
vide a realistic as-
sessment of the 
obstacles that your 
organization must 
overcome in order 
to reach that better 
day. 
 
3. Keep your em-
ployees fully in-
formed. 
 
You must keep your 
employees fully informed. In 
downsizing environments, 
the levels of uncertainty run 
high amongst employees. 
You must reduce their con-
fusion, even if that means 
sharing some bad news. As I 
tell my clients, newsletter 
readers, and members in my 
speaking audience, the cer-
tainty of misery is better than 
the misery of uncertainty. 
 
Your employees have the 

 

All progress is the result of 
change. But not all change is 
progress. Some changes 
donõt make any sense. In 
fact, some leadership behav-
iors actually create more 
stress for yourself and your 
coworkers.  
 
So what works?  

 
There are six things you 
must do to become an effec-
tive leader in the midst of 
change. 
 
1. Donõt beat yourself up. 
 
You did not cause the tough, 
changing times in your in-
dustry, and you could not 
have predicted all the 
changes coming down the 
pike. The nature of change is 
unpredictable. 
 
 
2. Keep your coworkersõ 
hope alive. 
 
Effective leaders project an 
optimistic view of the future, 
even during times of change. 
Your colleagues need to 
know that you believe a 
better day is coming. How-
ever, you also need to pro-
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The Time To Act Is 

NOW!  

Selling Your Business Can Be Easy 
The question of whether to 

sell your business is a diffi-

cult one.  It is, no doubt, the 

biggest financial transaction 

youõll ever make.  Yet every 

successful business owner 

must face it eventually.   

There are several things to 

consider when selling your 

business: 

When is the right time to 

sell?  Itõs important to pay 

attention to whatõs going on 

within your company and 

industry.  For a successful 

sale, you and your business 

must be ready.  Your busi-

ness should be properly 

managed and you should be 

able to demonstrate your 

companyõs financial capabil-

ity.  If you want to sell your 

business by a certain date, 

allow sufficient time as sell-

ing a business is a compli-

cated process that takes 

time .. 

 

Potential buyers.  This may 

include competition, custom-

ers, vendors, suppliers, long-

term employees or perhaps 

you have family members 

who wish to take over the 

business.   Most often it is 

someone from outside of 

your circle of influence.  A 

good intermediary can per-

form a proper search and 

will assist you in determining 

who may be the best ac-

quirer. 

  

Maintain records.  You 

want all of your hard work to 

pay off in the sale, so be sure 

you have current, detailed 

records that provide an au-

ditable assessment of the 

companyõs financial position, 

and future projections. 

 

Determine your businessõ 

value.  A businessõ value is 

determined by a compilation 

of factors such as the com-

panyõs sales, earnings, per-
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