Boss's angry email sends shares plunging
By Philip Delves Broughton in New York
12:00AM BST 06 Apr 2001
A CHIEF executive who sent his staff an email accusing them of being lazy and threatening them with the sack has seen the share price of his company plummet after his message was posted on the internet.
In the three days after publication of his outburst - which gave managers a two-week ultimatum to shape up - stock in the American health care company dropped by 22 per cent over concerns about staff morale. It is now trading at more than a third less than it was before the email was sent. Neal Patterson, head of the Cerner Corporation, based in Kansas City, has spent the past three weeks trying to assuage investors.
His email to managers read: "We are getting less than 40 hours of work from a large number of our EMPLOYEES. The parking lot is sparsely used at 8am; likewise at 5pm. As managers, you either do not know what your EMPLOYEES are doing or you do not CARE. In either case, you have a problem and you will fix it or I will replace you."
His email read: "NEVER in my career have I allowed a team which worked for me to think they had a 40-hour job. I have allowed YOU to create a culture which is permitting this. NO LONGER." He added that "hell will freeze over" before he increased employee benefits. He wanted to see the car park nearly full by 7.30am and half full at weekends. He wrote: "You have two weeks. Tick, tock."
A week later, the email appeared on a Yahoo financial message board and Wall Street analysts began receiving calls from worried shareholders. Stephen Davas of Goldman Sachs said: "It raised two real questions for investors. Has anything changed at Cerner to cause such a seemingly violent reaction? And is this a chief executive that investors are comfortable with?"
Questions







1- Which of the types of disconfirming communication described on page 128 does this memo exhibit? 
Please look at the below  of page (128)
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2- How would you expect employees who read this memo to react ?











[image: ]


image1.jpg
128

Part Two  Personal Skills

While communication climates are created by a variety of messages, they do share
a common denominator. Positive climates result when people believe they are valued,
and negative climates occur when people don’t believe they are appreciated. Scholars
have labeled messages that express feelings of value as confirming and those that fail to
express value—or that explicitly show a lack of value—as disconfirming.'® Psychologist
Jack Gibb described six kinds of messages that are likely to promote a supportive,
confirming climate and six types of disconfirming messages that are likely to generate a
defensive climate (see Table 5-2). Gibb’s supportive categories provide a list of ways to
promote positive, confirming relationships.
Use Descriptive “I” Language Many communicators unnecessarily attack
the other person when delivering a message:

“Your report is too sloppy. You'll have to clean it up.”
“You're always late.”

“That was a dumb promise you made. We can never have the job done by the end
of the month.”

Statements like these are often called “you” language because they point a verbal
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finger of accusation at the receiver: “You're lazy.” “You're wrong.” By contrast, descriptive

statements are often termed “I” language since they focus on the speaker instead of

judging the other person. Notice how each of the evaluative statements above can be

rephrased in descriptive “I” language:

“T'll take the blame if we turn in a report with this many errors. We'll get a better
reaction if it’s retyped.”

“Since you've been coming in late, I've made a lot of excuses when people call
asking for you. That’s why I need you to start showing up on time.”

“I'm worried about the promise you made. I don’t see how we can get the job done
by the end of the month.”

Statements like these show that it’s possible to be nonjudgmental and still say what
you want without landing any verbal punches. In fact, descriptive statements like the

Confirming and Disconfirming Message |dentifiers

Supportive, Confirming Defense-Arousing, Disconfirming
Messages Are Messages Are

Descriptive (Use “l” language) Evaluative

Focused on solving the problem Controlling

Honest Manipulative

Concerned with another’s position Indifferent

Equal Superior

Open-minded, provisional Dogmatic, certain




