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Introduction:

Established in 1833, C. F. Martin & Co. is the oldest surviving maker of guitars in the world. Currently the largest producer of acoustic guitars in the United States, the company is highly regarded for creating some of the finest instruments and introducing innovations that have become industry standards in the music products industry. 
Current Chairman and CEO Christian ("Chris") Frederick Martin IV took the helm of the company in 1986. Under his leadership, the company has experienced unprecedented sales and production growth, maintained an extraordinary level of quality, introduced many new technologies, expanded the factory to nearly three times its prior size, integrated the model lineup with the introduction of many affordable guitars and has fortified the higher end with artist signature editions and vintage inspired recreations of historical Martin guitars. 

Brief History C. F. Martin Guitar Company:


For well over a century and a half, the C. F. Martin Guitar Company (established in
1833) of Nazareth, Pennsylvania, has been producing acoustic instruments considered to
be among the finest in the world. Like a Steinway grand piano, a Rolls Royce
automobile , a Buffet clarinet, or a Baccarat crystal vase, a Martin guitar—which can cost
more than $10,000—is among the best that money can buy. This family business has
managed to defy the odds and survive through six generations. Current CEO Christian
Frederick Martin IV—better known as Chris—continues to be committed to the guitar
maker's craft. He even travels to Martin dealerships around the world to hold
instructional clinics. Few companies have had the staying power of Martin Guitar. Why?
What are the keys to the company's success? A primary one has to be the managerial
guidance and skills of a talented leader who has kept organizational members focused on
important issues such as quality.
From the very beginning, quality has played an important role in everything that C.
F. Martin Guitar Company does. Even through dramatic changes in product design,
distribution systems, and manufacturing methods, the company has remained committed
to making quality products. The company's steadfast adherence to high standards of
musical excellence and providing a product to meet the needs of a demanding customer
base permeates everything that happens in the organization, top to bottom and in all

work
areas. Part of that quality approach encompasses a long-standing ecological policy. Since
the company depends on natural wood products to manufacture its guitars, it has
embraced the judicious and responsible use of traditional natural materials and
encouraged the introduction of sustainable-yield alternative wood species. Based on
thorough customer research, Martin introduced guitars that utilized structurally sound
woods with natural cosmetic defects that were once considered unacceptable. In addition,
Martin follows the directives of CITES, the Convention on International Trade in
Endangered Species of Wild Fauna   and Flora.
C. F. Martin Guitar Company is an interesting blend of old and new. Although the
equipment and tools may have changed over the years, employees remain true to the
principle of high standards of musical excellence. Building a guitar to meet these
standards requires considerable attention and patience. Family member Frank Henry

Martin explained to potential customers in the preface to a 1904 catalog, "How to build a
guitar to give this tone is not a secret. It takes care and patience. Care in selecting the
materials, laying out the proportions, and attending to the details which add to the
player's comfort. Patience in giving the necessary time to finish every part. A good guitar
cannot be built for the price of a poor one, but who regrets the extra cost for a good
guitar?" Almost one hundred years later, this

statement is still an accurate expression of
the company's philosophy. 

Although the company is firmly rooted in its past, Chris is not reluctant to take the company in new directions. For instance, in the late 1990s, he made the bold decision to start selling guitars in the under-$800 market segment. This segment accounts for 65 percent of the acoustic guitar industry's sales. The company's DXM model was introduced in 1998. Although it doesn't look, smell, or feel like the company's pricier models, customers claim it has a better sound than most other instruments in that price range. Chris justified his decision by saying that "If Martin just worships its past without trying anything new, there won't be a Martin left to worship."The company is doing well under Chris's management. Revenues have continued to increase and in 2000 were close to $60 million. The manufacturing facility in Nazareth was expanded and new guitar models continue to be introduced. Employees describe his management style as friendly and personal, yet firm and direct. Although C. F. Martin Guitar Company continues to spread its wings in new directions, it hasn't lost sight of the commitment to making the absolute finest products it can. And under Chris's management, it won't.

Key decisions over the years:

Early 1820s: C. F. Martin learns guitar building in Vienna from the famed guitar maker Johann Stauffer. (Violin virtuoso Paganini composed and played music on a Stauffer guitar.)

C. F. Martin weds Ottilie Lucia Kühle, harpist and daughter of another well-known Viennese guitar maker, Karl Kühle.
1839: C. F. Martin, Sr. moves his family and business to Nazareth, Pennsylvania.
1840s: C .F. Martin, Sr. creates and perfects X-bracing to give strength to the guitar top to handle the pressure of taut strings and heavy playing while still maintaining the very high quality Martin tone. Today C. F. Martin's X-bracing is still considered to be the best bracing pattern and is imitated by luthiers around the world.
1850s: C. F. Martin introduces the 0 model.
1887 : C. F. Martin, Jr. builds the first addition to the North Street factory
1890s : Martin begins production of mandolins as the mandolin craze hits America.
1902: Frank Henry Martin introduces the size 000, the largest Martin to date. This size body is made to compete with mandolins and banjos. The company designs its first Style 45 guitar.
1916: Martin uke production takes off as the ukulele boom begins. Martin also begins to design and build for Oliver Ditson Co. of Boston and New York. The first "Dreadnought" is produced and is named in honor of the huge battleships of the day.
1918: Martin discontinues use of elephant ivory and instead uses celluloid ("ivories").
1922: Martin introduces its first line of guitars crafted for steel strings.
1928: Martin makes the "Blue Yodel" 000-45 for Jimmie Rodgers known as "The Singing Brakeman" who had come to be America's favorite

entertainer.
1929: Martin modifies its production 000 guitar for star player Perry Bechtel who requests a 15-fret neck-to-body joint for a special guitar. This new model with 14 frets clear of the body instead of 12 would later be named the OM-28. It is the first regular Martin guitar specifically designed for steel strings, and it proves so popular that guitar makers copy it and it becomes the industry standard
1933:  Martin creates the first D-45 for cowboy star Gene Autry - #53177.
1940s: Country music sweeps the land, and big country stars, including Hank Williams, Ernest Tubb, Lester Flatt and Hank Snow, show up on stage playing Martins.

1969:  Martin discontinues hard-to-obtain Brazilian rosewood for most stock models and replaces it with rosewood from East India
1979:  Martin opens the doors of its Custom Shop. Now Martin players can design the guitars of their dreams. In 1980 Neiman-Marcus features a special gold-laden D-45 Custom in their Christmas catalog at three times the price of the standard version.
1984: Martin starts its "Limited Edition" and "Special Edition" programs as "Guitars of the Month" to an eager reception. First offerings include the now-coveted 00-18V.
1991: Martin brings out the compact Backpacker travel guitar.
1993: Martin introduces the D-1 with A-frame bracing.Frank Herbert Martin passes away.
1994: The crew of the Columbia Space Shuttle STS-62 packs a Backpacker on its orbit around the earth. Martin launches the

"Signature Series" Limited Editions with a reissue of Gene Autry's trail-blazing D-45
1996: With the HD-28V, Martin inaugurates the Vintage Series that pays tribute to the much admired legendary Martin guitars of the pre-World War II period.
1997: Martin debuts the DM and Road Series and launches its superior SP strings.
1998: "X" Series guitars are introduced utilizing patented high-pressure laminate (HPL) construction.
2001: Martin introduces the "D-50 Deluxe Edition" guitar and "SP+ Extended Life" strings.
2003: Martin introduces the "Little Martin."

Achievements:

1859:   North Street factory was built.
1873: Sales records of the 00 guitar begin to appear on the books.
1917: Martin builds its first steel-string Hawaiian guitars that are played with a steel bar. Martin Hawaiian guitar sales soar,
1931: The Ditson Co. is sold, and Martin begins the unrestricted sale of its D-18 and D-28 Dreadnought guitars. Other guitar makers begin to borrow both the design and even the name.
1964:  Martin moves to its new Sycamore Street factory.
1970: Martin purchases Darco strings from D'Addario and begins manufacturing Darco & Martin strings.
1990: Martin Guitar celebrates the completion of guitar #500,000 which is an HD-28 signed by all employees and proudly displayed in its factory museum. C. F. Martin IV marries Diane S. Repyneck.
1995: Martin introduces the Eric Clapton "Signature" 000-42EC and adds 18,000-sq. ft. onto its Nazareth factory 

to produce strings.
1999: Martin completes another new addition to the factory that almost doubles its size. Serial #700,000 is completed.
2000: Martin ends the millennium with serial number #780,500. 
2004: Martin builds guitar #1,000,000. Claire Frances Martin, the seventh generation Martin is born to Chris Martin IV and his wife Diane on September 13, 2004.
2006: Grand Opening of the Martin Guitar Museum and Visitors Center, February 22, 2006.
2008:  C.F. Martin & Co. celebrates its 175th Anniversary as the oldest surviving maker of guitars in the world. 

Recent Key decisions taken by Management:

To hold the growth and achieve goals Marin IV present CEO of C.F Martin Guitar Company 
taken several decisions, they are

  * Maintained an extraordinary level of quality.
  * Introduced many new technologies.
  * Expanded the factory to nearly three times its prior size.
  * Integrated the model lineup with the introduction of many affordable guitars.
  * Has fortified the higher end with artist signature editions.
  * Construction of the new Martin Museum and Visitors Center,
  * To the development of alternative materials and sustainable woods to ensure the future of Martin Guitar for generations to come.

Conclusion:
Through it all Martin not only survived but its reputation and outreach ultimately improved and increased. In recent years, despite the global economic downturn, Martin has been setting company sales records, crafted

their millionth acoustic instrument, undergone a complete renovation and expansion of the Martin factory and unveiled an impressive new museum and visitor's center at their headquarters in Nazareth, Pennsylvania. 

























Question and Answer:

Question#1.How do you think good decision making has contributed to the success of this business?
Answer: Since Chris Martin acts as a top manager, conceptual skills are the most important
for him. Because to move C. F. Martin Guitar Company forward in the industry, the
directional planning and visualizing is needed , must come from the top of the organization.
For instance Chris Martin. However, in order to communicate this vision and directional plan to the organization’s lower managers and labor, Chris Martin must also have a certain amount
of human skills, so they will all support the plan and bring about organizational success.
Also Strategic pricing is a combination of what the market will bear and what the company wants to monetize. While the cost of designing a simpler guitar without inlays is cheaper, it is not necessarily in the company’s interest to proportionately reduce the retail price. Their “less than $1,000” tag is appealing to price-sensitive target customers without tainting their positive associations with the brand, but is indicative that Martin is holding to its margin goals. 

Question#2.A

decision to move into a new market as Chris did is a major decision. How could he have used the decision making process to help make this decision?

Answer: In the late 1990s, Chris made the bold decision to start selling guitars in the under-$800 market segment. This segment accounts for 65 percent of the acoustic guitar industry's sales. The company's DXM model was introduced in 1998. Although it doesn't look, smell, or feel like the company's pricier models, customers claim it has a better sound than most other instruments in that price range. Chris justified his decision by saying that "If Martin just worships its past without trying anything new, there won't be a Martin left to worship".The company is doing well under Chris's management. Revenues have continued to increase and in 2002 were close to $77 million.

These decisions are taken into account considering the below mentioned criteria:
  * To set a goal and plan accordingly.
  * Do not compromise with the quality.
  * Customize products with the changing environment.
  * To comply with the CITES laws and regulations and find alternative solution.
  * Introducing low priced models holding top quality.

Question#3.What criteria do you think would be most important to Chris as he makes decisions about the company’s future?

Answer: Chris made the statement that "If Martin just worships its past without
trying anything new, there won't be a Martin left to worship." Chris is making

a very clear statement that Martin Guitars must be progressive and move forward with the future. Therefore, his message is to be innovative and creative in service, product, and process. This definite directive for innovation and change should tell managers to be innovative and creative in all managerial functions including planning, organizing, leading, and controlling.

Question#4.Would you characterize the conditions surrounding C.F. Martin Company as conditions of certainty, risk or uncertainty? Explain your choice.
Answer: The conditions surrounding C.F. Martin Guitar Company as conditions of risk. Martin faces several challenges during its journey. Chris says “My fear was that if we did not look at alternatives, we’d be the company making guitars for Doctors and lawyers”. From the very beginning Martin produced guitars which were Costly. But people were interested in those guitars for its extraordinary build quality and tone. Martin also abide by the laws and regulations of CITES, therefore martin’s guitar come to the market with hefty price tag. During 1990s Martin introduced guitar under $800 price tag. .They did not know that whether people out there accept that or not. Although this models did not look, smell, or feel like the company’s pricier models , customers claim it sounds better than most other instruments in that price range. This is due to extraordinary built quality which touches peoples mind.

Question#5. What could Chris learn from

the concept of highly reliable organizations to help him be a better decision maker?

Answer: The owner and management team has rigid management power those lead the company to achieve company’s goal. 
Positive Attitudes
• Goal direction. Effective motivational leaders define clearly the goals they want to reach, visualize them vividly, and work toward reaching them with intensity of purpose.
• Self-motivation. Never feeling compelled to wait for someone else to tell them what to do, effective leaders rely on their own decisions and actions. Self-motivation propels effective leaders into purposeful and productive action.
• Insight and judgment. Determined, effective leaders apply their general intelligence and common sense to the task of learning what works, and what does not work. This trait,
practiced efficiently, allows leaders to move ahead without wasting time before making a decision or taking action.
• Competence and action. Effective leaders face problems and do something about them. They often find themselves in new or unfamiliar situations without guidelines to follow
or established patterns to give direction. They are forced to devise creative new paths to their goal, new methods for attaining their purpose, and new ideas for achieving success.
Leaders know that some ideas and actions will prove unworkable. Effective leaders rebound from temporary setbacks, risk trying the next creative idea for achieving the
goal, and persevere until

the problem is solved. Good leaders typically think in terms of overall organizational objectives, not just along departmental lines. This “big
picture” approach promotes good relationships among team members.

Behaviors and Habits
• Decision making. Effective leaders are decisive and action oriented. They make firm decisions at the appropriate time – and then take action. They accept personal responsibility for their decisions and their actions. They are cooperative team players, but they refuse to be swallowed up by the organization, by social pressures, or by current trends. As they make decisions, they remain relatively free from personal bias.

• Ability to handle problems and crises. Effective leaders often anticipate problems and take appropriate action to prevent problems or crises. When a chaotic situation does
develop, they restore order to the organization and return the team to smooth operation in a minimum amount of time.
• Time organization. Clear priorities are the effective leader’s criteria for time use. Good leaders conscientiously plan the allocation of their time, and delegate duties to carefully
selected, well-trained team members.
People Skills
• Understanding of people and situations. Understanding their people enables
effective leaders to choose the appropriate leadership style for the team members involved and for the task at hand. Understanding people saves time, prevents problems, and increases productivity.
• Belief

in people. Effective leaders believe in people; they regard other people as a valuable resource with the potential for development and achievement. They believe that people are basically intelligent and creative, and that they want to do a good job. They communicate their belief in people by their words, attitudes, and nonverbal cues. Although they expect peak performance and top quality, effective leaders are sensitive to others, treating them with respect and tact.
• Encouragement of people. Effective motivational leaders help team members to succeed. Effective leaders encourage people to take on new responsibilities, provide support and opportunities for growth, praise people for a job well done, and give team members credit for their individual success as well as for contributing to the organization’s success. The demand for effective leaders is heard throughout the business world, and the rewards are unlimited. Effective leaders often have the ability to make decisions, to set goals, and to achieve a level of success far above the average. But achievement through leadership is always based on sound planning and persistent effort in addition to knowledge and skills. The development of those skills and the cultivation of the knowledge and attitudes required to use them is the basis for becoming an effective leader.
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