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Put the Right People

In the Right Job

If all you useto hireanew employeeisaresumeand an
interview, your chances of getting theright personintheright
job areone out of seven or 14% - not avery good batting
average. Thisapproach to hiring, however, isstill theonebeing
used today by most employers. According to arecent study,
only one-third of employersintheU.S. areusing any kind of
occupational testing. Two-thirdsare using resumesand inter-
viewsto maketheir final candidate selections. Anarticle
which appeared in HR Magazine, published by the Society for
Human Resources Management, several yearsago, tellsus
that this practicewasdevel oped in Englandin 1917. We have
been using this practicefor over 85 years. The obvious ques-
tionis: Isn'tit about timefor achange? The obviousanswer is
yes.

Let'stake alook at what you can add to the processto in-
creaseyour chances of getting theright personin theright job.
First of al you can add reference checks. You don’'t always
learn alot from areference check, but it doesgive you more
information and increasesyour chancesfor selecting theright
person. If you look at the chart aboveit raisesyour chancesto
26%. The second tool you can add is persondlity testing. This
adds some soft measuresto the hard measures (background,
training, experience, and education) found on theresume. By
doing thisyou increase your chancesto 38%. If you add
abilitiestesting, you raiseyour chances of getting theright
person to 54%. Now, if you add job interest testing, you raise
the bar to 66%. Finally, when you add job match testing to the
total process, you increase your chances of getting theright
personintheright jobto 75%. Thisisnot aperfect system.
However, I’ m surethat you will agreethat three out of four or
75% isamuch better batting average than the one out of four
we started with. Therefore, my suggestionto all employers,
both largeand small, isto add all of the elements shown above
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Data have been compiled from a variety of sources to estimate the significance of
each phase of the hiring process in the selection of people who will become
successful, competent, productive employees.

Sources: Professor Mike Smith, University of Manchester, August 1994; John
E. Hunger and Ronda F. Hunger, Validity and Utility of Alternative
Predictors of Job Performance, Psychological Bulletin, Vol. 96, No.
1, 1984, p. 90; Robert P. Tett, Douglas N. Jackson, and Mitchell
Rothstein, Personality Measures as Predictors of Job Performance: A
Meta-Analytical Review, Personnel Psychology, Winter 1991, P. 703.
Michigan State University's School of Business.

totheir hiring processto insurethat they get theright peoplein
theright job thefirst time.

Theflipsidetoal of thisis: “If you makeamistakein hiring,
and you recogni ze and rectify the mistake within six months,
the cost of replacing that employeeistwo and one-half times
the person’sannual salary.” Thisisaccordingto Dr. Pierre
Mornell in his book: 45 Effective Ways of Hiring Smart. In
other words, thewrong person earning $40,000 will cost your
company $100,000 after al issaid and done. And thisdoesn'’t
consider theemotional costs. Any way you look at it, hiring the
right personinthefirst placeisparamount.

Curt Marsolek is a Srategic Business Partner for Profiles
International, Inc-the fastest growing assessment company
in the industry. His own company ,CIJM & Associates,
specializes in occupational testing. He can be reached at
281-731-5092 or e-mail at cjmar @cjmarandassoc.com.
His web site is www.cjmandassoc.com.



Selecting a Computer Workstation

Businesstoday requiresa
computer! Accounting
books, email communica-
tions, internet research, and
contact management areall
businessfunctionsthat
' regquireacomputer system.
Indeed, | can’timagine how
’ L businesswasdone before
theadvent of PCs. Sothe
selection of apersona
computer isamajor decision
that can havefar-reaching
ramificationsonyour busi-
NESS SUCCESS.

Itisvery easy todrowninal thetechnical jargon and choices
that face ustoday. Processor speeds, RAM, CD-RW, DVD,
wirelessor cabled networking... thelist goesonand on! A
perusa of newspaper adsor mail-order catalogswill typically
generatemore questionsthan answers. .. unlessyou havea
plan!

Asacomputer purchasing agent for Conoco/DuPont, | often
had executivescometo mewith listsof configurationsfor their
new computers. “ Thisspeed cpu... thismuch RAM.... the
hard drivemust bethisbig!” They weredevel oping these
specificationsfromwhat wasavailable... not fromwhat they
needed.

It'seasy tolook at acatalog or store shelf, and decide that
thebest computer isthefastest oneavailable, but thistype of
decison-making leadstowaste. You' || spend moremoney for
lessreturn on your investment. Or you' || focus on one aspect
of the computer, and neglect the othersthat would benefit you
more.

Here' sasimple methodol ogy abusiness owner can usewhen
selecting anew computer system:

 Evauatethesoftwar eyou currently run, and
determineyour hardware minimumsand optimums

 Evduateyour stuation and determineyour compuit-
ing style(i.e., mobile computing or desktop-based)

» Evauateyour data-stor age needs, current and
future, and set your minimumsfrom that

 Evauateyour infor mation input/output require-
ments (do you need to burn CDsor accept photos
fromadigital camera?)

 Evauateyour plansfor growth and thefuture, and
look at systemsthat can“grow” withyou

» Evauateyour disaster prevention/recovery plans
and determine needsfor compliance

Every day, | see businessesthat have spent fortuneson PCs
that arefar more powerful than they need... but havethe
wrong peripherals! They buy thefastest workstationsthey can
get, and end up with small hard drivesthat fill up too soon, or
dow CD drivesthat affect their productivity. Look at your
needs, not what ison the shelf.

It'seasy to get sucked into the quagmire of computer specifi-
cations, but when you have aclear ideaof your minimums,
you'll know immediately if asystemisright or wrong for you.
Talk with your peersand associateswho havesimilar com-
puting requirementsand ask their opinions. Seewhat com-
plaintsand weaknessesthey perceiveinther current systems.
Spend sometimewith aconsultant onthefront-end... it'll
save money and grief on the back-end.

Joe Wolf, President of Wolf Computer Networking Ltd.,
holds numerous professional and manufacturer certifica-
tions. Among these are Microsoft Certified Systems
Engineer, Microsoft Certified Trainer, Cisco Certified
Network Engineer, Certified Novel Administrator, and
CompTIA's A+ Technician rating. Joeisa controlling
partner in Wolf Computer Networking Ltd. Co., which
delivers network services and consulting to small and
medium busi nesses.
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(713) 932-7495 x12
WAIFSPro@aol.com
http://www.waifs.org

Services Cooper ative Association is a self-funded,
Texaschartered, not-for-profit, educational, busness
and professional development cooper ative associa-
tion for Intra/Entrepreneurial Education, M ar ket
Expansion, Business Development andPr ofessional

Growth. SCA has served as Houston’s Emer ging
Business CrossRoads since 1983, is sponsor to
Houston’s first, Texas' oldest small business
incubator and recognized by the National Business
Incubation Association as an industry leader and
pioneer in businessincubation.

Intelli-Audit LaQuishe C. Wright

www.intelli-auditwebdesign.com

22136 Westheimer Parkway #224
Katy, TX 77450

work 281.599.1364
toll-free worklfax 866.261.1448
cell 832.724.7965

Services Include:
Website Audits
Website Optimization

Search Engine Optimization laquishe.wright@intelli-audit.com

Graphic Design

Web Development

Web Hosting

Computer Animation
Multimedia Development

John Valenzano
President

9600 Long Point, Suite 150
Houston, Texas 77055
(Phone) 281.536.6954

(fax) 713.932.7498
johnv@hardlightredia.com
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40kh Year: Personal & Business Tax Heturns

BMW FINANCIAL GROUP
PAUL A. BARELA

Tax Planning 281 / 497-8260
Accountng Systems 12800 Briar Forest
Fimnancial Consulting MNo. 164

Business Tax Heturns Houston, Texas 77077
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“We grow companies & build careers!™
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Housion, Texas TT55-4166
TI3-932-T495 « 13 (voice)
T13-932-749% (fax)
edkringaserviceSC ALorg (email)
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C. Dean Kring - Director of Research




What is a Real Estate Consultant?

Oneof the potential problemswhen oneneedsred estate
servicesistheselection of thewrong agent. All agentsare not
alike. Thereareagentsthat “ show and tell” without consider-
ationfor the client’'sneedsand motivation. Theseagentswill
takealisting at any listing price or encourageabuyer to buy a
homethat stretchesthe buyer’sreasonablefinancia capability.
Theseare“win-losg” stuations. Theclientistheloser. Alisting
(property) priced above market valuewill not sale, but the
listing agent will acquirenew clientsfrominquiriesabout the
property. A buyer purchasing ahomebeyond hisreasonable
financid capability may endureafinancid stretchthat may
negatively affect other partsof hislife; theagent getshisfee
andisgone.

A red estate consultant isaRealtor that hasa®win-win”
approachto working with clients. ThisinvolvesaRedtor that
isagood listener and placesclient satisfaction ashis/her
ultimategoal. The consultant’sroleisto listen and evaluatea
client’sneedsand assist the client in making agood decision,
whether itinvolvessalling their homeor buyingahome. In
some casesthebest decisionisto do neither. A real estate
consultant doesnot make aded if thetransactionisnotinthe
best interest of theclient. Some*“win-win” decisonsarenot
to enter into Redltor-Client relationship. If the prospective
client’sneeds cannot be met or exceeded, it isbest not to
enter into therelationship. Thegoal of area estate consultant
isto haveahappy and pleased client that will sing the
consultant’ spraisesto everyonethat will listen.

Ashton Hecker isa realtor and real state consultant with
Keller Williams Realty. He can be reached by telephone at
(713) 980-5115 or via email at astonh@kw.com.

Services Cooperative Association

9600 Long Point, Suite 150, Houston, TX 77055
Tel: (713) 932-7495 Fax: (713) 932-7498
www.servicesca.org

The CrossRoads Chapter of SCA conducts a

Business Building Breakfast M eeting every
Wednesday, 7:15 a.m. to 8:30 a.m. at the

Ramada Plaza Hotel - 7611 Katy Freeway
(1-10 West). Cost is $17.00 and includes
breakfast - Bring business cards!

RSVPto 713-932-7495, ext. 48, 24 hours a day.

Strategic
Technology
Consultin g

Do vou work for vour computer,

or does your computer work for vou?

We help small businesses to:

= Secure computers and networks
* Connect to and use the Internet
*= Use computers cost effectively
* Connect computers and printers
to wired and wireless networks
* Create an Internet presence
= Secure E-mail servers

Manage vour business, not vour computer
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Let Me Entertain You

Rhonda Ryan

Professional Vocalist

Contact for engagements:
713-392-0295
rhondaonin@aol.com

Performed at:

Sample List of Songs:

98 Fever
| Want to Be Loved
Cezanne At Last
F:S Cry Me aRiver
Ovations Misty

What a Difference a Day Made

3 Almost Like Being in Love
Quail Valley Country Club Time After Time
I 90 The Very Thought of You
I Bradv's Landi Inseperable
: rady's Landing Crazy
I 3k Walking After Midnight
kL



