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Do you have “Process-Driven Confidence?” Let’s look briefly at the benefits of Business 

Process Management: 

• agility and flexibility 

• improved service levels (including self-service) 

• elimination of wasteful activities 

• greater efficiency 

• improved production and productivity 

• faster time-to-market with new products for new markets 

• enhanced quality 

• ease of automation and implementation of new product features based on customer 

preference 

These are all wonderful benefits and you may be enjoying some or all of them right now. 

However: 

• Do your customers know? 

• Do your sales people know? 

• Is your organization applying process improvements in marketing and sales? 

Build your consumers’ confidence by doing these simple things beginning today: 

1. Train your marketing staff in process management. Look for savings, eliminate 

waste, and generally help them become faster, stronger and above all smarter marketers. 

Look into new markets now. 

2. Train your sales team. A crash course in making the journey from lead to prospect to 

customer a short and pleasant one is called for. There is often a lot of waste in the sales 

process. Jump on this. 

3. Get more leads and prospects (inputs) into the pipeline. 

4. Get more proposals (outputs) out the door 

5. Invite consumer input now. This is the Voice of the Customer so important to your 

business. When did you last solicit your most important customer’s input, advice and 

feedback? If it’s been more than 6 months, take them to lunch this week. 

6. Tell Your Story! Collaborate with your marketing team to let your market know about 

your BPM gains. If you’re more efficient, tell prospects how much more efficient. Let 

your market know what you’re capable of and begin by letting your marketers and sales 

force know. 

Don’t lose sight of what gives people confidence in you. What are you doing to raise your 

customer’s confidence in your offerings? 

 


