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DON FISHER : THE GAP

Donald G. Fisher, 74  - Chairman of the company since 1969. For the first time he sold blue jeans. From there he and his team added other clothing chains such as Gap Kids, Old Navy, and Banana Republic. 

The Formula for Success is As Easy As 1,2,3

( Step 1 - LUCK
Whenever he is asked about the long-term vision for his company, he answers that he would rather be lucky than smart. When he just started his won company going off from his father’s company, one day, he happened to buy some clothes from Levi’s. But the size was wrong. Even though he tried to exchange them, the process was awful. This experience made him decided to sell Levi’s by becoming a franchisee of Levi’s.

( Step 2 – COMMOM SENSE 

(The reason he sold basically nothing but blue jeans was that they were the official uniform of baby boomer generation. In his opinion, this was just common sense.

“ I think common sense is a big part of success in business.” 

So he stocked nothing but Levi’s products in his store.

(In 1974, 5 years after he had opened the first store, he started carrying Levi’s for girls. He thought Levi’s didn’t know very much about designing women’s clothes. So he decided to carry out his own line, which called ‘The Gap’ jeans and priced them lower than women’s Levi’s. He wanted to be different from The Gap and customers to come into his store and find clothes they couldn’t find anyplace else. But to compete with Levi’s he sold The Gap jeans cheaply. He was not satisfied with this way because he wanted to be smarter than cheaper.

(He thought the easiest way to command a premium for products was to offer a better product. So in mid-1984, Fisher decided to turn The Gap into a vertically integrated firm that would control everything from design to manufacturing to retail. Eventually it got to the point where clothes with The Gap label were as well made as anything offered by the  ‘branded’ competition.

( Step 3 – CHECK YOUR EGO AT THE DOOR

He worked hard to ensure that his company was fully integrated from a personnel perspective. He would have other people get credit for good results rather than him. 

He also says that people have to respect the other people’s ideas. 

“If the other person’s idea is better, you should accept it and then be a big supporter of it.”  

