
  

Session TH103 

Cat-Herding 101: Keeping Them Aligned To Ensure 
Successful Implementation 

OBJECTIVES 

This session will help practitioners:  
Ø Define the project alignment (and re-alignment) processes. 
Ø Discriminate between projects that are aligned with the organization’s strategic business 

objectives and those that are not. 
Ø Use the contents of an alignment packet to help ensure successful project implementation. 
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CSF Level Measures  Sources 

Ensure reps have appropriate 
marketing materials 

Enabling Satisfact ion Rep and manager surveys 

Manager and advisory board 
interviews 

 

 

   

 

 

   

C. Financial Regulation Example 

CSF Level Measures  Sources 

Improve enforcement efforts by 10 
percent. 

Strategic Customer complaints 

Disciplinary actions 

Complaint database 

Disciplinary reports 

Provide on-demand access to training 
and information on products and 
regulations. 

Enabling Productivity 

Satisfaction 

Mgt. reports 

Manager, supervisor, and auditor 
surveys 
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I NTERACTIVE E XERCISE 3: RISKS AND M I T I G A N T S  
Instructions 

1. Break into your groups one more time. 
2. Copy a CSF from Exercise 2. 
3. Write a risk that could jeopardize the CSF you specified. 
4. Check the box indicating the type of risk. 

5. Check the box indicating the probability and impact of the risk. 
6. Specify one or more strategies to mitigate the risk. 
7. After five minutes, we’ll regroup and debrief. 

A.  Biotech Example 

CSF Risk Type Probability Impact Mitigation Strategies 

Provide on-
demand support 
to localized 
training, 
information, and 
tools. 

Organization may 
not be ready to 
support changes to 
jobs and roles 
arising from on-
demand support. 

¨ Execution: 
inputs, processes, 

outputs 

n White spaces  

¨ Integration 

n   High 

¨ Medium 

¨ Low 

n   High 

¨ Medium 

¨ Low 

a.  Design and implement a robust  
change management program that  

begins on Day 1 of the effort that 
includes branding, education, and 
marketing. 

b.  Employ appropriate  development 
strategies (such as RAD) to ensure 

buy- in among instructors,  managers,  
supervisors, and end users. 

c. Ensure that client-side project team 
members have adequate release time. 

  ¨ Execution: inputs,  

processes,  outputs 

¨ White spaces  

¨ Integration 

¨ High 

¨ Medium 

¨ Low 

¨ High 

¨ Medium 

¨ Low 
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B. Pharmaceutical Sales Example 

CSF Risk Type Probability Impact Mitigation Strategies 

Ensure reps 
have 
appropriate 
marketing 
materials 

Reps may not want 
to provide candid 
input regarding 
their marketing 
materials. 

¨ Execution: 
inputs, processes, 
outputs 

¨ White spaces  

n Integration 

n   High 

¨ Medium 

¨ Low 

n   High 

¨ Medium 

¨ Low 

a.  Contract a third party to collect and 
analyze data. 

b.  Guarantee participant anonymity. 

c.  Report data  only in aggregated form. 

d.  Work with managers and opinion 

leaders to shape questions regarding 
marketing materials.  

e. Report results and decisions at next 
sales meeting. 

  ¨ Execution: inputs,  

processes,  outputs 

¨ White spaces  

¨ Integration 

¨ High 

¨ Medium 

¨ Low 

¨ High 

¨ Medium 

¨ Low 

 

C. Financial Regulation Example 

CSF Risk Type Probability Impact Mitigation Strategies 

Provide on-
demand support 
to localized 
training, 
information, and 
tools. 

Training and 
information 
targeted to novices 
may not meet the 
needs of experts, or 
vice versa 

n Execution: 
inputs, processes, 
outputs 

¨ White spaces  

¨ Integration 

n   High 

¨ Medium 

¨ Low 

n   High 

¨ Medium 

¨ Low 

a.  Match user interfaces to the mental 
models of experts. 

b.  Provide scaffolding for novices. 

c. Determine the mental models, 
heuristics, and tactics that are 
strategically aligned with the 
organization that will be included in 
any solution. 
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CSF Risk Type Probability Impact Mitigation Strategies 

  ¨ Execution: inputs,  

processes,  outputs 

¨ White spaces  

¨ Integration 

¨ High 

¨ Medium 

¨ Low 

¨ High 

¨ Medium 

¨ Low 
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C H A N G E  M A N A G E M E N T  P ROCESS 
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C H A N G E  RE Q U E S T  FO R M  
7/8/04  Sample  7/10/04 

Date Prepared  Prepared By  Response Required By Date  

     

Instructor Guide 
Mods 4-5 

 Product Development Process 
Training 

 555 

Component  Project  Project # 

 
Change Description: 

Estimated 
time 

 
Cost 

Add a section on annual compliance review 2 days $750 

   

   

   

þ Supplemental Material Attached 

 

Impact Assessment: 

 

   
Estimated Cost   Schedule Impact 

 

o Supplemental Material Attached 

 

Comments: 

 

     
Client Project Manager Approval:  Signature  Date 

     

Development Team  Project Manager 
Approval: 

 Signature  Date 
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S I G N O F F  S H E E T 
 

Delivery Date: xx/xx/xxxx 

Subject: Storyboard for Module 3, Lesson 4 

Requested Return Date: xx/xx/xxxx 

Instructions: 1. Please review the enclosed materials. 

2. Please call or email the project manager with any 
questions or content concerns you may have 
during your review. 

3. Please fax this sign-off sheet by _date_, to: 

(Contact info here) 

 

Approval Signature: 

I have reviewed the storyboard, and believe that, with my changes (if any), it 
accurately reflects the information that I have provided and is technically 
accurate and complete.  I understand that additional major changes to the 
content of this material after today may adversely impact the project’s cost and 
schedule. 

 

Signature  Date 

 

(Adapted from Greer, 1992) 
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