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Agile Organization
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Changing the world
though systems that enable everyone
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ﬁﬂ Body of Knowledge

ENGINEERING
it <
3
CREATE COMMUNICATE

1. Meaningful Uniqueness

2. Stimulus & Diversity

3. Exploring Stimulus

4. CREATE Sessions 1.0

5. Unrelated Stimulus

6. Patent Mining

7. Insight Mining

8. Market Mining

9. Advanced Create Methods
10. Future Mining

11. Wisdom Mining

12. Professional Grade CREATE

14. Yellow Card

18. Sales Forecasting

23.Meaningful Marketing

S

13. Blue Card Strategy Activation

15. Concept Improvement
16. Fermi Est. of Concept Numbers
17. Concept Feedback Systems

19. Smart Concept Decisions
20. Technology Translation

21. Advanced Benefit & Proof
22. Real World Communications

24. Proactive Selling Pitches

COMMERCIALIZE

25. PDSA Plan, Do, Study, Act

26. PDSA - Best Practices

27. PDSA - Looks Like Prototype
28. PDSA - Works Like Prototype
29. PDSA - Rapid Research

30. PDSA - Cost & Price Estimating

32. Business Models
33. Competitive Advantage
34. Organizing for Success

Messages 35. Business Opportunity Reco

Experience
Define/Discover/Develop

31. PDSA - Reducing Forecast Variation

36. Making the Case for a Go Decision

SYSTEM Driven LEADERSHIP

37. Appreciation for a System
38. Knowledge about Variation
39. Theory of Knowledge

40. PsychologyVERY High Level
T, Alignment - Strategy 1o 1deas

42. Alignment - Across Departments

43. Rapid Research - Implementation

44. Rapid Research - Forensic Mining

45. Collaboration

46. Proprietary Protection

47. Culture Change through Learning

48. Personal Leadership

The Secret is
SYSTEMS
that Enable

NOT Systems
That
Employees

If you want to Lead an Agile Organization...
One that
S - thrives in an unpredictable
i and rapidly changing
environment,

N 1 v @ -
Y — - is open, inclusive and
‘ /\/V l nonhierarchical,

- evolves continually and
\ v 20

embraces uncertainty and
ambiguity.

(

f o

Ordinary  + Systems that
People Enable

f o

Extraordinary + Systems that
People Control

v

= Extraordinary
Results

X

= Ordinary
Results

L\




Inspired by...

94% of failures are due to the SYSTEM
6% are due to the WORKER*

Father of
Systems Thinking “\‘ * Assuming the worker is willing to learn
L\
[ | \ | .\ |

Systems Thinking Fundamentals

Before You Can

Reinvent or Architect

Stop the BLAME Game...
Focus on SYSTEM
NOT the People

New and Agile

Systems...




MeKin: ly

Leading with inner agility

March 29, 2018 | Article
McKinsey
& Company

It is no easy task, but developing an “inner agility” is essential in releasing our
potential to lead an agile transformation.

-\
n ﬂ It can be very HARD for some people...
INNOVATION . .
ENGINEERING' It requires that you are open to learning...
It requires that you are willing to say...

= 1.1 Don’t Know
77 2.1 Need Help
3. | Fail A Lot

_________________\
Developing Your Inner Agility

There are three fundamental reactive-to-creative mind-set
shifts we have found critical to foster the culture at the heart
of agile organizations:

1. From scarcity to abundance: fostering value creation.
2. From authority to partnership: fostering collaboration.
3. From certainty to discovery: fostering innovation.

https://www.mckinsey.com

_________________\ \ |
SD
MU = “F
2. Diversity
of thinking
Meaningfully 1. Explore Stimulus
Unique Ideas =
3. Drive Out Fear




1. Explore Stiinu us

Traditional Model

draining

Individual Brainstorming—

Before After
TN
G5
s Suck Method
Uses Your Brain Like A
LIBRARY
L\ \ |

Value of Stimulus

Stimulus Feeds The Brain

Stimulus Available # of practical ideas invented

Low Stimulus - 22
Medium Stimulus - 38
[\ \ |

At Their Most Basic
IDEAS

are Feats of Association




Exploring Stimulus is basically...

a¥/ Filling
Your
BRAIN

So You Have More
“Stuff” to Make
Connections With

T
Where To Go On Vacation?

Where To Go On Vacation?

g~

NYC'S BEST

INSTAGRAM SPOTS ' .

=

o : Lots of ideas,
but closer in

& 10 Most Family-Friendly Cities

in Europe
1 L\

RELATED

T
Two Types of Stimulus
Ideas for a new type of candy

UNRELATED

5

Fewer ideas, but
really UNIQUE




2. Leverage Diversity

D
MU = _S_ Diversity of Thinking  # of practical ideas invented
F Low Diversity - 19
Medium Diversity - 30
High Diversity _ 46

Diversifying Thinking

Diversity multiplies the impact of stimulus.

L\

Diversity Means People
Who Think DIFFERENTLY than You

No Diversity of Thought

Backgrounds
& Skills

Maybe Even Who
You Disagree With

2
What comes to mind?/ é’sfgé'% == “Beauty”

— gfgg\% == “Beauty”
—~ @ == ‘“‘Beauty”




Diversity Multiplies Impact of Stimulus

“Beauty”

"’,@% =% “Thorns”

\

“Kentucky Derby”

“New York’s
State Flower”
A

—

LOGISTICS

Camera ON for group

work and reporting

Activity Powerpoint

Download from chat

& Take Notes
™ Report Results
if called on

T Lead the exercise

.\ \_____________ |
t [ |
L\ A\ |
.\ |
LOGISTICS
-~ ‘ Assign
Reporier Group Loader Time Keeper

& Meet your Deadline




Slide 2

Activity 1: Create Ideas

With your group, use the prompts below as stimulus to
invent ideas for Meaningfully Unique playgrounds or
playground equipment.

When free associating, it is important to write down
whatever comes to mind when you see the stimulus with
NO attempt to connect it to the challenge. That comes
in the second step.

Slide 2

Activity 1: Create Ideas

Free Associate Raw ideas for a new type of

playground/equipment

“What comes to mind
when you hear...”

Stimulus

green, lily pad,
UNRELATED: flies, slime,
Frog tadpole, Kermit,
tongue, ribbit

Slide 2

Activity 1: Create Ideas

Free Associate

“What comes to mind Raw ideas for a new type of

Stimulus .
playground/equipment

when you hear...”

A playground with lots of
trampolines like lily pads for kids

reen, lily pad,
g o to hop from one to the other

UNRELATED: flies, slime,

Frog tadpole, Kermit,
tongue, ribbit

Slide 2

Activity 1: Create Ideas

Free Associate
“What comes to mind
when you hear...”

Raw ideas for a new type of
playground/equipment

Stimulus
A playground with lots of
trampolines like lily pads for kids
to hop from one to the other
Slime covered slides

green, lily pad,
UNRELATED: flies, slime,

Frog tadpole, Kermit,
tongue, ribbit




Slide 2

Activity 1: Create Ideas

Raw ideas for a new type of
playground/equipment

Free Associate

“What comes to mind

Stimulus
when you hear...”

Slide 1

Ac!lVl St:mulu vers'ty
PHYQ’OUHG equi IUHSII
low as ulus
ve

fve
attomp ©

Stimulys,

UNRELATe),
Frog

Activity 1:
Leveraging

i 'adpo/e ,(y 226, s, , slime,

UNRELATE,,
Rock and oy

When iy Rl

il { Aplayg,
OnGus, ripgyy | 2% Tor ;r,ds  log
i om,

A playground with lots of Sti mu | us & o, p,aym"d!
green, lily pad, trampolines like lily pads for kids . . : lc':"”"&s",f»’r’ij'g:*;,,
UNRELATED: flies, slime, to hop from one to the other D|Ve rS|ty ELAT:, notan”
Frog tadpole, Kermit, Slime covered slides
tongue, ribbit Monkey bars that make noises
when you reach each bar
[\ [\ \ |
LOGISTICS 6 Stimulus Mining Categories
(3] N
>4
Ridiculous o b
Amounts of MARKET INSIGHT
Visual Mining Mining
Enthusiasm
Reporter
R t
eports Understand | Voice of the
Competitors | Customer




\____________________| -\ \ |
6 Stimulus Mining Categories 6 Stimulus Mining Categories
(@ & (G} | (2 & (G} N
- | - | 3
4 . 4 » ’

WISDOM PATENT MARKET INSIGHT WISDOM PATENT MARKET INSIGHT FUTURE UNRELATED
Mining Mining Mining Mining Mining Mining Mining Mining Mining Mining
Borrow . Borrow . Anticipate Analogy,
Brilliance F_md' . Brilliance F_|nd' . future shifts force-

from Inspiration Underst_and Voice of the from Inspiration Underst_and Voice of the leverage ’ associate
. | from Patents/ Competitors | Customer . | from Patents/ Competitors | Customer 9
Academic Academic current unrelated
Technology Technology .
Research Research trends topics
-\ \ |
Meaningfully
UNIQUE Ideas...
SD
MU =—’:— ReqUIre CHANGE Spark FEAR
r Change Causes
Drive Out Fear




The Secret to Reducing Fear

is to Make the

Unknown Known

To take the

idea from
your head )
and make it real...ﬁ : j

:

Build Courage

‘ By Making the Unknown Known...

1. Communicate Your . |
Idea with Clarity

2. Reduce
uncertainty with
Plan-Do-Study-Act
Cycles

You will need help to make it grow




You need others to understand
your idea as you do.

TODAY

Fundamental Components

Customer/Stakeholder & their PROBLEM

Benefit PROMISE

Product/Service & PROOF
S

The Yellow Card is a communication framework
that increases your odds of success.

Meaningfully Unique Solutions

Solve
Customer or

Stakeholder
Problems x

4




There are Problems that customers are AWARE of...

AND problems that

ifl
customers can’t Wh’;‘;";'h Sked peopye
. they’ €Y wanteq
describe because they V'd have sajq o,
can’t imagine a solution. bors gs; AL X

[ T

Features are not Benefit Promises

Features are the
- Facts

- Figures

- Technology

- and Details

That make up your offering

The Benefit PROMISE
speaks directly to the
Customer & Their Problem

Problem <|PROMISE

Benefit Promises

are “What’s In it for the Customer”

What they will

Receive, Enjoy, Experience

In exchange for their

Time, Trouble, Trust and Money




\

Benefit PROMISES are
WHY should | care?

| = the customer

“Our offering will make you

Smarter...
Faster...
Healthier...”
[\ S ——
.\

The Product/Service PROOF

Here’s how it works...

o/

The Product/Service PROOF -',T'HEFAC]S
is HOW you will deliver
on your PROMISE

It answers the question
“Why should I believe you?

Problem < PROMISE < PROOF

[N .
.\ T
Benefit Product/Service
PROMISE PROOF

closes
the sale

gets customers
excited




. ed
—— It does mean you ne

BUT... What if | don’t know...

Proof)...

to make the idea REAL (

- the Problem... -
If the Customer has

f

ise or Proo
PI’ObIem’ Promis S
I

omer
What to Promise the Cust

n't
Does that mean | ca

write a Yellow Card?
\ |

. : 2
ncept j ing the 0l tory of i ith clari - Al of the Parts mys¢ hang
I - Ifyou arg Unsure Uta part of your idea, Write g p, is it coulg be.

robley

{ P : | Promise; {
Customer | WHAT probign, 9065 this jgjeq | WHar Your specific o numeri
| addressy | Promise g SOLVE the problemz |

S
Practice

| Sonior Citizens |
[ o wang | Mtean be parg togetin gng
! i Ut of & cangg

canog

Smart Sogy jg anew technolog, |
that time-reloggeg Water baseq o, !
the type of Plant ang the Condition |
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¥ easy 1o forgey how myc,
and hoy trequenl‘!y 1o water
alof your hoysg Plants,

! Promis more Productiye
Meetings, wery 30complish 5,
O 11 he Sarme gy

! Your team
! Coworkers,




LOGISTICS
Ridiculous \\ \
Amounts of
L Visual
Enthusiasm
Reporter
Reports
L\
N I

You may not realize it...

But you already know
how to reduce risk with
new ideas...

Build Courage

‘ By Making the Unknown Known...

1. Communicate Your
ldea with Clarity

2. Reduce
uncertainty with
Plan-Do-Study-

Act Cycles

Set goal Tried a
to ride way to
Ride
% /
approach and Learned
P From This

s tried again
It’s how you learned

to ride a bike.
I




One bite

‘ at a time! %

Break don, be honest about riks
and take small steps to learn more

Meaningfully
UNIQUE
Ideas have

by definition

Uncertainties Compromise ldea
& RISKS \ To Avoid Any Risk

“Re-Label” as

DEATH THREATS

And Problem Solve

Kill the IDEA
To Avoid Any Risk

 _ _  _______\
H %6

|
INNOVATION Respect the Emotional Nature of Fear

ENGINEERING’

“Re-Label” Risks & Uncertainties with
Equally Emotionally Charged Wording

Fear —— Death Threat
“No” —— Death Threat
cantMakeit ~—> Death Threat

Can’t Afford It —> Death Threat
can'tsellt ~ —— Death Threat

HINT: Focus on Biggest Challenges FIRST

START HERE

Death Threat
or
DON’T START HERE Milestone

Small Small Small
Problem Problem Problem
We don’t want to waste
6 Months HERE




The Way to Resolve Death Threats

is to use the Deming Cycle/Scientific Method

(P-D-SOA

q
We call this development system
Fail Fast, Fail Cheap
Th . Again & Again & Again
e purpose of the system is to . . . .
dissolve risks with small steps Till Achieve, Pivot or Decide Not to Repeat
L\ A | L\ A |
_____________________\ \ ] _________________\ \ |

Again & Again & Again

Till Achieve, Pivot or Decide Not to Repeat | .t ,
5 Cycles a Week e S

1 Cycle a Month 4 Cycles a Month a g
=12in a Year 48 in a Year =260 in a Year

RABER BB

BB B
\@@@ @@@@f@@@@ RRBB BBBE BBRB B BB

| |
: BRBB R BB
@ @ @ @ @ @ @ @ @ %% :5 $884 ........ $884 .-......
eeee SEEE BAGE  sataiia saediia

1@@4@‘@”@@/@%@ BRAB BBRR RABRR BBRB
YN R S
RABBA BB RR BB




Slide 3

Activity 3: Fail
Fast, Fail
Cheap

5 minute
Coffee
Break

System Driven Leadership

Grounded in Deming System of Profound Knowledge (SoPK)

1. Appreciation for a System

Make it Visible

2. Knowledge about Variation
Identify High Variation Leverage Points

3. Psychology

Identify What Motivates Your Team

4. Theory of Knowledge (PDSA)

Learning Cycles to Improve the System

L\

System Driven Leadership

Grounded in Deming System of Profound Knowledge (SoPK)

1. Appreciation for a System
Make it Visible

2. Knowledge about Variation
Identify High Variation Leverage Points

3. Psychology

Identify What Motivates Your Team

4. Theory of Knowledge (PDSA)

Learning Cycles to Improve the System

L\




After today’s Systems Thinking
Overview, you'll walk away with...

Mindset Tool
___\
[ | \ |
Systems encompass the “Connective" Work Processes
Finance R&D
Sales
Quality Control Interconnections are the '\
BUREAUCRACY |
.“ l Marketing
Manufacturing C
HR Legal
Leadership
I

Definition of a SYSTEM

"A SYSTEM is two or more parts that work together

to accomplish a SHARED AIM-
Dr. W. Edwards Deming

System results
are the
product of
interactions.

Optimizing the parts does not necessarily make a better whole.
You need to think through the interactions of the parts.

[\




Systems ALWAYS Exist

* Employees will not stay in chaos.

e |f you don't create the system it will
come to life by itself.

e Systems don't change themselves

P
e\ "
. .
1. Appreciation for a System
Make it Visible
System Name: Name of the System
System Aim: The purpose of the system
Stakeholders: Those with vested interest in the system’s operations and results
Boundaries: Where it starts and stops and/or what it doesn't include if that is not obvious
System Metric: The one number we will measure to determine how well the system
is delivering on the Aim
Enabling Metrics: The other measurable things that help us predict the overall System
Metric.
L\ T

System Driven Leadership
Grounded in Deming System of Profound Knowledge (SoPK)

. Appreciation for a Sysféfn -
Make it Visible ’/)
2. Knowledge about Variation

Identify High Variation Leverage Points

3. Psychology

Identify What is Motivating/Demotivating Your Team

4. Theory of Knowledge (PDSA)

Learning Cycles to Improve the System

I
________________\ \ |
1. Appreciation for a System
Make it Visible

System Driven Leadership
starts with the
AIM of the system

What is the purpose of the system?




Leading agile

Thélnew
need, to build 21st-century’
organizations

McKinsey
& Company

https://www.mckinsey.com/

Find the north star

... aclear, shared, and compelling
purpose—a north star—for your
organization / system.

Rather than the traditional executive-
team exercise, in agile organizations,
leaders must learn to sense and
draw out the organization’s purpose
in conversation with people across
the enterprise.

Make it Visible

1. Appreciation for a System

@ System Boundaries

°@‘* Where the system starts and ends...
o= What the system does not include....

then

Y —
1. Appreciation for a System
Make it Visible
then
I(“«\ Stakeholders
“Th ith ted int ti t
0"055_, ose wi \{es ed interes |n"sys em
- operations and results?
S
Y S

1. Appreciation for a System
Make it Visible

then

System Metric
There can be only one metric
otherwise the system pulls apart




[ | | -\ |
1. Appreciation for a System 1. Appreciation for a System

Make it Visible Mala it Vicihla

Enabling Metrics

These are factors that statistical analysis
has shown enable THE METRIC

LINEAR Phases As simple as possible “Big Stuff”
En a b | er 1 1. Phase Name | (2. Phase Name | |3.Phase Name| (4. Phase Name| |5. Phase Name
. + Activity 1 + Activity 1 + Activity 1 - Activity 1 - Activity 1
Enabler 2 Impact The Metric o b= e e
+ Activity 4 * Activity 4 - Activity 4
E n a b | e r 3 Ens:lr:?‘g Metrics EAn;l:(IriEg Metrics En;l:(er? Metrics Enr:gl:zg Metrics En;g!::xg Metrics
* Metric 2 * Metric 2 * Metric 2
Independent Variables Dependent Variable
I .\
[ |
There are Many Options for Making Your System Visible
- o hy
/ﬁ\\}
55 Ay
You Can Add Complexity e S o
AL @ * Feedback Loops
Post It Notes * Balancing Loops
* Reinforcing Loops
. . * Shifting the Burden
But to start, we recommend keeping it - Limisto Success
. . 3 * Growing Action
as simple as possible - “Big Stuff” - Escalation
* Drifting Goals
nK
INNOVATION,
.\ 7| ENGINEERING




You've taken over the
annual car wash fundraiser
for your son or daughter’s

§ sports team.

The car wash earns a few

| hundred dollars each year,
but you believe if you apply
systems thinking and make
it more of an agile system,
4 it could be far more effective
# as a fundraiser.

Slide 6 -

Fill in the green
outlined boxes as a
team for the Car
Wash Fundraiser

—— —
LOGISTICS
—
Assign Assign Assign
Reporter Group Leader Time Keeper

& Share Screen
and Document
the work in
real time

Stays the Same

™ Lead the exercise & Meet your Deadline

System Driven Leadership
Grounded in Deming System of Profound Knowledge (SoPK)

1. Appreciation for a System
Make it Visible

Knowledge about Variation
dentify High Variation Leverage Points
3. Psychology

Identify What is Motivating/Demotivating Your Team

4. Theory of Knowledge (PDSA)

Learning Cycles to Improve the System




2. Knowledge about Variation
Identify High Variation Leverage Points

Variation in a System
Can Create A Chain Reaction

g 1111y I

* Mistakes

\{ :

* Lost Money

. Project Failure
& Errors

Legal Liability
Wasted Resources

I

2. Knowledge about Variation
Identify High Variation Leverage Points

Two Types of System Variation
Common Cause Special Cause
e Errors of the system e Errors caused by mistakes
e Errors that the worker can’t impact

® 94% of the problems

¢ Not doing Job
® 6% of the problems

2. Knowledge about Variation
Identify High Variation Leverage Points

Deming Explanation

Life is variation.
There will always be variation between people.
There will always be variation in output.

There will always be variation in services and products.

2. Knowledge about Variation
Identify High Variation Leverage Points

Sources of Human System Variation
e No system documentation

e No training or tools to do job
e “What, Why, How"” should | do job




2. Knowledge about Variation
Identify High Variation Leverage Points

How to Reduce
HUMAN Variance

Education

* Documentation - What, Why, How
Common Calibration Standards
Error Proof with Intelligent Systems

How to Identify Common Cause Problems

Look for
Compensating
Behaviors

How to Identify Common Cause Problems

Look for

"Reliable” Problems
...Not One Time EVENTS

How to Identify Common Cause Problems

Look for
Never Ending Blame
of workers or bosses...




How to Identify Common Cause Problems

Look for

Improvements that Don’t Sustain

no matter how much time, energy
or money is invested.

Leadership Mistake #2

Treating Special Cause as Common Cause Variance

Tampering with the system

ALY

\
)\

Waste of Energy - needless rules

S
A\

Leadership Mistake #1
Treating Common Cause as Special Cause Variance

Search for the GUILTY PARTY

Waste of Energy - it's in the system L \V>=

ALY

\
)\

S
A

________________\ \ |
Common Cause Special Cause
Action .
YES - Will Help NO - Wasted Energy

Change SyStem Systemic Improvement Needless Rules
Action
Find Guilty Party NO - Tampering YES - Will Help

and Stop Them It's out of their control Explain & Educate




SYSTEM

The AIM of this
System

For customers to

What part of
the System
has a lot of
Variation?

Length of time

2. Knowledge about Variation
Identify High Variation Leverage Points

How does this
Variation affect
the AIM?

Variation in wait
times can result in
unsatisfied

Possible
Cause for the
Variation

Because the kitchen
stove only allows 2

+ POSTIVE Forces

There are two types
of human system forces

Possible
Cause Reason for
the Variation

Because
sometimes waiters
forget to enter your

Full Service  |have a satisfying |from order . orders to be .
o customers leading . order into the
Restaurant dining placed to meal . prepared at a time -
. to complaints and/ |’ . system due to
experience served it was sized fg . y
or fewer customers chatting with
. . smaller r .
served in a night. friends
.\

- NEGATIVE Forces

THINK what are the “root causes”?

System Driven Leadership
Grounded in Deming System of Profound Knowledge (SoPK)

1. Appreciation for a System
Make it Visible

2. Knowledge about Variation
Identify High Variation Leverage Points
. Psychology

Identify What is Motivating/Demotivating Your Tea

4. Theory of Knowledge (PDSA)

Learning Cycles to Improve the System

There are two types
of human system forces

+ POSTIVE Forces

What ignites acceleration & cooperation?




duot There are two types

WONEE
Rl of human system forces

- NEGATIVE Forces

What causes frustration and non-cooperation

Extrinsic Motivation

Driven By Financial Incentives
Management by Fear and Intimidation

Trains People to Respond to “Rewards”

doot There are two basic

WO
&1 motivational approaches

Intrinsic Motivation
Internal Satisfaction
Meaningfulness
Mission & Purpose

Extrinsic Motivation
Bribes of all Kinds
Competition
Transactional Task

Intrinsic Motivation
Enables Pride of Work

Encourages Teamwork
Working with others to achieve common goals

Management by Meaning & Mission




+ PSYCHOLOGY

"Intrinsic Motivation” Comes from

Being WILLING  Being ABLE Let ’S D 0 I t

Requires understanding Requires having EDUCATION

* WHY Very Important Requires having RESOURCES
* WHAT is Narrative Requires having PROPER TOOLS
« HOW My Work Matters Requires having RELIABLE SYSTEMS
[ ]
L\ ENSREEHRE
L\ | -\ |
2. Know, M M
Shide 7 - 5 Of Varig, System Driven Leadership
%’E‘w o Grounded in Deming System of Profound Knowledge (SoPK)

Fill in the green 1. Appreciation for a System

Make it Visible

2. Knowledge about Variation
Identify High Variation Leverage Points

3. Psychology

Identify What is Motivating/Demativating Your Team

4. Theory of Knowledge (PDSA)
arning Cycles to Improve the System

I

outlined boxes as a
team for the Car
Wash Fundraiser




4. Theory of Knowledge (PDSA)

Identify Areas With Greatest LEVERAGE

* What areas could be changed to create greatest improvement in Metric?

| ]
4. Plan, DO, StUdy Act: Based on the system'’s variation and

psychological forces you've identified, consider your next steps...

After analyzing Variance and
Psychology, which parts of the system
offer the greatest opportunity for
improving the System Metric and
accomplishing our Aim?

What information, if any, could we
gather to better understand the existing
system? (Data, Stakeholder Insights /
Perceptions, Historical Data, etc)

What Idea(s) came up, if any, to help
the people in the system better achieve
the overall Aim?

What part of the system, if any, do we
need to redesign but we aren’t sure
how quite yet?

4. Theory of Knowledge (PDSA)

* You may be able to IDENTIFY biggest opportunity
areas for improvement.

* You may have QUESTIONS and need to know
more.

* You may have IDEAS you can try.

* You may have to REDESIGN the system or a part of
the system.

Connecting the Dots

<t" Filling
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EXp lore Brain

e Y h QUESTIONS and
ol tay have an Stimulus \"6""

need to know more.

Clarity of
* You may have IDEAS you can try. %”egso
* You may have to REDESIGN the Seta B
system or a part of the system. Direction
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Innovation Engineering Black Belt Certification
Level: Expert

Subscribe to Our Newsletter
Full Name*

—
Learn the complete set of advanced skills needed to run

high-risk, high-reward innovation projects, lead innovation
across an enterprise and set up and sustains systems that
support a culture of innovation.

Promo Code: CincyUSA

You'll get the guidance and feedback of a Certified
Innovation Engineering Black Belt.
113 Courses + Applications

‘We will alert you when the
next round opens
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System Driven Innovation

THINK

What did you
learn?

How to Enable Innovation
By Everyone, Everywhere, Every Day
With Increased Speed & Decreased Risk




