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“Hmmm,” you are thinking, “ That young man just
hired for thenew I T position can’t be aday over
twenty.” Probably so---the Millennials, the new kids
on the block--- hit the ground running and have
aready infiltrated corporate America. Ready or not,
herethey come! The Millennials are savvy in many
ways, but especialy so when it comesto getting the
most out of electronic technology. While many older
workers are just becoming comfortable with sending
and receiving emails, this “electronically leashed”
generation is aready doing the same only with the
latest Palm Pilot wizardry. How each generation
handles email isjust asmall part of alarger
quandary: With four generationsin the workforce,
numerous questions arise beginning with the
interview process and continuing with the
management, retention and motivation of each group.
Each of the four generation brings a different set of
needs, wants, values, attitudes and abilitiesto the
table. Itisimportant to understand what drives each
of these groups.

Firgt, let’s define these groups. The oldest workers
are the Traditionalists born anywhere from 1900 to
1945. World wars, the depression, Joe Louis and
Franklin D. Roosevelt defined their world. Their
value to a corporation can best be described with the
adjective: loya. Many of usfit into the Baby
Boomer generation being born somewhere between
1946 and 1964. We were influenced by John F.
Kennedy, Richard Nixon, Martin Luther King, Jr.,
and the Beatles, and are as diversein thinking and
acting as were those who influenced us. Boomers are
optimistic, filled with theideathat anything is
possible.

Those born between 1965 and 1980, the Generation
Xers, identify with Beavis and Butt-Head, Dennis
Rodman and Madonna; real heroes are almost
nonexistent in this period. Thisgroup likes accessto
decisionmakers, so you can never over-communicate
withthem. They are more culturally diverse than the
previous generation and can think in global terms.
The Millennias, born between 1981 and 1999, can
relate to the Backstreet Boys and Tinky Winky, but
more so to the latest technology and media events.
Four groups; each shaped by different times, people,
events and changes.

There was a time when diversity in business included
race, ethnicity or sex. Today, with the entrance of the
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Millennialsin the 9 to 5 scene, diversity also includes
thinking styles, educationa background, geographic
location, lifestyles, and sexua orientation along with
work experience. So, if you areinvolved in human
resourcestraining, for example, there are several things
you can do to resolve those “ clash points” which are
certain to occur among the generations.

When performing multigenerational training, itis
important to put each generation on an equal level that
you control by creating an environment that meets each
style. It'sagood ideato remember that Traditionalists
do not enjoy role-playing, but need to be encouraged
early oninthe session to being involved. Boomers
prefer an environment in which it is okay to disagree,
while Xers prefer apotpourri of activities and exercises.
Millennials want to seek their own solutions using a
speed-o-meter along with afun -odometer. How do you
perform thismiracle?

For the Traditionalists, you will want to supply them
with an agenda so they will know how to dress and what
to expect during the training session. Make certain to
provide them with a well-organized participant
workbook that includes plenty of resources and
referencesfor follow-up. You will aso want to include
some video support training in the program. Boomers
will benefit from the behavioral values and training
components that use case studies situationsin which
they can identify problems and then suggest solutions.
Don’t forget to reward them with plenty of prizes; even
the Traditionalists will appreciate prizes, asthey will
usually give them to someone elsc. The Xersprefer
experientia exercisesin which they learn, individualy
or within ateam, by their own personal experiences.
Millennials expect training to be quick, fun and want to
rely on their own resources. Therefore, competitive
training games such as “Business Jeopardy” or a Grand
National Drag Race in which they would design, build,
market and compete, would more than meet their needs.
They need plenty of opportunity to move around.

Lastly, make high use of new technology with plenty of
color and graphics; that means no boring overheads.
The Boomers, Xers and Millennials will appreciate the
latest training aids, while the Traditiondists' curiosity
will be piqued. If, at the end of your training session, a
Millennia says, “You are phat,” don’t be dlarmed; that's
the new generation’ sway of saying, “Y ou’re cool.”

Have fun aseach group bringsits own challenges and
rewardsto thetraining process.
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CEl'sPreferred Providers

Lisa Baird is president of DMI Productions, LLC and one of “ A leader is someone you chose

the most creative, energetic and enthusiastic people with
whom | have ever had the privilege of working. DMI tofollowtoa place you would

Productions is a one-stop event planning and productions not go by yourself.”

company that offers one of the most customized event Joel Barker
planning in the world of special events. Recently, DMI .

designed and orchestrated the Tyco 2002 Hobart Grand International Consultant
National Dragster Road Race. In the words of the plant
manager, “I've been through training in the military and in
corporate America, and this is the most awesome training
experience | have ever experienced. | can hardly wait

until next year. COmI ng Up N
We, here at CEl, are pleased with our association with Lisa ..
Baird and DMI Productions and look forward to working with Trammg for Success
them again. You can contact Lisa at www.dmievents.com or January 15-17, 2002
email her at dlbaird@mindspring.com DMI will be happy to 8:30 a.m. to 5:00 p.m.
customize a unique event meeting or training session for Hampton Inn
your organization that will meet your budget and time Peachtree City, GA
schedule.
Day 1 & 2: $858.00
Day 3: $429.00
All Three Days:
$1195.00
ADVICE FROM THE EDGE
For more

Many of my clients, associates and business acquaintances
often ask this question: “What can | do to keep my customers loyal
to my organization?” The following suggestions usually work for me:

information, call
770-487-6460 or
visit our website.

Stay in touch, either by phone, snail mail or email. As an

example, we just sent the “Good to Great” book summary to

many of our long-standing clients.

2. Remember to say, “thank you”.

3. Keep your customers abreast of all the new products
and/or services you offer.

4. Have a “real” person answer the phone whenever possible.

5. Always give them more than they expect.

6. If you promise something, give them fair warning if it is i
going to be late.

7. Treat each customer as if he/she is the most important client

you have.

Competitive Edge, Inc. (770) 487-6460 www.competitiveedgeinc.com




The Inner Circle

TTI Performance
Systems, Ltd.
Managing for

Success Reports

Maximum
Potential, Inc.

Inscape Publishing
Employee & Personal
Development
Assessments

SalesMax and
Select Products

Life Associates
Values & Performance
Management Systems
Products & Services

Success
Performance Solutions
CriteriaOne
TotalView & FirstView

CEl
Preferred

Brain Technologies, Inc.
Personal Development
Assessments &

Resources

Dr. David M. Warburton

Researcher

DMI
Event & Meeting

Planning

James P. Cecil Company
Nurture Marketing

Expert

Drew Suiter

WebMaster

Judy, and her staff, in coordination with her Strategic Partnersin the United Statesand her international connectionsin United
Kingdom, Portugal, Hungary and the Netherlands successfully design and conduct training programs both nationally and
internationally.

WHAT JUDY RECOMMENDS:

Meet on Common Ground: Speaking Up For Respect In The Workplace: Thisvideo (formatted in six timely realistic vignettes) provides
practica skills that your employees can use to create and maintain arespectful and inclusive workplace. Because this product focuses on
understanding and communication, this program teaches your employees how to recognize and respond to any situation with professionalism
and respect. Great for usein training on: Diversity Awareness, Communication, Teamwork, Orientation, Harassment & Discrimination,
Conflict Resolution and Coaching & Mentoring. Provided by Trainer’s Toolchest, LLC (1-877-288-6657, www.trainerstool chest.com).

It'sThelLaw: Thel egal Side Of Management: M anagerstoday are expected to do more than just supervise daily work activity. We are
legally obligated to understand and enforce Company policies and procedures to reduce the chance of discrimination and lawsuits. Thisvideo
uses avariety of workplace scenarios to explain that taking critical precautions coupled with a clear understanding of the law will minimize
employment discrimination and maximize equal employment opportunity. It's The Law covers: ADA, Discrimination & Harassment,
Recruiting & Hiring, Progressive Discipline & Termination and FMLA. Also provided by Trainer’s Toolchest, LLC .

Competitive Edge, Inc. (770) 487-6460 www.competitiveedgeinc.com




“ Some succeed because they are
destined to, but most succeed
because they are deter mined to.”

- Unknown

WHAT COMPETITIVE EDGE OFFERS OUR CLIENTS...

In each issue of the Competitive Edge Newdletter, we will highlight one of the products or services offered by our
company. This month, the focusison CEI’s Team Effectiveness Process, a program we can customize to meet
your organization’s objectives and time frame. Recently, we witnessed the overwhelming efforts and amazing

results of teamwork in the coal mines of Pennsylvania. The success of what could have resulted in another tragedy
was because both groups, in the mines and aboveground, worked tirelessly and unselfishly bringing about a
successful rescue. There was no one mgjor hero in this rescue mission; the victory belongs to teamwork. Both teams
shared one of the major characteristics of teamwork which Renis Likert of the Ingtitute for Social Research at the
University of Michigan identified: The members and leaders have a high degree of confidence and trust in each other.
Ininterview after interview with the rescued miners, each one has identified that particular characteristic as being the
key to their survival.

We, at Competitive Edge, hope that your organization will never have to experience such an event; however, we
have aTeam Effectiveness Process that will definitely bring about greater cohesiveness, increased trust and a sense
of shared commitment among your employees. Here are some of the results of arecent Team Effectiveness Process
program provided to one of our clients |leadership teams.

January 2001 January 2002 January 2001 January 2002
50%
Mutual 90%
Trust 100% Respect
10%
50% 42%
50%
Effective Team 90%
L eader ship 100% Fir st
10%
50%58% .
L egend:
Knowing - Agree
—gtal‘ce}'ll’] (?[theés, > Don’t Know
Weaknesses o - Disagree

33%

Tel: 770-487-6460 Fax: 770-487-2919

Competitive Edge, I nc.
P.O. Box 2418
207 Kentwood Drive
Peachtree City, GA 30269

“Choose not what is easiest or

most expedient. Choose what is
true, what is right, and you’ll be
making the best choice for your
life.”

E-mail: judy@competitiveedgeinc.com
www.competitiveedgeinc.com

- Ralph Marston
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