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	Lowe's Companies, Inc. is a $26 billion retailer of a complete line of home improvement products and equipment. The company serves more than seven million do-it-yourself and commercial business customers each week through more than 850 stores in 45 states. Lowe's is the world's second largest home improvement retailer and the 14th largest retailer in the U.S. 


Lessons from Bob Tillman’s management process 

· Tillman’s Market Strategy

1. Modifying business in advance of customer trends 
· The moment the company fixes any particular problem, the company has to start finding even a better way to be able to handle that business process or get that new assortment to market quicker.

2. Capturing four key market segments

· Female consumers

Women make the decisions in terms of shopping. The company needs to create a more inviting environment such as a brighter store and clean floors. 

· The aging baby boomers

They want the convenience of one-stop shopping. Therefore the company should cover broader range of customers’ wants, needs, and desires.

· Generation Xers

They are both getting older and buying homes in increasing numbers. They want more style and fashion and more choices. Lowe’s is selling, for example, lifestyle furniture to meet the demands of them.

· People who shop online

If the customer doesn’t want to shop one way, the company should be able to modify stores quickly to let them shop another.

· Tillman’s How to Inspire People

1. Tying individual goals and rewards to performance of the company. Tying everybody’s performance to a team concept.

2. Letting employees make decisions so that they can say, ‘It’s my store, or my department.

3. Expecting strong commitments and rewarding people accordingly.

4. Crafting plans that lead to successful performance for the corporation because success itself motivates people.
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