
T 
here’s no end to the 

number of scams consum-

ers fall prey to each year. Since forewarned is forearmed, 

having access to an ongoing source of intelligence about the 

latest consumer scams might prevent you from becoming sep-

arated from your money. The national Better Business Bureau 

has created a one-stop source for information on scams. If you 

happen on a business, consumer, or Internet offer that seems 

suspicious or too good be true, visit http://www.bbb.org/us/

scams. You might find it listed. 

S 
ometimes stress man-

agement isn’t about 

relaxation, better eat-

ing, getting a massage, or 

practicing yoga. The best 

stress management strategy 

might be a better way to 

solve a stressful problem. 

Here’s a problem-solving 

formula to apply to the root of 

a problem you face that causes stress: 1) Define the problem;  

2) Think of as many ways to intervene as possible; 3) Select 

the most practical solution; 4) Write goals to achieve; 5) Write 

objectives under each goal; 6) Select deadlines for #4 and #5; 

7) Commit to success (say “no” to distractions and procrastina-

tion); and 8) Begin. 

Y 
ou have your moth-

er’s eyes and your grandfather’s brow, but did you also 

inherit risk for an illness? Maybe you’ve heard stories 

about heart attacks, depression, or certain types of cancer. 

Knowing your family’s health history can help you prevent 

some illnesses, reduce the severity of others, or help you stay 

aware of signs and symptoms so you can act early if they ap-

pear. Because family health history is such a powerful screen-

ing tool, the U.S. Surgeon General has created a new comput-

erized tool to help make it easy for anyone to create a sophis-

ticated portrait of their family’s health. The Web-based tool 

helps users organize family history, save it to their computer, 

and share it with family members or their physicians. See it at 

http://bitly.com/health-history. 

Important notice: Information in FrontLine Employee is for general informational purposes only and is not intended to replace the counsel or advice of a qualified health or legal professional. For further help, questions, or 
referral to community resources for specific problems or personal concerns, contact an employee assistance or other qualified professional. Source URL’s may be abbreviated for convenience and are case sensitive. 

T 
he risk of falling is 

not the only hazard 

faced by the elderly. 

There are many risks and precau-

tions worth knowing about to keep 

senior citizens safe, especially if they are living independent-

ly. They range from ensuring adequate lighting over stoves to 

having emergency numbers next to every phone. Others in-

clude wearing proper shoes, padding sharp corners of low-

rise furniture, keeping space heaters at a safe distance from 

flammable materials, and more. Print a handy Elder Home 

Safety Checklist at http://scr.bi/elder-safety.  
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D 
iscussing with a 

coworker the need to 

correct a personal habit 

or stop an annoying behavior is 

an age-old dreaded experi-

ence. If you have procrastinat-

ed with such a chore, chances 

are you’ve grown more irritable 

and frustrated, but is your job satisfaction and productivi-

ty also slipping? If so, it’s a good sign to delay no more. 

Realize that the reaction you imagine getting when you 

broach the subject is almost always overblown. Thankful-

ness is a much more likely response from your coworker 

than shock and horror, so go for a polite style. To pro-

ceed, request a private meeting and say you would like 

to offer some feedback that is difficult to share and that it 

is personal. This is a buffering introduction to help your 

coworker be receptive. Share your concern in a direct but 

calm manner. Always add how the behavior affects your 

productivity or work environment. Smart move: Affirm the 

value you and others maintain for your coworker. This 

won't undermine your goal, and it will add to your 

coworker’s motivation to change. 
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C 
onfidence is the belief in 

oneself or one’s abilities. 

We don’t always feel 

confident in what we are fac-

ing, but there is a way to feel 

and appear confident in job interviews, oral presentations, sales 

pitches—almost any personal challenge. The secret is taking the 

focus off your awareness of feeling deficient or lacking in ability 

and shifting it to the people or situation in front of you. How? Ask 

yourself questions that cause you to shift your focus: Think “What 

does this person need?” or “What are these people’s needs?” or 

“How can I discover what’s important to them?” or “What do we 

have in common?” or “What is the mood of my interviewer or audi-

ence?” Any question that helps you discover more about what 

you’re facing changes your behavior and positively alters the way 

you look, speak, and project confidence. 

E 
mployees blossom 

with positive feedback 

from bosses, but this 

works both ways. Don’t hes-

itate to give your boss posi-

tive feedback when things 

go right. You’ll nourish a 

more effective and rewarding relationship and contribute 

to your own job satisfaction by reinforcing what works. 

Bosses have a powerful effect on employee happiness, 

so help them out by keeping the communication flowing. 

Don’t underestimate your role in nurturing a powerful 

and constructive relationship with your boss. The secret 

is reciprocity and mutual respect. You may be subordi-

nate in the hierarchy, but what you say and think matter. 

Feedback Works  
  Both Ways 

W 
henever you volun-

teer your opinions or 

concerns, are you 

speaking respectfully and tactfully to your coworkers or team-

mates? Do so and others are more likely to appreciate your tone 

and heed your views. If you sound preachy or tell people what they 

should do, your ideas, even if they are stellar, will face a harder sell. 

To state your opinions diplomatically and improve receptivity to your 

ideas, establish a give-and-take conversational style when you 

speak with your team. Rather than spout your ideas, ask questions 

so that others do most of the talking. Listen attentively and show 

interest in how others arrived at their conclusions. Try it. These are 

powerful engagement skills, and your peers are likely to ask what 

you think or believe. And along with this approach comes more at-

tentiveness to what you say. Add a quick overview of your evidence 

to support your opinions when offering your input. Example: “Based 

on three instances in which we lost a potential customer, I’m con-

cerned that our sales pitch isn’t working very well.” The study of 

how to be effective and productive in business group discussions is 

called “group discussion dynamics.” It is a highly researched and 

studied topic. Lessons learned are available to help you improve 

your productivity and achieve more for your employer. Learn more 

about it to advance your career. 
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