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Don’‘ts of Using Facebook for Worke®
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8,000 fans on Facebook and her online sales have doubled 1r?:

six-month period.®®

Applying Your Skills®?

e Don't have two profiles—one for personal and one for
professional. If Facebook learns that you have two pro-
files, they may shut down your account. The lines be-
tween personal and professional are blurring. You should
be transparent and confident enough to let them blur. Of
course there are some photos that you may not want your
workplace colleagues to view. Facebook has excellent
privacy settings that can be customized so your profes-
sional connections are limited in what they can view. Be-
come familiar with these privacy settings.

e Do create a Facebook page for your busingss. Profiles are
meant for people, whereas pages are meant for business.
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Because pages were meant for businesses, they have dif-

ferent features that make them more valuable for a busi-

ness. For example, business pages don't need to "accept”

fnar_uj requests; they can get “liked” by anyone. Also,
business pages come with viewer information so you
know if you're reaching your customers and market on
Facebook.

Don't turn off wall posts for your business page. The point
of Facebook is to interact with your customers, Turning off
wall posts or comments screams to your customers, “We
don't want to hear from you.” Be prepared for what cus-
tomers might post, and be ready to respond in a timely and
authentic manner. Every time a user interacts with your
page, that interaction gets in front of that user’s network,
spreading your reach far beyond your gxisting customer
base. Use this unique opportunity carefully.

Do update your business page on a regular basis. |f you
ignore it, your customers are going to ignore it as well,
Your Facebook page should be an interactive platform
where you and your customers interact regularly. If you
update your business page with interesting content, your
users are more likely to engage with your page, and their
interactions get shown to their netwarks, expanding your
reach exponentially. This virality is what makes Facebook
such an incredibly powerful tool for businesses.

i Negotiating Solutions at Work
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PART Two Helatiunship Skills

Communication Ethics @ Work

Mixing Business with Pleasure

'?:ns} IFI;;::}:WEBDSF ?15 snarky sense of humor and famous “Top
: unnyman Late Show host David Letterman
made waves for an entirely different reason in the fall of
200?.‘” When word got out that he had an office romance with
an intern on his staff, then another, then another, the story
grew to scandalous proportions. Although release of this
story was sensational (as it included stories from coworkers,
graphic details, and the juicy little tidbit that Letterman was in
a committed relationship at the time), it did highlight an ever-
increasing issue for leaders in the workplace: office romance.
Just how common is workplace romance? In a survey by
Careerbuilder.com, 40 percent admitted to dating a coworker,
with an additional 12 percentwho hadn’t but said they would.#2
Of the 40 percent who had dated a coworker, 42 percent said
they had dated a boss or supervisor. Three of ten respondents
also said they married someone they met at work. Leaders are
now recognizing that workplace romances are inevitable.

Historically, workplace romance has been considered taboo. But
now companies are recognizing that by permitting office

romance, employees get whatthey ﬂnnsiqer an impurtanthgnefn

of working for the company: an opportunity to enhance thgj, S0-
cial life. However, an office romance almost certainly will hayq an
effect on the interpersonal dynamics within a group | 5 relat.
ed survey, 85 percent of respondents said that although COmman
workplace romances are a potential distraction for E\JEWunﬁalt
work. In addition, relationships between supervisor/subordinatg,
such as those Letterman engaged in, can have devastating con-
sequences. There is the risk of retribution if the romance sourg.
Also, “third-party” employees can feel left out or begin to gues-
tion the fairness of evaluations or rewards. In addition, these
types of relationships have the potential to make the work enyi
ronment so uncomfortable, that parties could file sexual harass:
ment or hostile workplace complaints.

How does a leader navigate these legally and ethically murky
waters? Do you believe the potential rewards for office ro-
mance outweigh the potential risks? As a leader, would you
encourage or discourage these types of relationships? Would
you participate in one?



her career development.” Verbal messages lKe L= ==
expectations for being polite to one another.

5 are conveyed pri

BE NONVERBALLY RESPONSIVE TO OTHEREE dmft have as much control gy,
that W& = ons have a tendency to “leakn

through nonverbal messages. And remember t19% 700 i
nonverbal messages as we do our verbal mess‘:gﬁ Jeaked cues convey negative emqy,
St cross arms and pull bac) 4

of us in our nonverbal behavior. Many tim tati
Although it is natural to have a closed body © ‘-"ﬂe 2 { anslve to the other person,
t'he pmﬁ, uncrﬁs;i

ing conflict conversations, try remaining DORE=S ition fau
appropriate eye contact. Ensure an open b PO te head nods. Nonverbally regp,,
arms and legs, leaning forward, and uslﬁa ’j : ;Wemauous 0
o have a tendency to defuse. Iﬂ‘ﬂﬂ“ i

Y, AND GUNNY-SACKIy

| 'I’E_ Ih'éasy' to resort t.:.

111:

'ﬁ’,"ﬂ'.}f to manage e,
til'}g 60 Gunny-sachn




