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INTRODUCTION
W
Maybe it’s a sta  member in admin, customer service, 
operations or sales; they could be new or have been there for a 
long time. 

Sometimes they think they know everything and don’t want to learn 
anything new, or they’re resistant to change. Then other times they 
have a bad attitude towards other sta  members or upper management.  

Whatever it is, the consistency is that their bad attitude a ects company 
moral and the people around them.  

To make matters worse, negative sta  don’t usually keep their feelings to 
themselves, instead they try to influence others to adopt the same bad 
attitude they have. Sometimes it comes out at meetings where they 
verbally attack other people, then other times it’s passive aggression 
where they put on a happy face to management, but behind their backs 
they spread negative feelings. 

The thing is negative employees can be like rotten apples. Have you 
heard the saying: ‘a rotten apple spoils the whole barrel’? It means 1 
rotten team member can a ect and bring down the rest of the team. 

So it’s vital to find sta  who have bad attitudes and address the situation. 
Now lets get started on how to deal with negative attitudes at work. 

IDENTIFY THE NEGATIVE BEHAVIOUR

e see it all the time in almost every company around the

When it comes to dealing with negative sta , start by identifying the 
negative behaviour you want your team to improve upon. Look around 
at your sta  and team during meetings and work hours. What are some 
of the negative behaviours that you want to see improved?  

world, there’s always 1 (or more) negative employees.
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Could it be coming to work on time? Could it be the way that someone 
behaves in o ce? Is there someone that is clearly negatively impacting 
the rest of your team?   

You may not always have to be the one to identify it, often times other 
sta  members will notice it and bring it to your attention. Next, you 
want to document the negative behaviour: When does it happen? How 
often? In what situations? And for how long? Is this relatively new or has 
it been going on for a while? Document it, so you’re prepared with 
evidence when you address the situation with the sta  member.

Now that you have identified the negative behaviour and the person 
associated with it. Next, you need to develop a plan to address the 
individual in a calm, professional and private setting. Think about an 
ideal day of the week and time to address this and book it in advance. 
This shows professionalism and that you also respect your sta ’s time.  

It’s also important to note, that sometimes you can’t plan out when to 
deal with the negative behaviour, often times it has to be dealt with 
immediately after it happens. Either way, make sure the situation is 
addressed in a private space where both parties can speak freely without 
pressure to save face in front of colleagues. Always remember, praise in 
public and correct in private, so as leaders, we need to be mindful of 
setting a private setting for correcting any negative behaviour.  

IDENTIFY THE 
NEGATIVE BEHAVIOUR  

CONFRONT THE PERSON



Copyright © Soco Sales Training Pte Ltd
prosper@socoselling.com | www.SocoSelling.com | @socoselling

Start by staying calm and mentioning you’ve noticed their negative 
behaviour. Share exact instances it has happened and how it a ects 
their work and people around them. 

Next, ask probing questions to try to identify the root of the problem. 
Ask them why they act or feel this way. Is there something that has 
changed that is a ecting them? Maybe they feel like they’re not being 
heard, or aren’t happy with certain things, or maybe something is going 
on at home which is a ecting them at work. Whatever it is, you want to 
find out what is causing the behaviour so you can start to (hopefully) fix 
it. 

CONFRONT THE PERSON

Next, during discussions, start setting goals for change. Address what 
exactly are the steps that the sta can do to rectify the negative 
behaviour and set goals for your sta to work towards. Even play out 
various scenarios, do’s and dont’s for your sta  to get clear on what is 
acceptable and unacceptable.   

Lastly, it is important to emphasise the need for a positive attitude 
moving forward. Demonstrate how a positive attitude impacts the 
person, their ability to perform at work as well as the rest of the team’s 
morale and behaviour. Let individuals know that they are an important 
part of a bigger ecosystem. This helps the sta  hold themselves 
accountable for their own actions as well.

FOLLOW UP
Always remember to follow up. Now that expectations have been 
aligned and goals have been set, make sure to always check in with the 
individual on where they are at from time to time.

Start by scheduling a meeting to discuss the individual’s progress. Think 
about whether it’s better to schedule a meeting once a week or every 2 
weeks. Whatever you decide on, remember to follow up. These follow 
up meetings should not be seen only as a way to make sure progress is 
made, it should also be a time to recognise and praise!
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FOLLOW UP
Reinforce positive behaviour and let your sta  know that you appreciate 
their e orts in making improvements. 

Now, if improvements aren’t made, further action needs to be taken. 
Chances are their colleagues are very aware of their attitude and are 
wondering whey they still have jobs at the organisation. You now need 
to make a decision on whether you need to let the person go, or if there 
are other ways to fix the situation by possibly moving to them to 
another department or role. If they do get moved, their attitude needs to 
improve, otherwise you will need to let them go. 

For us, the employee’s attitude is more important than anything else. As 
the saying goes, hire for attitude, train for aptitude. It’s easier to train 
someone with the right attitude new skills than it is to change the 
attitude of a skilled person. 

TURN NEGATIVE ATTITUDES INTO POSITIVE
If you find your employee feeling demoralised by a negative work 
situation, it can be helpful to focus on the positives. 

You can do this by tracking and sharing weekly wins. Let the team know 
that you’re aware things are tough right now, but with every situation 
there are always positives. Tell them at the beginning of the week that 
you’d like them to track their wins no matter how small they are and that 
you’d like them to share the wins with you at the end of the week. 

They can be as small as they like, relating to prospects, customers, their 
understanding of the industry/competition/product, and their own 
professional development. It could be that they finally heard back from a 
customer they’ve been trying to get a hold of, or advertising expenses 
have gone down or they’re making great progress on a project. 
Whatever it is, if it’s something positive that happened that week, they 
need to write it down.
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TURN NEGATIVE ATTITUDES 
INTO POSITIVE
Have your team compile three wins from the week then every Friday in 
an email, share with the group all of the positives that came out of the 
week. This should take no longer than five minutes and should be a 
protected, non-judgmental space to celebrate small wins to get the team 
focused on positives instead of negatives. 

Your task this week is to plan out how you’re going to confront 
a negative sta .

ACTION PLAN
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