PROGRAM PROSPECTUS

OO000dooolImmmm oodddoo

The Business System Lab
for Operating-Level Teams

A Focused Learning Experience

Elevating Frontline Competence In Strategy Implementation
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INTRODUCTION

The value propositidme Blesiyersg System Lab
t h &siystem savvy’ improves strategy execution and that this is
nowhere more true than at the operating level,
day work of the firm is thadoimpwhleed strategy
done, or undone.

Moreoyvehlis critical collective competence can
rapidly and economically Yust-auough isginative

time’ team learning experience, Where ygamipation is the
classroom, your business andhthe aoe wztudyon
your issues, in your current market reality

Theganizational outcome is a group of influen
becoming more immediately and knowledgably
strategic imperatives and change mandates ini

Tom BuchBeld Ha
Program Creators / Developers /
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PROGRAM CONSTRUCTS / Focus
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PROGRAM DESCRIPTION / RATIONALE

The Business Sysseexpressly designed for teams of operating-level
same company frontline managers, supervisors, techrioednslpercsali

whose collective day-to-day decisions and actions are increasingl
implementation of thestrcaotmgpyny

Ilts CentraimPsiss that the competence of this group will be rapidly ele
an integrated perspective on how the whiohe bsusihegslaamailyogetrksr |
the three core functiomarégetjagerasisamdnanae,d (2) the synchronizec
action of its people, fit and work together as a system to create val
the company; and (3) how collecfteeéepelfo simnamaceka dipuardplo e d
embeddedcditmr

Curent Needs and Pprerirtegsewed with client company executives, gu
in meimg theory and practice in the delivery of four progressively in
the content of each grounded in specific compgdreys & cretesitauad ac e nalic
followed by infaculctated team application projects focused on identi
opportunities wigannztteoor

Its Primary Obijt¢oiyprovide just-enouddarjnisitginntemeh of these fund
topic areas, in a focused learning experience utilizing both interact
discussion, and follow-on engagement imMiacuigho uéarinipgograje ctsssi
particip@agasnization is the classroom, their pasichdabe fodhe csasa she
firns key issues, in their current market reality

Participant Ouredatersg to elevated competence in strategy implemen
(lenhancedenwas what it takesgi@nimatieon cas a collaborative syste
(2)mmprved senstobivwianflicts, pressures and opportunities between |
(3)nerased commatmemd changes that will enhance system perform
(4pcceleratedrcaaeveloameemualification for succession to expande

responsibilities and higher positions.
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PROGRAM PHASES /| ELEMENTS

Phase One

Pe-Wrkshop Co-Diagnosis af@n€od®w)simogram instructors mee:
company executives, senior manfagershapd prraoigiam gsoafus and e
current firm challenges and opportunities.

Participant Selepimmment managers identify (up to) 24 particip
oganization who will come together as a learning team for this

Phase Two

Pe-Wrkshop Readdagticipants given selected reading assignmen
Concéotrkshop discussions.

Concept/CoWdekshopfour days). Four one-day sessions highlight
essentials in each topicpereantmtopmimdgiples and;pabteticesns
goundingoimpany cd@Goexttent Owtflinegsr 9-12)

Additionaldyevant insights from the recent writings of well-rega
been incorporated into the content of all four workshops, to act
thinking in each respective topic area.

Phase Three

ApplicatimpeRt(®ne to six months). Participants &catgageeéanniogr
projects; instructors personally provide team facilitation and m
coordination with compaefy paaférs7)

Continuing eeferReadagemmendations providedofogopmagticipants
learning: bibliography selections, copies of relevant articles, ti
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CONCEPT/CONTEXT WORKSHOPS INTEGRATION

In order to maximize the coher@dheeBasdneskeSysneaf Lab learning ex
participants, several integrative approaches/elements have been ini
of the series of folorkGbopespt

Content and delivery have been collaboratively developed and continuously improved by the program

instructors.

After having jointly originated the basic program content, each inst
other's orientation to their respective topic focus, coRtuehliegl emempts
familiarization has been gained through each instructor attending m
sessions, as well as through joint critiques at the conclusion of eac
engagement, time flow management, points made or missed, sugges
etc.).

Another benefit of instructors satdesdiinmgseischhetbpportunity to repre
complementary points from their own topic areas when appropriate 1
specific company issues arising in one session that may inform cart
succeeding sfesasliatesd benefit of this overall design is participants h
contact with both instructors.

Common models are used by both instructors to frame principles and illustrate particular topic
perspectives.

Example models are applilenk refecemices 6d MaThet Balacheresdagcor
Cash: The LifebloodThfe Baesiofe €8 leuc.

Common themes are presented and reinforced by both instructors throughout all workshop sessions.
Example themes are continuous functibusainiederae meodmpdgx adapti
the multiple dimengi@amiz affiam [@conomic, technical, social], aligni
purpose [vision, mission, values], etc.

A mini case created by the program instructors provides breakout teams with a series of quick,

focused group study experiences, designed to layer the learning through each succeeding workshop

session in the series.

An instantly understandabilreg ppoadpagsioon is introduced in a planning
MarketWogkshop; decisions reached are then used in a product desic
Workshop; the developing data in its advancing form is then used to
decision options inWwblr& shiom@mnaaed then the full functional plan is ret
in thgamizational framework presented durirvfothkehBprpose and Cultl

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 8
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MARKETING WORKSHOP (DAY 1) CONTENT OUTLINE

Marketing (the theory of the business) is abwtamiefsnding and k

Marketing Planning Elements
Business Opplssesistment
Market Segmentation Principles and Practices
CompetiAmvaelysis
Taget Market Identification and Selection
Marketing Objectives
Marketing Program Development
Marketing Mix Determination

Marketing Concpicts/T
Key Buying Influence
Distinctive Competence
Market Positioning
Unique Selling Proposition
Diferentiation
Branding
Customdpption Process /| Buyer Experience Cycle
Sales Process DTnessiotnBemaporal, Relational
Product /| Resmeces (Taoga bpAegmented)
Disciplines of Market Leaders (OE, PL, CI)
Customer Relationship Management (CRM) Systems

Marketing and Strategy Formulation and Execution
Structural (Functional ADeggramemeéntal)
Integrative Strategic Planning

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 9
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OPERATIONS WORKSHOP (DAY 2) CONTENT OUTLINE

Operations (the logic of the business) is abpodictdelivering the

Strategy-Driven Operations Management
Strategidaahidcal Decisions
Current Directions in Operations Management
Emging Competitive Battlegrounds

New ®duct/Service Design
DFM, DFD, and other Design-For Strategies
Quality Function Deployment (QFD)

Pocess Design Key Considerations
Strategic Process Investment
Unique Challenges of Service Processes
Measuring Performance at the Process Level
The Balanced R@@rreocecrtd to Measurement

Strategiccss lowvement
Lean Philosophies
Six Sigma Philosoqpdlice §eagd, FMEA)
Re-engineering Processes
ValuknalysisvValu®e Streams

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 10
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FINANCE WORKSHOP (DAY 3) CONTENT OUTLINE

Finance (thelanguage of the business) is about making sound decisions withmoney .

FinancAalk oun tHisgprical Measurement [Brief Overview]
The Basdcounting Equation

Primary Financial Statements: Balance Sheet, Income, Cas

FinancAalalysitee Perspe¢BimMmes Overview]
Management PerspdotigeetdalProfits
Owner Perspective: Market Indicators, Comparative Perforr
Lender PerspectiveDdhtuidvegrage

ManageA®@dto untOpaational Decision Making [Major Emphasis]
Cost Behavior

BreakeApalysis
Make or Buy Decisions
Working Capital
CurréAstsets and Liabilities
The Cash Cycle
Capital Expenditures
Tim&alue of Money
Budgets as Business Blueprints
Allocation Budgets
Flexible Budgeting

Alternatigceounting Concept[sBEedt8mmsvey]
Activity Based Costing (ABC)
Econoimatukdded AEV
Cost of Quality (COQ)
Othd&rccounting Models

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Pagd 1
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PURPOSE/CULTURE WORKSHOP (DAY 4) CONTENT OUTLINE

Purpose and Culture (the beliefs and behaviorse odbtdiet alisgnersg )t |
intentiopesple f

A Hierahhy of Organizational Constructs

Organizational PAomeosite of Elements
Vision
Mission
Values

Organizationalk Cultur
What is Culture?
Taking a Cultural Perspective
Guiding Culture Change
Culture Study Methods
Culture Change Models
Culture Change Case Study

Organizatilomalking/Planpitreg fers
Managing Polarities
Whole System Planning
The Decision Compass
Tak@ime for dkw
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16 ESSENTIAL QUESTIONS ADDRESSED IN CONCEPT WORKSHOPS

Foom the Marketing Module:

1. How can we assure that customer needs are always in the forefro
formulation?

2. How can we continually devise useful segmentation schemes in a
marketplace, andekdvedomeefonses getselacketsPar

3.How can we be sure that marketing intentions are fully represents
customers?

4. How can the support of marketing programs become central to the
business in their contribution to customer satisfaction goals?

From the Operations Module:
5. How can we get our operations strgtegy at siyatcewyyth the or

6. How can we design products/services that ouganszatmemscw@ant an:
efectively produce/deliver?

7.How can we build processes that consistently deliver the right pr
8. How can we continually improve and upgrade processes to keep t

Foom the Finance Module:

9. How do we know if we re making money?

10How can we make and read useful operating budgets?

11 How can we equate time with money in capital expenditure decisi
12How do we know we are designing and choosing the most profitab

Foom the Purpose/@lwldufe:

13How can we gain greater understanding of our business as a syst
attention to its economic, technological and social aspects?

l14How can we develop shared purpose, represented as a vision of t
nowand values that guide our behavior?

15How can we identify sometimes unexpressed or unrecognized beli
our company's progress?

16How can leadership be fostered and digamnizwttednthtouightoateoandr
changes that may be imperative to our future survival and succes

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 13
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ACTION LEARNING METHODOLOGY

Action Learning Defined:

Action learning iescbsshaamdmra pogeafiulttpat involvessupa simpélogte solvi
real @hblems while at the same time foeclsamgiong, vamat hbeytheir learni
benefit eacph mrember aganikatoaon as a whole.

Pelraps action kegratiemgt value is its capacity for equipping individu:

oganizationsetefheactievsgdgnid to change. Learning is what makes actio
rather than tactical.

Benefits to participants and organizations:

Dealing with cgmapieatoonal problems.

Oganizational learning shared learning at various levels.
Team building improved communications.

Leadership development.

Professional growth.

Emphasis on feedback to increase self awareness/self confiden
Development of questioning and reflective thinking skills.

The Six ElemAgatiomfLearning:

1.Areal problem, in real time, with genuine significance.

2.Inside participants ordinary people, working and learning toget
3.Aquestioning and reflecting process seeking deeper understand
4. Action based on reflection recommendations.

5.Dual purpose brought together to learn, as well as solve a prob!

6. Expert facilitation coordinating, catalyzing, observing, enabling

[Source: Marquardt, Michael J. AcAictnon DLewiresnBldeck Publishing, 1999.

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 14
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ACTION LEARNING PROJECTS DESIGN / FOcus

Projects Design
X Four teams one designated to each of the four focal points: mal
purpose/culture.
XCross functional teams members delreatte d etrs genctovuesage dif
X Teams identify and select a project that will satisfy learning obje
oganization.

XProject duration ranges from one to six months, depending on prc
member availability

XlInstructors meet with teams to facilitate, coach, and monitor proj
X Teams prepare and present findings and recommendations to uppe

A Sampling of Potential Project Focus Areas

Marketing

X Updating and validatingahiezatagntlsegments its customers with r
to rg@amize to better meet thengessedsmehesner

X Examining and analyzing how the marketing program actually is c
recommendations to change the process to counteract its weaker

XIn-depth exploration of the customer need-behind-the-need, thr
customeaqustomer research with recommendations to reposition

Operations

X Studying and documenting the experience of a pripeasysetriwiee fr
with recommendations for significant competitive improvements.

X Analyzing the sequential nature of new product development wif
development time using parallel design structure.

Xldentifying and challenging the low-value adding steps of a core
eliminate or outsource those productivity draining steps.

Finance

Xlnvestigating and determining the true production cost of a produ
methods with recomfreendegipniciafg and profit.

Xldentifying and analyzing the inventory costs (raw material, finis
with recommendations that reduce total cost.

X Exploring and quantifying the cost of quality associated with a gi
recommendations to decrease overall cost through defect prevent

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 15
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Purpose andeCultur
X Design and carry out an employee perceptions survey with reco
build on strengths while addressing key employee concerns.

X Explore and document amgasigadionf sticauldure how decisions are
recommendations to strengthen a bias for action.

XConduct a values inquiry to assess the qamiezeamieomt \baeltweese angt a helc
values with recommendations for strengthening employee commi

Example: Custionveroguct changes

The team members recognize their company tends to pay lip service
understanding cusftlomegr dedfemnles.a project within a part of the compan
particularly rapidly evolving Thetomelre ptritdreticausstomer segments, de
research methods, collect the information, and feed it into a voice-.
presented in the operdtienteanmo'dudamlalysis highlights several signific
product features given this fresh res@apcmamagecmehdnagreaeedsese ¢
are overdue, and is pleased to see that these up-and-coming emplo
future of the.company

Example: Keogeps performamrca@adscor

A team identifgesiaatoaonal core process that crosses a number of ful
this process spans, thiebseaotpamy of the process have been optimized
Overall performance of the process is not optimal afftteatgmawing co
members unite to create a scorecard of metrics that track the perfo
They link the previous department-level measurements to the new fi
promote collaboration, not compegatnonatidNmodk r aidiere ©3, the develo)
compreheBalaaecedeSa@dramework could become an iAteagmatisng focus
following participants' conceptualB&inneadatesn iwhtble fomap directly c
congruently underpin, the four Balanced Scorecard constructs.)

Literalthere is no end to the list of possible projects. Opportunities
cross functional boundaries gaaigletnoifs | ianalltlbese are projects wi
potential imp patrticipants experience the interdegrendtinnie,stbeynade
thinking as a CEO would, not as a misupervisotr-loneecanageaelrprofess
a product line oTheynwaienasked to face the contradictions and confli
solution that begamntzath@enoasTapwmaleagement will see what each te:
with how their ideas cganima&iduotiee or

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 16



LT abed

"paAnlasal siyblispiwIpPOsSIPD SSEQROOEODZ ® 1ybiihAdoDd

51111}

oe BuIip|ing weal

sue|d/Bululea]

51b60i4d 1098loisd ssnasip

SOI1IAL}

SSo

oe Bulip|ing weal

siallew
bold/ysel 10alouid

1J0dal) weal |[enplAlIpuU| [enpIAIpUI JO MBIADY sndo4 3unaay wea)
Jj0l1e1l[10€)/1010NIISUl T Yyiim
weal|jenpialpul Aep
Nippelobygipnioul “Sioweloid Aiopeloid b wes)
j0l1e1l[10€)/1010NIISUl T Yyiim
I]12®}[/SI012Nn11SuUl YyloqQ wesjjjenpliatpul Aep v
RN . lppe lobygipnioul “Yippe (ol 1ope (01 wred
ylim sweal ||e Aep % A [oBaipnioul 'Y [o1d A [o1d 2 11
Bulpnjour “iopeloid
J01e1l[10€)[1010NIISUl T YlIm
weall|lenpliAlpul Aep w4
Nippelobdgipnioul “Sioweloid Niopeloid T wes)
Jj01e11[10€)/1010NIISUl T YylIim
weal||enpliAlpUl >m_0 15
Nippelobygipnioul “Sioyeloid 1iopeloid | wea)
v o199M € 199M [ ELTY | J99M

yoea yluow Jad Aep auQ :lUusawllwwod J101€1I|IOR4/1010NIISUSY Byl
YAdem usd SMeoy XX ‘JjusWllWWOod JIsqWaN welrsg ayl

aoitad HLNOW-INQO F1dWVXT NV :31NA3IHDS S1DO3[0dd SNINYVI] NOILDVY

CIsuna] jaa277-SuypiadQ 10f] qe-] walsAg ssauisng a3y |




Ghe Business System Lab [for Operating-Level Teams[]

PROGRAM EVALUATION PLAN
Measurement of thehemP®ctt wfs on three levels.

(1) ContMopkshops Content

Through the fouWoCkskeptmodules, participants are exposed to new
solutions to prfohbliemsure knowledge change, a pre- and post-test me
main concepts and tools explored. Participants self-score the pre-te
the series knowing whlkatotvheyndomith a heightened desTrieetpofsthtiesth
shows the degrekEheo BMicdal point concepts were established.

(2) Individual Participant PAdtstuaedetive and

In addition to gaining content knowledge, participants will experien
concerning their vogawmiattitoen @ars a whole, and particularly their willil
greater overall pa@hfeirm@aearce.ptions and attitudes are identified usin
instrument that asks them to identify with gtatiem tintrs anald & i &l cu & ttd
that descferermttifoehaviors that represent a range of commitment lev
tendendikis. instrument also is administered twice, at the start of th
teampplication Projects.

(3ApplicatimpeRt Results and Impact

Each team will construct a before and after project summary focu
change broughgawizheioon. Most projects allow change to be quantifi
least in part., Heawrmgewill be encouraged to pursue projects that may
if the projects promise othamizaltiueetoatlue @f each project will be th
described and dddwememméddned impact of the four application project
overall PBdgram evaluation purposes.

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 18
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INSTRUCTOR CREDENTIALS

Bill Hannon

Tom Buchner

Bill is the Principal of Compagasnzartsantingiranegy and
practice he established in Minneapolis in the mid-1980
experience in sales, marketing and general managemel
industries.

He employs his proprietary Integrative Strategic Plann
balanced opergtimiraltiomal and change components; wi;
framework he specializes in marketing alndngalaseplann
manufacturers, distributors and service companies, in
medical and professional service fields. He also is an
instructoreviously in Marketing and Sales Management
Metropolitan State d&ndviersibye recent yeamsrogrkiims ME
(and one he Ttheatddcro MBé&rgdoby the Univa@hsabhyaef St.
Center for Business Excellence.

Bill earned a BAchxlbegake from Carleton College, Nor
Masters Degree iAdBusiseragsion from the UmhiovraasitySo.f
Paul, MN; and a MastegamiegteeniDeQelopment from Pe
UniversiQulver, CiAy

Tom is a full-time Senior Lecturer for the Operations a
department at the Carlson School of Management, Uni\
teaches gradlairate andlddsAks in operations management,
management, service operations, and supply chain pla
teaching experience includes 20 years as an adjunct m
improvement and six sigma faculty TanothasUQewndesifprof
Business Excellence.

Tom also is a certified management consultant with 25
work with a wide warnezgtodnsr from small start-ups to
companies as well aspmafngyaowoz atoons. His professional
oganizational performance with emphasis on helping m
challenges of continuous improvement. He has extensi
measurement, quality improvement, and process reeng

Tom received his BBA, MBA, and PhD degrees from the
Minnesota.
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APPENDIX
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THE BUSINESS SYSTEM LANDSCAPE

To orient participants during instructor workshgmpaphscussliowsarriags |
aspects of a somfpeamyal and external envirohimee BtisssineresaSgsiteto Lab
primary focus on the three core functions of business, centered on

Industry

Customers

Innovation

Competition

Collaboration

Leadership

Oomooo
Marketing Operations
Strategy Purpose Change

obooboobobooboog

ooooood
O0mood 00mood

Finance

Competencies

Suppliers \

Capacities

/ Government

Management

Community

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 21
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“SILO THINKING”

From our years of teaching university business courses to operating
with a wide vapgi&nyzafions as consudtanéspefrdisdaeat, limiting charac!
oganizations that we hear about ishoseldhtdninkmygother

Spend just a little time exploring th@ndyatamncanich ghcke compltaints be
up: the operations people just don't get it, marketing isn't helpin
obstacles, and so on. But probe past the complaints and you begin
people simply don't understand the priorities and challenges of funt

At the same time, we also hear CEOs wishinggtmat gptéeopsewtdu bdi glcd u
make decisions with the big-picture in mind. Instead, they see sub
worsttet it became obvious to us that sending people to school, one
impact ganazational performance.

Our response has been thiehdeResopessnEwystem Lab which we belie
the most uniquely powerful learning experiences that members of yc
confidence derives in part from frequently heard commenhésibgsparti
of the CoWaekshops phase of the program in 2003 and 2004, echoing

This is exactly whatslcoespdedsive, yet concise, and immediatel
wish othemsniy company could ve lyegnbhere, so that we could al
applying it together ogethtilygsethdatauaollaborative effort right no
(medical products company scientist /manager)

Nowconsider the expanded possibilities for your own situation:

What if you could dynamically engage a critical, promising grot
your enterwrhieee they are responsible for accomplishing the dai
similar pursuit all at the same time, in their own domains?

What if they were specifically challenged to look at your busine
perspectives?

What if you partnered experienced outswdtdh ywaclhoiategnadtifuiootEr
chiefs to blend theory and best practices in meeting the actual
oganization?

Finallwhat if you put these people in teams on projects of strat
facilitation and mentoring from the instructors who brought the
insights, and let them run with what they ve learned?

We d like nothing better than to consider these possibilities with yo
obligation) business system beakenrgadoonn abeysiloscompany!

Bill HannommnBuThnerato€s / Developers / Instructors of°The Busine
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‘““THE TRAINING REFLEX”

As employees, managers, consultants, and instructors, over the dec
and we ve delivered a lot of training. In terms of the desired outcor
of it hasRrobably every person in business would say the same thin
perceives the need for individuals to get some new skills or knowle
a reflexive, and possibly even Anappao@lyaite achoneeever challenged
for spending on it, or wanting to get some.

But here are four reasons why traditional bfiesrimeysss cceemtyieaal ared trai
investment:

l1.Professionals in adult education know that if new knowledge
reinforced through application, within six months the new lea
the training might as well never.have been undertaken

2.Moreoyvefrthis application is not actively supported by senior
resisted withgertdgp®gniaational culture, the inability to gain trat
insights and motivation from the training session can become
discouragement forregclfpregntparadioxic alégettive on training ti
and monetary commitments

3.And if individual teachers/trainers/instructors are not clearly
the principles and practices that they teach, and able to bacl
of action with passionate conviction andpsuppeatipo s, gheulred sl
aremconvincamg participantsomafident or motivated enough to te
trying todimt¢e and test their neweteanmhnggto dhteir own settings

4. And if so-called customized training progranfsramg not unde
oganizasicmpability to astutely diagnose current situational n
and apply genefrghieeshesbgram materials, prioritize the deplo
and brightest instructor$, aandd sthgmoot csitastrate the delivery a
reinforcement of progtlreeanpmos¢cent tbachpdissipatest wafoeven
come close to fruition

In todayast paced, turbulent times, the new imperative is innovation
delivery of an integrated, reinforced training experience learning
behavi®iease call us for a good (no obligation) buspmessptisteihea
trainiedgledr your company!

Bill HannommnButhnerato€s / Developers / Instructors of°The Busine
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“A QuicK Fix”

During discussions with an ad hoc paneTlod Bxpgeéemnesrsc 8¢ sritewm elweely sh a

variously described as . . . a primer on core fundamentals . . . a tu
intensive overview of guiding principles and practices . . . a knowle
enterprise . . . and a quick fix.

The key questions leading these reviews have been: Do they need t
Do they already have it? Can they get it rapidly?

The they we re talking about are the opgaatzmadgrtheveilt pieso pdg sitre mn
savvy i.e., a basic understanding of how a business system really
people fit together to create value for customers and profit for the

It is customary to dismiss any quick fix as a short term, patched-c
relieves symptoms of a perceived problem, and which just as quickl
things worse over the longer term, by ignoring underlying systemic

But the art of truly fixing things quickly is astute diagnosis ,and inn
incisive responge tedtpeotdem or condition; or to unrecognized or ut
in a system, which when filled can elevate and advance the perform
that fix strategic.

The value propodeibmnng the innovative de¥hgen Band nieeslsv8 yypt@efim Latk

that system savvy improves strategy execugeanizdhi@rudtitaste cahleé dah

is nowhere more true than at the operating level, where the day-to-
that is, where strategy gets done, or undone.

This critically important group of employees igeofpeatwbkehexposed
through being silo-bound, specialty-focused, overlooked, or uninter
fortified by validated workplace research, convinces us that most e
they are supposed to do, and how they awehyheyp cesredstopposigd hatdal
that they and their companies will benefit if they gain this broader

The goal is not to become expert in any of the basic dimensions of
gain greater awareness and confidence about how all of the parts ir
contributeectieedpout the reasons their amlé phetimeniteagdgsbs exist

The B®Lings just-enough,lgasninmg-ttionehe right peopld,hiencthiet rpght p
individual is modest theagdrizatiobhoishexponential. Please call us fc
obligation) business system aostvategtcoqfwimlyaux company!

Bill HannommnBuThnerato€s / Developers / Instructors of°The Busine
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“STRATEGY QUESTIONS”

What is iAQreement on purpose and direction of the whole system.

Who is itEveryone in the system leaders convene, provide motivat
commitment to define and shape it.

Why is itAlign and coordinate physical, financial, technical and hum
oganizasigmoals.

How is itParticipatory process drawing on a range of perspectives a
oganization.

Where isHv2rywhere in the system its principles and rmleeaatdves i
responsibility in its implementation.

When is APl the time, through constant monitoring, periodic modifyil

StrateAyyiom: Its execudrgnitmidresign.

(That is, if the strategy formulation process is comprehen
and inclusive, so will be itssnidnpileeneataai.gn.

Strategy is ewebylsomngss and everybody wants and needs to know h
and advances it.

Bill HannommnButhnerato€s / Developers / Instructors of°The Busine
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RELEVANT BUSINESS PRESS REFERENCE ARTICLES

The Challenge of Customization: Bringing Opegathests atred) YWdnksniegs
July2004

Excerpts from the mahiale paragraphs:

Today companies are under greater pressure than ever to be all t
produce increasing variety and customization of products and ser\
control so they can deliver at competitive prices.

Unfortunatmedgt companies struggle with the rising costs to serve
more and morecwssrtiemyzation, and personalization. Indeed, compar
themselves introducing the wrong variations at the wrong prices
don really want at a price thatt rteheel fpoalfga.nyagan

Such errotsodomr because of incompetence market®rmrs tdfe eao k hraaw yt
customers and their distribution partners in astonishing detail, an
their products in real time from the factoryTtoe thealvprehbeus e tttoe vh
is systemic.

In thiscpapattants fAdlmnBaond facWwttyaftom conclude that failur
communicate and coordinate among functions, particularly betwee
significantly raises thicwlagtefaenxdedufting customThaty oex gltaan etdies .
structural and cultural reasons that make it tough for marketing a

Developing First-LevddaktedaBarsiness, Rlawiew2005

The artdctligle-lead:

How can you make sure thatfnomutice mpamagers the dariklad hen o f
feel committed and isvihbtwedPeHefeh dgestricdorporations answered
guestion.

The artdcdpening paragraph:

When it comes to translatetgadegympanyssouotsenlyeng the importal
first-level leaders those who manage otheAts BMhioodp, nihte snea hagee
oversee operations at retail outlets, manage work crews at chemic
operations at drilling platforms. Some supervise more than ten pe
subordinates in R&D, marketing, or human resources. First-level |
responsible ferdayfitorday relationships with customer#&sand the bu
Harvard professor LindBeldolmh wmip tee Nlra &ageerragers on the front line
critical to sustainsregvdqoaalitgnovation, and financial performance.

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 26



Ghe Business System Lab [for Operating-Level Teams[]

CONTINUING STUDY BOOK PROVIDED TO PARTICIPANTS

Charan, Raanthe CEO Wants You to Know: Using Business Acumen to Understand How Your
Company Really Works. Cown Busines¥qogrkewW¥owrk. 2001. 141 pages.

From the book jacket notes:

Have you ever noticed that the bussnkbsests@is®e mfs thikewarkdnd of s
smarflsi?2ey sense where the opportunities are and Ao ttlhbretake adv:
companies make moneyyeansdssttemtylgar

How ftlefent is it to run a big company than to sell fruit from a car
In essence,,nadcwedyng to Ram Charan. From his childhood in Indi
famibyshoe shop, to his education at Harvard Business School ani
the woxlblest €EERam understands business as few can.

The bestsClcave a knack for bringing the most complex business d
the same fundamentals of th€hfeynhlyushoesshaphenamility to focus
the basics and make money for the company

What the GQBEOOW to Kmapwptures these insights andienpdkainas gunagle a
to do what greadoCiE®tinctively and persistently:

"Understand the basic building blocks of a business and u:
your company makes money and operates as a total busin

"Decide what to do, despite the clutter of day-to-day busin
the real world.

Many people spend more that a hundred tiwousantdl ddathdang dao polM
pieces of the puzzMahygethers lack a formal business education a
the executiwhautitbe GBEOOW to Knnakes the mystery out of busines:
the secrets of success used by buwdhdseflegiends like Jack
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CONTINUING STUDY BOOK PROVIDED TO PARTICIPANTS

Charan, WPefitable Growth is Everyone’s Business: 10 Tools You Can Use Monday Morning.
Crown Busines¥rkewW¥owrk. 2004. 206 pages.

From the book jacket notes:

For mamyowth is about home runs the big bold idea, the next n
revolutionize the nmidriketpbasxdeusly attractive and lucrative, home
every day and frequently come in cycTeSloRraductbeibBe |Kdulaimess
for selling personal computers may be once-in-a-decade phenome

A surer and more consistent path to profitable revenue growth is
small day-to-day wins and adaptation to changes in the marketpla
substantially increadilmg impacotued.singles and dduwkele sarceamdteomiy
the basis for sustained revenue growth but, in fact, the foundatio
doubles provide the discipline of execution, an absolute necessit
breakthrough technology to market or implementing a new busine:

Inherent in this way of thinking is the revolutiosalysiichesas & han ogtr o
solely the concern of the sales force or top management. Just as
reduction, so must everyone be engaged in the growth agenda of
employee with a customer is an opporflumatyiforudeseruergomwthr.on
people working insacadmpamtyer handling customer inquiries and cc

In this trailblazing book, Ram Charan provides the building block
on the path to sustained, profitable growth.

For more than 25 years, Ram Charan has been working day in anda
the woTlde ideas he has developed for solving the profitable rever
many businesses are based on personally slkelteesg witeaidveaisk $hiant e
been tested across industries and that deliver results, and they c
morning.
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CONTACT INFORMATION

Thank you for cdmeidusngess Sy®tamrdrade a meeting with us to assce
particulpanozational situation and needs, review program design and
content and projects focus, delivery timing options, and fees, terms

By Mail: 470W. 44th Street
Edina, MN 55424 Contact us today

no-obligation brown

Bill HANN@B:2-220-4925 bag needs review

bill@ TheBusinessSyste lunch with your key
senior managers.

Tom Buchner3d-913-7044
tom@TheBusinessSystemLab.com

Visit us online aThveBusinessSystembLab.com

The

Business System Lab

For Operating-eawesd T

What It Looks Lik[ How ItoWks Why Do It What Atchieves Who Delivers It

0 0O 0O O OHEbddR g Frontline Competence in Strategy Implementation

agoodd
goog
Convictions[] 0 0 0 00 OO0 O 0 O [ [ I IOMMOIOININE O OO0 O O 00
0N 0000 0 @ m mmm o TIT T 0 0 000 O
0000000000000 mInioiommomoao gooog
Perspectives 1 00 D 0000000000 0MNMNMNOMNDOOOO00OOO
00000 mmMoooooooooooooooooooooo mm
D00 I 0 0 0 0000000 0Oo00o0no
g

000MooooidD MmO OoODoo000Dood
D000 D0DOD0O0 MMM I [ OMmmmo 0 0
000000 D MINMMIDIDIDOOOCOIIIT 0 O 0 O

. goboodood
U 0 D0MINMmO 0 UFAdddsed Content — Just Enough, Just In Time”

© Copyright 2003/ -Co0rlpass Comsislacigtes / Minneapolis and St. Paul, Minnesota

All materials in this program prospectus are protected, anfheo title
Business System Lab may be reproduced or used without the expre

Copyright © 2A03Compass CArsswldciadgdsrights reserved. Page 29



	Page 1
	Page 2
	Page 3
	Page 4
	Page 5
	Page 6
	Page 7
	Page 8
	Page 9
	Page 10
	Page 11
	Page 12
	Page 13
	Page 14
	Page 15
	Page 16
	Page 17
	Page 18
	Page 19
	Page 20
	Page 21
	Page 22
	Page 23
	Page 24
	Page 25
	Page 26
	Page 27
	Page 28
	Page 29

