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Foreword
Many business schools under-emphasize the organizational cycle of success.  Students get many of the parts through case studies, financial analysis, and organizational strategy courses, but the big picture may be shadowed because it lacks definition.  And because the cycle remains undefined, managers and leaders must themselves piece together that picture through their own actions, and sometimes, their own mistakes.

Authors John Mengelson and Bill Lisowski offer managers and business leaders a defined look at the organizational cycle of success through their three-book Success Series.  They have capped their “course” with this, their third book, Retaining Success.

In Book 1, Positioning Success, managers and leaders were given strategies to examine their organization, people and cost structure in order to get ready to enter the marketplace.  Earning Success, Book 2, continued by looking at how your team went after the sale as it focused on preparation, sales cultivation and managing by customer satisfaction.  This book, Retaining Success, provides managers tactics for using Pulse Point management to keep their hard-won customers, and by keying on the value of developing internal and external relationships as well as the importance of maintaining a strong electronic infrastructure.
The steps outlined in each of these three books are mirrored by comprehensive Action Plans, organized by section and subsection, to give you the critical questions to ask within your organization.  These steps can guide you in developing new 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.

Having met and worked with the coauthors early in my entrepreneurial career when I borrowed $40,000 to start Oakleaf Waste Management, and through my contact with them over the past 12 years, I recognized many of the challenges and questions posed in their books from first hand experience!  
Those conversations helped me develop my team and business to allow it to deliver consistent record-breaking returns, acquire over 10 companies, earn recognition from Inc. magazine nine times, and to eventually sell my startup business for over $600 million.
Retaining Success is about keeping the fruits of your organization’s efforts.  It’s about keeping your customers.  It’s about monitoring and using critical pieces of information to ensure your customers are happy.  It’s about forging the right relationships to bring the essential talents together to fortify success.  And it’s about staying ahead of the technological curve so that your customers want to be associated with cutting-edge support.

Until you have personally dissected your organization by following the challenges and questions posed by all three books in this Success Series, you will not be maximizing your own success.  And until you go through this process, “You Don’t Know What You Don’t Know!”

Jim Barnes
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