Is Your Business Truly Competitive?
So you want to be competitive?  Productivity and innovation seem to be flat?  Are your really good people leaving?
Most companies faced with a need to increase productivity immediately gravitate to typical business improvement efforts—re-engineering, re-processing, training and development, merging, divesting, reducing headcount, developing new cutting edge products or reward and recognition programs.  Although all of these efforts can result in improvements in productivity and output, most produce, at best, either incremental or short-lived bumps.  Nods around the management team or board room internally reward the persons responsible for these shorter-term efforts.

We have found that true productivity in most organizations, regardless of their size or their product niche is not just a function of these business improvement efforts, but more importantly a function of attention to the interpersonal behaviors around these efforts.  
We often see two very common scenarios emerge in companies seeking competitive edge:

1. internal business process change

2. new product introduction to a client

In the first scenario, a company manager or champion develops a new and brilliant way to conduct business.  Since most managers are promoted as a function of their technical expertise, the obvious success and value of the proposals are usually not thoroughly explored.  This is furthered if there are introverted, data-driven, logic based, get-it done type of personalities in the management hierarchy.  The end result is that true vetting and buy-in are rarely neither sought nor achieved, and the apparent value of the change never supported by the employees.
In the second scenario, a new product, say a software package, is developed and sold on its technical merits to a client.  The package is installed, and a year later, the client is disappointed.  Our interview analysis typically reveals that there was some mischief underfoot by those asked to implement the software.  
Usually, these individuals had an alternative, unconsidered workable solution, or they had some other block to being collaborative.  In one case the individual asked to implement the new product had been passed over on other occasions and felt they were really the one who should be running the department.  
Although totally unrelated to the new software, old feelings of disrespect seduced them into not fully supporting the new product.  It was not that they outright sabotaged the effort, but more that they provided minimal support (“if someone asks for information, I will give it to them.”).  
To management, the product appeared to fail.  If only they knew!  Many great processes or products have been scuttled, not from a design or output standpoint, but from the interpersonal and cultural underpinnings that were needed to support them.  

We have seen that the companies that recognize the need to work on relationship, trust, communication and conflict resolution, along with and in support of technical and process developments, are indeed the companies that are gaining competitive edge in the marketplace.  
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