Earning Success                                                                                                                 Foreward


Foreword
It’s not often you meet an individual who brings passion and excitement to a trade show, and it’s even more unique when those characteristics are exhibited when talking about such mundane subjects as trash hauling, building maintenance, and janitorial work.  
Yet, when I saw coauthor John Mengelson run countless sessions at the many SPECS shows sponsored by one of our magazine publications, Chain Store Age, I knew that our attendees would not only learn something, they would also pick up some of that passion and enthusiasm.  My perspective on this was always supported by the extremely high ratings John received from participants in his sessions.
John Mengelson’s leadership experience and innovative approaches to management while with Sears, Roebuck and Co. made him an often sought after speaker for us as well as other national and international organizations.  His participation in many leadership committees helped strengthen that group because he always brought with him many valuable best practices, similar to the innovative ideas you will find in this book and its two companions.  
His coauthor and protégé, Bill Lisowski, followed his mentor’s footsteps by achieving his own success at Sears and by bringing a unique style and enthusiasm to his presentations at SPECS and for other major organizations.  Bill championed a unique business philosophy of Managing by Customer Satisfaction, which he successfully used for eight years in the arena of building capital replacement projects.  His team’s passion for “Flawless Execution” took the organization to record levels of measured customer satisfaction.
The authors have taken this success, passion and their combined 60-plus years of business experience and again transferred it to the written medium with this book, Earning Success.  It follows the format of their first book, Positioning Success, by examining three major management perspectives and then providing an easy-to-understand and easy-to-use Action Plan that is organized around the book’s sections and sub sections.  An electronic version of the Action Plan is even made available on the authors’ web site:  www.PositioningSuccess.com.

The three-book Success Series is designed around the natural business cycle.  
In Positioning Success, managers and leaders examine their organization, people and cost structure in order to get ready to enter the marketplace.  Earning Success continues by looking at how your team goes after the sale, focusing on preparation, sales cultivation and customer satisfaction.  The third book in the series, Retaining Success, focuses on how Pulse Point management, internal and external relationship development, and your electronic infrastructure are all important in helping you keep your hard earned business.

The steps outlined in each of these books, along with their corresponding action plans, guide you in developing business plans, refreshing existing business goals, and reengineering strategy.  If you are a new manager (or new to an area of responsibility), these perspectives can give you a jump-start towards achieving your own success.  If you are a veteran leader, you may gain a new insight or idea that can continue your own successful achievements.
Earning Success is what business is all about, and this book can help all managers and leaders fine tune their organizations in obtaining and satisfying their customers.  Until you take the challenge posed by the questions in this book, it can honestly be said: “You Don’t Know What You Don’t Know!”
John S. Rapuzzi
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