
PETER PRINCIPLE

The Peter principle is a concept in management developed by Laurence J. Peter, which observes that people in a
hierarchy tend to rise to their "level of.

Ordinarily, only extreme incompetence causes dismissal. As a result, he is eligible for promotion to a higher
position. Peter further argued that employees tend to remain in positions for which they are incompetent
because mere incompetence is rarely sufficient to cause the employee to be fired from the position. In ,
Laurence Peter, a professor of education, and Raymond Hull, a playwright, published a management book that
became a bestseller and an enduring classic: The Peter Principle. Work is accomplished by those employees
who have not yet reached their level of incompetence. In , Edward Lazear explored two possible explanations
for the phenomenon. Mr Davis was at least dignified in his resignation. A possible solution to the problem
posed by the Peter Principle is for companies to provide adequate skill training for employees receiving a
promotion, and to ensure the training is appropriate for the position to which they have been promoted. The
Peter Principle is satire: it mocks management and it mocks books about management. In his function as
commercial director, he does not engage in talks, is quickly annoyed when staff come up with good ideas , is
poorly prepared when the financial figures are discussed and he does not know how to chair team meetings
effectively. Compare Investment Accounts. Perhaps employers are using the prospect of promotion as an
incentive, and are willing to accept the collateral damage caused by all these terrible managers. For example, a
competent school teacher may make a competent assistant principal, but then go on to be an incompetent
principal. This improves staff morale, as other employees believe that they too can be promoted again. Two
questions, then: is the Peter principle true? The same can also apply to a study or training course. In many
companies and organizations across the world, too many employees remain in positions for which they are
incompetent. The better they had been in sales, the worse their teams performed once they arrived in a
managerial role. Sphere and Mr. Eventually the employee will fail after having been successful several times.
Laurence J. The authors of the paper discovered that the best salespeople were more likely to be promoted,
and that they were then terrible managers. The promotion process ends when the employee does not function
properly in his new and final role. The book sold over one million copies and stayed on the bestseller lists in
the United States for 33 weeks. The most experienced employee will get a higher position together with the
corresponding responsibility. If the promoted person lacks the skills required for their new role, then they will
be incompetent at their new level, and so they will not be promoted again. Do I want to emulate this boss, or
should I distance myself from his poor example? One knows from experience. The principle is named for
Peter because although Hull actually wrote the book, it is a summary of Peter's research. He will become a
victim of his own success. Share your experience and knowledge in the comments box below. During that
time, 1, of those sales reps were promoted to become sales managers. Guess wrong, and calamity may ensue,
so subordinates spend a lot of energy in self-protection. Chapter 9 explains that once employees have reached
their level of incompetence, they always lack insight into their situation.


