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getting
them done
well?




Are we
doing them
the right
way?




Julie

Agile Marketing

Cost
Business Design
Project Stories Tasks PO Value zffort Ikt Effort Cash Total Cost Prioritize
Business (Lhemicals Industry Support prospectirg and market
Devzlopment h, go-to-market strategy for targa 1 0 hours 14 hours - - Yes
industry
Lead Gen - short-term |Event - 1O Executive Negotiation, logistics, materials
Day (nov 11) targa 3 0 hours 2 hours - - Yes
Customer loyalty SIPAT BV Structure, build and execate
maurosof 13 £ hours 4 hours - - Yes
Lead Gen - long-term |[WRM Frogram on Improvemert in registraton and
website restrict area for VRMSs to choose to john 3 & hours A hours - - Yes
. vip ;
Lead Gen  shortterm [Hire marketing analyst  [Resumes sclzction, intervicws,
training and global mkt allan 13 0 hours 20 hours - - Yes
Lead Gen - long-term |English site redesign New content and layout, testing
paul 8 61 hours 8 hours - - Yes
lead Gen - shart-term |NSAM Wehinar landing  [Create new page towatch wehinar on
page the site, link on newsletter and home john 5 £ hours 0 hours - - Yes
it
Lead Gen - short-term |Creative-Agile Webinar |Create new page to watch webinar on
landing pagc the site, link on newsletter and home allan 5 < hours 0hours - - Yes
Customer loyalty Client Satisfaction Scheduling, applicstion, tabulation,
Survey (C5S) reporting and data consolidation gon 11 0hours 36 hours 1,000.00 1,000.00 Yes
Lead Gen - short-term |Bl Workshop (3 UMKTs) |Logistcs, organization, invites,
thanking attendees Eon i3 3 hours 12 hours - - Yes
lead Gen - long-term |Hire marketing analyst  [Sales Force training
gon 5 0 hours 20 hours - - Yes
Lead Gen - long-term |MS Partnership renewal |Client referral, CSS, competences
amin 13 0 hours 20 hours - - Yes




Cost

Business Design
Project Stories Tasks. PO Value Effort Mkt Effort Cash Total Cost Prioritize
Business Chemicals Industry Support prospecting and market
Development research, go-to-market strategy for targa 21 0 hours 14 hours - s - Yes
industry
Lead Gen - short-term | Event - CIO Exccoutive Negotiation, logistics, materials
Day fnov 11) targa 13 0 hours 2 hours - s - Yes
Customer loyalty SIPAT BY Structure, build and execute
maurasof 13 4 hours 4 hours - % - Yes
Lead Gen - long-term | VRM Program on Improvement in registration and
website restrict area for VRMs to choose to john 13 B hours 4 hours - % - Yes
partci
Lead Gen - short-term | Hire marketing analyst  |Resumes selection, interviews,
training and global mkt allan 13 0 hours 20 hours - 5 - Yes
Lead Gen - lomg-term |English site redesign New content and layout, testing
paul 8 &0 hours 8 hours - s - Yag
Lead Gen - short-term | NSAM Webinar landing |Create new page to watch webinar on
page the site, link on newsletter and home jehn 5 4 hours 0 hours - 5 - Yas
site
Lead Gen - short-term | Creative-Agile Webinar |Create new page to watch webinar on
landing page the site, link an newsletter and hoame allan > 4 hours 0 hours - s - Yes
Customier loyalty Client Satisfaction Schieduling, application, tabulation,
Survey [CSS) reparting and data consalidation Eon 21 0 hours 36 hours 1,000.00 | & 1,000.00 Yas
Lead Gen - shart-term | Bl Workshop (3 UMKTs) |Logistics, organization, invites,
thanking attendess gon 13 3 hours 12 hours - 5 - Yes
Lead Gen - lamg-term |Hire marketing analyst |Sales Force training
gon 5 0 hours 20 hours - s - Yas
Lead Gen - lamg-term | M5 Partnership renewal |Client referral, CS5, competences
amin 13 0 hours 20 hours - $ - Yes
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Proposed savings: $430k
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Agile and Kanban for
of fice management
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Problem:
Unable to win strategic projects with leng-term impact

I background,

Strategic projects are normally being last to Zebra (in direct competition with them, we've been losing 100% of
cases [1), approximately US 4.5MM in annual business). They are also growing into the Creative services space.

ii. current conditions

Zebra has a dedicated team for pre-sales (based in India) and a strong technical / executive presence on-site
(Mike M, company’s swner and CTO). Geod relationship with Consumer, capacity to invest when needed and a
“clean” track record se far. Demonstrated some mobile expertise.

SCOP has good reputation as doer but not much as a technical advisor. Walter [J&J) has been demanding an
advisory positioning for over ane year. Pre-sales is driven by onsite PM and remote team, which sometimes
demonstrates difficulties in understanding / leading technical discussions. There's little dedication to intakes
{main issue: doing it in parallel with ongaing projects).

Zebra has more freedom/flexibility in pre-sales process; SCOP is tied to GS processes, and it feels it has little
room to “emnchant” thie end client.

lii. goals

»  Toincrease success rate to 50% in strategic projects within 2010

iv. analysis/root causes

Hypothesis:

Are we losing on “technically complex” projects?
We are egually losing complex and non-complex projects. Alth o i

ouertime,

Are we losing on “strategic” projects?

Yes, BD% of lost gpps were considered “strategic” (definition? My opinion: projects with a long-term impact in
the relationship— need to double-check).

Are we losing on a particular technology?

Incanclusive. Apparently not, since we win over other competitors on the same tech.

Are we losing particularly in the Consumer Companies group?

Na, the number of losses autside of Consumer equals the losses within Consumer.

Are we losing because of Mike M's influence?

He was present in practically all opps, so we can’t make a causal statement, but clients reportit as a big factor.
Ewverybody at the gemba agrees.

Are we losing because of WJSE's influence over these projects?

Partially yes, WISE has influenced 50% of the decisions.

Are we losing because of the relationships created with the business?

Partially, but not gnly, The biz did not influence 50% of the decisions.

Are we losing because we do not make differentiated proposals (for strategic or complex projects)?
Although we did not win, whenever our proposal was diff. the decision was more difficult {not so easy for
Zebra).

Is the lack of participation of a SCOP’s director affecting perfarmance?

SM, May 10®, 2010
Is price playing a major role?
Mot at all, at least 65% of decisions didn't have anything te do with price.
Investment at the pre-sales stage (prototyping) makes the difference.
Is the perception of risk playing a major role?
Yes, absolutely (in more than 70% of the cases).

Why the perception of risk is littler with 2ebra?

More attention (dedicated team, dedicated executive]

Personal admiration {(Mike M's character)

Taking respaonsibility ower technical decisions {advisory role)

Have shown technical competence (work with WISE; body shop of architects differentiates and builds trust)
Clean track record so far (won't last forever)

Why not SCOP?

Team focused on delivery matters rather than advising (why? executive direction)

Remote team doesn't bring enough credibility {why? communication difficulties, reactive behavior rathier than
pro-active; why? infra-structure, language, preparedness to answer broader questions)

Perception of technology mastery doesn't exist (why? never assumed this role, most projects delivered are
"simple”, little invelvement from pecple outside of delivery; best technical resources become leaders and lose
an edge)

V. COUMIETMEAasUras

®  Treat strategic/complex prajects differently: involve Amip, in 100% of them

®  Wire local senior technelogy consultant to be advisor, with Amin’s direct supervision and coaching
® Take the lead on Creative projects with onsite D

. Integrate Creative and Development into ane unique Lean/Agile approach

®  Continue to innovate in the mobile space (one iPad/iPhope pretotype per manth)

* Tech executive presence, bringing cases / industry knowledge periodically

®  Dedicated team for pre-sales {job rotation or 50% allocation, ensite PM ang Arch, offshore Sh and Arch)
®  Onsite executive in every strategic proposal

®  peview our intake process (dedication [ key persans)

®  Ryudget for investment in pre-sales {prototypes)

® Slack in SgrumMaster and Architects allocation

b Prepare Marketing materials focused on technology (no gpt on lava experience?])

®  Change mindset (frem “simple websites” to “interactive selutions”)

L]

(Don‘t we hawve a weak link with WISE? Should we do something about it? What?)

vi. fg"gﬂ [1-]

(Felipe} Monthly RAM: discuss all strategic/complex gpps. (Criteria to classify?)
(Marcio) Manthly RAM: degree of integration Creative + Develapment? Metrics?
(Felipe) Maonitar success rate [ordinary x complex/strategic)

(Marcin) Manitor success rate (creative apps)

(Felipe, Sally) Constant feedback from client after hawving onsite tech consultant
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Defining the "True North”
Are we c:loiné +Le r-gL.'/' +L.iv\és.?
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Career Development Plan
Hoet Feweards +ae proper belavior

Value

Leadership

Attitude

Execution

Attitude

Sense of Responsability »
Teamwork»

Agility»

Problem Solving»

Sense of Challenge(»
Innovative Attitude»
Autonomy/»

Kaizen»

Leadership

Genchi Gembutsu

Genchi Gembutsu/»

Promoting the Organizacional Culture >
Promoting Power to the Edgen»
Training a High-Performance Team/»
Corporate Mobilization(»

Preparing Successors»

Inspirational Leadership»
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CMMI-5 global company, www.ciandt.com
Development Centers in Brazil, China, and now Argentina

Ofﬁces in Phi"v, NYC, TOI(VO' London CI&T NEWS http-'//www.ciandt,cam/newﬂetter
Staff: 1,000+ "::” :::‘::";z::en_n

40% of business in North America S .com/ciandt
100% of projects run under Agile/SCRUM — 4

Pioneer in the application of LEAN principles in IT

Metlife {chwonfoimon p?,yg)th @% YaxHoO! P&G BA

PETROBRAS




CASTING

Aminadab Nunes

as Allan ‘ﬁ\,

Cristiane Baron ’4 Mauro Oliveira
as Patrick

{ e . |

Cesar Gon ;Q{f Solange Targa

as K\’le as Sa”-.,

Fernando Ostanelli

§ as Julie as Eric




Podcast http://goo.gl/hnSx

How to be Lean on IT
Want fo Par—l'ic.if)a'l'e.? Dr‘OP e a line

Bloé http://goo.gl/YUSe




Leonardo Mattiazzi () L 43

VP, Intematiocnal Business at Ci&T, Inc.
Greater Philadelphia Area Information Technology and Services

leonardo@ciandt.com

Leonardo Mattiazzi New podcast episcode on #leanlT on iTunes! Interview
with Jesper Boeg, focused on #heijunka and #agile http:/igoo.gl/hnSx @ciandt
via Twitter =

itunes. apple. com

2 days ago - Like + Comment - Share - See all activity

Current + VP, International Business at Ci&T, Inc. [

« Director, International Businesses at Ci&T Software SA
+« Marketing Director at Ci&T Software SA

+ General Sales Manager at Ci&T Software SA

+ Professional Services - Manager at Ci&T Software SA
+ Developer at Ci&T Software SA

Education + Temple University - Fox School of Business and Management
« UNICAMP (Universidade Estadual de Campinas)

Connections 500+ connections
Websites « Ci&T, Inc.
+ My Podcasts
+ Blog
Twitter Imattiazzi

Public Profile http: /M. linkedin.com/infimattiazzi




Connections 500+ connections
Websites « Ci&T, Inc.
+ My Podcasts
+ Blog
Twitter Imattiazzi “
Public Profile http:/fwww.linkedin.com/infImattiazzi




