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@ BaLancing
TomoRrROW, TODAY

by Stacie L. L. Morgan, Ph.D.

Welcome to a brand new column designed to help you balance
all of the things you have to do with what you really want to do!
This column will rotate its focus on what our community mem-
bers are trying 1o balance at home, at work, and in our business-
es. I want to hear from you, so feel free to email me and let me
Anow what you find difficult 1o balance and I'll take a crack at it.

0 you have a vision of the value your organization could
provide our community and the world in ten, twenty, or
thirty years” If your answer 1s *no.” you may not be bal-

Aancing tomorrow. today in your organization. You may be won-
derning what provading value twenty to thirty yvears from now has
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2
nk of the old saying, “If you don’t know w|
going, any road will take you there.” We all know this is
when traveling. Now think about how this applies to your busi-
ness or organization. If you don’t know how you can provide
value in ten, twenty, or thirty years, then how do know if you'll
have any customers in the future either?

We live in a dynamic business environment. Even in
Northfield new competition can suddenly surface. Technology
changes, lifestyle changes, and unexpected events can also alter
buying habits and impact your success and profits. To insure the
long-term success of your business, church, or association, you
need to make sure today’s actions support tomorrow’s demands.

Many people ask me, “Does this mean you expect me to plan
the next ten years or more in order to remain competitive?” My
answer 1s always, “No.” I don’t want you to plan that far, I just
want you to think that far.

The next guestion that usually comes up is, “But I don't even
plan to be with this organization in ten years, why should I think
that far?” And I explain that understanding what customers will
likely value in the seemingly distant future can help you emotion-
ally detach yourself from today’s fires and provide you with a
fresh perspective on what you have to offer today. It also helps
you build a strong legacy of value for those who come after you
in the business, church, or association.

Here are some tips to help you begin balancing tomorrow,
today n your organizaton: i

* Look at trends and events in the world, even if they have no
apparent relationship to your organization.

« Think about what the future could look like in ten, twenty,
or thirty years based on these trends and events.

» Ask yourself what people (customers) might find important
in those future scenarios.

* Determine what your organization might offer that could
fulfill some of the needs of the future.

* Now look at what you could do today to help you achieve
success today that would also build toward your success in
the future.

« Let me know how it goes!

No matter what your business, directing your success takes
thinking tme. It is worth the investment. You can dramatically
increase your profit and success by making sure today’s efforts
take you toward a competitive (OmOrrow.

Remember, balance 1s a process...not a destination.

Dr. Stacie L. L. Morgan is a strategy consultant, international
speaker, media personality, and author. For more information
visit her website at www.balancedmanagement.com or e-mail her
at stacie@balancedmanagement.com.




