


Braxton Associates is the
strategy consulting practice of
Deloitte & Touche Consulting
Group. a worldwide organi-
zation wlth 6,000 professionals

in 75 countries. Braxton's
unique perspectiles, innolatile
analysis, and client-pror,en
st rategy consull  ing experience

are a powerful complement to
the industry, operational, and
financial insights of the

Consulting Group.

Globally our consultants
partner with our clients to put
their knowledge to work in
industries such as manufac-
turing, consumer intensive
businesses, telecommuni-
cations, health care and
financial services.

Working as a cohesive team,
Deloitte & Touche Consulting
Group/Braxton Associates has
the knowledge, experience, and
resources to help our clients
achieve extraordinary results.



SimpLU put, we carl help Eour approach emphasizes build-
cornpalry ectrn the high perfor- ing internal foundations to
mance aduantages oJ growth. support growth, identifying

the actions needed to achieve
Based on our research and growth, and fortifying a strong and organizational realities,
experience, we have found that commitment to pursue value- that will take them into winning

the best way to view growth is creating growth. territory; and
as a dynamic, interrelated
system. The Growth System"' When clients with ambitious Help their management team
helps your company view growth and proflt goals join wlth implernent change.
growth as it truly is - con- Braxton to create new strate-
stantly changing yet, always gies, they most often ask us to: In the pages that follow, we
moving your company forward. provide just a few examples of

Identify early in the process the most important issues
We recognize that growth is a where major change must occur; surrounding growth, and how
complex issue and that sensible companies like yours have
patterns of growth lary for each Develop new visions and approached them in partnership

company. Therefore, our strategies, based on business with our consultants.
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Companies that grow aggressively differ from those that

do not - in fundamental, productive ways.

We have learned how to mea-
sure those differences in attri-
butes and behavior patterns,
and can use them to determine
your company's positioning
for growth.

Our years of extensive research
into companies with high and
Iow growth patterns and our
many experiences with com-
panies like yours allow us to
put these findings to work for
our clients.





There can be no question about it:

companies achieve sharply higher

measures of a company's success.

Growth-focused

performance in all

Fact: Revenue growth drives
ralue. For every dollar of share-
holder lalue that slow growth
companies create, fast growers
create fi're.

Fact: Growth creates jobs.
Growing companies are the
engines of emplqrment. A mere
100 high growth companies in
the U.S. have created 19% of all
new jobs in the 1990s.

Fact: Growth motivates employ-
ees. Despite heavier workloads,
Ionger hours, and greater inten-
sity employees' satisfaction
scores soar when a company
is growing.

Ceinc lusir . r t i :

Growth driles superior results.

In the challenging business
environment of the past decade,
companies harre been faced
with two alternatirrcs to improve
proflts: cut costs or enhance
revenues. Many chose the former.
They downsized, right-sized,
and cut back - all to enhance
the bottom line. But while this
may improre profitability in the
short run, it does not address
the long-term future.

Growth - the improvement of
the top Iine - is a much more
sustainable choice. It is, how-
ever, harder to achieve. Growth
must be strategic and focused
in order to produce long-term

beneflts. It must be carefully
managed, and opportunities
judiciously chosen.

At Braxton Associates, we help
our clients transform their
organizations into g rowth-
focused, ralue-based enter-
prises. We are research-based,
issue-driren, and results-
oriented. Since Braxton was
founded two decades ago, our
clients have recognized the
quality and innovation of our
workand, our ability to help
them achieve and sustain
superior business performance.
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Our research unquestionably
demonslrates ihat growth is
necessary for long-term
su rvilal, and Lhat companies
with the highest growth
produce the best returns for
shareholders over the long term.

The things successful gro\Mers
do well - identifying market
shifts early and seizing the
opportunit)i carving out market
niches for their products or
services, responding quickly
and reliably to customer needs
- are all critical to survival in
today's challenging environment.

Given the harsh business
realities of the past decade, a
nimble, market-sensitile, and
flexible growth plan is the on-ly
reasonable strategy for a
company that intends to sustain
its profltabiiity in the long term.

Braxton Associates and Deloitte
& Touche Consulting Group are
working with this client to refocus
and recast their products, to
focus on smaller segments within
each target population, and to
approach the market creatilely.

After rapid growth throughout
the 1980s, a major national
healthcare management
organization found that new
customers were not coming to
them in the same rolume as in
prevrous years.

Their task was not a simple one.
Was the issue inadequate
product offerings, or simply
targeting the wrong market?

To take adlantage of the senior
citizenMedicare market, we
helped the client develop an
array of new products for this
sizable and affluent audience.
Target publics were more

carefully chosen, then reached
with an appropriate and cost-
ef fective marketing message -

Today, our client has reengi-
neered marketing, sales, and
service to focus on growth. It
has aggressirely restarted its
growth engine, achieving triple
the growth of its nearest
competitor.

The company is surviving -

and thriving - thanks to its
partnership with us.

The case was clear: our client
had to reengineer for growth,
converting what could be called
its "almost customers." These
were potential members who
made inquiries, but did not join
the clients plan. By examining
what the "almost customers"
found attractive, and deiermin-
ing what was holding them back,
the company could increase its
membership rolls and, therefore,
its top line.





Our client had successfully
exploited mainframe technol-
ogy to become the leader rn
ilrsu rance esLimating services.
Then a transition occurred:
its client companies adopted
portable computing technolo-
gies and the company went
into what its president calls
"full technoiogy shock."

The company had missed
important market signals,
allowing its competitors to
change the rules of the game

and control the industry's
direction. Our client had to
change its entire product

formulation and its entire
way of doing business.

Braxton worked with this client
to identify the true nature of its
successful formula and explore
selerai transition options. We

examined the total business
syslem, geographic posil ioning,

customer linkages, and process

design. Synthesizing this data
within The Growth System'l we

helped the client identify and
evaluate its three choices for

new growth: change the game,

unlock the "insourced" market,

or move to consolidate the
industry lJsing our guidance to
create a unique competiti\,€
position, the company was able
to dramatically expand its
potential market and increase
its lalue potential.

The company found one of the
keys to new growth: technolog-

ical innolation. Capturing an
innoralive idea and bringing it

to market, this client created a
pen-based mobile system which
won Business i4leek's Industrial
Design Excellence.Avard. It has
grown from one business with

one product to flie businesses
with 28 products. At the same

time, its head count has held

constant at 1,100 people,

enhancing profitabi lity wh i le
growing revenues.



Growth is an admirable obiective, but it is not easy to

achieve. Unfortunately companies can have high

growth and create very little value for shareholders.

Our research lnclicates three
corlrnon pitfalls:

Growth at the expense
of profitability

Companies must choose sen-
sible growth opportunities and
either make them profltable or
abandon thern.

G rowth w i l  houl f l  exibi l i t .y

Companies must take care that
market shiJts don't turn adran-
tages lnto traps.

Growing too quickly

A c ompany's organizational
structure creates limits to
growth. Ar enterprise must be
designed for growth from top
to bottom.



We recognize that grorvth is a
complex, dynamic issue with

different implications for every
comparyr Yet the principies of
growth are universal. Our
philosophy is premised on three
major initiatives: building strong
joundati,c,tns which will support
growth, fostering and securing
a deep commi,tment to profit-

able growth as an objective,
and setting your company on
the road to skilled execution of
sharply-l argeted, g rowth -
supporting actLons.

We would like to apply our
unique approach to help your
company meet the challenges of
growtir.To learn how we can,
please contact:

Thomas L. Doorle.y III
Deloitte & Touche Consulting
Group/Braxton Associates
99 High Street
Boston, MA 02110
1-800-272 1310
braxgro@dttus.com
http ://www.bra xton. com




