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HR OQutsourcing

Remember the PEO Solution
By Pete Nichols

Like spending time on the

very skill that put you into business?
Now you can!

How Important is

“Company Culture?”

By Samantha Toth

1t’s the bottom-line for Harbor Optical.

Confessions of an Entrepreneur
Read in this new column about ;
the things small business owners '

often think and feel.

Views from the Other Side

What's it like being the spouse

of an entrepreneur?

Here significant others tell all. ‘

What Makes You YOU? \
By Rebecca Kraus

Everyone’s different —
here we learn about the four dimensions |
of our behavior and emotions. ‘

From Space on the Corner of a
Table to Facilities in Three States
Picometrix Rides the Wave

of Growth

By Jennifer V. Higgins

This company has grown incredibly — ‘
here’s their story.

Words to the Wise:P
Outsource Employee Benefits
Administration

By Gary Kushner

Maximize your strengths -
consider outsourcing benefits.

Data Management Made Easy
for Small Businesses

By Rick Shimko

Now payroll, HR and benefits

are finding a home on the Web.

Business Success Uninterrupted
by Dyslexia

By Ann Howell

Many an entrepreneur has struggled |
with dyslexia. It can be overcome.

Running through the Woods
By Perry Ballard

Insights on HR from an
entrepreneur who's had 25 years
of good and bad HR days.

Do HR Issues Give You a Headache?
By Sarah Miller

If you're not an HR expert,

these extremely important issues

can be a hassle. Here’s your remedy.

Legislative Column:

Fight the Sales Tax on Services -
Sign the SBAM Online Petition

By Todd A. Anderson ‘
Don't get “pennied to death”

by the governor’s new tax proposal.
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Getting Along

By Paul Hense

ne problem seldom addressed in small businesses is the tension in organi-
zations due to personality types.
Sales teams think accounting is made up of a bunch of bean counters.
¢ Accounting thinks that the sales team is a bunch of blow-hards who spend
their work hours being with anyone who will listen. Human resources people are
viewed as soft science at best and useless overhead at worst. Everybody thinks the
CEO is a descendent of Napoleon if he is short and Charles DeGaul if he is tall.
Who hasn't described the CEO as a person suffering from delusions of adequacy?

But let’s look at reality. If there are no sales there are no jobs. How's that for a
reality check? Without a human resources department, a multitude of
government bureaucracies would descend upon your company like 10th century
Viking raiders. Without the accounting department’s function there would be no
payroll checks and no matter what the sales, the organization would probably fail
due to a lack of cost control. What if there was no CEO? We all know the headless
horseman was a fake because without a head he would continuously run into
trees. The same is true of companies. Without someone to set the pattern and see
that it is followed, collisions would be inevitable.

It is a fact that all these people are needed to succeed. In a small business they
are often outsourced services, but the function is still required. It is the natural
predisposition that some of these groups will clash. As an expressive who has lived
my business life among CPAs who are analytical, 1 can testify to the misery of
living with these conflicts. I spent my early years in public accounting working
for CPA firms feeling like a rooster at a Tyson Foods picnic. There is very little in
life that is more uncomfortable than going to work every day in an environment
that feels alien. That being said, businesses still need a variety of personality types
to excel. Failure to recognize that reality means that talented people will be forced
out of organizations that need their skills. A business made up of all analytical
people will fail for a lack of sales. An organization made up of all expressive people
will fail due to a lack of follow through.

There are two elements to the solution. Both are your responsibility. First, you
can only change yourself. You must understand that you cannot change other
people. Be aware of your capacity to annoy other people. Modify as best you can the
annoying aspects of your personality when dealing with a conflicting personality
type. Second, unfortunately, you are going to have to accept them the way they
are. Acknowledge the fact that you have differing opinions and then go about the
business of being successful together, each using your unique skills to the max-
imum. You don’t have to like each other but you do need to respect each other. If
your heart hated your liver and decided to not co-operate with it, you know what
would happen. The same is true of your business. Get along or perish. %)

Paul Hense is a Grand Rapids-based CPA and chairs the Focus on Small Business editorial committee.
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