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The true secret to client success might surprise you

Core

Focus

Leadership

Overcoming Lock-in
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Long ago…
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Innovation created change
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More innovation was developed
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Yet the change agent didn’t follow the market
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THIS

VS THIS



Success creates repetition, which creates lock-in.
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No one is immune to market shifts – or failure
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Sustaining past success is increasingly difficult
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“Institutions” are failing at unprecedented rates
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Results have been worsening for a long time
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Top performers struggle to remain so

Drop Out Perf. 2005

Only 10% returned 
to the top quartile

Top Quartile in 2000

1/3 dropped out 
during the 2001 Recession

Source:  Harvard Business Review 3/09
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By attacking Lock-in, you can become anything.

Be future-oriented

Obsess about 
competitors

Disrupt yourself

Create and maintain 
White Space
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Move beyond Defend and Extend.
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“I skate to where the puck will be.”
Wayne Gretzky   



Step 1 – Use scenarios to plan for the future, rather 
than extending past data.

SPYGLASS

VS
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Step 2 - Attack competitors’ lock in.
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Industry Lock-in:
Customers care 
about the quality 
of the pizza



All competitors are vulnerable when markets shift.
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Recognize that successful new 
products disrupt old behaviors.

VS.
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Step 3 - Utilize disruption to change thinking. 
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Step 3 - Utilize disruption to change thinking. 
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Step 4 - Disruptions open White Space.
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Step 4 - Disruptions open White Space.
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Overcoming Lock-in to the past is the key to success.
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Plan for the future, not from the past.

Focus on competitors.

Be disruptive.

Use White Space to innovate.



Contact Information.

847.726.8465
www.adamhartung.com
adam@sparkpartners.com

© 2009 Adam Hartung


