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OPERATIONSOPERATIONS

(Superior products,(Superior products,
services andservices and
processes)processes)

What needs to
improve?

WORKFORCEWORKFORCE

(Culture to attract and(Culture to attract and
keep the best people)keep the best people)

What keeps our staff
motivated and

focused?

CUSTOMERCUSTOMER

(Find, keep and(Find, keep and
grow customers)grow customers)

What's Important
to our Customers?

LEADERSHIPLEADERSHIP

(Strategy, structure(Strategy, structure
and goals for profit)and goals for profit)
What’s important to

compete in the
future?

Strategic Growth Management for Small Business

Alignment Inside and Out
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ALWAYS IMPROVING
ORGANIZATION

LEADERSHIP

CUSTOMERS

OPERATIONS

WORKFORCE

OPERATIONS

LEADERSHIP

WORKFORCE

ORGANIZATION

CUSTOMERS

Vision:

Working together to provide the best
customer service and quality

products, at a competitive price

for a Profit

Shared Vision.
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Egg cercise Debrief

What went Well?

What were the weaknesses?

What do we need to do:

More of?

Better?

Differently?

Could we pass it on to another team?

How can we apply this to our jobs?
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Auto Dashboard Boat Dashboard Airplane Dashboard

Would you drive your auto, boat or airplane
without any instruments?

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

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

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

Work with the nearest SBDC Counselor to
setup a performance-based rewards system

John Wayne will visit SBDC

20-July-2007

Leadership TeamLeadership Team
PROFITABILITYPROFITABILITY

Customer TeamCustomer Team
CUSTOMERCUSTOMER

SATISFACTIONSATISFACTION

Operations TeamOperations Team
PRODUCTIVITYPRODUCTIVITY

Work ForceWork Force
TeamTeam

RETENTIONRETENTION
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Traditional Functional Organization
With Competing Departments

Big Boss

Boss S&M Boss R&D
Boss

Operation
Boss Admin

Decisions
Centralized

Direction
of control

Direction
of reporting

Jobs are designed according to
departments needs.

Processes are not identified though they exist in the organization.

Flow of
Information
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SalesSales
ActivitiesActivities

Team Based Organization

Management Coordination (Team Leaders Key Management)Management Coordination (Team Leaders Key Management)

SBDC/OwnersSBDC/Owners

Customer Focus Team (CFT)Customer Focus Team (CFT)

Operations Focus Team (OFT)Operations Focus Team (OFT)

Workforce Focus Team (WF)Workforce Focus Team (WF)

Leadership Focus Team (LFT)Leadership Focus Team (LFT)

Product &Product &
ServiceService

DevelopmentDevelopment

MarketingMarketing
&&

SalesSales

OrderOrder
ProcessingProcessing

Product MfgProduct Mfg
&&

ServiceService
ProcessingProcessing

FulfillmentFulfillment
& Shipment& Shipment

Finance &Finance &
ShareholderShareholder

valuevalue

American Business Concepts
Copyright ©1996 Target Training International, Ltd. 1-23

Precise
Accurate

Concern for Quality
Critical Listener

Non-Verbal Communicator
Attention to Detail

Creative
Slow Start / Fast Finish

Vacillating
Temperamental Competitive

Confrontational
Direct

Results-Oriented
Sense of Urgency

Change Agent

Accommodating
Dislikes Confrontation

Persistent
Controls Emotion

Adaptable
Good Listener

Good Supporter
Team Player

Persistent
Cooperative

Sensitive to Others’ Feelings

High Trust Level
Not Fearful of Change

Contactability
Rather Talk than Listen

Verbal Skills
Projects Self-Confidence

Process-Oriented
Quick to Change

Independent
Optimistic

Product-Oriented
Slow to Change
Self-Disciplined

Pessimistic
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D
ID

I
ID

S
C

SC
SI

DC
SC

C
SC

Identify
Needs

Generate
Ideas

Formulate
Plans

Make
Contacts

Establish
Organization

Follow
Through

Shared Leadership & DISC Roles

ID

C

Supporter

Implementor

Conductor

I

SI

SC

Promoter

Relater

Coordinator

S

PersuaderDC

AnalyzerD


