Not Scaling - Part 2:
Starting Small to Build Big

The big news to share this week
on bounceit!™ 1is that the app
went live in the app store,
after a long period of creation,
and we are starting the process
of scaling by not scaling, as
was discussed in__last week’s
blog. This week will be focused
on getting a small group to use
and try it out on all devices to
make sure everything is flowing
well. Then, we will move to our local and social media friends
to give it a try and to share with others, if they like it.
And finally, on to the rest of the world.

Partnering for Growth

A few weeks back, I shared what we are dong to move forward on
the path of concentration around a certain focus with mobile.
We have built a mobile app platform that is customizable and
appropriate for our focus of working with marketing companies.
This has been an evolution for us, and one that recently has
had a lot of the details come together.

As I shared before, mobile is growing and the smart phone 1is
being adopted with exponential growth. It has provided
opportunity for businesses to connect with their customers
that has not been possible before.
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The Goal Is Antifragile

Some of you may remember the book, “The Black Swan,” that I
have written quite a few blogs on in the past. The reason I
have shared from Nassim Taleb often is his philosophical
thinking about the world and investing is so insightful and
unique that it makes for serious contemplation about the world
in which we live.

Compensating with Scalability

A few weeks back, I wrote about my mistakes in not having a
focus on a specific niche or vertical and mentioned a bit
about what we are doing to push forward with a vertical in the
health care space, focusing on mobile apps. We have made some
changes and are pushing forward to create a market in the app
world that is more scalable than what we were doing before.

Can a Meeting be a Game
Changer?


https://anentrepreneurialjourney.com/the-goal-is-antifragile/
https://anentrepreneurialjourney.com/compensating-with-scalability/
https://anentrepreneurialjourney.com/2013/01/13/my-mistakes/
https://anentrepreneurialjourney.com/can-a-meeting-be-a-game-changer/
https://anentrepreneurialjourney.com/can-a-meeting-be-a-game-changer/

Meetings Suck! Why is it that so many of us

' don’t like meetings? I personally
like the feeling of getting a
bunch of innovative people
together generating better and
smarter ideas than any one of us
could come up with on our own.
Most people have a hard time
seeing a meeting as a game
changer. Would you think a
meeting could speed up change or
push you ahead of the competition
to become the global leader in the industry?

Keeping It Simple 1Is An
Understatement

When we are looking at our business, it seems completely
obvious we should just keep it simple. While this may seem
obvious, it is much more difficult to accomplish in a complex
world filled with complex processes, complex rules, complex
people, and complex competitive forces. If we could be more
disciplined and keep it simple in our businesses, would we
have more success? Well, that is what Ken Segall says in his
new book that explains how Apple’s success was based on not
just simplicity, but the Insanely Simple.
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My Mistakes

Do you ever think about the mistakes you’ve made in running a
business or in life? I would hate to

think about the mistakes I have made

with the various businesses that I have

overseen. If you listed them on a hard
drive, you would probably need a :
gigabit of space. These mistakes

include timing, strategy, approach,

negotiation, what to focus on, what not

to focus on, not keeping it simple, too
much process, not enough process, people, and on and on.

Offering Less to Be More

In business, we often strive to make all of our customers
happy by being good at every feature or service we offer them.
The problem is that being good at a lot of things makes it
difficult to be great at any one thing. Why do we do this? We
think we can excel in any one area when the reality is we are
just good or average in all areas. Have you ever thought about
trying to be bad at something you do so that you can grow your
business and increase your market share?
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Unearthing the Latent Demand
to Grow

Over the past few weeks, we have been discussing the change in
the marketplace oversupply. If we are going to grow our
companies, we need to figure out how to zero in on the right
demand sectors. To do this, you first must figure out your
demand profit pools. So, what are those? Demand profit pools
are the areas of untapped demand that we as business owners
may not be aware of because we haven’t dug deep enough.

In “How Companies Win,” Kash and Calhoun discuss this and cite
an example of the dog food industry. This industry provided
bags of food under standard segments based on large, medium,
and small dogs.

Does Your Business have a
Demand Problem?

Looking at what has been happening in the world with the slow
economy, you would think it all has to do with a bad recession
or political activity that is less than favorable to the
business world. Look a little deeper, and you will see things
are changing. We should be aware of all that is going on for
the sake of positioning our businesses for the most potential
possible.

I believe, as a leader of a company and the one responsible
for putting us in the path of future waves of opportunity, my
purpose is to read and learn as much as possible. To achieve
this, I participate in the EO University Conferences, attend
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the Verne Harnish Fortune Conference, and read a large number
of books every year.
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