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“I never, ever want to do business with someone I do not know and trust.

If they were offering me a golden business opportunity for nothing, knowing what I know now, I would never touch it” exclaimed the eldest son of a leading European business family. He had just ended a year of a difficult business relationship by buying out his business partner. The better their hotel development project succeeded, the more demanding and difficult the Ukrainian partner had become. 

Yesterday, a manager of an internationally known IT company complained “our biggest problem is our IT specialists not being customer and business focused.” It wasn’t his competition that was his problem; it was his own people’s attachment to their specialty to the detriment of them appropriately applying it.
What is the answer?

Such problems destroy relationships and bankrupt healthy businesses. With the Tipu Ake approach these situations would be much less likely to have arisen.  

To survive and thrive in times of explosive change, Tipu Ake’s focus on 

the shared wellbeing of all parties is essential. Lack of it has all but destroyed the world’s financial sector. Limited self interest, particularly at the expense of others, is increasing being understood as a guarantee for disaster.  And it is rapid change that quickly shows what works and just as quickly what does not work.
An example:

A fellow New Zealander, Bill Potter who in his early 30’s took over the management of Johnson Wax’s New Zealand loss-making business. Instinctively applying some Tipu Ake principles, he and his people transformed the company into a resounding success in just over twelve months.
His keys:

· He made sure he knew his people, really knew them, and appointed them firstly based on their character and their willingness to put the common good first. Only then he appointed them according to their skills and experience.

· All his people became the senses of the business. To gain what they were sensing, he spent three days a week with his sales and delivery people listening to them and learning from customers.

· All his people were encouraged to give suggestions for improvements. He listened and supported them to implement the most promising. 
Conclusion:

The Tipu Ake approach is an exceptionally effective way to release the potential of the only capital that creates value ... human capability.
For more information www.tipuake.org.nz 
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