
INDEX

381

A
ABB, 35

Abercrombie & Fitch, 182

Acamprosate, 90, 109

accommodating major retailers, 233

accountability, sales forces, 237

accounting scandals, avoiding, 239

accumulating additional capacity, 199

buying, 199, 202-204

expansion and growth in sales, 205-206

incurring substantial debt, 200-202

overpaying for acquisitions, 204-205

royalty payments, 206

achieving synergies, 234

acquisition management, 128

consolidation process, 129-130

target evaluation and integration, 130

target identification and integration, 132-
133

target screening, 131-132

target selection, 129

acquisitions. See also aggressive acquisition

diversification through, 111

establishing long-term plans for, 245-246

focus on global reach, 148

global acquisitions, avoiding failure, 253

managing, 234-235

overpaying, 204-205, 235

Activision, 47

acquisition for talent and efficiency, 105

alliances, 91-92

broker for customers, 73-75

cost reduction and quality enhancement
programs, 120

distribution control, 125

diversification, 110

focus on core strengths, 143

leverage, 86

movement to creative people, 98

pattern of success, 334

performance, 22

regulatory changes, 138

response to powerful industry players, 83

Adaptec, 155

Advanced Circuit Technologies, 125

advantage, positioning for, 264-266

Aerobid, 41

Aerospan, 109

Afni Insurance Services, 91

aggressive acquisition, 101

best-of-breed companies, 106

of competitors, 103

consolidation, 101

diversity, 101

geographic scope, 103

for talent and efficiency, 105

aggressive employees, 134-135

Agile, 158, 174

agile giants, 7

Agilent, 155

agility, 7-10, 272-273, 277-278

aggressive acquisition. See aggressive
acquisition

balancing with discipline and focus, 13

creating future options, 11

diversification. See diversification

growth in response to customer needs.
See growth, in response to customer
needs

movement to promising markets. See
movement to promising markets

rapid responses. See rapid responses

small size. See small size

turnarounds, 300-301

Agrium, 160

Albertson’s, Inc., 94

Alcan, 42, 85, 141

Alcatel, 32

Alcoa, 42, 85, 141

Aleve, 263

alienating distributors and dealers, 231

alignment, avoiding misalignment, 268
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alliances, 91-92

Alltrista, 141

alternative markets and suppliers, moving to,
97-98

American Eagle Outfitters, 182

American States Financial Corporation (AS),
204

Amphenol, 22, 32-33

acquisition management, 129

co-designing with customers, 54

consolidation, 101

cost reduction and quality enhancement
programs, 116-117

distribution control, 124-125

diversification, 107

focus on global reach, 148

focus on high-growth, application-
specific products, 144

movement to specialty markets, 95

pattern of success, 330

product design and delivery, 88

AMR, 21

Anacin, 263

Andrx, 40

Ann Taylor, 183

anticipating demands, 219

Aon, 98

application-specific products, focus on, 144

collaborative solutions, 144

customer service, 146

customer solutions, 145

niche markets, 147

sales of high-demand products, 146

solutions versus patents, 145

AS (American States Financial Corporation),
204, 235

Atari, 73, 186

automotive industry, 12

Goodyear, 160

cheap products and services, 176-178

avoiding

accounting scandals, 239

bureaucracy, 219

complications of different brands, 253

concentrating R&D on limited user
groups, 250

failure in global acquisitions, 253

involvement at too many ends of value
chain, 246

misalignment, 268

snags in acquisitions, 234

sour spots, 270-271

B
B&B. See Brown & Brown

back office, moving to, 99

balance, 277

knowing your levels, 284-288

balancing agility, discipline, and focus, 13

Ball 42

acquisition management, 130

acquisition of competitors, 103

co-designing with customers, 58-59

corporate culture 133

cost reduction and quality enhancement
programs, 118-119

diversification, 108

focus on core strengths, 141

focus on global reach, 148

focus on high-growth, application-
specific products, 145

joint ventures and long-term 
contracts, 89

movement to new concepts, 96

pattern of success, 331

quality versus growth, 85

regulatory changes, 136

response to overcapacity, 82

Ball Aerospace and Technologies
Corporation, 108

Banana Republic, 163, 183

Ben & Jerry’s, 84, 94

Benefit Planners, 106

Benicar, 69, 86, 90, 109

Best Buy, 74, 83

agility 272

best practices, sharing, 118-119

best-of-breed companies, acquisition of, 106

best-selling books, comparing, 307-309

books that emphasize agility, 309-312,
316

Biovail Corporation, 69, 97

Black & Decker, 157

Blockbuster, 74

Blue Bell, 38
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Blystone, John, 96, 302

Boeing, 42, 109

books, comparing, 307-309

books that emphasize agility,
309-312, 316

Bosch, 35

brand differentiation, Ball, 58

brand exploitation, 143

brand identity, Campbell Soup, 182

brand-building, Dreyer’s, 64-65

brands

avoiding complications of different
brands, 253

noncore brands, ignoring, 194-195

Bridgestone, 176-177

broad business models, 180-186

Broadcom, 155

broker for customers, 52

Activision, 73, 75

Brown & Brown, 71-73

Forest Labs, 68-70

brokering with customers, 267-270

Brown & Brown (B&B), 44

acquisition management, 131-132

broker for customers, 71-73

corporate culture, 134-135

cost reduction and quality enhancement
programs, 119

customized products and services, 91

distribution control, 125

diversification, 110

focus on core strengths, 142

focus on high-growth, application-
specific products, 147

geographic scope in acquisitions, 103

movement to underserved niches, 98

pattern of success, 333

performance, 22

response to large company threats, 82

Brown, J. Hyatt, 131

Bufferin, 263

bureaucracy, avoiding, 219

buying commodity businesses, 202-204

C
Cadbury Schweppes, 158

Campbell Soup, 48, 158

broad business models, 180-182

changes in customers’ tastes, responding
to competitors’ innovations, 216

coping with powerful retailers, 232

cost-cutting, neglecting R&D and innova-
tion, 227-228

global expansion and domestic weakness,
254

ineptness, 222

maintaining focus, 245-246

pattern of failure 337

R&D, 228

responding to declines in core business
areas, changes in demand, 210-211

rigidity, 190

ignoring noncore brands, 194-195

supporting product lines, 252

capitalizing on competitors’ mistakes, 218

Catapult Technology Ltd., 106

Celebrex, 263

Celexa, 41, 68-70, 86, 89, 97, 109

CentreSoft Ltd., 75

challenging niche market, Dreyer’s, 62

changes in customers’ tastes

customer service, 214-215

losing touch with core customer,s 217

preparing for, 217

recognizing, 303

responding to competitors’
innovations, 216

changing market needs, Ball, 58

characteristics of winners and losers, 20-21

cheap products and services, 174-179

Chinese Enterprise Ltd., 161, 176

Chrysler, 96

Cipramil, 97

Circuit City, 74, 272

Cisco, 171

CITIC Industrial bank, 149

Clear Air Act, 239

client service as best-in-class, 120

closeness to customers, 51-52

broker for customers. See broker for 
customers

co-designing with customers. See
co-designing with customers

embedding with customers. See
embedding with customers

CMB Industries, 88

co-designing with customers, 52-53, 267-269

Index 383
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Amphenol, 54

Ball, 58-59

SPX, 56, 58

Coke, 89

collaborative solutions, 144

Collins, Jim, 307

Columbia Pictures, 75

commodity businesses, buying, 202-204

commodity products, over-reliance on,
195-198

Commscope, 32

comparing best selling books. See books

competitive advantage, 319

complex business models. See broad business
models

complying with regulations, 239

ConAgra, 21, 38, 87, 89, 94, 158

Concord EFS, 35

concurrent management, 12

connections among main businesses, 243

consolidation, 101

consolidation process. See industry 
consolidation

containers and packaging industry, Ball.
See Ball

Continental, 176

contingency plans, lack of (Safeco), 179

continued outstanding performance, 22

Cooper, 161, 176

Coors, 89

coping with powerful retailers, 232

core strengths, focus on, 141-143

CoreWare, 196

corporate culture, 133-135

cost reduction programs, 116

client service and volume-driven 
efficiency, 120

differentiation, 119

direct store delivery (DSD) system,
121-122

formal project review process, 120

process controls, best practices, pruning
inefficiencies 118-119

productivity in manufacturing, 116-117

store design, 123

value improvement process (VIP),
117-118

cost savings, eroding levels of service,
225-226

cost-cutting, neglecting R&D and innovation,
227-228

Costco, 67

costs, reducing, 298

creative people, moving to, 98

Crown Cork, 42

culture. See corporate culture

customer needs, growth in response to, 87

alliances, 91-92

customized products and services, 91

distribution, 94

innovation, 89-91

integration with customer 
infrastructure, 93

joint ventures and long-term 
contracts, 89

product design and delivery, 88

special projects, 88

customer service

focus on, 146, 149

lack of, Parametric, 173

recognizing need for enhancements,
214-215

customer solutions, 145

customers

closeness to. See closeness to customers

co-designing with, 269

developing long-term ties with, 229-230

distance from. See distance from 
customers

embedding with, 269

losing touch with, 217

loyalty, creating, 267-268

maintaining direct customer contact,
250-251

misalignment with, 268

positioning for advantage, 264-266

understanding, 261-262

customized products and services, 91

D
Danaher, 157

Darvon, 263

dealers, alienating, 231

Dean Witter, 274

debt, incurring substantial debt because of
acquisitions 200-202

defending positions, 8

Delhaize Group, 232
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Dell, 171, 276

discipline, 289-291

demands, anticipating, 219

DeZurik, 88, 129

Dielectric, 129

Differentiation, 119

lack of, Snap-On, 172

diffuseness, 241, 278

turnarounds, SPX, 301-302

direst store delivery (DSD) system 121-122

discipline, 7-10, 274-275, 278

acquisition management. See acquisition
management

balancing with agility and focus, 13

corporate culture. See corporate culture

cost reduction and quality enhancement
programs. See cost reduction programs

Dell, 289-291

distribution control. See distribution 
control

regulatory changes. See regulatory
changes

turnarounds, Safeco, 296-299

Disney, 75, 91

distance from customers 167-168

broad business models. See broad 
business models

cheap products and services. See cheap
products and services

expensive products and services 169-174

distinct patterns, 279, 282

distribution, 94

Dreyer’s, 63

distribution control 124

global sourcing, 125

globalization, 124-125

inventory management, 127-128

negotiation, 125

system upgrades, 126-127

distributors, alienating, 231

diversification, 107

through acquisitions, 111

in generic products, 109

in multiple platforms, 110

in new markets, 107

in new technology, 108

in niche markets, 110

in varied products, 108

diversity, 101

divestitures, establishing long-term plans 
for, 245-246

Dollar General, 46, 67, 100, 123

DreamWorks SKG, 75, 92

Drexler, Millard, 205

Dreyer’s, 37-39

corporate culture, 135

cost reduction and quality enhancement
programs, 121-122

distribution, 94

distribution control, 126-127

embedding with customers, 62-65

flexibility, 87

focus on core strengths, 143

pattern of success, 332

Driven to Deliver, Snap-On, 224

DSD (direct store delivery) system, 121-122

Dungeons & Dragons, 164

Dunlop, 161

Goodyear, 231

durable household products industry,
Snap-On, 156

E
earnings, restating, 320

economic value added (EVA), 117

EDS, 158, 174

Edy’s, 84

efficiency, aggressive acquisition for, 105

electric components and equipment industry,
SPX. See SPX

Electronic Arts, 91, 185

Eli Lilly, 85

embedding with customers, 52, 267-269

Dreyer’s, 62-65

Family Dollar, 65-67

Fiserv, 59-60

EMC, 155

employee involvement in corporate culture,
133-135

employees, motivating, 236-237

engineering and systems design, SPX, 34

Entertainment Arts, 73

environmental challenges, dealing with, 239

environmentalism, 136

establishing long-term plans for acquisitions
and divestitures, 245-246

Index 385
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ethics, 137-138

EVA (economic value added), 117

Excedrin, 263

expanding international presence to meet
market needs, 255

expansion

expecting global expansion to overcome
domestic weaknesses, 254

keeping in line with growth in sales,
205-206

expensive products and services, 169-174

export markets, policy changes in, 255

F
Facilities and Services Corp., 106

FACT 400, 106

failure, 337. See also patterns of failure

Family Dollar, 22, 45

avoiding large firm competition, 87

cost reduction and quality enhancement
programs, 123

distribution control, 127-128

embedding with customers, 65-67

focus on core strengths, 143

movement to low-income consumers, 100

pattern of success, 332

fashion, losing touch with, 232-233

FDA (Food and Drug Administration), 137

feedback, 27

Firestone, 176

Fiserv, 35

acquisition management, 132-133

acquisition of best-of-breed 
companies, 106

cost reduction and quality enhancement
programs, 120

diversification, 111

embedding with customers, 59-60

focus on global reach, 149

focus on high-growth, application-
specific products, 146

integration with customer 
infrastructure, 93

movement to back office, 99

pattern of success, 331

response to industry consolidation, 83

Flair, 88

flexibility, 85. See also agility

in focusing on core strengths, 142

focus, 7-10, 276-278

balancing with agility and discipline, 13

on core strengths, 141-143

on global reach, 147-149

on high-growth, application-specific
products, 144-147

turnarounds, Safeco, 295-296

focusing on markets with promise, 248

avoiding complications of different
brands, 253

avoiding concentrating R&D on limited
user groups, 250

emphasizing markets, 249

identifying promising markets, 251-252

maintaining direct consumer contact,
250-251

supporting growing product lines, 252

Food and Drug Administration (FDA), 137

food products industry

Campbell Soup. See Campbell Soup

Dreyer’s. See Dreyer’s

Ford, 96, 178

foreign prescription drugs, Forest Labs, 69-70

Forest Labs, 40-41

broker for customers, 68-70

corporate culture, 134

diversification, 109

focus on core strengths, 142

focus on high-growth, application-
specific products, 146

innovation, 89, 91

lack of R&D, 85

movement to alternative markets and
suppliers, 97-98

pattern of success, 333

performance, 22

regulatory changes, 137-138

formal project review process, 120

Fortune 1000 Industry Classification April
14, 2003, 326-328

Franco American, 158

full integration, Amphenol, 55

future, agility, creating future options, 11

G
Gallagher, 44, 98

Game Boy, 47

Game Cube, 110

games. See toys industry
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Gamespy.com, 86

The Gap, 163

accumulating additional capacity, expan-
sion and growth in sales, 205-206

anticipating demands, 219

avoiding complications of different
brands, 253

broad business models, 182-184

changes in customers’ tastes, losing touch
with core customers, 217

fashion, losing touch with, 232-233

ineptness, 222

pattern of failure, 338

rigidity, 190

simplifying instead of expanding, 247

Gates, Bill, 8

GBA (Game Boy Advanced), 110

GE, 129

General Mills, 158, 181

General Motors (GM), 96, 178

General Signal, 88, 102, 108, 129-130

General Systems, 155

generic products, 261

diversification in, 109

geographic scope in acquisitions, 103

Glass Steagall Act, 61

GlaxoSmithKline, 41, 85

global acquisitions, avoiding failure in, 253

global expansion and domestic 
weaknesses, 254

Global Integration, Hasbro, 228

global opportunities, pursing, 256

global reach, focus on, 147-149

global sales, increasing by maintaining 
service levels, 254

global sourcing for distribution control, 125

globalization for distribution control,
124-125

goals, common goals among divisions,
247-248

Godiva, 158

Goodrich, 176

Goodyear, 160

accumulating additional capacity, buying
commodity businesses, 202-204

alienating distributors and dealers, 231

cheap products and services, 176-178

Dunlop, 231

failure to capitalize on competitors’ mis-
takes, 218

ineptness, 222

international presence, 255

over reliance on commodity products,
moving further toward products sold to
OEMS, 197

pattern of failure, 336

related holdings, 244-245

relationships with unions, 237

rigidity, 190

synergies, 234

turnarounds, 226

government oversight, managing, 240

government-subsidized competitors of
IMC, 175

Gramm Leach Bliley Act, 61, 82

Grove, Andy, 7

growth

expansion and sales, 205-206

in response to customer needs, 87

alliances, 91-92

customized products and services, 91

distribution, 94

innovation, 89, 91

integration with customer 
infrastructure, 93

joint ventures and long-term 

contracts, 89

product design and delivery, 88

special projects, 88

versus quality, 85

relying on core products, 191-195

H
H. Lundbeck, 41, 68, 86, 97

Haagen Dasz, 84

Hain Celestial, 158

Harley Davidson, 22

Hartford Financial Services Group, 45, 162

Hasbro, 48, 164

accommodating major retailers, 233

accumulating additional capacity, royalty
payments, 206

broad business models, 184-186

bureaucracy, 219

changes in customers’ tastes, preparing
for, 217

goals among divisions, 247-248
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ineptness, 222

over reliance on commodity products,
venturing from core strengths, 198

pattern of failure, 338

price fixing, 240

pursuing global opportunities, 256

repeated restructuring, 228

responding to declines in core business
areas, entering new marks, 213

rigidity, 190

Healthy Request, 181

Heekin Can, 141

Heinz, 158

Hershey, 158

high potential niches, SPX, 56

high risk of failure, reduced exposure to, 142

high-demand products, sales of, 146

high-growth products, focus on, 144-147

Hitachi, 155, 158, 170, 174

hitting the mark, 3

holdings, related holdings, 244-245

Home Cookin’, 181

Honeywell, 42, 109

Hoover, David, 134

Hormel, 158

HP, 155, 170-171

I
i2 Technologies, 158, 174

IBM, 155, 170-171

IBM/Dassault, 174

Ibuprofen, 263

ice cream market, Dreyer’s, 38

identifying promising markets, 251-252

identity, lack of, Goodyear, 176-177

IKEA, 6

Imbalance, 285

IMC (International Minerals and Chemicals),
159-160

accumulating additional capacity, incur-
ring substantial debt, 200-202

allowing cost savings to erode service,
225-226

cheap products and services, 174, 176

environmental challenges, 239

ineptness, 222

over reliance on commodity 
products, moving further toward 
commodities, 197

pattern of failure, 336

policy changes in key export markets, 255

products, withholding, 231

Project Profit, 225

responding to declines in core business
areas, 209

Rightsizing, 225

rigidity, 190

Six Sigma, 225

synergy, 243-244

independence, Fiserv, 61

individualizing products and services, 262

industrial services industry, Fiserv. See Fiserv

industries

automotive industry, 12

securities industry, 274-275

industry consolidation, rapid responses to, 83

ineptness, 221, 278

turnarounds, SPX, 302-304

Infogames, 47, 74

innovation, 89, 91

insurance industry. See Brown & Brown 
(B&B)

Integrated Loan Services, 106

integration with customer infrastructure, 93

Intel, 171

International Minerals and Chemicals.
See IMC

international presence, expanding to meet
market needs, 255

inventory management for distribution con-
trol, 127-128

investors, performance, 26

Inwood Laboratories, 41, 109

Ivory Snow, 273

J-K
J. Crew, 182

J.C. Penney’s, 183

Johnson Controls, 22

Johnson, David, 227

joint ventures, 89

Keegan, Robert, 227

Kefauver-Hams Amendments, 137

King, 40

KKR (Kohlberg Kravis Roberts & Co.),
101, 129
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Kmart, 46

Kohl’s, 183

Kozlowski, Dennis, 303

Kraft, 158

Kroger Co., 94

L
large company threats, rapid responses to, 82

Lercanidipine, 109

Lessons, 277

leverage, 86

Lexapro, 41, 86, 89, 146

licensing, Forest Labs, 68-69

Lightnin, 88

The Limited, 182

Lincoln National, 21

Lockheed Martin, 42, 109

long-term contracts, 89

long-term plans for acquisitions and 
divestitures, 245-246

Lorcet, 41

losers

according to Fortune 1000 Industry
Classification, April 14, 2003, 327-328

accumulating additional capacity,
199-206

allowing cost saving to erode service,
225-226

characteristics of, 20-21

cost-cutting, neglecting R&D and 
innovation, 227-228

ineptness, 221

managing acquisitions, 234-235

missing changes in customers’ tastes 
214-217

motivating employees, 236-237

over-reliance on commodity products,
195-198

productivity challenges, 223-224

relying exclusively on core products for
growth, 191-195

repeated restructuring, 228

responding to declines in core business
areas, 207-211

revenue and employees of losers: 2002,
325-326

rigidity, 218-219

Snap-On, productivity challenges,
223-224

standards, 238-240

supply chains. See supply chains

support and services, 225

turn arounds, 226

underpricing products, 227

losing touch with core customers, 217

low-income consumers, moving to, 100

loyalty, creating, 267-268

LSI Logic, 155-156

connections among main businesses, 243

CoreWare, 196

emphasizing on R&D, not markets, 249

expensive products and services, 170-171

ineptness, 222

over reliance on commodity products,
moving toward standard, low-end 
products, 196

pattern of failure, 334

responding to declines in core business
areas, 207-208

rigidity, 190

snags in mergers and acquisitions, 234

supply chains, developing long-term 
customer ties and power over 
suppliers, 229-230

LucasArts Entertainment, 75, 91, 185

M
M.C. Packaging, 148

Madiget, Leon, 134

maintaining

clear strategic direction, 243

avoiding involvement at too many 
ends of value chain, 246

common goals among divisions,
247-248

creating synergy, 243-244

long-term plans for acquisitions and
divestitures, 245-246

maintaining connections among main
businesses, 243

related holdings, 244-245

simplifying, 247

direct customer contact, 250-251

service levels to increase global sales, 254

strategic direction, 301
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managing

acquisitions, 234-235

tension, 10-12, 282-283

manufacturing, productivity in, 116-117

market growth, focus on global reach, 148

market segment, dedication to, 143

market share, obtaining, 178

markets

emphasizing, 249

focusing on markets with promise. See
focusing on markets with promise

policy changes in export markets, 255

Mars, 158

Marsh & McLennan, 98, 179

Marvel Comics, 75

Marvel Enterprises, 91

MatrixOne, 174

Mattel, 165, 185

McGavick, Mike, 194, 295-296

McGovern, Gordon, 227

Meadows, Thomas C., 197

Merck, 85

mergers, 234-235

Mervyn’s, 183

Metlife Inc, 45,. 162

Michelin, 161, 176-177

Microprose, 186

Microsoft, 8, 83, 185

Micturin, 97

Miller Brewing Company, 89

Milton Bradley, 164

misalignment, avoiding, 268

mission plan for focusing on core 
strengths, 143

missions, 11

sticking to, Safeco, 295

Mississippi Chemical, 160

Modernization Act, 137

Molex, 32

Monopoly, 164, 186

Moore, Geoffrey, 319

Morgan Stanley, 274-275

Morrison, Dale, 228

motivating employees, 236

implementing new systems, 236-237

relationships with unions, 237

Safeco, 297

sales forces, 237

movement to promising markets, 95

alternative markets and suppliers, 97-98

back office, 99

creative people, 98

low-income consumers, 100

new concepts, 96

new industries, 96

specialty markets, 95

underserved niches, 98

movement, 191. See also rigidity

Mueller Steam, 88

multiple growth platforms, SPX, 57

multiple platforms, diversification in, 110

Mylex, 196

N
Nabisco, 158

Namenda, 90

NBG Distribution, 75

NCSI, 106

NEC, 155

negotiation for distribution control, 125

neighborhoods, Family Dollar, 66

Nestlé, 38, 87, 94, 158

Netscape, 7

new concepts, moving to, 96

new industries, moving to, 96

new markets, diversification in, 107

new technology, diversification in, 108

niche markets

Amphenol, 54

Brown & Brown, 72

diversification in, 110

focus on, 147

niche services, Fiserv, 60

niches 260. See also sweet spots

out of favor niches, 192-193

Nintendo, 47

noncore brands, ignoring, 194-195

Northrop Grumman, 42, 109

NXS Acquisition, 101

O
OEMS (original equipment 

manufacturers,) 197

Old Navy, 163, 183, 253

old-fashioned neighborhood experience,
Family Dollar, 66
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Oswal Chemical and Fertilizer, Ltd., 175

outsourcing, Fiserv, 61

overcapacity

focus on global reach, 148

IMC, 176

rapid responses to, 82

overdesigned products, LSI Logic, 170

overpaying for acquisitions, 204-205, 235

Owen Illinois, 42

P
P&C (property and casualty), 204

Pace, 158

pace of new product offerings, 207-208

packaging. See Ball

pain relievers, 263-264

Parametric, 157

accounting scandals, 239

changes in customers’ tastes, customer
service, 214-215

customer contact, 250-251

expensive products and services, 173-174

ineptness, 222

pattern of failure, 335

Pro/ENGINEER, 193

responding to declines in core business
areas, skills in new product develop-
ment, 208-209

rigidity, 190

staying in niches that are out of favor,
192-193

service and support, 225

service levels and global sales, 254

Windchill, 193

Parker Brothers, 164

patents versus solutions, 145

patterns, distinct patterns, 279, 282

patterns of failure

Campbell’s, 337

Gap, 338

Goodyear, 336

Hasbro, 338

IMC, 336

LSI Logic, 334

Parametric, 335

Safeco, 337

Snap-On, 335

patterns of success

Activision, 334

Amphenol, 330

Ball, 331

Brown & Brown, 333

Dreyer, 332

Family Dollar, 332

Fiserv, 331

Forest Lab, 333

SPX, 330

Paxil, 41, 70, 98

Pepperidge Farms, 158

Pepsi, 89

Pepsico, 158

Percodan, 263

performance

Ball, 59

continued outstanding performance, 22

investors, 26

winning companies (1992-2002), 23

performance indicators, stock market,
319-320

Peters, Tom, 307

Pfizer, 40-41, 70, 85

pharmaceutical industry, Forest Labs. See
Forest Labs

Phillips, 170

Pillsbury, 181

Pirelli, 32, 176

Play-Doh, 165

Playskool, 164

PlayStation, 47, 83, 110

policy changes in key export markets, 255

Porras, Jerry, 307

positioning for advantage, 264-266

powerful customers, 171, 184

powerful industry players, rapid responses 
to, 83

Prego, 158

preparing for changes in consumer tastes, 217

price, Ball, 59

price fixing, 240

pricing products, 227

prime audience, Activision, 73

Pro/ENGINEER, 193

process controls, 118-119

Proctor & Gamble, 273

product design and delivery, 88

productivity challenges, 223-224
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productivity in manufacturing, 116-117

products

individualizing, 262

maintaining skills in new product 
development, 208-209

pace of new offerings, 207-208

supporting growing product lines, 252

underpricing, 227

withholding, 231

Profit Enhancement Program, Hasbro, 228

programs, reducing costs and raising 
quality, 298

Progresso Soup, 181

Project Profit, IMC, 225

Project Simplify, Snap-On, 224

property and casualty (P&C), 204

property and casualty insurance industry,

Brown & Brown. See Brown & Brown

Safeco. See Safeco

Prozac, 41, 68, 98

pruning inefficiencies, 118-119

pursuing

global opportunities, 256

promising markets, 251-252

Putnam, 179

Q
quality

Ball, 59

versus growth, 85

raising, 298

quality enhancement programs, 116

client service and volume-driven 
efficiency, 120

differentiation, 119

direct store delivery (DSD) system,

121-122

formal project review process, 120

process controls, best practices, pruning
inefficiencies, 118-119

productivity in manufacturing, 116-117

store design, 123

value improvement process (VIP),
117-118

R
R&D (research and development)

Ball, 59

Campbell, 228

concentrating on limited user groups, 250

lack of, 85

Rand Technologies, 250

rapid responses, 82

to industry consolidation, 83

to large company threats, 82

to overcapacity, 82

to powerful industry players, 83

recognition and respect for employees, 134

recognizing changes in customers’ tastes, 303

recycling, 136

reducing costs, 298

reference points, 21

regulations, complying with, 239

regulatory changes, 136-138

relationships with unions 237

reliance on commodity products, 195-198

Remarketing Services of America Inc., 106

research and development. See R&D

respect and recognition for employees, 134

responding to competitors’ innovations, 216

responding to declines in core business areas,
207-209

changes in demand, 210-211

entering new markets, 213

pace of new product offerings, 207-208

skills in new product development,
208-209

responses. See rapid responses

restating earnings, 320

restructuring Hasbro, 228

retail apparel industry, The Gap, 163

broad business models, 182-184

retail broadline industry, Family Dollar. See
Family Dollar

retail outlets, Brown & Brown, 71-72

retailers, 232-233

Rexam, 42 103

Reynolds, 85

Reynolds Metals, 103

Riedman Corporation, 131

Rightsizing, IMC, 225

rigidity 278

accumulating additional capacity. See
accumulating additional capacity

anticipating demands, 219

bureaucracy, 219
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changes in customers’ tastes, 214-217

over-reliance on commodity products,
195-198

relying on core products for growth,
191-195

responding to declines in core business
areas, 207-213

taking advantage of competitors’ mis-
takes, 218

turnarounds, SPX, 304-305

RJR Nabisco, 101

Royal Ahold, 232

royalty payments, avoiding, 206

S
Safeco, 162-163

accumulating additional capacity,
204-205

cheap products and services, 178-179

government oversight, 240

identifying promising markets, 251-252

ineptness, 222

motivating sales forces, 237

over reliance on commodity 
products, 198

overpaying for acquisitions, 235

pattern of failure, 337

rigidity, 190

weak business lines, 194

Select Markets, 227

Surety Online, 299

turnarounds

agility, 300-301

discipline, 296-299

focus, 295-296

underpricing products, 227

Safeway, Inc., 94

sales, global sales, increasing by maintaining
service levels, 254

sales forces, motivating and holding 
accountable, 237

sales of high-demand products, 146

Sankyo Pharma, 69, 86

SAP, 158, 174

Sara Lee, 158

SCA (sustained competitive advantage),
307-308

scandals, avoiding accounting scandals, 239

SCD (sustained competitive disadvantage), 3

Schmalbach-Lubeca, 103, 149

Schmidtmann, Waldemar, A., 197

Schwab, 274-275

Scott Company, 160

Scrabble, 164

Seal, 42

seamless integration, Fiserv, 60

Sears, 46

securities industry, 274-275

Select Markets, Safeco, 227

selective hiring, 133

semiconductor industry, LSI Logic. See LSI
Logic

Senegor, 298

service levels, maintaining to increase global
sales, 254

services

eroding levels of service because of cost
savings, 225-226

individualizing, 262

providing when losses mount, 225

shareholder value, creating, 26

shareholders, 319

simplicity, Family Dollar, 67

simplifying strategic direction, 247

Six Sigma, IMC, 225

skilled employees, 134-135

small size, 85

avoiding large firm competition, 87

flexibility, 87

lack of R&D, 85

leverage, 86

quality versus growth, 85

Snap-On, 156

accumulating additional capacity, buying
weak-performing firms in the same
industry, 199

concentrating R&D on limited user
groups, 250

Driven to Deliver, 224

expensive products and services, 172

failure in global acquisitions, 253

implementing new systems, 236-237

ineptness, 222

pattern of failure, 335

productivity challenges, 223-224

Project Simplify, 224

rigidity, 190-191
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software industry, Parametric, 157

expensive products and services, 173-174

Solomon, Howard, 68, 97, 137

solutions versus patents, 145

Sony, 74, 83, 185

Sony PlayStation, 171

sour spots, 167-168

avoiding, 270-271

broad business models, 180-186

cheap products and services. See cheap
products and services

expensive products and services. See
expensive products and services

specialized items, 261

specialty chemicals industry, IMC. See IMC

specialty markets, moving to, 95

specialty tools, SPX, 34

SPX, 34

acquisition management, 129-130

co-designing with customers, 56-58

cost reduction and quality enhancement
programs, 117-118

diverse purchases, 101

diversification, 108

focus on global reach, 148

focus on high-growth, application-
specific products, 145

movement to new industries, 96

pattern of success, 330

special projects, 88

turnarounds. See turnarounds

ST, 155

standards, 238

avoiding accounting scandals, 239

complying with regulations, 239

environmental challenges, 239

government oversight, 240

price fixing, 240

upholding high ethical standards, 302

Stanley Works, 157

stock market as performance indicator, 319-
320

store design for cost reduction, 123

strategic direction, maintaining, 243, 301

avoiding involvement at too many 
different ends of value chain, 246

common goals among divisions, 247-248

connections among main businesses, 243

creating synergy, 243-244

long-term plans for acquisitions and
divestitures, 245-246

related holdings, 244-245

simplifying, 247

strategic intent, 26

Strategic Markets, 155

streamlining, 141

success, 334. See also patterns of success

secrets of long-term success, 7

Sumitomo, 32, 161

Sun Microsystems, 155, 171

Super Soakers, 165

suppliers, increasing power over, 229-230

supply chains, 229

accommodating major retailers, 233

alienating distributors and dealers, 231

coping with powerful retailers, 232

developing long-term customer ties and
power over suppliers, 229-230

fashion, 232-233

withholding product, 231

support, providing when losses mount, 225

supporting growing product lines, 252

Surety Online, Safeco, 299

sustained competitive advantage (SCA),
3, 307

sustained competitive disadvantage (SCD), 3

sweet spots, 5, 51-52, 196, 260-261

broker for customers

Activision, 73, 75

Brown & Brown, 71-73

Forest Labs, 68-70

co-designing with customers, 53

Amphenol, 54

Ball, 58-59

SPX, 56, 58

embedding with customers

Dreyer’s, 62-65

Family Dollar, 65-67

Fiserv, 59-60

knowing if you are in sweet spots,
269-270

pain relievers, 263

Symbiosis, 196

synergy

394 BIG WINNERS AND BIG LOSERS

MarcusIndexFinal.qrk  8/24/05  1:12 PM  Page 394



achieving, 234

creating, 243-244

Syntax, 196

system upgrades for distribution control,
126-127

T
tables

2002 Shares of the U.S. Ice Cream
Market, 39

Big Winners Manage the Tension Among
Agility, Discipline, and Focus, 11

Competitors of Amphenol, 33

Competitors of Dreyer’s, 38

Competitors of IMC, 160

Competitors of LSI Logic, 156

Competitors of Safeco, 163

The Four Secrets of Long-Term Business
Success and Failure, 7

Winning Companies Used in the
Analysis: 1992 to 2002 Performance, 23

talent, aggressive acquisition for, 105

Target, 46, 67, 74, 87, 183

target evaluation and integration in acquisi-
tion management, 130

target identification and integration in acqui-
sition management, 132-133

target screening in acquisition management,
131-132

target selection in acquisition 
management, 129

targeted sales force, Forest Labs, 70

telecommunication technology industry,
Amphenol. See Amphenol

tension, managing, 10-12, 277, 282-283

Terra Industries, 160

Texas Instruments, 155, 170

Thermo King Corporation, 126

Thyrolar, 90

Tiazac, 41, 69, 97

Tiger, 186

tire industry. See automotive industry

Tonka, 164

Toshiba, 155

total immersion, Dreyer’s, 64

Toyota, 6

Toys “R” Us, 165, 184

toys industry

Activision. See Activision

Hasbro. See Hasbro

tradeoffs, 12-13

Transportation Recall Enhancement,
Accountability and Documentation
(TREAD) Act, 239

Trewit Inc., 106

Trivial Pursuit, 165

turnarounds, 293

Goodyear, 226

Safeco

agility, 300-301

discipline, 296-299

focus, 295-296

SPX, 293, 301

diffuseness, 301-302

ineptness, 302-304

rigidity, 304-305

Tyco, 32

Tylenol, 263

U
UDI (United Dominion Incorporated), 88,

102, 108, 129

underpricing products, 227

underserved customers, Family Dollar, 66

underserved niches, moving to, 98

underwriters, 71-72

underwriting, 125, 179

Unilever, 38, 87, 94, 158

unions, relationships with, 237

Uniroyal, 176

United Dominion Incorporated (UDI) 88,
102, 108, 129

United States Agricultural Corporation, 197

United Technology, 35

upholding high ethical standards, 302

V
V8, 158

value, creating shareholder value, 26

value chains, avoiding involvement at too
many ends of, 246

varied products, diversification in, 108

Vioxx, 263

VIP (value improvement process), 117-118

visions, 11

volume-driven efficiency, 120
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W
Wal-Mart, 46-47, 67, 74, 83, 87, 165,

183-184, 232

Wall Street Journal Scorecard, 21

Wall Street Journal’s classifications, 21

Warner-Lambert, 70

Waterman, Robert, 307

Waukesha Electric, 129

weaknesses, domestic weaknesses, 254

Windchill, 193

winners

according to Fortune 1000 Industry
Classification, April 14, 2003, 326

characteristics of, 20-21

performance analysis: 1992 to 2002, 23

revenue and employees of
winners: 2002, 324

sweet spots, 5-6

Wis-Pak Plastics, 119

withholding products, 231

WMC Ltd., 175

X
Xbox, 47, 83, 110

Xerox, 10

Y
Yokohama, 176

Z
Zoloft, 41, 98

Zosen Delcam, 158, 174

396 BIG WINNERS AND BIG LOSERS

MarcusIndexFinal.qrk  8/24/05  1:12 PM  Page 396



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile (None)
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


