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Advances in technology and
increased Internet access are
enabling EA professionals

to develop new ways of providing
services to their clients. In fact,
online or Web-based services are
being viewed as a good way for
EAPs to increase utilization and
assist employees hesitant of using
traditional services.
“We have to consider the fact

that we’re living in an age of con-
sumerism,” states Jody Aronson,
Senior Vice President of Operations
with Cigna Behavioral Health.
“We’re getting a lot of inquiries
from people who want to contact
their EAP via the Internet. For many
people a phone call in which they’re
admitting they have a problem can
be a barrier. Online services can
help.”
On average, respondents to a

study conducted by Ceridian Corp.

and the University of Maryland—
Baltimore indicated four reasons for
visiting Ceridian’s LifeWorks Online
service. Saving time was a reason
for many, with nearly half (48%)
wanting immediate access to infor-
mation, with 28% citing that using
the site took less time than other
alternatives.
According to Aronson, employee

issues and concerns available online
run the gamut — everything from
something as simple as how to write
better emails to accessing informa-
tion about cancer.
Respondents to the Ceridian-

UMB study also revealed a wide
variety of reasons for visiting the
site. Retirement questions and con-
cerns, personal concerns — to mere-
ly exploring online resources —
were among reasons given for log-
ging on to the website.
Written responses included: “My

son’s girlfriend is
having a difficult
time coping with
a rape that
occurred six
months ago.”
Another, “ . . .
experiencing mar-
ital problems, and
I don’t know who
I can talk to about
this.” A third
wrote, “I am the
HR Coordinator

and wanted to check the site out so I
can better inform my employees.”
Parenting issues (33%) and

financial concerns (32%) were other
frequent reasons for visiting the
Ceridian site. Nearly a quarter of
respondents (23%) reported emo-
tional well-being as the issue that
brought them to the site. Addiction
and recovery issues (1.5%) were the
least cited, which may be due to the
nature of the disease and concerns
about confidentiality — even though
both Ceridian and Cigna state that
their sites are highly secure and con-
fidential.
People who do wish to take

advantage of online services have a
number of options, according to
Aronson. For example, an employee
may want to look into self-assess-
ment about their issue or concern, or
simply access referrals. “It (online
services) doesn’t preclude from face
to face (counseling), but it helps
them find education and resources.
For confidentiality, they can create a
log in and password. Really, they
can remain anonymous until they
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Reasons For Logging On To The Site

Variable # of Resp. %
• Company Benefit . . . . . . . . . . 413 86.6
• Specific Topic . . . . . . . . . . . . . 379 79.4
• Immediate Access . . . . . . . . . . 229 48.0
• Less Time . . . . . . . . . . . . . . . . 137 28.5
• Preferred Method . . . . . . . . . . 136 28.4
• Site Recommended . . . . . . . . . 92 19.3
• Less Expensive . . . . . . . . . . . . 88 18.4
• Surfing The Web . . . . . . . . . . . 62 13.0
• Concern Not Enough To
Warrant Face-To-Face Meeting 58 12.1



want face to face.”
In addition, Cigna recently began

Web coaching sessions for people
who wish to find out more about
substance abuse, depression and
stress. “People who are contemplat-
ing help but aren’t sure can submit
homework to a coach and receive
feedback,” Aronson says. “A pop-up
window may even appear to indicate
to the individual that the problem is
serious.”
Companies and organizations

that offer online EAP services are
seeing results. An overwhelming
majority of respondents to the
Ceridian-UMB study (92%) found
the Ceridian site either helpful or
extremely helpful, and 93% said
they were likely or extremely likely
to use the site again.

Questions Remain
While benefits are clearly emerg-

ing, as is often the case with new
technology, questions remain about
how best to use online EAP services. 
• Mental Health — Mental health
practitioners should recognize the
trend of clients seeking Web-based
services and respond with appro-
priate standards and guidelines to
ensure quality and confidentiality.
Companies must insist that
providers offer verification that
online referrals are of high quality
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EMPLOYEE ASSISTANCE REPORTand are not only licensed or regis-
tered within the states where they
are located, but also accredited by
appropriate child care or elder care
entities. Licensure credential facili-
ties, not programs. Without such
assurance, businesses may be vul-
nerable to liability concerns.
• EAP Field — As the business
world becomes increasingly glob-
al, so must the EAP field to meet
customer needs. Studies are uncov-
ering differences in gender, race
and salary that impact how and
why Web-based services are used
and need to be explored further.
For example, nearly half of
Ceridian site users reported having
a bachelor’s degree while 77%
reported being white.
• Employers — The UMB-Ceridian
study found that most users access
the site from work, a critical find-
ing that raises the issue of using
websites during work hours. EAPs
should discuss confidentiality
issues with their client companies
and help them develop policies
regarding confidentiality issues
and appropriate use of the site.
When an employer owns the hard-
ware, any personal information on
it is not confidential. Therefore, it
is critical that companies that
allow employees to access EAP
online services from the work-
place, provide some assurance that
employees who access information

will not have that
information
divulged.
•  Future
Research —
According to the
UMB-Ceridian
study, additional
research is need-
ed, such as:
What impact are
online services
having? How
does it compare
with face-to-face

Services Used During This Visit

Variable # of Resp. %
• Order Materials . . . . . . . . . . . . 160 33.5
• Self Assessment . . . . . . . . . . . . 121 25.4
• This Month’s Feature . . . . . . . . 86 18.0
• Child Care Locator . . . . . . . . . . 80 16.7
• Live Event . . . . . . . . . . . . . . . . 68 14.2
• E-mail Consultant . . . . . . . . . . . 44 9.2
• Subscribe Newsletter . . . . . . . . 44 9.2
• Elder Care Locator . . . . . . . . . . 38 8.0
• College Search . . . . . . . . . . . . . 33 6.9
• Paytrust . . . . . . . . . . . . . . . . . . 12 2.5

interaction? What are the
strengths and limitations of
such services? How can such
technology be used to better
reach individuals in need of
treatment or other services?

Further research should also
explore the variety of services offered
online, including moderated chat
rooms, email counseling, and instant
messaging sessions. Aronson agrees a
great deal more work needs to be
done. “We’re just scratching the sur-
face, electronically speaking.” n

A complete copy of the UMB-Ceridian
study is available by contacting Masi
Research Consultants, Washington, DC,
(202) 223-2399.
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that negotiating for such items, as
well as retirement benefits, bonus-
es, and paid time off, are high on
their lists. Not surprisingly, survey
results suggest that executives
have the best chance of negotiat-
ing benefits, including
bonuses/incentives, sign-on

bonuses, sev-
erance pack-
ages, and
others.
“One of

the most
important

roles that HR professionals play
within their organization is effec-
tively negotiating compensation
and benefits packages that will
attract the best talent,” says Susan
Meisinger, SHRM President and
CEO. “The better understanding
that a potential new hire has about
the negotiating process up front,
the more satisfied and invested
they’ll be in their new position

Many employees say
they’re comfortable
negotiating salary,

bonuses and/or benefits with
Human Resource professionals,
but they might be more successful
if they knew which aspects of a
compensation package are more
negotiable.
Approximately

90% of HR pro-
fessionals say
salaries are nego-
tiable, but only
78% of employees
report negotiating salary, accord-
ing to a new Society for Human
Resource Management (SHRM)
and CareerJournal.com survey of
418 HR professionals and 325
executives and job seekers.
Human Resource professionals

say they don’t have as much flexi-
bility as job seekers think when it
comes to offering more generous
bonus or benefits plans. Instead,
candidates would be better off
asking for an early salary review,
payment of relocation costs, flexi-
ble work schedules or extra paid
time off.

The top three aspects of com-
pensation that are negotiable,
according to HR professionals
are:
• Salary;
• Relocation costs; and
• Flexible work schedules.

The least negotiable are:
• Retirement benefits;
• Health care coverage; and
• Severance packages.

While younger employees
report rarely trying to negotiate
perks or severance packages, sur-
vey respondents 56 or older note

and in the organization.”
While employers are concerned

with offering competitive incen-
tives that will retain their top tal-
ent, many applicants are worried
about what will happen if they’re
fired. One quarter of all new hires
attempt to negotiate severance
packages before they accept job
offers, according to HR profes-
sionals who responded to the sur-
vey. Recruiters and compensation
consultants say severance pack-
ages are often an area of con-
tention during negotiations.
Finally, women are more likely

than men to negotiate family-
friendly benefits, such as flexible
work schedules, while men are
more prone to negotiate monetary
items like bonuses/incentives,
relocation costs, and stocks. n

Sources: Society for Human Resource
Management, CareerJournal.com

continued on Page 4

despite Competitive Job Market …
… There’s Still Room to Negotiate

“Approximately 90% of HR pro-
fessionals say salaries are nego-
tiable, but only 78% of employees
report negotiating salary.”

One of the most common
mistakes companies make
when they are trying to

boost their profits, is to try and get
new customers. Typically this
behavior is a reflection of their his-
tory. When they were new, they
probably had zero or just a few cus-
tomers. To survive, they had to get
more. Getting new customers made
sense.

Marketing

But sometimes acquiring new
customers is not the best strategy.
Studies by Cap Gemini and Gartner
Group have shown that, depending
on the industry, it costs 3-7 times
more money to acquire a new cus-
tomer than to get an existing cus-
tomer to make a new purchase.
The best profit-boosting oppor-

Boost Profits With
Four Simple Steps
By John Strelecky



Step #2 Inventory Your Offerings
Starting with your pillar cus-

tomers, take an inventory of all the
products and services that you cur-
rently provide. Rank them in order
of profitability. When all the offer-
ings have been identified, categorize
them from one to five. Ones should
be the 20% of the offerings that are
most profitable. Twos will be the
next 20%, on down to five, which
will be products and services in the
bottom 20% of profitability.  
Now comes the interesting part:

Create a grid with clients across the
top and offerings down the left side.
Arrange the clients in order of how
much they impact your bottom line.
The most important client should be
the first one, and the least important
client should be the last. For the
offerings, which are on the left side
of the grid, keep them in order of
most profitable to least profitable.  
When you have finished creating

the grid, go through each client and
put check marks on the products and
services you provide for them. This
is your profitability map.

Step #3 Attack the Gaps
Look at your pillars. How are

you doing in terms of providing your
full suite of offerings to them? Any
boxes without checks represent an
opportunity for you to solidify your
relationship. Start with the offerings
that are ranked one, and not being
used by your pillars, and focus on
getting those blanks filled in.
Now look at the rest of your

map. Where are the check marks?
Where are the gaps?  Every gap rep-
resents an opportunity to boost your
profits. Start with the more prof-
itable clients and try to fill in all the
ones and twos. Educate customers
about the additional products and
services you offer. Find out what
needs they have and identify ways
you can fill them. These efforts will
not only strengthen your relation-
ship, but it will also make them
more profitable clients for you.

Step #4 Learn From your
“Lovers”
As you implement step #3, take

another look at your graph. Find the
five customers who use the greatest
percentage of your products and ser-
vices. These are the customers who
just love what you do. They repre-
sent a tremendous learning opportu-
nity.   
There is some reason or reasons

that these customers love you so
much. If you can find out those rea-
sons, you can apply that knowledge
to the way you interact with the rest
of your customers. Perhaps a partic-
ular salesperson has figured out
something that is really working.
Maybe the account representative or
customer service contact is particu-
larly good. Whatever the reason is,
you need to know.  
Interview those “lovers” and

learn from them. If they say it is
because of a particular person in
your company, interview that person
and find out what they do that is
working so well. Apply what you’ve
learned to the way you interact with
other customers.
Most organizations acquire cus-

tomers by filling a single need. The
key to boosting profits is not to go
out and get more of those customers.
Find and strengthen your pillars so
that your organization is well sup-
ported, inventory your offerings, fill
the gaps, and learn from your
“lovers.” These four methods are the
way to boost profits.  n

John Strelecky is the author of “The
Why Are You Here Café” and a nation-
ally recognized speaker on the topic of
“Creating The Perfect Company.” A
graduate of Northwestern University’s
MBA program, he has served as a busi-
ness strategist for numerous Fortune
500 companies, and co-founded the
Business Philosophy practice at
Morningstar Consulting Group LLC. He
can be reached at www.whycafe.com or
call 407-342-418.
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Boost Profits continued from Page 3

tunities lie in optimizing the rela-
tionships you have with your exist-
ing customers. Here are four simple
steps to do just that.

Step #1 Find and Strengthen Your
Pillars
Do you know which five of your

customers contribute the most to
your bottom line each year?  Can
you name them off the top of your
head? Can the employees in your
company name them? If not, that is
a problem to be addressed, and
addressed quickly.  
Depending on the size of the

organization, a loss of any of the top
five customers can range from seri-
ous to catastrophic. These clients are
the pillars supporting your company.
Think of your business as a structure
sitting in the middle of shark-infest-
ed waters. Five pillars are arranged
in a circle and your business bal-
ances on top of them. What happens
if one or two of those pillars shrink?
What happens if one of them goes
away completely? 
Part of the key to optimizing

profits lies in securing your pillars.
If you look at the amount of time
your organization spends on cus-
tomer service, and break it down by
customer, would you find that your
“pillars” are the five customers who
get the most service?
Most likely they do not.

“Problem” customers usually com-
mand the most attention, followed
closely by efforts to get new cus-
tomers. Change that. Focus a pro-
portionate amount of attention on
customers based on how critical they
are to your business. Take the
resources being applied to the prob-
lem customers and focus them on
the pillars. Charge those people with
making your relationship with the
pillars so strong, that they will never
crumble. Challenge them to find
ways to help the pillars be success-
ful. Be a pillar to your pillars.  



There are at least seven deci-
sions every manager must
potentially make every day.

Each can make or break a compa-
ny. To achieve management lead-
ership excellence, every manager
should be prepared to make these
seven decisions at any time.

1. No matter how tough the deci-
sion decide, “the buck stops
here” — Don’t let history con-
trol your destiny. You are where
you are in life right now
because of your decisions. The
first step is to take responsibili-
ty for where you are — physi-
cally, mentally, emotionally, and
financially — and recognize
that your thoughts determine
your circumstances.

2. Decide “I will seek wisdom” —
When considering what to
change and what to give, decide
to “seek wisdom.” Seek friends
and mentors carefully and
become a servant to others —
you can transform your life
experience.

6. Even if people have hurt you in
the past or your pain is horri-
ble, decide to have a “forgiving
spirit.” By the simple act of
granting forgiveness, you
release the demons of the past,
which you can do nothing
about and create a new heart, a
new beginning.

7. No matter what missed oppor-
tunities happen because of your
or other people’s unwillingness
to follow through decide you
“will persist without excep-
tion.” Hold fast to your dreams
and stay the course, even in the
face of exhaustion, rejection,
and uncertainty.

Source: The seven decisions are taken
from “The Traveler’s Gift” by Andy
Andrews. Andy has also just released
“Timeless Wisdom”. Thomas Nelson,
Inc publishes “The Traveler’s Gift” in
Nashville. For more information, visit
www.andyandrews.com.
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3. No matter how normal or
extraordinary the situation
decide to be a “person of
action” — Becoming a person
of action — someone who
makes decisions and acts on
them quickly — will multiply
your efforts a hundredfold. You
can transform into an inspiring
leader with courage and bound-
less energy.

4. Even if people around you are
uncertain or mutiny is afoot,
stand your ground and decide
that you “have a decided
heart” — A wise man once
said, “A journey of a thousand
miles begins with a single
step.” With a decided heart,
your course is charted and your
destiny is assured.

5. Regardless how daunting or dis-
mal a situation may be, decide
that you will “choose to be
happy” — Happiness is a choice.
Happiness doesn’t float in and
out of life; it’s the result of spe-
cific thoughts and activities.

Manager Makes7Crucial decisions every

www.issa.org
Information Security Systems
Administration provides help on the lat-
est worms and viruses, survey results,
web-based discussion forums, and more.

https://www.isc2.org/cgi-bin/index.cgi
International Information Systems
Security Certification Consortium
(ISC)2 is the non-profit international
leader dedicated to training, qualifying
and certifying information security profes-
sionals worldwide.

http://www.ftc.gov/bcp/conline/edcams/inf
osecurity/
Federal Trade Commission created this
website for consumers and businesses as a
source of information about computer securi-
ty and safeguarding personal information.

Web Watch at Work (No Secrets Here) Pass the Word on These Sites
http://www.sans.org/
The SANS Institute is a cooperative
research and education organization that
offers computer security training for sys-
tem administrators, computer security pro-
fessionals, and network administrators.

http://www.infosecacademy.com/us/noflas
h.asp
InfoSec Academy offers critical courses,
services, customer service, trainings, and
more.

http://www.trusecure.com/
TruSecure is a leading provider of prod-
ucts and services designed to improve
security and reduce risks by helping orga-
nizations make better security decisions
and maximize the effectiveness of existing
security people, processes, and products.

http://www.fas.org/irp/wwwinfo.html
Information Warfare and Information
Security on the Web is a selective guide
to information warfare resources on the
Web, as well as a directory of points of
entry to related resources.

http://nsi.org/
The National Security Institute website
is a leading Internet resource for the secu-
rity professional, featuring industry and
product news, computer alerts, travel
advisories, a calendar of events, a directo-
ry of products and services, and access to
an extensive virtual security library.
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The art of
Letting Go
Making yourself
Dispensable Makes
Sense

By Joe John Duran CFA

If you want something doneright, do it yourself! We’ve all
heard this before, but could

this sage advice be costing a for-
tune? America is a hotbed of
entrepreneurship. About one mil-
lion new companies are formed
every year, most started by entre-
preneurs willing to put it all on
the line for a shot at a secure
financial freedom under their own
control. But that magic word
“control” comes at a price.
After interviewing dozens of

entrepreneurs in a broad range of
industries, I found that there is
one trait that business owners
share: conviction. They believe in
themselves or their business ideas
enough to put their wealth, reputa-
tions, and resources on the line in
order to build a company. And,
after risking so much, they are
reluctant to trust other people to
take over from them. And yet one
of the most important traits that
all successful entrepreneurs had to
learn in order to grow their com-
panies was the art of letting go.
Businessmen admit that learn-

ing to let go was tough, but that it
was a crucial component in build-
ing their companies. Following
are the three most important rea-
sons why entrepreneurs win when
they let go:

1. Increased focus brings
increased results. Many entre-
preneurs think that no one can
do certain things in their com-

pany as well as they can.
Business owners often dis-
count how important and bene-
ficial dedicated focus can be.
For example, “Werner”
thought that no one could sell
his investment products as well
as he could. Nonetheless, he
brought in a salesman who he
liked but whom he believed
was only half as good at sales
as he was. Sales still increased
significantly. This arrangement
was a success because Werner
spent less than a third of his
time selling while the new
salesman spent all of his time
selling. Even though the sales-
man might only have been half
as good as Werner, the fact that
he spent so much more time at
it meant that more sales
occurred. The benefits of hav-
ing a person focus on one area
of the business apply to every
area of the business.

2. Spend your time on more
important decisions, and you’ll
make more money. Since there
are a finite number of hours in
a day, knowing what your time
is worth is crucial. Giving
menial work to someone else
frees you up to focus on more
important matters. For exam-
ple, “Dave” runs a recruiting
firm. Before he hired an asso-
ciate to help him take care of
the small stuff, he spent half of
his day making copies, printing
documents, and taking care of
routine follow-up. Once he had
an assistant, he doubled his
revenue within six months.

3. The less important you are, the
more valuable your business.
This is counterintuitive for
most people. After all, most
entrepreneurs built a business
by their own sheer willpower,
and yet if the business is still

• Conflict Resolution
• Taking Time Off
• Curing Afternoon Slumps

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 —
complete with 21 pages of easy to follow trainer's
notes, 11 overhead transparencies and eight handouts,
including a factors and controls checklist and 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: EAR0604

Pro-Tool
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completely dependent on the
founder, then it is not transfer-
able to a new buyer and is not
very valuable. The opposite is
also true. If the business can
continue to operate on a day-to-
day basis without the owner’s
direct participation, then it will
be far more attractive to a
wider array of buyers and it
will be more valuable. This can
be demonstrated with a simple
example: Imagine you own a
barbershop and you have hun-
dreds of loyal customers. If
they love getting their hair cut
by only you, then what is the
business worth to someone
else? Obviously it’s not worth
much. However, if you had a
couple of barbers who worked
for you, then your departure
would probably not stop the
clients from coming in. This
gives your business a value. 

While letting go of some of
your daily tasks might be challeng-
ing, as long as you keep an eye on
things and make sure that your
standards and values are main-
tained, you will benefit immensely.
As one very successful entrepre-
neur shared, “When I learned to let
go, I spent more time doing what I
loved, I grew my business faster,
and eventually it became a lot
more valuable when I sold it.”
That’s a pretty good reason to
learn the art of letting go.  n

Written by Joe John Duran CFA,
author of Start it Sell it & Make a
Mint © John Wiley & Sons, June
2004. He’s based in Los Angeles. For
more entrepreneurial help, visit
www.startitsellit.com.

The Art continued from Page 6

EAR Conferences
• ASTD 2004: International Conference &
Exposition

Dates: May 20-22, 2004
Place: Washington, DC
Contact: 800-628-2783; www.astd.org

• The Family vs. Addiction 
Dates: June 4, 2004
Place: Garden City, NY
Contact: 800-240-5522; www.themeadows.org

• World Conference on Injury Prevention
and Safety Promotion

Dates: June 6-9, 2004
Place: Vienna, Austria, Europe
Contact:  www.sucidology.org

• Workshops for Trainers: Helping Trainers
Succeed

Dates: June 8-10, 2004
Place: Chicago, IL
Contact:  Langevin Learning Services, 800-223-
2209; www.langevin.com/career

• Boundaries and Ethics
Date: June 11, 2004
Place: Oconomowoc, WI
Contact: Rogers Memorial Hospital, 800-767-
4411, ext. 566;
www.rogersmemorialhospital.org/seminars.htm

• 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: September 15-16, 2004
Place: Dublin, Ireland
Contact:  353 + 51  855733; eapinstitute@eir-
com.net

E-mail or fax upcoming events 
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.

Subscribe to EA Report Now!
YES! Please start _____ or renew _____ my subscription to Employee
Assistance Report. If I’m not completely satisfied, I can cancel and receive a
refund for the remaining portion of the subscription.

All payments must be made in U.S. funds or
by check drawn on a U.S. bank.

Method of Payment:
o Organization’s check
o Personal check
o Purchase order
o Bill me
o Charge my: oMC  o Visa oAm. Express
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Credit card orders may call 715-258-2448.
Mail to: EA Report, PO Box 322,

Waupaca, WI 54981

o 3 years (36 issues) ...................$482.00
o 2 years (24 issues) ...................$340.00
o 1 year (12 issues).....................$189.00

___ Extra copies per month at $2 each, $24 per
year (e.g., 5 extra copies per month for 1 yr. =
$120 per year). Add to above rates.
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Stress on the job is nothing
new. However, recent events,
such as elevated terror levels

and a poor economic climate, have
exacerbated workplace stress.
Combine these with workforce
downsizing and even the most tem-
pered employee may feel extreme
workplace stress on occasion.
Recognizing and treating stress

is a complicated process. Everyone
has their own level of stress that
they manage on a daily basis. When
this level increases it can motivate
an employee to focus and be orga-
nized or it can lead to distractibility
and depression. 
Stress is also one of the leading

causes of illness in the workplace.
According to a survey by Integra in
2000:
• 62% of workers surveyed reported
work-related neck pain;
• 44% of workers surveyed reported
eye strain;
• 38% of workers complained of
hand pain;
• 34% of workers complained of
sleeping problems related to
stress, and
• 12% of workers admitted calling
in sick because of job stress.

Employers can minimize the
effects of stress on productivity by:
• Increasing natural light;
• Allowing frequent breaks;
• Addressing workplace issues, and
• Sponsoring an employee fitness
program.

Employees can reduce stress lev-
els in many ways, including:
• Learning relaxation and organiza-
tion techniques;
• Asking for help when needed; and 
• Participating in employee spon-
sored wellness programs.

Accommodation ideas to deal
with stress include:
• Using deep breathing exercises;
• Reducing distractions in the work
area;
• Taking a break;
• Using a picture of a relaxing place
(e.g., beach or hammock);
• Playing soothing music or envi-
ronmental sounds;
• Placing a small desk top aquarium
or a lava lamp in the work space;
and
• Using positive self talk.

For additional information on
stress and stress management tech-
niques:
http://www.mindtools.com/smpage.
html
http://www.nlm.nih.gov/medline-
plus/stress.html

http://www.stress.org/info.htm

For additional information, con-
tact the Job Accommodation
Network (JAN) at
http://www.jan.wvu.edu/english/con
tact.htm.

Ideas to Reduce Stress
By Kendra Duckworth, M.S.

The Blame Game
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