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Introduction 
Prosperity.

Short-term success is relatively commonplace for any person, manager or organization to claim because it is easy to win one game, earn one sale, or please one customer.  However, it is significantly harder to achieve sustained and growing long-term success because it requires a higher degree of intensity, focus and repeatability from an organization.  

When organizations can establish this momentum of victories, the result is prosperity.  Or said differently:

Success is fleeting if you can’t repeat it.

Success is inconsequential if you can’t keep it.

Success is failure if you can’t grow it.

From this perspective, consider the huge cost involved to earn new customers, increase sales, and maximize profits.  Consider the human costs required for repeatable success--the long hours spent by your team, the red-eye flights, the expensive marketing dollars, and the operational upheavals endured by your organization. 

Consider the impact on your organization’s morale when it is struggling to succeed versus the euphoria when the momentum of victory feeds upon itself.  Yet many managers don’t see the internal process breakdowns that waste these sunk costs.  They don’t see their teams’ frustration.  They don’t see the obstacles that prevent prosperity.

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 your organization can succeed, you must establish the foundation for success.  The first book in our Success Series, Positioning Success, provided managers the roadmap and questions to create that foundation by examining the work flow processes supporting their organization, by discovering how its people are used or not used as assets to win customers, and by dissecting the cost structure affecting profitability.  (www: PositioningSuccess.com)
With that understanding of your organization’s foundation, the second book in our Success Series, Earning Success, builds on this knowledge and creates a framework to bring in customers.  Managers will 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.  (www:EarningSuccess.com)
After the deal is done, the hard work really starts.  Retaining Success is the final book in our Success Series.  Managers will develop strategies to manage their business through the use of key indicators, uncover ways to cultivate better and long-lasting client relationships, and regenerate the technical infrastructure supporting current and future business.

Protecting your customer base is hard work.  Now let’s get started!

Page 1 of 1                                       Excerpt                         www.PositioningSuccess.com.

Page 2 of 1                                      Draft Copy                           John G. Mengelson, Inc.


