
Letter From Kim        
How Training Pays Off
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ÒCan I really measure training so it affects my bottom-line?Ó  
This question inevitably comes up while we are planning training.  YES!  
Yes, you can measure training to increase financial outcomes.

During these times when most of us are watching every dollar in our 
budgets, unless training is tied into Business Outcomes, Performance 

and our BOTTOM LINE - it is easy to say, “We’ll wait until we really need 
it,” as opposed to, “If I do not do this now I will lose money.”

Tying training into Business Outcomes takes commitment from 

Leadership.  YES, it can be done and is very exciting for us when our 
clients commit to internally measuring the ROI of the services we offer.

In measuring training it is imperative to uncover the gaps between 
strategic initiatives and your current capabilities.  Are there any 
operational capabilities that are impeding bottom-line success? Is 

there a more effective way to transfer knowledge? Ask yourself, 
“What are the strategic and financial ramifications of our capability 

gaps.”

After aligning the gaps, the solution must match your strategic 
initiatives. In order to measure we must start with your organization’s 

Bottom Line desired outcome, not the outcome for the training 
session. 

The measuring stick is a set of Performance Tests. Performance Tests 
are the ultimate proof that your teams have the knowledge, skills and 
abilities to perform and therefore can positively affect the bottom-line  

of your business.  “The proof is in the pudding” to making training pay 
off!

      -Kim Zoller
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The Effects of Attitude

Jennah Talbot  

"I've learned from experience that the greater part 

of our happiness or misery depends on our 

dispositions and not on our circumstances." 

ÑMartha Washington

Attitude is an accessory that we sometimes forget 

about, but it has the power to either make or break 

an opportunity. How we approach situations shows 

others a lot about us. If you go into a meeting or an 

interview with an optimistic attitude, the people 

around you are sure to feel comfortable in your 

presence. Many business decisions are made based 

on a connection,  or the level of conformability that is 

perceived between the negotiating parties. If a 

client is comfortable around you, they will want to 

work with you. If you make that client feel at ease, 

they will be more apt to trust and hire you. 

Napoleon Hill, author of Think and Grow Rich , says, 

"Having a positive mental attitude means that your 

actions and thoughts further your ends; having a 

negative mental attitude means that you are 

constantly undermining your own efforts."

Could our attitudes be getting in the way of our 

ultimate career goals?

How do positivity, negativity and 

connectivity, (your ability to connect with 

others) affect your career?

Your success and happiness lies in you. 
Resolve to keep happy. 

! ! ! ! -Helen Keller

What is your ID I.Q.?

1. Why do you wear your badge/name tag on 

your right lapel?

a. Most people are right-handed

b. When you shake someoneÕs hand their 

eyes automatically see your name

c. ItÕs the opposite side from the pocket on 

a manÕs shirt

2.  True or False:  

You want people to see your name on your tag 

so that they remember who you are. 

3.  When should you use the Òreply allÓ 

option when answering an email ?

a. Always- Everyone needs to know your 

thoughts on the email

b. Sparingly- Only when everyone included 

in the email needs or is expecting a reply 

from you

c. Never- Always reply to everyone 

individually 

4.  When ßying on an airplane for business, 

when is it important to think about how you 

dress and behave while representing  your 

company?

a. Only when I take a ßight during the week

b. It really doesnÕt matter, IÕm an 

individual traveling and doing what I want

c. It is always important- you never know 

who youÕll run into or who will overhear 

you

Answers found on bottom of the last page
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�� Part of SMUÕs Cox School of Business

The CMC is committed to helping employers recruit 

the talent that their organizations need in order to 
sustain a competitive advantage. They strive to 
build collaborative partnerships with the 

organizations that recruit at the Cox School of 
Business. The CMC also offers a variety of activities 

that allow employers to become more familiar with 
the Cox School of Business while increasing their 
exposure to students.

Image Dynamics has had the pleasure of working 
with the CMC for a number of years. The CMC 

stresses the importance of building oneÕs 
competitive edge in the marketplace through 
personal attributes and skills. 

Jan LaDue is an Associate Director at the CMC, 
and Nan Gunter manages student relations at the 

CMC. Jan and Nan answered some questions 
about the CMC and what they offer there.

Q: What sets SMUÕs Cox School of Business apart 

from other business schools?

A: The Cox MBA program is a unique blend of rigorous 

academic coursework coupled with special 

programs and resources such as the American Airlines 
Global Leadership Program (GLP), the Cox Associate 
Board Mentoring Program; and the Business 

Leadership Center (BLC). These programs further 
prepare Cox MBA students to be productive 

members of any corporate organization by 
equipping them with firsthand experience in the 
global marketplace as well as practical training in 

leadership and communications.

Q: Could you tell me a little bit about the CMC  
and the part that it plays during a studentÕs MBA 
program?

A: Our mission is twofold:  
a) to support our students and graduates in assessing 

their skill sets and career aspirations
b) to provide timely and specific preparation as they 
evaluate goals and options

Q: What are most students looking to find when 

they come to the CMC?

A: They want, and find personalized one-on-one 
career coaching, which includes job search strategy 

sessions, resume critiques, mock interviews, interview 
preparation, and practice networking drills.  

Additionally, students seek out our assistance in 
connecting to the Dallas corporate community and 
Cox MBA alumni network. We coordinate an annual 

fall MBA Career Fair, numerous company Information 
Sessions and host corporate recruiters throughout the 

year.

Q: Could you tell me about some of the programs 
that you offer to your students?

A: We bring in a variety of industry experts from across 
the U.S. to conduct workshops and seminars. Also, we 

host and co-sponsor an annual case competition 
event, which allows our students to compete with 
their peers from other top southwest MBA programs. 

Additionally, we support and offer assistance to a 
variety of our student clubs. 

Q: What programs have you partnered on with 
Image Dynamics?

A: The CMC coordinates an annual Business Etiquette 

and Dining luncheon for the incoming Cox full-time 

MBA students. Image Dynamics and Kim Zoller are the 
perfect combination for success.  KimÕs presentation 

is very upbeat and interactiveÉsurvey results each 
year indicate that this is one of our most popular 
sessions during a very hectic and action-packed First 

Year MBA Student Orientation Week!

MBA Career Management Center
Cox School of Business

Southern Methodist University
PO Box 750333, Dallas, TX 75275-0333

Phone: 214-768-6227 Fax: 214-768-3116
Email: careers@cox.smu.edu

Website:
www.cox.smu.edu/centers/mbacareermanagement

Client ProÞle: C o x  M BA  
C a r e e r  M a n a g e m e n t  C e n t e r .
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Tough Talk Made Easy
TJ Carter, CEO, TJ Carter and Associates, LLC .
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Giving your employees constructive feedback isnÕt 

as difficult as you might think. By following a few 

simple steps, you too can handle constructive 

criticism and confrontation with confidence, 

courage and control.

Be the Leader

Leadership is about helping others reach their 

full potential. One of the ways to accomplish 

this is through continuous feedback.  In order to 

improve individual performance consistently, 

both the positive and negative, must be 

provided. When you view constructive criticism 

as a service to others, you begin to eliminate 

the anxiety and fear you may feel when 

delivering it. 

ItÕs Not About You 

One of the first questions you need to answer 

when you are preparing constructive criticism is 

Òis the problem with the other individual or is it 

really my problemÓ?  When you view 

constructive criticism in the context of a service 

that you provide and you are able to remove 

your ego entirely from the situation, it will be 

clear when constructive criticism is needed 

and when it is not.  

Be Tough On Goals, Not On People

The constructive criticism you deliver should be 

focused on the individualÕs work performance, 

not their personality.  Criticism should never feel 

like a personal attack to the recipient.  

Maintain your focus on expected performance 

standards and the individualÕs failure to meet 

those standards.  ItÕs your goal to improve the 

individualÕs performance, by helping them 

understand what the goals are and what they 

need to do.  

Prepare For the Discussion In Advance

Analyze the performance issue and ask yourself 

these questions: Can I be specific about the 

behavior that needs to be corrected and 

provide examples? Am I addressing the issue in 

a timely manner? What is my expected 

outcome?  Do I have ideas and solutions to 

provide the individual to help them resolve the 

performance problem? Am I prepared to 

follow up on a continual basis?

Always Provide Suggestions for 

Improvement and Follow Up

After providing specific suggestions about steps 

the individual can take to make the necessary 

performance improvements, you need to 

follow up.  Leaders donÕt fire off criticism and 

forget about the future.  Leaders ensure lasting 

results by continuing the conversation through 

resolution.  

Effective communication in the most difficult 

situations allows leaders to influence outcomes 

and inspire others.    

       TJ Carter and Associates, LLC 
214.821.2337 

 www.tjcarterandassociates.com
Your Strategic HR Partner for all your Human 

Resources and Training Needs

http://www.tjcarterandassociates.com
http://www.tjcarterandassociates.com


Networking. IÕm sure you are all too familiar with 
the word, the concept and the idea. Some of us 

are better than others. Some of us truly enjoy it, 
some of us donÕt! What is the purpose of 
networking? To collect as many business cards at 

every meeting as you can? Do you follow up with 
all those random people? 

I recently watched someone talking about 
Ònetworking.Ó What I realized was that it was the 
same old message. So, I say forget networking 

and think about your ÒStrategic Alliance Plan.Ó 
Your SAP is taking the ÒworkÓ out of ÒnetworkingÓ 

and letting your established relationships/
alliances build on each other. Are you putting 
yourself in high potential situations? Are you 

being strategic? Going to networking events are 
great, but without a plan youÕre just walking 

around socializing, hit or miss. 

Purpose: we like to do business with people we 
know, trust and who have done a good job for 

other people we know and trust. This is not 
rocket science and I know itÕs nothing new.  But 

it is imperative when building your SAP. 
Whether you work for yourself, youÕre the 
owner of the company or you are on the 

corporate ladder- why would you waste your 
time when you could leverage off your existing 

relationships? Ultimately, isnÕt that a waste of 
money? Your time is money. 

A few questions:

! When was the last time you asked your 
vendors if they would like to do business with 

you? How do you know unless you ask? 

! When was the last time you sat down with a 
colleague and made an introduction and 

asked for their help with introductions? 
Make a list of colleagues you have great 

relationships with, schedule time and ask 
them who they know who would be good 
connections for you. Be prepared to 

connect them too. 

Genuinely helping someone keeps you top-

of-mind. 

The key to your SAP is your follow-up and follow-
through.  We are all busy. Let the person know when 

youÕll follow-up and then DO IT! Your SAP is your 
lifetime plan, not just a quick fix! It could make 

make your career and just think about all the things 
youÕll learn from all the people along the way. 

PURPOSE

We’re in a state of flux. Everything is changing before we 
can even get used to the last change. The rules keep 
changing. The goals keep changing. How do we keep 
up? How do we help our employees deal best?

Every organization and company ID works with has a 
different set of challenges and changes. Yet, as 
everything is different it takes many of the same skills to 
deal with the ambiguity of change. 

TOPICS COVERED

Stages of change 
Expectations and the gap between individual, 
team and company goals

Accountability and expectations
Motivation and how it affects change 
Dealing with multiple change challenges
Dealing with the realistic transparency of your 
company as it pertains to changes

Barriers and a plan to overcome barriers
Communicating through change
Building a plan to cope and succeed

OVERALL BENEFIT

Without giving people the knowledge and skills to deal with 
all of the changes occurring can hurt morale and 
productivity. Having a well-built plan to deal with change 
will improve performance which ultimately affects the 
bottom-line. 

Managing Change 
A State of  Flux
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What Is Your Strategic Alliance Plan? 
                                       Leigh Bennett
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Assertiveness 

Branding 

Business Creativity 

Business Protocol 

Business Writing and Grammar Skills 

Change Management 

Coaching Ð Individual and Group 

Creating Your Vision 

Communication Skills 

Consensus Planning - Strategic 
Planning 

Conflict Management 

Credibility 

Customer Service/Client Service 

Dining Protocol 

Diversity 

Email Protocol/Netiquette  

Everyday Creativity  

Generation Workforce Gaps 

Generation M 

Goal Setting 

Healthy Lifestyle Habits (Work/Life 
Balance) 

Interviewing Skills 

Leadership Skills 

Listening Skills 

Managing Perceptions 

Meeting Facilitation 

Mentoring and Coaching 

Multicultural Business Protocol & 
Practices 

Negotiation Skills 

Networking 

Presentation Skills 

Process and Problem Solving 

Process and System Thinking 

Project Management 

Sales and Relationship Building 

Strategic Planning 

Stress Management 

Team Building 

Telephone Protocol 

Time and Focus Management 

ÒWho Moved My Cheese?Ó Ð 
Dealing with Change

Work/Life Balance 

.
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Outliers  
by Malcolm Gladwell

How many of us have referred to a person as a self-
made man or woman? Or said someone is just 
lucky?  

Malcolm GladwellÕs newest book, Outliers , disputes 
this statement. Instead he has linked success to 
several factors coming together at the right place 
and the right time. 

What is an ÒOutlierÓ? Gladwell defines the word 
ÒoutlierÓ as a scientific term used to describe things 
that lie outside normal experience. Some key points 
he discusses in the book regarding ÒOutliersÓ:

¥ One does not have to be a genius but 
needs to be Òsmart enoughÓ

¥ 10,000 Rule- Practice is vitally important to 
success. He shows a pattern of success 
through a minimum of practice hours: 10,000 

¥ Success can actually be predicted by the 
month and year a person was born, where 
they were born, their heritage, background, 
and time spent practicing before they 
reach success

He uses wonderful examples such as the successes 
of Bill Gates and The Beatles to make these points. 

Gladwell feels we pay too much attention to what 
successful people are like, and too little attention to 
where they are from, when they were born, their 
culture, their family, their generation, and the 
idiosyncratic experiences of their upbringing. It is 
interesting to see how work ethic of grandparents, 
great-grandparents and great-great grandparents 
of successful people affect success.

Another important concept in the book is Òsocial 
capital.Ó Social capital relies on mutual exchange 
in our relationships. We never know when people 
are going to cross our paths and where they are in 
their lives. It is so important to nurture all 
relationships. 

Malcolm Gladwell has stated that this is NOT a 
business book, and indeed it is not!  However, his 
theories about successful people are fascinating 
and I for one will look at success in a different light.   

We highly recommend that you read Outliers . We 
have had many Òah haÓ moments and would love 
to know what your Òah haÓ moment is when you 
have read the book. 

ID I.Q. Answers: B, True, B, C

.ID Book Club: What We are Reading  
Reviewed by Harriet Whiting & Kim Zoller


