
Bose: Guided by Our Principles
Bob Maresca    Sherwin Greenblatt 
President, CEO & Chairman,   Past President,  
Bose Corporation    Bose Corporation 

October 8, 2015

Raytheon Lectureship in Business Ethics

Bose Corporation's corporate headquarters
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BENTLEY UNIVERSITY is a leader 
in business education. Centered 
on education and research in 
business and related professions, 
Bentley blends the breadth and 
technological strength of a university 
with the values and student focus of 
a small college. Our undergraduate 
curriculum combines business study 
with a strong foundation in the arts 
and sciences. A broad array of 
offerings at the Graduate School of 
Business emphasize the impact of 
technology on business practice. 
They include MBA and Master of 
Science programs, PhD programs 
in accountancy and business and 
selected executive programs. The 
university is located in Waltham, 
Mass., minutes west of Boston. It 
enrolls approximately 4,247 full-time 
and 140 part-time undergraduate 
students and 1,411 graduate and  
43 doctoral students. 

THE CENTER FOR BUSINESS 
ETHICS at Bentley University is a 
nonprofit educational and consulting 
organization whose vision is a world 
in which all businesses contribute 
positively to society through their 
ethically sound and responsible 
operations. The center’s mission  
is to provide leadership in the 
creation of organizational cultures 
that align effective business 
performance with ethical business 
conduct. It endeavors to do so by 
applying expertise, research and 
education and taking a collaborative 
approach to disseminating best 
practices. With a vast network of 
practitioners and scholars and an 
extensive multimedia library, the 
center offers an international forum 
for benchmarking and research in 
business ethics. 

Through educational programs  
such as the Raytheon Lectureship  
in Business Ethics, the center is 
helping to educate a new generation 
of business leaders who understand 
from the start of their careers the 
importance of ethics in developing 
strong business and organizational 
cultures.
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W. Michael Hoffman, PhD 

Executive Director
Center for Business Ethics and

Hieken Professor of Business  
and Professional Ethics

Bentley University

One of the advantages of longevity is that you can witness the changes that 
occur across decades. I remember well the year 1964; the car I was driving 
was a blue ’59 Chevy with big fins, the Beatles first appeared on American 
television, and the audio equipment we used to hear them sounded like a 
kazoo on steroids. It was also the year that an MIT professor named Amar 
Bose knew that our audio experience could be vastly improved, and this led 
him to share his passion with the world by creating the company that today 
bears his name. Since then, the Bose Corporation has distinguished itself for 
high quality products in audio and other areas as well.

The Center for Business Ethics had the good fortune to hear from Bob Maresca, the current 

president, CEO and chairman of the board of Bose, as well as the company’s longstanding 

president and first employee, Sherwin Greenblatt. Together, both provided a wide-ranging review 

of what made Bose, Bose. Their message is that it took a lot more than technical prowess for the 

company to succeed—even more important was faith, perseverance, and a corporate culture that 

encourages innovation while respecting its employees, customers, and other stakeholders.

The road to success was paved with many innovations, many of which did not succeed. In 

the end, what we find is a company whose corporate culture has embraced some core ethical 

principles that permit it to stay true to its mission in good times and bad. According to Messrs. 

Maresca and Greenblatt, this approach has allowed the company to thrive despite the countless 

challenges it has faced, suggesting that one of the side effects of running a company ethically is 

organizational resilience. This isn’t to say that ethical businesses can’t fail. Of course, they can 

and they do. Rather, when a company is guided by strong ethical values, the mission keeps the 

company on track. As a business ethicist, this was music to my ears as clear as the Bose sound 

system.
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(From left) Chuck Hieken, former president of Bose Corporation 
(1966-1969) and currently Senior Principal at Fish & Richardson, 
P.C., Tim Schultz, Vice President, Ethics and Business Conduct, 
the Raytheon Company; Bob Maresca, President, Chairman, 
and CEO of Bose, Sherwin Greenblatt, past President of Bose, 
and W. Michael Hoffman, Founding Executive Director of the 
Center for Business Ethics and Hieken Professor of Business and 
Professional Ethics at Bentley. 

The Raytheon  
Lectureship in  
Business Ethics  
at Bentley University  
is made possible 
through the generous 
support of the  
Raytheon Company.

Raytheon is a technology and innovation leader specializing 
in defense, homeland security and other government markets 
throughout the world. With a history of innovation spanning 93 
years, Raytheon provides state-of-the-art electronics, mission 
systems integration and other capabilities in the areas of sensing; 
effects; and command, control, communications and intelligence 
systems, as well as a broad range of mission support services. 
The company reported sales of $23 billion in 2015 and employs 
61,000 people worldwide. It has built a reputation for adhering 
to the highest ethical standards in the industry. The Raytheon 
Lectureship in Business Ethics series aims to illuminate and 
promote ethical values and conduct in business, highlighting best 
practices in corporations throughout the United States. Learn 
more about Raytheon online at raytheon.com.
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Thomas A. Kennedy, PhD 
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Raytheon believes in a values-based ethics program, and we 
believe in the value of ethics education. We invest in ethics and 
provide employees with robust, award-winning ethics education to 
reinforce how important doing the right thing in business is to our success. We talk about ethics 

so our employees know it is okay to ask questions and raise concerns, to take an “ethics check,” 

if you will. By supporting this process, we build upon a strong ethical foundation and reinforce a 

culture of integrity at the company. A strong ethical culture requires work. We believe that working 

at ethics pays dividends, and that it gives us a competitive advantage.

Raytheon’s support for the Center for Business Ethics at Bentley University has a long history. The 

center has provided leadership in this important field for the academic and business communi-

ties extending now for two generations. Bentley is increasingly recognized for promoting ethical 

business practices and cultures not just in the United States, but internationally as well. This is 

especially significant as our world is increasingly interdependent, and having ethical business 

partners is a global imperative.

The Raytheon Lectureship in Business Ethics at Bentley has added relevance in this environment. 

Having respected corporate leaders share their insights and commitment to business ethics helps 

show the way for all of us. Promoting further dialogue and discussion about ethical business prac-

tices enlightens and inspires us to redouble our own commitment. Raytheon is proud to partner 

with Bentley and the Center for Business Ethics to give voice to ethical excellence in business.
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Bose Corporation was 
founded in 1964 by Dr. Amar 
G. Bose, then a professor 
of electrical engineering 
at the Massachusetts 
Institute of Technology 
(MIT). Today, the company 
is driven by its Guiding 
Principles, investing in long-
term research with one 
fundamental goal: to deliver 
technological advancements 
and innovations that improve 
people’s lives. Bose® 
innovations have spanned 
decades and industries, 
creating and transforming 
categories in audio and 
beyond.

Bob Maresca (standing) and Sherwin Greenblatt 
(seated) deliver the Raytheon Lectureship in 
Business Ethics at Bentley University.
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Bob Maresca is the current President, CEO and Chairman of Bose 
Corporation, where he has worked for 30 years. In 1986, he joined
Bose as a senior research engineer for the Bose suspension research initiative, and later became the 
program's chief engineer. In 1997, Bob was named GM of the Noise Reduction Technology Group, 
and in 2002, he was promoted to VP of Bose's largest business, the Home Entertainment Division. 
Bob was appointed President of Bose Corporation by Dr. Bose in 2005. In 2013, in addition to his role 
as President, Bob was appointed CEO by the Board of Directors, which expressed the belief that Bob 
was the person best able to lead Bose and uphold the company's Guiding Principles established and 
embodied by Bose Founder, Dr. Amar Bose.

Before joining Bose, Bob was a research engineer at Philips Laboratories and at HP's Scientific 
Instruments Division. He holds a B.S. in Mechanical Engineering from MIT and a Master's degree in 
Electrical Engineering and Computer Science from Stanford. Bob has earned multiple patents related 
to advanced control systems, electromagnetic actuators, and sensor technology. Bob is also a sports 
enthusiast, and has spent many years couching youth football, soccer, basketball, and baseball.

Sherwin Greenblatt was the first employee of Dr. Bose, his former 
professor at MIT. As the company grew, he held the positions of
Project Engineer, Chief Engineer, Director of Engineering, Executive Vice President, and, for 15 years, 
President. After retiring from Bose, Sherwin served as the Executive Vice President and Treasurer of 
MIT and as the Executive Vice President of the MIT Alumni Association. He now volunteers his time 
as Director of the MIT Venture Mentoring Service and also is an outside advisor and Board member 
to a number of start-up companies. He currently serves on the Executive Committee of the Board of 
Trustees at the Olin College of Engineering and the Board of Directors of Bose Corporation. Sherwin 
holds B.S. and M.S. degrees in Electrical Engineering from MIT.

Sherwin Greenblatt
Past President, 

Bose Corporation

Bob Maresca
President, CEO & Chariman, 

Bose Corporation
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BOB MARESCA: Hello everybody, thank you 

very much for inviting us here today. I want to 

thank our sponsors, Raytheon, for making this 

possible. 

Rather than lecture on ethics, I will share 

some of the words that we use to describe the 

values that we as a company try to live by. Our 

goal today, mine and Sherwin’s, is to bring our 

corporate ethics to life—those values that help 

guide us through the good and tough times, 

especially in the tough times. I’ll quickly state 

our essence and values at Bose; we have a 

passion for doing things that are better. We are 

all about innovation, passion and value for the 

customers, integrity, respect, and excellence. 

Again, those are words; we hope to put a little 

bit of meat on the bones there.

When I was asked to speak here at Bentley, I 

thought it would not be fair for me to do this by 

myself without the help of my long time 

mentor and good friend, Sherwin Greenblatt, 

who was the first employee of Bose Corporation, 

before Dr. Bose was even an employee of Bose 

Corporation, as he was still a teacher back at 

MIT. Sherwin is going to go over some of the 

struggles and the challenges that Bose 

Corporation had from the beginning, and I 

mean really from the beginning. I think you will 

see how our Guiding Principles and essence 

and values were starting to form right from the 

beginning of the company. What we are going 

to do is give you some examples, some real life 

stories of challenges that we faced and how we 

use these values and these principles to help 

guide us through those challenges. So, let me 

introduce the first employee of Bose 

Corporation and the president of Bose from 

1985 to 2000, my good friend and colleague, 

Sherwin Greenblatt.

SHERWIN GREENBLATT: Bob has put up 

a slide (Fig. 1) that shows you what we call the 

“essence and values” of Bose. As you can see, it 

expresses that at Bose our commitment to 

doing things better follows from six core 

values: Innovation, Passion, Value, Integrity, 

Respect, and Excellence. But, the question you 

need to ask is where do these come from? I 

hope you don’t think that we sat around one 

day and said, “We need some ‘essence and 

values.’ Let’s write down what comes off the 

top of our head,” because that is not where they 

came from. In fact, these thoughts come from 

the very start of the company.

I was a student in 1964, working for Dr. Bose. 

I was a teaching assistant and also doing 

research work for him. One day, he said, “You 

know, some of this work that we are doing 

looks like it could be practical.” I agreed with 

him. Then he said, “You know, I think, maybe, 

The Raytheon Lectureship in Business Ethics at Bentley University

Bose: Guided by Our Principles
Bob Maresca  
President, CEO and Chairman of Bose Corporation

Sherwin Greenblatt  
Past President of Bose Corporation

October 8, 2015
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we ought to make some products out of these 

things.” I said, “Well, that’s fine, but I have other 

things I want to do in my career: I have to go to 

work and pay off my loans and things like 

that.” The same kind of story one hears from 

students today. I didn’t give it a thought, but he 

came back to me the next week and said “I 

have been thinking, and I really want to move 

forward with these ideas, and since we work so 

well together, I would like to have you, join my 

company.” I said, “What company? What are 

you talking about?” He explained that he was 

thinking of starting one. My career took a real 

turn, and suddenly I thought about going to 

work for a start-up company, which was 

practically unheard of in those days. I wanted 

to know more about what we would be doing. I 

joined a series of meetings in which we 

discussed what this company would be like. We 

are fortunate that Chuck Hieken is here with us 

today. He sat in on those meetings as well. We 

began to think about why we wanted to have a 

company. I was thinking, well, we want to take 

this technology and make products out of it, 

but that is not really what came out of the 

discussions. What came out was something 

that was a much broader ambition and caused 

us to look up from the details of what we were 

doing and think about what our future might 

be. Here is the statement, as I would express it 

today, that we set down back then. We wanted 

to use technology, new technology, and the 

creativity of all the people that we worked with, 

to develop products…although we didn’t know 

if they would be products or services. We didn’t 

know exactly what we were going to do. What 

we did know is that we wanted to provide real 

and demonstrable benefits to people. We were 

sick of watching commercials that claimed 

wonderful things that obviously weren’t true or 

that claimed benefits that nobody could ever 

tell were a benefit. We wanted to have products 

where you could demonstrate these benefits. 

That was very important.

We began to talk about what we would base 

the company on and what the character of the 

At Bose we have a passion for doing
things that are better:

We apply the highest level of scientific
inquiry and invention to the discovery of
new concepts and the development of
new products.

We create experiences for our customers
that are enlightening, unique, and delightful.

We seek to develop an environment that
challenges us to pursue excellence and to
reach our fullest human potential.

Bose Essence and Values

V A L U E
Together, we
create value for
our customers.

INNOVATION
We encourage
innovation in all
aspects of our work.

PASSION
We have a passion for
what we do and what
Bose stands for.

RESPECT
We treat
others with
respect.

INTEGRITY
We conduct
our business
with integrity.

EXCELLENCE
We pursue
excellence in
everything we do.

Bose Essence and Values At Bose we have a passion for doing 
things that are better:

We apply the highest level of 
scientific inquiry and invention to 
the discovery of new concepts and 
the development of new products.

We create experiences for our 
customers that are enlightening, 
unique, and delightful.

We seek to develop an environment 
that challenges us to pursue 
excellence and to reach our fullest 
human potential.

EXCELLENCE
We pursue 
excellence in 
everything we do.

INTEGRITY
We conduct 
our business 
with integrity.

RESPECT
We treat 
others with 
respect.

PASSION
We have a passion 
for what we do and 
what Bose stands for.

INNOVATION
We encourage 
innovation in all 
aspects of our work.

VALUE
Together, we 
create value for 
our customers.
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company would be. We came up with a number 

of action points that we felt we wanted to build 

into the company as we formed it. I have called 

these our “Founding Principles.” We wanted a 

company where we brought good people 

together. Dr. Bose said one of the good things 

about being at a university like MIT was having 

good people coming to work together, which 

creates an environment that is very special. He 

wanted to create an environment where we 

would have all really good and capable people. 

We recognized that if we had good people, and 

we expected them to stay with the company, 

we had to create in our environment a freedom 

for people to grow. We had to encourage people 

to learn new things, to learn about where the 

company might be going, and to prepare 

ourselves either through work inside the 

company or maybe with continuing education 

in some form outside. We needed to provide 

opportunities within the company so people 

could take their skills and use them to benefit 

others. One of the things that Dr. Bose felt 

strongly about is that we had to have built into 

the company the thought that we were playing 

for the long run. His observation was that so 

many of the companies in those days were all 

focused on the short term, i.e., what would 

happen at the end of the month or at the end 

of the quarter. And they weren’t thinking about 

where they were going or what the future was 

like. His thinking was that business may be a 

little like a chess game. If we can play two, or 

three, or four moves ahead of everyone else, 

surely that would be a way that our company 

could become a winner. We always had to think 

about the long run, not that you can ignore the 

short run. If you forget about the end of the 

month or the end of the quarter and only think 

about the future, then there may not be a 

future—you could lose it all. We had to have a 

balance within the company. And finally, just as 

at MIT the emphasis is on excellence, we 

wanted to build a company where our 

emphasis in everything that we did was 

excellent. The thought was, “If you can’t do 

something with excellence, why do it at all?” 

Those are what I call the “Founding 

Principles”—easy to say, but a lot harder to do 

in real life.

And, with that, we started the company. In 

this photo (Fig. 2), you can see the first building 

that we moved in to. It’s in East Natick, in a 

small industrial park. Believe it or not, the 

building still looks like this today, 50 years later. 

We just started with ambitions; we didn’t know 

what products we were going to build. We had 

some technologies that we thought would be 

useful. We started as a military contractor 

because that was the only way we could keep a 

roof over our heads. We had some technology 

that the military was interested in. 

Interestingly enough, in the first year, I was the 

only employee in the company. So, not only 

was I the engineer, but I also answered the 

phone and I did the accounting and the 

books… it was a checkbook at the time.

Among other things, I was the company 

photographer. I took this picture for a brochure 

for our military business that explained that 

these were the facilities where we were offering 

to do the work. This picture was very carefully 

taken. Notice how all the blinds are drawn so 

you can’t see inside—that’s because there was 

nothing inside; we couldn’t afford any 

furniture! Also, notice that there are some cars 

parked here. The car on the right is my car, and 

The original Bose facility in East Natick, MA. (photo by 
S. Greenblatt)
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the car on the left belongs to an employee of 

the company next door. I asked him if he could 

park it there for the picture because there was 

no one else in the building. Well, it worked. We 

got off the ground with ideas in electronics and 

the company was beginning to grow.

The thing we really wanted to explore were 

acoustics and audio; that is what Dr. Bose loved 

and it brought me to the company. This was our 

guiding question: How can we bring the sound 

that we experience in a concert hall into 

people’s homes? That is where we brought a lot 

of the research work we had done at MIT to our 

company. It was in the second year that we 

finally developed a product based on those 

ideas: we called it the 2201 loud speaker (Fig. 3). 

It was very strange looking. I could tell you lots 

of stories about this, but, sufficed to say that 

you put it in the corner of your room and if you 

wanted stereo, you had to have one in each of 

two corners of your room. It looked very 

strange. It was unlike any other speaker on the 

market, and because it was all hand-made it 

was very, very expensive. It sounded 

magnificent, better than anything else 

available. Unfortunately, there was nobody who 

could buy and use it. How many people have a 

room for listening to music, where there are 

two corners for loud speakers and people had 

to sit somewhere in between? It was great in 

the laboratory, but it wasn’t a realistic product. 

We were enthused about selling the product 

and we tried and tried, but after about two 

years, we realized that it was not going to be 

successful. The company was in a bind. It was 

1967. We had two businesses: one of which was 

reasonably successful, the other of which was 

failing. We were running out of resources. We 

were working about 12 to 14 hours a day, 7 days 

a week, 365 days a year. When you’re young you 

can do that, but even when you’re young, after 

a while, it catches up with you. Now, in our 

third year, we were beginning to become ill. We 

just couldn’t keep the pace up. The thought 

was, let’s drop the unsuccessful business and 

continue the one that is moving forward, and 

maybe we will build a modest size business 

with the technology that we had. That was 

what the head said, but the heart said, “We 

have got something that could be fabulous and 

make many, many people happy. It could make 

a difference in people’s lives. We have to figure 

out what to do with this.” So, we said, “Let’s try 

once more. We’ll see if we can take everything 

that we have learned from this failure and 

think about a different way to do it.” If we 

succeed, we would have to move forward. If 

not, we all agreed, we would give up the audio 

business and work for the government, which 

Bose's first loud speaker, the 2201.
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would be our business.

The summer of 1967 was very exciting and 

creative. Dr. Bose came up with some fabulous 

ideas. Some of the other engineers also had 

some significant contributions. The result was 

what I can only describe as a breakthrough 

invention in the audio field: the model 901® 

loud speaker (Fig. 4). Some of you that have 

been around for a while may remember this 

product, although, believe it or not, it still is 

sold today. It incorporated all the ideas that we 

had developed through out research over the 

years in a product that was practical, could fit 

in people’s homes, and was affordable. It 

addressed a developing marketplace for good 

sound in people’s homes. It was a turning point 

in the company. Within a few years, we became 

a company that was in the audio business, and 

it became much bigger than the contracting 

business. We went from being a name nobody 

had ever heard of to a leader in the field.

About a year and a half or two years after we 

introduced the 901®, we were having a meeting 

with our bankers. (That was a time when 

bankers would make house calls.) They were 

reviewing our financial statements because we 

had borrowed money to finance all of this 

growth and said, “You are very successful. 

Congratulations, this is fabulous. We are very 

pleased to see this. And, of course, you know 

that now that you are this successful, you will 

have to take your company public in order to 

afford your growth, and we would love to help 

you with your public offering.” Of course, they 

wanted a piece of the action.

Dr. Bose and I listened and thanked them for 

their help, and I can remember sitting at our 

conference table, and Dr. Bose and I looked at 

each other and said, “This is what it’s all about? 

We have worked so hard for this success and 

now we are going to have to sell our company 

to some other people who will control our 

future?” It was just so depressing. We weren’t 

business people; we were engineers, and didn’t 

really understand what was going on. So, we 

sat down and did an analysis, from an 

engineering point of view, of how a business 

works. Now, you have to remember that this 

was a time where there were no personal 

computers, there was no Excel; there was only 

pencils and paper. Although it was a relatively 

simple analysis by today’s standards, it was 

pretty complicated. It took me about two weeks 

to do all the math and work it through. When 

we finished, we concluded that there were 

other paths and that we didn’t have to sell our 

company to someone else. The option that was 

most attractive to us was to earn more money 

to grow. It sounds simple, and not knowing how 

difficult that would be for a conventional 

business, we simply said we’ll find ideas and 

products that are so desirable to people that 

they’ll pay us enough money so we can afford 

to finance the growth. As simple as that 

sounds, that’s how Bose Corporation was built 

and to this day, that’s how Bose Corporation is 

run. Out of that came what I call the operating 

corollaries of the company.

■  One: if we want control of our future, we need 
to remain privately held;

■  Two: if we want to retain our good employees, 
we have to create opportunities for them and 
to do that, we have to grow continuously;

Bose's first commercially successful product, the 901® 
loud speaker.
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■  Finally, to do all this, we have to finance the 
company internally through profits.

We thought we had learned all of our 

lessons. We thought now we knew how to run 

the company. And really, that was good for 

about six or seven years, but then there was 

one more lesson that we had to learn and it 

was a very difficult one. In 1980, we wanted to 

get into a new audio field; we wanted to put 

sound systems in cars. The methodology that 

we wanted to explore was to build a premium 

quality sound system into a car. Today, that’s 

common, but then, it had never been done 

before. When you bought a car from the 

manufacturer the sound systems were usually 

mediocre. And if you wanted good sound in 

your car, you took it to a car specialist who 

would take the sound system out that came 

with the car and put in one that somebody else 

made. But, who wants to buy a new car and cut 

holes in it? The thought we had was to work 

with a car company, and design the system into 

the car. We were able to convince General 

Motors to work with us and allow us to put the 

sound system in a car. We elected to work with 

the Cadillac division of GM because at that 

time, Cadillac was on top of the world in terms 

of the quality and image of its cars. We wanted 

to start with that good image and enhance it, 

thereby enhancing ours as well. A lot of people 

told us that that was foolhardy. They said 

people who buy Cadillacs don’t want to listen 

to good sound. It was thought that good sound 

was only for young people who wanted to 

listen to loud rock or something like that. But 

in fact, everybody likes good music; everybody 

likes good sound. It may not be the same music 

or sound you and I like, but everybody likes 

good sound.

We convinced GM, but to obtain the business, 

we had to agree to pay for the development 

ourselves. GM would pay for its part of the 

development, and we would pay for our part. 

And, as we learned, that was a bet-your-

company kind of decision, because if it failed, 

we would have been so far in debt we couldn’t 

have recovered. We didn’t have enough money 

to finance the project. We borrowed from banks 

and they were happy to lend to us because 

times were good and everything was going well. 

Two years into the development, the great 

recession of 1980 began and so did a local 

recession. For those of you that weren’t 

around—which is probably most people here—

can you imagine borrowing at interest rates 

that approached 20%? It’s unimaginable today. 

But, that was the situation. The bank that we 

were with got very nervous. “Nervous” is an 

understatement; they panicked. They 

reassessed their entire loan portfolio, and they 

looked at this crazy business that we wanted to 

do with GM, for which nobody knew whether 

there would be a market. They decided that as 

part of pulling back on their loans generally, 

they would pull back on their loan to Bose. 

They informed us in a very nice way that they 

would like us to pay their loan back, and they 

didn’t want to lend us any more money. They 

were kind enough to give us eight weeks. We 

were in big trouble. We were in the middle of 

the product development process, and we 

didn’t have the money. Fortunately, GM stepped 

forward, and they used their considerable 

influence to have another bank lend us money. 

If it were not for that, there would probably not 

be a Bose Corporation today, but we learned 

something about controlling our future.

This is a photo of the 1982 Cadillac Seville. 

This was the first one with a Bose premium 

sound system. It was truly a breakthrough in 

The 1982 Cadillac Seville, which came with the 
premium Bose sound system.
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sound. It was an option on the car, and it was 

estimated that fewer than 15% of owners would 

elect to get it. However, it became the largest 

elected option in the car; almost everyone 

chose to have the premium sound system. We 

learned that in order to control risks, we had to 

make sure that every risk was one that we 

could manage. And, in fact, borrowing money is 

not the best way to finance your business if you 

are betting money on it. That is a mistake we 

did not make again. 

Bob, I’m going to turn this over to you; I know 

you’ve got some other things you want to talk 

about.

BOB MARESCA: Thank you very much, 

Sherwin. I’m glad you told the story about our 

automotive work. I joined the company in 1986 

to work on another project that was not 

audio-related, but strictly devoted to research. I 

had gone to MIT and went to work for Hewlett-

Packard and in 1986, I came to Bose to work in 

research. My aspiration was to be a researcher 

my whole life. I had no intentions in getting 

into business; I certainly had no business 

training. So, for ten years at Bose, from 1986 to 

1996, I worked on a research project.

I want to tell you about a challenge that was 

presented to me in 1997. I entitle this “The 

Technology that Almost Wasn’t.” Sherwin 

talked about the car and how Bose almost 

wasn’t, and we certainly would not have had 

premium sound in the Cadillac had we not 

succeeded. We learned some very valuable 

lessons. Then, in 1997, we had another 

challenge. We had a very promising technology 

called “Noise Reduction Technology.” You 

probably all know about Noise Reduction 

Technology today, but at the time, there was 

very little knowledge of noise reduction. We 

had some patents and some ideas, and we 

actually worked with the military and pilots to 

provide noise canceling technology. The only 

problem with that is that we had been at it 

from around 1985 to 1997, and we lost a lot of 

money. In ’97, I was called to Dr. Bose’s office. I 

thought we were going to talk about the 

research project, but he said to me, “Bob, you 

know we have this noise reduction business” 

and I said, “Yeah, I have heard about it. It’s a 

really great technology.” He said, “We need 

someone to run it.” So, I started to think about 

people that might be qualified to run it, and 

gave him some ideas. He then said, “Well, 

actually, I was thinking of you.” I looked behind 

me to see if there was someone else in the 

room, and I said, “Look, I have no business 

training whatsoever. I have no desire to get into 

business; I just wanted to work on the research 

project.” Now, you haven’t met Dr. Bose, but he 

was a very convincing guy and somehow 

convinced me to give this a shot. 

I went down to meet the folks in the noise 

reduction technology group, and I found out 

that they had been losing money for a long 

time. I remember not knowing what gross 

margin was, but, I remember getting a call from 

the CFO of the corporation who invited me up 

for a cup of coffee in the corporate center. I had 

never been in the corporate center because I 

was always in the labs. I went up there, had a 

cup of coffee, exchanged some pleasantries, 

and finally I said, “Hey, I know this cup of coffee 

isn’t for free. What’s on your mind?” He looked 

at me and got really serious and said, “Bob, we 

have been at this business for almost ten years 

and we have lost $50 million, and we are going 

to lose another $6 million this year. How are we 

going to convince the chairman to shut down Noise Reduction Technology: Aviation Headset
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this business?” I looked at him and said, “Gee, 

he just asked me to run it last week. I don’t 

really know what I’m doing, so let me go talk to 

him.” So, I went to Dr. Bose’s office the next day. 

I was a little more diplomatic with him, but I 

finally said, “You know, Dr. Bose, you asked me 

to run this business and I don’t know if you 

know it, but not all of your executives are as 

enthusiastic about running this business as you 

are.” He looked at me and said, “I know. They all 

want to shut it down.” And I said, “What did 

you get me into here? Do you know how much 

money we have spent on this?” He said, “No, 

how much?” I said, “Fifty million dollars.” I will 

never forget his reaction, because it was the 

ultimate teaching moment, though I didn’t 

realize it at the time. He said, “Fifty million 

dollars?! If this was a publicly traded company, 

I would have been fired years ago.” I looked at 

him and said, “You’re really not making me feel 

any better.” But, I look back at that moment in 

1997, and I now know that Dr. Bose, the 

ultimate professor and teacher, was letting me 

know that we were not a publicly-traded 

company. I asked him, “So, you still want to go 

after it?” He got very serious and said, “Bob, I 

know we have been at this for a very long time. 

I know we have made our mistakes and we 

spent a lot of money, but when I see someone 

put on those headsets in a noisy environment 

and I see that look on their face, I know we 

have a technology that has real benefits for 

people. There must be a way we can make a 

successful business out of this.” I looked at him 

and said, “Well, I have no idea how to do it.” He 

looked at me and said, “I don’t know either, but 

we are going to keep trying.” I left there with 

my marching orders and went down and got 

the team together. Things were pretty dark. We 

had lost $50 million, and were scheduled to 

lose another $6 million that year, and we did. 

We got together, and I said, “What is the 

essence of what we have to do to turn this 

thing around?” Many of us had worked with Dr. 

Bose and Sherwin, and what I’m going to show 

you now is what we call the Guiding Principles. 

I don’t want to take credit for authorship, 

because we were really only articulating what 

we learned from the founder of the company.

Those Guiding Principles were centered on 

four things: The first one is about innovation 

and technology to deliver real benefits to real 

people.

The second one is about creating an 

environment of teamwork and collaboration 

that inspires our best people to stay and other 

people to join to create an environment where 

people can unleash their creativity and invent 

new things. 

The third one is about growth. We are a 

privately-held company; if Bose were a 

publicly-traded company, we would need to 

generate growth for stockholder value. So, why 

did we need to grow? There are two reasons for 

growth: The first is that we want to grow to 

reach more people with the benefits of our 

technology.

It’s really a measure of how well we are doing 

on the first guiding principle. Because, if we 

generate technology that does not benefit 

people, we aren’t going to grow. Growth is a 

validation that our work matters and that we 

are focusing on providing real benefits to 

people. The second one is, as Sherwin 

mentioned, that we want to create a dynamic 

environment where excellent people, talented 

people, have an opportunity to grow their 

careers and do new things as we develop new 

The Bose Guiding 
Principles:

■ Innovation & Technology 

■ Teamwork & Collaboration 

■ Growth 

■ Financial Viability
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businesses. The first three for me are really 

inspirational. That’s why I work at this 

company, that’s why I came to this company, 

and that’s what I talk to people about in the 

company. The fourth one is the practical one, 

the money one. We have to be financially viable 

so that we can self-fund innovation, research, 

and growth over the long run.

What happened? Let me go back for a 

second. In 1997, we lost the $6 million as 

planned. In ‘98, we only lost $3 million, which 

was a big step in the right direction. We 

delivered our product for the military, we 

reduced the costs of manufacturing, achieved 

quality, and had an aviation product. In 1999, 

we made our first $1 of profit; we took that 

dollar bill and put it in a frame. It’s still hanging 

on a wall at our headquarters today. Then, one 

of our engineers, a good friend of mine, Roman 

Sapiejewski, had a very good idea about how 

we could reduce the size and weight of this 

technology and put it into a consumer product. 

In 2000, we came out with the first consumer 

noise canceling headset. You might have seen 

people using them on planes when you’re 

traveling. We started to generate some profit to 

pay back the $59 million in development costs. 

It took us a number of years to pay that back, 

but this is what we mean by self-funding; if we 

are going to make a $59 million investment, 

sooner or later we have to pay for that. This 

division now makes products like the Noise 

Canceling Headphones, the QC-25, and self-

funds its business, and also helps us to 

self-fund research for new businesses that are 

yet to be profitable today.

You might have seen Bose Noise Canceling 

Technology on the sideline of the NFL. The NFL 

came to us in early 2013, and if you recall, 

Motorola used to be on the headsets. When the 

NFL was in the process of finding another 

sponsor, they approached us and wanted us to 

employ our exclusive noise canceling 

technology to improve communications on the 

sidelines.

We first said, “I’m not sure that that makes 

sense because we wouldn’t do this unless we 

could contribute a great deal to the experiences 

of the coaches and right now, we don’t have a 

product.” They said, “Well we need it by 

September, and you have one opportunity to 

take advantage of this.” We said, “Well, you 

know what, we don’t believe that we can create 

a product that we’ll be proud of by September, 

so thank you very much, but please find 

another company.” But, the NFL did not give up; 

they kept after us. Some of our folks said, “We 

might be able to take some of the products we 

have now for the military and private pilots 

and use the learning that could make a 

difference in the game and provide much better 

communication through the headsets, but we 

know we can’t do it by September of 2013.” I 

don’t know if you recall, but all through the 

2013 season there was no company logo on the 

headset, it was the NFL logo; they waited a year 

for us. In 2014, we had the technology down, 

and that’s when we decided to go with the NFL. 

If we were publicly-traded, we probably would 

have had a lot of pressure to deliver in 2013, 

whether it was good quality or not, but we were 

able to take a principled stand and not deliver a 

product unless it was excellent.

Here is another example. I mentioned to you 

I came to work at Bose on a research project in 

1986. It was an “active suspension project,” and 

we worked on it for many, many years.

New England Patriot's Coach Bill Belichick
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Mr. Maresca and Mr. Greenblatt showed a video 

on The Bose [Automobile] Suspension System: The 

narrator states, “Next, we’ll take the vehicles over a 

bump course: first, the unmodified luxury sedan and 

then, the Bosesuspension vehicle, and finally, a 

sports car.” The video shows that in the two cars 

without the Bose suspension system, the driver bobs 

about dramatically. The car with the Bose system, 

however, glides over the bumps as if floating on air.

Through this program, we created the best 

riding car in the world. It was also the most 

complicated car in the world, the heaviest car 

in the world, and the most expensive car in the 

world. But, it was the best riding, and we took 

great pride in that! It was a technical tour-de-

force. In fact, we introduced it in 2004 and 

Popular Science gave it a “Best of What’s New” 

award in automotive technology. How many of 

you are driving one of those? It was a technical 

success, but not a commercial success. We 

worked on that for over 20 years. We probably 

put over $70 to 80 million into the work, and we 

actually did not get a return on that. But, when 

you’re a company that is so focused on doing 

things that have real benefits for people, you 

don’t give up. One of the engineers on our 

project said, “You know, we magnetically 

suspended that whole car, but what would 

happen if we magnetically suspend the seat for 

truck drivers, for whom driving is an 

occupational hazard since they get shaken 

around all the time?” We took that 

technology—those decades of learning and 

millions of dollars invested—and we went after 

an application that had real benefits for people, 

not just comfort benefits, but safety and health 

benefits. It turns out when you’re driving down 

the road in a truck and you are getting shaken 

all over the place, it is hard to pick out 

obstacles in the road. The vibration causes lots 

of fatigue and, of course, there are tons of back 

problems.

Our technology delivers real benefits for 

people. A study done by the TCA (Truckload 

Carriers Association) reports on fatigue; a large 

majority of people found that fatigue was 

interfering with their job and their work. And 

with the Bose Ride, it’s much less pronounced. 

We know that we have a technology that has 

real benefits for people. We have come full 

circle. There must be a way we can make a 

successful business out of this. I’m telling you 

right now, we are right where we were in 1980 

with automotive, when we made the 

investment, but we hadn’t figured out a way to 

pay for it.

We were right where we were in 1997, with 

noise cancellation technology, where we made 

a big investment, but we hadn’t figured out how 

to make it profitable yet. There are probably 

around five to ten thousand truck drivers 

driving around with this today, but we need 

many more truck drivers to make this work as 

a business. It is a new technology that people 

don’t know about, so it is not just the technical 

problem, but a business problem of how to get 

our message out. I look forward to the day 

when we are telling you the success story about 

Bose Ride.

Bose has been around for 50 years. We have 

been guided by our principles and our values, 

and today you can see Bose products 

everywhere—at home, on the road, and in 

concert at some of the finest venues in the 

world including the Boston Opera House. 

Anywhere where sound is important, you find 

Bose, and it didn’t happen by accident; it 

happened by us following our Guiding 

Principles and values.

So, what about the future? Will we continue 

to innovate and invest in the long run? Will we 

remain privately held? Before closing, I want to 

talk to you a little about the future.

Mr. Maresca and Mr. Greenblatt showed a video 

that begins with Dr. Amar Bose speaking:

“You’ll never make any more progress than what 

you can imagine. I think it was Albert Schweitzer 

that said, ‘What is bad is not that man lives and 

dies, but what dies within man while he lives.’ And 

perhaps what’s the most important thing that dies 
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within man as he lives is his imagination. The thing 

that keeps you going and keeps you creative is to 

never lose your imagination and always dream of 

things that are better and think of ways to reach 

those things.” The video continues with the former 

president of the Massachusetts Institute of 

Technology, Dr. Susan Hockfield, describing a 

meeting she had with Dr. Bose: “I came into my 

office and I remember exactly how we were sitting 

and I never really worried what we were going to 

talk about because the conversation flowed quite 

easily and naturally from one topic to the next. And 

he [Dr. Amar Bose] told me that he decided to give 

the majority of the Bose Corporation to MIT, and I 

remember sitting there having tears coming to my 

eyes and looking at him trying to figure out what he 

had just said. I stammered insufficient thanks but 

then I said, ‘But, you’ve neglected to tell me 

something very important.’ And he said, ‘What’s 

that?’ And I said, ‘What would you like MIT to do 

with these resources?’ And he said, ‘Whatever you 

think is best.’ The gift is an actual remarkable gift of 

generosity. We benefit from how well the company 

runs itself, but we have no say on how the company 

should run itself. You can only marvel at the 

concept."

The gift from Dr. Bose to MIT is in the form of 

non-voting shares, and they can’t sell them. So, 

Bose remains privately held, and we continue 

to run the company according to our Guiding 

The Massachusetts Institute of Technology was the 
recipient of a major gift from Bose.

Principles and values. And one of the nice 

things is it feels like the best is yet to come. The 

first 50 years were phenomenal, but we have an 

environment at Bose where creative people 

who are passionate about what they are doing, 

and we as a company are committed to 

continuing to invest in the long run to create 

products that deliver real value to people.

With that, I want to thank you for your 

attention and open up the floor to any 

questions you have.
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Below are highlights of Bob Maresca and Sherwin Greenblatt's  
question-and-answer session with Bentley University students, faculty, 
staff, and guests.

QUESTION: Bose is known for its sound systems, 
and I was curious about what steps you have 
taken to get the message out that Bose is doing 
other things such as the Bose seat you spoke 
about earlier?

BOB MARESCA: We’re a very private company, 

and we haven’t told people very much about 

ourselves. However, in this case, we certainly 

need truck drivers to know about it, and more 

importantly the truck manufacturers and the 

truck fleet owners, so that they can see that 

this is not only a health benefit to their 

customers but also a benefit to their business. 

We have focused on trade shows, the 

Mid-America Trucking Show, and advertised on 

radio so we can get the message out to them. 

We haven’t really thought about sharing it 

broadly because our focus is on getting it to 

people who could most benefit from this 

product, not that we’re trying to keep this a 

secret by any means.

QUESTION: This was a wonderful presentation. 
You took a pretty expensive route in creating your 
products, but you have a business strategy for it, 
and your ethics are obviously in the right place. 
You’ve been in the automotive industry for a long 
time. We’ve seen so many companies in that 
sector being underhanded in their engineering 
decisions. What is it about the automotive 
industry that makes it so tough for many 
companies to be ethical?

BOB MARESCA: We have experienced some 

unethical behaviors with companies that we’ve 

done business with and walked away from a lot 

of business. I can give one example: There was 

one company with which we had a significant 

business relationship for ten to fifteen years. 

They asked us to put together the best sound 

system we could regardless of cost. They said 

that they just wanted their engineer to see it 

and see what the best is. We worked very hard 

and created a phenomenal sound system, and 
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then took it to the company. (I don’t want to 

divulge their name. That’s another principle we 

have, which is never to speak negatively of our 

competitors.) They ended up showing the 

prototype to our competitors and then gave the 

business to the lowest bidder. We had 

significant business with this company—about 

$50 million dollars of business—and we walked 

away from them because we refused to do 

business with a company we couldn’t trust. 

That hurts.  It’s hard to replace $50 million 

worth of business, but we demand that we 

work with ethical companies. If we were a 

publicly held company, we probably would have 

gotten beaten up for that because the quarterly 

sales and profit would look bad, but in the 

long-term, the relationship is what counts and 

we need to work with people we can trust.

SHERWIN GREENBLATT: I don’t think it’s only 

the auto industry. I think in any industry where 

there are a number of competitors, you will find 

a whole range of approaches to business. You 

will always find some people who are looking to 

cut the corner or to gain some advantage by not 

being straightforward or honest. It just seems 

to be a way of life. More often than not, that 

kind of behavior is exposed sooner or later and 

the company in the end does not do very well.  

We are seeing that right now. Who knows when 

Volkswagen will recover from this recent 

emissions scandal, for example. Our feeling has 

always been, as Bob indicated, that we’re going 

to be here for a long time. If we engage, or think 

about engaging in any of those activities, 

eventually it will come back to us and it will 

hurt our reputation. It is a lot easier to tarnish a 

reputation than to build it. One bad act that 

becomes publicly known can tarnish your 

entire lifetime reputation. And it takes many, 

many, many acts of doing the right thing before 

your reputation is established. So again, if you 

are playing for the long run, you just don’t do 

those things.

BOB MARESCA: You can imagine the sense of 

responsibly I have standing on the shoulders of 

giants who for 50 years have acted ethically; I 

am not letting them down. I’ll give you a good 

example; ten years ago, when I was still 

running the Noise Reduction business, we were 

approached by a huge cell phone manufacturer.  

They said, “Hey, we really want Bose sound in 

our cell phone,” which sounded like a 

reasonable thing to do. We told them to send 

over the next generation model of their cell 

phone, and we’ll work in our labs to put good 

sound in there. We worked for three or four 

months to put together a prototype.  It didn’t 

look pretty, but it had really good sound. We 

took it down to their headquarters. Our 

engineers were excited because it had really 

good sound. We demonstrated it, and they got 

all excited. We thought this would be great, and 

we would have a partnership here. They said to 

leave the prototype with them, and they would 

look at it. We came back for a business meeting 

about a month later. When we got there they 

said they looked at the prototype very carefully 

and it sounded fantastic, but didn’t think they 

would go with that speaker. They said it was a 

little bit too big and expensive, and that they 

were not able to seal the back cavity in the 

manufacturing because it would be too 

expensive. The executive then said that they 

couldn’t give us the volume either, but they 

could give us a dollar for every cell phone they 

sold with the Bose logo. I told them, “No.” He 

looked at me like I had three heads and said 

this is free money, and asked if we had any idea 

how many cell phones they sell. However, if I 

were to put the Bose name on a product that 

doesn’t sound good, the first year, we would 

make a ton of money and they’d sell a lot of cell 

phones, but people would see the Bose name 

and say, “This sounds like any other cell phone.” 

I would have reneged on the trust that we have 

with our customers.  I didn’t care how much 

money they were offering me; it was an easy 

decision to make. I didn’t even hesitate. I knew 

our values and Guiding Principles, as taught to 
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me by Sherwin and Dr. Bose, and those made it 

an easy decision.

QUESTION: In terms of corporate social 
responsibility, what advancements has Bose made 
over the years, not only in terms of the internal 
management of your company, but also with 
respects to the community and environment?

BOB MARESCA: I’m glad you asked the 

question. In terms of being friendly to the 

environment as a manufacturer, we are very 

careful with any kind of volatile organic 

compounds (VOCs) so as to reduce or eliminate 

them in manufacturing. Our waste is recycled, 

and in fact, in one of our plants all of the 

pallets are ground up and burned to heat the 

plant. We ask all of our employees to put their 

ideas out there, and that was an employee idea.

Has anybody seen where the Bose headquarters 

is located, up on a mountain in Framingham? 

That mountain has a huge south-facing slope. 

We are planning to cover that with solar panels 

and generate enough electricity to power our 

corporate center. These things, believe it or not, 

are not top-down driven, they are driven from 

our employees. They are so engaged and come 

up with valuable ideas. Of course, we can’t 

afford to do all of them, so we have to pace 

them, but we are very committed to becoming a 

responsible corporate citizen.

Another way is through donations—we are 

heavily involved with United Way. Bose 

matches all employee donations to United Way. 

We’ve gotten involved with some of Russell 

Wilson’s charities, Larry Fitzgerald’s charities, 

and certainly with the Patriots Charitable 

Foundation. This summer I took a trip out to 

the Ron Burton Training Village. Ron Burton was 

an inspirational football player for the New 

England Patriots. He took all of the money he 

had, bought 80 acres of land out in 

Hubbardston, MA and created a camp for 

underprivileged kids. Some of their stories are 

just unbelievable. They are 11 to 18 year-olds; 

twenty of them go out there each year. They 

teach discipline, faith, respect, and team sports. 

They get up at 4:30 in the morning and run 

seven miles before breakfast. Then, they go to 

breakfast, have mandatory study, play team 

sports, get personal training, get faith-based 

teaching, and go to bed because they’re tired 

and have to get up at 4:30 in the morning. Some 

of these folks come from disadvantaged 

backgrounds. Just remarkable stories. One of 

the folks there interviewed me and he acted 

very respectfully to me, but I felt in awe of him 

because he had become such an unbelievable 

young man. He is going to college now, and he 

never would have if it weren’t for the Ron 

Burton Training Village. A number of us from 

Bose are involved in supporting it. I went out 

there to speak to the kids. We are human 

beings at Bose, we care about the environment, 

we care about corporate social responsibly, but 

I’m not going to take personal credit for that. I 

give it to the employees at the company who 

are really the ones who make that happen.

SHERWIN GREENBLATT: Social responsibility is 

always on the mind of the employees. They 

want to do theright thing and part of doing the 

right thing is to worry about the environment, 

to worry about the rights of people, and so on. 

I’ll tell you just one story that goes back a-ways, 

which opened my eyes. At that time, we were 

doing most of our manufacturing in 

Massachusetts.  Some of the folks in the 

manufacturing area came and said, “We have a 

soldering process that we use.” And they said, 

“The thing is, the process gives off vapors and 

some of the remains are not very clean, and we 

think that we are harming the environment. So, 

we would like to put in a new system that is 

inherently clean.” They made the argument that 

this is going to cost some money, but it was the 

right thing to do. I didn’t like and still don’t like 

spending money that we don’t have to, but they 

convinced me, and we did it. About six to nine 

months later, I was touring the area, and I 

asked about the new system—how it was 
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working, and how costly it was. They said, “It’s a 

funny thing, because we got rid of the bad 

chemicals, we don’t have to spend money on 

recycling and collecting and what not, and so 

we are saving all that money. And, because we 

really took a good look at the process, we 

actually improved it over what it was before. 

We get far fewer defects and problems than we 

had before. In fact, if we look at the whole 

thing, we are saving a considerable amount of 

money.” To me, that was, “Wow!” If you look at a 

negative from the right way, it becomes a 

positive, and it led to a lot of the support for 

what we were doing.
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