Hiring
Personnel  is a matter for argument, a subject about which there is much disagreement, and all to often, a nightmare.  You look for and expect honesty, loyalty, dedication and hard work, giving the boss that extra mile.  Before going further, one thing must be emphasized:  EMPLOYEES ARE NOT YOUR FRIENDS.  Never socialize.  That needs to be repeated – NEVER SOCIALIZE!  Never have them over to your home, or lend them your truck, or bend company rules like granting vacation time before it has accrued NO MATTER WHAT THEIR STORY!  Be nice, be friendly, but never be a friend.  They either play to your drum or they’re out.  On this point you must be firm.  The word spreads if you give one a favor.  Before you know it they ALL expect it, and in fact, demand the same.

In reality….

Honesty – forget it.  Human nature is what it is!  ALERT.  Watch your phone bill.  Your phone system should record calls made from each individual phone.  A former employee ran up personal long distance calls of over $200 a month!  Notice, I said “former”   Sorry – no second chance to be fleeced!

Loyalty – how quickly they jump ship, taking your clients with them.  

Dedication – oh yes, for themselves, when they start their own business and compete against you, stealing clients in the process and all the while smearing your good name.  Once your reputation is damaged, there aren’t enough band-aids to stop the hemorrhaging.  They’re dedicated all right!
Hard work – that’s a new word for taking 3 hours of work and expanding it to fill an entire day.  You can’t afford creative irresponsibility.

So what do you do?  How do you find the good ones?  That’s where Columbia Financial comes in.  Our experienced professionals who have dealt with these issues, can offer solutions and save you more than just tremendous headaches.

1) We will establish policies on how to attract good employees, develop screening process and point out pit-falls that often trap employers.

2) The interview.  Years and years ago many companies would sit with a prospective employee, review their application and chat about their background and how it may compliment the job being offered.  So much of the process was “gut feelings” about the person who emanated warm fuzzy feelings, and was more than likely hired.  Employers didn’t always have their guard up like now over concerns with EEOC and other organizations who serve and protect.  Today, prospective employees have perfected their craft and all too often take advantage of the system, and now the process is more at arms length.  Taking a wrong step, even if inadvertent, can have painful financial consequences.
Remember, you only deal with money!  Any red flags justify denial of consideration for the position.

Now that you’ve made your choice, call and offer the job, and if accepted, agree on a start date.  If they decline, it probably is because of your “90 day rule”.  It is the biggest fact, the most important fact of the process and will do wonders to your ultimate hiring success.  AND, more importantly, save your company a lot of money!

The Program, Compensation, Job Description

For General Office Staff, Non-Sales

Non-Executive Level

Where do you begin?

Job Description, Details, Orientation:  Walk them through the office to meet everyone and make them feel welcome.  Then, spend time with their counterpart to get more familiar with the assignments.  Monitoring must be frequent and on going.

Pay Raises:  So, is the job market competitive?  About 40% of employees change jobs every year.  Their annual income isn’t usually the main reason.  We will show you the reality of the work force and how the relationship between you and the employee can be serendipitous after all.
Vacation:  First year, second year, third and subsequent years?  What is usual and customary?  What isn’t?  At what rate do vacation days accrue?

Sick Days:  It all depends on how much abuse you can stand.  Consider hospital days instead.  What would be a good formula?  Alternatives?

Sales Persons Compensation
And what is the game plan?  Source of leads?  What to say when calling?  Letters confirming the conversation and follow-up calls?  We provide all of this information along with samples which you can modify to suit your style and then implement them into your system.  For our International clients, these can almost always be prepared in their language.

Control:  If you have several sales marketers, how do they know who the others are calling?  When should they stop calling them?  Under what circumstances should another sales rep take over?

ALERT:  Once a prospect becomes a client, who then is assigned the job of client maintenance?  This is a very big and important subject.  And, oh the pitfalls….beware!

Handling The Money!
Only an owner should keep the books!  Now that you have been forewarned, deviate only at your own peril.  Put that rule in CONCRETE.

Last But Not Least
Columbia Financial International offers consulting services both nationally and internationally to businesses in the area of Revenue Recovery.  Specifically, our focus is:

· How to become more profitable

Face it, sales is hard work!  Endless cold calling, rejection, prospecting, and timely follow-up.  It’s a tough job.  Sales people have to be made for it.  If they don’t cut the mustard, they have probably picked a wrong career choice, and at your expense.  Your better side, that soft side, will want to 

keep carrying them another 30 days, then another 30 days, and still another 30 days.  What’s wrong with you???  I thought you were smart business owner.  You forgot “smart” instead of concentrating on “business”
We’ll show you what it takes to make a successful sales person.  How to push the right buttons and when to say “sorry, time to move on”.  After all, you aren’t the poor man’s bank willing to throw money out the window, or are you?  Those in your sales department who are successful should be compensated based on income they generate.  It has nothing to do with the volume of business they bring in.  Only the collectibility.  Don’t pay for bad paper.  After years of trial and error, we will present a commission formula to satisfy you and your sales team.  It’s so simple.  The sales person will know immediately that they will get paid for results.  For some, it’s easy.  They are results-oriented by nature and know what it takes to succeed.  You will quickly recognize those who aren’t.

Prospecting, Telephone Script, Call Monitoring
Be clear, right up front, that sales is NOT a 9 to 5 job.  If they think otherwise, move on.  If that is not their modus operandi after being hired, go over the game plan.  After that it’s up to them if they stay.  This is why they are motivated by commission.  REMEMBER, YOU HIRE AMBITION – NOT JUST A PERSON.  You have to think like them, like their mind-set.  Make sure they know the routine.
