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Whether your company sells products or services, or are a non-
profit organization, you'll learn that your success tomorrow, as
well as today, depends upon your ability to balance tomorrow's
Jealousy, today - in organizations. e

Customers can experience the fallout from organizations jeal-
Ousy in many ways. When businesses act on the jealous impuls-
es of their leadership team in the process of shaping their com-
petitive direction, they distract themselves from their true path
and their unique value. They change products or product lines,
become slave-drivers 1o their employees, and act so much out of
Jealousy that they lose track of what is truly important to their
unique success and they go out of business. So why do they do
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| The first thing I want to say is don’t berate yourself, You are

human and this 1s how businesses have been reacting since the

dawn of time...or there about. The second thing I want you to
realize is that there is a better way to be successful today and
tomorrow. When you focus on your organization’s KEY value to
customers and the marketplace, youare less easily swayed by the
tactical maneuverings of your competitors. When you know your
value, you can follow your own path and start to develop an
immunity to jealous reactions. .

Here are some tips on how to balance tomorrow’s jealousy,
today - in organizations: :

: -earned dinner out only to
HHVc you ever headed for a well-earne

* Adopt an infinite mindset — There is enough business for
everyone. My getting more does not mean you get less.
* Figure out your KEY value — Know the one unique strength |
that differentiates you from you competition.
+ Lead with your KEY value — Follow your own path of deliv-
ering unique value to your customers. Don’t compete to
head! s g
* Develop a new discipline — Do not sway from your key value:
If your current or desired activities don’t support your unique.
value DON’T DO THEM! 1t is that simple. B
* Call on a friend — If you are tired of competing head to head
and slashing your prices but don’t know what your unique value |
15, ask someone who knows you and your business well, your cus:
tomers, or me. We’ll be happy to tell you what we think! |
Keeping a business or non-profit organization going often
seems to get harder and harder. Your customers understand tha
balancing jealousy is a process. Getting them involve
process can build customer loyalty and satisfaction, as well
helping you determine your unique value. So6 find'
customers will choose you tomorrow!
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