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Development - The Simple Theory
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Why do products/projects fail?

Most products fail due to self-inflicted problems
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Unclear or continually changing product
definitions

Product does not meet customer or market
requirements

Unrealistic schedule expectations

Projects not adequately staffed

Unclear or continually changing priorities

Unrealistic financial expectations

Source: AberdeenGroup, August 2006
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Who We Are Determines Our Needs
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What We Should Do

Portfolio Management

How We Do It

SDLC/ALM*

*SDLC/ALM: System/Software Development Life Cycle/Application Lifecycle Management

Delivering Maximum Value with High Quality
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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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Prioritisation has a Broad Application

 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

Feature



© 2010 IBM Corporation

Tech Connect 2010

14

We humans have limitations when it comes to decision-making

 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

Compare two 
alternatives at 

a time
Relative 

comparison
Advanced 

algorithm to 
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comparisons

One criterion 
at a time
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Example of evaluation criteria
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The result: Bar charts

Cost of 
development
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Scenario analysis



© 2010 IBM Corporation

Tech Connect 2010

20

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?

 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?

Product 
Management

Rational 

Focal Point

R1
R4

R6

R10

R9

R15

R16 R2

R3
R5

R8

R7

R11
R14

R17

R20

R27

R21

R23

R13

R18

R30
R200

R12
R19

R22

R100

R25

R31
R28

R26

R49

R29
R48

R34

R39

R129

$

$

$

$

$

$

$

$$

$$

$$

$$

$$

$$

$$

R..

-$ R24

-$

-$

-$
-$-$ R24

-$-$

-$-$

-$-$

$$

$$

$$

$$

$$$$

$$$$

$$$$

$$$$



© 2010 IBM Corporation

Tech Connect 2010

22



© 2010 IBM Corporation

Tech Connect 2010

23

© Copyright IBM Corporation 2009.  All rights reserved. The information contained in these materials is provided for informational purposes only, and is provided AS IS without warranty of any kind, 
express or implied.  IBM shall not be responsible for any damages arising out of the use of, or otherwise related to, these materials.  Nothing contained in these materials is intended to, nor shall have 
the effect of, creating any warranties or representations from IBM or its suppliers or licensors, or altering the terms and conditions of the applicable license agreement  governing the use of IBM 
software. References in these materials to IBM products, programs, or services do not imply that they will be available in all countries in which IBM operates.  Product release dates and/or capabilities 
referenced in these materials may change at any time at IBM’s sole discretion based on market opportunities or other factors, and are not intended to be a commitment to future product or feature 
availability in any way.  IBM, the IBM logo, Rational, the Rational logo, Telelogic, the Telelogic logo, and other IBM products and services are trademarks of the International Business Machines 
Corporation, in the United States, other countries or both. Other company, product, or service names may be trademarks or service marks of others.


	Value Driven Development
	Development - The Simple Theory
	Why do products/projects fail?
	Who We Are Determines Our Needs
	Business/Development Alignment
	Value-Driven Development
	Value-Driven Development
	Value-Based Selection
	Management Hub
	Prioritisation has a Broad Application
	How do you make decisions today?
	Focal Point – Decisions Through the Lifecycle
	We humans have limitations when it comes to decision-making
	The basis: pairwise comparison
	Example of evaluation criteria
	The result: Bar charts
	Scenario analysis
	Advanced scenario analysis
	Value Driven Development
	Slide Number 22
	Slide Number 23

