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We hear the phrases all the
time: “That’s not my job.”
“I can’t help you; talk to

my boss.” “That’s just how we do
things around here.” “Someone else
was supposed to do that.” These are
the warning signs of organizational
indifference.
Organizational indifference occurs

when employees no longer care about
the company’s success. They’re sim-
ply working for a pay-
check, doing only what it
takes to not get fired, and
not looking for opportu-
nities that will help the
organization thrive.
Unfortunately, organiza-
tional indifference exists
in companies of all sizes
and in all industries. It affects the bot-
tom line. No one is immune.
How much organizational indiffer-

ence exists among the clients of your
EAP? What percent of employees
come to work just to get a paycheck
or to add the organization to their
resume? Ten percent? Twenty-five?
Seventy-five? No matter what percent
you perceive, the reality is usually
much greater. When you consider the
labor costs involved in recruiting, hir-
ing, training and benefits, do you real-
ly want even one organizationally
indifferent person on your team?
When you help your clients get rid

of organizational indifference,
employees are eager to express new

ideas and genuinely want to help
clients. They are excited to come to
work because they know their contri-
butions matter and they have a defi-
nite purpose in the organization. As a
result, customers enjoy doing busi-
ness with the company, thus increas-
ing revenue and profitability. 
Additionally, operating expenses

and turnover decrease as employees
take a more active role in the compa-

ny.
Productivity
soars as
each
employee
strives to
make a posi-
tive impact
on the bot-

tom line.
It’s possible to overcome organiza-

tional indifference and transform peo-
ple into a unified workforce with an
entrepreneurial spirit that sustains
focused effort, flexibility, and the
willingness to seize new opportuni-
ties. To analyze the indifference scale
and begin to fill any gaps that exist,
ask clients to rate how well employ-
ees perform each of the following
tasks.
Communicate the organization’s

vision— The company’s vision is
more than words on paper. It’s a lofty
goal of where you want the company
to be and how you want the commu-
nity to perceive the organization.

While business owners and executives
usually know and strive to uphold the
firm’s vision, other employees typi-
cally only have a vague idea of the
vision and do not fully grasp its
importance. This is unfortunate,
because if you want a unified, entre-
preneurial spirit to take hold, the team
must understand and believe the
vision. Employees can only operate at
their best when they have a reason to
do so.

When employees know and
embrace the vision, they’ll have a
newfound purpose for their everyday
responsibilities. They will have a
sense of the “big picture” and will be
able to understand how their actions,
routine as they may be, contribute to
the greater goal. Studies show that
people want to do their best; they
want to excel, to be involved, and to
take an active leadership role in their
job. However, they can only do that
when they believe that their contribu-
tions matter and they see value in
their actions.
Use technology effectively—

Most employees know how to use
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various computer programs; however,
many of those people could reduce
the amount of time they spend on
their tasks if they simply knew the
productivity skills for the specific
technology. The fact is, no matter how
much is invested in technology and
no matter how many training sessions
employees attend, managers and
supervisors will never know if
employees are using technology
effectively unless their performance is
measured. Questions to be considered
include, “How effective is technology
training?” “Do employees really get
their tasks done in the shortest
amount of time?” Most company
leaders find that employees actually
have little understanding of the skills
that would increase their productivity
and make their work better. The more
proficient employees are with the
technology available, the more capa-
ble they’ll be to serve customers and
create results.

Routinely give praise and recog-
nition— For an organization to
thrive and for employees to feel val-
ued, there must be a company-wide
environment of praise and recogni-
tion. An ideal situation is one in
which management praises and recog-
nizes employees and employees also
commend and recognize each other
and their superiors. Any type of team
endeavor is enhanced when people
approve, praise, and encourage each
other’s efforts. Conversely, when
team members have a negative view
toward each other, then the team typi-
cally falls apart.
In order to create an environment

like this, CEOs and managers need to
lead by example. Have you praised or
recognized any employees in the last
week? Do employees know what is
expected of them? Do employees
have opportunities to learn and grow?
If you answered “no” to any of these
questions, then you need to give
greater attention to praise and recog-
nition efforts. Establish ways in which

this can occur, such as in company
newsletters, postings on bulletin
boards, or even with hand-written
thank you notes. Show employees
they’re valued and they in turn will
value the company.
Know when employees have the

authority to act on behalf of the orga-
nization. Many executives talk about
empowering employees, but when it
comes time for them to exert their
authority in a situation, they quickly
learn that empowerment does not
exist. That’s because too many people
in management fail to realize that
empowerment is more than assigning
authority; rather, empowerment is a
three-fold process that builds trust
between employees and the corpora-
tion.
First, when employees are empow-

ered, they know precisely how much
latitude they have in any given situa-
tion. They don’t have to second-guess
themselves when they make decisions
because managers have detailed what
each person can do. Second, when
empowered employees have reached
the limit of their authority, they know
the steps to take to find out additional
information or to make suggestions.
Finally, empowered employees are

not afraid to think outside the box or
offer ideas because they know they
have management’s support and that
superiors want their input. They feel
that the company values their ideas
and they strive to devise new ways to
help the organization perform better.
Remember that empowerment is a
two-way street: It’s a shared responsi-
bility between employees and man-
agers that instills trust in everyone.
Proven results— When employ-

ees know what the organization is
about, how to use technology effec-
tively, how to instill motivation, and
what their empowerment processes
are, the groundwork is laid to elimi-
nate organizational indifference.
When employees care about the orga-
nization and are excited about their
work, they’ll solve more problems,
serve customers better, and contribute

to the company’s success — thus
increasing profits. It’s the combina-
tion of these factors that move the
organization forward and unifies peo-
ple with the entrepreneurial spirit that
leads to long-lasting results.  n

Linda Keefe is a speaker, trainer, and
CEO of Shared Results International, a
business focused on helping companies
achieve faster growth and higher pro-
ductivity. She is an expert on helping
companies overcome organizational
indifference, communication problems,
and technological deficiencies. Contact
her at 585-218-0610 or www.share-
dresults.com.
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more proteins and complex carbo-
hydrates into your diet, such as
whole-wheat flour or brown rice.
They won’t trigger highs and
lows, putting you on an even keel. 

Tip #3: Eat small meals.
Have six small meals
over the course of
the day instead of
three large ones.
When you
eat a big
meal in
one sitting, it
overwhelms your
body, causing it to work
harder to digest the food. With
smaller meals, your body doesn’t
have to work as hard.

Tip #4: Evaluate your lighting. Most
offices are lit with cool white flu-
orescent tubes, which have a terri-
ble effect on how people feel and
function at work. A better option
is full spectrum fluorescent tubes.
Studies have shown that full spec-
trum lighting provides many bene-
fits: headaches disappear and
afternoon fatigue declines, while
productivity levels actually rise.

By Jerry Teplitz, JD, Ph.D.

If you’re like two-thirds of thepopulation, you’ve experienced
the afternoon slump. You know

the feeling… it’s mid-afternoon and
you feel tired and drained and want
to call it a day. While you still plug
away at your work, you often find
that you are not as productive as you
need to be. You’ve hit the afternoon
slump. 
This drop in energy is not all in

your head. It is a physiological
response from your body.
Fortunately, you can employ methods
to reduce the slump’s frequency and
shorten its duration. Some methods
work solely on an individual level,
while others require a company-wide
initiative. Using these tips will
replace the afternoon slump with
increased productivity.

Tip #1: Drink your water. Even if
you are simply working behind a
desk all day, your body still uses
water. Don’t wait until you feel
thirsty. By that time you are
already dehydrated, which can
impair physical and mental func-
tioning. Drink a minimum of eight
glasses of water a day, more if
you are physically active. Don’t
fool yourself into thinking any
type of liquid counts toward your
water intake. Coffee or cola dehy-
drate you and worsen the slump. 

Tip #2: Avoid sugar and simple car-
bohydrates. While a candy bar
snack may give you a quick sugar
rush, in the long run it actually
worsens the slump. Your body
doesn’t know when you’ve
stopped eating the candy, so it
drops you down into a low blood
sugar level by taking too much
sugar out of your body. This is
why people who rely on sugar for
energy have highs and lows
throughout the day. Incorporate

Tip #5: Take walking breaks.
Walking gets your blood circulat-
ing, helps you breathe better, and
stimulates your brain. Take a five
or 10-minute walk. If pressed for
time, run up and down the stairs
for two minutes. That will give
you the same benefits in half
the time. 

Tip #6: Meditate.
Meditation is great for reju-
venating your body. Each
time you meditate, you’ll feel

like you just took a six-hour
nap. Meditating for 15 to 20 min-
utes twice a day will keep you
continually energized. Even a
quick five minutes can immediate-
ly re-energize you. 

Tip #7: Take your vitamins. Several
vitamins have an energizing affect
on your body, such as B-complex
and Ginseng, so take them every
day. You get the maximum benefit
from vitamins when you divide
your dose throughout the day and
take them with a meal. 

Tips to Prevent The Afternoon SlumpTips to Prevent The Afternoon Slump

“I Need To Make A Change
To My Subscription!”

“I Need To Make A Change
To My Subscription!”

Hey, we know things change. You move. You land a new job. You
decide to sail off to Tahiti. Whatever the change, you’ll want to con-
tact us today so that we can update our records accordingly.

Contact Us Anytime You Want To...Contact Us Anytime You Want To...
v Change your name or mailing address
v Change or add phone number or e-mail
v Renew, start or cancel a subscription
v Check the status of your subscription
vWe appreciate any ideas or suggestions you may have

715-258-2448
Fax: 715-258-9048

E-mail:
danw@impact-publications.com

Just
phone,faxore-mailus...Justphone,faxore-mailus..

.

Tha
nk

yo
u for

your time and staying in touch
!

EMPLOYEE ASSISTANCE REPORT
p r a c t i c a l  s o l u t i o n s  f o r  p r o f e s s i o n a l s

continued on Page 7



Consumers Satisfied,
but too Many Aren’t
Getting Treatment

More than one in four
American adults has
received treatment for a

mental health problem in the past
two years, via talk therapy, med-
ication, or a combination of the
two, according to “Therapy in
America 2004”, a new Harris
Interactive® poll. This ground-
breaking survey is the first of its
kind to examine consumer trends
and attitudes in mental health
treatment.

Among the key findings:
• Mental health treatment has
become an important part of
American life. An estimated
27% of adults, or 59 million
people, have received treat-
ment in the past two years.
Of these, the majority reports
high levels of satisfaction,
regardless of the type of
treatment received.

• More than one in three who
need treatment are not getting
it. The leading barriers to
receiving care include cost,
lack of confidence that treat-
ment helps, and lack of health
insurance.

• An estimated 81% of those
with a treatment history
report taking a prescription
medication. About 47% have
used medication alone, 34%
have used drugs and psy-
chotherapy, and 19%
have received psy-
chotherapy only.

• Consumers lack key
information for
selecting a therapist.
Respondents seeking
a therapist make
their choice based
on physician recom-
mendations, their health
plan’s network and geograph-
ic considerations, with little
opportunity to learn in
advance about the therapist’s
personal style or listening
skills — the factors identified

as being most associated with
successful therapy.

Those Receiving Treatment Are
Overwhelmingly Satisfied
• In the last two years, 27% of
the general adult population
has either seen a mental
health professional for thera-
py or taken a prescription
medication for a personal,
emotional or mental health
problem.

• 80% of those who have
received treatment have
found it effective.

• 85% report that they are sat-
isfied with treatment, and
more than half (54%) are
either very or extremely satis-
fied.

• Women are disproportionate-
ly represented among those
likely to have needed treat-
ment (making up 58% of the
total), as well as among those
who have received it.  Of the
group that has received treat-
ment, women make up 63%,
versus 37% for men.

• Almost half of those sur-
veyed (49%) know someone
who has been in treatment,
and almost two-thirds (61%)
say they do not view the
choice to receive therapy as a
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Health Trends

Mental Health Treatment

“More than one in three who
need treatment are not getting it.
The leading barriers to receiving
care include cost, lack of confi-
dence that treatment helps, and
lack of health insurance.”



sign of character weakness.
• Almost four out of five
(79%) respondents believe
that if a co-worker were in
therapy it would make no dif-
ference in his/her ability to
do the job. Only 7% of
respondents say it would
actually make the co-worker
better able to do their job.

• 40% of adults think that their
parents would have benefited
from therapy.

Many People Who Need
Treatment Are Not Getting It
While the majority of

Americans are familiar with men-
tal health treatment — either
through their own experience or
that of a family member or friend
— a sizable number of those who
appear to have needed treatment
have not received care. These peo-

ple are doubtful about the efficacy
of treatment, stymied by cost, or
concerned about stigma.
• Among those who have need-
ed mental health treatment
but not gotten it, the top rea-
sons given for not receiving it
were cost and doubt about its
efficacy. About 39% report
that it is too expensive, 35%
say that their problems have
not been serious enough to
warrant professional atten-
tion, 32% do not think treat-
ment would help, and 26%
cite concern about lack of
insurance coverage.

• Stigma inhibits some respon-
dents from getting needed
care: the fear that therapy
would go on their “record” is
mentioned by 22%, and the
concern that friends or family
could find out is mentioned
by 19%. Men cite such con-
cerns more often than
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Web Watch at Work Change Your Attitude
http://www.bookstore.entrepreneur-
shipbooks.us/n_0694522848.htm
This site contains a link to order
Stop Whining — And Start
Winning: Recharging People, Re-
Igniting Passion, and Pumping Up
Profits by Frank Pacetta. The
book is a motivational road-map
to combating corporate apathy,
lost talent, and poor results.
Pacetta offers ideas that can be
put into immediate effect so as to
show immediate results.
Entrepreneurship articles are also
offered.

http://www.strategicconnections.c
om/info_links.htm
This site offers information how
to change management, communi-
cate change, build trust, conduct
strategic planning and surveys,
and more. Links to articles, books,
and tools are available.

http://www.landmarkeducation.co
m/display_content.jsp?top=21&mi
d=80&bottom=124&siteObjectID
=380
Why is there resistance to change
in organizations? A detailed article
delves into theories, discussion
and implications.

http://www.briannorris.com/arti-
cles/overcomenegativity.html
Read Overcoming Negativity in
the Workplace by Brian Norris.
The site also offers links to con-
sulting, mentoring, seminars and
others.

http://www.s4potential.com/ser-
vices/resilience.asp
Is your organization anticipating
or presently experiencing signifi-
cant change? This site can help

develop your capacity to anger
and hostility, resignation and apa-
thy, and more.

www.sharedresults.com
Assess your organization. Help
people use technology. Find out
about keynotes and seminars, and
more.
http://www.nysaenet.org/events_e
du/staff_inst.cfm
The Staff & Human Resources
Management Institute addresses
the challenging issues facing asso-
ciation and not-for-profit profes-
sionals in the management of their
most important resource - their
staff. Gain insight into what it
takes to develop a shared vision.
Learn motivational techniques to
boost staff morale and deal with
organizational indifference.

women.
• More than half (52%) of the
general adult population
believes that it is somewhat
or very difficult to access
mental health treatment.

• Approximately 37% of all
insured respondents are
unsure of whether their health
insurance covers mental
health care.  n

The study was conducted earlier this
year using a nationwide phone survey
of 501 adults and a follow-up online
survey of 1,731 people known to have
needed or received treatment.
Psychology Today, its online Therapy
Directory, and PacifiCare Behavioral
Health, a national behavioral health
care organization, were its sponsors.
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Many businesses and sales-
people need to change the
way they pursue leads,

states a leading business consultant.
There are two reasons that sales-

people avoid honest conversations
with potential clients, according to
Kim DeMotte, consultant and
author of The Positive Power of
NO: how that little word you love to
hate can make or break your busi-
ness. First, it’s hard work. Waiting
for people to call you is a lot easier
than calling them. Calling the peo-
ple you already know is more com-
fortable. The second reason is fear
— being afraid of hearing “no.”
“Many companies build a culture

around avoiding rejection,” says
DeMotte. “The irony is that no is
not a four-letter word; it’s a power-
ful, time-saving, profit-generating
business tool. When companies
realize this truth, they invariably
switch their small-meshed net for a
custom-designed one and start
putting themselves in front of
potential clients. Then they find
they don’t catch just any fish that
happen to swim by at the right time.
Minnows and small fish actually
pass right through the mesh, con-
serving time and valuable resources.
The fish caught in the appropriate
mesh will be big, fat, profitable
ones.”
So how do salespeople go from

an using an anything-goes approach
and start catching fish that are actu-
ally good for the business? DeMotte
offers several suggestions:
1. Explore the psychology of saying

no. Do you take no as a personal

rejection, a value judgment
on who you are as an individual?
Are you afraid that business is so
scarce that you can’t tell a poten-
tial client no? Such soul-search-
ing can help you reject faulty
psychological assumptions and
more clearly define strengths and
which markets you’re really suit-
ed to serve.

2. Pick up the phone. Get on the
phone and have real conversa-
tions with potential clients.
Either someone needs what
you’re selling or they don’t.
Period. Trying to manipulate
prospects into saying yes or
convince them they need you
when they don’t is very ineffi-
cient. If you’re destined to hear
a no, find out fast, and then
move on.

3. Define your company’s targets.
Being prepared to hear no isn’t
enough. You must also be able
to say it to prospects that aren’t
right for you.  n

Using a more courageous (rather
than passive) sales method — estab-
lishing open dialogue with
prospects and disqualifying people,
who aren’t good matches, frees up
staff to concentrate on the prospects
that will really benefit the company.
Kim DeMotte is the founder and manag-
ing partner of “Power of NO TM,” a St.
Louis-based firm that specializes in
improving corporate sales and manage-
ment effectiveness. He can be reached at
kim@powerofNO.com;
www.powerofNO.com. “The Positive
Power of NO” is available at bookstores
nationwide or call 800-929-3811.

• Adapting To Change
• De-Cluttering Your
Office
• Business Ethics

UPCOMING EAR FEATURES...

Workplace Violence: A Training Program for
Employees is a comprehensive, "user friendly"
prevention and resource guide for Employee
Assistance Program (EAP) counselors, human
resource professionals, union stewards, and others
interested in training employees on this topic. 

Workplace Violence is a total training package —
• 21 pages of trainer notes;
• 11 overheads that are also included on CD-Rom for a
Power Point presentation;

• 8 handouts, including factors and controls check list,
incident report, and violence policy samples.

Workplace Violence identifies and explains in detail
four categories of workplace violence:

• Criminal intent;
• Customer/client;
• Worker-on-worker, and;
• Personal relationship incidents.

Participants who complete training should gain a better
understanding of:

• Impacts of violence in the workplace;
• Identifying workplace violence;
• How to recognize and report potentially dangerous
situations;
•Ways to prevent and/or diffuse volatile situations,
and;
• Responding to an incident.

Workplace Violence was designed by Beth
Milanowski, MS, CEAP

Workplace Violence costs $224 for Employee
Assistance Resource Network (EARN) members and
$249 for non-members. 

For a risk-free 30-day trial call 715-258-2448 and
mention the code: EAR0704

Pro-Tool

MARKETING MATTERS

Are You Fishing
for Business with
the Wrong Net?
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Tip #8: Listen to some music. Music
can energize you, but choose care-
fully. Hard rock can make you feel
jittery. Find some music you enjoy.

Tip # 9: Take time to breathe and
stretch. By doing some breathing
exercises during the day, you’ll get
a lot more fresh air into your sys-
tem, your cells, and your brain.
Breathe in and out slowly three to
six times. Also do some mid-
morning and mid-morning stretch-
es to increase blood flow and
stimulate the lymphatic system. 

Tip #10: Handle negativity. Negative
people can have a draining effect.
Conversely, if you spend the day
surrounded by positive people and
images, you can feel energized by
them. If negative people surround
you at work, make a conscious
effort to remain positive. 

No one enjoys feeling tired and
drained. So incorporate these tips into
your workday and encourage others to
do the same. When you do, you can
turn the mid-afternoon hours into a
time of increased productivity. And
when you feel better at the end of the
day, you will have the energy to enjoy
your evening.  n

Jerry V. Teplitz, JD, PhD, is the author of
a number of books including, “Managing
Your Stress: How To Relax and Enjoy,
Switched-On Living” and “Brain Gym
for Business.” Teplitz serves as a consul-
tant on management, leadership, sales,
and personal development issues, spe-
cializing in showing people how they can
become more positive, energized, focused
and effective. He holds master’s and doc-
torate degrees in holistic health sciences
from Columbia Pacific University.
Contact him at 1-800-77-RELAX (1-800
777-3529) or go to www.Teplitz.com.

With gas topping $2 a gallon in many
areas of the country, many drivers are ask-
ing how they can get better fuel mileage
and save some money. Here are some ideas:
• Carpool or, if you live in an area
with mass transit, take the bus.
You’ll save everyday wear and tear
on your car, too.
• Avoid unnecessary trips to the office.
Do you drive to work five times a
week because it’s something you’ve
always done, or could you alter your
schedule? For instance, could you
work four 10-hour days instead of five
8-hour days? Could you work from
home one day a week? Depending on
the commute, one less trip each week
could translate into substantial savings
over time.
• Does your job take you out of the
office much or part of the day? Are
you planning these trips wisely?
Combine your job-related tasks into

one trip whenever possible. A warmed-up
engine and catalyst improves fuel econo-
my and lowers air pollution. Try to avoid
rush-hour traffic.
• Only buy premium if your vehicle’s
owner manual calls for it. Most cars do
just fine with regular unleaded and its
always cheaper.
• Check your tires. Under-inflated tires mean
worse fuel economy, about 1% for every 3
pounds below recommended pressure.
• When’s the last time you’ve had a tune-
up? A poorly tuned engine burns more
fuel, so fuel economy will suffer. When
getting a tune-up, make sure your air filter
is clean, too.
• Drive slower. According to the Green
Book, a publication of the American
Council for an Energy-Efficient Economy
(ACEEE), driving mph instead of 75 mph
will lower your fuel economy by about
10%.

Additional source: American Automobile Association

Afternoon Slump continued from Page 3

EAR Conferences
• Society for Human Resource Management's
56th Annual Conference & Exposition

Date: June 27-30, 2004
Place: New Orleans, LA
Contact: Society for Human Resource
Management (SHRM), 703-548-3440;
shrm@shrm.org; www.shrm.org/conferences

• National Wellness Conference
Dates: July 10-15, 2004
Place: Stevens Point, WI
Contact: 800-243-8694

• “Women Across the Life Span: A National
Conference on Women, Addiction and
Recovery”

Dates: July 12-13, 2004
Place: Baltimore, MD
Contact: www.ncsacw.samhsa.gov

• Workshops for Trainers: Helping Trainers
Succeed 

Dates: July 13-15, 2004
Place: Washington, DC
Contact: Langevin Learning Services,
800-223-2209; www.langevin.com/career

• 25th Annual EAP Conference & Training
Institute

Dates: Sept. 15-16, 2004
Place: Dublin, Ireland
Contact: 353 + 51  855733;
eapinstitute@eircom.net  

• The Change Summit at Tahoe 
Dates: Oct. 6-8, 2004
Place: Carson City, NV
Contact:  Telephone: 888-889-8866; 
www.changecompanies.net

• Society for Human Resource Management
1st Strategic Leadership Conference 

Dates: Oct. 12-15, 2004
Place: Los Angeles, CA
Contact:  SHRM: 1-800-283-SHRM (U.S. only);
www.shrm.org/conferences

• American Association for the Treatment of
Opioid Dependence: 20th Anniversary
National Conference 

Dates: Oct. 16-20, 2004
Place: Orlando, FL
Contact: Talley Management Group,
856-423-7222, ext. 350; aatod@talley.com;
www.aatod.org

E-mail or fax upcoming events to 
Employee Assistance Report 

715-258-2448
E-mail: info@

impact-publications.com

Employee Assistance Report is published monthly. For subscription information contact: Employee Assistance Report, E3430 Mountain View Ln., P.O. Box 322,Waupaca, WI 54981. This
publication is designed to provide accurate and authoritative information in regard to the subject matter covered. It is sold with the understanding that the publisher is not engaged in render-
ing legal, accounting, or other professional services. If legal advice or other expert assistance is required, the services of a competent professional should be sought. (From a Declaration of
Principles jointly adopted by a committee of the American Bar Association and a Committee of Publishers.) Employee Assistance Report does not necessarily endorse any products or ser-
vices mentioned. No part of this newsletter may be reproduced in any form or by any means without written permission from the publisher, except for the inclusion of brief quotations in a
review which must credit Employee Assistance Report as the source, and include the publisher’s phone number, address, and subscription rate.

Cutting Costs at the Pump

Check out the complete listing of conferences on our website: www.impact-publications.com
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The following is an update on
discussions regarding the
recent merger between EAPA

and EASNA. The following are
some frequently asked questions
regarding the EAPA Infrastructure
Development Campaign.

Has EAPA’s financial condition
stabilized? Yes, thanks to the contin-
uing commitment of the staff and
board of directors to conservative
fiscal stewardship. EAPA is antici-
pating a positive FY2004 year-end
(6/30/04) surplus of  $60,000, as
compared to a FY2003 deficit of
over $189,000. This represents a
one-year positive turnaround of
almost $250,000.

Is this a one-time only request or
will it be repeated? This is a one-
time request for this specific project.
The infrastructure development is
necessary to improve the EAPA
office’s ability to track association
activities, member and chapter pay-
ments and communications. EAPA’s
current budget covers operating
activities, but not significant new
capital expenditures.

Are all funds to be spent on hard-
ware and software or will this fund
be invested to grow for future
needs? The funds are targeted for
specific hardware and software
needs that will be designed to pro-
vide future flexibility as EAPA
grows and as needs change. Any
savings, additional donations, etc.
will remain targeted for infrastruc-
ture needs.

Who will administer this fund
and serve as fiscal watchdog?
Current CEO (John Maynard) and
Director of Financial Operations
(Chris Drake) have the day-to-day
responsibility to administer the fund.
The oversight will be provided by
the Finance and Administration
Committee, headed by EAPA
Treasurer (Dave Worster). You can
be certain that the Board will contin-
ue to keep a close eye on this item
and all EAPA financial operations as
we continue to focus on our finan-

cial turnaround and long-term finan-
cial health.

How are current dues and mem-
bership fees designated toward capi-
tal growth? Current dues and fees
provide a portion of the annual rev-
enues that sustain current levels of
service. (The other major revenue
generators are the annual conference
and the CEAP certification.) Dues
and fees have increased only twice
in the past decade, and the increases
have been moderate, so this revenue
area has not kept pace with rising
expenses, nor does it provide for
capital investments or significant
new expenditures.

What other fundraising strategies
are in place to strengthen EAPA
International? First, EAPA will
maintain viability by practicing
responsible fiscal management and
conservative fiscal planning. We are
indeed following these principles, as
reflected in our new strategic plan

EAPA-EASNA FAQ’s:
Subscriber Extra!

“Lambert Award
Winners”

8Check out the
What’s New 

section on our website:
impact-publications.com

“According to membership
response, services have

improved and satisfaction has
increased. This continued
improvement must continue,
and it remains a priority for
our new CEO and our board.”

and in our 2004 financial turn-
around from the previous few years.
EAPA, as a U.S. 501(c)(3) organiza-
tion, has traditionally not taken
advantage of the opportunity (as do
many associations) to conduct fund
raising activities to support its work.
We will be looking at additional
opportunities to seek support for
future projects as well, including
public and private grants, corporate
donations, federal initiatives, etc.
During the past year service

complaints have decreased tremen-
dously, and according to member-
ship response, services have
improved and satisfaction has
increased. This continued improve-
ment must continue, and it remains
a priority for our new CEO and our
board.
Direct member service benefits

will result from the technology
improvements as obsolete computer
systems, databases and communica-
tions tools are replaced. EAPA has
experienced computer crashes that
cost significant staff time for recap-
turing data, backtracking communi-
cations between the office and
members, and similar delays. The
ability to purchase new equipment
and software will improve member-
ship response, financial manage-
ment, and data management and
allow for a more efficient use of
EAPA staff time.
As the request for supportive

funding attests, current revenues
cover operating costs at our current
level, but do not provide for infra-
structure improvements necessary
for further service upgrades, nor for
the type of new initiatives requested
by our membership. The goal of the
development campaign is to help
EAPA move effectively into the
future with a) improved services
and b) a coordinated campaign to
increase visibility for our profes-
sion.  n

Source: EAPA and E-MemberNews.
The new strategic plan is available
for  review at www.eap-
association.org.


