Books

organization's success depends on sta-
bility, predictability, and discipline.

In fact, Stacey says that this popu-
lar Western prescription for business
success not only tends to be unsuc-
cessful, but also confines managers
to strategies of repetition and imita-
tion—they either repeat their own
company's past or imitate other orga-
nizations that have already moved
on to better things.

In Managing the Unknowable, the
author explains that managers must
realize that an organization's future is
unpredictable and that competition
creates a constant state of instability.
They must intuitively lead their com-
panies through a state of "bounded
instability."

Stacey explains the phenomenon
of bounded instability and shows
how these scientifically based insights
apply to business. He examines how
bounded instability influences man-
agers' actions, and he describes steps
they must take when they explore
strategic issues within a chaotic
framework. He also explains why the
current preoccupation with vision and
common cultures in organizations is
harmful and describes what should
replace those approaches.

The author presents seven steps
that managers can follow to create
an atmosphere in which new strate-
gic directions can emerge. He con-
cludes by showing how to form self-
organizing learning groups to
explore the strategic issues that affect
organizations.

“The whole idea that a map can
he drawn in advance of an innova-
tive journey through turbulent times
is a fantasy. Route and destination
must be discovered through the jour-
ney itself if you wish to travel to new
lands.

“The key to success lies in the
creative activity of making new
maps, not in the imitative following
and refining of existing ones."

Ralph Stacey is a lecturer in strate-
gic management at the Business
School of the University of Hertford-
shire in Hertford, England.

Managing the Unknowable: Stra-
tegic Boundaries Between Order and
Chaos in Organizations, by Ralph D.
Stacey. 219 pp. San Francisco, CA:
Jossey-Bass, 415/433-1767, $25.95.
Circle 246 on reader service card.
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Ordering Information
For more information on any
book listed in this column, circle
the corresponding number on the
reader service card and drop the
card in the mail.

If you'd like to telephone
a publisher, see the phone num-
bers listed here and on the reader
service page. And please be sure
to say that you read about the
book in Training & Development!

To order books that are avail-
able from ASTD Press, send pre-
paid orders to ASTD Publishing
Service. Box 4856, Hampden
Station, Baltimore, MD 21211. Add
$2.25 per book for shipping and
handling. To charge on Master-
card, Visa, or American Express,
cal 703/683-8129.

Please order all other books
through the publishers.

Prophets in the Dark: How Xerox

Reinvented Itself and Beat Back

the Japanese

by David T. Kearns and

David A. Nadler.
Would you be
ready and able to
deflect a direct hit
from your most
formidable com-
petitor if the chal-
lenge were pre-

sented to you
tomorrow? Xerox
wasn't in 1982,

‘ when the Japanese
set out to take over the copier market.

But the company transformed its
corpotate culture and instituted a
quality philosophy that helped it
regain lost market share and recap-
ture its industry position. Learn about
the transformation by reading
Prophets in the Dark. by David
Kearns and David Nadler.

This is not a how-to book featur-
ing 10 steps to take to achieve excel-
lence. It is a narrative (or labor of
love if you will) about how Kearns,
former Xerox CEO, and consultant
David Nadler, along with the help of
a workforce willing to change, stood
up to the challenge of some stiff
competition and won.

Kearns and Nadler begin by trac-
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ing Xerox's history of success in the
sixties and seventies. They then
recount the near demise of the cor-
poration in the early eighties. At the
end of the book, Kearns and Nadler
offer lessons they learned while
addressing the problems associated
with foreign competition.

"This book can be thought of as
having two parts. In the first half, we
tell the story of Xerox through 1982.
In the second half, we tell the quality-
story, relating the development of
Leadership Through Quality, Xerox's
strategy to reinvent the corporation.
We describe how this massive orga-
nizational change was conceived, ini-
tiated, managed, and led.

"We are telling the story and shar-
ing the lessons because there is a
critical issue before us today: the
competitiveness of American compa-
nies and institutions in the global
economy. We hope the Xerox story
will help others learn about the sci-
ence and art of the reinvention of
organizations."

David Kearns was the CEO of
Xerox from 1982 to 1990 and was a
U.S. Deputy Secretary of Education.
David Nadler is president of the
Delta Consulting Group.

Prophets in the Dark: How Xerox
Reinvented Itself and Beat Back the
Japanese, by David T. Kearns and
David A. Nadler. 334 pp. New York,
NY: HarperBusiness, 212/207-7581,
$22.50 (U.S), $30 (Canada).

Circle 247 on reader service card

On Track With the Japanese: A
Case-by-Case Approach to Building
Successful Relationships
by Patricia Gercik.
In On Track With
the Japanese, Patri-
cia Gercik shares
her extensive know-
ledge of Japanese
culture and business
practices in order to
show Westerners
how to build suc-
cessful relationships
within Japan.
Gercik says four phases in eveiy
relationship must be navigated care-
fully to ensure success. She studies
and identifies the intricacies of each
phase, using 23 case studies of men
and women who have worked at

A CASE-BY-CASE
APPROACH TO
BUILDING SUCCESSFUL
RELATIONSHIPS

PATRICIAGERCIK



establishing personal and business

ties in Japan.
According to Gercik, the "insider/
outsider" nature of Japanese society

requires a graduated approach to
relationships. The first phase, "Know
Me," should begin before face-to-
face contact is made. This phase
involves preparation through net-
working, documentation of the pro-
ject and company involved, and an
understanding of the purpose of the
formalities of the initial meetings.

The second phase, "Trust Me,"
involves the series of interactions at
the beginning of a working relation-
ship—when foreigners are expected
to demonstrate their obligation and
commitment to the project. It is also
important at this stage for foreigners
to show they understand the politics
of the Japanese workplace.

Gercik says the third stage,
"Believe Mg," includes active partici-
pation in Japanese business practices
and Japanese society. Here the issue
is not whether parties can work
together, but how they will accom-
plish mutual goals. She warns that
the degree of an outsider's prepara-
tion and involvement in the first two
phases affectsthe tone of the interac-
tions in this phase.

The final phase, "Marry Me,"
stresses the importance of nurturing
the business relationship.

"These cases are narrated from a
non-Japanese point of view, and |
have tried to analyze them from a
Japanese perspective as best as |
can. The Japanese concentrate on
building trust by following intricate
cultural rituals and cultivating an inti-
mate knowledge of their counter-
parts over a period of time.

“In order to be successful in
Japan, Westerners must understand
the meaning of trust, how to inter-
pret behavior, and how to recognize
each stage in the process of building
relationships.”

Patricia Gercik is the managing
director of the M.I.T./Japan Program
and lives in Cambridge, Massachusetts.

On Track With the Japanese;, A
Case-by-Case Approach to Building
Successful Relationships, by Patricia
Gercik. 241 pp. New York, NY:
Kodansha International, 212/727-
6460, $19.95.

Circle248 on reader service card

Managers Speak Out About What
It's Like To Work for Japanese
Companies in the U.S.
by Dennis Laurie.
If you are an
aren't trying to
build working rela-
SAMURA‘ tlonshl s with the
a anese in apan
perhaps you are or
e the 1 million Ameri-
e’ cans who will be
working for Japan-
ese companies in the United States by
die turn of the century. If so, you will
Yankee Samurai.

Laurie has interviewed 250
American and Japanese managers
and executives who work for
Japanese firms in the United States.
and humorous account of what it's
really like for businesspeople to be
in the middle of a clash between two
cultures.

While the author examines standard
agement styles, he also reveals some
of the truths about how the Japanese
treat Americans, especially women and
people whose ethnic groups are
minorities in the United States.
Americans can expect to penetrate
the inner power circles within these
Japanese organizations.

Laurie says, "The style of much of
the book is patterned after the fasci-
exploring American working life, in
which people are simply allowed to
talk about their experiences." So it
seems fitting to feature here the
words of one worker. Here's what
firm's management commitment to
its mission:

"The Japanese certainly are com-
mitted. Suppose a Fourth of July pic-
nic was planned in the strawberry
Angeles plant. If the big one [earth-
guake] came along that day and
instead of the strawberry field there
was the Pacific Ocean, then by God,
on the Fourth of July, we would all

Yankee Samurai: American
American, and you
3G will become one of
want to read Dennis Laurie's book,
He has written a candid, anecdotal,
Japanese business practices and man-
He also explains why few
nating work done by Studs Terkel in
one interviewee had to say about his
field just to the west of our Los
go marching into the water."

Additional Reading

An Ounce of Application Is Wortha
Ton of Abstraction: A Practical
Guide to Implementing Total Quality
Management, by J. Michael Crouch.
247 pp. Greensboro, NC: LEADS
Corporation, 800/777-6960, $39.95.
Circle252 on reader service card

Baldrige Quality System: The Do-It-
Yourself Way To Transform Your
Business, by Stephen George. 308
pp. New York, NY: John Wiley &
Sons, 212/850-6144, $22.95.
Circle253 on reader service card

Value at the Top: Solutions to the
Executive Compensation Crisis, by-
IraT. Kay. 246 pp. New York, NY:
HarperBusiness, 212/207-7581, $25.
Circle254 on reader service card

Business International's  Global
Management Desk Reference: 151
Strategies, Ideas, and Checklists
From the World's Most Successful
International Companies, edited by
Shirley B. Dreifus. 413 pp. New
York, NY: McGraw-Hill, 800/262-
4729, $49-95.

Circle 255 on reader service card

Global Assignments.  Successfully
Expatriating and Repatriating Inter-
national Managers, by J. Stewart
Black, Hd B. Gregersen, and Mak E.
Mendenhall. 327 pp. San Francisco,
CA: Josy-Bass, 415/433-1767, $28.95.
Circle 256 on reader service card.

International Business Communica-
tion, by David A. Victor. 280 pp. New
York, NY: HarperCollins, 800/782-
2665, $22.

Circle257 on reader service card

Benchmarking Global Manufac-
turing: Understanding I nternational
Suppliers, Customers, and Competi-
tors, by Jeffrey G. Miller, Arnoud
DeMeyer, and Jinichiro Nakane. 443
pp. Homewood, IL: Business One
Irwin, 800/634-3961, $42.50.
Circle258 on reader service card

Japan: The Coming Collapse, by Brian
Reading. 310 pp. New York, NY:
HarperBusiness, 212/207-7581, $25.
Circle259 on reader service card
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Leading Australian Franchise

a ﬁ'— Now Adapted for USA
g Total investment
from $46,000

* Theunique, professional, "white collar” fran-
chise-a GROUND FLOOR opportunity
for training professionals,

® Video-based interactive communications
training, based on latest scientific training
technology.

® Twelve courses—for age 12 throu‘fh adult-
hood delivered to individuals and to Blue
Chip groups in the business, government
and education sectors.

® Large exclusive Area Franchise territories,

@ Complete training provided in facilitating
courses, basic management and marketing,

Training supplies and materials, plus opera-
tions manuals, sales materials, on-going sup-
port & purchasing power.

No costly inventory. Low overhead. High-
margin. Excellent potential in this reward-
ing, proven business. Financing available.

SEND FOR FREE BROCHURE

Gwynne Systems, Inc.
7950 E. Redfield, Ste. {120
Scottsdale, AZ 85260

(602) 596-0262

Offered by Prospectus Only

Circle No. 133 on Reader Service Card

New from KET!

KET

SRS

ENHANCEMENT SYSTEM

A flexiblebasic skills
education program
containing videotapes,
workbooks, a program
planner's manual, and
consultant services.

For more information and/
or afreepreview, call:
(800) 354-9067

1>
ivSill
The Kentucky
Network

KET, The Kentucky Network
Enterprise Division

560 Cooper Drive
Lexington, KY 40502-2200

Circle No. 137 on Reader Service Card
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Wouldn't Studs be proud?

Dennis Laurie is a research fellow
at the Drucker Graduate Marnage-
ment Center. He lives in Fullerton,
California.

Yankee Samurai: American Man-
agers Speak Qut About What It’s
Like To Work for Japanese Com-
panies in the U.S., by Dennis Laurie,
376 pp. New York, NY: Harper-
Business, 212/207-7581, $23 (U.S.),
$31 (Canada).

Circle 249 on reader service card.

Working for a Japanese Company:
Insights Into a Multicultural
Workplace
by Robert M. March.

Another book that

gﬁ%iﬁggé sheds light on what
COMPANY it's like to work for

a Japanese multi-
national company
is Robert March's
Workingfor a Japa-
nese Company.

Like Laurie, March
i examines the dif-

ferences between
Japanese and non-Japanese thinking
about such issues as management
practices, corporate culture, com-
munication, employment condi-
tions, and decision making. But the
scope of March's book includes
discussions by employees working
for Japanese companies in the
United States, the United Kingdom,
Australia, and Asa

The author also exposes the roots
of tension, misunderstanding, frustra-
tion, and antagonism, which can
lead to confrontational situations
within these diverse, cross-cultural
environments.

March concludes his analysis by
offering suggestions for improving
intercultural business relationships
and by providing valuable insights
into Japanese corporate behavior
abroad.

Robert March is a visiting profes-
sor of Japanese business at the
University of New South Wales in
Sydney, Audtralia.

Workingfor afapanese Company:
Insights Into a Multicultural Work-
place, by Robert M. March. 247 pp.
New York, NY: Kodansha Inter-
national, 212/727-6460, $19.

Circle 250 on reader service card.
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The McGraw-Hill 36-Hour Course in
Finance for Nonfinancial Managers
by Rovert A Cooke.

Pebert Cooke pro
vides those who
may be NUMB to
numbers with easy-
to-understand.
nontechnical expla-
nations of basic
financial principles
and applications in
| The McGraw-Hill

! 36-Hour Course in
Financefor Nonfinancial Managers.

Designed as a self-study course, the
book presents aspects of finance that
nonfinancial professionals may
encounter in their jobs and shows
how to make sense of and use finan-
cid data in various business situations.
Each chapter features a reading assign-
ment plus a short test on such skills as
reading balance sheets, interpreting
financia statements, writing budgets,
tracking sales, monitoring expenses,
judtifying costs, and computing depre-
ciation. Answers and explanations are
at the back of the book.

As an added bonus for completing
the course, readers can receive a cer-
tificate of achievement if they take
the exam at the end of the book and
send it to McGraw-Hill for evaluation.

"l wrote this book to meet the
needs of...everyone who is not a
financial expert...but who has to
deal with finance, financial concepts,
and budgets in the daily course of
work. | have tried to keep what |
have to say simple. My purpose is to
help you learn the language of
finance, so you can communicate
with financia people."

Robert Cooke is a certified public
accountant and business consultant
with 17 years of experience in public
accounting.

The McGraw-Hill 36-Hour Course
in Finance for Nonfinancial
Managers. 275 pp. New York, NY:
McGraw-Hill, 800/262-4729, $34.95
(hardcover), $19.95 (paperback).
Circle 251 on reader service card
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"Books" iscompiled and written by
Theresa Minton-Eversole. Send books
for consideration to Books Editor,
Training & Development, 1640 King
Street, Box 1443, Alexandria, VA
22313-2043.




