How services firms should think about what
they do to help leaders turn ideas into benefits.
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A leader with an idea to make things better decides whether and
how to do it and then does it.
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and how to get idea to happen
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Leaders seek different kinds of outside help along the
Idea-to-Benefit Cycle.

Management consultants
. ® help decide whether and
m _!_ how to proceed to do
exactly what

Strategy consultants
provide ideas as to
what to do

[e]
Development consultants ensure work
goes according to plan and that
organization learns and grows

T

Implementation
consultants manage
and staff projects to
get the work done
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Specialty consultants

Outside operators provide staff with
run as an outsourced needed skills
utility
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Four Kinds of Help
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https://intelliven.com/four-ways-get-help-annual-strategy-operations-planning/

Examples of firms that provide different kinds of help by stage.

o BA&H,
x ""‘ "~ Deloitte
Design
and Align

Bain, BCG,
McKinsey

Communicate
and Plan

Set Intent

Accenture,
SAIC

Develop
Wheelhouse, THRUUE

Implement

\Operate
N

CaGil,
IBM

CSC, Wipro
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Different skills, methods, economics, and focus are required to
perform and grow well by stage.

 Strategy work is high priced because few do it well; but the market for it is small.
» Implementation and operations are large markets but rates are low because many do it well.

« Commodity implementation and operations services provided by those who help set intent command
premium prices because, while the work is the same, they build castles rather than lay bricks.
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Idea-to-Benefit Service Continuum
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Decide where to play, position accordingly, and ensure Do, Sell,
and Grow efforts are aligned accordingly.

Set Intent > Design /Align/Plan Implement > Operate
.
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NerveWire's Customer Value Proposition (DRAFT)
Based on our interviews with your team and market validation

Change Framework

Core leaders, the management team, and future leaders can

Change Framework to determine what to change nexg
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{1-3+ years)
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extending the
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Thank you.
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