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INNOVATION and RE-ATTENTION.   
We recently lost a large account.  The customer liked our product, and our service, but a competitor had offered a new service feature we lacked.  And, by happenstance, this new feature fit well into the customer’s emerging business plan.

It’s tough to lose any account these days, but when such things happen, it’s time to reflect and take stock.  So we did.  Here’s what we found, and what we think it means for you.


First, it’s always important to pursue new business.  That’s what our competitor did, and it worked for them.  Bully!  Also, they innovated, and that innovation was successful.  They developed a product feature that serves a particular need of this customer.  That makes it a great fit for both.  

So, the second lesson is in fact a reminder of what I’ve said here many times in the past.  Staying still in business gets you run over.  Companies need to investigate and explore new alternatives, new ideas.  Our competitor did, and it worked.

In some ways there is an irony here.  Over the past 6 years, Tenant-Net has consistently rolled out new products and features as fast as possible (Hushmail, Padzilla On-Line, Money Judgments, Commercial Search, etc). So, we got beat at our own game.  But, that’s life sometimes.  

Oddly, it happened just at a time when our company had decided to re-focus attention on our core work: data collection.  Our next project was to go back to basics, finding additional critical data, and securing it.  And so, we have embarked upon a plan to secure over 100,000 Maine criminal records.

Innovation is important for sure.  But you should also not lose site of your core values and core mission.  Losing a customer or two is one thing, but fail at your core, and you lose them all.  And so, I add RE-ATTENTION to company basics, to core mission, as a key companion principle to INNVOATION.
We lost one, and we know the why.  But, we also have learned not to lose site of the core mission because do so risks losing them all.

