A Monthly On-Line Newsletter for the Business Community

Mission Ready

Volume 3, Issue 3

March 1, 2001

Seminars/Keynotes

Albuquerque
Atlanta

Boise

Boston
Cancun
Charlotte
Chicago
Dallas
Denver
Fresno
Honolulu
Houston
Jacksonville
Las Vegas
Los Angeles
Louisville
Memphis
Miami
Minneapolis
Montreal
Nashville
New Orleans
New York
Oklahoma City
Orlando
Ottawa
Philadelphia
Phoenix
Portland
Rochester
Sacramento
Salt Lake City
San Antonio
San Diego
San Francisco
Santa Barbara
Seattle
Tampa
Vancouver
Washington DC
Winnipeg

In-house Seminars,
Keynote Speeches and
Consulting Services
available.

Bias Your Employees Towards Victory

Despite the smiling, confident faces that may
greet you every morning on the job, thereis often
an undercurrent of defeatism intheworkplace,
whichisdifficult to detect, much lessto cure. But
itisafact of working life that the attitude of our
employees, during the day, is not much different
than their attitude away from the job. And that
attitude may not be particularly hopeful. To bean
effective manager isto realize that not all of our
subordinates expect to win; indeed, many of them
expect to lose.

There are any number of reasons why employees
cometo expect to lose on thejob. Many of your
subordinates may have come from an environ-
ment where failure wasaway of life; they may
look upon winning as something that happensto
other, luckier, peoplelikethe class star, not
themselves. Some of your employees have alop-
sided, uninformed view, of the market within
which they compete. They may have an exagger-
ated concept of your competitor - especidly if
your competitor isavery large organization.
They look about at their fellow employeesand
simply cannot imagine them winning over the
workforce they imagineto be so dominant.

Many employees pay aninordinate amount of
attention to rumor - both within the industry and
within the organization. Rumor, of course, is
rarely about anything positive. Whispers about
upcoming layoffs, or lost contracts, or angry cus-
tomers, hardly make for a robust winning atti-
tude. Employees may also be accustomed to fail-
ure because their company, before you arrived as
the new manager, routinely lost alot of business.

Another much more subtle predisposition for fail-
ureis, quite simply, envy. Therewill dwaysbe
thosein the organization who are not displeased
to seetheir own company lose abig order. Such
individual s may resent the success of apeer, or of
arising star, and be secretly gratified that “ he
wasn’t ebleto pull it off, thistime.” Managers
who think such individuals do not exist in their

departments are fooling themselves.

Whatever the reason, alosing attitude must be
replaced by awinning one. As managers, we can
bias our peopleto seevictory rather than defeat,
by always insisting on every challenge being
overcome - not nine out of ten, but al ten. We
can create aworkplace culture that is better than
the culture outside the walls of the company, by
letting our people know that victory is expected
of them - by one’ sassociates, one’ sfamily, even
one's community.

Asmanagers, we must go out of our way tore-
mind our people of the successful history of the
organization. “War stories’ should be shared
with all; successful teams must be highlighted in
newsl etters and awards ceremonies; every single
triumph within the company should betrum
peted.

If it’ sthe size of the competition that seemsto
strikefear in the heart of our associates, we must
point out the liabilities of being a Goliath. A huge
competitor, for example, also hasahuge bu-
reaucracy, which can slow the decision-making
process. The larger company may not fight as
hard for a piece of business that we must have.
The Goliath may not be as experienced in our
particular niche; he may aso lack the relation-
shipswe have carefully cultivated with our cus-
tomers. And the giant may not be willing to do
the necessary “handholding” after the sale.

But certainly the most important factor in predis-
posing our personnel towardsvictory ismorale.
A company with unbeatable morale will take the
occasional set back with equanimity, and focus
on thelong-term mission of successwithinthe
marketplace. Every manager can build unbes-
able moraleto the degree to which one’'sown
career is subjugated to the career of each individ-
ua under one's authority.

Semper Fi Consulting 14852 Ventura Blvd Ste 210 Sherman Oaks CA 91403-3499
818-385-2999, FAX 818-385-2900, email: SemperFiConsulting@usa.net; www.SemperFi Consulting.com



mailto:SemperFiConsulting@usa.net
http://www.SemperFiConsulting.com

