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Shareholder value. . . core competence. . .six sigma. .. right sizing . . . These
influential strategy ideas have lured many companies into a dangerous internal
focus, viewing the world from the inside out. As aresult, companies lose sight of
the market, which leads to poor results over the long run. Inside-out thinking
distracts companies from the core purpose of a business: to create and serve
customers.

Fulfilling that purpose can be done only by approaching strategy from the outside
in. Inthisrefreshing look at creating enduring business value, two business
school professors from The Wharton School and The Fuqua School of Business,
Duke University, challenge you to shift your perspective. They demonstrate that
companies that adopt--and fight to keep--an outside-in view focused on customer
value have grown revenue, profit, and shareholder value through both boom and
bust business cycles.

Applying years of research, George S. Day and Christine Moorman illustrate that
an outside-in view requires constant vigilance and focus on four customer value
imperatives:

- Beacustomer value leader

- Innovate new value for customers

- Capitalize on the customer as an asset
- Capitalize on the brand as an asset

Only companies that operate with an outside-in view from the C-suite to the front
lines can expect to maximize and profit from customer value.

Srategy from the Outside In puts you ahead of the competition and, just as
important, keeps you there.
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Visit www.strategyfromtheoutsidein.com
Praisefor Strategy from the Outside In

"Throughout P& G's long history, we have focused on the four customer value
imperatives outlined in this excellent book?and are as committed to them today
asever. Thisisessential reading for leaders focused on making a positive
difference in the world and, as a direct result, delivering growth for both the near
and long term.”

?Robert A. McDonald, Chairman, President, and CEO, The Procter &
Gamble Company

"Srategy fromthe Outside In is thought-provoking, practical, and full of ideas on
how to strengthen your company's customer value proposition."
?Tom Lynch, CEO, Tyco Electronics Cor poration

"American Express's success has rested largely on our ability to focus on our
customers and adapt to their changing needs over the past 160 years. Strategy
fromthe Outside In is an insightful book with practical advice about how to do
just that."

?Jud Linville, President and CEO Consumer Services, American Express

"An in-depth look into the basic premise of what, in my view, makes successful
business. Certainly worth reading once and then once every year to remind all of
us what keeps us in business. For marketers, a great benchmark to help focus on
how to add value most effectively."

?Geert van Kuyck, Executive Vice President and Chief Marketing Officer,
Royal Philips Electronics

"Sam Walton said 'there's only one boss--the customer'. At Walmart we try to
stay focused on that every day. But how? Strategy from the Outside In provides a
blueprint for how to build a trusted brand based on consistently providing
superior value to customers."

?Stephen Quinn, Chief Marketing Officer, Walmart

"Getting your company to organize around what customers value most sounds
easy in theory, but it's very hard to do consistently well. Day and Moorman
provide athoughtful, realistic, and actionable blueprint for delivering the most
value to your most valuable customers.”

?Beth Comstock, Chief Marketing Officer, GE

"Only afew books can really help marketing professionals make a differencein
their organization. Srategy from the Outside In fallsinto this category. Creating
superior customer valueis or should be apriority of al marketers. Here, Day and
Moorman provide a clear path for delivering on such value. Most important, their
work is based on the real-world successes (and failures) of organizations which
they have studied.”

?Dennis Dunlap, CEO, American Marketing Association

"Srategy from the Outside In offers arefreshing reminder that answersto
managers most pressing questions always start by looking outside the



organization and meeting consumer needs better than the other guys! It provides
a combination of solid evidence and user-friendly frameworks that can be put to
use immediately. A must-read not only for today's challenged CM O but for the
rest of the C-suite as a guiding framework for the entire enterprise.”

?Rob Malcolm, President, Global Marketing, Sales and I nnovation, Diageo
PLC

"Strategy from the Outside In provides a handbook to re-imagine a business
through the eyes of customers. It isfull of current case studies, research, and
practical frameworks that senior marketers can use to refine their own thinking
and influence their colleagues.”

?Greg Gordon, SVP Consumer Marketing, Liberty Mutual

"Day and Moorman advise companiesto leave their comfortable positions of
controlling their businesses to the uncomfortable position of allowing their
customers control. Thisis abook only for companies courageous enough to listen
to their customers instead of themselves.”

?Ron Nicol, Senior Partner and M anaging Director, Boston Consulting
Group
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Editorial Review

About the Author

George S. Day isthe Geoffrey T. Boisi Professor and codirector of the Mack Center for Technological
Innovation at The Wharton School, University of Pennsylvania. Chairman of the board for the American
Marketing Association, he is aformer executive director of the Marketing Science Institute and has served as
aconsultant to GE, IBM, Metropolitan Life, Marriott, and other corporations. His books include Peripheral
Vision, Wharton on Managing Emerging Technologies, and The Market Driven Organization. Day livesin
Bryn Mawr, PA.

Christine Moorman isthe T. Austin Finch, Sr. Professor and founder and director of The CMO Survey
(www.cmosurvey.org) at The Fuqua School of Business, Duke University. Former member of the board of
directors of the American Marketing Association and trustee for the Marketing Science Institute, she
coedited the book Assessing Marketing Strategy Performance, authored more than 60 journal articles,
reports, and conference proceedings, and speaks at universities and companies around the world. Moorman
livesin Chapel Hill, NC.

Users Review
From reader reviews:
Keith Smith:

This Strategy from the Outside In: Profiting from Customer Value (Business Books) book is absolutely not
ordinary book, you have it then the world isin your hands. The benefit you obtain by reading this book is
actually information inside this e-book incredible fresh, you will get info which is getting deeper a person
read alot of information you will get. This particular Strategy from the Outside In: Profiting from Customer
Value (Business Books) without we comprehend teach the one who reading it become critical in pondering
and analyzing. Don't always be worry Strategy from the Outside In: Profiting from Customer Vaue
(Business Books) can bring any time you are and not make your bag space or bookshelves' grow to be full
because you can have it within your lovely laptop even cell phone. This Strategy from the Outside In:
Profiting from Customer Vaue (Business Books) having very good arrangement in word and also layout, so
you will not experience uninterested in reading.

L avonne Ouellette;

Do you one of people who can't read satisfying if the sentence chained within the straightway, hold on guys
thiskind of aren't like that. This Strategy from the Outside In: Profiting from Customer Vaue (Business
Books) book is readable by means of you who hate the perfect word style. Y ou will find the information here
are arrange for enjoyable examining experience without leaving possibly decrease the knowledge that want
to deliver to you. The writer associated with Strategy from the Outside In: Profiting from Customer Vaue
(Business Books) content conveys the thought easily to understand by alot of people. The printed and e-
book are not different in the written content but it just different by means of it. So, do you even now
thinking Strategy from the Outside In: Profiting from Customer Value (Business Books) is not loveable to be
your top checklist reading book?



Kim Marshall:

Do you have something that you want such as book? The book lovers usually prefer to select book like
comic, quick story and the biggest an example may be novel. Now, why not striving Strategy from the
Ouitside In: Profiting from Customer Value (Business Books) that give your fun preference will be satisfied
by simply reading this book. Reading habit all over the world can be said as the opportinity for people to
know world much better then how they react to the world. It can't be explained constantly that reading
addiction only for the geeky person but for all of you who wants to possibly be success person. So , for all
you who want to start studying as your good habit, you could pick Strategy from the Outside In: Profiting
from Customer Value (Business Books) become your own personal starter.

Rubin Bourne:

Do you like reading a reserve? Confuse to looking for your selected book? Or your book ended up being
rare? Why so many issue for the book? But just about any people feel that they enjoy with regard to reading.
Some peopl e likes examining, not only science book but also novel and Strategy from the Outside In:
Profiting from Customer Value (Business Books) or even others sources were given information for you.
After you know how the truly great a book, you feel wish to read more and more. Science reserve was
created for teacher as well as students especially. Those ebooks are helping them to increase their
knowledge. In some other case, beside science guide, any other book likes Strategy from the Outside In:
Profiting from Customer Vaue (Business Books) to make your spare time alot more colorful. Many types of
book like here.
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