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This aptly amplified the comment from a CEO whom | met recently at a conference and he candidly
continued “This has long been overdue and whilst it has caused, and will continue to cause, major
disruption it will unquestionably result in affirmative action in some, but regrettably few,

boardrooms”. It reminded me of a linked question that | asked Ho Kwon Ping, Executive
Chairman of The Banyan Tree Group — “We continually hear after/during the unfolding of
a particular tragedy that we must learn from this so it doesn’t happen again. Do you
think people will actually learn from this given its scale and scope?”

is answer was fascinating. “I

have studied all the bubbles

since the year 1600 and to date
there has been 622 of them so don’t hold
your breathe about people learning.”

Plenty has been written about this crisis,
“unprecedented” has to be the most popular
word used to describe the current crisis by
almost everyone, yet when | talk to senior
managers, media, clients and the like a large
number, whilst acknowledging the situation
is serious, see it as a clear opportunity to
start re-equipping and re-skilling NOW for
the upturn when it comes, and it will come.
The issue is no crystal ball is big enough or
clear enough to give us all a date!

The main point is this. Too many :
companies are being forced, albeit
privately, to admit they have been
complacent, they haven’t walked, talked
and lived the vision, have paid lip service
to the talent they have and the customers
they serve and generally believed their
own rhetoric. As the title of this article
suggests this crisis has positive overtures
if approached in the right mind set.

Make no mistake, however you want to
dress this up the affirmative action to be
undertaken is a “Change or Transformation
Programme” Whether you succeed or fail
will depend on how well you communicate,
coach and engage with your people at
every level.

Just to add fuel to the fire the stats on
“Change Programmers” make for chilling
reading. Approx 66% of these programmes
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globally fail according to research, but that
is no excuse not to try.

So what sort of things are companies
of all shape and sizes proactively getting
on with out there and believe me they are
actively doing things?

Of course there is arbitrary cost
cutting as usual however there are
companies who are taking the axe just to
those areas where the cost cutting will
not impact the acquisition and retention
of your talent and clients, your number 1
and 2 assets respectively.

This crisis will unquestionably challenge
the depth and strength of relationships and
the payback from multi-million dollar CRM
systems said payback has been the subject
of various academic investigation.

Is there a false sense of security in
knowing/understanding what skills, strengths
and competencies are really evident in the

boardroom and at senior management

level? Intuition will say “no we are fine we
really know my people” yet science can and
continues to provide compelling challenges
to this statement. Companies are discovering
that the top executive teams need a make
over of skills to move to the next level —want
to step up to the plate on this?

What is happening in the sales force?
Have you actually got people who will sell?
Have you got them in the right roles to
deliver the sales strategy? Do the figures
tell you all you need to know? | can tell you
from our research and the tools we use the
answer to those four questions is “I don’t
know;, | don’t know, | don’t know and | don’t
know. There are over 450+ companies | know
of right now who are tackling the questions
above, and many more, in developing their
sales forces — an intelligent move. What are
you doing with your sales force?







