Maintaining An Agile Company Part 2
Intro:
Welcome to Maintaining an Agile Company, produced by Virtual Advisor.  To navigate through the workshop, click on the Continue and Previous buttons.  To begin the workshop, click on the Continue button.
Section 1:

The third method we’ll look at is tapping into customer’s tastes.  Although we have established that agility is something to strive for, keep in mind that change, for change’s sake, is not a good thing.  You want your changes to have a direct correlation to larger profits, more customers and more opportunities for future growth.  Therefore, before you set about on a process of change, you should first realize what your customers expect from you.  So how do you know what your customers want?  Well, you can look clues in a number of ways:  Questionnaires, focus groups, word of mouth, suggestion boxes, online surveys and non-verbal messages.  You can also analyze your customers loyalty through their purchasing behavior.  Listening to, and understanding what customers want is the simplest way to identify how or what you should change about your company, your products and/or your services.  The changes based on this information can range from a minor adjustment in merchandise to a major overhaul of your company’s strategic plan.  To better understand what your customers are saying about you, consider the answers to the following questions.  When you’re finished answering, click on the case study to learn how one coffee shop paid attention to their customers buying habits and adjusted accordingly.  When you’re finished reading, click on the continue button to move on.

The fourth method is innovation through diversification.  This method involves branching out into new markets, products, or services often unrelated to your current offerings to increase your customer base and increase profits.  It also lessens the risk of doing business, since all of your eggs are not in one basket so to speak.  This method requires a very methodical approach.  First, identify a new niche market, then learn what potential customers need and want.  Finally, develop an executed business model to reflect those desires.  Consider the following questions.  When you’re finished with the questions, click on the case study to learn how Google diversified its offerings and became a market leader.  When you’re finished reading the case study, click on the Continue button to move on to the last method.

The last method we’ll look at is letting technology make a difference.  Of the many advantages the web provides, the opportunity for businesses to reinvent themselves or to reach new customers is among the most exciting.  However, since the internet is virtually overpopulated, this poses a dilemma.  In order to survive in cyberspace, a business must stand out like a shining star.  Read the case study to learn how several online brands have maximized the power of the web.  When you’re finished reading, click on the Continue button to move on.

The preceding examples bring home one point.  Success often depends on how you identify new opportunities and continue to change your company.  But how do you identify these opportunities?  For a start, ask yourself these questions.  When you’re finished answering these questions, click on the Continue button to move on.

Of course, you can plot a reinvention of your business but you can’t pull it off unless you’ve created an environment that supports it.  That starts with you, but it also includes your employees, investors and customers.  To create this environment in today’s business world, it’s important to remember the following points.

It’s important to remember that employees are your change agents.  They must be on board as part of the process from start to finish.  Change cannot be dictated from the upper echelons of management without input from lower level employees or those employees will inevitably fear the changes.  Finally, it’s important that you monitor the results of the changes you’ve made, carefully tracking their successes and failures.  How do you know if the alterations are fulfilling your customer’s wants and needs?  Simple.  Ask them.  Customer’s feedback is not only a valuable way to monitor the progress of your new product, it could also be relatively inexpensive.  Surveys, questionnaires, warranty cards, and toll-free customer service lines are all valuable feedback tools.  When monitoring the progress of your product or service, it’s important to be prepared for some bad feedback.  Don’t take negative comments personally, but instead use them as a positive way to improve upon your product and service and give your customers what they really want.  Good Luck.
