
NEW TECHNOLOGIES AND TECHNIQUES 
 

 Do new technologies and changes of any kind make you as uncomfortable as they make me? 

Changes seem to disrupt the business just when everything is finally running smoothly, don’t 

they? And getting employees to accept new technologies can be a real pain. Worst of all, your 

customers don’t like any change in the business. "Hey," they say, "I come to you because I like 

the way you run the business. Don’t be changing things." 

True, we customers hate it when a business makes a change, and we can’t see the benefit for us. 

We’re human—"If it ain’t broke, don’t fix it!" And you are right to consider the customers’ 

comfort and your costs and disruptions before making changes. Don’t be going to a new 

technology just because it’s there, and don’t be using new techniques simply because they are 

intriguing. But you can’t afford to let your customers sway you to ignore technologies and 

techniques that can improve your business. You must constantly be looking for improvements. 

How do you find the new technologies and new ways of doing old things that will improve your 

business? You must stay informed about what’s going on in your industry. You can’t afford to 

let your competition get ahead of you, although you also can’t afford to adopt every new idea 

and every new technology that comes along. The trick always has been to pick the changes that 

are right for your business—and more importantly, right for your customers. 

Take a simple example. Dougie Doolittle (not his real name) owns a sign shop. He stocks lots of 

mass-produced signs, but the reason he got into the business was to paint his masterpiece signs 

that announce many of the better businesses in the area such as "Old World Gardens" and 

"Emilie’s Market." What puts money into his bank account, however, is custom signage for 

churches, hospitals, and businesses. 

But Dougie never bothered looking at the potential of computer-generated signs after a 

graduation where he saw a house draped with ten feet of fan fold paper proclaiming, 

"Congratulations, Bob!" He never thought customers would give up his quality, hand-painted 

signs for such a cheap-looking product. He was right. 

Instead, they went for the vinyl-transfer signs and banners produced with a computer and 

dedicated plotter. Now Marmaduke Melchor (also not his real name), who used to manage 

apartments and never held a paint brush, is eating Dougie’s custom-signage lunch. Meanwhile 

Dougie still refuses to look into getting his own computer setup and his loyal customers say, "I 

wouldn’t buy that computer stuff." Maybe not, but Marmaduke’s getting more and more of the 

profitable orders. 

Besides keeping up with what’s going on in your industry, you have to stay informed about new 

trends and technologies throughout business. That’s where you’ll learn that men are doing more 

of the family shopping these days and that all working shoppers have less time to shop for 

everyday items, although they take more time shopping for big-ticket items. 

Also keep your mind open to adapting innovative or oddball ideas to your business. I heard 

recently that neighbors of a lawn-ornament business complained about the indecent nakedness of 

their display statues. The neighbors wanted those statues removed. The business owner decided 



to jokingly comply by clothing the offending statues with colorful sarongs and skirts. Surprise! 

The clothing caught the eye of passersby and sales shot up by multiples. Can you can adapt that 

to your business? 

So where do you go for knowledge about new technologies, new techniques, and new ways of 

doing things? Try the business section of a library or book store. One book to check out is Seeing 

Differently: Insights on Innovation edited by John Seely Brown. You can also find good ideas on 

the Internet. Begin at www.sba.gov or www.score.org if you don’t already have a starting place. 

The best place to get insights about profitable changes to your business may be your own "Board 

of Directors." You know, that’s the small group of advisors you were going to assemble 

periodically to review your business and peer into its future—if you’re an LLC, your managers 

or governors. It’s time to get them together. 

If you want more ideas about looking into new technologies or techniques for your business or if 

you need to analyze at any aspect of your business, make an appointment with a business 

counselor at SCORE. Call SCORE at (320)240-1332, or email us at info@StCloudSCORE.org.  

John Eakins has been a member of SCORE chapter 406 and a counselor for seven years. 
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