
BUILT TO LAST

Built to Last: Successful Habits of Visionary Companies and millions of other books are available for Amazon Kindle.
Built to Last: Successful Habits of Visionary Companies (Good to Great) Paperback â€“ June 24, Drawing upon a
six-year research project at the Stanford.

Both authors describe opportunistic experimentation through trial and error as a way to make evolutionary
progress. Although Collins says that goal should be something that takes decades, Ducey chose a shorter-term
one in August of , when there were just 74 Cold Stone stores. How can you give these mechanisms sharp
teeth? If one thing fails, try another. In the overall picture, this is a way for companies to preserve the core
while stimulating progress â€” a mantra discussed in Chapter 4. And we put on the CD. Visionary companies
have judiciously used BHAGs to stimulate progress and blast past the comparison companies at crucial times
in history. Reality: Visionary companies may appear straitlaced and conservative to outsiders, but they're not
afraid to make bold commitments to "Big Hairy Audacious Goals" BHAGs. Think more in terms of being an
organizational visionary and building the characteristics of a visionary company. The findings are based on
what the visionary companies do that is different than close competitors who have achieved a high level of
success, but not to the extent of the visionary companies. Although Collins' books may lack academic rigor
they make up for in one simple area: they inspire people. One visionary company Porras and Collins use as an
example of one preserving its core is Boeing and its fleet of jumbo aircrafts. Myth 3: The most successful
companies exist first and foremost to maximize profits. Impact[ edit ] Built to Last has influenced many
executives and entrepreneurs since it was originally published, including Red Hat. He is a regularly featured
writer for many publications and has also written another book on organizational success titled Stream
Analysis: A Powerful New Way to Diagnose and Manage Organizational Change. Keep in mind the image of
"twigs and branches. Both messages are overstated. Simple as that. Some business practices Porras and Collins
explain are paying attention to details, combining pieces to perform tasks i. These companies have taken
leadership roles in their industries, offering innovative products while consistently outsmarting their rivals.
Visionary companies pursue a cluster of objectives, of which making money is only one - and not necessarily
the primary one. Myth 2: Visionary companies require great and charismatic visionary leaders. Yet,
paradoxically, the visionary companies make more money than the more purely profit-driven comparison
companies. The beginning of Chapter 6 uses Nordstrom as an example of a visionary company where an
interviewer tells an interviewee what is expected of him, in accordance with the company philosophy of
excellent customer service and starting from the bottom to work your way to the top. Both authors sat that the
drive for change in a visionary company is internal, where philosophy takes precedent over external forces like
market conditions and profit motives to make them change. Collins goes so far as to say that to focus on the
companies at all shows a lack of understanding of the book. What looks in retrospect like brilliant foresight
and preplanning was often the result of "Let's just try a lot of stuff and keep what works. For every
management theory, there is an opposite one that makes as much sense. Chapter 6 â€” Cult-like Cultures
Porras and Collins discuss visionary companies as not a great place to work for everyone. Each has struggled
in recent years, and all have faced serious questions about their leadership and strategy. The single most
important point to take away from this book is the critical importance of creating tangible mechanisms aligned
to preserve the core and stimulate progress. Reality: There is no "right" set of core values for being a visionary
company. Myth The most successful companies focus primarily on beating the competition.


