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                 Alfred M. Zeien  (Gillette)

Gillette is the best known not only for its shaving products but also a dozen of consumer product categories including alkaline batteries, dental care and writing products.  Alfred M. Zeien has created a remarkable string of victories by ４ strategies． 

1) Relentless product innovation : The people working on the product that will replace the one that has just been introduced are pushed to get their idea into the marketplace as soon as possible.  Zeien knows that if Gillette doesn’t come out with a better product, someone else will. So he constantly cannibalized his company sales by replacing existing product. This brings new rule；the company will not launch a major product, until its successor has moved out of the research lab into development.  No matter how great the product is, the company is going to hold it up until its replacement has been identified.

２）Marketing  strategy : Once the company first establishes shaving goods in a new market, then pours stream of other Gillette products through the same retail pipeline, steadily reducing distribution costs.　

３）Research strategy : It takes about 15 research projects for every three that go into development. And for every three that go into development, one goes to market. Why would he spend all that money on development and then not launch two out of three products?  The answer is that most of his development projects die on the basis of cost.  In the process of developing the products, if the unit cost goes higher than their expectation, they throw the project away.  If not, they will just get a loss.　To reduce their unit price, they also design and build their own equipment.  They don’t buy from other manufactures and that gives them a real good handle on their costs.

４）People strategy : Only 10 % of promotions in a given year can be ‘vertical.’ That’s where you get your boss’s job.  The rest have to be ‘diagonal’ promotions.  A diagonal promotion either changes function, geography, or it changes product line, in addition to giving you more responsibility.  Why do they do this?  First, you are building talent breadth. Second, someone who is most likely to perpetuate the boss’s way of doing things get vertical promotion. It means the boss get very little change when you have a vertical promotion. Third, to get vertical promotion, someone has to recommend you to your boss.  So you should work not just to please their boss but to please their colleagues who are going to tell everybody including boss what a great guy I am. So by limiting vertical promotions, the company breaks down the artificial walls between departments.  It greatly strengthens the organization. 
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