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focusing on your business growth





 Trends and Transitions

Dealing with the Change
November 21, 2008 Discussion
Defining Your Business, “What Business are you in?”
Highlight of the Roundtable Discussion:

This session’s discussion started by defining your business by identifying the following:

· The source of your income 
· Your audience
· Why do your customers buy from you? 
· What is it that attracts them to you?
· When they see you or think of you, what do they see you as? 
· Who are you to them? 

· Is that how you look at yourself and your business? 
This was followed by asking participants the famous Peter Drucker question:

What business are you in?

Here are some answers:

· Information business

· Brand Management 

· Transforming lives through education

· Pain Management related to computer and software technology 

· Pain relief and problem solver related to compliance, 

· Preventive medicine for employee loss (retention) 

· Relationship business 

· Developing visionaries 

· Early childhood education 

Differentiation between Past and Present Trends

· In the past there was a period of stability after major disruptions giving time to develop your business strategy 

· At present and in future, constant disruptions due to various external and internal changes will be the norm.

· During the process, a platform will be created for businesses to benefit and the timely use of such platform will help grow your business.  Example:  Technology created the platform for social networking (Face-Book, MySpace etc) and with generational shifts it has created opportunity for new ways to sell products and services to a much larger audience. 

Trends and Transitions: 

“Today’s weak signals may become tomorrow’s trends”. How do they affect your business positively and/or negatively? Here are some trends to watch:
· Technological changes

· Funding opportunities

· Laws and compliance

· Social responsibility related to business objectives

· Demographic shifts

· Globalizations

· Business culture

· Knowledge sharing 

To survive and thrive in these constantly changing conditions, different approaches will need to be pursued.  The following are various ways to approach this in an innovative manner:

· Product Development - 3M, Apple, Samsung, Honda, Nintendo

· Process development - Toyota, Wal-Mart, P&G, IBM, GE

· Business Model Development - South West Airline, HP 

· Customer Experience Based Innovations - Google, Amazon

New partnerships and collaborations will also need to be explored and leveraged with a true understanding of the basics:

· Competition – U vs., Me – fighting over the pie

· Cooperation – U and Me – help me win – splitting the pie

· Collaboration – shared leadership – increasing the size of the pie – participants may not win equally but together by increasing the size of the pie each individual will win more than doing it alone or just partnering with someone 

This exercise offers a fresh look at the trends in industry and business and identifies those signals of change that present new opportunities for the future.  It will also give you an advantage to prepare for the future and guard against lost opportunities.
Takeaways from this session:

· Set some measurements in order to Anticipate and Act 

· Information and Data Management – collaborate and share new business ideas

· Rethink the way you define your business 

· Pace vs. Quality 

· Collaborate to expand the pie – skilled quality labor, funding opportunities 

· Value Proposition – deliver quality, add value, generate profits 

· Ask clients how they see us

· Understand our strengths 

· Concept of co-creation of products 

· Better understanding of Business model and Strategic Planning

· Innovation through business model vs. product and process development
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