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There were several conflicting headlines in a national electronic

publication in the summer of 2005 (TechRepublic.com).
They included:

HP (Hewlett-Packard) to Slash About 14,500 Jobs
No Magic Answer to Tech Worker Shortage (an interview with

Bill Gates)
Study; Not All Entry-Level IT Work Headed Off-Shore

Holy cow! Which headline is true? The answer is all of them!
Employment within Corporate America has become a revolving door,
people come in, people go out. It’s actually been that way since the late
1980’s. There is a significant group in the workforce who hasn’t been
in professional employment long enough to have been through this pat-
tern. In my many years as a technical recruiter I know first hand about
recruiting for a company that is downsizing. What the organization is
doing is releasing those that don’t fit the company’s needs and bringing
in more appropriate new hires.

This is reality and it’s here to stay. So, what can the workforce
do to survive or better yet succeed in this climate? The overall
solution again lies in one’s ability to adapt and be proactive in their
employability.

BASIC STEPS

� Shift your loyalties to your job not your employer
� Prepare to work in new ways (flexibility)
� Hold yourself accountable for the Me issues
� Become a relationship builder
� Discover savings (be a value added resource)
� Be able to adapt to new performance measures
� Get used to stretching yourself (continuous professional growth)
� Be able to adapt to new situations
� View your employer as your customer
� Become successful in the organizations communication network

(both formal and informal)
� Life-long learning is a habit, not a necessary evil
� Learn how to achieve and win

This looks like a lot of work to tackle (as if you don’t have
enough to do). Well, it is. But, you have to get started. Let’s break
these items down and prioritize them based on what you’ve already
accomplished.

Shifting Your Loyalties
As a career coach or a recruiter I often heard from released workers

“But, I gave them the best years of my life.” Well, that was a mistake.
You never give that much of yourself to any employer, no matter how
good the company or job is. You need to invest in yourself more. You
will actually be more beneficial to that employer. Give appropriate
energy to your job. You are being paid to fulfill specific needs.
Achieving this goal will make you valuable to any company or man-
ager. You will begin to build in flexibility.

Prepare to Work in New Ways
An employee who is flexible and not resistant to change takes

less effort. Managers hire and keep staff that makes their jobs, thus
their lives easier. This is not an easy task. Some changes are not log-
ical, some actually cause more work and some are extreme and take
more time and effort. Make sure that you are clear on the expecta-
tions to avoid failures or false starts. This will use more of your
energy than necessary.

Hold Yourself Accountable for the “Me” Issues
You have to; no one else will. Manage your own morale, but have a

good support system. I often recommend forming or joining a
Mastermind Group. This is a group of 6-8 people who are committed
to helping themselves and others succeed. They can be objective, main-
tain positive energy and no one is your competitor. The purpose of the
group is mutual, objective support for change and improvement.
Improving quality of life is the ultimate goal.

Become a Relationship Builder
It’s not what you know or who you know. It’s who knows what

you know! Never view relationships as a way to use people to get
ahead. That can be destructive. The relationships must be in a win-
win scenario. Make sure that the right people know who you are
and what you can contribute. Become a valuable resource for oth-
ers. Internal movement within an organization (upward or lateral)
will improve your employment stability. This goes right to the
next area.

Discover Savings and be a “Value Added” Resource 
What are you saving? Companies are always looking at ways to save

time and money. These are the major factors for offshore outsourcing.
This has also lead to a trial and error approach for many organizations.
This is part of the revolving door cycle. If you have developed value
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added skills you are more useful to your manager and will be safer in
the employment arena.

Adapt to New Performance Measures
New management, new ownership, reorganization, new

systems/processes, etc.; these are just some of the reasons changes
occur here. Always keep your own documentation as to your achieve-
ments. A back up is necessary for flawed systems. Always make sure
that you are clear on the outcomes expectations and get it in writing.
Many organizations are doing more with less. This of course can lead
to burnout, poor performance or inadequate outcomes. Cover these
areas in your relationship building activities. 

Get Used to Stretching Yourself
Never stop advancing yourself professionally. Look at personal

enrichment, not just technical abilities. The three areas that employers
seek strengths in are: technical proficiency, interpersonal communica-
tion abilities (written and verbal) and a “sense of the business.”
Progression in all of these areas is necessary.

Be Able to Adapt to New Situations
This will often precede adapting to new performance measures.

However, a word of caution here; sometimes the “decision makers” for
change are not the “end users.” You could run into a management dis-
connect, therefore increasing the chance of failure. Proceed to give it
your all, but maintain documentation of efforts and results in case of
failure. Another important factor is how a manager or organization
deals with failure.

View Your Employer as Your Customer
This goes back to the basic premise that I apply: Adopt the mindset

of the self-employed. In a global economy we are all essentially self-
employed or as it’s stated “employment at will.” Today’s workforce has
few rights. You will actually do a better job if you see your peers, asso-
ciates and manager as your customers. Customer satisfaction is your
goal. But, remember, as with the self-employed, you do have the right
to fire a customer. Ethics, unreasonable demands and return on invest-
ments are top considerations as to maintaining a successful relationship.

Become Successful in the Organization’s
Communications Network

We all know that there are two networks, formal and informal (the
grapevine, a.k.a, gossip). You want to be active in the formal network.
One of the first warning signs of one’s demise is being left out of the
formal communication loop. As to the grapevine, pay attention to it, but
minimize your participation. Clarify any areas with your manager to
get accurate information.

Life-Long Learning Becomes a Habit
The shelf life of newly acquired skills is getting shorter as time

passes. In the late 1990’s a person with a degree could be current for 3-
5 years. That time period went to 18 months in the early 2000’s. Again,
an additional degree is not always the answer. Skill training is the key.
Make sure that you have the desired blend of skills. Distance learning
avenues are beneficial, but don’t overlook the traditional classroom set-
ting. Directly connecting with people can never be replaced with tech-
nology. Remember, you want technology to make your job better, not
replace you in that job!

Learn How to Achieve and Win
Strive for win-win situations. Both the group and the individual win.

Long term success will follow this process. The days of the good little
worker bee are gone. When you achieve let the right people know it and
be gracious. When you help the right people out success will follow.

For many this seems like a demanding task. It can be if you’re start-
ing from scratch. Hopefully many readers have achieved some areas
already and will merely complete and/or build upon the others. If you
are starting from square one, choose the area(s) that are manageable for
you. You may need to experience success in small steps until risk tak-
ing becomes more comfortable. Many should start at developing a
Mastermind Group. This will support you in your efforts will all of the
other categories.

NaSPA member Kathy Bornheimer is the owner of K.B. & Associates and
is the author of The Street Smart Approach to Job Search. She has over 20
years experience in recruitment and career coaching.
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