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BEHAVIORAL

INTERVIEWING

Ease your hiring headaches . . .

Behavioral Interviswing teaches
you what to ask, how to ask it
and how to evaluate the answers.

* In-House Tralning

¥ Training for Tralners
* Self-study Audlocassette Program
Public Seminars scheduled In 1987:

June 18
September 10
December 10
For more detailed information, call or
write:

PAUL C. GREEN, Ph.D., P.C.
6260 Poplar Avenue
Memphis, Tennessee 38119
(901) 761-4120
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"At last—a real alternative

INTEGRATED
PROBLEM
MANAGEMENT

MANAGING REAL WORLD
PROBLEMS
A
Systematic
Comprehensive
Practical
Approach To Real
Problems

Featured in the March issue of the
Training and Development Journal

INTENTIONAL
MANAGEMENT

P.O. Box 2012
Corvallis, Oregon 97339
(503) 757-8521
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FROM CORPORATE
TO
SELF-EMPIOYMENI"

Robert W, Bly
GaryBlake

W hen Your Business!s Your Business

Out on Your Own—Robert IV. Bly pass. As publisher Mike Levy recalls, "I

and Gary Blake

Keeping the Family Business
Heal thy —JohnL. Ward

Despite the statistics you've seen on
business failure rates, the U.S. small-
business sector is quite healthy, ac-
counting for as much as 40 percent of
the nation's GNP. According to Small
Business Administration researchers,
small businesses—those that employ
less than 500 employees—employ
about Ill-million workers. That's more
than one-half of the nonfarm,
nongovernment workers in the U.S.
Add to these figures the approximately
10 million Americans who are self-
employed, and you have a picture of
just how essential small business is to
the economy.

If anything, this economic sector is
growing. Some estimate the number of
entrepreneurial starts in 1984, for ex-
ample, at 900,000—up from 90,000 in
1951. Such confidence demonstrates
that, at heart, many Americans remain
gamblers ready to stake out their share
in an economy with room to spare for
the individualistic and idiosyncratic. It
also suggests that a lot of large corpora-
tions out there are regurgitating people
with both the vision and energy to
make dreams reality: 1.5 million jobs
have disappeared from the industrial
sector last year while the economy as a
whole added 20 million jobs.

All this is not to say that going into
business for yourself isrisk free or that
vision and energy alone are enough to
succeed. Anyone intelligently con-
templating such a move out of the cor-
porate womb experiences anxiety. Birth
pangs come with the turf, but they also

can remember starting Texas Monthly,
but how can | describe constant fear?
The fear of not just economic loss, but
the fear of failure. The biggest reason
more people do not take that en-
trepreneurial risk is that they can't get
over the hurdle of'God, | might fal.'"

That quote isfound in Robert W. Bly
and Gary Blake's new book, Out on Your
Own: From Corporate to Self-Employment,
a guide to taking the entrepreneurial
plunge. Wisely, the authors focus on
both the state of mind you need to be
in as well as the details which must oc-
cupy your mind if you are to achieve
success. First you decide that "flexibil-
ity, privacy, action, and freedom" mean
more to you than "the regularity of the
office, the way it keeps you in line, the
way it pulls you together— then plan
your escape.

The authors say most people, when
quizzed on the subject, cite fear of
failure as the biggest roadblock to self-
employment. "When worrying about
your chances for success or falure" Bly
and Blake advise, "keep these points in
mind:

» "According to Dun & Bradstreet 95
percent of small-business failures are
caused by poor management. Be a
good manager and you dramatically
reduce the risk of failure.

» "Many people leap into a business
without giving it much thought or plan-
ning. These are the people who fail.
Analyze the market, come up with a
strong idea, plan your business
thoroughly, and you will improve your
chances for success.

* "In Chapter One, we said that failure
is simply atemporary setback on the
road to success. Just because things go
wrong doesn't mean you can't work to
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improve them. Too many would-be en-
trepreneurs give up too early.

¢ The figures on small-business
failures are somewhat misleading. Many
small companies go out of business
because the owners want to close, not
because they have to.

¢ "Not every business idea remains

to make your profit while you can and
then move on to something else.

¢ "Success can be measured according
to yardsticks other than money. If you
are happy, enjoy what your are doing,
and make enough money to satisfy your
material needs, you are successful. Not
being a millionaire does not signify

profitable forever. Sometimes it's smart  failure”

Don't change with the times...

change before
the times. J

In two new videos from Britannica,
Dr. Rosabeth Moss Kanter, author of the bestselling book The Change Masters:
Innovation for Productivity in the American Corporation, tells you why the most
productive companies are those that use innovation to keep a step ahead of change.

Dr. Kanter introduces the principles
behind "change master" people and
organizations and identifiesthe seven in-
gredients that determine their success.

Rosabeth M oss Kanter
The Change Mastery Understanding the
Theory (29 minutes)

Rosabeth M oss Kanter
Change Master Companies: Putting the
Theory into Action (42 minutes)

Dr. Kanter explains how three major
American companies - Hewlett-Packard,
Security Pacific Bank, and The Stanley
Works — have implemented change
master concepts to compete more effec-
tively in their ever changing marketplaces.

These videos will show you how your
business can create aworking environment that encourages innovation and increases
productivity. So be ahead of the times: call or write today for more information about
these important new programs.

Call toll free 800/554-6970

(in Michigan, call collect 313/693-4232)
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Other fears noted include the fear
that self-employment will ruin your
resume, that "Youll never be able to get
ajob again," that you won't be able to
meet your bills, and that "No one will
hire you." The authors answer, respec-
tively: "Who cares about resumes?"
"Youll get more (and better) offersthan
ever before," "There may be tough
times, but overall, you'll prosper,” and
"Youll get plenty of work."

Blake and Bly obviously are op-
timists, but this is precisely the mind-
set you need to cultivate to succeed at
self-employment. Remember the old
saying: "If you think you'll fail or if you
think you'll succeed, you're right." Babe
Ruth was for years both the home-run
and strike-out king of baseball.

Out on Your Own sounds like a pep
rally but should be thought of as a
primer for the kind of encouragement
budding entrepreneurs will have to pro-
vide for themselves once they are in
business. On those terms it fulfillsits
function. Beyond that level the self-
employed will need to consult books
that zero-in on their particular types of
businesses.

Family business counseling

More surprising than the percentage
of the economy taken up by small
businesses are the statistics showing
that families own 95 percent of all U.S.
businesses, accounting for one-half of
al wages paid. But family-owned
businesses are anything but stable. John
L. Ward, author of Keepingthe Family
Business Healthy, observes that "The dy-
ing family business so permeates our
business culture that it has become
legendary.

"Only 13 percent of successful family
businesses last through the third
generation. Less than two-thirds sur-
vive the second generation. And, as in-
dicated by other studies, fewer than 5
percent of dl business ever started ac-
tually become family businesses
through appointment of a successor
from the next generation."

Ward sets himself the task of ident-
ifying and explaining the one factor that
can increase that 5 percent figure: plan-
ning. Insights he believes will guide
families in keeping the business in the
family arise from "three propositions
about business behavior and perfor-
mance: 1. Most businesses follow
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predictable, evolutionary life cycles.

2. It ispossible to learn a great deal
from the experiences of other businesses
and families. 3. The culture of the
family business—its leadership and its
organization—influences the achieve-
ments of the business far more than

any other factor."

Ward believes that the family
business, for dl its problems, is the
backbone not only of the economy but
of the culture. For Ward "the ultimate

management challenge" is to keep "the
family business healthy into the next
generation and beyond, while bringing
it to new heights of sales and profit.
Few things are more rewarding than
that. And in the end, nothing will
strengthen the family more."
Chock-full of charts, graphs, and ap-
pendices, Keeping the Family Business
Healthy will appeal to those seeking

" For thepast three
years, United Gas
PipeLinehas been
changing, becoming
more efficient and
effective. One of the
reasonsis aresult-

oriented empl oyee devel opment program
called Tner eaging Personal Effectivenesgh v

Rebecca Rodriguez, Employee Development Specialist
United Gas Pipe Line Company

Increasing Personal Effectiveness™
a program for non-supervisory cler-
ical and technical employees, has
a proven track record of increasing
productivity in some of America's
best companies. Companies like
IBM, Caterpillar, Exxon, Virginia
Power, Liberty Mutual, Sears, and
Gillette.

Users of the program have

documented:

e 100% increase in work unit
productivity

¢ 75% decrease in employee
complaints

e 32% increase in self-
perception of ability to
perform in specific areas

¢ Up to 21% increases in
specific, desired behaviors.

Employees learn critical skills.
Increasing Personal Effective-
ness™ teaches your employees six
critical self-management and inter-
personal skills to use in daily work
performance-in interactions with
co-workers, customers, and mana-
gers. The skill modules, interactive
learning activities, and content are
designed and sequenced to cause

lasting behavior and attitude change.
(Changes observed and measured
by managers of participants.)

A complete, ready-to-use
package.

Increasing Personal Effective-
ness™ isa complete, ready-to-use
training program. No additional
investment of your time or money
for trainer certification isrequired.
The complete Leader's Guide trains
your facilitators (trainers or non-
trainers). Videos, teaching aids,
and detailed participant materials
make teaching and learning easy.
Program materials include tools
for securing management support,
aiding skill transfer, and measur-
ing results. A three-day workshop
or six half-day segments can be
scheduled to meet your needs.
Call today. (713) 524-2982.

Learn how Increasing Personal
Effectiveness™ can increase effi-
ciency and productivity in your
organization.

Employee
. Devel opment
tie Systems, Inc.

3730 Kirby Drive, Suite 415 « Houston, Texas 77098-3913 « 713/524-2982
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something beyond the cliches that have
grown up around one of our oldest in-
stitutions. But the book's structure
should be even more interesting, for
Ward devotes as much attention to
what makes families tick as he does to
the inner workings of businesses.
"Since our research suggests that atten-
tion to the family is at least as impor-
tant as attention to the business, we
have aso uniquely applied the tech-
niques of formal strategic planning to
thefamily.

"Thus, family strategic planning
e "provides broad business education
for the entire family
» "fosters an articulated commitment
to keeping the company in the family
¢ "provides the opportunity to develop
a family vision for the future
¢ "identifies key business issues the
family must address through programs
to achieve its objectives
¢ "integrates the next generation of
owners and leaders into the family vi-
sion, while simultaneously developing
their effectivenessfor implementing
future business strategies."

Ward accomplishes the above goals in
depth. But the author's sociological
bent manifests itself in his rhetoric;
hence, his book will be more intelligible
to consultants advising family
businesses than to the families
themselves. There is nothing wrong
with this, except that it tends to limit
his audience. If Outon Your Own errs on
the side o glibness, Keeping the Family
Business falls short when it sounds like a
college textbook. If we have learned
anything in the era of Naisbett,
Drucker, and Peters, it is that
businesspeople like their prose middle
brow, at best.

Out on Your Own. 208 pp. New York:
John Wiley & Sons, Inc.
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Keeping the Family Business Healthy. 266
pp. San Francisco: Jossey-Bass
Publishers.
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"Bookshelf iswritten by Robert Hove. Send
inquiries and booksJbr consideration to:
Bookshelf Training & Development

Journal, 1630 Duke &., Box 1443, Alexan-
dria, VA 22313.
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