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As my son laughed at my accounts of
spending hours in front of my typewriter, I
had one of those moments where we reflect
on how the past three decades have been
marked by incredible progress and innova-
tion. Connectivity, information sharing,
technology revolutionizing every business,
and the incredible power of data we’ve only
recently begun to really understand...

And it got me thinking about all the
really smart people I’ve watched get left
behind because of just how scary change
can really be.

For those reading this article who have
been in this industry as many years I have,
the fax machine needs no introduction, but
for those of you closer to my sons’ age than
my own, I’ll catch you up to speed. In the
mid-1980s, economics and technology
finally caught up with the vision that a
machine could reduce friction in the order-
ing process—and get sales reps off the
phone and out of the office—so they could
win more business. The idea was that fax
machines would increase order volume and
free up time for distributor sales reps.

But for some distributors, the fax
machine was a technological paperweight. 

They didn’t embrace change. They all
claimed they believed in their process so
staunchly, they refused to evolve with tech-
nology, and many ended up hurting their
ability to serve customers and grow their
business.

Just as fascinating to me was watching as
just a handful of years later, so many busi-
nesses that DID adopt the fax machine
quickly became hesitant to embrace the

next wave of tech with web services and
email. The shift in mindset from “early
adopter” to “technological naysayer” seemed
to happen so fast.

But the real reason companies didn’t get
on board with fax sooner or abandon them
faster is much simpler: They were scared.

Growing research in neuroscience is
proving the belief that “we are creatures of
habit” to be very true. We like “certainty.”
Certainty brings with it clarity and pre-
dictability; therefore, change may often
activate a threat circuitry in the brain. 

When faced with change, we’re not just
unsure, we’re actually fundamentally trig-
gered at a neurological level — so it is no
wonder change management drives tremen-
dous stress for so many businesses.

How Ready are You for 
Change in Your Industry?

Today, eCommerce seems to me a bit like
the fax machines in the 80s and 90s. If I were
an inside sales or outsides sales rep, I would
be wondering how to utilize online tools to

help grow my accounts and attract new
business—and keeping my eyes out for the
next wave of tech that could help me stay
ahead.

Ask yourself a few things about your
business right now:
•    Do you have traditional sales reps at

your company (you know, the guys who
were around when fax machines were
installed at the office), and are they pre-
pared to make this change?

•    Are the owners of the companies (or the
HR function) doing enough to help sales
reps make this transition?
If either of these questions triggers panic

for you, take a minute to think about the fol-
lowing strategies.

Quick Tips for Embracing
Change as an Employee
1.  Acknowledge the change.

The most important thing to do when
change is happening in the workplace is
acknowledge it. Recognizing and accepting
change is one of the first steps towards
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A few weeks back, I was traveling with my family in Southern California, and we decided to stop for a night in a

quaint little B&B. Like many B&Bs in the area, our home for the night seemed to have frozen in time sometime

around 1992, so I found myself staring at a collection of devices that were familiar to me—a typewriter, fax

machine, a landline phone—but to my teenage sons, they may as well have been cave paintings.
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managing it, and getting in the habit of
openly identifying change will help lighten
its perceived weight.

2.  Face your fears. 
Write down what is scaring you, objec-

tively, and address them head on. Go
through each fear and write down what the
consequence and action would be if it came
true. This approach will diffuse your anxiety
by creating an actionable plan no matter
what change takes place. 

For example, when I started my company,
Intuilize, I was told that I had to write arti-
cles and be ready for speaking engage-
ments. Knowing that English is not my
mother tongue, I was worried about my
accent, my writing prowess, etc. I wrote
these fears down, spoke to a publisher, and
he let me know that my unique voice could
actually be a differentiator for me—so my
perception changed.

3. Communicate, communicate,
communicate. 
Especially as an employee, it can be easy

to feel like you have no voice in change.
Speak up; be proactive. Take the initiative to
talk to your employers, your colleagues,
your direct reports about the change you’re
seeing. Even if your organization is not com-
municating change well, the more candid
and transparent you can be, the better you
will be able to align teams toward progress
amid change. 

I have had the privilege to work with
some of the most progressive fastener dis-
tributors in the world, all with different
approaches, team structures and cultures—
but the one thing the most successful dis-
tributors always have in common is open
communication. These are the companies
where Boomers and Millennials, leaders and
contributors, owners and operators are all
speaking the same language and doing it
transparently. 

For example, it was very refreshing to talk
with Vic LaPoma, Marketing Manager for
Kanebridge Corp., at the Southwestern Fas-
tener Association social in February and
learn how he has been able to lead the
Kanebridge outside sales team to adapt
their strategies and tactics to go from a
hardcopy catalog company in the 80s to a
successful multichannel enterprise in 2020.
Today, he keeps nurturing relationships with
his customers that might be working from
home or through more individual telephone
contact and telemarketing.

Tips for Embracing Change 
as a Leader
1. Take time to watch and listen.

Your employees are not always going to
be champing at the bit to let you know they
are scared, plain and simple. As a leader,
part of your duty is to understand that
change means stress, stress means mis-
takes, and mistakes mean loss of revenue—
or loss of people!

If you know structural, process or person-
nel changes are looming, keep your eyes
and ears peeled. Talk to your employees,
their managers and their colleagues, and
recognize the patterns of anxiety as they are
building so you can correct them before they
are too large to tackle.

2. Demonstrate your genuine concern.
To lead change management effectively,

you have to really care. You have to care
about the effects it has on the business, but
more importantly, you have to care about
the effects it has on people.

Great leaders understand that real
progress is driven by teams that feel
empowered, listened to and cared about.
Open the lines of communication to individ-
uals at all levels, and make a point to enact
good ideas when they come. Show your
team that even when you act unilaterally,
you care about how your decisions change
their lives, and be willing and able to change
your own mind.

3. Train and prepare.
The further out ahead of change you can

get in terms of getting your team up to
speed, the less the psychological impact it
will have on them. Plain and simple: Train-
ing and preparation de-stigmatizes the
“new” and allows even the stubbornest
employees to feel more ownership of the
future they are facing.

And yes, sometimes change happens
fast. Even when this is the case, find time to
set aside—if only for the employees you
know will be most affected—to acknowl-
edge the pace of change, prepare your team,
and train brains to buy in to your brave new
world.

I’ve spent the last few hundred words
talking about communication, preparation,
transparency and being bold—so let’s put
that advice to work. 

Please reach out anytime so we can talk
about eCommerce, our challenges, and the
future. But most of all, we can talk about the
beauty of change!  �
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QUICKSCREWS
 INTERNATIONAL
 CORPORATION
Quickscrews International Corporation is 
one of the last remaining full line suppliers 
of  professional woodworking screws, bits and 
bit holders. Established over 25 years ago, the
company is best known for its innovation and
 creativity in bringing solutions to the Furniture
Manufacturer’s, Cabinetmakers and Wood -
workers. With warehouses located in Livermore,
California and Rock Hill, South Carolina,
Quickscrews ships orders across the country
within 1 day of receipt.
Phone: 800-743-6916, Fax: 800-689-7975,
Email: helpdesk@quickscrews.com
To download our catalog, please visit
www.quickscrews.com

SCREW & SUPPLY, INC.
We manufacture security fasteners
proudly made in the USA! While our
catalog contains an extensive list of 
our products, we are always adding
new ones. If you are looking for some-
thing and do not see it, please contact
us. For more than 50 years, it has been
our honor to provide our customers
with quality products and excellent
 customer service.

Phone: 800-223-1316
Fax: 631-567-3057
Email: sales@screwsupply.com
Website: www.screwsupply.com

PREMIER FOLDING
 CARTON CO. 
Premier Folding Carton is a manufac-
turer of folding cartons for the fastener
industry. Our complete line of stock
boxes are built with reinforced side
walls or with a divider to separate two
compartments. The cartons are avail-
able plain, printed and with windows.
Premier also is a distributor of poly
bags.

Phone: 800-950-1351
Fax: 888-731-8786
Email: sales@pfcarton.com
Website: www.pfcarton.com

PIVOT POINT, INC.
Complete line of Pins and Wire-Rope
Lanyards. Award winning fastener
 solutions from Pivot Point include the
NEW Auto-Lock Safety Pull Pin, SLIC
Pin™, Bow-Tie Locking Cotter™,  
Rue-Ring™ Locking Cotter, Nylon
 Lanyard™ & Infinity S-Hook™. 
Your source for Clevis Pins, Cotter 
Pins, Quick Release Pins and Devices,
Locking Pins, Lanyard Assemblies and
more. Stock & Specials.
Phone: 800-222-2231
Fax: 920-349-3253
Email: mail@pivotpins.com
Website: www.pivotpins.com

POWELL SYSTEMS, INC.
Fast, accurate, efficient, our fully
 automatic 1/4 keg packaging system
will improve the performance of almost
any packaging and shipping depart-
ment. All systems microprocessor
 controlled. Part number set up for
 thousands of parts. Accuracy –0 +1 
for most parts. Fast change over 
for corrugated or plastic returnable
 containers.
Phone: 765-884-0613
Fax: 765-884-0308
E-mail: jim@powell-systems.com
Website: www.powellsystems.com

Highest quality parts,  lowest possible prices

www.randrengineering.com

1.800.979.1921 • Fax 1.800.345.9583 
sales@randrengineering.comENGINEERING CO.

R & R ENGINEERING, INC.
R & R is one of the largest U-Bolt, J-Bolt
and Special Wire Form Manufacturers
in the country. We stock over 3.5
 million pounds of raw material in
Grades 2, 5 and Stainless Steel for 
quick delivery. Our threading capacity 
is over 200,000 pcs per hour for
 diameter of .162 thru 1”. Pricing 
on large quantities competes with
 overseas producers. Stocking 
programs available. 
Phone: 800-979-1921
Fax: 800-345-9583
Email: sales@randrengineering.com
Website: www.randrengineering.com

S&W MANUFACTURING
CO., INC.
Full Product Line Catalog
Committed to providing you with American 
made quality, innovative, standard and custom
 precision parts. In addition to our standard  leveling
and vibration devises, we manufacture Machine
Mounts, Anti-Vibration Mounts,  Furniture Glides,
Spring Loaded Devises, Hand  Retractable Spring
Plungers, Ball and Spring Plungers, Knobs, Tube
Ends, Tooling Components, and Thread Checkers.
Call for your FREE copy of our Full Line Catalog. 
For personalized service, contact 1-866-LEVEL-IT 
or visit: swmanufacturing.com
S&W Manufacturing Co., Inc.
216 S. Evergreen St., Bensenville, IL 60106
Phone: 630-595-5044
Toll Free: 888-538-3548
Fax: 630-595-5275
Email: swsales@swmanufacturing.com

SCREW PRODUCTS, INC.
Screw Products, Inc. has been providing
quality fasteners backed by customer
service since 1999. Its extensive product
line includes screws for virtually any job
and the exclusive DeckLok and RailLok
fastener systems for decking, railing,
and fencing. Coast-to-coast, same-day
shipping is available on all products —
call or visit our website for a free
 catalog today! 
www.screw-products.com
877.844.8880
E-mail info@screw-products.com


