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Redefining Compensation in

Today’s Workplace

For todays business leaders, hiring and
retaining the best employees has become
more and more challenging. Globalization,
cut-throat competition, a younger and highly
mobile workforce, and a marketplace in
which opportunities are always open to top
talent, call for a new approach to compensa-
tion.

In the traditional view, compensation is a
simple salary equation, measured in dollars.
The company pays money to its employees
and in return receives their services. Higher
pay equals a more desirable job.

This view is a carryover from the past. Fifty
years ago, the marketplace changed very

slowly. Families often had a single wage earn-
er who sought long-term employment and
was loyal to the company. Companies, in
turn, offered stability to their employees by
providing health-care, retirement, and other
benefits, in addition to a paycheck.

In today’s world companies need a more
expansive view of compensation. People still
care about how much they’re paid, and yes,
the traditional salary equation still has rele-
vance, but many elements of compensation
are no longer easily quantifiable in dollars (or
yen or euros).

Today, wage earners want quality of life.
They need flexibility. They search out the

opportunity for alternative work schedules or
telecommuting. Increasingly people recognize
that resolving conflicts between their work
and personal lives is essential to health, hap-
piness, and productivity.

Employers need to know why employees
join a company, why they stay, and what
makes them productive. Employers must also
determine how to modernize their compen-
sation strategies in a way that benefits the
bottom line. Traditionalists will always resist
this expanded definition of compensation.
The old equation, after all, worked well for a
long time. But companies that ignore changes
in the employment landscape will likely face
a future of recruitment, retention and pro-
ductivity issues, resulting in low growth and
weak profits.

Ceridian offers the broadest range of solutions to manage a company's human resources and employee effectiveness needs. Ceridian's

pr

suite of solutions includes HR administration, talent acquisition & management, compliance, payroll & compensation, benefits administra-
tion, and employee effectiveness. By providing reliability and outstanding service, Ceridian enables over 80 percent of the Fortune 100 and
over 60 percent of the Fortune 1000 to focus on their core business. More than 110,000 clients with 25 million employees worldwide depend

on Ceridian every day to better manage their businesses and their employees. (800) 729-7655 * www.myceridian.com

What’s your Brand Value Index (BVI)?

Strong brands create emotional bonds that allow
companies to enjoy higher price points and volume,
stronger consumer loyalty, longer business relation-
ships, competitive insulation, and more. Its a com-
petitive advantage so important that Wall Street often
values brand equity higher than the assessed value of
its underlying infrastructure. Think Coca-Cola®.

Companies who look at branding and marketing
as overhead expense are out of sync with creating
shareholder value. While today’s numbers may look
good, sustained growth comes from creating emo-
tional connections with customers, partners and
employees. The stronger your Brand Value Index
(BVD), the stronger your competitive advantage.
Unfortunately brand valuation has traditionally
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Strategic marketing and brand building
It's what we do

been an art where opinion — not facts — played the
largest role. However, brand value can be calculated
and managed on both an emotional level and a sci-
entific, quantifiable level.

Apply the following formula for building brand value:

R = Rational (or Functional) Benefits (What does
your product or service do? Do you do it
better/cheaper/faster than others?)

E? = Emotional Connection (Two factors here,
hence squared. One, how strong is employee cul-

ture and its commitment to the cause? Two, how
emotionally connected are customers to your prod-
uct/service?)

P = Perception (How do you rank in the minds of
the market against competitors?)

Assessing your BVI is not difficult as these are all
measurable values. Classic market research can
determine these values for you and can monitor
future performance. Though monetary success can
be attributed to factors beyond branding, the high-
er your BVI, the more success you reap.

The most influential factor in your BVI is “E”.
Stronger emotional connections result in higher
brand perception scores, reducing the divisor in the
formula (a perception rank of 1 = a divisor of 1).
Therefore, focused efforts on E values result in a
quantum leap in customer acquisition, retention and
employee loyalty ... as well as business performance!

Abovo Group is a strategic marketing and brand-building firm specializing in transforming and re-launching
organizations. The firm provides clients with unique market positioning insight, articulated value proposi-
tions, and creative emotionally-charged branding programs that enable revenue growth. For more informa-
tion on Abovo Group, visit the company at www.abovogroup.com or call 678-597-3302.
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Don’t Forget About the Talent in Your
Talent Management Solution

As talent management systems increase in
popularity, more and more companies are
turning to them to improve the way they
recruit, assess, hire, and develop top talent —
ultimately, to achieve a higher return on their
human capital.

But as companies attempt to select and
implement the right talent management solu-
tion, they are often surprised to discover that
most of them do not offer a seamless job seek-
er experience. As the war for talent heats up,
job seekers are becoming more selective,
therefore talent management systems need
offer functionality for seekers as well as
employers.

Today’s most innovative companies are real-
izing that technology can change the game,
and they’re combining the employer experi-
ence with a unified job-seeker experience.

“Recent research shows that when the job
board and corporate career sites are fully
integrated, the application-completion rates
more than double.™

This best practice will allow companies to
find the right candidates faster than ever
before.

For example, consider the benefits of inte-
grating a talent management system with a

candidate-sourcing solution, such as job
boards. Recent research shows that when the
job board and corporate career sites are fully
integrated, the application-completion rates
more than double.!

Also, third-party resume database integra-
tion gives recruiters an effective way to reach
a new source of talent: “poised workers.”
Poised workers are employees not looking for
a new job but would consider an opportunity,
and could be as much as 26 percent of the
current workforce.? Tapping into this unseen
market can give recruiters a significant com-
petitive advantage.

1 Applicant-completion rates increase from
30% to 78%, Monster Intelligence data, 2006.

2 Monster Intelligence, 2006.

HRsmart delivers the total talent management technology suite—including applicant tracking, performance management, learning manage-

Hismart

ment and succession planning—from a single platform, backed by superior support. HRsmart supports a wide range of clients across multi-

ple industries with operations in the U.S., Europe, Canada, Africa and Latin America, and offers solutions in English, Portuguese, Spanish and

@ monster”

Building Profitable

Business Relationships

In an age characterized by unprecedented con-
sumer access to information and alternative prod-
ucts, successful companies are those that deliver
the most personalized, relevant and timely com-
munications to their customers. While many busi-
nesses still struggle to keep accurate records of the
spelling of their customers’ names, leading com-
panies across all industries are using a combina-
tion of company discipline, team work and
empowering technologies to beat competitors to
their customer’s wallets.

To prevent the number one trust-eroding factor,
irrelevant communications from sabotaging sales
and marketing efforts, all customer-facing employ-
ees need to be trained to consistently capture, mon-

itor and assess the accuracy of customer informa-
tion. With information flowing in from each cus-
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tomer touch point, promoting team work across the
company is the next challenge. Readily available

m

French. As the #1 online career resource, Monster connects job seekers to national and local career opportunities across all industries.
Monster's powerful tools streamline the hiring process and put quality to work for employers. www.hrsmart.com ¢ www.monster.com

customer relationship management and advanced
Website technologies allow each team member to
better collaborate — understanding their part in each
customer’s overall experience with the company.

Consumers buy from people and companies
they like. More personalized, timely and relevant
communications result in trust. With increasing
trust and perceived communications relevance,
customers are encouraged to reveal more of their
preferences. Smart companies will have the
processes and technology in place to harness this
revenue-driving snowball. By instilling company
discipline, promoting teamwork and taking
advantage of proven customer relationship man-
agement software products, companies can
achieve a level of customer trust that is beyond
reproach — brand loyalty in an age characterized
by unprecedented customer choices.

With more than 1 million licenses shipped, Maximizer Software is the world's leading provider of affordable, easy-to-use Customer

Maximizer

The CRM Company

Relationship Management (CRM) software systems. The Maximizer line of CRM products promote collaboration between sales,
marketing and service employees - resulting in more responsive, personalized and profitable customer relationships. Maximizer
can be tailored to match a wide-variety of industries and features the latest in sales force automation, marketing automation,

customer service and email marketing technologies. For more information visit www.maximizer.com or call us at 888-804-5483.


http://www.expert-insights.com/hrsmart.asp
http://www.expert-insights.com/maximizer.asp



