Why Indie bookstores are on the Rise Again

Chandler
Economies of scope: It forced them to pursue high sales volume at the expense of inventories (par.4)

Economies of scale: 

First movers

Innovation & strategy: Not only did they become public companies, but they positioned themselves as high-growth companies, focused on innovation and disruption. (Par.4)

Managerial enterprise: But even as they were expanding, the chains were beset by questionable management decisions pressured by the demands of public markets to grow, grow, grow. (Par.6)

Related diversification: Barnes & Noble opened more superstores as well, but it also decided to challenge Amazon by developing the Nook at a cost of more than $1 billion. (Par.6)

Unrelated diversification: Amazon was never seen primarily as a retailer, and hence it could carry massive inventories that were a drag on its earnings and then spend billions on research and development because investors accepted Amazon’s narrative that it was a disruptive technology company redefining how everything is sold, not just books. (par.7) 

Those stores offered more choices, cafes, magazines, and for a while, music. (par. 5)

Greiner
Five dimensions
Age: 
Size: Borders alone went from 21 stores in 1992 to 256 superstores in 1999. Barnes & Noble saw even greater growth (par. 5)
Stages of evolution: 
Stages of revolution: Crisis of leadership or control. “The short answer is that by listing their shares as public companies, both Borders and Barnes & Noble were drawn into a negative vortex that destroyed the former and has crippled the latter. Not only did they become public companies, but they positioned themselves as high-growth companies, focused on innovation and disruption.”
Growth rate of the industry: That forced them to compete with the growth company par excellence in their space: Amazon

Tannenbaum and Schmidt

Boss centered leadership: The chains and their management could have tried to set investors’ expectations for higher unsold inventories as a healthy part of the specific business of buying and selling books. (par. 9)
But even as they were expanding, the chains were beset by questionable management decisions pressured by the demands of public markets to grow, grow, grow. (par. 6)

2 types of leader behavior:
Authoritarian behavior
Democratic behavior

Continuum or range of possible leadership behavior available to manager:
4 Essential questions:

Forces in the manager:
Forces in the situation:
Forces in the subordinate:

Collins
Core ideology: selling books to a selective audience. Which is precisely what independent bookstores are good at. (par. 4)
Envisioned future: “Print is not dead yet — at least not on the Upper West Side.” (par. 1)
Core values: The indie bookselling amalgam of knowledge, innovation, passion, and business sophistication has created a unique shopping experience.” (par. 10)

Core purpose:
BHAG :

Mintzberg

Interpersonal roles:
Figurehead: 
Leader: 
Liaison: 

Informational roles:
Monitor: 
Disseminator: 
Spokesperson: 

Decisional roles:
Entrepreneur: 
Disturbance-handler: 
Resource-allocator: 
Negotiator: 

French and Raven
Reward power:
Coercive power:
Legitimate power:
Referent power:
Expert power:

With an excellent set of balanced scorecard measures, no guarantee of a winning strategy. 
The balanced scorecard can only translate a company’s strategy into specific measurable objectives

Barney
Question of VRI + O
Independent bookstore

Financial
Value + Rare: According to the American Booksellers Association, the number of member independent bookstores has increased more than 20 percent since the depths of the recession, from 1,651 in 2009 to 2,094 in 2014.
Imitable: 
Organization: an inventory of old and new books—was their primary and maybe only competitive advantage. 

Physical
Value + rare:
Imitable:
Organization: 

Human
Value + rare: Many of their proprietors understood, intuitively and from conversations with customers,
Imitable :
Organization : 


Organizational
Value: 
Rare: Yes, new titles can drive sales, but book buyers also look for forgotten classics and hidden gems.
Imitable: Those strategies, as it turned out, were precisely wrong for the actual business they were in: selling books to a selective audience. Which is precisely what independent bookstores are good at.
Organization:

Kaplan and northon
Customer perspective: book buyers also look for forgotten classics and hidden gems – Indepedent bookstore
[bookmark: _GoBack]Internal perspective: 
Innovation & learning:
Financial perspective: 

Handy
Introduce a new product: Maybe the Nook and the Kindle.


Hertzberg
Negative Physical KITA: 
Negative Psychological KITA: 
Positive KITA:

Factors that lead to job dissatisfaction (hygiene) :
Factors that lead to job satisfaction (motivators) :
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