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Joel E. Urbany : Grow by Focusing on What Matters: Competitive Strategy in 3-Circles (Strategic 
Management Collection)  before purchasing it in order to gage whether or not it would be worth my time, and all 
praised Grow by Focusing on What Matters: Competitive Strategy in 3-Circles (Strategic Management Collection): 

0 of 0 people found the following review helpful. Great Business ModelBy Rachael C.This book is a straightforward 
layout to increasing company sales through learning what customers value. It gives many real world examples of 

http://f3db.com/pub/links.php?id=B0149MBZKS


companies that increased market share through simply asking their customers what they value and why that is 
important to them.0 of 0 people found the following review helpful. Good read.By Steven HaywardLots of good 
information, an innovative way to look at growing in competitive environments.Helps clarify how customer values 
shift over time, forcing companies to change or die.0 of 0 people found the following review helpful. It seriously is 
one of the best books--a must haveBy Richard G.I have this book by me in the office. It seriously is one of the best 
books--a must have!

Growth and competitive advantage are about effective positioning. Building effective positioning is challenging today 
for firms facing new and stronger competition, volatile and uncertain markets, and shifting customer desires and 
demands. The 3-Circle Model facilitates speed of understanding and action by focusing attention on the most critical 
strategy concepts in this uncertain environment. Growth strategy emerges in the model from systematically addressing 
four key strategy directives in a deep and disciplined way: define, build, and defend the unique value you create for 
customers; correct, eliminate, or reveal value that is failing customers or of which they're not aware; potentially 
neutralize the unique value created for customers by competitors; explore and exploit new growth opportunities 
through deep understanding of customers' unmet needs.
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