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Surviving in a turbulent economic environment
As an industry we need to provide our services, products and support to our customers better, faster, and more effectively than ever before.

The current marketplace has no tolerance for anything less than superior service and support.  We must all evaluate our companies’ ability to perform at this level and recognize if we fall short.  If your company doesn’t provide it, your customers will find another provider who does.

This year there will be: 

· No excuses

· No room for surprises or oversights
· No sub-par performance accepted
This year we will:

· Rise above the negative economic outlook

· Perform like our life depends on it (because our business does)

· And, use our time, resources, and knowledge for maximum effectiveness.

Your service and support has to be meaningful to your customers.

1) What do your customers require?

2) Does your current portfolio match your customer’s needs?

3) Where are their gaps between your current offerings and their future requirements?
4) What other services do your customers need but can’t get from their current vendors or other service providers?

5) Can they get it from you?  If not, do you have a resource, recommendation, or solution to offer?

6) How does your company compare to the competition?

7) Why do customers buy from you? Why don’t they?

8) What changes could be implemented immediately that would dramatically affect your service, support and ability to gain new customers?

More to come….
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