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U
ntil the fourth quarter 
of 2008, the fluid 
power industry had a 
great run.  The current 
economy makes it 
much more difficult to 
be prosperous. Does 
anyone think we got 
the most out of our 

companies during flourishing times? Consider my 
comments below on what we could have done 
then to help us negotiate today’s economy now.  

We spent most of the time making sure we 
got the maximum return, i.e. short-term profits, 
on our sales as opposed to looking at and 
evaluating our customer needs for the future. 
This is “short-term thinking.” Do you have a 
five-year plan on products and services for 
your customers?

Did your company develop new products and technology? Did you get the maximum return on 
the research and development money you spent? In most cases, management does not adequately 
track these items. While research, development, products, and technology are difficult to track, 
doing so creates a way to help measure our potential for long-term profits. Our industry needs more 
efficient products, higher power density, and lower production cost to remain competitive. How much 
business can we afford to lose to competing technologies?  Now is the time when we should be 
working with our customers on prototypes for the future. Do you have these innovative products and 
services available now for prototyping?

How many meetings are really necessary? Track how much time, human capital, and money is spent 
at your company in meetings each month. Make it your goal to eliminate 50% of all meetings. O n 
occasion, you might even take the chairs out of the conference room and have stand-up meetings. This 
will certainly shorten meeting time. Spend 25% of your extra time in front of customers. Spend the other 
25% of your time with your brightest and best employees to come up with new innovative products and 
services. Agree on your goals and hold everyone’s feet to the fire. Finally, unleash these individuals, get 
out of the way, and let them run to accomplish the mutually set goals.  

 Evaluate your products and services to see how they compare to other industries. How many of your 
products or services would you rate as a commodity or similar to other products that the industry is 
already providing? Out of your products and services, 25% should be categorized as innovative. If you 
are able to accomplish this, you will spend less time in meetings talking about short- term profits. These 
innovative products and services you develop will drive margins up on your commodity products. Nothing 
is more enjoyable than presenting an innovative product to a customer!  

This industry has been good to all of us, and we all need to take steps to beat out competing 
technologies. Once again, do you have the innovative products, technology, and services to meet the 
needs of the future marketplace? Can we create change and enthusiasm in our companies and have fun 
doing it? Can we learn to focus on long-term solutions, products, and profits as opposed to constantly 
focusing on short-term profits? Most importantly, we all need to exhibit superior leadership qualities. Let’s 
not continue to make the same mistakes over and over again in every economic cycle.

The Importance of Focusing  
on Long-Term Profits


