) according
Zonducted for

by Savitz Research
&omns, Dallas,

e 199% study surveyed 860
indomly selected incentive
purchase decision makers
nationwide. About 47 percent
of respondents said their current
incentive or reward program
budgets fnereased over the
previous year, Hall expected
another increase for 2000 and
23 pereent of respondents who
don't currently use incentives
said they probably or definirely
will over the next two years,

Feeling Cheated
More than half the LS.
workforce feels cheated by
employers, says workplace
scholar and attorney Stephen
Pollan, author of Turning No
Intp Yes.

Pollan’s surveyof 101 Sadults
revedls that adult Amercans feel
cheatedbecause they're notpaid
comparable wages o others in
their industry, 23 percent; they
receive inadequate vacition
time, 16 percent; they reeeive
inadequate or no retirement
savings, 16 percent; and they're
not paid for overtime worked,
13 percent.

Pollan snvs these and other
workplace problems can be
overcome by taking these sieps.

1. Determine what is really
the problenm.

2. Tackle one problem af 2
time.

3. Focus on facts, not feelings.

4, Becomie an expert.

5. Create an atmosphere of
trust.

6. Tum no into ves.

e rise in

Ry Matt Arnoeld,

L oday's fTaterbusiness environment
requires wore ad hoc teams ol special-
ists to accomplish varfous tasks. These
specialistg are expested 1o function
effectively together as a wam, To en-
sure success in the group environ-
ment, it's imporant for managers o
understaind something about the dy-
namics of group communication,

The bull’s-eye of group communi-
cation, based on the work of Dr, John
Craganand D, David Weight, authors
of Communricittion fn Small Groups:

Theory, Process, Skidls, represents the
ultimate desired outcomes of group
mteraction. Ultimately these ontcomes
ean be reduced w four major catego-
ries: productivity, quality, consensus

Group communication hull’'s-eve
model, based on the work of authors
John Cragan and David Wright,

and member satisfaction. Successful
work groups balance alt four outcomes
and don’t focus on just one, These
sroups réalize, atenther 3 conscious of
an unconscious level, that the out

Ever-Changing Electronics
Remain Strong Motivators

By Barry C. Hana
Incentive Concepts

mxﬁsna technology has moved
such a rapid pace that homes across
America now boast not just one rehi-
able color welevision, but as many as
three or four of varyving size screens.
Mot one radin, but one in every room,
Not one stereo systam, but several—
especially i teenagers nhabit the
house.  Not one owoff switch and

tuner, but a palm-sized music center

that commuands fout independent in-
put sources throughout the home, pa-
o and pool. Thanks to space-age
miniatusization, ne more big, bulky,
ugly speakers, but cube speakers,
which fit nicely in the open palm of
your hand.

Popular Rewards
Dan Craig ol Keystone Incentives
in Norton, Mass., summarizes why he

Jill Harsington, Society of tngentive & Travel Exacutives » Paul Sheridan, CiBase ne. » Thomas Oavenpart, Towers Perrin s
* tan Percy, lan Percy Comp. » Staphon Maselko, Mamien ) jonal tng. © Julle Acclardo, Hingd Incantives
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Elecrronic products like this home theater sysiem

by Bose appeal to a wide varieny of emplovees,

PERFORMANCE IMPROVEMENT.

thinks electronics are so
popular for rewards and
recognition.

“i{t's really quite
simple.” says Craig,
“First, electronics fit all
demographics —young,
old, rale, female, all in-
come levels,

“Second, electronics i
a broad field with nu-
merous offerings such as
SIre0s, Components, ra-
dins, televisions, CDs,
DVDs inall shapes, sizes

Cantinued on puge 20

comes of the bull's-eye are not muty-
ally exclusive.

The outcomes of group communi-
cation are best viewed as polarities o
manage and to keep tn balance, The
benefits of dedication 1o productivity,
for example, don’t necessarnily have to
come a1 the cost of quality, consensus
or member satisfaction. However,
these outcomes need to be balanced
and managed (o reip maximum re
sults from cach of the four outcomes.
Sometimesa concession mustbe made
to quality or consensus for the sake of

Caontinued on page 27

Will Incentives
Exist In The
21 Century?

By Wendy Molfatt

0382233 have been using
incentive programs for decades to
reward their best workers, but will
such programs retain their popu-
larity in the 2 century?

Several factors are prompting
this analysis.

Workplace Changes
Traditional workplace structures
are giving way to accommodate
new business realities, such as
telecommuting, smaller office
staffs and merger and acquisition
frenzy,
Will incentive programs work
Continurd on page 20

Donna Towle, Cantinontal Alrtnas
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Making The Most

Contimed from page 19
productivity,

How do group members hit the
bull's-eve and realize the benefits of
the four outcomes? They talk.

Four types of group talk drive the
desired outcomes represented in the
bull's-eye. They are team-building
talk, trust-building talk, role talk and
problem-solving talk, Each type of
talk should be viewed as cqual on the
bull’s-eye. I you don't pay enough
attention to one or more of the types of
talk, you will drift off target and not
realize the full potential of the group
outcomnmes,

Looking at cach type of talk that
needs to be accounted for i group
settings, we can start with team-build-
ing talk, This type of communication
focuses on developing group norms,
group traditions or a “we-ness” (o the
group. Team-building tlk rmses the
group’s collective consciousness and
begins 1o produce group motivation,
group identification and team pride.

Trust-building wlk reduces uncer-
tatnty among group members, There
are slages of self-disclosure and self-
monitoring that occur. When you're
firstina group, youdon'ttell the other
members everything about yourselll
Instead you begin with sufe mforni-
tion such as your basic demographics.

When team members divulge too
much information too quickly, they
risk erading the cohestveness of the
group. Effective work groupsareable
to balance task talk and social 1alk,
which is the ability to get things done
and have fun deing il.

Role tatk is the communication sur-
rounding roles and responsibilitics of
the group. [t's imporant for group
members to have role flexibility and w
avoidroleruts, ICs been said that ideal
groups are leaderless. It's worth not-
ing that this is not leadership-less;
rather, itsimply means that the role of
leaderrotates ina way that is harmoni-
ous in reaching the four outcomes.

Cragan, professor of group com-
munication at Ilinois State Uni-
versity, says thereare five major group
roles that need to be accounted for in
effective problem-solving teams--
task leader, social-cmotional leader,
tension-releaser, central negative and
information provider.

The fask leader drives the comple-
tions of necessary dutics and is the
captain of the team. The social-cmo-
tional leader is the nurturer of the
group and also typically serves as the
lieutenant to the task leader.

The tension-releaser is the one whoe
knows the appropriate level of humor
for that particular group and keeps
things from getting too serious. The
central negative is the devil’s advo-
cate of the group and makes sure the
group docsn’t come 0 Consensus oo

HUMAN CAPITAL « APRIL/MAY 2000

quickly or suffer from “groupthink.”

The information provideris the sub-
Ject matter expert for the task at hand
and provides the appropriate mforma-
tion for the group to make high-qual-
iy decisions,

Probleni-solving talk is the commu-
nication that focuses on how to step
through meetings and other problem-
solving tasks. This type of talk should
be an agreed upon structe, devel-
oped at times when the groap is not
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ermotional or frustrated.

For groups to realize the desired
benefits of collaboration and team-
work, they must make sure they’re
balancing the four types of group talk.
In turn, these types of alk will help to
balance and leverage the desired out-
comes of productivity, quality, con-
sensus and member satisfiction.

By keeping group talk in balance, a
group <an stay on target and it the
bolP’s-eye of group communication,

significantly improving the perfor-
any

mance of employecs in
corporation. ¢

Muatt Aritoldisa
senior consultant
and communica-
tien specialist for

know yvou naeded.

M CARLPNSEREROTEIL L RNy
wwrid Righargiggr.cradrele S marristi tew

Inciudes 2veryithing veu
need

and things vou didn'e

A

Adion3
e P

1 Noptay Package,
sod. et ¢ Marrieat

rif wa bave whit € Lags

rirg Ergomne thars Ad o

b b

LSS STEGLES B
get elmrratan chad oo Corrglens Nee
s of todiy'n mpetings

srre e ok

T

RIDGE

ALE LR

£ armatl Covermaos Corrns

Bovicred 41 st from downtowen { hloape
THER Somarsball Drise Loske, Hlasete 60332

EEALRARE YRS

Citcle Reader No. 168

PAGE 21



