
9101 College Pt. Ct., 332-4440
7580 Winkler Rd., 481-2875
2247 First St., 332-3527
1631 Del Prado Blvd., 242-1270
8870 Daniels Pkwy., 225-7268
Two NEW Locations, Now Open!

Colonial / Six Mile Cypress, 433-6020
Sandoval / Cape Coral, 433-6000

The Power of Personal Service.

Left to Right: John Reingardt, Dennis Kucera, Bill Valenti, John Hodas and John Fritts 

Let us introduce you to our unique combination of financial expertise,

community service and client relationship building...banking the way

you've always wished it could be.

Involvement in the Rotary Club of Fort Myers, United Way of Lee

County, Greater Fort Myers Chamber of Commerce – these are just a few

ways Florida Gulf Bank demonstrates the power of strong leadership, and

the power of personal service...every day.

floridagulfbank.com

www.carlsonsfl ooringamerica.com

Area Rugs • Carpet • Laminate • Tile • Wood • Vinyl

Residential & Commercial

We are committed to providing every customer with 

the best selection, the best prices and the best service 

available anywhere. Furthermore, we back your fl ooring 

purchase with our Performance Assurance Program of 

Warranties and a lifetime installation warranty.

We’re Flooring America, 
one home at a time.

Financing Available

(239) 768-1967
12931 Metro Pkwy

Fort Myers

(239) 772-0511
2517 Santa Barbara Blvd #13

Cape Coral
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Have you ever caught 
yourself wondering when 
your problems will be 
over? 

Problems come as a 
direct result of change or 
as a symptom that change is required.  
Many companies are experiencing changes 
that are required to survive this economic 
slow down in the real estate industry.  
The impact of these changes is especially 
difficult for the companies that have not 
experienced this part of the cycle before.

Accelerating changes make the chal-
lenge to survive more complex.  Strategies 
that were effective yesterday no longer 
work.  Leaders can become prisoners to 
their own style and company’s cultural 
values.

The importance of adaptability has 
been researched as far back as the 70’s in 
“Search for Excellence” and the 80’s with 
“A Passion for Excellence.”  These books 
essentially identified the ability to adapt to 
change, to take action, and to use a strat-
egy appropriate to the circumstances as 
leading to higher performance.  “Built to 
Last” showed that companies that could 
adapt out performed the general market-
place in stock value on a 15 to 1 basis.

On an individual executive basis, 
research with 916 top executives, the 
executive who demonstrated behavioral 
complexities led higher performing com-
panies.

When it comes to small business own-
ers, learning to demonstrate adaptability 
is the first step to achieving higher per-
formance.  Somebody once said, “ the 
behavior that got you where you are is not 
that same behavior that will get you where 
you want to be.”

The adaptable leader can be said to 
have both an “insider” and “outsider” 
perspective.  The adaptive leader com-

bines two very different characteristics; 
flexibility, the willingness to change and 
versatility, the ability to change.  The level 
of adaptability you demonstrate impacts 
the willingness of others to respond to 
your actions.  They are more at ease and 
encouraged in their dealings with you.  
Flexibility is an attitude that is present in 
your actions to effectively change your 
view, approach, or position when it is 
appropriate.  You are able to adjust your 
preferred way of doing things when it 
interferes with accomplishing what you 
want to achieve.

Versatility reflects the degree to which 
you realistically and productively manage 
a variety of different situations by chang-
ing your position where appropriate.  You 
are not tied to your own preferences and 
expectations that discount reality or other 
factors that should be considered when 
determining outcomes.

The power of these principles was 
clearly demonstrated in a recent monthly 
management meeting I attended.  We 
were reviewing sales goals and lead-gen-
eration for the upcoming quarter.  We 
were generating more leads than the cur-
rent sales force could effectively handle 
and closing ratios were below plan. Also, 
potential customers were not getting the 
attention that they deserved.  The over 
arching issue was that unless we could 
solve this problem, it would be a long cold 
summer when it came to cash flow.

The owner was not demonstrating a 
high level of adaptability regarding the 
solutions that were being provided by the 
team.  The end result was that the team 
was becoming frustrated and shutting 
down fast.  At the next break, I shared my 
observation with the owner and suggested 
that the owner find a way to be more 
adaptable regarding the solution.

The owner was able to do this and 
the results were immediate.  The team 
responded with energy and creativity.  
A solution was developed that allocated 
more resources to the sales effort.  It was 
a new approach and the team was moti-
vated.  The plan produced results by the 
end of the next day.

In smaller businesses the owner has 
tremendous influence over the way the 
problems are perceived and therefore 
how the solutions are developed.  The 
more adaptability the owner can demon-
strate the more adaptable the company 
can become. ■

Adaptability 

the key to 

success

BUSINESS 
PERFORMANCE INSIGHTS

Brothers Lighting Depot recently broke 
ground on a state-of-the-art lighting and 
ceiling fan showroom at 4030 Colonial 
Blvd. in Fort Myers. Andy and Chuck 
Bebber plan to have the latest technol-
ogy in lighting and ceiling fans. Brothers 

Lighting Depot has been in business for 
17 years under the name Lighting Depot 
on Beacon Manor Drive in Fort Myers. 
The new facility will be open by the end 
of the year. ■

New showroom

MARK WELKER
mark.bpinsights@comcast.net

Chuck Bebber, left, and Andy Bebber turn the first shovelfuls at their new Brothers Lighting 
Depot showroom on Colonial Boulevard in Fort Myers.


