
Financial Worries: Don’t Let Them Get the Better of You

Over the past six months, Sarah has watched 
her business decrease by 50 percent. She’s cut 

expenses, but feels trapped in a costly lease she can’t 
afford. Her anxiety, she says, is “through the roof.” 
     Frank and Marilyn have well-paid jobs, and she 
believes that they will weather the economic downturn. 
However, Frank is so afraid one of them will lose their job 
that he has stopped paying anything but basic bills and 
recently yelled at Marilyn for going to the dentist. 
     If you have had to tighten your belt, like Sarah, it’s 
normal to experience anxiety. And when you read 
every day about failing businesses and people losing 
their jobs, you can understand that Frank would fear 
losing his. Money is connected with security, a basic 
need. When our basic needs are threatened, we feel 
alarmed. 
     Although uncomfortable, anxiety isn’t all bad. 
Mild anxiety can actually motivate us to take positive 
action. Indeed, that seems to be its role. We can’t let 
go of what’s bothering us until we face the situation, 
and then we often find that the anxiety has lessened or 
gone away. Severe anxiety is another story, however; it 
debilitates. If your anxiety is crippling, you might want 
to see your doctor. 

Ease Anxiety and Use it Productively
Below are some strategies that can help reduce anxiety 
by using it as a spur for action, by calming the nervous 
system or both.  
Be proactive. You can’t direct the economy, but you 
can gain a sense of control and reduce your anxiety by 
being more proactive around your finances. Face the

reality of your situation and take appropriate steps, 
whether that’s negotiating with creditors and leaseholders, 
reducing expenses or seeking other sources of income. 
Acknowledge your role. Facing questionable finan-
cial or business decisions will help you let go of anxiety 
around those decisions. Understand why you made the 
choice, make any necessary amends or corrections, 
and then move on. 
Focus on the good. When fear arises, remind 
yourself of the stability in your life: your savings, solid 
business plan, spouse’s income, your own good health. 
Exercise. Physical activity can lighten your mood and 
discharge anxious energy. 
Try yoga or meditation. Both have been proven to 
lower stress.
Spend time in hot water. Warm baths and hot tubs 
can soothe the nervous system.
Seek engaging sources of recreation. A light-heart-
ed or funny movie can shift your entire mood. 
Plan for the future. Deal with the realities of today, 
but keep making plans for the future. By doing so, you 
assure yourself that things will get better. 
     So face your anxieties, take the actions that present 
themselves and watch your anxiety ease. Sarah finally 
negotiated with her leaseholder and moved to an 
affordable location he also owned. For those anxiet-
ies beyond your control, take Marilyn and Frank’s 
example. They now watch funny movies and take 
baths together, not only increasing their well-being, but 
improving their marriage as well.  l
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As businesses lay off workers and cut costs, those remaining 
usually face an increased workload. Stress is almost a given. 
Here are some ways to cope with all that extra work. The 
habits will serve you whether the economy is weak or strong.

1. Let go of perfection. It could not serve you less 
at this time. Good enough is good.
2. Identify time-wasters. Once you’re clear what 
they are, start reducing them.
3. Plan everything. It will help keep you sane, 
centered and on track.  
4. Keep a list. When work piles up, commitments 
can slip through the cracks. Write down everything you 
have to do and check them off as you complete them.
5. Establish priorities. Start with the highest priority 

Ways to Cope with an Increased Workload
items on your list. Distinguish between important and 
urgent priorities.
6. Outsource or delegate everywhere 
possible. There are limits to how much you can do 
and still deliver value to clients, customers or your 
organization. 
7. Negotiate with your boss or clients. Don’t 
just accept without question an impossible situation.
8. Minimize distractions. Check email only 
twice a day. Use earphones. Close your door. 
9. Exercise. Working out charges up your energy 
reserves and helps you sleep better at night.  
10. Breathe deeply. Even a few deep breaths at your 
desk will calm you.  l  
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Self-Quiz  

Relevant Reading

True   False

Do You Defend or Do You Prosper?

In her book, Taking the War Out of Our Words: The Art of Power-
ful Non-Defensive Communication, Sharon Ellison estimates that 
we use 95% of our communications energy being defensive. As 
soon as we feel any threat, either of not getting what we want or 
of being put down in some way, we are ready to protect ourselves 
by being defensive. Imagine how much more productive our com-
munications could be if we learned how to respond nondefensively 
and to avoid provoking defensiveness in others! Take this quiz to 
see how defensive you tend to be.     

Please don’t hesitate to call if you’d like to explore this issue 
further. l

   

“Few things are impossible to diligence and skill. Great works are
 performed not by strength, but perseverance.”

—Samuel Johnson, author & critic (1709–1784)

  
The Power of Body Language, by Tonya Reiman

The Granularity of Growth: How to Identify the Sources of 
Growth and Drive Enduring Company Performance, by 
Patrick Viguerie, Sven Smit & Mehrdad Baghai

Your Money or Your Life, Revised, by Joe Dominguez & 
Vicki Robin

Rules for Renegades: How to Make More Money, Rock 
Your Career, and Revel in Your Individuality, by Christine 
Comaford-Lynch

Creative Capitalism, by Michael Kinsley

Making It Work, by David Allen

  

If you responded true more often than false to the above 
questions, consider some of the following alternatives to 
defensiveness. 

1. When a client, boss, coworker or colleague points 
out a flaw in my work, I am quick to show him or her 
how it wasn’t my fault. 

2. If I am at fault for something, it’s because of some 
factor outside of myself over which I had no control. 

3. When people are upset with me, I let them know 
with explanations and excuses why they are wrong.

4. I’m always looking for the hidden critical message 
beneath another’s words. 

5. If I don’t defend myself, I’ll get run over. 

6. I can rarely admit that I am wrong. 

7. If I think someone will have something critical to say, 
I avoid talking to that person. 

1. I’m always looking to improve my work, service or 
product, so I welcome feedback from clients, my boss 
or customers on how well I am doing (or not). 

2. I realize that when I’m feeling defensive, I don’t feel 
safe, competent or confident.

3. When someone criticizes me, I sit with it to see if 
there’s a kernel of truth in the criticism. If there is, I 
acknowledge it and work to improve in that area. 

4. By my willingness to admit and correct any errors, 
I engender trust and confidence from employees, 
bosses, clients and customers.

5. When someone is leveling a complaint, I ignore the 
words “always” and “never” and instead focus on the 
rest of the message.

6. I take responsibility for what I can change.

7. I listen for the usually hidden need expressed in a 
person’s complaint or anger, acknowledge the need, 
and then see whether there is something I can do to 
meet it.    
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What support do you need to hit your mark? 
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The following questions 
are designed to broaden 
perspectives, to open 
vistas, to widen the lens. 
There is no one right way 
to approach them. You 
can journal about them, 
talk to friends, create art, 
ponder them while driv-
ing or working out, dance 
them—whatever helps you 
explore “outside the box.”  

Finding Opportunity in Difficult Times 
(How Exactly Do You Do That?)

“Oh dear!” cried Chicken Little, “the sky is 
falling. I must go tell the king.” 

     The expression “the sky is falling” has 
become synonymous with a person jumping to 
an irrational conclusion and 
working everyone they meet 
into a panic.
     It can be argued that this 
is happening with the current 
economic situation—the public 
is being whipped into mass 
hysteria.
     Whether or not you 
believe the economic “sky” 
is falling (or that it’s already 
crashed around you), tough times have always 
provided great (and lucrative) opportunities. The 
trick is to know what to look for.
     So, how do you find opportunity during these 
tough times?

Don’t do what you did during good 
times and expect the same results. Keep 
up with the changing needs and expectations of 
clients and customers. Suggest new strategies to 
your boss. Even if your suggestions aren’t imple-
mented, it shows that you are thinking of the over-
all health of the company.

Focus on the need. For example, if you of-
fered a teleclass on credit (where to find it, how 
to extend it, how to keep it, etc.) you’d be ad-
dressing a timely need. 

Experiment with new ideas—the more the 
better. The trick is to take a number of small, 
manageable risks and see what “sticks.” For 
example, offer a series of free, one-hour 
calls on a variety of topics and see which 
one gets the best response. Source the news-
paper to determine what new problems the 
economy has created, and then offer some 
creative solutions.

Roll out the red carpet. Whether you 
are the owner of a business or you work for 
one, good customer service doesn’t cost you a 
cent; in fact, it pays.

Follow up on every lead. In a good economy, 
people get sloppy. There’s no room for that now.

Consider other markets. No matter what 
business you’re in there’s usually an affluent seg-
ment of people that are still buying. Is there a 
way to package your offerings that would appeal 
to this market? For example, the owner of a 

martial arts school shifted his marketing from 
teens, who often dropped out because of low-pay-
ing jobs, to parents of kids aged 5-9, who were 
unlikely to cancel despite a poor economy. 

Don’t pretend that times aren’t tough—
emphasize it. Reassess the needs of your market-
place by listening to your clients. Ask them what 
they need to help weather the economic storm. 

Be optimistic. Times will change, they al-
ready are. Focus on what’s working well and 
share that upbeat attitude with customers, col-
leagues and especially your boss. Positioning 
yourself as the “go to” person with an optimistic, 
problem solving attitude, could lead to new op-
portunities/advancement. 

Now is NOT the time to skimp on mar-
keting. In fact, it’s the best time to advertise. 
Try the free marketing offered online and high-
light the value and efficiency of what you offer 
rather than your “luxury” items.

Layoffs result in new people looking for 
work. Is it time to recruit some top people? 
And if you’re one of those people looking for 
work, refresh your skills/resume or start that busi-
ness you’ve always dreamed of running. Proctor 
and Gamble, IBM and FedEx were all born dur-
ing recessions. 

Consider launching your product or 
service. Customers are willing to try new solu-
tions during tough times if they believe the solu-
tions will ease the tough times. Is it time to blow 
the dust off that new product or service you’ve 
been waiting to launch?

Take advantage of the 
negative hype. See if 
you can catch business your 
spooked competitors are 
leaving behind. 
     The economic reality 
has created new boundar-
ies. You can leverage those 

boundaries to provide your business with focus 
and increased creativity. Economic downturns are 
tough, but resourceful entrepreneurs, who are will-
ing to take calculated risks, and forward-thinking 
employees can ensure a prosperous future.
     So, instead of worrying about the “falling 
sky” think about what Albert Einstein once said: 
“In the middle of every difficulty lies opportu-
nity.” After all, who are you going to take advice 
from, a chicken or a genius? l

1.	 What negative effects 
of financial anxiety, if 
any, are showing up in 
your life?  

2.	 What one step could 
you take today to reduce 
anxiety? 

3.	 What action would be 
most effective in reducing 
financial stress in the long 
run? 

4.	 How do you waste 
time? Which habits are 
you willing to change? 

5.	 How could delegating 
part of your workload 
lead to more joy and/or 
prosperity in your life? 

6.	 In which situation, or 
with whom, do you quickly 
become defensive? 

7.	 How would your work 
or personal life improve 
if you responded without 
defensiveness? 

8.	 Have you contracted, 
expanded, or stayed the 
same during this econom-
ic downturn? 

9. Where do the opportu-
nities exist for your work 
or business? 

10. What makes you 
laugh out loud? 

11. How could you ef-
fectively bring humor to a 
challenging situation?
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Bring Humor to Work (It’s Good for You & Good for Business!)

 
“I have been through some terrible things in my life, some of which actually happened.” 

—Mark Twain, humorist & author (1835–1910)

The physical benefits of laughter are well documented. Laughter 
decreases stress hormones, boosts the immune system and raises 

the heart rate, bringing more blood and oxygen to the brain. It also 
enhances alertness and memory as well as the 
ability to learn and create. 

Benefits for the Office
It makes sense that all that extra brain power 
and relaxation would lead to enhanced perfor-
mance at work. But laughter has other benefits 
around the office, which include: 

Stronger teams.  Laughter breaks down barriers, builds relationships 
and allows for better communication among coworkers. People with 
a sense of humor often have the ability to deal effectively with people 
and work issues, and they keep the severity of problems in perspective.
     Humor also enhances collaboration and team-building, creating 
a climate in which people feel motivated, energized and ready to 
contribute. The group that “plays” together stays together. 

Happier workers. Laughter reduces workplace stress, and breaks 
up boredom and fatigue. Happier, more relaxed workers are able 
to better focus on tasks, make fewer errors and are more productive. 
They also stick around longer, are absent less and don’t burn out.
     Humor also helps to minimize resistance to change. It’s a good 
defense against the stress of reorganizing, downsizing, outsourcing 
and other sometimes unsettling workplace trends.

Creative problem-solvers. Humor unleashes creativity and diver-
gent problem-solving. For example, good jokes guide us down one 
path only to suddenly track us onto another with the punch line. This 
breaks the habits of our thinking and leads to increased creativity.

How to Bring Humor to Work
Injecting humor into the workplace is not about entertaining others. 
It’s not pranks, practical jokes or juvenile antics. Instead, it’s more of 
an attitude, a way of viewing and processing things. Here are a few 
tips for bringing more humor into your worklife:

Look for humor. The more you look, the more you’ll find and re-
ceive. Try to see things from an out-of-the-ordinary perspective.

Collect humor. Start a funny file with cartoons, jokes, comic strips and 
stories. Set aside a portion of your office or desk as a “humor corner.” 

Encourage laughter in your department. Establish a humor bul-
letin board, keep a prop box, play games, encourage humor breaks. 

Laugh at yourself. Whatever your title or role at work, laughing 
at yourself encourages trust and good will. 

Use humor every day. Add humor to presentations, performance 
evaluations, meetings, in memos, newsletters and emails, and at par-
ties and recognition events. 

Keep humor appropriate for the office. Never poke fun at those 
in a subordinate position and don’t deprecate a person’s beliefs or 
background. There is plenty of wonderful, clean humor out there. l
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