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The opportunity

This drim (dramatic improvement) guide presents you with the opportunity to trigger of f aself -
perpetuating cycle of dramatic improvement in your organisation's performance.

It offers three simple, counter -intuitive T seemingly innocuous T things you can do that have a
disproportionate impact on bottom -line performance a s well as the experience your staff and
customers have of your  organisation.

Here are some of the resul  ts we 've helped our clients get using the solutions and principles
presented in this guide:

1. 137%increase in  market demand : months Global distributor

2. 112% increase in  product sales  : months Bank

3. 81%increase in  operations throughput : days Insurance company  service centre
4. 104% increase in production throughput : weeks Manufacturing company

This guide distils the essence of what we've learned, developed and found to work, in as simple,
brief and accessible a form as we can - to help you see and capitalise on the opportunity trapped
within your osritpaioni.sati ono

Webdbre keen to help you wor k out belappledihyoersiteatianh r elestaskhi ngs ¢

Be prepared

This guide isn't a conventional article or a book summary. The insights it presents are simple, but
theydre also extremely elusive. So much -lsiof & haft ovree oIt e

Sodon'tskimitl ike a book or article. Read it once, quickly - to get the big picture T then at least
twice more T more carefully T over the next 48 hours, apply ing it to your situation each time .
Then follow the [ read > apply > articulate > implement ] cycle, until you Ge done:

[ S i B

Repetitive reading is a great reinforcer of new ideas.

implement —

Applying it to your situation accelerates the process by integrating it with your existing thinking.

Articulating your growing understanding i verbally and in writing T magnifies the impact, makes

the concepts more tangible and locks them into your thinking.

Implementing i insmall, fast -cycle batches i will have the biggest impact on your thinking and

is of course, the point of the whole exercise.

You'll find new insights and applications that you hadn't noticed or seen the implications of pop

out atyou every time you go through this cycle

Youdll always be vul-héfabbé¢ Doetbéedpal problem, though,
The excitement you feel when each penny first drops wil!/
assume that you were mistaken to have been so excited about it in the first place.

The reality is that youbve merely |l ost the i nisititakbst t hat
time for new neural network to become established. But you can overcome it in the short -term

and accelerate longer -terminsightd evelopment easily, simply by repeating the [ read > apply >

articulate > implement ] cycle frequently.

Copyright © Prodsol International 2010 i www.prodsol.com i distribute freely, unaltered. Page 3 of 10

Please ring 0800 776 -276 (+64 9475 -9530) or email feedback@prodsol.com _ for clarity or assistance.
Go to www.prodsol -online.com/exec_drim_guide/ for pre -launch access to and discount pricing for our next guide.




Dramatic improvement is always possible

Dramatic improvement is eminently possible in any
challenging situation. It only seems impossible

because it's not obvious i befor ehand T how to bring it
about.

The problem is lack of insight, not lack of opportunity

Gaining insights that are dramatically better than we < :
currently have is biologically challenging, because our —__@
brains candét recognihsaevesmotnet hing they
recognised before.

[ Current thinking

The primary objective of this  drim g uide is to help you ] Incremental improvement

overcome this problem | by providing you with ready -
made solutions that can be adapted and applied to
your situation  quickly and easily

| Dramatic improvement

The secret to dramatic improvement

The secret to dramatic improvement is to find and solve the single, fundamental performance -
limiting problem that everyone faces everywhere within the situation T the systemic problem.

v The systemic problem

v Q There always is one. People can seldom see it b eforehand. They
9 always recognise it afterwards. It invariably seems unsolvable. It
always is solvable.

The systemic solution

v The systemic solution is always very simple - in hindsight. It can
always be applied, in different forms, throughout the situat ion. It
Q | can always be implemented in small batches, very quickly.

The impact of systemic intervention

The impact of systemic solutions is invariably so disproportionate to the changes made that it
belies belief T even after the fact. Here's why:

1. Saving 25% of your time increases your throughput by 33%. Saving 33% of your time,
increases your throughput by 50%. Saving 50% of your time doubles your throughput.

2. If you do that on the same costs, the additional throughput is added straight to the bottom
line.

3. And you get the benefits earlier - some of next month's profit this month. Most of the
following month'sprofit (and some of t he monektimbénth..eté.t eetc. t hat )

And that's just the start. The real benefits start emerging as the result of the cult ural change that
these solutions bring about.
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The 3 primary opportunities for dramatic improvement

There are 3 primary , interlocking  opportunities for improvement within any organisationods
situation:

o (2 3

Market /1[ Demand L'.B Sales ( Operations

L Y

. . . .. Suppl
Opportunity \ Generation  — //Acceleration ~//Streamlining n PPl
I\ Vi \“

1. Generate demand

2. Accelerate sales and

3. Streamline operations .
Therebds a | otto capiteliseo@thesedopportunities fand a |l ot of it isnbét ob:
in hindsight. This guide presents one key thing in each arena that not only improves end -to-end

flow -rate, lead -time, quality and the human e xperience but also sows the seed for ongoing
improvement into the fabric of organisational culture.

Because the solutions presented are common systemic solution patterns , they can be adapted and
applied t o your situation very quickly ialthough it wonét be obvious exactly
You can expect them to improve the following measures by at least 25% within 3 months , if you

implement them rigorously
1. Monthly sales
2. Capacity and throughput T on lower costs
3. Cycle-/lead-timesan d
4. Customer and staff satisfaction.
These claims will proba bly seem unrealistic to you at first.
They arenodt .
You may be tempted to  thin k your situation is different.
't isnot.

Real ity isndt theinsighisstr ai nt here

Beware of dismissi ng the following solutions mer ely because they are simple and obvious T or
because they Ge only slightly different from what you Ge doing already  or have done in the past
The tiniest of improv ements in solving the systemic problem can have a massive impact on
performance
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1. Demand Generation

Our demand generation solution is for situations in which the market opportunity (customers who

need a companyébés products or services) significantly exc
actually buying our products or services). We have yet to come ac ross a situation in which

opportunity doesnoti egexnineeessiordtimesand declining markets

The problem: Lack of ability to recognise and diagnose needs

The reason for the disparity is the combination of (a) potential customers being unaware of their

need or unable to diagnose it correctly and (b) being unaware of you and/or of how  your products
and services satisfy their need. The tendency, in situation s like this , is to think that the
bottleneck i s in Sales, when ités really more of a Marketing

Lack of ability to recognise

and diagnose
needs

Al G O\ operat (
Market BEEE e i Sales - | Operat!ops AT
T // Acceleration -/ Streamlining

Opportunity \l—l/—\ T -
Lack of \
awareness of our

products and services

The Solution: Simple need-diagnostic and mapping framework

The solution is to identify ideal customers and equip them to self -diagnose their need sand map
them to our products and services.

This solution creates a customer -need driven pull -
system 1 but it packs even more puncht han one would
expect, because it  delivers a far fuller stream of far

better qualified buyers to Sales than conventional
approaches deliver unqualified prospects.

Even a small increase in better -qualified buyers will have a disproportionate impact on sales
throughput. And the marginal ga ins from sales throughput improvement, on the same or lower
operating costs, is  huge.

To apply it to your situation, start by mapping your most lucrative products and services (where
you make the most total contribution margin on the smallest variable cost footprint) to ideal
customers ( prospects for whom our product is ideal) that you can target and market to easily

Then develop a simple framework that enables them to diagnose their needs and map them to
your products and services.

Run a campaign to disse minate the framework and be prepared to deal with th e avalanche of
demand that ensu es.
We 6 r e k e e nyotl applyhtheslisgution to your situation 1 over the phone or via email 1 free of
charge and obligation
Just ask.
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