March 2017

“TAG specializes in
providing manage-
ment level responsi-
bility for all the
technology in your
business. This in-
cludes support for
your network and
working with other
hardware & soft-
ware vendors who'’s
technology you use.

We do this with
friendly, proactive
& responsive
service!

Joe Stoll, President
Technical Action
Group (TAG)
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Ralph’s been a good employee for you. Shows up on
time. Gets the job done. Doesn’t hassle anybody.

He’s also a porn addict!

When nobody’s looking, Ralph’s visiting sites - on your
network - that you’d be appalled to see. IF...you knew
about them. Without careful monitoring and filtering,
this kind of Internet use on your network can remain
hidden. Shocking? Hard to believe it could happen at
your company? A survey by International Data Corpora-
tion (IDC) revealed that 70% of all web traffic to Internet
pornography sites occurs during the work hours of 9
a.m. to 5 p.m. Ralph’s little visits may seem harmless, but they’re adding a
serious level of risk to the financial health and security of your company.

Here’s how. A visit to an adult website can be tracked. And if a logged-in user’s
identity is leaked, it can be embarrassing, to say the least, to that user. The user
may even become a victim of “sextortion” or blackmail. Just ask any of the peo-
ple who used Ashley Madison, a dating site for illicit affairs. When the site

was hacked, users were suddenly at risk of having their indiscretions revealed.
This gives cybercriminals a powerful lever to pressure an employee into reveal-
ing sensitive company data. Considering that 60% of security breaches start
from within the company, you have to wonder what someone at risk of being
exposed might do to keep their little secret, well...secret.

Let’s face it, if you're not carefully monitoring and managing how your network
is being used, your company’s data could be in serious jeopardy.

Content Filtering In Today’s Web 2.0 World
Whether you're already monitoring user activity on your network or not,
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Smart Closing Technique, Step 1

It’s one thing to help a client identify a problem. It’s another thing to help them
solve it. Yet a key part of client service is winning the privilege to help a client
solve his or her biggest problems that are standing in the way of achieving their
vision. I counsel my teammates on three simple closing techniques for smart peo-
ple. I want to share them with you because I've seen what a dramatic positive dif-
ference they can make for your customers as well as your colleagues. In this issue
we'll explore the first one. Summarize the underlying need. I was in the office of
a greatly admired billionaire CEO. He had asked my colleague and me to come
strategize for 90 minutes with him on how to identify and solve his top leadership
challenges. His story was very animated, very passionate, and the details swirled
around like a hurricane. I appreciated the candor and the urgency of the issues on
the mind of the CEO. He talked about scary changes in the industry, deficiencies
in his senior leadership team, tactics for changing the culture and a range of other
topics, from broad strategic thoughts to tactical concerns.

Then he just stopped talking. He took a sip of water. I thought this was a perfect
time for my colleague to summarize the underlying need the client has (that he is
fearful that his company’s spectacular stock performance won’t continue and he
will feel like a failure, unless he makes some big changes to his strategic priorities,
shakes up his leadership team and resets the cadence of communication and ac-
countability). Instead, my colleague asked the client, “What do you think next
steps should be?” The client was like, “Well, I don’t know, I was hoping you
might tell me.” The closing conversation should have looked like this:

“So that’s what’s on my mind.” (The CEO says, panting to catch his breath after
giving us a lot of content for 60 minutes.)

“Thank you so much for sharing your story with us. Okay, it sounds like your
biggest need is this —you have a big, bold vision that you seem to us to be very
excited about.” “Yes.” “But you fear you don’t have the organization to make it
happen.” “Definitely.” “And if you don’t make some big changes to your strategic
priorities, your team and your overall culture, you worry your stock price will
take a round trip, and you'll look like a failure.” “Exactly.”

See how good that is for the client?

Clients want to know that you understand what their underlying need is. In this
case, his underlying need was to not look like a failure. It’s so real, so visceral.
Once you “touch” the emotion behind all of the formality, your client will trust
you to propose a plan. You are ready to move to Step 2. Watch for Step 2 in the
next issue of this newsletter.
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Here’s an easy
way to keep a
clean e-mail

inbox

Ever wonder how in the
world you ended up on so
many e-mail lists?

They just pile up until you
can’'t even keep up with
unsubscribing from the new
ones.

Unroll.me lets you manage
your subscriptions by un-
subscribing and bundling
the ones you want to keep
into a single daily “rollup.”

It makes unsubscribing
easy and painless.

It simply lists all your sub-
scriptions for you. You just
click an X next to the ones
you want to unsubscribe
from and Unroll.me takes
care of the rest.

It's a great way to organize
your in-box while keeping
all the subscriptions you
love.

-Lifewire.com




