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Research shows a consistent Research shows a consistent 
pattern of weaknessespattern of weaknesses

----Here are the top eightHere are the top eight……
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Successful growth requires:Successful growth requires:

•• Being in the profitable part of the Being in the profitable part of the value chainvalue chain
•• Targeting customers you can Targeting customers you can reallyreally serveserve
•• Delivering on the Delivering on the value propositionvalue proposition
•• Developing your Developing your business portfoliobusiness portfolio
•• Perpetual Perpetual adaptation and improvementadaptation and improvement
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Customer targetingCustomer targeting

HighHigh
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of of 

CustomerCustomer

LowLow HighHighAbility to Serve CustomerAbility to Serve Customer
(core competencies, resources, and capacity)(core competencies, resources, and capacity)



StretchStretch--goals for your businessgoals for your business
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Success Success 
StoriesStories

LowLow

Attractiveness Attractiveness 
Of Of 

CustomerCustomer

Aspirational Aspirational 
OpportunitiesOpportunities

TimeTime--wasterswasters Cash Cash 
CowsCows

LowLow HighHighAbility to Serve CustomerAbility to Serve Customer
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Customer Customer 
PenetrationPenetration

1

New New ““ProductProduct””
DevelopmentDevelopment

3

Market Market 
PenetrationPenetration
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DiversificationDiversification

4
Services/Services/
ProductsProducts

CurrentCurrent

NewNew
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Current                           New  Current                           New  



Looking AheadLooking Ahead……..All products, services All products, services 
and customers have and customers have a life cyclea life cycle

TIMETIME



ThatThat’’s why you need a portfolio?s why you need a portfolio? 
--itit’’s better than a single product/service/customers better than a single product/service/customer

++

((--))

NetNet
Cash Cash 
FlowFlow

BREAKEVENBREAKEVEN

TIMETIME



You can only do so much You can only do so much 
to optimize a single product/serviceto optimize a single product/service

(-)

EfficiencyEfficiency

Time to Time to 
marketmarket

Faster Faster 
breakevenbreakeven

Market Market 
penetrationpenetration

Faster rollFaster roll--outout
LifeLife--cycle extensioncycle extension

TIME

Decisive Decisive 
terminationtermination



A portfolio allows you to grow despite A portfolio allows you to grow despite 
difficult access to capitaldifficult access to capital

+

(-)



Finally, Finally, your futureyour future depends on yourdepends on your 
sources of competitive advantagesources of competitive advantage

•• Do it Do it betterbetter
–– LowerLower--cost, highercost, higher--quality, superior delivery, quality, superior delivery, 

moremore--flexible, etc.flexible, etc.
–– Operational excellence strategyOperational excellence strategy

•• Do it Do it differentlydifferently
–– Segment, target, and position; or innovateSegment, target, and position; or innovate
–– Differentiation strategyDifferentiation strategy

•• Gain Gain customer loyaltycustomer loyalty
–– Repeat vs. conquest purchasersRepeat vs. conquest purchasers
–– Customer relationship management strategyCustomer relationship management strategy



Your Your journey into the futurejourney into the future needs needs 
to be supported by to be supported by 

tribal, state, and federal policytribal, state, and federal policy

Help us make it happen!Help us make it happen!
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