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General Observations:

· Some shared concerns regardless of size (Cost – growth and critical skills)
· In the Question – Overcome obstacles – (30 responses) – none of them were training solutions – is this because they expect or rely on others other’s to address these issues but this is not where their time is spent for direct involvement?  Training is not one of the 5 issues deal with daily – not top of mind and rightly so – they are concerned with technical/skills from an organizational capability standpoint.  Care about measures that drive organization and company success. 

· Most large organization senior leaders do not use their boss for performance advice and their mentors are gone.  Mostly they rely on their staff of direct reports.  To reach them you need to reach a trusted advisor or communication that they read. Best approach to senior executives is leveraging peer - senior leaders that invite other senior leaders to a worthwhile event. Not likely respond to mass mailing. Talk amongst ourselves about what is working 

· They mostly read business journals and varies if they read industry journals: In communicating (email, articles, etc.) need to link to their concerns, agendas, goals, challenges and need to catch their attention in the “first paragraph”
· To get them to a table for dialog or learning – source needs to be trustworthy, credible and something in it for them or thought leaders they want to hear due to limited amount of time they have available

· Mid and Small company leaders still have some outside sources for advice.  They tend to seek others out and symposiums or organizations and earlier in their career than large company senior leaders The Chamber of Commerce or local leadership forums are a potential source to reach these leaders. 
Next Steps:

Recommendations

· Share results and recommendations with ISPI Management of Organizational Performance Pro Com.  Weigh benefits of follow up with other strategies.
· Maybe: try to get to a couple Chamber of Commerce to see if could hold a research forum to gain more insights and explore possibilities -  strategies – before doing this would need “message” for consistency and  key points – “what’s in it for them” 

· Ideas for possible strategies

· Focus on Small to Mid-size companies – Chamber of Commerce – (local chapter connection –Link not as consultants and solutions providers but providing thought provoking dialog or facilitating dialog (vs. solution of the month or sales pitch) –  Before approaching Chambers would need to determine – how to approach- message – offers to make
· Influence Business Degrees in Universities 
Overview - Summary: No implied order or weighting - just bullets that appeared to be themes from all the data collected in the detail of all the interviews.
	Size
	6 Senior Managers from Large Corporations

2 Mid-size companies

2 Small companies

	Concerns
Challenges
	· Market  (Growth)– Pricing – Cost (efficiency)- Competition
· Partnerships – alignment 
· Industry specific issues

· Customer Service

· Acquiring, Keeping and growing critical skills

	Obstacles
	· Cost structure (budget, timelines, resources)
· Trust – politics – 

· Unaligned goals/strategy
· Balance – right focus at the right time on: Centralized vs. Flexibility in  strategy and organizational alignment

	Energizing & Goals
	· New venture – markets – strategies

· Getting wins – making progress – growing the business

· Learning and transforming (myself, organization, other people)

· Vision and clear goals and reasons for the actions taken

	Critical capabilities
	· Technical skills

· Leading others and the organization

· Flexible resources

· Marketing

· Alignment (Vision, Goals, resources, plans,            infrastructure)
· Infrastructure that supports goals

	Approaches to Overcome Obstacles
	Get fresh perspectives
Right metrics linked to goals and leading indicators that can flag if issues                                                              

Focus on critical few

Manage your processes

Build people, management and leadership

Enroll others

	Critical Skills
	Technical K/S

Financial – Setting measurements and indicators
Communication: Listen

Problem – solving – critical thinking – analytical

Strategic Planning

Managing stakeholders and external 

	“school of leadership – management practice”
	· Competitive Edge

· Learning different ways and approaches from (other disciplines and industry leaders and leadership experts) Examples

                    Noel Tiechy (Jack Welch) 
                     Drucker

                     Burgleman

· Leverage everyone in the organization for ideas on improvement and innovation

	Who do you go to for Council inside company
	· Other leaders they respect/trust (peer or other senior leaders)

· Partner organizations

· Knowledgeable – Neutral Colleagues that are honest and open

· Management team that reports to them

	Outside Company
	Books and articles

Conferences ( Though with more senior managers this is rare occurrence)

Folks in other companies – similar function or other businesses

Ideas from organizations or consultants may have worked with in other areas of their life or through work related efforts

Research groups

Rarely consultants

	Journals/Books
	New York Times or Wall Street Journal
Intra-company or other internet news sites

Business Journals (Business week, Fortune)

Industry – Trade Journal

Referrals – items sent to them by folks they know

	Organization Affiliations
	Large Companies: Generally do not belong to organizations except where they might have personal passion or mission to help greater good

Mid – Small: Active in Chamber of Commerce


	Concerns today

(Challenges)
	LARGE Companies
· Market – Pricing
· Partnerships – Joint Ventures

· Technology

· Creating win/win vs. win-loose: Having shared goals with customers, vendors

· Whole “Food Chain” and speed of execution

· Right and clearly articulated  Strategy to Win

· Right resources and talents with right skills to support your key strategies

· Single point of failure

· Growth with less $$ and HC
· Top Line Growth”  (revenues)

· Get new acquisitions to positive P&L ASAP
· Dealing with deregulation and privatization 

· Economies of scale, consolidate operations, become more market focused and flexible/agile

· Improve its time to market for new products and services

· Maintain and improve customer service while (Reduce cost, Achieve standardization, Consolidate)
Mid-size Business
· Competition

· Keeping critical skills
· On Time Delivery 

· Customer satisfaction - impact total revenue

· Efficiency is always a top goal because reducing cost for customers 

Small Business
· Cash Flow
· Growth

· Develop a strong and specific sales strategy as part of the overall strategy for the business and aimed at net growth in customers, revenue and profit.  

· Restructure the organization to make sure that all processes and activities are aligned with the organization’s strategy and that the right talent is in place

· Build a professional sales organization/staff that is integrated into the business as a whole.

	
	

	What are you most worried about

(Other obstacles)
	Large Company:

· Hitting the business plan and needed output

· Aggressive timelines

· Cost

· Turf

· Trust

· Right Incentives to reduce overhead

· HC direction and other lightening bolts

· Prepare for the change in pro-active and positive way
· Best designs products  in market

· Grind out cost

· Strategy to take us to new future

· Caliber of students and numbers with technical skills required – being smarter than competition and having smart people
· Resources

· Single Point of Failure

· Blanket direction that impacts organizations differently
· Our group has a different business model from the company’s flagship businesses, but we are expected to perform the same.  We’d prefer to run more like a startup, but forced to participate in corporate programs, like part of a big company (acknowledged they also benefit from some infrastructure support, as a result, but ultimately not a healthy tradeoff).

· Complex organization.  3000 employees in 25 different locations 
· With deregulation, the company faces declining revenues, since customer choices automatically reduce its market share from 100%.  

· Further, “proving” the fixed part of the company’s cost for the installed network base in the process of establishing pricing as part of deregulation, causes the company to end up effectively wholesaling services which makes it even more difficult to both compete and achieve needed margins.

· Another issue area is that centralizing and consolidating requires a strong central corporate structure, which does not exist and is not underway.  The organization is, fundamentally, a group of loosely coupled states rather than a single global organization.  The obstacle here is, of course, that each “state” is focused on what’s best for it individually, rather than for the corporation as a whole.

· Not Work: Where executive management attempts to manage without leading and by consensus.. Where decisions are based on politics rather than what’s good for the business.

Mid-Size Company
· The diversity of the work is daunting with a huge variance in jobs required each month.

· Cost Structure

· Competition

Small Company

· A major obstacle to business/new customer development is the issue of name recognition. 

· They spend a lot of time explaining and establishing their credibility as a vendor that can customize their operation to meet the servicing requirements of new customers.  The difficulty is in getting a hearing and establishing their credibility.

· They haven’t been good at, selling and getting new customer relationships established.  

· No internal resources for sales.  (The parent company is equally short on selling expertise and resources.)  They are NOT a sales organization.  They don’t know how to be analytical, to focus on and understand customer or potential customer wants and needs.  

· New Competition –could potentially erode market share (cash flow) more, so far it has not seemed to affect business. 



	
	

	What are you excited about?

What are you heading toward short and long term?
	LARGE Company

· Exciting learning new approaches and experience another companies culture paradigms how manage cost 

· Doing something different – I get to do other stuff- get to worry  other business areas– Major energizer – 

· start-up of a major new company 
· Quality – Cost and Service Level  Time Faster

· Some win-wins show we are getting there

· Excited about the technology and capability 

· How we win in the market place” do things others cannot do with harder technology 

· Growing awareness on our product strategy

· Optimization of tools – close to lights out from operations – Engineering
· Transformation of the organization moved it up the chain so more strategic – acting and viewed as strategic partner across more of our business segments. Change the conversation, role not just to respond to requests, but anticipate and put forward a more strategic solution.

· Vision of what trying to articulate – role the organization plays – We provide the total environment 

· Strategic Partner – Better way and make it so can conduct business anywhere on the planet

· Strategic Trying to make it okay to go outside the company when it makes sense

Short Term Goals

· Factory started by September

· Staffing 

· Overseas Site Selection 
· Understand the incentives in our internal planning system – Re-Engineer to be faster

· Have to overcome politics, trust, undocumented processes and lack of discipline
· Tools – structures supporting the tools

· Trying to do new things – huge amount of risk
· We are in the process of consolidating sites.  Been at this for 3 years, and losing some very talented people along the way.

· Have a goal to reduce planning process workload by 50% (finds that even though he says it’s okay, people are afraid to stop doing things)

Medium Size
Goals

· Continuing to develop leader/manager capabilities. This includes, role modeling in meetings, and some formal development

· “Everything we do should have a reason, or don’t do it”

· Also includes personnel moves.  For example, recently demoted a section manager back to a lead.  The job became too big for the person in it - he was relieved to give up that level of responsibility – so win/win.

· Voice Over IP – this is an area where we’ll be ahead of the competition, and it will appeal to our market.  We have a lot of technical folks who have moved to the area and will respond to this.
Short term goals:

· Implement Voice Over IP and have X number subscribers by the end of June.  
· Continue to increase the number of customers.
Long term goals: 

· Move to a new building – we’re outgrowing our current space
Small Size
· We are planning a lot of cross-promotions with another company. Do cross-selling and marketing. We hope this will be a lot of fun for the community and will generate more business for us both.
· Long term goals – Moving beyond the month-to-month cash flow concerns.  Being able to have enough cash on hand to float the low times


	What critical capabilities does the organization need in the context of their challenges?


	Large Company

· Critical Technical Engineering Skills- Equipment Techs, Engineers

· Under estimating – new  leaders – good people just gone up a level – need to think at the next level (leaders vs. managers) All of us have to do that 

· Supply Infrastructure 
· Flexible pool of resources to support very different types of customers – move from one solution set to another with same people.

· Core team leadership – Product Life Cycle Management

· Resource Forecasting management with feedback loop and learning

Midsize

· Technical people. We’ve considered outsourcing this, but it still seems most cost effective to hire our own call center people.  We’ve had a hard time keeping these technical folks. There are a number of technical folks  in the area b/c of the University, but they tend to work here while in college and move on to other jobs.  So we have a high turnover/training rate in this area of our business.

· Marketing – we now have to go head-to-head with a company that has 30 people in its marketing staff at corporate headquarters.  We have two people.
· Alignment Capability – everyone aligned around Vision/Mission/Values and around the “Dashboard” of metrics.  (Note: Values are specific and relevant to the mission)
· Get alignment through “Management Oversight Schedule” – regular management meetings
· Management Leadership strength, Proper Planning, Latest and Greatest Technology for each application, Engineering
· Adequate Facilities
· Business Development
Small-size

· Everyone needs to do it all – we don’t have room for specialties, except for the accountant (and even she works as a cashier).  I have to hire people who are willing to work the register, unload boxes, etc.  Our staff brainstorms the marketing campaigns and we work with the local media representatives to make it happen. 

· Marketing - I think it might be good, when we get a little more financially solvent, to hire a professional marketing firm help give us with the marketing arm – give us a professional boost.



	
	

	What approaches do you use to overcome obstacles – in past? 

	Large Company

· Always believed in Rotating folks so don’t get stale – you stay too long then you become a block.

· Get people from other areas with fresh perspectives for example getting one type of functional  manager with different paradigms to help with different function area change

· Focus on key metrics and relate back to overall goals 

· Going in right direction then projects and programs line up

· Determine right places to invest

· Change in management levels: more time on what and more time on the why to get people enrolled and committed. Not only U.S. as source of ideas and implementation.  

· Junior folks generate ideas and smaller impact but you cannot implement a lot of big ideas

· Focus on the right critical few and do not over whelm your organization
· Copy Exactly

· Some continuous improvement off standard base with standardize our transfer approach similar 

· Lay out a vision what they know but shows what different from the past – job knowledge content –Approach vision – same strategic planning

· Explicit- need to grow managers and leaders not just focus on operations cost cutting. Brought  program for leadership development – take through transition – angst – leaders up and down the structure to affect 

· Managing with strong consistent control of processes via the development and implementation of measurement directly linked to customer requirements.

· Building a strong team and investing in the development of people including enabling people to grow though both management and technical career ladders.
·  In order to become more competitive, in light of deregulation, the company must consolidate and centralize those activities and functions that serve the entire company and that can be centralized.
·  They must take advantage of economies of scale and also ensure consistency and compatibility to reduce errors and waste, while at the same time enabling them to deliver consistent quality across the entire group at the lowest possible cost, which, in turn, supports competitive pricing and maintenance of required margins.
· In the short term the company must reduce cash out and in the long term, while continuing to reduce or minimize cash out, it must improve services through standardization and effective measurement for management control.
· Comprehensive and effective measurement calibrated to customer requirements and capable of providing “early warning signals” for jeopardizes that can be, therefore, addressed before any significant impact to the operation occurs.  It is important to point out here that comprehensive measurement does NOT mean measuring everything that moves.  It means selecting those indicators and only those indicators that provide the information needed to drive action and, thereby, enable you to maintain expected results
· It is furthermore, critical, to remain in touch with customer wants and needs through several sources including immediate direct customer feedback at service points.
Mid-size Company
· We’ve tried to provide better customer service than our competitors.  (That’s why we keep the help desk vs. outsourcing.)
· We’re a locally-owned business, and we hire local folks – we try to be good community citizens.  It’s the right thing to do, and it’s also good for business.  
· Focused on alignment for several years.  “Alignment is the skeleton that the rest of the soft tissue hangs on”.
· In the past, made a big investment in a Total Quality Program with an outside consultant. Eventually figured out the consultant was making it harder to do
Small-size Company

· Creativity

· We’ve done a lot of off-season promotions (not on big “sales” days, like Memorial Day or Xmas).  .

· Burning off inventory – creative packaging of products together which leads to more sales and helps to eliminate the extra inventory.  People come to our store looking for “new” ware, so if we keep the same stuff too long, it sells slowly.

Placement of our equipment in local restaurants. 

Approaches (to overcoming obstacles):  The approach that the president has decided to take and already begun, in order to overcome obstacles and achieve the growth goal, started with a reorganization of the entire business unit, and simultaneously, the development of sales strategy using experienced external sales professionals/ staff and an internal business development group (skilled in developing and quoting rates and “packages” etc.).  They were already strong operationally.  The challenge was, therefore, in:

· Determining who to keep and who to lose,

· Analyzing the workload,

· Balancing the workload across the operation.

In developing what was essentially a new function (sales), she decided that buying expertise was the only viable option because there wasn’t enough time to build it.  Creating a strong, professional sales function was, of course, not enough.  The real goal had to be alignment of all goals and objectives across the entire business/ business unit toward achievement of new customer retention plus net new growth. 

What has worked

· Training/people development; basic performance management and performance development (real professional management skills combined with a solid management process and information); basic supervisory skills and sales training for everyone because everyone has a customer (investing in people for some fundamental skill areas)

· Creating a dialogue across the whole company leading to (or assisting with the setting of) clear, specific expectations that are directly linked to and integrated into the business, i.e., connected to valuable strategic goals

· Implementation of a TQM process based on measures against objectives.  Specific business measures are kept up front and in sight at all times and discussed weekly, at minimum.  Teams are established to handle problems (obstacles) as they are raised (highlighted).

· Company has started some new management/leadership training and related process, which she thinks shows promise.

· Monthly management meeting supporting an analytical orientation and application of analytical skills.  At these meetings goals are discussed, obstacles identified, asking questions is encouraged (The objectives is getting people asking and answering the right questions.)

· Outsourced prospecting and aligned with their sales process – Sales orientation, knowing the customer (how to learn about and stay up to date with customer knowledge), where they are going and what their challenges are.


	Any changes you have seen over time?


	Large Company
· Pay back decisions (Energy to fund resources and time Need to get out of Big Projects and huge ROI better to do small projects with smaller effort but have ROI

· China and India major consumers and 
· Oil – Impacts: Middle East

· Competitors

Mid-size Company

· Everything has gone digital – a real convergence between telephony and computer technologies.  Many things are available through the cable line – phone, internet, television….this trend will continue.  

· Huge and important improvement in sales/business development.  Inherited “good ole boys” and eventually replaced them with professionals.  This has allowed the business to grow as fast as it can.

	
	

	What are top 3-5 Critical skills you find you need?
	Large Company

· Politician

· Speak multiple languages

· Strong technology skills and knowledge

· Strong finance skills and knowledge

· Skills in establishing and implementing measurements and, in particular, financial indicators and controls
· Strategic Planning
·  Apply my Technical Knowledge to X type  systems
·  Finance
· Communication
· Stakeholder Interface and negotiations
· Problem Solvers –- can understand id issue, figure it out and propose solutions
1) Patience

2) Tolerance for Ubiquity
· Dealing with external – press and other countries: Ministers of Trade, Prime Ministers, etc.
· Listen:  Multiple countries and more cultural filters “might be an issue = could mean all hell breaking loose. Down in the organization 2-3 layers to hear what is being said. You could know you are in trouble earlier. Hold employee lunches – hear what are on the minds of folks, asking why doing these priorities means healthy org.  If questions about needing training for their managers or pay policy then folks are unhappy
· Consistent: Drive out Fear How you handle bad news and make it safe. Does not mean that you do not react.  Take bad news and do well with it . When times are good – we accept good news at face value that is dangerous.  We do not do the same level of scrutiny to analyze answers in good numbers just accept them. When times are good so busy trying to make more we loose common sense and stop asking questions why is demand up 3% or why is build plan down 5%
· Setting Goals: General leadership Direction Setting:  Worth Following – What and why – where are we going.   A few people may not get it.  
· Pay attention to roles – capable or incompatible
Mid-size

Technical support: train the call center on new questions/problems, especially as we bring on new capabilities.  Our trainers have to develop the training materials, so we try to hire people good at both.  Fortunately, the university has a program in that.  It’s called “instructional tools”, or something like that
Small Company

Critical Skills:  

· Critical thinking

· Original thought (out of the box – not limited or bounded by the past)

· Analytical skills, an approach that recognizes that analysis must precede action and that analytical skills are critical
· Marketing
· Finance
· Creativity


	
	

	School of Practices to management: What are their practices for managing their org week to week month to month?
	Large Company
Burgleman – Hit Home Understand your competitive edge and reinforce and bolster it –– How can I align – handful do to compete – 

Tactical – lot of smart people – frustrated tactical time we are required to do duplication –– 90% Tactical emails and respond in 12 hours (200 emails at 2 minutes per email 400 minutes) – Need to look at levels of control
Different models –– Linkages uses –Leadership – Top People (Astronauts, Coaches, World Leaders, Calvin) Top executives and talk about leadership – exposed and academic side- Goldstein’s and Carters, Drucker, Goldbraith, Noel Tiechy

Teach you different ways and out of the box
Built around a core set of competencies 

Mid-size

We have an Executive Team – the CFO,  the President/CEO.  We also rely on our line and department managers to bring us ideas and raise concerns.  We meet with them monthly.  We also have a suggestions box where any employee can submit ideas for improvements.

Small-size

We meet as a staff once a week to look at the previous week’s sales figures and to brainstorm how to infuse creativity and life into the store for the future week. It’s a small staff of great people – we haven’t had any personnel problems


	
	

	Who do you go to get advice and council?  

Inside Company


	Large Company

· Leaders manager had great respect and could learn from (gone now)

· A peer and one senior leader

· Generally not my immediate boss

· Dialog with those engaged in new ways of thinking and looking at things  

· My staff
· Neutral partiers: TMG Staff Financial, HR – depends on the subject – usually stay inside
· Business Unit bounce off structure what working, get results 
· Complex Team make-up – Right Technical Content –Business Process, job knowledge
· Get folks that are a mix some that are  aggressive and some that are conservative.  Right Balance” Graphite rods – slow reaction – Too many nothing happens, too little melt down – Need right balance. Watch have too many that will pull you toward status quo
· Partner organizations

· Technical assistant
· Go to trusted people I am or have worked with (Business acquaintance)  – establish trust, respect, value their integrity people qualities
· My staff and my people in the trenches with the data
· Sometimes, one of the two executives I report to, but neither is really a mentor like I’ve had and appreciated in the past
· Colleagues with a track record of honesty and frankness who also demonstrate skills and knowledge in their respective areas of expertise as well as regarding the company and the business.
Mid-size

· We have an Executive Team – the CFO,  the President/CEO.  We also rely on our line and department managers to bring us ideas and raise concerns.  We meet with them monthly.  We also have a suggestions box where any employee can submit ideas for improvements
· Mostly, my own management team
· Local Leaders Forum:  limited to 17 members, full day once a month
· Read a lot of books 
Small-size

· The whole team, really.  We’ve implemented great ideas from everyone
· Boss - She has a smart boss (not always the case in her career) for business issues

· HR – HR-SVP and Staff are skilled, but most of all she trusts him.  (He is good for his word and honest.)  As importantly, he has credibility.  He is respected by the line organization and is a business partner with the other executives.

· 

	Any outside company 

Why those places or people?
	Large Company

· Charitable or outside board or Consultants – different thought processes from outside the company, working with- their processes and activities

· – Noel Tiechy runs program (TPOV) give you a work topic outside of area of expertise and 2.5 weeks to figure it out and report to MCM – Grade your  feedback
· Books and articles
· Conferences

· Last resort Consultants

· Read to get analogies

· Find a respected conference go 1x a year  - Choose based on Subject, Attendees, Networking, 80% Business specific, Sometimes HR- Diversity type, Get with folks outside of company)

· Similar Function or industry outside of the company

· A few people on topics for expertise: 
· Other countries or different businesses that I know and trust with no expectations
· Resources such as the Gartner Group and Forrester who bring together professionals globally and publish articles about what is happening in the marketplace.

· Vendor company executive management (leaders) from organizations with large clienteles who provide them input.  (What he gets from these leaders is insight into their future plans as well as their individual perspectives on the marketplace.)

· Vendor announcements and publications are useful, again, coming from organizations with large clienteles who provide them input, ask questions and whom vendors continuously observe for trends of wants, needs, questions and issues.

Mid-size Company

· We’re members of the professional cable-providers organization.  It’s an industry consortium
· Going to a 2 day session with Jack Welch, but this is an exception
· Again, have used a couple outside consultants, but find very few consultants think about business the way I do –  that it is not about a few incredibly talented people carrying everyone else, but rather about developing the whole organization.

Small-size
· Former owners agreed to provide consulting on an as-needed basis (up to 6 times).  This has been very helpful to see the “big picture” and the ebbs/flows of small retail businesses

· Personal contacts with a history and track record of good advice, sound understanding of the business world, honest, trustworthy and credible within their world. 
· communications skills

· logical thinking

· analytical skills

· business experience – understanding of how things work”

* Business contacts, executives respected by her for their skills and success (regarding business strategy) within the logistics/supply chain sector.  Executives from the company she worked for 10 years, 5 years ago – 

· Seasoned executives

· Long track record of performance

· Know the business

Known in the business (know the people/networked within the industry



	
	

	Do you belong to any organizations: If so what one(s) and why?
	Large Company

· On board of charitable organization not other professional organization (not enough time in the day or week)

· NO
· Not any more – 
· Belong to quite a few:

· I triple E

· Part of the United Way of Board 

· Board of Directors State Focus area
Mid-size company

· Active in the Chamber of Commerce 

· Local nonprofits.

Small-size

Local Chamber of Commerce


	
	

	What Journals – books do you read
	Large Company

· New York Times every Day

· Read what folks send me first two paragraphs – if not conveying any content stop – I am done 

· Shaklendone – Endurance – Leadership – 

· Gaerstner (IBM) Making Elephant Dance
· Science
· Wall Street Journal every day – al to of ideas and inputs – International Section
· Person refers a book to me that I respect – read it (usually not time to find books take others advice). Hate Cliff notes on books loose the author’s intent
· Internal company news postings News Summary, Global Market and Competition
· Scan the internet 

· Business Journals (wall Street Journal,– general industry trends, 

· Internal person provides selected research on topics
· Several emails that I get put out daily news snipes browse these of interest

· Business Week

· Fortune

Mid-size company
Industry trade journal
Read lots of books
Small-size
Trade journal on the kitchenware industry

Self-help books for small businesses



	
	

	What would  or does attract you to participate in a Forum

Or Program - Conference
	Large Size
· Find a respected conference go 1x a year  - Choose based on Subject, Attendees, Networking, 80% Business specific, Sometimes HR- Diversity type, Get with folks outside of company
· Outside of Intel: School Board – give back to my children and community Oregon Museum – passion around education and helping kids
· Universities – Best Smartest People
· Not going to seminars or conventions or forums
· Word of Mouth – Linkage  \University Michigan Noel Tichey

· Personal Recommendations from people I trust
· The overarching question is, “What value do I get out of participation?”  Other important questions are as follows.  Who are the other participants?  What is the context and what are the goals of the event/forum?

· Being invited as a speaker is another incentive to participate.  However, the above questions still apply here again.

Mid-size company
· Information beneficial to midsized businesses and specific information about legislation changes (they’re hard to keep up with!).  When we’ve attended conferences, there have been too many “fluff” presentations and not enough meat.
· Plenty of growth already going on, not looking for anything else right now
Small-size
· I don’t have time for professional societies. 
· Topics relevant to her and her business and industry (including the opportunity to interact/network with other executives.  (Topics like profitability or an initiative working – like now with sales/new business development strategies and managing the selling process.)

· Events (programs) where presenters/participants will be people you know (by reputation or direct contact), like and respect as smart, nice, successful people (particularly innovative/creative thinking skills).  She gave an example of a business symposium/event hosted by Stanford.



	
	Small size company: What has not worked: Relying on past knowledge and relationships to influence the customer – the company has not had a sales orientation.  They don’t even know how to keep up with their traditional customer regarding how they are changing and the management of the relationships with them.  (Assuming you know and acting/ reacting based on past knowledge and relationships, has not been effective.)




