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We used this action item to reenforce with Managers the importance of not walking past bad behaviour and
A P B B LR R L s - Privately speaking one on one to correct behaviour. Nevertheless, this is something we are struggling to improve.
is not delivering in their role, Often the issues are relati\{ely minor and irritating. Such as a COWO]-.'kel.’ taking too many breaks or not b.eing tidy

enough. When we speak with a relevant person, we don’t communicate that to the whole team, for obvious
reasons. However, the complainant doesn’t see that, and thinks we haven’t done anything, especially if the
behaviour doesn’t really change, and it doesn’t warrant dismissal.

we do something about it.”
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