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In this article, I want to intro
cept that is literally changing
the business WQIJQ

s making money

In fact, in thelr book Bu1 t to Last: Successful Habits of  ha

Visionary Companies, Stanford professors James Collins
-.and Jerry Porras discovered that true visionary companies

to outside economic and competitive pressures, and had
better customer satisfaction ratings. Wouldn’t you, as a
real estate business practitioner, like to be more profit-

_able and have a better image with customers? As Porras
-~ and Collins’ studies proved, when you’re guided in your

business dealings by a good set of prioritized values, you
~ make the “customer happier, your busrness grows, and
your image soars. However,
drfferently than your values say you behave your com-
pany vision is shattered--and your business becomes less
proﬁtable than it could be. =
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Ve or this high-filuttin ‘vision’ stuff. That’s the
paradox. According to Parris and Collins’ exhaustive
studies, companies who abandoned their vision in tough
times were companies who went out of business. In fact,
the authors observed that companies whose visions were
grasped, loved, and lived out by all the company members
were much better able to withstand tough times!

If you’re in leadership in a company, you must provide
the vision. Start now.

speake . FWdutﬁor “has had the
good fortune to Iearn eﬁ’ectwe teaching techniques from
the best. She is a master Certified Real Estate Broker
- (CRB) national instructor. Her passion is to assist owners
and—'mﬁﬁéfg’zm in conquering the-ahallenggs of managing.
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~a real estate company says that the con y y values are to

~ treat each agent equally. Yet, the CEO allows top agents

to steal other agents’ customers. What’s wrong with this
picture? And, of course, when stated values clash with

behaviors, the pubhc s-perception of real estate agents
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~ Cross. All rights reserved. For information, contact the
Frog Pond at 800.704.FROG(3764) or email Susie@
frogpond.com; http://www.frogpond.com.
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