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Presenter
Presentation Notes
Extend thanks to Solomon Darwin for inviting Best Buy to speak to his class. 
We see these opportunities to  teach about Best Buy and our innovation methods 
We also look forward to learning from you and understanding what interests you about our company 
So please feel free to ask questions at any time during the presentation.




 47% of Americans work for companies employing 500+ 
people.

 In a recent Boston Consulting Group survey, over 66% of 
CEOs surveyed listed innovation as one of their top 3 
priorities.
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Presenter
Presentation Notes
Simple Premise. 
 ½ of the US workforce works in large companies
 Large companies have remarkable resources and scale to take on significant new initiatives
 Given the high percentage of employees in large companies and their capabilities.. Is it any wonder that 66% of CEOs list innovation as one of their top 3 priorities?
I suspect growth is another of those top priorities



As you consider your 
job choice following 
graduation how will
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you assess a company’s ability to 
innovate?

Presenter
Presentation Notes
ASK  for engagement by the audience:

What are some of the attributes of an innovative company that you look for?
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Presenter
Presentation Notes
So to start a best buy story.. I’ll start with a short version of my story. 

A fan of Science Fiction since grade school
Graduated in Math, Physics and computer science
Big system integrator
Small start up company
Kodak 
Best Buy – global retailer representing CE
Co – leader of Innovation Accelerator within the company

We often use phrase that “our employees write themselves into our story… “  And use storytelling as a common and powerful communication vehicle. To that end..
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Presenter
Presentation Notes
To give you a sense of Best Buy, we have just under 5 minute “story” to share with you.�
CLICK ON LINK TO SHOW VIDEO  DEPICTING HISTORY OF BBY  
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Best Buy, along with the consumer electronics industry, has 
changed significantly over the past 30 years

1092 U.S. 
BBY Big 

Box Stores

1980 1985 1990 1995 2000 2005 2010
1 151 627 1,14
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Presenter
Presentation Notes
Since its inception in 1966, Best Buy has grown steadily and enhanced its business through inspired innovations. 
We've been challenged signiﬁcantly from time to time and we've learned, changed and grown from each of these challenges.
We're continually transforming into a dynamic, customer-driven, talent-powered company
We changed our stores and operating models from product-centric to customer-centric — a move that poised Best Buy to truly offer the entertainment and technology solutions that meet our customers' needs, end-to- end.
Today, Best Buy operates a global portfolio of brands with a commitment to growth and  
Bullets
 Stereo store to Consumer electronics march… and march isn’t over
 44 years of deepening a relationship with our customers
 Consistently brought the latest in consumer technology to market.. In ways that made it most useful. 
Retail is a business that requires constant innovation, new ideas, new ways to delight our customers and new ways to work together.


http://www.telecoms.com/11016/wimax-subs-in-india-to-top-13m-by-2013�
http://en.wikipedia.org/wiki/File:Blu-ray_Disc.svg�
http://en.wikipedia.org/wiki/File:Wi-Fi_Logo.svg�
http://en.wikipedia.org/wiki/File:Napster_corporate_logo.svg�
http://en.wikipedia.org/wiki/File:VHS_logo.svg�
http://www.50states.com/minnesot.htm�
http://www.50states.com/illinois.htm�
http://www.50states.com/georgia.htm�
http://www.50states.com/californ.htm�
http://www.50states.com/ohio.htm�
http://www.50states.com/arizona.htm�
http://www.50states.com/iowa.htm�
http://www.50states.com/michigan.htm�
http://www.50states.com/missouri.htm�
http://www.50states.com/wisconsi.htm�
http://www.50states.com/texas.htm�


Innovation at Best Buy
Part I

Constructs
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Presenter
Presentation Notes

Telling the story of innovation.   

We’ll talk about:�
Constructs  &  Behavior
And then provide some examples.



Organizational Pieces of an Innovative Organization
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Network and 
Business 
Development

Core Organizational
“P&L” focused 
on Innovation

“Venture” Funding
mechanisms for 
companies and 

Initiatives

• Open Innovation Driven
• VC, University relationships
• Corp Partnerships
• Market Making behavior

• Minor investments in newco’s
• Initiative funding 
• M&A 
• Efficient (fast) decision making

• Own’s new businesses
• organizational capability
• tight integration into “Core”
• etc

Presenter
Presentation Notes
These are the 3 primary components of our internal Innovation Engine that I co-lead with Neil McPhail

Describe each of the 3 briefly.

Many companies have 1 or more.. But not that many have all 3 components.



Services

Solutions Dev

Channel Ops

Supply ChainMarketing

Decision 
Support

Merchant

CIU

GM

Strategy

Best Buy Confidential - Do Not Distribute

Presenter
Presentation Notes

WHAT WE DO
We build businesses, with a balance of near and long-term growth and profitability opportunities
We act as a Venture Capital investor
We develop and leverage internal and external partnerships to create, assess, accelerate, and grow new businesses for the Enterprise
We model and teach other teams about risk-taking, innovation, experimentation, and decision-making by championing the growth funnel methodology
We develop talent by providing growth and learning opportunities within and across the team

HOW WE DO IT
We develop a balanced portfolio, prioritizing initiatives and being clear about how our they contribute to our vision for profitable growth
We actively scout early stage work and shape it to maximize customer and shareholder value
We accelerate ideas, learn quickly, and create actionable and measureable results 
We work at speed with quality and rigor.  We are appropriately provocative and disruptive when necessary and ensure that we are not distracted by the routine of the machine
We model new leadership practices (e.g. “The Power of 2”)  We model BBY’s Enterprise Leadership Behaviors:  Accountability Driven, Horizontal Collaboration, Global Mindset, Open and Resilient, Strategic Focus, and Game Changing







A Venture Capital Model investing in new Initiatives
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Growth Accelerators

Core Business 
Collaborations

New Format 
Accelerator

Field  / Local Growth

Emergent Growth
Platforms

Web / 
New Media

Education

Industry Growth
Platforms

Health Solutions

Home/Energy                                                     
Management

Transportation

Tele-
communications

Presenter
Presentation Notes
Where  and how the New Business CSG operates:
Today, the vast majority of the products, solutions and services Best Buy offers consumers are no longer luxury or discretionary – they are necessities. 
 While the speed of technology evolution is dizzying, the rate of consumer adoption of most technology is fickle. Sometimes, new offerings with the promise of meeting a consumer need are instant hits; others don’t take hold in the life of the individual using it, and it quickly becomes obsolete.
 Best Buy is always searching for the latest and greatest technology. Consumers expect us to look ahead, to seek out new ways that electronics and technology are helping people connect with each other, with information, and with entertainment. 
 If we are the advocate for the consumer in the world of technology today, then we equally have responsibility to look ahead, and venture out to where the next waves of electronics are and will emerge. 
Some of those emerging technologies are in well-established sectors, such as computing. Others are where technology is emerging in other established sectors, from transportation to home energy management and health care. 




A New Business Process to discover, incubate, and scale businesses

Scaling Focus
• Late-stage testing of 

business concept
• Key objectives:

– Validate and 
optimize business 
(P&L) model 

– Validate 
operating model 
alternatives

Scoping Focus
• Develop and refine 

business concept
• Key objectives include:

– Theory of value for 
the customer and 
Best Buy

– Hypotheses for 
experimentation

– Initial discussions 
and evaluation of 
potential partners

Learning Focus
• Testing of business concept 

with focus on what we can 
learn and velocity of learning

• Key objectives include:
– Refine and validate 

hypotheses and 
assumptions

– Determine scalability of 
opportunity and / or 
interest in scale

Experiments
Ventures

Business(es)

Optimizing Focus
• Bringing business 

concept to market 
in  finalized form

• Key objectives:
– Organization 

support for 
New Business 
transition and 
sustain

Concepts
Ideas

Creativity Focus
• Raw possibilities
• Key objectives 

include:
– Initial filter 

against growth 
strategies and 
portfolios

Partnerships / 
Networks

Presenter
Presentation Notes
For Best Buy’s journey, we take a portfolio approach examining those new, innovative electronic offerings across a full spectrum: from ideas seeding in the venture community, to concepts and experiments through our channels to vet consumer interest, to ventures that expand our footprint in key markets or channels. 
 
So what does this construct really do:
It sets EXPECTATIONS at each stage in the funnel. You don’t ask “how big is the business” at experiment stage.
Defines the questions that should be asked and answered at each stage
Provides stage gate governance as opportunities mature.
Allows for organizational “patience” as opportunities evolve
Set’s stage for analytical evaluation of opportunity funnel.. Numbers – it’s about the numbers.




Innovation at Best Buy
Part II

Behavior & “Hustle”
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Presenter
Presentation Notes

Behavior.  
Living in Silicon Valley … everyone’s hustling.  In a good way.  We’ve used this term as an umbrella for many behaviors 



Attributes of a ‘Hustler’
 Hustlers are Adaptable
 Hustlers are Curious
 Hustlers are Courageous
 Hustlers Listen and Learn
 Hustlers Overcome Obstacles
 Hustlers are Persistent
 Hustlers Move Fast
 Hustlers Build Relationships

16

Good things happen to those who hustle.
- Anais Nin 

Presenter
Presentation Notes
Specifically.. 
(Read through the list.)



“I don’t see much 
sense in that,” said 
Rabbit.

“No,” said Pooh 
humbly, “there isn’t. 
But there was going 
to be when I began 
it. It’s just that 
something 
happened to it along 
the way.”
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Adaptability

Presenter
Presentation Notes
Link to  51 second video clip of Randy Komisar  is at the bottom of this slide.

In the book, Getting to Plan B, the authors state “the first order of business is to dethrone the business plan.”  
The quality of the business plan is far less important than the ability to form and test hypotheses rapidly – discarding the leaps of faith that don’t pan out and doubling down on those that do.  
You must be willing--and able--to change your original business plan if it's not working and figure out a different strategy that does work.
EXAMPLE
One example of this is Max Levchin, who co-founded PayPal, a pioneer in online payments that today routes 9% of the world's e-commerce transactions.
Online payments wasn't Levchin's first big idea. His first business idea was to apply his experience in cryptography to create mobile security software. PayPal was an afterthought that came a half-dozen ideas later, what the authors call "Plan G.“





“Intellectual 
growth should 
commence at 
birth and cease 
only at death.”

18

Curiosity

Presenter
Presentation Notes
Curiosity doesn’t kill the cat. 
It is foundational to anyone seeking to create something new.
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Courage

“If you're not failing every 
now and again, it's a sign 
you're not doing anything 

very innovative.”  
- Woody Allen

Presenter
Presentation Notes
Innovators must embrace the attitude of failing forward. 
They must not be careless however fear of failure and driving for perfection is why big companies so often lose to small ones. It's why they waste so much money proving ideas aren't good enough. 
Fear is why they spend so much time on safe evolutions  of current products, processes or business models instead of starting game-changing revolutions. 
Failure isn't fatal, in fact, failure is actually required for innovation success.
That is an idea you need to accept, if you are going to do your best work. It is an idea that you definitely have to get across to your team—and indeed your entire company—in order to free it from the innovation-limiting shackles of perfection.

While it’s okay to fail you can minimize the risk by:  
Comparing your idea with existing models to steal what works, avoid what doesn’t, and add improvements
Identifying “leaps of faith”
Conducting fast, inexpensive, data-driven experiments to support or refute those questions
Using this data to make smart strategic changes and course correct before it’s too late 



Learning and innovation 
go hand in hand. 

- William Pollard
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Presenter
Presentation Notes
Where did this come from?

Another way to say this.. Be humble enough to hear and learn from others.  



If you had a crop of tomatoes and you were worried that 
aphids might eat them, would you kill your tomatoes plants 
because they were vulnerable and might meet this barrier?  
In this metaphor, you have your ideas and innovations (the 
tomato plants) and your obstacle (insects).  

People often misunderstand obstacles as absolute killers of 
ideas. Instead think of obstacles as challenges and 
determine ways to work through them.
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Presenter
Presentation Notes
Persistence.  Or Stubborness.

This may be one of the most important attributes.  Dogged ability to keep working, even when you and others think the cause is lost.





Persistence
"The research on new product 

success and failure indicates that 
it takes fifty-eight new product 

ideas to deliver a single successful 
new product."

- Randy Komisar, 
co-author of Getting to Plan B
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Presenter
Presentation Notes
If the founders of Google, PayPal, or Starbucks had stuck to their original business plans, we’d likely never have heard of them. 
Instead, they made radical changes to their initial models, became household names, and delivered huge returns for investors. How did they get from their Plan A to a business model that worked? 
Basically  you’re comparing your idea with existing models to steal what works, avoid what doesn’t, and add improvements that tip the business equation in your favor.
 
�
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….moves fast

Presenter
Presentation Notes
Fast.. Do we need to say anything else. ?

This is particularly challenging inside a corporate structure where “process control measures” can seriously slow you down.



Build Relationships
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Presenter
Presentation Notes
Ever hear the phrase “business is personal”?  It is so true.
Networking is about getting to know someone and building relationships. 
It's the conversation that helps you understand the other person, their interests, and challenges. 
The business card only has value once you've developed rapport, established common interests or determined how you can help each other.



Innovation at Best Buy 
Part III

What it looks like…

(3 Examples)
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Presenter
Presentation Notes
Employees + Best Buy = SOLUTIONS

We know that  ALL of our customers are important.  
Just like our Blue Shirts, our customers come from a variety of backgrounds with a variety of interests, knowledge and cultural diversity.  
Our employees recognize and honor those differences by making it easier to reach them where they are. 

Story of Store #504
An employee in our store #504 saw a need with their underserved Korean customers who typically would prefer to shop within their own community. 
It started with offering a product – kim chee refrigerators by employees who spoke Korean and had the ability to adapt to the needs of their customer. 
This has evolved to a partnership with Hmart, a Korean based Asian supermarket chain in the U.S and Canada.  
Best Buy will be placing a small format SWAS inside the H-Mart which will allow us to learn from these customers and become a trusted partner.
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Presenter
Presentation Notes
Venture partner + Best Buy = New solution 
(CLIICK ON THE IMAGE FOR A VIDEO CLIP OF TECCA)

WHAT IS TECCA  		
Tecca is the next generation personal electronics shopping and information service.  We combine the best of content, commerce and community for today’s personal technology needs.
What – a new mobile and web experience focused on making personal technology decisions informative, accessible and fun
Why – increasing mobile access, new technologies, multiple shopping resources, too much information, techno stress, and complicated solutions
Mission - mainstream audience; building a brand experience that represents ease, trust, reliability and likeability
Experience –entire life cycle, editorial voice, helpful content/media, packaged solutions, and marketplace commerce platform 
When – Mobile apps (9/8); mobile web (end of Sept); PC web (end of Oct)

Current stats
1 day in – 100+ android app downloads; 40+ iphone downloads
No marketing at all
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Presenter
Presentation Notes
Partnerships + Best Buy = Solutions

Home Energy Management – Isn’t sexy but it should be. Why?

It helps the environment
It helps consumers save money by monitoring energy consumption and cost
Monitor and control individual devices Energy efficient
Energy consumption data – real time and historical
Predicts energy costs.
Protect privacy and the home network

At Best Buy we are experimenting with energy-saving technologies for consumers and for our business, such as Smart Grid and renewable energy sources. Our presence in the home today, thanks to consumer electronics and our Geek Squad services, equips us to expand our role and work with partners such as utility companies and new energy vendors to help drive consumer adoption, as technology continues to converge with efficiency. 
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- Abraham Lincoln

Presenter
Presentation Notes
Although Lincoln was a weapons aficionado, perhaps his greatest contribution to the war effort was his use of the telegraph. 
Tom Wheeler, author of Mr. Lincoln's T-Mails: The Untold Story of How Abraham Lincoln Used the Telegraph to Win the Civil Warr, notes that Lincoln hadn't even seen a telegraph in operation until 1857. 
That was 22 years before the invention of the light bulb, a time when electricity was a vague scientific concept and sending signals through wires "mind boggling." 
Lincoln was fascinated and quizzed the operator about how the telegraph worked. "If he were alive today, we'd call him an early adopter," says Wheeler.  As Wheeler recounts in his book, when Lincoln took office the White House had no telegraph connection. 
The invention's technical applications were in its infancy. Lincoln "developed the modern electronic leadership model," Wheeler says.“
Lincoln innovated in both directions.  
He solved problems.  He problematized solutions.   
If Lincoln had not been so busy with his other job would he have been a prolific inventor given how well he performed in his other endeavors.  
Imagine if he had learned a  systematic innovation method.  Abraham Lincoln would have been well ahead of his time, on the order of DaVinci, Altshuller, Fuller, and Disney, had he taken the innovation path.




Does this change how 
you’d identify an 

Innovative company?
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Q&A
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