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focusing on your business growth





 Trends and Transitions

Dealing with the Change
 January 16, 2009 Discussion
 Clearing the Clutter and Developing Focus
Highlight of the Roundtable Discussion:

With the barrage of information thrown at us on a daily basis, January’s discussion revolved around the process for making sense and sorting through the clutter.  Consider the following factors:
· Changes within your customer and their market 

· Your Core Strengths
· Your deliverables and how they are shifting within changing environments 

· Your business foundation, knowledge, expertise, management skills and past experience 
Sustainability Beyond Survival 
Consider the following questions:

· What will be some of the most important concerns for sustainability of their current business?
· What changes is everyone most concerned about in that respect?
Examples included:

· A recent Business Week article about DuPont Company and its relationship to a local company
· The effect of downturn in the auto industry and its impact to a Connecticut company.
Pay attention to your Customers.

Look for the following:

· Changes in their payment pattern

· Their order flow

Through on-going conversations and careful listening, identify where their industry is headed and what plans they have to remain ahead of the changes.
Understand Your Business

· Be aware of your internal state of finance

· Identify your own core strengths

· Develop a strategy to approach new opportunities based on your own core strengths 

· Study the changing environment and identify opportunities for current products and services  

Understand Future Customers: 

· The buying habits of the new generation

· Their preferences on what they buy

· How they buy

· How to modify your business model and business process to meet the future demands.
Examples: 

· The old Ford Model of business and the shift to customization by the Japanese car manufacturers to give a more personalized experience for the buyer
· The evolution in creating an individual customer experience - This model requires many smaller specialized manufacturers and suppliers offering a small part of their specialty to an individual buyer creating an extraordinary personal experience 

· Technology’s importance in delivering these products and services in a seamless manner 

· A renewed awareness for Good Collaboration among all parties involved in creating future business models 

The following questions were provided as homework for participants to explore further within their own organizations and internal teams: 
1. What are the most important concerns for your current business?

2. What changes are you most concerned about in that respect?

3. What information and knowledge would help you to ensure “Sustainability” for the next 1-3-5 years?  Is a correction in your direction required?

4. If you had a choice, where will you focus first?  Where will you focus next?

5. How will you prioritize what is most important to your particular situation?

6. What are the best resources for information?
Discussion Summary:

1. Customer focused – changes in customer’s buying pattern and habits, the changes in customer’s industry, customer’s financial standing 

2. Inward focused – your own core strengths, your business model, your business process, your knowledge and experience, your financial strengths, your talent pool

3. Product and Market focus – how is the product and the market for that product shifting, effect of technology, lifestyle changes, demographic changes 

4. Competition focus – who is your competition and what are they doing. Sometimes the completion may come a new innovation that may make your product and service obsolete

5. Environment focus – changes in laws, global shifts in policies and relationships, social awareness and shifts 

The takeaways:

· Being a hub for delivering products and services to create that unique customer experience 
· Not everyone can be a hub; some may be one cog providing a specialized service

· Power of social network in the future and developing a language to connect with them 

· Importance of collaboration in the evolving business process 

· Look to the marketplace for opportunities for adaption or transformation of products and services 

· Figure out where to fit in and be versatile 

· Explore the concept of mass customization 

· The process makes sense but finding time to pursue it is a challenge. 

February 20 Meeting Focus:  Connecting the dots (mapping) and making sense of what is relevant to you. 
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