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Positioning Success                                        Section 1: Understanding Your Organization


Introduction 
Winning.

You are responsible for winning within your organization.  Whether it is increased sales, reduced operational costs, improved customer satisfaction, better margins, or positive employee morale, it all comes down to positioning.
But just like in sports, wishing to be a winner, and actually earning that achievement are two different things.  You must put together your athletes, develop plays for your team’s success, practice together to imprint the winning flow into everyone’s thoughts and actions, enter the playing field to execute your strategy, and work hard to overcome your opponents’ obstacles to secure the prize.

You must create the winning vision to position your team for success.

Today’s managers truly believe they are winners.  Some have successfully completed business school, maybe earning their MBA degree or CPA status.  Others have climbed through the ranks of management, letting their achievements open the pathway to higher levels of responsibility.  Others have parleyed outstanding sales skills as the basis for establishing their own growing businesses.  Still others may have inherited the obligations of a family-owned business.
And to varying degrees, today’s managers are successful.  But are these managers and organizations maximizing their success?  Do they even know?
With that in mind, this three-book series offers up two questions to ask any manager:

“Do You Know What You Don’t Know?”

“You Can’t Know What You Don’t Know, Can You?”

Before you can win, you must establish the foundation to win.  Positioning Success is the first book of the series.  Managers examine the work flow processes supporting their organization, discover how its people are used or not used as assets to win customers, and dissect the cost structure affecting profitability.
Once the foundation is understood, you must get the win.  Earning Success is the second book in the series.  Managers question the strategies for cultivating new business and growing existing accounts, reexamine the process for winning the sale, and create a mindset for living customer satisfaction.
After the deal is done, the hard work really starts.  Retaining Success is the final book in the series.  Managers develop strategies to manage their business through the use of key performance indicators, uncover ways to cultivate better and long-lasting client relationships, and regenerate the technical infrastructure supporting current and future business.

Learning to consistently win is hard work.  Now let’s get started!
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