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Case study:  

Google, staying in the lead 
 

Introduction 

Google is the second most valuable brand on 

the worldwide market
 [1]

. Ever from the year 

2005, Google has been in the top-10 most 

valued companies of the world. This is an 

accomplishment that shouldn’t go unnoticed, 

as Google shows a hyperbolic curve from its 

position in 2005 towards its current second 

spot. Although speculations on the internet 
[2,3,4]

 all show the next big inventions by 

Google and all speculate about the projected 

market position of Google. Two main 

questions remain unanswered: How did 

Google become second most valuable 

company in the world and how does Google 

ensure their position on the market? In this 

case study the strategy of Google will be 

analyzed there will be analyzed if, and how, 

this can be projected onto the Adaptive cycle 

of resilience. 

 

The company 

Google started as a development project by 

its owners, Sergey Brin and Larry Page, in 

1996. As Google grew into what we know it 

for now, it has been incorporated in California 

in 1998. From 2001 onwards Google opened 

various offices abroad.  

 

Currently Google has over 32.000 employees, 

active in over 40 countries and a yearly 

turnover of over 93 billion US Dollar. This 

revenue comes from Google’s four main 

business areas in which there are active: (1) 

advertising, (2) operating systems and 

platforms, (3) Search and (4) enterprise. These 

business areas in return, have their own 

product portfolio, such as: Google Display and 

Google Local which allow advertising of visual 

banners on websites and localized advertising 

capabilities. Android and Chrome OS, which 

are two operating systems Google offers. For 

search, Google offers the Google search 

engine, which Google is known for. And 

Google’s Enterprise solutions which allow 

Enterprises to acquire certain services from 

Google such as Google Apps and Google 

Maps. 

 

Hypothesis 

Although from the outside Google seems to 

be getting along easily by once in a while 

releasing new innovative products, such as 

Google Glass and Google’s self-driving car. 

There is more to it than meets the eye at first 

glance. 

 

The main questions are: (1) How did Google 

become second most valuable company in the 

world and (2) how does Google ensure their 

position on the market? Because these 

questions are rather broad, two hypothesis 

have been created in order to find an answer 

to the questions. (H1) Google uses a 

networked organization structure to gain 

advantage over its competitors and (H2) 
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Google adapts to the current and future 

needs of its customers to stay innovative and 

thus ahead of the competition. 

 

Google growing 

In validating these hypotheses and thus in 

finding an answer to the main questions, 

Google’s history has been thoroughly 

analyzed. 

 

One of the first noticeable events, and 

probably an event of which the impact could 

not have been overseen back then, happened 

in the year 2000. Google has only been 

growing for two years, when they formed a 

partnership with Yahoo!. In this partnership 

they shared knowledge and in return, Google 

would provide the secondary results of 

Yahoo!’s own search engine. 

 

This partnership allowed Google to invest in 

their search engine, which enabled Google to 

grow. By 2001, Google opened its first office 

in Japan. This allowed Google geographical 

growth and thus starting its own networked 

organization. Over the years, Google 

continued to spread worldwide and gaining 

new partnerships (e.g.: partnership with China 

Mobile, Salesforce and Twitter). During this 

geographical growth, Google is able to still 

keep their internal knowledge sharing on a 

functional level. 

 

This already answers the first question and 

the first hypothesis; Google uses partnerships 

to boost their level of knowledge and to 

improve their own products. For example 

after the partnership with Yahoo!, Google 

used this newfound (shared) knowledge to 

extend their search engine with AdWords and 

the Google Toolbar (Yahoo! Already had such 

a toolbar). By creating such a collaborative 

network with partners, Google can invest in 

their internal knowledge which, in return, 

results in better products. 

 

Innovations 

Whilst looking for an answer on the second 

hypothesis, one thing stands out in Google’s 

history. What stands out is that before every 

new service that Google had launched, one or 

more companies have been acquired by 

Google. A few examples of this occurrence 

are: The acquisition of Deja.com (Usenet 

services) before launching Google News, the 

acquisition of Pyra Labs (creator of blogs) 

before launching Orkut and the acquisition of 

Key hole (digital mapping company) before 

launching Google Maps. 

 

This observation might be an answer to the 

second hypothesis. If Google notices a 

company that is rapidly growing on a new 

technology that is adopted, Google simply 

acquires the company. Thereby all rights are 

transferred from that company to Google. 

So in answering the question of how Google 

stays ahead of the competition; if Google sees 

a technology that looks promising, they buy 

the company that developed this technology. 

By doing this, Google not only owns the 

technology, but also the knowledge behind it. 

Once this knowledge and technology is 

acquired, Google can continue developing its 

own innovative products (such as Google 

Glass and the self-driving Google car) with 

newfound (in-house) knowledge. 

 

Adaptive cycle 

Although Google does not adopt a traditional 

networking organization approach, Google 

might still be mapped onto the adaptive cycle. 

This mapping can be scrutinized from pattern 

in the way that Google works, being the 

following pattern: 

Google develops a new service � (Google 

starts new partnership) � Google acquires 

new company/technology � Google develops 

a new service. 
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This pattern clearly (especially in the early 

days of Google) can be distinguished. From 

the point where Google entered the top-10 of 

world most valuable brands (2005) a growing 

number of acquisitions have been made by 

Google. This seems to boost Google onto its 

second place where it is now. 

 

Onto the adaptive cycle, it might be the case 

that Google acquires new technologies in 

order to release a new service simply to 

reposition itself on the market. It might be the 

case that if Google feels that they have 

reached equilibrium, that Google will become 

uncertain again. Google might feel that it is 

sliding into a crisis, where it becomes 

insecure. Because being in a crisis will 

negatively impact the overall performance on 

a company, Google seems to have decided to 

gain a partnership, or to buy another 

company when Google needs more certainty. 

This leads to new combinations which evolve 

into new Google services. If such a service is 

adopted Google grows and reaches the 

entrepreneurship status again. Then the cycle 

will repeat again, every cycle resulting in a 

more valuable and bigger Google. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Conclusion 

Google seems to have adopted its own type of 

networked organizations, where few 

partnerships are engaged and knowledge is 

bought into the company. This strategy allows 

Google to stay competitive and to outperform 

its competitors. 

 

Google’s profound strategy can also be 

projected onto the adaptive cycle. Besides 

Google willing to stay certain about what they 

can, they also seem to be willing to always be 

innovative. Unfortunately, no one can stay 

entrepreneur forever, as a new service can 

reach equilibrium once it has been adopted. If 

that is the case, Google will start shifting again 

towards a crisis in pursuit of new partners, 

knowledge and ultimately, new innovations. 

 

Will this allows Google to reach the position 

of most valuable company in the world? We’ll 

see! 

 

 

 

 

 

 

 

 

 

 

 

 

 

Fig 1. Adaptive Cycle (taken from college slides (Virtual) Organizations in a dynamic context) 


