Jerry M. Striplin

Jerry@Global-Business-Group.com
1 404 275 9108

A STRATEGIC SHIFT TO SOLUTIONS

Are you a fast growing, aggressive company in a highly competitive and mission critical segments of the industry? Are the services you provide essential to the success and competitive positioning of your clients? 

Are you growing Sustained Market Share and revenue as fast as you require? If not, there may be a need to …

Shift your strategy of performing as a “features and functionality rich” service to a “solutions based” company.

Your strength and can be quickly re-focused and leveraged for a new market gain.

The origin of any technology based company is founded in a “Feature and Functionality Rich” environment… “We do what no one else can do and we are the technical best”.  Most “features-rich” businesses have the credibility, client base, reach and know-how to rapidly shift to become a “Solutions Focused” company.

The business issues and risk faced by any business are substantial. Perhaps there is a history of not maintaining sustained profitability, negative cash flow from operations, technology creating new and less expensive alternatives, and restructuring to reduce cost. 

With all of these elements in motion, I am sure that the management team is already considering a strategic shift. I am also sure that they know that every business they serve faces these same issues and also need every possible point of leverage they can bring to the market. This is the enhanced role and gap that your business can fill.

I trust that the experience of the management team leads them not to seek advice or hire from a similar company and an individual currently in a similar position so they simply meet the competition, but seeks expertise that brings new business intelligence to marketing, product alignment and alliances.

In my experience, the strategic shift to a “Solutions Focused Company”, may be accomplished by: 

· A shift generated by the executive team and a clear strategy integrated into the business mission

· Stimulating the re-positioning of existing produces and services and the creation of new value services.

· Mapping and aligning marketing, communications, products and services to the new shift.

· Obtaining and communicating the clear support at all levels of management, 

· The selection and alignment of new alliances

· Creating a new team of professional business managers that can find and understand the true business issues; relate these needs to your business model and communicate the solution to the client in C-Suite terms.

· Re-skill the sales and product teams and

· Insure the resources are available to the technology and operations teams.

I believe this shift must include:

· Risk and Compliance___Identification,  management, leverage

· Business Impact_______Assessment and leverage

· RoI focused__________Defined, measured, reported and guaranteed

· Client Pass-Thru______The value the business brings to a client should be used to help the client to gain market share or a competitive edge.

· Speed-to-Market_______Focus on addressing the client’s ability (using your company) to gain market share, respond to market needs and create new Speed-to-Market.

In the diagram below I have mapped a possible path for a solutions based shift. 

The Current Focus… If you take a close look at your business, most every item will be filed with of “Feature and Functionality Speak”. 

The shift required is to position your business solutions to the C-Suite and upper management.

As the diagram shows, (1) The increased time spent in understanding the business issues and solutions to shared with the C-Suite, (2) Increases the size and probability of the win with a key-decision maker that has (3) No interest in features, (4) but wants to clearly understand how this addresses his business, improves his competitive position and solves his problem. 
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This diagram outlines the possible steps that marketing, product management and alliances play in the move from current state to desired future-state. 
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I believe this approach can be mapped against the your company’s Strategy …

· To extend and enhance your services and solutions offering a unique solution that address the needs of our customers’ business-critical applications.

· Provide high-performance services or products,

· Expand geographical coverage in key markets in the US and abroad

· Expand services and product offerings

The Solutions based focus also address the challenges that your business faces:

· Attracting new customers and retaining existing customers

· Generate sufficient cash flow from operations  … to support the growth strategy

· Hire, train and retain sufficient … employees and

· Install and implement new systems, procedures and controls to support the growth strategy with minimal delays.

In summary: 

1. Maintain rich Features-Functionality but shift to business solutions, risk management, value focused solutions

2. Create a new business team that is skilled and focused on business and operational risk solutions.

3. Validate, enhance and modify marketing, products and services 

4. Develop alliances that fill the immediate gaps and transfer skills to an internal team.

5. Use Customer Loyalty and Satisfaction surveys to establish the base, communicate to clients and the industry, allow clients to leverage your company to grow their market share.

It would be my pleasure to discuss these ideas in depth at anytime.

Thank you.

Jerry M. Striplin

1 404 275 9108 cell

Jerry@Global-Business-Group.com

PRIVATE
Jerry M. Striplin, as President of The Striplin Group, provides international and domestic business growth through applied intelligence, identification and creation of global partnerships and alliances, operational improvement, sales, business development and management consulting services. He has extensive experience in strategy and planning, marketing new technologies, developing and introduction of new products, and the implementation of large international programs. 
Mr. Striplin has lived and worked internationally for over 18 years, including over eight years in Central and Eastern Europe, Russia, CIS, FRY and Central Asia, during the pre and post collapse of the Soviet Union. He also lived for two years in Turkey and over four years in The Peoples Republic of China, Singapore, Thailand, Hong Kong, Indonesia and Australia.

He provided consulting services to a global consulting firm in Hong Kong and the PRC. This included teaching Asian based social and business skills, marketing, market capture, and idea exchange with. Senior Government and Business Leaders. He has also mapped products and services to the Asian market, strategy, and operational and sales plans for telecom, IT, banking and hi-tech enterprises in CE&E, Hong Kong and the Philippines. His experience also includes the creation of entrance strategies to open new territories, product and services development, business development, engagement management, marketing, communications, and government and industry alliance management. 

His recent work includes work with a $7bil financial services software firm to identify, evaluate, establish and contract for alliances and partnerships in China, Central and Eastern Europe and Latin America. Additionally, as a senior consultant to IESC, lead the Information and Communication Technologies (ICT) Regional Competitiveness Program in South Eastern Europe. The program objective (funded by USAID and contracted via Booze Alan Hamilton and IESC), was to increase the competitiveness of the (ICT) companies in five selected countries: Romania, Bulgaria, Serbia, Macedonia and Croatia.
As VP of Business Development for AT&T, SAIC and Telcordia, Mr. Striplin opened the European, Middle East and African markets. He also served as AT&T’s Country Manager for The Czech Republic and Slovakia, as Executive Director for DEC in Europe and Australia and held operations positions with The Coca-Cola Company.

His work experience includes:

· Market development and capture for businesses in the USA, Asia, CE&E Countries 

· Creation of ISPs in Turkey, Romania, Bulgaria, The Czech Republic and Slovenia

· International Business Intelligence for expansion into China and the Pac-Rim

· Business Readiness Assessment, Business Alignment and Change Management, 

· Start-up Business Operations for Asia, Ukraine, Montenegro, FRY, Poland, Romania, Slovenia, Turkey and Bulgaria, 

· Key Account Acquisition and Market Capture & Penetration 

He is also co-author of the seminar entitled, “ The Journey, Alone with Many Travelers…Trade with the New Eastern European Countries”. He is also contributing author to “Banking in Central and Eastern Europe”.

He serves on the advisory board of the Georgia EU Center, he is a member of the Orlando and Atlanta World Trade Center, a Member of the International Issues Forum, Member and Guest, Georgia State University School for International Studies, Member, Southern Center for International Studies, Member of the Chambers of Commerce, Atlanta, Princeton, NJ and Lake Mary Florida, Lecturer, University Georgia International Export Program and Member of the Institute of Directors, London, Member of the Program Managers Institute, US and European
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How to read this diagram. 


The segments of the triangle indicate amounts of time, effort or $ …all mapped against the layers of business.





For example: Interest in features. The CEO has little or no interest, the management team has a bit more, the technology group even more and the purchasing group base its entire decision on feature comparison.
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Global activities and presentations:


� HYPERLINK "http://www.worldtradecenterorlando.org/index.php" ��http://www.worldtradecenterorlando.org/index.php�


� HYPERLINK "http://open.masit.org.mk/index.cfm?cont=1052&P=1" ��http://open.masit.org.mk/index.cfm?cont=1052&P=1�


� HYPERLINK "http://www.ciber.gatech.edu/calendar/2003/Aug27-2003.htm" ��http://www.ciber.gatech.edu/calendar/2003/Aug27-2003.htm�


� HYPERLINK "http://www.malaysiamission.com/news__31.html" ��http://www.malaysiamission.com/news__31.html�


� HYPERLINK "http://www.ciber.gatech.edu/calendar/2003/nov19-2003.htm" ��http://www.ciber.gatech.edu/calendar/2003/nov19-2003.htm�


� HYPERLINK "http://www.mac.doc.gov/ceebic/upevents/2004/Jan/OrlandoCEE.htm" ��http://www.mac.doc.gov/ceebic/upevents/2004/Jan/OrlandoCEE.htm�


http://www.Global-Business-Intelligence.com
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