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But innovation created change
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More innovation was developed
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Yet, the change agent didn’t o
follow the market
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Why Is It So Hard to Sustain Success? @
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We are at the end of a long series
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And the results are around us @
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Lifecycle Reality o
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that floats” alligators”
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The Phoenix Principle @

The Source of Success
Is Pretty Surprising

It's not about “core”

It's not about “focus”
It's not about “leadership”

Overcoming Lock-in to
Past Practice is the Key
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Step 1 - Don’t Defend & Extend @

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

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

INfosys

Lock-in:

Clients want local staff,
long-term relationships
and development
methodologies

Lock-in:
Customers
care about the
quality of the
pizza
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Step 3: Utilize Disruptions to Drive @
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Recognize That Successful New &)
Products Disrupt Old Behaviors

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

g ’ W Hlinois Tool Works Inc.
3800 West Lake Avenue | Glenview,
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The Phoenix Principle )

Overcoming Lock-in to the past is
the key to Success

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

« Use White Space to Innovate and Succeed

Contact Information @

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

or contact me directly:
adam@sparkpartners.com

847.726.8465
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