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Serious about business, serious about people
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Herman Miller, Inc. is a leading global provider of innovative office furniture in the U.S.  

Herman Miller Inc.'s sales and profits are the envy of the office-furniture industry, even  

with a recent lowering of expectations for growth for the present fiscal year. 
Herman Miller also sells directly to the small office/home office market through its Internet 
site, hermanmiller.com.

What made the company successful?

- It's clearly a team effort. Mike Volkema takes his responsibility very seriously, but he is very clear about all the contributions in the organization and what really makes it move. What gets accomplished around here gets accomplished by all the team members in the corporate community first. 
- The company moved to serve small businesses through its fast-growing Miller SQA (short for Simple, Quick and Affordable) division without losing its traditional focus on higher-end customers. 
- A meaningful contribution to customers: creating new value in order to attract new customers → what the Customers want, when they want it. 
Mike Volkema’s strategy and management style
- A reluctant CEO: He has built a 12-person Executive Leadership Team that has transformed Herman Miller in the ensuing years into a nearby $2 billion corporation serious about both business and people. 

- The company cut its white-collar workforce and was experiencing flat profits despite double-digit sales increases. 

- The more vigorously Mike Volkema resisted becoming an executive, the more quickly he rose to the top. But then, he’s been fighting against type from the very beginning. 

- The work processes had to be changed: Volkema set out to build a leadership team to with the capabilities to drive those changes through the organization.
- Volkema and his executive team immediately set the company on a course of aggressively cutting costs, improving operating efficiency and broadening its customer base and product line, while laying out a strategy to grow sales by 15% annually.
- He had to figure out how to get people connected and how to best create great value for customers. 
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