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PREFACE 
 

In the summer of 1996, I moved as a senior faculty member to the University of Michigan Business 

School, and over the better part of the next decade I worked closely with three very talented colleagues 

on issues of organization, change, culture and growth.  These colleagues were Kim Cameron, Bob Quinn 

and Jeff DeGraff.  Our work was with various companies in the context of leadership development 

programs.  Over the course of that collaboration, we developed a robust and holistic framework, called 

the Competing Values Framework (CVF) for Growth, and I have used it ever since in work I have done 

with many organizations to help them reposition themselves for value-enhancing growth.  One of my 

dreams has been to write an easily-accessible business book that would convey the essence of what my 

colleagues and I have learned over many years of research, teaching and consulting on this issue.  This 

book is the result.  The book has two main goals.  First, it will show you how to gain clarity on your 

growth strategy.  One key to this is figuring out an effective communication strategy.  This book provides 

a framework for developing such a strategy and get alignment on your strategy both internally within 

the organization and externally with stakeholders like financiers.  Second, it will show you how to get 

the biggest bang for the buck from your focused strategy. 

The imperative for growth is simple.  It is as simple as:  “get busy growing or get busy dying.”  

Growth excites.  Growth regenerates.  Without growth there is stagnation, which eventually leads to 

decay.  And death.  This is just as true for organizations as it is for individuals.  This does not mean that it 

is always a good idea for every organization to seek to grow its top line at every point in time.  

Sometimes, value can be created by shrinking rather than growing.  But over the long haul, few disagree 

that the pursuit of growth is one of their goals.  But how do you position the organization for explosive 

growth?  That’s what this book is about. 
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The first chapter sets up the main points of the book.  It addresses the issue of why growth is 

important.  It explains the crucial role played by alignment in the successful execution of a growth 

strategy and the importance of communication. 

Chapter 2 introduces the CVF for Growth, and Chapter 3 summarizes the research results linking 

growth strategies to stock market valuation. 

Chapter 4 develops the key ideas needed to uncover an explosive growth strategy and to discover 

how to communicate this strategy to external constituents and to the organization.  Effective 

communication is the key to alignment.  Chapter 5 shows how the CVF can help deal with one of the 

biggest internal challenges every leader faces—alignment.  This chapter is devoted to one of the main 

messages of the book. 

The next four chapters—Chapters 6 through 9—deal with the specifics of growth strategies in each 

of the four quadrants of the CVF:  Yellow (People), Red (Process), Blue (Competition), and Green 

(Innovation).  In each chapter, there is a discussion of the specific approach to gaining alignment.  While 

communication is the common element across all four quadrants, the approach to gaining alignment 

varies from one quadrant to the next.  Chapter 10 wraps up. 

Like its basic premise that growth is an imperative for renewal and survival, the main message of 

this book itself is simple—once a growth strategy is identified, effective execution requires alignment.  

The basic ideas around alignment and growth are universal in their applicability.  And they provide 

readily-implementable road maps for organizational change. 

The book has benefitted from comments from various people, most notably Sam Chun, Mark Fuerer 

and Lee Konczak.  My many thanks to them.  I also thank Christine Hatina for her excellent assistance in 

typing this manuscript. 
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