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       Business growing?    Need qualified staff?   Call 303-980-1000 
“ONBOARDING”: PERSONALIZED ORIENTATION ENCOURAGES RETENTION 
As baby boomers retire (those around age 65) and a smaller pool of job applicants remain, a tight labor market will result. Have you begun to notice?  Job applicants are more selective about the job location, wages, benefits, flex time, and the corporate culture. This is not arrogance; they have more choices and are not afraid to change jobs. If hired, “Ninety percent of employees make their decision to stay at a company within the first six months,” says the Aberdeen Group. Since turnover is expensive and time-consuming, what can be done to keep good people?  
            Cornerstone OnDemand produced a white paper on the high stakes of a tight labor market. They

            concluded that an efficient and extended orientation process increased the likelihood of long term

            employee retention. Effective onboarding (orientation) programs blend personal contact with technology. 
· New hire packets are sent before the first day, allowing employees to log on to the company’s 

internal communication system or to read about their new jobs.  On the first day, electronic paperwork is completed: basic HR, tax, payroll, and insurance forms. 
· Mentors or department leaders then share company histories, visions, and goals. Although this information is also on-line, questions are encouraged and answered for the employee. They personally introduce other staff members and help develop a network of helpful resources.
· Individuals are taught to competency, by trainers, shadowing, and on-line lessons. Educational
opportunities are continually offered, tested, and rewarded. Not only are employee skills improved, but the overall company performance levels are raised.   
· Ongoing communication keeps employees involved and connected to the team. 

Whether modifying a current orientation process or adopting a techno-savvy onboarding program, your new employees will know your company welcomes and values their skills, growth, and job longevity.   
DRUG REPS DISCOURAGED FROM GIVING DOCS SMALL GIFTS
According to the newly revised marketing code of the Pharmaceutical Research and Manufacturers of America, PhRMA, pharmaceutical sales reps will no longer be encouraged to distribute gifts of low value – coffee mugs, pens, and the like, printed with a company or product logo. In addition, restaurant meals are banned, but reps may continue to bring food to doctors’ offices in conjunction with a presentation. 

The most valuable addition to the code, perhaps, is the requirement that drug reps are properly trained in the laws, regulations, and industry codes of practice that govern their interaction with physicians. Moreover, drug company CEOs and compliance officers will have to attest that their firms are abiding by the revised PhRMA code, which governs their ethical conduct. Medical Economics, Modern Medicine. 
SOOO PUNNY

I thought I saw an eye doctor on an Alaskan island, but it turned out to be an optical Aleutian.

The lawn sign at a drug rehab center said, “Keep off the grass.”  Don’t join dangerous cults; practice safe sects.  The Army guy who survived mustard gas and pepper spray is now a seasoned veteran. 

…and for Halloween: Where can you see Count Dracula eating his lunch?  At the casketeria.         
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