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10/16
o What is strategy?
10/17
e Developing strategy further
o Defining strategy and getting if across
e [essons learned
10/18
e Industry structure and competitive dynamics
 Building the foundations for corporations for corporate success
o Lessons learned
e Principles of successful strategies
10/19
o How to drive value your way
e Strategy communities & strategy ecosystems
o Lessons learned
10/20
o Corporate strategy
; Playing two games |
¢ Lessons learned
10/21
o Close-up strategy implementation
e Keeping strategy alive

e Wrap-up and close
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o What is strategy?

e Developing strategy further

e Defining strategy and getting it across
e Strategy communities & ecosystems

e Close-up on strategy implementation
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Costas L # a4 & 2013 SR AZEH o7 £ 50 7%
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e Principles of successful strategies
e Playing Two games
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Micheal #4L$% 3#5¥% 3R 42

e Building the foundations for corporate success
e How to Drive Value your Way

() Julian Birkinshaw
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Julian ##% 3% 3% 3% 42 * Corporate strategy
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1. B4% T B (Getting the tools)

15 R B b el B A Rus AT TR AL B R

B o F BT BEEA SO E BERFREI 0
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7 % HAR I 46 ROEHAT I
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MR ko fo] B JE o E iR ey T B BT 0 RRA A TR
FTRARSGIRD] » BRI~ AIF T K 0 IR EH EERNL
# o |

3. #i% ¥ 24 (Making a difference)

BhhfTHAOE B AT S Er AR E 5 AR T
BEHEDLBEARA  ERRBANEL FR EEH XL
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B o B BA M R WERFHF e BIE
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1. What is strategy?
B Yiorgos Mylonadis 2432 X 3% » X ZP9A 6035 3 345 -
RATRA Kok~ Rog A ~ o f 3758 Ko o
A — 46 Yiorgos #E I A YR E2 " HTFE%)
RHBEURRABRSFRLE R RS - EHF 2R LR 4o
T8 5 F N RIDILBE R » 154833 B "/Aﬁi » 4 Get
the tools ~ Broke the rules 24 & Make a difference %18 4 £ 27,59
HATER AR Bmk o
B B L R 6918 A #HE A(person- to -person)4E 544 4
& Zopa Hf] 0 AL ER &KL - F B WHO (842
% P ) WHAT ({& & & 4r)~HOW (B&i‘%f%’f%ﬁﬂ)%iﬂ' i 16
B SR R M BT E R Zopa A B EH X2
ZFR 0 FIWp583H Zopa L2 KB @ty b TaERBAHE B TR
FERUAE -
RETHECFHMBE A UEN B o T AE(R3) #X
FoH B TN Reg b B LB N4 -

#%3 * What is your organization’s business model
y

What to do What won’t do

WHO

WHAT

HOW

LB ERLERTUZRAN O EHERX
A ¥ R ﬁaﬁfﬁ@iﬁﬁWWﬁﬁ%ﬁ% 12 %
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2. Developing strategy further !
& Yiorgos Mylonadis #44% 3% > {h\;% W R A 3IEE
B |
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AR EXBNEBT ZGEMH  BAAEARSERENBE
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BEARLIBBRB TRAXEAE RAURE AL R-
. Deﬁning strategy and getting it across

B Yiorgos Mylonadis 2(4% X 3% - kuf i 2 64 T £ 7 @Y
IE > TSR 235 ARAMAE > BEKEE - #Z
FlAA 4 3 Bfide T -

e Is your problem interesting? P78 & & A #r
o What is your working hypothesis? 8 3% &4 & 457

FRAT R AR 2 B T
o Is the argument that supports your answer developed in

breadth? Ry Reytim R B AT RH
e - Istheargument that supports your answer developed in depth?

BT R E NIRRT R
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Situation Complication Question
BEAERERE R | RESEARRA HE AR TR  AR ] AR
o EIFAMEMAT o WiTHE BT

FEFHMAT o BATEMHATE
o AUFETHEGHMA |o fTHLEHELE

o HLEEHRHT o HAVHEEM

o FHETHGHYE |o RIZAMEHRSD
o« HAKREEX PR EY

o FHEBEHERYE IR — 18 & I

o RAIIEEMAE E By T AT MR 4T

ARERRM T —4# L & Challenge 89 X4 T *
B2 S-C-Q#F

-Background / Situation
- i — ‘ —

Complication

Questio
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# i Situation (S) - Complication (C) - Question (Q)# %2
o0 TR B BAIPHR S A B E R 2R - 1% A AT S-
C-Q 9@+ F SR AMUARBEOFE RN > s TREH by 5
Mo PERTRRS BTG > AR R A AT & -

KRBT EEIBA S — MBS BRR > LBE HBRRESS
7 o e A AT A8 @ AR B RS R B FI AR s > AT E
BT L HRER R B A9 AR A o BB R 6048 AR T
BRAFY > RBERORBEREN Pk hmz
(competing hypotheses) » % 3% i % #% M &) 4% 3% (supporting
hypotheses) -

ARBRRBE T — BRI Tk

B 3 ARk

Question / Dilemma

Working hypmmsiéf current answer

Doubts, objections, Proposed refinements to Actions to take - e.g.data to
competing hypotheses existing question ar oplions coltect
= | .
Was the working

hypothesis modified?
L - i - Date: Whet
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4. Industry structure and competitive dynamics
i Sendil Ethiraj 243% £ 3% #3040 2 ¥ 00 &R B0
NP EAMEEPREATENEANEZE -
# 1995-2007 £4T ¥ 4% &4 8 & ROIC BIE ¥ » MEX
BorE KRB 0 AR SN TIME o EMEEMEERTY > MER
2 8y A% & AR ERAROC)AI X A1 « BITAZE LS
Rk ? B AAMENNRAENBEF T o B (R4 E &
BE MRk ARERCER S BERBOITERAS
S B e BAVR)  BAE AR oY R 38 Ae (B B RARES
ARG ~ M F A o B e (B A 8 RS TR R
KBTS B BRBEN SR T HE - Rbf T FH
PR LT MRS A BN B R AR
BEEER Ty~ MERITHRAARELES BREH
BAS R ERE)E AR R EBRER LHNITERY
PHBARER/RROBEE 4 —RRR > EEOEBRHRE
ARG ELE 19% -

%
pA|

B4 SEEAGRR

Timing
2%

Corporate
strategy
4%

Source: MeGahan, A, M., & Porter, M. £, 1697, How much does Industry matler, really? Strategic Management
Jowurnal, 18(Speciat lssue Supplement): 15-30.
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HR ey &4 RIFEABAAZ RS TH L IRICE %
RE% %5 A1B 14 %95 Benefit Strategy v i & % Cost
strategy

BEREEHELLEL CHRIWBHETITESY
&4 > ko BMW F= Toyota » 2 #K-F £ 216> R 2K
09 {& 14 € 3T 48 5] 8948 4% » 4] 4o Play Station v XBOX o s A& &
wk b f 2 4% ¥ 48 ) 6948 fE 424 P 1RAE » 40 Amazon F» Walmart>
KA B ARG B AR £ 5 091814 0 ) 4e Vanguard H 4 %3¢
AR

Sendil Ethiraj 4% $A Ryanair #v EasyJet & 75 ¥ 4% X & 47
AT 2 o B BRI RAB AL ASAP IR IR R — B o0 T £ AR
R ° Ryanair 697 ¥4 X & R4 091818 Kok - BAZEBLBHK
U RIIRE © A T MK A > Ryanair # ERER > 44 45 4
W 0 ARBAERRE;  BARSEE& > RE—RBERLAR
FRIMr - AAR—RRM RV EEEGEERA > W
BAMERTFRATARETH > BIFRRESH - ARG
% BB HE N E R R(BERBATLRFT AT ARR) f
BT E AR B ARG BOR B M SR BRI AR T 2D
Ryanair 437 8% A1 22 2 8] 89 18] > AR IET 89184 > B T4
B ERE - |

EasyJet a9 % % 4% X 8 2K 1 Ryanair /84 > {84 h £ & ¢
Easylet fe —&x #6355 » AHBEBRHME N (EBEME B HE
DACEVF ~ RBE T AR5 B - AR B B PE
RBREIGR > BB R G BY B RKE S o Ryanair # 4R T
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5. Building the foundations for corporate success
&g Michael G. Jocobides ##% X3 > FREHLH °
o EHEALRAMASLM AEELE? HRELERT K-
o HMEEMHELNT B RoELTERHERF > B
AR AR RS A E R AR
fir b AF £ B AL
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B 5 HspEERaRadag

Value through positioning: Lessons from bookstores
Initially, all bookstores looked alike

3

High

epradent

¥ave Bookxiores

Price  Locaion  Sclection Kuowledge
ahility

w

-26 -
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AR o

AT REBEHEE - LR E DR (E 6)RE 4T 59

B6 KERGEENHBEMEBSE
Then came bookstores in malls with discounts & not-too-litterary staff
{starting to offer a new alternative)

3
Hgh | nfulbBased Coains

ialtons, Waldenlooka

Independent ¥
S &wﬁa&mz& “
Piee Locstion  Seletin Reowledie  Tnneprtion
wweekly

BFR > AEEEANZHA BT EaELg
HR—H(E 7) -

B 7 AFMBEXEEHRELR

And then came real value innovators - Barnes & Noble & Borders
{which, for a while, made a fortune through value curves)
High kmamﬁm Chaing

{Dabmat, Waldesbooks)

toliepeadent ¥
Roakstares

{aw

wwiekly
wbitity shopping

S

Prive  locatlen  Selection Keowle  Duogrstioo Amblawse Cafe  Lenghous
dige-
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6. Playing Two Games

&y Costas Markides 23 X 3% > X EZNEALE 0 MEE
B XA ENR ) AR MRS AW ERN -

HEEH A ¥ RN REIRAF b ST E R AR TG 6
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AAEELERATIA 2 M ERA A RHES -

#6875 ¥ 4 X (Playing two games)#y B} A2 -
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4 3 7 2 1% Developing Strategy for Value Creation 7 X - #)
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1. Get the Tool
2. Break the Rule
3. Make a difference
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41 DSVC Strategic Challenge (E 32 )

Title

Obstacle to block competitor or to collaborate to create a win-win situation?

Situation

I work for Taipower, it’s a state-run electric power company. We are a full-
service electric power company providing customers with electric power generation,
transmission, and distribution. Under the current Electricity Act, Taipower is the only
power distributor, that means we have no competitor in electric utilitiesmarket, we
serve all of the residential, commercial and industrial customers in Taiwan.

In distribution department, I am in charge of all the relevant of electric
power distribution network, including power grid design, operating and maintenance.
Although we are the only electricity service provider in the market, but

the reasonable profit also to be supervised by government.

Complication

The government will revise the Electricity Act during the next one year, the
situation will be changing significantly starting with the liberalization of power
generation and partial liberalization of retail sales. Taipower will be spilt into three
businesses, in one to three years, a power generation company, a grid company, and
a sales company.

The revised Electricity Act would also promote of privately owned power
generation companies could sell electricity directly to private users via specific
private power line. Most of the large-scale customer will be interesting this kind of

business model. For which they can reduce the extra grid-usage charge.

Strategic Challenge Question

Should we put more obstacle to block this kind of competition or to collaborate

to create a win-win situation?
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Dear Tim,

My name is Michael Blomfield and I will be facilitating the discussions for
our DSVC breakout group at LBS. The other group members will be Rachele Levi,
Shalom Asuquo, and Jorgen Van Den Ende, if you are interested in reading more
about their challenges.

Building on Vicky’s comments, after describing the situation, it might be
useful in the group discussion to start with a working hypothesis about what you
think your organization should do to respond to your challenge.

This does not have to be a detailed hypothesis. It is more something that
builds on the 2-3 key strategic threats or opportunities as you see them. It can serve
as a starting point for a discussion in which your fellow participants can then probe
the assumptions, help identify risks, and generate alternative possible solutions.

You have an interesting challenge so I look forward to the group discussions

in the coming week.

Kind regards,

Michael
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W4 2 DSVC Strategic Challenge (7% 44)

Title

The challenge of both “No-Nuclear Homeland” and “Electricity Market
Liberalization” policy.

Situation

I’'m with state-run Taiwan Power Company (TPC), the sole electrical power
provider of Taiwan. Established in 1946 , TPC has been operated for over 70 years
and provided Taiwan with stable and affordable electricity.

The World Bank “Doing Business 2016 ” again recognizes TPC electricity-
providing efficiency and quality with “Getting Electricity” index exceeding German,
Switzerland and Singapore, and ranks excellent 2nd place for consecutive 2 years.

TPC is not only worldly recognized for “Getting Electricity”, electricity price
also remains at 2nd to 3rd lowest in the world, which is an outstanding achievement.

In 2016, current Taiwan administration took office and aggressively promote
“No Nuclear Homeland” and “Electricity Market Liberalization” to facilitate
competition between utilities,. hoping to reduce electricity rate through such free
competition.

As a practitioner of nuclear energy, I would confront nuclear energy business
transmutation or other appropriate adaptive strategy after No-Nuclear
Homeland. The “Electricity Market Liberalization” will split the sole electricity
provider TPC into generation, transmission and distribution segments. Confronted
with the 2 drastic changes, TPC management model will experience massive
adjustment, and it’s a challenge to remain the long standing excellent performance
under drastically changed environment. We need to face multitude electricity system
and associated challenge, ponder over and plan beforehand. Confronting the
aforementioned problems, TPC would need to change management strategy for
company sustainability. To reinforce the ability to further explore the said strategy, I

decide to take this course.
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Complication

® No-Nuclear Homeland policy adversely affect the goal of carbon reduction.

® Electricity Market Liberalization policy does not impose private power
providers the obligation for reserving capacity, which will be solely left to
TPC, immensely increases TPC financial burden and lead to hiking of

electricity rate.

Strategic Challenge Question

Should we launch or response the price war to keep the market share?
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Dear Hsuehchih,

Thank you for writing in with your challenge. You are clearly facing a major
in your operating environment from deregulation and nuclear energy phase-out. I
would like to make a couple of suggestions to help structure your challenge further
so that you can get as much as possible out of your time at LBS.

First, you describe the deregulation of TPC and its separation into network,
generator, and supplier components. The specific challenges facing each of these
components will vary as they have different business models and competitive
pressures. From your response it is unclear which of these business lines you work
in and what is the particular challenge you think you will face in this role during
this transition, which we can work to give you new insights into during your stay at
LBS.

In order to narrow this down to something more specific and actionable, it
would be useful to understand what a successful outcome to the key challenge(s)
looks like to you. What is a specific goal that you hope to achieve following the
policy change? By narrowing down from a general theme to a specific goal, this
provides a starting point to work backwards and identify the particular strategies
and actions that could be pursued to realise this goal.

I hope this feedback is useful for structuring your challenges and helps you
make the most of your time at LBS! I look forward to reading any further thoughts

you have on this challenge.

Kind regards,

Michael
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4 3 DSVC Strategic Challenge (58 £ )

Title

My company is a monopoly business, will face competition in three years.

Situation

I work in electricity industry for Taipower. Taipower is a state-run utility, its
business scope includes gencration, transmission, distribution and sales of electricity.
Under the current system, Taipower is the only power distributor, that means we have
no competitor in electricity sales market, we serve all of the residential, commercial
and industrial customers in Taiwan.

I'belong to the sales department, I am in charge of setting the electricity tariffs.
Although we are the only electricity service provider in the market, but the electricity
price have to be supervised by government, and the Electricity Act guarantee we

could have reasonable profit margin 3%~5%.

Complication

The government plans to amend the Electricity Act, Taipower will be spilt into
three businesses, in one to three years, a power generation company, a grid company,
and a sales company.

The amendments would also promote deregulation of privately owned power
generation companies and electricity sales companies, those private companies could
sell electricity to households or industrial users, and their electricity tariffs would not
be regulated, but Taipower’s sales company would still under regulated.

According to the amendments draft, the electricity market would open up
gradually, electricity users could choose their supplier in the near future, and we will

face competition then.

Strategic Challenge Question

Should we launch or response the price war to keep the market share?
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Dear Yutien,

Thank you for writing in with your challenge! You have described the
situation and the challenge you are facing well, which will help you get useful
feedback once you arrive to LBS. You are currently in a position in which profit
margins are guaranteed and you face no competition, but regulatory changes mean
that energy suppliers will soon compete to sell energy to households.

I would like to make a couple of suggestions to help you structure your
challenge further so that you can get as much as possible out of your time and
discussions when you are at LBS. First and foremost, it is always useful to make
explicit what a successful outcome looks like and how you will measure it. It
sounds as though you consider that your key challenge will be maintaining market
share under the new policy regime — and this is what will drive your pricing
choices. Taking a step back, it might also be useful to think about the other different
dimensions of competition that may arise rather than pure price competition. For
example, some firms might offer guaranteed tariffs for a fixed term contract length
to differentiate from others that potentially have lower initial costs but that may
vary more with wholesale prices.

Given you have clearly given your challenge a lot of thought, you may find it
useful to develop a working hypothesis of what you think you should do to present
to your fellow participants. This should not be seen as a final decision, but it may
help you identify the key challenges and opportunities of the strategy. It would also
provide a basis on which fellow participants can challenge the working hypothesis
and provide useful input to the decision-making process because they may have
faced similar challenges when engaging with competitors in different industry
settings.

I hope this feedback is useful for structuring your challenges and help: you
make the most of your time at LBS! I look forward to reading any further thoughts

you have on this challenge.
Kind regards,

Michael
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Hi#E 4 DSVC AT 45 2 B3k

10 A 16 B

What is strategy? — 3%

What Only the CEO Can Do —s43f

Paul Polman, Business, society, and the future of capitalism — % 3%

~ 2
R

Strategic tests from four senior executives— i 3%

Zopa: The Power of Peer-to-Peer Lending — % 3%

10 A 17 B

2

Can you say what your strategy is? — 1% 3%

Storytelling that Moves People -:% 3%

10 A 18 B

Ryanair vs EasyJet in 2014 — 2 3

Ryanair vs EasyJet in 2014 questions — 54 3%

Strategic Analysis and Action — % 2§

What is strategy and how do you know if you have one — 54 3§

10 19 8

How to Drive Value your Way —:% 3%

38

Strategy Tools for a Shifting Landscape — i 3§

How to manage outside innovation — % 3§

Arm Holdings Plc: Ecosystem Advantage — 1% 3%




10 A 20 A

Blackstone IPO prospectus — % 3%

Corporate Strategy: The quest for parenting advantage — i 3%

What to Do Against Disruptive Business Models (When and How to Play
Two Games at Once) — 55 3%

10 § 21 B

Paul Levy: Taking Charge of the Beth Israel Deaconess Medical Center (A)
— 3

Paul Levy: Taking Charge of the Beth Israel Deaconess Medical Center (A)
— QUESTIONS - 343
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