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I N E S S  R U L E S
p h r i t i i p s By Stan Davis and Christopher Meyer, authors of “ Blur”

Johnny & Thorresa 
Huff of Johntae's 
Imported Tobacco 
Accessories

•M a k e  Speed Your M in d -s e t

• C o n n e c t E v e ry th in g  and E v e ry th in g

•G ro w  Your In ta n g ib le s  Faster Than Your T ang ib les

• B u ild  P ro d u c t In to  Every S erv ice

• Put S e rv ice  in to  Every P ro d u c t

• M a n a g e  A ll B usiness in Real T im e -  G et a g r ip  on w h a t ’ s 
h a p p e n in g  a t th is  in s ta n t, so th e  r ig h t  a d ju s tm e n ts  can be 
m ade w ith o u t  d e la y .

• Be A b le  to  Do A n y th in g  You Do a t A n y t im e  -  These days, 
2 4 X 3 6 5  ru les .

• Be A b le  to  Do A n y th in g ,  A n y p la c e  -  C o n n e c t y o u r business 
no m a tte r  w h e re  yo u  - o r y o u r c u s to m e rs  are .

• Put Your O ffe r  O n lin e  — th e  N e t is th e  f irs t  d is tr ib u t io n  
cha nn e l o f  th e  e le c tro n ic  age.

• M ake  Your O ffe r  In te ra c tiv e  -  M ake  an in v e n to ry  o f y o u r 
o f fe r in g s  and take  a c lo se  lo o k  at h o w  in te ra c t iv e  each is in

»term s o f a c o n tin u a l d ia lo g u e .

• Customize Every Offer
• Make Sure Your Offer Gets Smarter with Use -  Your offer must be able to 
learn from the way your customer puts it to use, and respond to the 
communication.

• Foget about Annual Model Changes; Download Your Upgrade

• Put Emotions into Every Offer and Every Exchange

• Forget All You Thought You Knew about Business Economics

• Forget the Law of Diminishing Returns -  as all businesses become more 
information-intensive they will increasingly migrate toward increasing returns.

• Don’t Start with Your Customer -  Your product must educate the customer 
and the customer must educate you.

• Don’t Plan Your Company’s Future; Adapt

• Learn to Partner, Learn to Split

• Create a Platform; Be the Standard

• Let the Market Price Your Offer

• A ssu m e E v e ry th in g  W ill Be D e re gu la te d

• M easure  Your C om pany by M arket Cap R a tio s , Not 
R evenues

• Be Big and S m all S im u lta n e o u s ly

• Blend W ebs and H ie ra rch ie s  -  Focus on b u ild in g  you r fu tu re  
o rg a n iza tio n  w eb , not on te a rin g  down your old o rg a n iza tio n  
h ie ra rch y.

• Keep Your A s s e ts  in C yb e rsp a ce  and O ff  the B a lance  S heet

• Prize  In te lle c tu a l A s s e ts  M ost, F in an c ia l A s s e ts  S eco nd , 
P h ys ica l A s s e ts  Le a s t
• M anage, M e asu re , and Grow Your In ta n g ib le  C a p ita l

• Value a C om pany by Its  G row th R a te s , Not by Its  A s s e ts

• Own the L in k s , not the N odes -  R em em ber y o u ’ re liv in g  in 
a w orld  w here  e v e ry th in g  is con n ecte d  w ith  e v e ry th in g . So 
m aste r the a b ility  to  C on ne ct.

• Value W h a t’s M ovin g , Not W h a t’s S ta n d in g  S till -  A n yth in g  
s ta n d in g  s t il l  is a lia b ility . M otion  m akes them  p ro d u c tive , 
so y o u ’ve go t to  m e asu re , m anage, and va lue  Speed m ore 
than q u a n tity .

• Pay A tte n tio n . A tte n tio n  is the N ext S ca rce  R esource  -  We 
live  in a w orld  o f in fo rm a tio n  g lu t. S ta r t  paying  a tte n tio n  to 
how to ge t p e o p le ’s a tte n tio n  and keep it.
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