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Agile is Spreading | Psychological Challenges Success Stories

Agile Innovation, and the Scrum framework are Many sales organisations fail to pay attention to fear ) The Scrum Sales Forecasting technique ‘maps’ directly
being associated with more business areas than S a fetY? in the sales structure, in fact for some organisations, to the core characteristics of the Scrum framework,
ever before. Tounderstand why, explore the HBR - its positively encouraged. 'If you don't hit your target, 50 in some respects, you will already know thisis a
Article ‘The Secret History of Agile Innovation’ by There aren't many people that would challenge the you're out!” In the days when there were plenty of success story. There are two projects that come to mind.
Darrell K. Rigby, Jeff Sutherland and Hirotaka need for Accountability, but what's this Psychological sales people prepared to live with this style of working, - B
Takeuchi. We start to see how Scrum emerged from Safety topic? and with the few who seemed to thrive on the e senflcle Ievr._‘l agreeantI[SL?) tfusme“
the world of Product and later Software Development challenge, it "sort of worked" Just like * Acapital equipment solution business
and understand why it has the potential to spread Amy Edmondson, Novartis Professor of Leadership ‘command-and-control’ it also "sort of worked" In the case of the SLA business, the task was to ensure
through much of the organisation. As we consider andM at Harvard Busi School is well We should not forget, we find ourselves here today the organisation had the right staffing levels and skill
the Scrum framework, we can reflect on this definition. known for her work on teams. alm?(s( certainly becaus; of these out»?;ttd ways of mir to fulfill the (ommitmbents made under the SLA's
. B e iy In this video she highlights : working! However, in this century we have a new helping further grow the business. The impact Scrum
:;;"m s a framework '."""" which DtOPk can the relationsl\ipbegttv‘veg::\ Ay inflection point for many Organisations, Industries Sales Forecasting had was to reduce staff churn (which
Iress complex adaptive problems, while A i o d Nations alik Ed stly) and R the orgaaisath
productively and creatively delivering products of ceountability and . and Nations alike is always costly) and as a result, the organisation
the highest possible value’ Psychological Safety and [ . > » retained knowledge, both technical as well as client
Nov 2017 The Scrum Guide™ why you need to be paying : ;. x What challenges did we experience deploying based.
attention to both! o - Scrum Sales Forecasting?

S a I e S FO rec a St i n https./goo.glieXbxXn In the case of the capital equipment business, the task

g We G ioui Baks Bebaeeh — was !oensure theofgams'aluon'had equipment ready to

her research findings and the chall . = ship in time to meet the clients’ needs. Forecasting was

In this story, we explore how the Scrum framework
has been used to change the way several sales teams
were run on a day-to-day basis. The desired outcome
of the behavioural change programme was

increased confidence and predictability of the sales
forecasting process while ALSO enhancing sales

» s — 2 key input into inventory and manufacturing
success the 3‘;" S.zle;s Te;'t“hebehav'wm:rt:;ith. o management and revenue projections for shareholders.
:;:f;:?;";r o:;;:rlor ‘saer\:efal I:::::sses > The impact Scrum Sales Forecasting had was increased

client satisfaction, reduced inventory costs and
Practices

‘problematic’ surprises for the shareholders

performance. Using a Design Thinking approach C I =
to frame the behavioural change programme it With the business landscape changing so rapidly, —— — 0 n C u S I O n S
became apparent the Scrum framework provided there comes a point in time when each business : : :
much of what was needed. However, there were two realises, 'sandbagging’ (a very conservative forecast ::'Ii ;d:::;:‘:ﬁb:::zﬁ;ﬂimgeﬁzrn?;g:;“m
items that needed to be explicitly brought of value and/or probability of closing the business by le are creative: and wmnowmﬁbm: g
front and centre stage! a specified date) is quite common across the sales we experienced the various challenges, we reflected peop : . il
= & = h N to help others when mutual trust and respect has been
structures, and more importantly, is actually damaging upon what was really going on. The findings from blished. We are also crestures of habit, and when
‘Accountability’ AND 'Psychological Safety’ the business. evidence-based research exploring i eto & iy
Change from a Leader's Perspective identified key we understand why we wish to establish a particular
ﬁ “Sandbagging hits every busk on the bottomdine: issues that need to be understood to enable the habot: and that habit is in the interest qla'll (once(n_ed,
B ene tS it's a classic hidden cost that many do not want to or projects to be successful. Some issues are shown we will ALL step-up to the challenge willingly. Thisis a

do not know how to tackle. Scrum Sales Forecasting above, but these are fundamental items that need to function of aligned Purpose, Mastery and Autonomy.
enables organisations’ to tackle 'Sandbagging’ head-on. be understood.
This is often a core reason that weakens sales forecast

When the Scrum framework is combined explicitly
with Accountability AND Psychological Safety for
sales teams, you truly can develop a Team Spirit’

It's not about Creativity. or Habit. it's about both!

" 4 accuracy and sales performance. * Therole enabling technology takes T 8
that delivers on increased forecast accuracy and o Theim; i :
& pact of the working environment
increased sales performance. The cases shared all wanted to reduce ‘Sandbagging’, . Y: implicatio:. O‘L:WC"?‘LOQH Sg'ﬂy : O u e u O r ®
L N enhance accuracy of forecasting and increase the * The power of izlogue, and group dynamics Rod Willis is co-founder of Assentire Ltd, a Facilitation
::':;t::::’e';n:;w;h :1:; ::? :-:nntgrﬁs ;h; éﬂl;f actual sales performance * Whatreally motivates, individually and collectively & Coaching company created to bring together,
Y * The power of multiple mindsets working togeth Thinking and Feeling for enhanced organisational

bookings and variance from forecast. However, as

o . e . o i 5 h. . .
sales team members seek to hit their individual Scrum Sales Forecasting performance. He has more than 20 years experience in

biectives, thy Shio Aiviia it as hard Each one of these topics is extensive in their own right, International Sales A providing sol
:h :e:vleﬁsll'te;‘;w a"r‘eee t?th ;I;:‘g 'J‘gs ;; ie(rﬁ::sei':‘igre ign Thinking to defi " and the author has written about many. This isin terms across the hi-tech sector.
g G Enabling of what the evidence and theory suggest, and how
truly collaborative endeavour. The real test is when fosupport the actically one can go about embracing these ideas, to i i i i
anindividual commits their time and effort in support whole process = ] pr Y B E . Since 2010 he has followed his passion for Coaching

bring about successful change and transformation. and Behavioural Change, helping individuals, groups
and organisation better understand how

If you want to explore any of these items in more Collaboration, Mindsets and the Organisational
detail, there are many sources and the author is ECO-cycle directly impact actual and future

In other words, they are prepared to e eporimte happy to signpost the ones he has used in the past. performance, more than many realise
‘take one for the team’

of the team and therefore the organisation, assuming
allis aligned. By doing so they may not be achieving
the strongest outcome for themselves, personally.

E: rodwillis@assentire.net
T: RodWillisGTC
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What's key for Scrum?

Customer-centered
needs

as a key input

Sprint
Retrospective

Backlog

Change

Planning
Change

Product Owner

Product Sprint Sprint

Interaction and Collaboration

Agile Coach
(Servant Leader)

Change

30-day Sprint
—

The Scrum Guide™

Sprint Review
Product Burndown

Backlog

Increment

Copyright © 2018 Assentire Ltd getCollaborating.com - All Rights Reserved

Further Reading: HBR The Secret History of Agile Innovation

Accelerating Collaboration Everywhere®




. 4
ExeClLN o .
=== QOrganizational Contexts
Complex or Complicated?

 Rick Nason, an Associate Professor of Finance at
Dalhousie University’s Rowe School of Business, explains:

If you manage complex things as if they are merely
complicated, you're likely to be setting your company up

for failure.

« Agile designed to manage Complexity as best we can!

* Isyour Sales Forecasting

— Complex
— Complicated or
— BOTH?

Source: https://sloanreview.mit.edu/article/the-critical-difference-between-complex-and-complicated

Accelerating Collaboration Everywhere®



https://sloanreview.mit.edu/article/the-critical-difference-between-complex-and-complicated
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Context is Complex

Different contexts

Prototype Manufacturing
Design

Raising new funds
Donations

Accounts Receivable

Sales Forecasting (majority)

7

Context is Complicated

Volume Manufacturing
Development

Bank overdraft services
Payroll

Accounts Payable

Accelerating Collaboration Everywhere®
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el Areal business challenge
using an agile approach

» Sales Forecasting accuracy was at 80%, resulting in business decision
being made that did not align with the final sales figures, creating
many forms of waste.

* One major reason was 'Sandbagging’ that can hit every business. It's
a classic hidden cost that many do not want, or do not know how to
tackle.

 Therewas ahigh level of inter-dependency in the solutions being
provided, accuracy of project definition and timing was key.

* | Enhanced forecasting accuracy was not being achieved over an
extended period of time, damaging the efficiency of the overall
| operation.

Accelerating Collaboration Everywhere®
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Scrum Sales Forecasting Outcomes

1: The Organisation believed Sales
Forecasting could be standardized to
better support the inter-dependency,
and at the same time increase the

forecasting accuracy.
Carrot & Stick time: But it never held!!!

—

Enabling Technology

Human Capital

Product/Service Design and Development

Procurement
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2: With SCRUM, over a 180-day period, -
the group moved to Highly Adaptive AT B
Working Groups. This enhanced
Forecasting accuracy from 80% to 95%
for many years to come.

The results were so powerful, the
same approach was deployed globally.
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Scrum Sales Forecasting

* Psychological Safety was created enabling a new level of Interaction & Collaboration.
* Astrict regime of meeting attendance and transparency was established.

* Astructured way of discussing and reviewing the prospects’ procurement and decision making
process was developed using a 5x5 matrix (Funding v Selection)

* New Enabling Technology was provided to gather and share data more easily.

Forecast Review

[Twice a Week]
Sales Team Lead

(Humble Inquiry*)

Retrospectives
In, On and For
Action

Product/Service
Forecast Burndown

Desired Sales of Opportunity Opportunity  Forecast Planning
Product/Service Potential Forecast [Monthly]

*Humble Inquiry:The Gentle Art of Asking Instead of Telling by Edgar H. Schein Copyright © 2018 Assentire Ltd getCollaborating.com - All Rights Reserved
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R s this story unique?
NO

"At the core of the Task Force’s journey to adaptability
lay a yin-and-yang symmetry of shared consciousness, | s indispensable guide to organizational change’
achieved through strict, centralized forums for AR e
communication and extreme transparency, and

empowered execution, which involved the T E A M
decentralization of managerial authority. Together,
these powered our Task Force; neither would suffice

4 . ) ) NEW RULES OF ENGAGEMENT
Scrum Sales Forecasting Outcomes Scrum Sales Forecasting FOR A COMPLEX WORLD

THE NEW YORK TIMES BESTSELLER

The Organsistion believed Saled gt by ta | U agemet by g ioe =
Forecasting could be standardized 10 T
Beotter wapport the inter dependency,
and ot the same time increase the
farecasting scuraty.

= GENERAL STANLEY

McCHRYSTAL

US Army, retired,

Ower 2 180-day period. the group moved l [RN——

to Mighly Adaptive Working Groups. This
enhanced Forecinbing sccuracy from -

BOX 1o F5% for many yoars 10 Come. e

with Tantum Collins, David Silverman and Chris Fussell

Accelerating Collaboration Everywhere®



move to Q&A

institution and merely lukewarm defenders in those who gain by the new one.”

t
,h' Niccolo Machiavelli (1469 — 1527)
|
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SUPPORTING MATERIAL




Further Watching

https://getagilemindsets.com/videos
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Further Reading

* High-Performing Teams Need Psychological Safety. https://bit.ly/2wCdOt9 (HBR)

* The five keys to a successful Google team https://bit.ly/1X0Uygj (re:Work by Google)

* Leader's Framework for Decision Making https://bit.ly/1t1Q2ct (HBR)

* From Transactions to Enterprises https://bit.ly/2F7ncVw (ICE)

* How to Make Agile Work for the C-Suite https://bit.ly/2uacB8m (HBR)

* Redesigning Work & What to Expect From Agile https://bit.ly/2HEasv3 (MITSloan MR) *

*  The Definitive Guide to Scrum: The Rules of the Game https://bit.ly/2F7HKxd *

* The Secret History of Agile Innovation https://bit.ly/1NIDeOQ (HBR)*

*Strongly recommended

Accelerating Collaboration Everywhere®


https://bit.ly/2wCdOt9
https://bit.ly/1X0Uygj
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MANAGEMENT

SHIFT

How to Hamess the Power
of People and Transform

Your Organization for
Sustainable Success

VLATKA HLUPIC

Influential Books

ROBERT J. ANDERSON
WILLIAM A. ADAMS

T

Mastering

LEADERSHIP

An Integrated Framework
Sfor Breakthrough Performance and
Extraordinary Business Results

WILEY
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