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2. Keep employees in he loop. Hold

Like Attracts Like

[Ising ‘The Secret’ at work.

by Noelle Nelson
ALI’.}T HAS BEEN WRITTEM
. about “The Secret” —

I how the law of attraction
brings positive things into your life.

[ provide tips on how to use the “like
attracts like” principle at work to cre-
ate a more positive, productive work
experience. By applying the “The Secret”
or the law of attraction, you can bring
about positive change. Companies that
value their employees effectively receive
more value from their employees in
return, leading to increased
performance, productivity,
and profits. Examples
incdude Southwest Airlines,
See’s Candies, Ryder,
FedEx, and Costco. Bosses
and workers can use
appreciation to communi-
cate more effectively, moti-
vate others, defuse negative
situations, persuade co-workers, lift
sales numbers, and increase morale.

Appreciation Guidelines

Put the law of attraction into prac-
tice using these guidelines:

1. Catch your people in the act of
doing something right. Appreciating
and rewarding employees for good
work on a spontaneous basis encour-
ages more good work and effort.
Spedfic comments are more effective

than the catchall “great job.”

regular meetings to discuss the direc-
tion of the company, highlighting its
successes and areas of needed
improvement. People need to feel that
what they do matters to the company.
Give them a stake in the company, and
their efforts and loyalty to the compa-
ny will increase.

3. Discourage negative talk about
anyone or anythig Don't indulge in
conversations like “customers are a
nuisance.” Don’t diminish the power
of appredation by bashing others.

4. Think of one thing you like about
your job on your way to work each
day. If you can't think of one thing, tell
yourself, “Today I'll find one thing 1
like about my job.” Then find some-
thing, You'll be happier going to work.
5. Learn to say, "How can 1
help?” instead of “Whatdo
you want?” People are more
8 inclined to be appredative of
you if you answer their con-
| cerns with compassion, not
defensiveness.

6. Say “Thank you” more
often. You cm NEVET say
“thank you” too much. In
every situation, saying “thank you”
makes things run smoother. Be sure
your “thank w.}u is genuine. A sarcas-
tic “thank you” will never work.

Before the concepts in “The Secret”
can really take hold, you need to learn
how to apply them to the nitty-gritty
aspects of life, including work; other-
wise, it's just a wonderful theory.  SSE
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ACTION: Use the law of altraction.
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