








conflicts. And what happens
when they have to interact
with someone like Jennifer,
who seems to bristle at any

suggestion from management?

The more in-depth
understanding you have of
your team, the easier your role
as manager will be. But how
can you quickly build this
understanding? The answer is
to use assessments.

Properly designed
assessments will provide
detailed information about:

Personalize the relationship with

® What motivates
your employees

PRODUCTIVITY TIP valuable information or gifts.

Do you have a relationship plan

® Their personal interests

for your clients? Have you actually commitments and schedules with clients and values
i 2
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) . example, does not come as a surprise. Then which they best respond
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demands. Although this is an important makes regular recommendations to a client 85 What makes cach of
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FRTAR ©2010 when you have something to sell — the independently and who
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reading the time management building your relationship strategy and to to receive private words of

book you loaned me. receive a sample client service commitment. praise and recognition from
the “boss” and those who
thrive on a more public
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“Around here, however, we don’t look and accomplishments
backwards for very long. We keep The end result? Increased
moving forward, opening up new doors productivity, decreased waste
and doing new things... of resources, better morale and
and curiosity keeps leading us down lower turnover.

new paths.” By Rosslynn Shortt, M.A.Sc.
Walt Disney For more information email:

info@thepersonalcoach.ca
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Drop in to our website for more tips, articles é,"
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and information on our services.
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