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                                                        INTRODUCTION

       Business  is  many  things:  it  is  fluid,  ever-changing,  living  thing,  sometimes  building  for  great  peaks,  sometimes  falling  to  crumbled  lumps.  The  soul  of  business  is  a  curious  mixture  of  needs,  desires,  greed,  and  gratification  combined  with  selflessness,  sacrifices,  and  personal  contributions  far  beyond  material  rewards.  It  serves  the  aspirations  of  many  men  women  and  is  the  source  of  physical  security  and  well-being  for  all  of  us.

     I  suppose,  the  process  of  conducting  business  is  fascinating,  demanding,  and  creative,  worthy  of  being  classed  with  the  higher  arts,  worthy  also  of  greatest  personal  commitment  for  self  and  society,  and  yielding  the  greatest  satisfaction.

    But  very rare we reflect what just influences on the yielding the satisfaction. Certainly it depends on many factors, which directly concern to working process: such as the salary, holiday, bonuses,   privilege and so on. However we poorly give of attention to moral aspect of this problem, to  wit  emotional attitude to work. For some reason frequently we put  away this fact  sidewards  and   do  not  dascry of   its valid influence on  the  job satisfaction   of the employees and on efficiency of the company in general. And the emotional attitude  to work in many respects depends on management of  the  company, emotional attitude  to work of the managers, philosophy and policy of the company.

    Just to this problem I want to devote my  topic-paper, because on my deep belief that  emotional attitude to work is very important. I often  cogitated over this question and gradually realized important meaning(importance)   of  frame  of  mind of the person, of   his  appetency  to  create. I  have  made  certain  of  it by reading two books, the authors of which are the presidents of two large companies. Though these companies work completely in different spheres of field  of  business ,  but their leaders in result of the long-term work with the people as managers have come to the same conclusion - doubtless importance of the emotional attitude to work.  Under deep impression I have stopped the choice on illumination just of this problem.
   I  want  to  notice  one  more  thing :  in  my  topic-paper  I  envisage  not  to  divide  the  chapters  on  subchapters  because  they  are  connected  between  each  other  and   their  division  could  result  to  misunderstanding  of  my  topic.   
                    CHAPTER  1.  HAROLD  GENEEN   AND  HIS  BOOK  «MANAGING»
The  name  Harold  Geneen  is  recognized  and  known  throughout  the  modern  business  world  far  beyond  the  borders  of  the  United  States,  for  he  is  said  to  be  the  greatest  business  manager  since  Alfred  P.  Sloan,  the  management  genius  who  revamped,  restructured,  and  revitalized  General  Motors  into  what  it  today.

    For  seventeen  years,  Harold  Geneen  was  lord  of  the  realm  at  the  International  Telephone  and  Telegraph  Company,  commander  in  chief  of  the  most  complex  corporation  in  the  world,  operating  in  every  major  country  not  behind  the  Iron  Curtain,  employing  at  its  peak   more  than  375000  men  and  women  of  every race  and  religion  on  the  face  of  the  earth,  producing  a  variety  of  products  and  services  that  defied  the  ordinary   man’s  imagination.

   In  a  sense,  he  accomplished  what  Sloan  did  fifty  years  ago,  but   he  did  it  in,  a  far  more  complex  time  and  against  greater  adversity.  Geneen’s  accomplishment  was  ITT.  When  he  was  hired  as  president  and  chief  executive  officer  in  1959,  the  International   Telephone  and  Telegraph  Company  was  a  thirty-nine-year-old  corporation  that  manufactured  telephone  and  telegraph  equipment,  operated  several  telephone  companies  in  Latin  America,  and  built  communications  networks  for  the  US  Defense  Department.  With  most  of  its  operations  abroad,  the  company  had  taken  quite  a  beating  in  World  War  || .  In  the postwar  years,  it  struggled  to  rebuild  its  overseas  business  and  to  find  a  new  niche  in  the  burgeoning  United  States  economy.  By  and  large  it  failed.  Colonel  Sosthenes  Behn ,  the  company  founder,  died  in  June   1957,  a  bitterly  discouraged  man.  By  modern  standards,  the  company  seemed  old-fashioned,  outdated,  stagnant,  adrift. 

    Two  years  later,  when  Geneen  came  abroad,  ITT’s  sales  were  $765.6  million,  with  a  slim  profit   margin  of  only  $ 29  million,  and  $15  million  of  that  came  from  other  than  operating  income,  including  the  sale  of  its  headquarters  building  in  lower  Manhattan  for  $3  million.  In  1977,  when  Geneen  down  as  chief  executive,  ITT’s  annual  sales  had  reached  $16.7  billion,  withearning  of  $562  million.  He  had  bought,  merged  with,  or  absorb  some  350  different  bussiness  in  eighty  countries,  and  fashioned  them  into  250  different  profit  centres.

    How  did  he  do  it ?  How  could  ITT,  with  its  more  than  two  hundred  different  profit  centres  and  products,  make  increased  profits  of  10  to  15  per  cent  in  good  years  and  bad,  despite  recessions,  tight  money,  economic  upheavals,  and  political  vicissitudes ?  How  could  he  do  it  when  other  companies  of  similar  size  were  increasing  their  earning  by  1,2,3  or  5  per  cent  at  a  time  when  there  was  no  inflation  to  help  them.  ITT’s  management  was  scrutinized  and  analysed  probably  more  than  any  other  company.  Some  described  it  as  «management  by  objectives»  other  called  it  «management  by  meetings»,  other  signled   out  its  tight  centralized  financial  controls,  still  other  said  it  was  simply  the  man,  Geneen;  while  some  simply  refused  to  believe  the  figures.  Other  corporations  appeared  to  be  doing  the  same  thing  as  ITT :  they  had  their  own  management  by  objectives,  regular  meetings,  review  and  analysis  procedures,  and  centralized  financial  controls.  Some  of  them  even  had  tough,  hard-driving  bosses  who  said  the  same  things  that  Harold  Geneen  said.  And  yet,  somehow,  they  did  not  achieve  the  steady  bottom-line  results  that  ITT  did  year  after  year.  One  could  only  conclude  that  those  on  the  outside  did  not  really  know  what  those  on  the  inside  at  ITT  knew : Harold  Geneen.  I  suppose  they  simply  simply  did  not   know  his  emotional  attitude  to  work.  As  Harold  Geneen   mentioned  in  his  book,  first  of  all,  emotional  attitude  to  work  of  every  employee  depend  on  attitude  to  one  of  his  leader.  And  author  proved  these  words   by  his  actions  at  ITT  as  a  leader.  His  own  style  of  leadership  at  ITT  was  not  deliberately  calculated  to  accomplish  set  goals.  In   fact,  it  was  not  calculated  at  all.  It  was  much  more  instinctual.  He  established  high,  challenging  goals  for  the  company  because  that  was  the  kind  of  man  he  was  when  he  came  to  ITT.  Geneen  did  not  even  think  of  it  in  those  terms  at  the  time.  But  now,  upon  reflection,  he  can  see  that  it  probably  goes  back  to  his  days  as  a  student  at   Suffield   Academy.  He  work  conscientiously  because  he  liked  to  get  good   marks  and  it  bothered  him  if  he  got  a  poor  one.  Geneen  was  delighted  when  a  teacher  wrote  «well  done»  or  «interesting»  on  one  of  his  papers. He  learned  at  Suffield  that  he  had  to  earn  whatever  he  got,  but  he  also  discovered  that  good  marks  made  him  feel  good,  even  proud.  They  stimulated  him  to  do  more.  When  Geneen  worked  all  kinds  of  hours  to  sell  classified  ads  for the  old  World-Telegram,  he  did  it  because  he  was  scared.  He  was  afraid  not  to  work  hard.  He  did  not  want  to  fail.  Out  in  the  business  world,  he  wanted  to  do  as  well  as  or  better  then  the  next  fellow  and  he  was  willing   to  work  hard  for  that  distinction.  He  came  to  realize  that  the  challenge  the  business  world  offered  was  exciting  he  was  positively  delighted  with  the  feeling  of  accomplishment  when  he  exceeded  even  his  own  expectations  in  getting  a  particularly  difficult  job  done. 
     So,  at   ITT  Geneen  instinctively  sought  to  instil   something  of  same  kind  of  spirit  into  the  management  of  the  company.  He  had  always  enjoyed  going  to  work.  In  fact,  he  never  thought  of  it  as  work.  It  was  a  part  of  his  life,  a  part  of  the  environment  in  which  he  lived  and  breathed.  He  often  told  colleagues  that  business  was  as  much  fun  as golf,  tennis,  sailing,  dancing,  or  almost  anything  else  you  might  want  to  name.  The  pleasures  were  different  from  those  of  eating  an  ice-cream  sundae.  Business  provided  intelectual   challenges  that  stimulated  and  fed  one’s  mind.  They  were  every  bit  as  good  in  their  own  way  as  momentary   pleasures  of  gobbling  down  one’s  dessert,  and  they  were  more  durable.  The  sweetness  lasted  longer.  Business  could  be   a  great  adventures,  a  lot  of  fun,  something  to  look  forward  to  every  day,  and  the  rewards  went  much  further  than  one’s  annual  salary  and  bonuses.

    Geneen  wanted  to  create  that  kind  of  an  invigorating,  challenging,  creative  atmosphere  at  ITT.  He  wanted  to  get  the  people  there  to  reach  for  goals  that  they  might  think  were  beyond  them.  He  wanted  them  to  accomplish  more  than  they  thought  was  possible.  And  he  wanted  them  to  do  it  not  only  for  the  company  and  their  careers  but  also  for  the  fun  of  it.  He  wanted  them  to  enjoy  the  process  of  tackling  a  difficult  piece  of  business,  solving  it,  and  going  on  to  bigger,  better,  and  tougher  challenges.  He  wanted  them  to  do  this  not  for  self-aggrandizement,  but  as  part  of  a  greater  team  effort,  in  which  each  player  realized  his  own  contribution  to  the  team,  knew  that he  was  needed  and  appreciated,  and  took  pride  and  self-satisfaction  from playing  a  winning  game.  His  lob  as  chief  executive, as  he  saw  it,  was  to  unlock  whatever  inhibitions  or  fears  bound  these  people  in  chains  of  insecurity.  The  way  to  do  that  was  to  create  at  ITT  a  climate  of  growth  and  opportunity,  a  climate  in  which each  fellow  would  want  to  carry  his  own share,  and  would  be  driven  to  excel  not  only  because  he  pushed  him  but  because  of  peer  pressure  and  pride.

     One  of  the  first  thing  Geneen  did  at  ITT  when  he  got  there  was  to  move  onto  the  fast  track.  He  set  out  to  hire  the  very  best  people  in  the  industry  that  he  could  find.  He  did  not  want  glamorous,  glibtalking  men  who  got  by  on  their  coiffured   good  looks  or  family  connections.  Nor  did he  want  genius  who  were  so  smart  that  they could  not  get  along  with  the  rest  of  us  mere  mortals.  No,  what he  sought  was  capable,  experienced  men  who  were  motivated,  who  wanted  to  achieve  and  to  make  something  of  their  lives,  and  who  were  not  afraid   to  work  hard  for  what  they  wanted.  Of  course,  he  wanted  people  who  were  intelligent,  knowledgeable,  and  experienced,  but  in  choosing  among  candidates  who  had  those  attributes,  he  wanted  men  around  him  who  shared  his  enthusiasm  for   work.  Geneen’s  extraordinary  enthusiasm  was  highly  contagious.  He  inspired  men  with  his  enthusiasm  for  their  projects.  They  often  left  his  presence  with  a  revitalized  eagerness  to  try  something  new,  to  experiment,  to  get  on  with  a  lob  overdue,  to  work  a  little  harder  in  order  to  achieve  something  worthwhile.  And  it  worked  indeed.  But  it  was  in  ITT.  And  what  about  other  corporations?  Geneen  has  a  great  belief  and  faith  in  American  business.  But  as  he  looks  around,  he  see – as  others  do – American  preeminence  in  business  being  overtaken  by  other  countries.  He  gets  the  impression  that  big  business,  once  so  very  vital  and  growth-oriented,  is  now  befuddled  and  bewildered.  He  sees  what  he  considers  mediocre  performance  all  around  him,  not  so  much  in  the  small,  entrepreneurial  new   companies  as  in  the  largest  industrial  corporations,  which  are  the  wellsprings  of  American  economy.  The  vitality and  juices  seem  to  have  seeped  out  of  the  top  layer  of  management,  and  are  being  replaced  by  dry  rot  and  procedures  that  smack  of  plodding  bureaucracy.  So  many  of  american  major  corporations  seem  mired  in  a  swamp  of  laws,  customs,  procedures,  public  relations,  buck  passing,  and  personal  attitude  of  playing  in  safe.

   There  is,  as  Geneen  considers,  a  horrendous  amount  of  flabbiness  in  American  industry.  Blame  is  often  placed  on  labour,  and  labour  can  be  part  of  it,  but  unfortunately  flabbiness  starts  at  the  top  layers  of  management  and  works  its  way  down.  If  it  is  to  be  cured,  the  remedies  must  first  be  Applied  there  at  the  top.   He  is  afraid  that  too  many  business  executives  have  been  taken  in  by  their  environment.  They  have  learned   how  to  «play  the  game»,  to  say  the  right  things,  to  make  the  right  motions,  to  go  along  with  the  crowd,  to  follow  the  advice  of  their  PR men.  He  asks  where  the  gusty  businessmen  of  bygone  of  years  are,  the  men  who  made  waves,  the  men  who  were  recognized  as  «stand-up»  individuals,  and  finally  the  man  who  care  about  the  people  they  work  with?  Although  «Guts»  is  an  ugly-sounding  word,  Geneen  used  it,  because  it’s  true  one.  It  is  appropriate  word  to  best   convey  what  he  thinks  has  gone  out  of  the main  line  of  American  business  management  today.

    The  key,  essential element  in  all  good  business  management ,  as  Geneen  concluded,  is  emotional  attitude.  The  rest  is  mechanics.  As  he  uses  the  term,  management  is  not  a  collection  of  boxes  with  names  and  titles  on  the  organizational  chart.  Management  is  a  living  force.  It  is  the  force  that  grts  things  done  to  acceptable  standards – high  standards,  you  will.  You  either  have  it  in  a  company  or  you  don’t.  Management  must  have  a  purpose,  a  dedication,  and  that  dedication  must  be  an  emotional  commitment .  If  must  be  built  in  as  vital  part of  the  personality  of  anyone  who  truly  is  a  manager.  He  or  she  is the  one  who  understands  that  management  must  manage. [ 1, p.207 ]
    The  attitude  is  a  self-  fulfilling  one,  too.  The  man  who  says,  «I  must  do  this»,  will  stay  at  this  task  until  all  hours,  trying  again  and  again,  until  he  finds  a  satisfactory  answer.  The  answer  must  be,  above  all,  satisfactorily  to  him.  And  he  will  know  it.  There  may  be  many  ways  to  do  something  and  only  few  of  them  with  satisfactory  answers.  It  may  not  be  the  best  of  all  answers.  But  he  won’t  settle  for  anything  lower  than  one  of  those  few.  The  next  time  he  will  strive  for  yet  a  better  answer,  higher  on  the  list,  learning  something  new  at  the  time,  and  achieving  better  results  as  he  goes  along.  He  will  work  this  way  because  of  his  emotional  attitude,  more  than  anything  else,  and  that  attitude  inevitably  will  be  emulated  by  those  who  work  with  him,  so  that  it  becomes  a  way  of  life  in  that  organization.  The  urge  to  do  what  must  be  done  is  powered  by  deep-seated  emotion,  not  logic.  He  might  not  be  able  to  explain  why  he  works  the  way  he  does,  or  why  he  makes  this  choice  and  not  the  other  one.  He  does  it  because  he  «feels»  that  it  is  right.  That  feeling  is  transmitted  to  others  who  work  for  him  or  with  him.  They  know  his  emotional  commitment  includes  them  as  well  as  the  goals  of   the  enterprise.  They  are  willing  to  follow  his  lead  because  of  that  ‘feeling»  which  makes  him  the  kind  of  person  he  is.

   So,  Harold  Geneen  brought  a  new  quality  of  professional  management  to  ITT.  Under  his  unique  leadership,  the  company  became  known,  fondly,  as  Geneen   University.  The  executives  and  managers  who   served  under  him  graduated  premium  ‘ products’  on  the  executive  job  market.  They  were  highly  sought  after  by  other  companies  and  by  the  professional  executive  recruiters.

     And  what   I  want  to  mention  finally ,  the  Geneen  concepts  which  form  the  heart  of  his  book  «Managing»  may  seem  simple,  but  they  are  deceptively  simple.   I  think  they   will  reverberate  in  our  life,  as  they  have  in  mine  and  in  others  who  have  read  the  book.   I  had  heard  or  read  about  many  of  them  before,  but  never  in  the  context  and  with  the  impact  that  Harold  Geneen  gives  to  them ,  to  wit   thtrough  the  prism of  the  emotional  attitude to  work.    

                CHAPTER  2.  MARY  KAY  ASH  AND  HER  COMPANY  OF  A  «DREAM»

   The  name  Mary  Kay   is  known  mainly  by  female  part  of  the  humanity.  And  it  is  not  out  of  reason  as  she  is  founder  and  president  of  the  company  which  produces  cosmetics.  It  was  named   under its  founder  and  has  this  name  till  nowadays  «MARY  KAY  COSMETICS».  The  history of the company  has  begun  as  others  consider  as  the  beginning  of  the  end.  In  1963  after  25  years  of  managing  career  Mary  Kay  retired.  She  liked  her  job  and  as  a  manager  of  a  lead  up  of  the  manpower  in  big  corporation  got  her  peak  of  the  career,  but  thinking  about  the  passed  way  made  her  cast  down.  She  certainly  succeeded  but  felt  that  her  opportunity  and  ability  have  not  come  true  yet.  Mary  Kay  thought  a  lot  about  her  future  life  and  at  last,  once  evening,  when  she  had  prepared  for  sleep  suddenly  something  was  dawn  on  her – cosmetics. September, 13,  1963  cosmetic  salon  «MARY  KAY  COSMETICS»  was  opened  in  Dallas.  Her  eldest  son  and  9 beauticians  helped  Mary  Kay.  Namely  these  9  beauticians  became  the  first  consultants  of  «MARY  KAY  COSMATICS», the  women  full  of  enthusiasm.  No  one  undertaking,  as  Mary  Kay  emphasizes,   stems  without  the  enthusiasm.  It  is  the  costly  trait  of  a  person,  which  independs  of  what  kind  of  job  person  does.  Many  talented   persons  suffer  about  missing  of  the  activity  and  not  a  few  leaders  experience  the  difficulties  with  supporting  by  subordinates.  Mary  Kay  has  great  belief  that  mediocre  idea  to  bestir  enthusiasm,  would  come  true  faster  than  an  excellent  one  to  mettle  nobody.  That  is  why  leaders  should  bestir  enthusiasm  and  creative  activity  with  their  subordinates.  And  so  that  it  would  be  obtained  if  in  the  first   they  have  to  be  enthusiasts.  As  everybody  are  happened,  leader  may  be  as  down-in-the-mouth  when  he  or  she  does  not  want  to  work,  however,  has  to  mettle  others.  Even  he  or  she  is  under   the  weather  just  it  is  necessary  to  go  to  the  office  because  yet   leader’s  emerson  could  help  subordinates.

    Enthusiasm  does  not  only  mettle  -- it  gets  about  with  the  rapidity  of  fire.  The  personality  of  a  leader  always  influences  on  subordinates.  Mary  Kay  accentuates  the  activity  and  positive  traits  could  devote  to  all  of  them.  More  of  that,  the  changing  of  leader  often  leads  to  the  changing  of  the  face  of  company.  If  new  president  of  a  company,  for  example,  is  indifferent  and  bombastic  than  in  definite  time  the  friendly  atmosphere  disappeared .  Alright,  the  leader  must  not  press  by  the  authority  on  subordinates.  His  or  her  mood  -- good  or  bad --  would  be  influenced  on   them.  The  task  of  the  leader – to  control  the  mood, and  do  not  let  it  to  manage  over.

    Everybody  knows  a  forceful  effect  of  massive  enthusiasm  which  maddens  football’s  fun,  makes  politicians  entered  to the  madcap  disputation.  But  the  greatest  part  of  our  relations  with  people  is  relations  «one  on  one».  And  anything  so  does   not  convince  as  such  dialogue.  It  can  depend  on  gesture,  expression  of  a  person,  smile  or  intonation.  Even  the  trade  agents,  working  on  telephone  calls,  constantly  prove  that  enthusiasm  with  success  is  transferred  through  intonation.

     And on the contrary, absence of enthusiasm brings the sad results. Uncertainty in self and constant doubts is  too  easy  to be transferred. By and large, the chief, without interest demonstrating a new product by the employees, will hardly receive complete support from their  them.

   Interesting to note, that a word "enthusiasm" of a greek origin and means " with  God in soul ". Undoubtedly the energy arises inside the person - and if it  is covered by enthusiasm, the people should around catch it. As Mary  Kay  says : " Enthusiasm - it already 90 % of your success ". [2, p.37]

    The enthusiasm is a beginning, and what underlies? In a basis of the business Mary Kay has enclose   the emotional attitude to work, that is expressed in so-called " Gold rule»  It says: " Concern to the people how you wanted, that should concern to you ".  Bible is spoken about it, and this statement and today has the same meaning, as well as earlier. Undoubtedly, it is important for each person, but which this remarkable rule for the chief! It is a lot of years Mary Kay worked for anybody other, therefore well knew, that such to be in submission. Beginning the business and by defining  style of a management, which derivated aspiration to work better, she promised most self, that in her company errors will never repeat, consequence of which she has tested on self. With the people it is necessary to manage fairly, and consequently Mary Kay frequently thought: " If I were on this place, as though it would be necessary, that with me have behaved?" [2, p.15] And when then  she searched for any decision, set to self this question. And then there was the exit from the most difficult situation.

   In trade organization " Mary Kay Cosmetics " each can work and to achieve successes without progress upwards on a traditional ladder of hierarchy. Approximately 200000 beauticians-consultants  work as the independent trade agents directly with the customers. Each consultant determines the problems, productivity and compensation. One of the responsible  persons is the director. She recruits the employees, trains them and supervises over all chosen  consultants.

    At the moment in the company work about 5 thousand directors, the majority from which train people and work with them. Some observers look at the consultants and say: " Your program of adaptation will hardly work! " But it really works. Each director has the commission income from "beginners" in different cities and, in turn, helps other new employees. [2, p.16]

    But what for to anybody to work with the new employee and never to receive commissions for him? Why the director should work with your beginner, entering him in a rate of business, and all commissions  will receive other? And what from it the director will have? Such questions set other companies. However in " Mary Kay Cosmetics " the majority of the directors, at which on charge almost hundred beginners, so do not think. On the contrary, they consider, that, I help them today, and someone other will help to my consultant  in the other city. The system works, and, as far as it is known, such is not present in one other company.

    When Mary Kay developed system of adaptation, some doubted, that it  will become to work. But Mary Kay was sure, that it  will work because is based on " a Gold rule ". In " Mary Kay Cosmetics " frequently it   name as a principle " Go-Give ". This philosophy is based on the  oblatoring,   and it   is present at all activity of the company. As to the consultants, Mary Kay  wants it would not be necessary that they thought, as a lot of I can sell to these women, and on the contrary: that I can make, that these women have left with good mood.

     In opinion Mary Kay, the program of adaptation approaches not for all kinds  of activity, however, it  can serve a sample for any chief, whose principles of management are based on philosophy " the help each other ". The good chiefs will never force subordinated to think of money, if will pay their labour for merits. Such attitudes  should exist in all company, since administration and finishing the consumer. When everyone aspire  to  help each other, wins each.

      The resolution of problems of management with observance " of a Gold rule " means the fair attitude to the people, instead of use them  simply  as labours .  To some it seems, that it contradicts the basic purpose of the company - reception of the profit. But the realization on business " of a Gold rule " does not mean, that the company is a  charitable  organization. As it does not mean and that employee cannot be dismissed or temporarily  suspension. Sometimes the chief should carry out unpleasant duties, which can disappoint or to offend subordinate, but they are directed on observance of interests of the company. In these cases the chief should display attention and  commiseration  is a most correct  way of fulfilment " of a Gold rule " even at dismissal subordinate.

     Mary Kay not only says about " a Gold rule ", she  wants it would be necessary, that each used   it  in the activity. On lunch, which are by a part of training, spent for all new directors, on each plate the special memorable souvenir - plate with " a Gold rule ". Such souvenirs were distributed to hundreds directors and thus Mary Kay spoke: " I can not promise you roses without thorns. Each   there will be the new problems. And when you will meet one of such critical situations, it would be necessary, that you have taken in a hand a plate with " by a Gold rule " and have asked self as to me to solve this according to "  Gold rule " [2, p. 23]

    While many people think, that in the business world there is no place for " Gold rule ", in the company " Mary Kay Cosmetics " it is of making activity. Moreover Mary Kay considers, that other effective management does not exist.

      By old dream Mary Kay want  to  write the book about skill to work with the people, which was called to help other. And her dream has come true. Principles of a management and long-term experience of work with the people Mary Kay has enclosed in the book, which and has named " About skill to work with the people ". Though many  people  doubt a volume, that such principles of a management work, Mary Kay and her company have proved, that it is  so - and this system works. That has turned out at this company, oters  will  manage too. But under one condition - these principles should be used all together, and you should be convinced in them justice. It is impossible to pretend, that you live on "  Gold rule " - because the people at once  would  feel a deceit and a  falsity. Respect of the people, with which work, it is necessary to deserve. Anybody cannot simultaneously live under the different standards. And the emotional attitude to work cannot be affected, be  flashied, it should go from the person, from   soul.  And  don’t  forget  that  emotional  attitude  as a  essential  factor  of  behavior,  influences  on  people  whether  you  work  with  or  even  simply  talk,  especially  if you  are  a  manager.  Just  remember  the  simplest  truth:  if  you  do  something – it  will  back  to  you.  And  may  be  then  we  would  realize  the  importance  of  whatever  you  do  for  people.          

                                            CONCLUSIONS
      So, in my  topic-paper I have analysed the understanding  of conceptions  of  the emotional attitude  to work by  the presidents of two large companies " INTERNATIONAL TELEPHONE and TELEGRAPH " company and " MARY KAY COSMETICS ". The analysis was constructed on the basis of the books, the authors of which are the presidents of these companies Mary Kay Ash and Harold S. Geneen. During long-term work with the people they have come to a conclusion, that   many  thing  in  management  are  depended  on the emotional attitude  to work  and the importance of this factor is conclusive. This idea is incorporated in a basis of these books. Someone  may  tell, that it  is only words. But immutable law in business is that words are words, explanations are explanations, promises are promises - but only performance is reality. And just through representation Harold Geneen and Mary Kay Ash have proved, that their systems work and proof of that –is  their success and international recognition in the most prestigeous rating of a magazine Fortune.

     As  for me  I consider , that the emotional attitude  to work   is very important. You see, your success depends only on you, on your  insistence, persistence, knowledge and certainly aspirations.  Otherwise  without aspiration to success, that was not undertaken, all   is  condemned to  fail.   It is necessary to put the purposes and by all means to move to them, and then the success will without fail reach.

    As though was, while the companies work, while there are the problems of management, the  interesting   in efficiency and in care of the employees,  subjects , concerning to these problems,  will  exist,   including the emotional attitude to work.. 
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