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Why do products/projects fail?

Unclear or continually changing product
Al —
definitions

Product does not meet customer or market
| 3%
requirements
Unrealistic schedule expectations _ 27%

Projects not adequately staffed

Unrealistic financial expectations

0% 10% 20% 30% 40% 50%

Source: AberdeenGroup, August 2006

Most products fail due to self-inflicted problems
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Business/Development Alignment

Delivering Maximum Value with High Quality
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*SDLC/ALM: System/Software Development Life Cycle/Application Lifecycle Management
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Value-Driven Development
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Value-Based Selection
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“Management is doing things right, leadership is doing the right things” Peter Drucker
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Management Hub
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= Strategy

— Which markets should we be investing in?

— Which market segments have the most potential & align with our corporate strategy?
= Projects

— Which projects should we allocate money to?
» Products

— Which products in our portfolio should we invest in?

— What new products are required?
= Applications

— Which applications deliver the most value to the business?
» Requirements

— Which are the most important requirements to include in our project?
» Change Requests

— Which change requests should we be working on?
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How do you make decisions today?

There are basically 2 approaches to decision making:

. ad-hoc, informal, intuitive reactions to immediate or relatively short term
conditions — or,

calculated, formal decisions based on on critical business issues such as
market size, competitive landscape, time to market and customer value.

What separates tomorrow’s winners
from losers is a superior decision-
making capability that lets them
navigate swiftly through features,
release time, and resources to
deliver surpassing customer value.
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Focal Point — Decisions Through the Lifecycle
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» Humans are good at comparing two alternatives according to one criterion

Which one is cheapest? The apple or the orange?
Which one is more nutritious?

Which one is simpler to peel?

Which one goes best with icecream?

= But we have trouble dealing with all criteria at the same time

— Which one is best? Apple or orange?

= And when we have more than two alternatives it gets worse

— Rank: Apple, banana, orange, carrot, pear, pine...

= Not to mention if they have dependencies
— You can only get an apple if you have eaten your potatoes.

— You can have a carrot even if you didn’t eat your potatoes.

= Or if there is more than one opinion
— We'll only serve one of the fruits/vegetables to all of you.

—
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The basis: pairwise comparison

B2 uEIF| Y
bl
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Title Add ability to open Excel file from email g Type Enhancement Request
Type Enhancement Request L. . . .
Description | Synchronize Calendar entries via blueberry. @ =
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from their mobile phone. Background ?
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Ilustratien E Compare two g
alternatives at :
Related URL Advanced £} i Relative g
. atime i
e 5 algorithm to 5 comparison
Comments minimise # of Eomments :
Stakeholder - comparisons Status and Planning
PR te =l Links i
A lo_x =3 e
fadl

One criterion
at atime

Back

Completed: 9. Reg. red: 10. Recommended: 15. Number of elements: 8. Comparison: 10.

Roadmap Match (public) [+ Delete This Comparison Delete All Comparisons

© 2010 IBM Corporation



Tech Connect 2010

Example of evaluation criteria

s v
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The result; Bar charts
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Scenario analysis
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Advanced scenario analysis
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Value Driven Development

= Strategy
— Which markets should we be investing in?
— Which market segments have the most potential & align with our corporate strategy?
Projects
— Which projects should we allocate money to?
Products
— Which products in our portfolio should we invest in?
— What new products are required?
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= Applications
— Which applications deliver the most value to the \ \ \ 27 (Ri7)$
business? R16 ‘$ - $$R8
» Requirements $. . \ Raiona \ R14
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include in our project? ‘$ ‘ \
' \ R23 R200

= Change Requests
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