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Strategy

If you keep doing the same  
thing over and over for too long, you’re 
likely to become irrelevant (And in some 
cases it’s a sign of insanity – or so said 
Einstein). Think of Kodak, Nokia, Circuit 
City, Blockbuster, marquee brands once 
dominating their markets, now gone, 
irrelevant, or in significant trouble.
 Newton’s First Law of Motion (iner-
tia) states, “An object at rest will stay at 
rest, and an object in motion will stay 
in motion at constant velocity, unless 
acted upon by an unbalanced force.” A 
cup of coffee at rest in front of you will 
remain at rest until a force is applied. 
The liquid coffee in a cup in your hand 
as you walk down a hallway will move 
with you. Rest stays at rest, motion 
stays in motion, until a force is applied.
 Well, the same is true in business 
and hence Lefebvre’s First Law of 
Business (Biznertia™) – “A business at 
rest will stay at rest, and a business in 
motion will stay in motion at constant 
performance, unless acted upon by 
an unbalanced force.” Kodak, Nokia, 
et al are examples of companies that 
had good motion, for a time. And 
then something happened. Either they 
rested – and the world changed around 

them, or they stayed in motion – but 
the motion was in the wrong direction.
 As forces are applied to any business, 
that business must adjust and adapt. 
For Kodak, the force was digital imag-
ing. For Nokia, the forces were Apple/
Android/Samsung. Companies that 
ignore changes in their market (aka: 
stay are rest), or those that continue 
with old strategies (aka: stay in constant 
motion), put their futures at stake and 
risk becoming irrelevant. 
 The key to long-term success in  
any business is to constantly balance 
or overcome market changes/forces 
with strategies of your own: innova-
tion, changes in product lines and 
services, adoption of new technologies, 
new skills.
 Is your organization falling victim 
to Biznertia? Are you doing the same 
thing over and over with little adjust-
ment for how the world is changing 
around you? A leader’s job is to drive 
the right change at the right time. In 
Kouzes and Posner’s study of leader-
ship they found that one of the five 
“practices” exhibited by “exemplary” 
leaders was that they frequently “chal-
lenged the process”.* They searched for 

opportunities, questioned the status 
quo, and were willing to experiment 
and take risks in order to improve their 
business performance. This is how great 
leaders avoid Biznertia. 
 This doesn’t mean that “change 
is always good” or that you should 
“change for change’s sake” or aim for 
“constant change.” Sometimes it’s 
good to be the coffee in the cup going 
down the hall. If you’re in a good hall-
way and you’re making progress, there 
is no sense in changing course. But 
every now and then adjustments do 
need to be made and change (however 
slight) is required. 

Are You at Risk?
How susceptible is your company to 
Biznertia? Answer the questions in the 
Biznertia Assessment Test. What forces 
are acting upon you and how are you 
adjusting for continued success?
 The Biznertia Assessment Test* on 
page 54 is broken into three broad 
categories: Monitoring/Assessment, 
Planning/Culture, and Action/Measure-
ments. If you have trouble answering 
some of these questions, perhaps 
you’re suffering from Biznertia.

Whether your equipment business is at rest or in motion, it’s your intelligent 
action that matters most. Take our Assessment Test.
BY JEFF LEFEBVRE

In the Physics of Business
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(continued on page 54)
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Monitoring/Assessment
 What are the major trends/changes 

happening in your marketplace and 
how well are you positioned for them? 
How often and aggressively do you 
monitor and debate what’s happening 
around you? Did you attend the AED 
Executive Forum? Did you hear Eli 
Lustgarten, Jim Huntzinger and others 
discussing trends? 
 Are you a member of a 20 Group? 

Do you have an outside Board of 
Directors? Do you regularly engage in 
benchmarking?
 How truly engaged are you with 

your customers. Do you have conver-
sations regarding what’s happening in 
their world, what needs are not being 
met, what you can do to help them 
improve their performance? How 
often do you survey customers? (Not 
about a just-completed repair order or 
delivery, but about their total experi-
ence with your organization.) Do you 
know how you can add more value to 
your customers?
 List the Top 3 technology/regulatory/

marketplace trends and their likely 
impact on your business.
 List your Top 3 competitors, and 

how well you stack up against them. 
What are your competitive advan-
tages? Who are the new entrants you 
need to keep an eye on?
 List your Top 3 organizational 

strengths, weaknesses, opportunities 
and threats.

Planning/Culture
 What do you do with your monitor-

ing/assessment observations from 
above? Is your annual strategic 

planning process really just a budget-
ing exercise for the next year, or do 
you have detailed conversations about 
objectives, goals, and specific strate-
gies that are going to be pursued.
 How has your business strategy 

changed in the past 18-24 months?
 How open is your culture to chal-

lenging one another? Does everyone 
agree with the boss?
 How often do you hear “that is how 

we’ve always done it” or something 
similar when trying to implement a 
change.
 How many new “things”/projects 

have you experimented with in the last 
12 months? (adjustments to service 
process, new lead sources, changed 
sales pitch). What is the reaction 
to failure on an experiment? Is it 
tolerated?
 Are pay increases based upon 

performance or tenure? And speak-
ing of performance, what does your 
dealership do with underperforming 
staff? Do you ignore the situation and 
bury the person in a position where 
they will do little damage, or do you 
address the situation with coach-
ing/mentoring/training? And if that 
doesn’t work – termination?

Action (Speed & Agility)/
Measurements
 What percentage of your revenue 

in the last 24 months is coming from 
new customers/products/services?
 What are some of your new skills 

and competencies that were not pres-
ent in your business three years ago?
 When the Great Recession hit, 

how long did it take you to respond? 

Have you begun to outsource 
noncritical business processes (HR, IT, 
marketing)?
 What tools/training are you provid-

ing your employees to stay ahead of 
changes in technology, products, and 
processes? 
 How quickly do you respond to new 

opportunities (rent-to-rent versus 
clinging to rent-to-sell; customer rela-
tionship management (CRM); search 
engine optimization; social media). 

*Kouzes and Posner, The Leadership 
Challenge: How to Make Extraordinary 
Things Happen in Organizations,  
July 2012

**This assessment test was Cloud-
sourced with Northwestern Univer-
sity’s Master of Engineering Manage-
ment LinkedIn Group and contributed 
to by Garry Bartecki, AED staff vice 
president of Finance.
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