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The Phoenix Principle

The Source of Success

Is Pretty Surprising

t's not about “core”

t's not about “focus”

t's not about “leadership”

Overcoming Lock-in to

Past Practice Is the Key.



Long ago.....
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But innovation created change
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More Innovation was developed

Personal computer system ,::,Dmputir r——

monitor inkjet printer

external
spaﬁker

b
™,

laser printer

57

mouse : © components
of mouse

2 2003 Encyclopadia Britannica, Inc.

© Spark Partners, 2009



Yet, the change agent didn’t
follow the market
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Why Is It So Hard to Sustain Success? &)

Percentage Fortune 500 remaining on Fortune 1000 Ten Years
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This has been a long series
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With Worrisome Results

Top Quartile in 2000

O Left @ Remained
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1/3 dropped out
during the 2001 Recession

&

Drop Out Performance 2005

r

B Returned
O Did Not

A

Only 10% returned to the top quartile

Source: Harvard Business Review 3/09



And the business impact @
surrounds us
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Infancy

IWeIIsgring.

“Find
something
that floats”
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Lifecycle Reality

Reinvention Gap
—

Pl &

Adolescence Maturity Decline Old Age

I Rapids . I Flats - I Swamﬁ . I Whirlpool |.

“Go fast and “Don’t run “Get unstuck, “Paddle

stay afloat!” aground” fight off the like crazy!”
alligators”



Environment Change = Opportunity@

Overcome Your Sensitivity to Initial Conditions

15% of current market leaders gained their
© Spark Partners, 2009 pOSItlon Slnce 2005 Source: Harvard Business Review 3/09
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"I think you should be more
explicit here in step two."
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The Phoenix Principle

Success Comes
From

Somewhat Surprising
Practices

Step 1: Be Future - oriented

Step 2: Obsess about competitors

Step 3: Disrupt Yourself

Step 4: Create and Maintain White Space
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Step 1 - Don’t Defend & Extend @

“| skate to where the puck will be” — wayne Gretzky

vs. @)

Plan for the Future — Not from the Past
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Step 2: Attack Competitors’ Lock-In @

L ock-in:
Customers
care about
the quality of
the pizza
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Step 3: Utilize Disruptions to Drive®




Recognize That Successful New €
Products Disrupt Old Behaviors

(Thicagao Tribune
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Step 4: White Space Increases @
Market Value

Iy

lllinois Tool Works Inc.
3600 Wast Lake Avenue | Glenview,
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The Phoenix Principle &

Overcoming Lock-Iin to the past Is
the key to Success

e Plan for the Future, not From the Past
* Focus on Competitors
* Be Disruptive

 Use White Space to Innovate and Succeed
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Contact Information @

For an interactive BLOG on sustaining success:
www.ThePhoenixPrinciple.com

or contact me directly:
adam@sparkpartners.com

847.726.8465

© Spark Partners, 2009



	The Phoenix Principle
	Long ago…..
	But innovation created change
	More innovation was developed
	Yet, the change agent didn’t follow the market
	Why Is It So Hard to Sustain Success?
	This has been a long series
	With Worrisome Results
	And the business impact surrounds us
	Lifecycle Reality
	Environment Change = Opportunity
	The Phoenix Principle
	Step 1 - Don’t Defend & Extend
	Step 2: Attack Competitors’ Lock-in
	Step 3: Utilize Disruptions to Drive Needed Change
	Recognize That Successful New Products Disrupt Old Behaviors
	Step 4: White Space Increases Market Value
	The Phoenix Principle
	Contact Information

