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Now!  Covid has made the economic situation a complete gamble and you can’t 
afford to guess at how things should work when you go after a new opportunity.
Covid has also driven working from home which immediately breaks weak processes 
and inappropriate metrics.  At first, everyone was a champion and put in the hours to 
make it work.  The longer it lasts, the more exhausted people are. If your people are 
tired, you know there is a better way and owe it to your team and the future of your 
company to take a look at HOW the work is being done.
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1. Getting Started = Start at the beginning, not in the middle or at the end
2. Value Stream = Visual representation of SIPOC elements that deliver value to your 

customers
3. Financial Model = Process based model that accounts for the SIPOC elements 

with operational detail to generate cost/benefit scenarios
4. Execute = Value stream and Financial Model provide framework to prioritize 

actions and create a plan and timeline to implement
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Context:
Current state of your industry, business and market opportunity or challenge, in broad terms.
Your long-term goal.
Any knowledge gaps or obstacles you have identified.

Objective:

Can your problem/opportunity be measured?

How will you know when your problem is solved, or your opportunity is achieved?

What are your expectations for how long it will take to achieve the objective?

Value stream:
Who is the customer?
What do they get?
Describe how what they get is achieved - What is/are the process/es?
What do you need to initiate and engage in the process/es - Inputs or prerequisites?
Who supplies what you need to engage in the process?
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1. Answer the questions on the previous slide under Context and Objective
2. We’ll set up a 30-60 minute call and use what we learn to create a basic charter 
which lays out the scope of the engagement and what we will do, what the 
deliverables are.
3. If you agree with the charter, we will then conduct the interview.  We can do this 
on the phone or in person as appropriate
4. We translate what we learn in the call or meeting to populate preliminary Value 
Map (current and future state if appropriate).  We’ll hold a follow up call to validate 
the map and iterate as appropriate.
5. We will translate the map(s) into a financial model and meet with you to review 
and iterate as appropriate.
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