
nies, Microsoft (which made the operating
system for most personal computers, in-
cluding IBM’s) and Intel (which made the
microprocessors). As Chandler summa-
rizes it: in the case of large computer sys-
tems, the most successful IBM competitors
were those enterprises that followed its
lead, producing and selling IBM-designed
“plug-compatible” hardware. In the case of
personal computers, the chief competitors
made and sold IBM “clones.” 

Comparing the actions of the leading
U.S. firms in the consumer electronics and
computer industries, Chandler writes:
“[T]he contrast between the roles of [RCA
and IBM] could hardly be more dramatic.
Where the decisions of RCA’s executives
led to the destruction of the U.S. consumer
electronics industry, those of IBM’s man-
agers continued to define the evolution of
not only the U.S., but also the European
and Japanese computer industries.”

But, as Chandler sees it, Japanese manu-
facturers are now poised to compete ag-
gressively in computers and to continue
their dominance of consumer electronics
products. He notes that in the mid 1990s
Japanese manufacturers Fujitsu, NEC, and
Hitachi ranked second, third, and fourth
in revenues in large-scale computers (be-
hind IBM). In servers, NEC and Toshiba
were fourth and fifth in total revenues
(behind the U.S. leaders). One of the ad-
vantages Japanese manufacturers have is
that they work in a strong “supporting
nexus” of suppliers, who manufacture a
wide range of electronic equipment and

peripherals. All of these firms are in close
proximity to one another, unlike similar
American companies, which are spread
across the continent. Chandler argues
that the Japanese manufacturers are able
to produce and market both consumer
electronics and information technology
products, giving them greater range and
flexibility than their American rivals.

Some will contest these conclusions, es-
pecially with regard to the computer in-
dustry, in which entrepreneurial start-ups
have quickly risen to challenge older and
larger concerns. Moreover, since the early
1990s, Japan has su≠ered a recession that
has hurt manufacturers’ home sales and
local capital markets. Such is the problem
for historians when they write about re-
cent events.

Ch an d le r’s  n e w  b o o k bears the
characteristics of his earlier writings. It
describes the history of large firms and
is comparative in nature, analyzing the
differences between two industries. He
focuses on explaining the sources of
competitive advantage and the internal
workings of firms, asking how they re-
searched, developed, and manufactured
their products, rather than how they
coped with external factors such as the
regulatory policies of their home coun-
tries. His story is not one of heroic en-
trepreneurs, but rather of the compa-
nies’ ability to commercialize products
made, essentially, from four items: the
vacuum tube, the transistor, the inte-
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C H A P T E R  &  V E R S E
A correspondence corner for not-so-famous lost words

Robert Boardman seeks a source for
the assertion that, if political and mili-
tary leaders are from di≠erent back-
grounds, “the armies will be led by id-
iots and the politics ruled by cowards.”

Herb McArthur is looking for a poem
that began “When In Remembrance of
Things Past/ I take down my copy of
that novel vast” and ended “…Proust/
And back upon the shelf I him do boost.”

“only the strong survive” (September-
October 2001). No one has provided a
source for the rhymed English trans-
lation submitted to this column, but

Francke professor of German art and
culture Karl S. Guthke identified the
original poem as Bertolt Brecht’s “Ich,
der Überlebende” (“I, the Survivor,” in
Gesammelte Werke in 20 Bänden, volume 10,
page 882). Marje Schuetze-Coburn of
the Feuchtwanger Memorial Library,
Los Angeles, sent an unrhymed transla-
tion by John Willett (in Bertolt Brecht
Poems 1913-1956, edited by Willett and
Ralph Manheim with the cooperation
of Erich Fried, second edition, page 392).

Send inquiries and answers to “Chapter
and Verse,” Harvard Magazine, 7 Ware
Street, Cambridge 02138.
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SOFTWARE/INTERNET JOBS
Edelman & Associates specializes in executive
search and technical recruiting for software,
internet, and e-commerce. To explore new
career opportunities, contact Paul Edelman,
Ph.D. ’83, at 508-947-5300; e-mail,
paul@edeltech.com. Job listings and more
information at: www.edeltech.com

ALGORITHMIC SOLUTIONS
I’m an independent consultant, based in
Cambridge, Mass., who helps his clients extract
useful information from noisy data sets and
multivariate time series. I develop comprehen-
sive customized algorithms. The resulting com-
putational tools become important proprietary
assets of my clients and go far beyond spread-
sheets and standard statistical packages. My
experience spans diverse applications, including
biology, geophysics, finance, manufacturing,
and acoustics. I welcome problems in new
areas. James V. White, Ph.D. ’70, 617-868-
3045, JVWhite@JVWhite.Com, 

www.JVWhite.Com.

EXECUTIVE COACHING
Break free from self-limits. Experience the
power of choice. Communicate authentically.
Live the life you dream. Bobby Winn ‘73, 206-
954-7096. Free introductory session. Leading
through Self-Mastery.
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