try these steps:

Rnlly the noops:Muchofwhat starts as

grapevine fodder in organizations is a

function of miscommunication. One look
or one memo c:ln create an avalanche of
damage control and atitude issues.

Rally the troops and openly discuss

what is going on with your business.

'What are the trends?'What is affecting

your business economically? \Why are

you changing a product line or lowering
or raising prices? If they are a part of the

process and have all the information
they need to know, employees are much
less likely to create their own answers to
keep from feeling in the dark.

Refocus training: Pan of what helps an

organization is training to keep up with
the new skills needed and new advance-

ments made. However, training is a $51

billion industry and much of what organi-

zations offer is not what will fix the prob-

lem. For example, time management train-

ing will not help employees overcome the

fear of continued rejection, which may be
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the real reason they are not meeting their

cold calling quota. A refocused training

plan that begins with a complete analysis

of where the problems lie may incur a
slighdy higher investment up front, but
will leave you with lasting results far after

the downtimes have gone.

Get to Know 'lYho 
They Really Are:

Under stress, a key problem causing

element when the media tells us the

economy is going bad, people will
reach for and use traits and behaviors

that are not normally utilized. If an

employee shows an attitude problem
when the stress is high and change is

frequent, but not when times are

good, it is possible that mere raised

awareness will alleviate the problem.

In fact, one profile tool and 90 min-
utes in our business has been known to
clear up days and hours of work in
what could have become a huge HR
issue. The awareness of what an

employee does under stress will help

you and that employee to be more

rational and productive, at all times.

Bring in an Ouxide Source: If you
have children then you have seen what
happens when they ask you a question.

You are just the parent and cannct
possibly have any validity. Yet if the

neighbor or a complete stranger pro-
vides the same answer you did to the
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same question, that outside, unfamiliar
parry seems to have real insightl The
same is true in your organization.

The voices of the familiar faces lose

their value over time and when an out-
side source comes in and shares similar

information in a different way, their
credibility is automatically greater.

Bring in a consultant, an advisor, or a

trainer that you trust to diagnose and

deliver a solution to the problems that

you are facing in these times.

Re-Motiuate Middb Managernent:

No one seems to suffer more than those

in the middle of any situation. Middle
management, when times are tough, gets

it from senior levels in asking for more

numbers and better results. But, they also

get it from the employee level in com-

plaints, attrition, or personal issues that

prevent performance. Give some thought

to the middle managers in your ranks

who could use a little kudos, a little team

r;pirit, and a little pat on the back for
liankly, being the glue that seems to hold

it all together.

'il/hether you believe times to be tough

or just fine, the perception of those you

work with is the reality they face every

day. 'What you do in the downtimes

shows character and strength and convic-

tion ofyour beliefs. It is easy to be happy

and upbeat when things are good, but

r.vho are you when the chips are down

and how many people do you help to

pick up in the process. They say when

you make it through the tough stuffthat
it builds charactet but you have to make

it through it to see all the new character

you nowhave. BR

Monico Wofford brings more than l7 years

of experience os o busines s consultant,

h'oiner, and speo/<er to Monica Wofford

lnternafionol, lnc. Her Orlondobased froin-

ing firm provides one on one cooching, pro
file ossessments ond consuhing on troining

problems. When asked whot she does she

often soys, "l save companies approximote
ly $2-5 million dollors in employee aftrition

cosls over about six months." lf that is whot

you need, cantocl Monico personolly ot

www.monicawofford.com or in her office al
by dialins (866) 382-0t21.
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Provide a cool & inviting outdoor area for your guests
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Turn your hot deck or patio into a cool "outdoor room"!

. Unlike traditional awnings, ShadeTree' Canopies cover small, odd-shaped,
or LARGE areas - extends over 20'! (no pitch required)

. Canopies adapt to your structure, or use our aluminum or vinyl
supports. Pergolas now available in wood or vinyl!

. Patented wind protection . Easyfinancing

. Easily installed, or we'll help you find an installer
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6317 Busch Blvd.

Extends or rctracts
for sun or shade

ShadeTree'Canopies
2403 . Columbus, OH 43229

. Helps reduce air conditioning bills too!

. A featurinq the finest commercial outdoor
$nbreLa fabrics (iuaranteed not to fadel)

Call TODAY 1-888-31-SHADE (sss-:rz-+zrr)

For a FREE on-line cost estiilate, visit:
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