July 2014 | Prism Perspectives Group LLC |603-878-1546

Volume 1, Issue 2

Building
Blocks
The #1 Mistake Managers Make

Contents
The #1 Mistake Managers
Make
1
The Lesson of the
Squirrel…
1
Has Your Suggestion
Program…

It’s no surprise to read the findings of The Conference Board’s
survey, “The Conference Board CEO Challenge® 2014: People
and Performance”. In our sluggish economy, mergers and
acquisitions not with-standing, the capacity for a business to grow
rests in the hands of its people. Continued on page 4
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continuous use. Agile people are ready to make adjustments and
view it as a natural part of being. Seeking and spotting solutions
to problems and improvement opportunities is routine.
Continued on page 2
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The Lesson of the Squirrel continued from page 1
To stay with or ahead of the market, an organization, collectively,
needs to build knowledge and skills to be able to read the
environment and respond quickly and effectively to meet
changing business needs. Read on

“People will forget what you said. People will forget what you did. But, people will never forget
how you made them feel. “ – Maya Angelou

Has Your Suggestion Program
Run Out of Gas?
Don’t worry, you can re-energize it quickly with
these tips!

History: The first company to introduce an employee suggestion program is believed to have
been William Denny and Brothers, a shipbuilding company in Scotland, in 1881. The purpose of the
program was to leverage employee knowledge and ideas to drive improvement.
Initially, the shipbuilder’s employees were eager to contribute suggestions simply because they were
asked. Later, rewards were offered. By 1888, of the 600+ ideas submitted, 196 were implemented.
A low success rate by today’s standards, this was a significantly strong result back in those days
when command-and-control was the way of life for people at work. At that time in our history,
employees were not often asked for opinions or ideas.
Today, suggestion programs designed in traditional ways typically fail to sustain employee interest.
But, in today’s competitive business environment companies need a pipeline of ideas to drive
improvement. Read on
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CHECK THIS OUT!

Enable your team to share your passion and
focus on performance!
Our newest mini-training can help you to do just
that!
Think about it. What would happen to your organization’s
performance if everyone shared your passion and
commitment?
We will train your workforce on your company’s mission and
competitive differentiation strategy. How?
1. Through you, we’ll learn these aspects of your
business.
2. We’ll design and deliver a 2-hour, interactive training
program for groups of up to 30 people. You’ll preapprove the content, of course.
3. We’ll help you to identify ways you can build on and
sustain the energy and performance that results.

We’ll make this mini-training affordable as an
introductory offer. Contact us!

1. Refer a colleague to
receive our FREE
MONTHLY
NEWSLETTER.

2. Obtain a FREE
individual Line-ofSight Assessment to
measure your
organization’s
readiness and
capability to perform
strategically!

3. Schedule a free
consultation
Telephone: 603-878-1546
Email – Click Here!
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The #1 Mistake Managers Make continued from page 1

Prism Perspectives Group
LLC
Specializing in 3 core services with a
purpose of improving organization
performance, we are located in
Mason, NH, serving clients throughout
the United States.
Telephone: 603-878-1546
Email us here

Prism Perspectives Group LLC
Improving Manufacturing
Performance Through
Research, Strategy & Coaching
Find us on the web:
PrismPerspectivesGroup.com

CEOs throughout the world are driving to improving
organizational performance regardless of size or industry. Much
has been written and studied on this subject, and we find in the
myriad of surveys and books as well as in our own experience
that there are 6 steps that, executed effectively, drive
performance improvement and growth capacity.
1. Engage Your People.
Employee engagement is one of the most written and talked
about issues today in business. By now the Gallup survey is
familiar to all of us and efforts to better understand and to build
engagement are under way in many companies. Following are
examples of key actions to enable your people to engage: to feel
passion about the work they do, deliver their best performance
and to strengthen their commitment.


Prism Perspectives Group LLC
Custom Training for
supervisors, managers and
employees that builds
performance



Find us on the web:
Training For Impact



Prism Perspectives Group LLC



Specializing in value-adding
H.R. services to small
businesses

Build a strong understanding of your business strategy
throughout your workforce. Ensure everyone can answer
the following questions: 1) Why do customers buy from
us? 2) Who are our key competitors and why do their
customers buy from them? 3) How do I contribute to our
unique differentiation?
Build trust. Employees need to know that their managers
and executives care about them as people as well as being
committed to their success.
Make certain each employee is using his preferred skills
and has an effective degree of autonomy.
Focus each department on improving its procedures and
targeting its activities on better-achieving the company’s
competitive differentiation through what people do and
how they do it. Continued on page 5

Find us on the web:
HR Boutique

July’s Articles – Curated For You!
Find Links here!

2. Leverage high-impact leadership practices.
Communication is king in today’s organizations. It’s one of the biggest challenges leaders have, and is
probably a weakness for many companies. Communicate clearly in simple language, creatively,
interactively, daily about core business subjects, such as:




Departmental and organization performance targets, progress, obstacles and solutions
Stories about competitors and customer successes i.e. from Sales and Customer Service
Current organizational initiatives

3. Identify and Remove Internal Roadblocks
How well aligned with your competitive differentiation strategy are your company’s policies,
procedures and structure? Look for indicators of misalignment such as:




Do people need to work around policies and work procedures to get things done?
Do your policies and work procedures enable people to get the right things done quickly?
How are relationships between functions, i.e. manufacturing and sales? Are conflicts and
frustrations routine?

4. Align Your Metrics.
To have meaning, the metrics people focus on need to be understood by them to be within their
influence.


Your metrics can provide great value when they serve as a guide to decision making and
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5. Use Training and Development Strategically.
Many organizations have a workforce that is approaching or past traditional retirement age. In
addition, low engagement levels may lead to increased turnover as more job opportunities
become available to people. Do you have training in place to enable people to perform essential
work as employees leave or retire? Does your training effort prepare the organization with skills
for the future?




Develop a workforce plan to ensure hiring is done in time to develop people.
All employees should receive training that is current-day and future-focused.
Develop career-paths for people to progress to roles that will be needed in the future.
Know your people and what their goals are for the future. Support them in channeling
their paths to the future within your company. Continued on page 6
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6. Focus on your business strategy; you can’t please every market.
Authors and experts acknowledge three types of value propositions or competitive differentiation
strategies in business. The rule of thumb is still to do a good job on all but to choose one single
area where your company can and does excel. The three types are:






Customer Intimacy – providing customization to meet each customer’s individual needs,
providing outstanding customer experiences, and building strong, long-term customer
relationships
Operational Efficiency – providing a universal set of products and services designed to be
cost effective for customers. This is not competing on price as much as it is providing
value to customers that saves them money; do your products make customer processes
more efficient i.e. reduce down-time, improve quality?
Leading Edge – providing new, innovative products and services based on the latest
technologies and practices. This depends on having a strong research function with
frequent introductions of new and improved products and services that are both different
and effectively meet customer needs.

These six steps require ongoing effort to sustain. Compare this with your experience – how
do these actions measure up in producing performance improvement? How do these steps
relate to the activities under way in your organization to build performance? Please share
your opinions and thoughts.
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