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The Execution Opportunity
Closing The Gap Between Your Vison And Reality

ision. You have one. Each of the
V leaders | speak with can converse
eloguently about theirs.

Strategyis abit tougher, yet 90% or
more of the leaders | speak with have a
clear understanding of what it will take
towin in their competitive arena. Most
have already invested a great deal of
time, 1Q and resources into their
strategy’s formulation.

Execution, however, is the “ Gordian
knot” that cloudsthefutureof most lead-
ers and their companies. Without ex-
ecution little el se matters; yet, most com-
panies have only limited success at im-

mental roles and responsihilities, budget-
ing, staff, system and financial prioritiesand
allocations. All thesearehealthy totheim-
provement process, but also represent po-
tential political hot potatoeswithinthe cur-
rent environment. The good news is that
systemic changeinitiativestypically gener-
atesizable benefitsin the 209%to 30% range,
and empower the organization to proceed at
ahigher level of competitiveness.
The"End Gamée’ isnat clearly defined:
Without a significant reason for improve-
ment, organizations tend to diminish in ca-
pability over time. Current management sys-
temsoften reinforcethisbehavior. Budgets

the organization hits the inevitable trouble
spotsinitsevolvingimprovements. Thisisa
lot to ask of aleader, but itisaready differen-
tiation between the great and not-so-great.
Y our business demands and Sarbanes-
Oxley compliance both require moretimely
and compl ete execution.

Business issues are not actively un-
derstood: Aswe work with well-managed
companies, we never find ashortage of op-
portunities for step-change improvement.
Why isthis? In most cases, senior leader-
ship lacksinsight into the basic day-to-day
problemsthe businessis experiencing and
lacks a method of moving their business

proving their rate-of-achievement,
and execution is the element most
responsible for their company’s

“ Strategies most often fail because
they aren’t executed well.”

Larry Bossidy on Execution

market-val ue today.

What'’s behind this lack of ex-
ecution capability? Hereareinsights
into what we most frequently find:

“85% of everythingin business
issystemic:” Thisisatough onefor
most leaders. Deming originaly wrote
of thisinthe 50’ sand we consistently
see the difficulty it creates within or-
ganizations today. Webster defines
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Execution: It's Where The Opportunity Is

through these issues to the higher
performancethreshold beyond. One
might offer that top leadership can-
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not afford to be distracted with this
level of detail. Others would offer
that subordinates are slow to dis-
close the problemsthat exist and in
fact sugarcoat what is reported to
senior leadership (who would not
rather tell their superior astory of a
great positive breakthrough rather
than the gory details of systemic
problems within the organization).
Whatever thereason, withlessthan
full knowledge of the business is-
sues before them, leaders are often
less effective than they would be if

systemic as. “ of or affecting the entire or-
ganism.” Today wefind very few work-pro-
cessesthat go from start to finish withinthe
control of a single function or department,
let dloneasingle company stakeholder. With
85% of what we do crossing multiple organi-
zation boundaries, it isno wonder that busi-
nesses find improvement so difficult. If we
probe a bit deeper into the devil-that’ s-in-
the-details we witness the greater difficulty
of thereall ocation of resources. When cross-
functional change is successful it most as-
suredly will modify where the work will be
done. It will affect functional and depart-

for next year are built on the previousyear;

targetsfor growthandearningsarebuiltfrom
past performance; returnson capital and as-
setsmimicthose of previoustimes. It takes
a knowledgeable and insightful leader to
break through this paradigm to set the ex-

pectation for greater success. It further de-
mandsthat the leader provide assistanceto
the organi zation should he/she expect it to
gobeyondwhereit hasgonebefore. Ittakes
a patient and empathetic leader to consis-
tently pushforward asthe* emotional-cycle-
of-change” is experienced, to continue to
focus on the end-game and not give in as

the issues were more actively understood.

Building your team: Assimple asthis
sounds, most organizations have non-func-
tioning team memberswhose performanceis
not being appropriately addressed. Thiscar-
riesastrong messageto all othersacrossthe
organization: poor performanceisacceptable
here. Inaworld whereyour “ strength of ex-
ecution” is becoming increasingly valuable,
poor performance becomes a cost far more
significantthaninthepast. A greatteamdoes
not guarantee great execution, but you'll
never achieve great execution from a team

that lacks greatness.
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[liamW. Rutherford and Associ ates helps successful leadersof wel-managed companiesachievea” dep-
change’ improvement in their competitive pogtion. Many factorsmeke“winning” increesingly difficult inthe
world aheed: globa competition, maturing products and services, rapidly changing customersand suppliers,

and the growing impact of technology. Company performance options that we only began to consder yesterday are
becoming a basic requirement for tomorrow’ s SUccess

The Leader’s Challenge:  Leaders know those aress criticd to their success and want to do what is required to
sgnificantly improve their organization's performance and effect culturd change. Pest efforts to design and
implement drategies to redize this vison have often been less sucoessul ¢ w
than expected. Internd organizationd issues, persond agendas and Teader s Wisicn

inadequate skills and capabiilities have been problematic. Stakeholder’s Wining “Slep-Cliange” Results
lack of varied industry and “outsde-their-function” experience further

contribute to the challenge of making meaningful “sep-change’ progress ; :‘_
Our “Step-Change” Approach: We dart with the leader’s required | |

improverment and build a spedific goproach to achieve it. Leedarstdl us thet M e e s v

with our assistance they make faster, more significant progress in today's | o | § oo g
increasingly competitive world. * Step-change results and improved ' w B
compditive podtion areamust” isafrequent comment. “Wenesdanew, more | s . N :
roboust gpproec” and“wenesd todoubdlethe-vauedf our corebusness’ isanother. st S

Y et other leederssay thet wehave' enargized tharorganizationsfor achievement” | joce === ¥ &

and“ subgtantialy reduced thetimerequired to successfully ataintheseresults’ & ;
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and“ cregted the environment for accd erated growth and learning.”  Effective \ — ¥t — =
“Sep-change’ improvement initiatives are alagting and rewarding leedership s trable coud Stsiaable Resils
dedision. "By Besi T The World Compciaas

William W. Rutherford and Associates provides|eader swith:

» Step-change results improvement.

» The atanment of sgnificant measurable and sustainable gods.

» Strategic and operationa achievements leading to core-business performance breskthroughs.

* Organizationd leaning, tools skills measures and the confidence to accdlerate future gains in competitiveness.
* A lading legacy of success for ther businesses and stakeholders.

William W. Rutherford and Associates works together with leaders to make otherwise unreasonable company,
industry and market demands achievable. Experience has shown that both tangible and intangible step-change
benefits are needed to accomplish the new levd of business performance needed to “win” in this environment.

For moreinformation, pleasecontact:

William W. Rutherford and Associates, Inc.
3102 Maple Avenue, Suite 450

Dallas, Texas 75201

Attn: Ms. Barbara Hill, Executive Assistant

Barbara Hill @WWRutherford.com
214.953.4788phone
214.953.4789fax

Helping Leaders Step-Change Improve Their Company’ s Performance




