
Understand the 
Business 
Problem

Gather 
Baseline Data

Get Sponsor 
Buy-in

Engagement 
(Training, etc.)

Assess & 
Analyze 
Results

Follow Up with 
Sponsor

Be bold
Be strategic
Mind the gap

Numeric
Subjective
Stakeholders

Business measures
Getting to Yes
Explicit agreement

Measure throughout
Feed results back
Course-correct
Don’t ride dead horse

Be tough
Attitudes & results
Prescriptions

Vital
Joint meeting
Next steps ____

Uncertainty.

Trade-offs.

Expected Value.

False security of 
numbers.

Accounting fallacies.

Relative lengths of 
yardsticks.

Sunk costs.

Law of Raspberry 
Jam.

Fortune favors the 
bold. 

“Performance 
Consulting”

“As is” & Potential
Sell, sell, sell

Scenarios, what-if’s, 
variations, trade-offs, 
assumptions
A Business Case
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