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Securing success by

connecting strategy to
business value
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Table Introductions |

Introduce yourself to your “partner” to your right:

= Name, company and role

= Your Work - current initiative, goal or task

that requires you to work with multiple key .
stakeholders?

= Business impact and relevance?
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Completion Success?

Standish Group Statistics

B 31% of projects are canceled
before finished.

™ 53% of completed projects are completed,
but impaired.

— Average cost overruns of 189%

— Average time overruns of 222%

M 16% of projects are completed on time,
on budget, and on scope.

Standish Group survey results can be found at http://www.standishgroup.com <>
CELEMI

EEEEEEEEEEEEEEEEEE



|I|| IHII|I|||II|III

*‘j LEADERSHIP SUCCESS

A Common Experience

In hindsight, things tend to look very different.

What challenges do you face?
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Hindsight Observations

= Focus on task, time and resources not the

business connection. Top management
= Management
not fully aligned, informed or committed.
= Team The project team
didn’t have the right competencies,
perspectives or resources. l
= Qrganization (end users)
didn’t buy in — not a good solution or they The organization
couldn’t see the value to them or their business

concerns.

What risk does failure pose to you

professionally and personally? <
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Welcome to the Cayenne Team

This is the scenario:

= An implementation just finished.
= Project a “flop.”
= 50% of the business value was tapped.

= Qverruns in costs and timeline.

Your assignment:

= Reuvisit the work - what would you do?

= Application to your own key initiative, goal or task.
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3 Success Factors

Business value

They are:

= Business value — Ultimate Value

= Cost

= Timeline

Cost — 30 Timeline — 13
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What I1s Business Value?

The probability (%) of tapping the full potential value.

= The business value is the result of the performance
and satisfaction of the key players.

Example:

Steering
group

Steering group’s performance

Team’s performance

Organization’s performance

_ Organization
Business value
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The Winner iIs...

Business value

= The team that has achieved the
highest possible business value
without exceeding the time and
cost.

Cost — 30 Timeline — 13
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6 Periods each with 5 Event Cards
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Period 1 Scopi 1st Event Card
Response
Three alternative actions
—A, BandC.
PRE-STUDY l PERIOD 1
E HOW DO YOU DECIDE TO ACT?
vent
descri ption ——» 1. Teamwork not very good A. Thorough dialog o
The IT people in the project team on ggt‘:i rfgettgsk'ggvj“efgg‘egtrfg‘:e for \
One_ hand, and those representing the understanding terms and d’iscussing
business operations on the other, are your cooperation.
having difficulties understanding each Resources
other. This is primarily due to different B. Teambuilding +— requ ired for
frames of reference and use of You set aside some time for a few each action
terminology. . teambuilding exercises in order to
As a consequence, the teamwork is not strengthen the teamwork.
the best.
v
What is C. A brief discussion
. . You think the teamwork will develop
primari |y EE— IMPACT PRIMARILY ON: as you continue working together
affected ’ Iea"; and settle for a brief team discussion.
= limeline
= Steering group
Copyright © 2005 by Celemiab Systems AB, Al rights reserved,  100500-53-02
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Definition of Resources

The assumption

= You have a certain amount of “time and energy”
set aside for dealing with upcoming issues.

The resources — what they are .

= The time and energy you spend on discussing the .
Issues, planning activities and making decisions
about which actions to take.

= \We measure it in a unit called “resources.”
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1. Teamwork not very good PERIOD 1
A fnarougn B.Teambuilding | APrief
dialog discussion
This improved Some of the The problem
mutual under- problem was remains, which
standing on the mitigated, but also influences the
team, which is neither group has steering group’s
essential a thorough under- | view of the project.
as the project standing of where
progresses. the other is coming
IMPACT from.
Business value
Steering group -1 -2
Team -1 -3
Organization
Cost -1 -1
Timeline -1 -2
Copyright © 2005-2008 by Celemiab Systems AB, Al rights reserved,  100501-24-02
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Run Period 1 — Scoping

0
prem——
Tips and Suggestion B )
= Work the process — takes time to o
get the mechanics. =R,
_ Fr——— ]
= Review one event at a time but
look at the “whole” picture. pE——
D
= Discuss, prioritize, decide on ==
actions and distribute your 12 |
resources - “place your bets”. p—
ST e ©
= Mind the time — easy to burn R
through time especially periods 1 — -
and 2 even with new 13 limit! = =
——
- @
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Register Outcome of Period 1

Performance

Business value

Steering group

Organization

Business value (%)

This  Reserve
period left

Cost - - -2 4

Timeline - -3 <+— Total your scores
(This “period”).

Calculate reserve left.
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Register Outcome of Period 1

Business value
Steering group % - <4— See scoring gauge at

Bottom of score sheet

Organization
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Your Work

= Complete Value Application
and Relationship Analyzer.

= Determine your score.

= Discuss your results and
implications with “partner.”

= Strengths and areas of
concerns?
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Run Period 2 - Requirements

As before...

= Examine and discuss the possible actions.

Distribute your 12 resources (markers).

Register the outcome.

Discuss your results and implications.

What are the connections to your work?
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SR Business value
.* Business value PERIOD 1 PERICD 2 PERIOCD 3 PERICD 4 PERIOD 5 | PERICD &
| Steering group b2 s alisil 6 |7 [a)9 [0 11 12 13 14 15]16 1715 19 20§21 /2223[24 |25 ]
100%
) Team
. Organization
. Cost 90%
_ Timeline
80%
) ALPHA
., BETA
70%
. GAMMA
60%
N
conn v/_/\_j
Legend \_/
|
== Alpha 40%
Beta
—a Gamma
30%
Cost  Time Cost Time Cost  Time Cost  Time Cost Time Cost Time
o Il 2 7 23 6 20 8 17 4 13 3 13 3
o B 19 1 17 -2 16 -2 9 -6 5 -5 5 -5
wr
2 G 19 3 14 4 10 3 2 -5 -4 -4 -4 -4
Quit
G
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Relationship Mapping
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Level of Organizational Influence
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Your Work

Determine ALL key
stakeholders critical to
success.

= Complete Relationship
Map.

= Discuss your results
and implications.

= Strengths and areas of
concerns?

= Who is "missing”?

= WITFM?

<>
CELEMI
THE POWER OF LEARNING



LEADERSHIP SUCCESS

Afutureconnect’ l 3

Developing Food Retail Leaders

E VOICE OF Ft

[

U )
00D RETAIL B

Your Work

= Agendas

= Professional?

= Personal? | *
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Cayenne Project

= Continues for 4 more periods.
= Plot thickens.
= Consequences of decisions.

= Continued application to Your Work.
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Your Work — Reflections

= AHAS?
= Key Actions?

= Creation of Value Statement
targeted at key stake holders.
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