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alph Larsen: Johnson & Johnson's Chairman, CEO and 38-year employee Ralph Larsen retired at 63 in January 2002. As CEO the past 13 years, he's seen the company grow from $14 billion in market value to $180 billion. 

Johnson & Johnson is famous for health care as well as consumer brands such as band- aids, baby powder, shampoos and Tylenol. This company has become one of the largest manufacturers of medical devices and is also one of the world's largest pharmaceutical companies.

Make Johnson & Johnson competitive

When he became the CEO, Johnson & Johnson was already one of the 10 most admired companies. So employees had been thinking that every thing was wonderful.

Setting the competitive standard.

→ Talk about all the stupid things J&J had done, the mistakes they had made, how their costs were out of line.

: This experience dramatized the fact that all was not as good as it appeared. The harsh facts sobered people. Identifying mistakes and wasteful spending forced employees to think that they needed to change the way they operated the company. 
Creating your future

→ As a company we planned for and designed today what Johnson & Johnson company will be like in the year 2005. You ask employees and managers how will they solve anticipated problems. 
: Then Ralph Larsen asked to employees and managers 'what are you going to do about it?’ It was important for everyone to be involved in deciding the company's future direction. This was the history of decentralization at J&J.

Credo: a cord of ethics

 " The company's first responsibility is to our customers. We said to ourselves that we wanted to be the best and the most competitive broadly based health care company in the world." Some investment analysts suggested that J & J should be solely a pharmaceutical company where there are high profit margins. But Larsen said no because he wanted to be broadly based. Instead, he tried to make the company more efficient. And over the last five years J & J has reduced annual operation costs by $2billion. 

No bonus
: “I have a natural aversion to bonuses. We’re in the health care business; the products that we make are life-saving products. They are not products that you can cut corners on to reduce costs and gain a bigger market share. So we pay people based on their long-term contribution to our business." 

