PwC’s
Strategy&
An introduction

Practical
strategists
We are a global team of practical strategists, committed to helping
you seize essential advantage by working alongside you to solve
your toughest problems, and capture your greatest opportunities.
This means helping you undertake complicated, risky change. Our
heritage of working on clients’ toughest problems, combined with
the breadth and depth of the PwC network, means that we deliver
speed, certainty, and impact.

We are part of the PwC network of firms
with more than 223,000 people committed
to delivering quality in assurance, tax,
and advisory services.

We are located in 157 countries around
the globe.
strategy+business (s+b) magazine is
PwC Strategy& LLC’s award-winning
publication; its website was named
one of the Top 25 Websites for CEOs
by Forbes. Its readership spans more
than 1,000,000 engaged business
leaders from around the world.
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Who we are

Strategy& was formed on March 31, 2014, when Booz & Company
combined with PwC to create a new kind of consulting business.
Together, we’re reinventing strategy consulting as the world’s
leading Strategy-through-Execution firm. We offer clients everything
they need, all under one roof: deep strategy consulting expertise,
a proven track record of execution and delivery, and unrivalled
global scale and experience.
Strategy& brings together the best strategy and execution talent
from across the PwC network, building on the proud heritage of
both organizations.

We are
reinventing
strategy
consulting as
the world’s
leading StrategythroughExecution firm

Strategy& carries forward the century-strong legacy of
Booz & Company. The namesake of the oldest continually existing
strategy consultancy in the world, Edwin Booz actually established
the entire management consulting profession in 1914. Our
consultants have always been celebrated as practical strategists
— making us ideally suited for delivering Strategy-throughExecution as part of PwC.
PwC has been helping clients solve their toughest problems and
capitalize on their greatest opportunities since 1849. That’s when
Samuel Price first began his business in London, followed by
William Cooper in 1854. For more than 150 years PwC and its
predecessor firms have built lasting relationships, with clients
that deliver exceptional value. That’s why we were so quick to
spot the emerging need for Strategy-through-Execution services
and find a way to deliver this to our clients.
On these storied foundations, we’ve built a distinct and powerful
strategy house within the global PwC network. Our story for the
next century? Delivering exactly what clients need to transform
their future and drive lasting growth.
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Value proposition

Who
we are

Practical
strategists
Collaborative
by nature
Sleeves
rolled up
Committed to
our clients’
success

Our people are committed to our clients’
success, focused on helping you achieve
essential advantage.
We are collaborative, yet we challenge
conventional assumptions and raise the
big questions that need answers.
We tell it like it is, bold and unafraid.
By doing that, we work with you to develop
the practical strategies you need.
We care about your organization and your
success. We help you tackle your toughest
challenges. We measure ourselves by our
clients’ success and particularly by the
impact you achieve in the market.
As part of the PwC network, we are
members of a global team recognized
for its professionalism and trust.
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What we
believe

A few
differentiating
capabilities
drive identity
and success
Foresight is
essential to
building strategies
that last
Value is delivered
by smart
strategies,
well executed

What
we do

Help clients
identify and build
the capabilities
essential to
their advantage
Develop strategies
based on those
capabilities
Bring leading
industry and
functional insights

A few differentiating capabilities define
who you are and how you add value.
Winning companies build on their strengths
and identify the few key capabilities they
need to develop in order to win in their
chosen markets.
Foresight about how your markets are
developing is essential to make long-term
choices and transform big ideas into plans
that achieve real results.
Value for you is delivered by smart
strategies, well executed. Our approach
is founded on these beliefs.

We help you build a capabilities system
that’s right for you, that builds on what
you already do well and that delivers
competitive advantage.
We don’t just bring insight. We also
offer industry-leading foresight and
methodologies to get you the value
you need and prepare you for a world
that will be different from today’s.
Being part of the PwC network means
we bring additional experience, trusted
relationships, and a reputation for
quality and independence. So we can go
beyond ideas, delivering a broad range
of technical and functional skills to solve
your challenges, anywhere in the world.
You get the right expertise at the right
time. As a result, you get the value you
are looking for: better insight, practical
solutions, greater benefits, and a better
return on investment.

Strategy&
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Major platforms

The world is moving faster than ever. Digitization, increased
globalization, and resource scarcity are just some of the mega-trends
impacting all industries. Our platforms enable companies to seize
essential advantage amid this evolving landscape.
Capabilities-Driven Strategy and Growth
A differentiated approach to strategy that is rooted in the
belief that a few distinctive capabilities drive a company’s
identity and success.
Fit for Growth*
A Strategy& trademarked and integrated way to unlock
clients’ potential, build up capabilities, and generate
sustainable growth by focusing on three elements: priority
setting, optimizing costs, and reorganizing for growth.
Digital
Creating integrated end-to-end digital solutions around
innovation, user experience, analytics, and optimization,
from strategy to execution.
Deals
A unified go-to-market approach marked by enhanced
client solutions across the Deals continuum — from
strategy to execution.

* Fit for Growth is a registered service mark of PwC Strategy& LLC in the
United States.
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Key publications

The Essential Advantage
(Harvard Business
Review Press),
by Paul Leinwand and
Cesare Mainardi
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have led to a loss of value.
That is the key finding of a study we conducted in
2011, analyzing more than 300 transactions between
2001 and 2009 in eight industry sectors: industrials,
electric utilities, consumer staples, media, healthcare,
chemicals, information technology, and retail. (See
Methodology, page 52.) Deals do better when the incoming company matches the acquiring company’s capabilities system. Some industries, such as information
technology and retail, show a larger effect; all industries
we studied, however, show a consistent, observable capabilities premium in M&A. (See Exhibit 1, page 47.)
The same conclusions hold true in our research on successful serial acquirers (“Pac-Man” companies): Deals
made with a capabilities perspective are far more likely
to generate value over time.

The Capabilities
Premium in M&A
(strategy+business),
by Gerald Adolph,
Cesare Mainardi, and J. Neely

COMPANIES THAT REALIZE THE
POWER OF THEIR CAPABILITIES CAN
SHAPE HOW INDUSTRIES EVOLVE.
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BY THOMAS N. HUBBARD,
PAUL LEINWAND,
AND CESARE MAINARDI

strategy+business issue 76

SINCE THE MID-1990S, THE SOURCE OF COMPETITIVE
Illustration by Javier Jaen

Illustration by Brian Cairns

It is a perennial question in every major industry:

What distinguishes the companies with a track record
of M&A success? We think we’ve found the answer
— and a few companies have figured it out, too. It’s a
business strategy that uses capabilities as the basis for
inorganic growth.
Successful acquirers make M&A deals that either
enhance their distinctive capabilities systems, leverage
those capabilities systems, or do both. These companies
have been rewarded with deals that average 12 percentage points more in shareholder return than M&A deals
by other acquirers in the same industry and region.
Even during the difficult years since the 2008 economic
crisis, deals linked to a capabilities-driven strategy have
tended to increase shareholder value for the acquiring
company — while most other inorganic growth moves
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by J. Neely and Cesare Mainardi
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The Capabilities
Premium in M&A
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THE
NEW
SUPER
COM
PETITORS

A new study of inorganic growth shows
that deals made to enhance or leverage
the things that companies do well
consistently outperform others.

advantage has been shifting. Leading companies
used to be diverse conglomerates that based their
competitive strategy on assets, positions, and
economies of scale. Today’s market leaders, by
contrast, are more focused enterprises. They do not
follow the traditional portfolio strategies of seeking
short-term profitability or growth wherever they can

find it. Rather, they recognize that value is created
by their distinctive capabilities: what they can do
consistently well. Their strategic approach, which is
based on a single powerful value proposition backed
up by a few mutually reinforcing capabilities, gives
them a continuing advantage over their rivals. As
they consolidate their efforts around this approach,
they fundamentally reshape their industries.

The New Supercompetitors
(strategy+business),
by Thomas N. Hubbard,
Paul Leinwand, and
Cesare Mainardi

I S YO U R C O M PA N Y

Fit for

HOW
ARE
FOR
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Illustration by Fernando Volken Togni

the ledger to the revenue side, searching for ways to
move beyond cost cutting — entering new markets,
commercializing innovative products and services, offering more compelling customer value propositions —
these companies are strategically and financially out of
shape. They have not made the hard choices involved
in channeling investments to the capabilities that are
needed most, and deemphasizing or eliminating their
other expenses.
How can you tell if your company is fit for growth?
Here is a simple, three-question diagnostic:
• Do you have clear priorities, focused on strategic
growth, that drive your investments?
• Do your costs line up with those priorities? In
other words, do you deploy your resources toward them
efficiently and effectively?

Creating an Organic
Growth Machine
(Harvard Business Review),
by Ken Favaro, David Meer,
and Samrat Sharma

Is Your Company Fit
for Growth?
(strategy+business),
by Deniz Caglar,
Jaya Pandrangi, and
John Plansky

strategy+business issue 75

Illustration by Lo Cole

strategy+business issue 79

Illustration by Martin Leon Barreto

Since the mid-2000s, organizational change
management and transformation have become
permanent features of the business landscape.
Vast new markets and labor pools have opened up,
innovative technologies have put once-powerful
business models on the chopping block, and capital
flows and investor demand have become less
predictable. To meet these challenges, firms have
become more sophisticated in the best practices for
organizational change management. They are far
more sensitive to and more keenly aware of the role
that culture plays. They’ve also had to get much
better on their follow-through.
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10 Principles of Leading
Change Management
(strategy+business),
by DeAnne Aguirre and
Micah Alpern

The Critical Few:
Components of
a Truly Effective
Culture
Forget the monolithic change
management programs and focus
on the elements of your culture
that drive performance.

Sometimes corporate culture manifests itself in

a make-your-own-taco party in the office kitchenette.
Sometimes you can see it when an outdated phone bank
is converted into an on-site ice cream shop. And sometimes it’s on display when senior leaders pick up paintbrushes to turn formerly bland office walls into electric
blue work spaces. These are examples of the “Culture
Blitz” at work at Southwest Airlines Company, where
a 40-year culture is still going strong and is further invigorated by traveling teams who volunteer every year to

by Jon Katzenbach,
Rutger von Post, and
James Thomas
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by DeAnne Aguirre and Micah Alpern
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10 PRINCIPLES
OF LEADING
CHANGE
MANAGEMENT
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The $112 Billion CEO
Succession Problem
(strategy+business),
by Ken Favaro,
Per-Ola Karlsson, and
Gary L. Neilson

feature organizations & people

when the chief executive officer of a
large company is fired or departs suddenly without an obvious
internal replacement. The typical seven-figure severance
package and six-figure retainer for an executive search firm
are just the beginning. Board members might have to fly in
on short notice for an emergency meeting. A small army of
professionals — all of whom charge by the hour — begins
to mobilize: communications consultants and employment
lawyers, movers and relocation experts. The longer the clock
ticks, the higher the figure on the meter.
And those are just the hard, easily quantifiable impacts.
They pale in comparison to the less visible costs. Turmoil
and uncertainty at the top filter quickly down through the
organization, slamming the brakes on growth initiatives,
hindering the closing of vital deals, and causing some valued
employees to start looking for new positions elsewhere.
Because unexpected successions can paralyze even the bestfunctioning companies, they can wreak a harsh toll on
revenues, earnings, and stock prices.

Costs can mount quickly
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by Ken Favaro, Per-Ola Karlsson, and Gary L. Neilson

BY ASHOK DIVAKARAN AND VINAY COUTO

These time-honored tools and
techniques can help companies
transform quickly.

The
$112 Billion
CEO Succession
Problem
Poor planning for changes in leadership
costs companies dearly. Getting it right is
worth more than you might think.
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A BOOZ & COMPANY STUDY
REVEALS THAT ONLY
17 PERCENT OF COMPANIES
ARE POISED FOR A
PROFITABLE FUTURE.

How Ready Are You
for Growth?
(strategy+business),
by Ashok Divakaran
and Vinay Couto

Illustration by Grant Snider

Illustration by Paul Wearing

Is your company fit for growth? Many companies

today are not. The way they manage costs and deploy
their most strategic resources is preventing the expansion they need. But they don’t realize it — at least
not yet.
To be sure, many of those companies are in better financial shape today than they’ve been in for a long
time. Having implemented cost-cutting and austerity programs during the recession, they have relatively
healthy balance sheets and sizable reserves of working
capital. They have strengthened their ability to weather
downturns and improved their productivity in ways
that could potentially last for years. All these restructuring actions were required for survival between 2008
and 2011.
But as they shift their focus from the cost side of
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A N D JOH N PL A NSKY

A more strategic approach to costs
can help you prepare for the next
round of expansion.
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B Y D E N I Z C AG L A R , JAYA PA N D R A N G I ,
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READY
YOU
GROWTH
?

Growth?
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visit hundreds of employees to show their appreciation.
And it’s infectious.
Mary Widen is a Southwest Culture Blitz member
who will never forget the first time she “hokeyed” an
airplane. (Although the hokey is in fact a line dance, at
Southwest it’s also the name of the small carpet sweeper
used to clean the plane between flights.) It’s traditionally the responsibility of the flight attendants to clean
the plane, but once in a while Culture Blitz members
take over this task and give the flight attendants time

The Critical Few
(strategy+business),
by Jon Katzenbach,
Rutger von Post, and
James Thomas
6

Strategy& is a global team of practical
strategists committed to helping you
seize essential advantage.
We do that by working alongside you
to solve your toughest problems and
helping you capture your greatest
opportunities. These are complex and
high-stakes undertakings — often
game-changing transformations. We
bring 100 years of strategy consulting
experience and the unrivaled industry
and functional capabilities of the PwC

network to the task. Whether you’re
charting your corporate strategy,
transforming a function or business unit,
or building critical capabilities, we’ll help
you create the value you’re looking for
with speed, confidence, and impact.
We are part of the PwC network of firms
in 157 countries with more than 223,000
people committed to delivering quality in
assurance, tax, and advisory services. Tell
us what matters to you and find out more
by visiting us at strategyand.pwc.com.
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