Strategic Growth Management for Small Business
Alignment Inside and Out
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LEADERSHIP
(Strategy, structure
and goalsfor profit)
What’simportant to

competein the

What's Important
toour Customers?

future?
WORKFORCE
(Cultureto attract and
OPERATIONS < keep the best people)
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Vision:
Working together to provide the best

Shared Vision. : .
customer service and quality

ALWAYSIMPROVING products, at a competitive price
ORGANIZATION for a Profit

ORGANIZATION

CUSTOMERS
OPERATIONS

WORKFORCE

WORKFORCE OPERATIONS
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Egg cercise Debrief

v'"What went Well?
v'"What were the weaknesses?
v'"What do we need to do:
v'More of?
v'Better?
v Differently?
v'Could we pass it on to another team?

v'"How can we apply this to our jobs?
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Would you drive your auto, boat or airplane
without any instruments?

Boat Dashboard Airplane Dashboard

Auto Dashboard

Then why drive your company without
an Organization Dashboard?
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ACI-Xray Organization Dashboard

Organization

Dashboard
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6. To what P system,

dback to warkforce. wark anda
customer and organization resulls focus?

ARALYSES
Hratigis eas than £,
analysis of curant par
supparts: your rating.

Toput sz here
Our workers are mainly focused on their
personal lives and getting paid.

PROBABLE CAUSE:
ratingiceas than 5, wiks bried
analysis of prosahis 001 caua at
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TrquE sl cause hens

We have no system for ensuring high
performance and customer focus.

ACTION PLAI

Heatingis le3s then 5, wikta beief
deaciption of who doas wher 1o get
raling up 0 a5 k. I necessary
R e refarence fo more detaild
action glan.

Tk achion it

Work with the nearest SBDC Counselor to
setup a performance-based rewards system
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John Wayne will visit SBDC
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Financial Perspective
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Customer Perspective

Product/Service Attributes

Relationship Image
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Interna} Process Perspective

[ [1 Manage
Mana_ge Manage Manage | |Regulatory
(O | o stomers | | Innovation | | and Social
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Leadership Team
PROFITABILITY

Customer Team
CUSTOMER
SATISFACTION

Operations Team
PRODUCTIVITY

Work Force
Team
RETENTION

Traditional Functional Organization
With Competing Departments

Decisions
Centralized @

Direction
@ of reporting

Direction

Flow of
Information

of control Jobs are designed according to
departments needs.

Processes are not identified though they exist in the organization.
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Team Based Organization

SBDC/Owners

Management Coordination (Team Leaders Key Management)

Product & Marketing Order Product Mfg Fulfillment Finance &
Service & Processing & & Shipment ~ Shareholder
Development Sales Service value
Processing

4{ Leadership Focus Team (LFT) }

Customer Focus Team (CFT)

Operations Focus Team (OFT)

Workforce Focus Team (WF)

THE SUCCES&Q&&\I[QHTS, WHEEL
Slow Start / Fast Finish
Vacillating

Precise Temperamental Competitive
ccurat . Confrontational
Concern for Quality \MPLEMENTOR Direct

Results-Oriented
Sense of Urgency
Change Agent

Critical Listener
Non-Verbal Communicator
Attention to Detail

nd: Ray A
Product-Oriented GBiz: Gordon B,
Slow to Change
Self-Disciplined
Pessimistic

PaulL.
Abor: Anne Marie M.
GRiC: GwenR

GOORDINATOR

Process-Oriented
Quick to Change
Independent
Optimistic

ccommodatin

Al g .
Dislikes Confrontation High Trust Level

Not Fearful of Change

Persistent 1020 g e ii
Controls Emotion paeped H Nt Ralhgr[J?;ﬁftl?grllnLislen
GAddaE!aPIQ Good Supporter Verbal Skills
ood Listener Team Player Projects Self-Confidence
Persistent
. Coogerallve .
Sensitive to Others’ Feelings
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Identify Generate  Formulate  Make Establish  Follow
Needs Ideas Plans  Contacts Organization Through
D Conductor SC | Coordinator C Analyzer
DC | Implementor Sl Relater ID Persuader
S Supporter | Promoter
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