Positioning Success                                                                                            Introduction

Earning Success                                                           Section 1: Preparing for the Journey


Section 1: Preparing for the Journey
Let’s start with this fundamental supposition: If your organization currently is the dominant industry player, complacency and lack of vision can quickly unseat your company from its leadership position.  Success evaporates as your organization excels at mediocrity.
Many obvious examples abound.  The Big Three automakers refused to change their product line, allowing foreign competition to diminish its huge market share.  In the 1960s and 1970s, Sears, Roebuck & Co. never saw Wal-Mart, Kmart, Target, or Home Depot as threats to its dominance.  The three major television networks never expected cable TV to overshadow their preeminence.
And so on.

However, even if your organization is not the dominate player, even if it is a small or moderate sized company or department, no matter what the scale is of your business operation, it too faces the immense challenge of earning new business, and keeping it!  
Because the cost of earning sales is immense, winning new business starts with preparation.  Successful managers must look closely at the process their organization utilizes to go after customers; they must examine the research and preparation activities that precede the sales effort.  The first step in Earning Success is to understand how your organization prepares itself to cultivate new customers.
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