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o Solution: Change to a
“product” view, looking at
outcomes, results for
customers, instead of tech
feature, hype approach.

e Results: Client heading in
right direction of product /
outcome / results focus for
all instead of tech / hype /




software only / silo
approach.
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Client created learning center
for future executives, needed
custom case studies for training
to prevent problem in future.

Custom case studies showed
how process to develop product
for expanding existing market is
substantially different from
process needed to “create new
market”.

Results: Next generation of
leaders much better equipped
to prevent failure.




