Introduction

Purpose of the Enterprise Performance Assessment Tool

This document is a compilation of questions based upon the established Enterprise-Level Agility Attributes. It is intended to be used as a source document by Agility assessors, for the purpose of tailoring questionnaires for companies focused at the strategic level of the enterprise. The tailoring occurs after detailed needs analyses of that company have been completed. The needs analysis is determined with the Forum’s participation.This results in a culling of questions from this master set, to a series of applicable questions that map to areas of interest and concerns for the company being interviewed. 

�Procedures



Using this Tool

The Enterprise Performance Assessment Tool has been developed in Microsoft Word. To use it you will need to have one of the following already installed on your computer: 

Microsoft Office( v. 4.2 or above for Windows(

Microsoft Office( v. 4.2x or above for Macintosh(



The Microsoft Office( suite will include the appropriate version of Word(.



The high density 1.4 mg floppy disk included with this workbook is formatted for the PC. Both the floppy and the accompanying software can be used in Windows and Macintosh operating systems. 



You can open the Enterprise Performance Assessment Tool document from the floppy disk or you can copy it to your hard drive. We recommend copying it to your hard drive in order to get the fastest response.



As with any Microsoft Word( document, this document can be edited and printed with ease. It is a Word( document, not a template. If you wish to Òwrite protectÓ it, go to ÒFile / Save As...Ó in the Word menu and save the file as a document template. In this way subsequent versions of the the Enterprise Performance Assessment Tool can be customized or edited and saved as normal Word( text files with new names.
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Name:___________________________________



Area of Responsibility:_____________________
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Enterprise Performance Assessment Tool



General Instructions

This document, the Enterprise Performance Assessment Tool, is a compilation of questions based upon established Agility Attributes. Enterprise-Level Agility Attributes are characteristics, qualities, or properties that identify an organization as being agile. One example of this is: Production to Order. 



This document is intended to be used as a source document by those who facilitate company assessments of Agility, to help them tailor questionnaires focused on the strategic level of the organization they will assess. We recognize that there is a lot of ground covered here, and that not every inch of it will fall into each respondentÕs sphere of influence or expertise. Not everyone will answer every question, but we urge each respondent to answer every question he or she tackles as thoroughly as possible. The input we receive is critical, valued, and much appreciated. 



Linking Questions to Agility Attributes

The four attributes of Agility are:

1. Solutions Provider

2. Collaborative Operations

3. Adaptive Organization

4. Knowledge-Driven Enterprise



Each attribute has a set of sub-attributes, numbered as follows:

1.0	Solutions Provider

	1.1 Niche Marketer: High Product Diversity

	1.2 High New Product Introduction Rate

	1.3 Frequent Model Changes

The questions of this survey are linked to the sub-attributes. For example, under 1.1 Niche Marketer, the first question asks ÒHow does your companyÕs new product introduction rate compare with that of other companies in your industry?Ó



Respondents’ answers to this question will give the facilitator a fuller sense of the ability of the company to address or develop niche markets.



Answering Questions

With Metrics. Roughly half of the questions in this survey offer metrics to guide the respondentÕs answers — for example: 



How quickly can your company accurately 

determine the cost of the product?



Metric: seconds, minutes, hours, days?



Where metrics are offered, urge respondents to circle or underline the answer  (or fill in the blank) that most closely corresponds with their opinion. If no metric fits, ask respondents to write their alternative answer in the margin nearby. It is more important to the facilitator that he or she receive accurate information rather than forcing an answer from the respondent.



Without Metrics. The other half of the questions in this assessment tool do not offer a measured response. These questions require the respondent to think about the answer and express it in his or her own terms. Space is provided for those responses after each question. 



�1.0	Solutions Provider



This section supports the enterprise which is capable of rapidly designing for niche markets, manufactures to individualized customer order, and deploys a high quality-diverse product mix that is: information rich, designed with life cycle design philosophy, and based upon a strategy of enduring, proactive customer perceived value relationships.



1.1	Niche Marketer: High Product Diversity



How does your company’s new product introduction rate compare with that of other companies in your industry?

Number of product types?   _____

Number of new products per year?   _____

Number of new competitive markets per period?   _____

Number of product upgrades per year?   _____

Mean Time between product changes?   _____

Mean time between new product introductions (clock speed)?   _____

Cost of product change per product?   _____

How does your product portfolio compare with that of your industry?

Metric: Number of markets per product family?   _____

Number of product types?   _____

Number of distinct competitive markets?   _____

Number of customers per product?   _____

A wider diversity, very comparable, somewhat comparable, not comparable?

To what extent are competitive/environmental factors rapidly integrated into market development?

Always, Most of the time, half the time, sometimes, never?





1.2	High New Product Introduction Rate



How many new products do you introduce per year?

Number of new products per period?   _____

Number of product redesigns (that were sent to market) per period/number of products?   _____

Number of production personnel contacts with sales/marketing personnel?   _____

Number of “Set-up”/Information requests per customer/per product?   _____

Average time to estimate value of product?   _____

Number of revisions in cost estimate of product/time period?   _____

Number of training sessions per worker on concurrent engineering?   _____

Number of training sessions per worker on design for “x”?   _____

How many new product developments were successful last year?   _____

What percent of revenues resulted from new products introduced last year?

What percent resulted from new products introduced from one to three years?   _____

What percent resulted from new products introduced from one to five years?   _____

How many patent awards per year do you average?   _____

How many are applied for per year?   _____

How many product upgrade requests are fulfilled per product?   _____





1.3	Frequent Model Changes



How rapidly can you introduce new models into the market place?

Length of time from marketing request to actual product being sold?   ____

How often do you introduce new models?   _____

How rapidly can you change production to introduce new models?   _____





1.4	Rapid Concept-to-Cash



How rapidly can your company move a product from a concept (dated formal proposal) to putting the product in the customer’s hands? (and getting $ back into your hands).

Average length of time between official product idea proposal and achieving $X or X% revenue in sales? (X can be recovery of development cost or targeted sales)   _____

Concept to first sale?

Average length of time between official product idea proposal to sale of first product?   _____

Concept to first delivery? (not concept to profit or break-even!)

Average length of time between official product idea proposal to sale of first product?   _____





1.5	Cost-Effective Low Volume Producer



Volume flexibility is available when it is required.

Always, most of the time, some of the time, rarely, never?

Average range of lot-sizes per product?   _____

Is the company/business unit driving toward a change-over (setup) cost of zero?  If yes, what actions are underway?

	

	

	

	

Average set-up cost change/time period?   _____

Set-up cost change/increase in number of product types?   _____

Complete the following sentence: The unit variable cost associated with producing a single unit or millions of units: does not change with volume increases, decreases quickly with volume increases, decreases slowly with volume increases. 

To what extent do your fixed costs influence your production decisions?

Always, to a large extent, somewhat, rarely?

To what extent are your suppliers working with you to support cost-effective low volume production?

Always, to a large extent, somewhat, not yet?





1.6	Production to Order



Is your company/business unit capable of rapid response to customer demand in terms of production to order?

Extremely capable, somewhat capable, just starting, still thinking about what to do?

Number of product changes (that reached the marketplace) per time period?   _____

Is your company/business unit capable of rapid response to changes in demands (both up and down)?

	

	

	

	

What is the average rate of change you can handle per unit time for increasing demand?   _____

What is the average rate of change you can handle per unit time for decreasing demand?   _____

What is the average length of time for a particular raw material to flow from original location to customer?   _____

Cycle time for order to release for manufacturing.   _____

Cycle time for manufacturing to customer warehouse.   _____

Cycle time for order to cash.   _____

What are the changes in inventory volume over the last three years?   _____

Inventory changes (turnover)?

Inventory turnover ratio?   _____





1.7	Individualizeable Products/Services



The company’s products/services can easily be reconfigured, changed, or combined to create customized deliverables for individual customers.

Always, most of the time, half the time, some of the time, never?

How quickly can your company manufacture a new product, especially a unique, customized product?

	

	

	

	

How quickly can the combinations of physical products that you currently manufacture and services you currently offer be changed in order to create customized mixes for individual customers?

Hours, weeks, months, years?   _____

What percent of your products are customized for individual customer requirements? 76-100%, 50-75%, 25-50%, 25-0%?

What is the average number of customers per product sold?   _____

What is the average time between product changes?   _____

How accurately can your company determine what it would cost to manufacture a new product, especially a unique, customized product?

Within 1-10% of final cost, within 20%, within 30%, within 50%?

How active a role does your customer play in defining the product they purchase (as opposed to reconfiguring their purchase from a fixed menu of options)?

Extremely active, somewhat active, not very active, not active at all?

What percent of your products are designed to accommodate plug compatible upgrades for adding future capabilities by the customer?

90-100%, 75-90%, 50-75%, 0-50%?

How quickly can your company determine the cost of the product accurately?

Seconds, minutes, hours, days?

How quickly can your company determine the value of the product to your customer?   _____

How aware are production personnel -- as they perform their work -- that the work they are doing is for an individual customer (by persons name or company, as applicable)?

Extremely aware, somewhat aware, not usually aware, never aware?





1.8	Life Cycle Product/Customer Philosophy



What percent of the company’s products are designed to evolve with changing customer demands and market forces?

What percent of your products are designed with plug compatible upgrade capabilities?   _____

How committed is your company to a total product life cycle design philosophy, that is, incorporating into design parameters characteristics that range from the raw materials utilized through the impact of the routine use of the product in the customer’s hands to its ultimate disposal?

Fully committed, somewhat committed, thinking about it, not planning for it?

What percent of your products accommodate environmentally friendly disposition at the end of life?

Percent of products returned for reusability, remanufacture, recycling, reclamation?   _____

To what extent are integrated internal and/or external teams employed in product life cycle design?

Always, usually, sometimes, not yet?

Are your suppliers required to provide inputs for all your life cycle processes?

	

	

	

	

How much time and dollars are spent in each phase of your product development cycle?

For each phase, what % of time and what % of dollars?   _____

Conceptual, development, prototyping and validation, production readiness?

	

	

	

	

What activities are included in Life Cycle Cost (scope)? Check all that apply:

Research:   _____

Marketing:   _____

Non-recurring development:   _____

Manufacturing:   _____

Customer Service/Integrated Logistics Support:   _____

Disposition:   _____

Other (explain):

	

	

	

	











1.9	Open Architecture Product Design Philosophy



To what extent is your product design architecture compatible with your customer and supplier base?

	

	

	

What percent of your design systems linkages exist between customer/supplier?   _____

To what extent can you communicate effectively in the extended enterprise across the entire customer and supplier chain?

Across the extended enterprise, customers only, suppliers only, internally only?





1.10	Life Cycle Product/Customer Support



Does your company consider the product value changing beyond the point of sale to handle evolving services and product modifications required by the customer?

What is the average “value” the customer pays for, beyond initial cost of product, as a percent of the original purchase price?   _____

Number of external value adding opportunities between initial sale of product and customer life cycle use for a product support request?   _____

Percent of service requests satisfied?   _____

Percent of revenues from information and service of product?   _____

What percent of your products are sold with available plug compatible upgrade capabilities that the customer can add at any time in the future?   _____

Does the company provide product/customer support regardless of the point of distribution?  OEM or middleman (wholesale, retail)?

Always, usually, sometimes, rarely?

Do you warrant your products?  If yes, for how long?

	

	

	

	





1.11	Information/Services-Rich Products



Are you selling skills, knowledge, and information in a relationship over time, or only products in sales transactions?

	

	

	

	

Number of service personnel per total volume of products sold?   _____

Metric: Number of contact hours with customers per non-marketing person?   _____

Do you sell, provide (for free), or lease access to information and information tools?

	

	

	

	

Are your information revenues and potential revenues growing significantly?

Percent of revenues from information and services of product?   _____

Are customers are provided with well structured and organized information (knowledge) necessary to optimize its use?

	

	

	

	

Number of complaints received per product on ease of use of operating and maintenance instructions?   _____

Quality of documentation available to product user?   _____

How do you obtain document quality information?

Can the customer easily obtain information to self service your products?   _____

Do you charge customers explicitly for design activity, or do you recover design cost by allocation to production parts?

	

	

	

	





1.12	Enduring, Proactive Customer Relationships



Describe how the company determines customer satisfaction, customer repurchase intentions, and customer satisfaction relative to competitors; describe how these determination processes are evaluated and improved.

	

	

	

	

Do you show your customer how to be a better customer?

Average number of customer’s design teams in which your organization participates?   _____

Number of evaluation metrics for customers?   _____

How often do you poll customers?

With each delivery, monthly, yearly, less frequently than yearly?

How do you incentivize customers to measure you and give and honest evaluation?

	

	

	

	

How do you qualify customer’s responses as valid?

	

	

	

	

What kind of feedback do you give your customers regarding the input you received from them?

	

	

	

	

Is customer data (repeat business, referral customers, etc.) tracked?

Demand forecasting accuracy for long term customers?   _____

Average ratio of length of time customer has been with company to the life of company in market niche?   _____

What do you do with the customer tracking data?

Target customers?

New market development?

Anticipate customer demand?

	

	

	

	

What fraction of your products are designed for longevity in order to create strategic relationships with customers?   _____

Do you continually add value for customers by bringing out new revisions/releases, upgrades, new possibilities for reconfiguring what you have already sold, new performance features?

	

	

	

	

To what extent do you routinely locate personnel at customer or supplier facility locations?

Number of your own personnel located at customer site per customer?   _____

Number of electronic information links per customer?   _____

What’s your confidence level in your customer’s input?

Average number of customer design teams your organization is represented on?   _____

Mechanism for customer feedback?

Number of channels (functions/people) for feedback per customer?   _____

How proactive are you in obtaining and using customer feedback?

Number of communications per customer?   _____

Number positive?   _____

Number negative?   _____

Average number of customer requests for product changes met/product?   _____

What expertise can you provide your customer to eliminate unnecessary redundancy?

	

	

	

	





1.13	Proactive Marketplace Change Agent



Are marketing strategies linked directly to product design concepts?

Number of communications between upper/middle management in marketing and product design engineers per product?   _____

How effective is this link?

	

	

	

	

How effective are you in creating chaos in the marketplace -- frequent product upgrades and new products--to your advantage?

Number of product upgrades per time period per product?   _____

How effectively are you bringing innovations to market?

Very effectively, somewhat effectively, somewhat ineffectively, not effectively at all?

How do you change the market (Circle)?

First to market?

Follow closely with better price?

Increase our value in the marketplace?

To what extent are your business units able to exit declining markets “gracefully” (on your terms)?

Number of markets no longer serving per time period per product family?   _____

What are your average sales per product upgrade?   _____

What strategies do you use to anticipate your customer’s needs?

	

	

	

	

Do you help your customers identify and solve problems that they don’t even know they have?

	

	

	

	

How actively do you participate in your customer’s supply chain?

Very active, somewhat active, not active at all?

1.14	Value-Based Marketing Policies



Do you have processes to quantify what the customer perceived value is (what the customer will pay for product/service)?

Number of customer focus group discussions on capability and/or price of product per product?

	

	

	

	

What improved value do your customers anticipate receiving from you, and how might collaborative ventures optimize satisfying those anticipations?

	

	

	

	

How do you distinguish between customer value and price?

	

	

	

	





1.15	Extraordinary Quality Standards



What criteria do you use to measure customer delight?

Percentage of customers surveyed for delight?   _____

Percentage of customers responding to surveys on delight?   _____

How do you use these measures?

	

	

	

	

How often do you exceed expectations in:

Quality?   _____

Time?   _____

Performance?   _____

Value?   _____

Other?

	

	

	

	





1.16	Market-Opportunity Pulled Production



To what extent do your customer’s needs, in terms of products and services, directly trigger your production requirements?

To a large extent, to some extent, to a small extent, not at all?

To what extent are your manufacturing operations directly linked to your marketing information tools?

To a large extent, to some extent, to a small extent, not at all?

How do you accommodate customer seasonal or other related surges?

	

	

	

�2.0	Collaborative Operations.



This section supports the enterprise that has the technology, information sharing culture, and motivation to globally locate, evaluate and engage assets of any customer, partner or supplier, for the purpose of designing and manufacturing products of mutual benefit, in a highly concurrent, virtually co-located environment. 





2.1	Cooperation, the Strategy of First Choice.



Do you consider your supplier community in evaluating your capacity, core competencies, risk, capabilities, & materials?   _____

Can internal partnerships be created quickly, easily, and routinely?

Always, most of the time, infrequently, rarely? 

Can external partnerships be created quickly, easily and routinely?

Metric: Always, most of the time, infrequently, rarely?

Length of time for:

Identification of partner   _____

Evaluation of potential partner   _____

Agreeing to partner   _____

Contract formation   _____

Dissolution after useful life   _____

Level of management approval for team formation?   _____

Number of pages necessary for average partnering contract?   _____

Does your company use partnering to reduce costs of non-competitive projects, e.g. environmental regulations?   _____

To what extent do decisions to partner reflect near-term tactical, rather than long-term strategic, objectives?

Number of long-term criteria used for developing partnerships.

	

	

	

	

Does your make/buy policy have partnering and/or outsourcing as a key priority?

	

	

	

	

How readily can you determine a requirement gap in core competencies between those your company possesses and those it needs, or will need?

Very quickly, somewhat quickly, somewhat slowly, very slowly?

How quickly can you identify and evaluate a required outside core competency?

Hours?  Days?  Weeks?  Months?

How fast can you prepare and legally finalize a Virtual Enterprise type relationship/agreement/contract with a team member?

Hours?  Days?  Weeks?  Months?

How rapidly can you dissolve a Virtual Enterprise, taking into account any residual issues that may be forthcoming, e.g., rewards, risk, etc.?

Hours?  Days?  Weeks?  Months?

How rapidly can management transition from an idea or a proposal for a joint venture to implementation?

Hours?  Days?  Weeks?  Months?

How do you develop mutual trust with suppliers?

	

	

	

	

What is your process for reaching a common understanding of performance measures (risks, rewards, value added)  throughout the value chain?

	

	

	

	

Other Metrics:

Percent of material inspected per supplier?   _____

2.2	Concurrent Operations



What systems do you have in place to support a collaborative work environment?

Percent of workforce that is networked?   _____

	

	

	

	

To what extent can any functional group interact with any other functional group, internally & externally in a highly concurrent, virtually co-located manner?

To a very large extent, to some extent, to a small extent, not at all?

What percentage of your current production facilities are not application-specific?

Number of applications per production facility.   _____





2.3	Integrated Product & Process Development



What percent of the total number of extended enterprise functional organizations normally participate in the design process in a highly concurrent, virtually co-located manner?   _____

Do you have distributed design capabilities?   _____

Are they distributed within the company, among your suppliers/partners with your customers?   _____

How disbursed, geographically, are your distributed design capabilities?

	

	

	

	

What percent of your suppliers is involved in the entire product development life cycle, i.e. from concept to product disposition?

Percent of suppliers involved per average product design?   _____

Percent of suppliers involved in product manufacture per product?   _____

Percent of suppliers involved in designing distribution of product per product?   _____

Percent of suppliers involved in reverse logistics of product per product?   _____

Percent of customers involved in design of product per product?   _____

Percent of design recommendations provided from suppliers per product design?   _____

How disbursed are your distributed design capabilities geographically?

	

	

	

	

To what extent do your suppliers involve their suppliers in the development process?

To a very large extent, to some extent, to a small extent, not at all?

To what extent do you influence their inclusion?

To a very large extent, to some extent, to a small extent, not at all?

To what extent are your customers proactively engaged in product development teams?

To a very large extent, to some extent, to a small extent, not at all?

Do your suppliers provide design capabilities and do you use them in your IPPD process?   _____

Percent of suppliers involved per average product design?   _____

Does the IPPD team have access to downstream processing & ultimate use of the products you make?   _____





2.4	Integrated Comprehensive Enterprise Processes



To what extent does the company empower people, at all levels of the organization ,to make partnering decisions?

To a very large extent, to some extent, to  a little extent, not at all?

To what extent does the company recognize and reward people for the contributions they make to partnerships.

To a very large extent, to some extent, to  a little extent, not at all?

Does management quantify the value-adding contributions of each partner?

Number of techniques to determine value throughout supply chain per supply chain?   _____

	

	

	

	

To what extent do the company’s accounting and cost management metrics facilitate partnering arrangements?

To a very large extent, to some extent, to a minor extent, not at all?

What percent of your company’s decisions to partner are initiated by:

Upper Management?   _____

Middle Management?   _____

Professional/Technical People?   _____

Operational Level People?   _____

What are your plans to accommodate a major subcontractor or partner‘s total facility disaster or contract default?

	

	

	

	

Is there a direct relationship between Enterprise-level metrics used and organizational performance?   _____

Do you collect data?  If yes, How?

	

	

	

	









2.5	Interactive Customer/Supplier Relationships



How do you create long-term value with your supply chain?

Number of techniques to determine value throughout supply chain per supply chain?   _____

How do you achieve a compatible vision with the value chain (risk/reward sharing, expectations)?

	

	

	

	

How do you explicitly aim to balance or distribute the efforts adding value to customers, the business arrangements with customers and plans for communication and inter company teaming?

	

	

	

	

To what extent do your people who work with suppliers work closely with your people who work with customers?

To a very large extent, to some extent, to a little extent, not much at all?

How do you measure the criticality of your suppliers?

What evaluation techniques are used to determine value throughout supply chain?

What criteria is used to evaluate suppliers?

	

	

	

	

How quickly can you respond to a customer’s cost, schedule or performance change request?

Average length of time to respond to customer change request, i.e. Cost and Impact?   _____

How quickly can you respond to any other customer request?

Mean time to reply to a customer initiated interaction?   _____

What percent of the total value of the product do your partners add to your product?   _____

How many customers are you in-house with?   ____

Other Metrics:

Number of suppliers on-site per product line?   _____

Number of customers on-site per product line?   _____





2.6	Virtual Organization Partnering



Is it in your enterprise’s strategy to include cooperative efforts through partnerships when pursuing new market opportunities?

	

	

	

	

Which of the following represent reasons why your company would consider entering a Virtual Corporation relationship:

Sharing infrastructure, R&D, risk and costs.

Linking complementary core competencies.

Reducing concept-to-cash through sharing.

Increasing facilities and apparent size.

Gaining access to markets and sharing market or customer loyalty.

Migrating from selling products to selling solutions.

How important is each of the following criteria on which you base decisions to joint venture (Circle):

Very, Somewhat, Not at all.

The knowledge, skill, or technology base of the potential partner?  (Very, Somewhat, Not at all)

The reputation of the potential partner for integrity in its inter-enterprise relationships?  (Very, Somewhat, Not at all)

Trustworthiness, for example, in intellectual property rights issues, or in treatment of software licensing?  (Very, Somewhat, Not at all)

The internal “culture” of the potential partner, especially in the matters of personnel utilization policies, honesty, and support of an open information environment?  (Very, Somewhat, Not at all)

Motivated and loyal workforce?  (Very, Somewhat, Not at all)

The commitment of the potential partner to sharing information, knowledge and skills liberally?  (Very, Somewhat, Not at all)

People empowerment policies?  (Very, Somewhat, Not at all)

Routine multi-function team projects?  (Very, Somewhat, Not at all)

Routine internal “partnering”?  (Very, Somewhat, Not at all)

Candor?  (Very, Somewhat, Not at all)

The commitment of the potential partner to observing relevant standards?  (Very, Somewhat, Not at all)

To what extent does the company have procedures, accounting systems and traditions in place to allow for rapid initiation of multi-company collaborative work?

To a very large extent, to a large extent, to a small extent, thinking about it? 

Does the company have pre-qualified partnership processes in place?

Number of criteria for selection of supplier or partner?   _____

What legal/contractual instruments do you use to rapidly form and dissolve  Virtual Corporation type partnerships?

Average time necessary to evaluate partners?

	

	

	

	

How rapidly can you form an agile partnership?

	

	

	

	

How rapidly can you dissolve a Virtual Corporation type partnership?

	

	

	

	

How do you determine the contributions of each virtual organization partner, relating to the distribution of profits and the assignment of costs, resources and risks?

	

	

	

	

How successful are the products/services generated through your joint ventures?

What percent reduction of time from concept-to-cash results from partnerships?

	

	

	

	

Do Engineering or Operations personnel regularly evaluate the marketplace for additional, desirable core competencies?   _____

What percentage of your total sales is the dollar value of the cooperative venture products that you sell?   _____

How quickly can you add a partner team to complement your requirements?   _____

How quickly can you add a subcontractor/supplier to complement your requirements?   _____

To what extent can the customer authorize changes on the fly?

To a very large extent, to a large extent, to a small extent, not at all?

Do you have enabling capabilities to support these?

	

	

	

	

Do you have real time consensus decision making capabilities?

	

	

	

	

Other Metrics:

Percent of products sold from partnership manufacture?   _____

What percent of market share is represented by this?   _____





2.7	Electronic Commerce Operability



What percent of your business can be accomplished through electronic communication?   _____

What percent of your business is accomplished through electronic communication?   _____

How deep into your supplier base can you electronically communicate? 

Not at all, purchase orders only, inputs to their MRP system, shop floor scheduling, download machine control code?

How many levels above you are your customer’s customers linked to you for electronic commerce?   _____

What are the mechanisms for communicating with your suppliers?

Average number of information linkages with suppliers?

	

	

	

	

What percentage of purchases are executed electronically?   _____

Number of purchase orders electronically over total number of purchase orders?   _____

Are electronic information systems integrated with customers’ systems?   _____

Are electronic information systems integrated with suppliers’ systems?

Average number of information linkages with suppliers?   _____

Average number of application to application links with supplier?   _____

Other Metrics:

Average number of information linkages with customer?   _____

Average number of application to application links with customer?   _____

To what extent do you follow industry wide communications standards for your industry?

Always, to a large extent, to some extent, whatever works best for us?

What actions are you taking to identify standards to support distributed production operations.

	

	

	

	





2.8	Proactive Information Sharing Policies



What types of information are shared with your partners/suppliers (Circle)?

Cost

Technical

Marketing

Proprietary

Strategic

Training

Cultural

Other:

	

	

	

To what extent do your suppliers share their internal information with your firm?

Cost: (To a large extent, to some extent, to a small extent, not at all?)

Technical: (To a large extent, to some extent, to a small extent, not at all?)

Marketing: (To a large extent, to some extent, to a small extent, not at all?)

Proprietary: (To a large extent, to some extent, to a small extent, not at all?)

Strategic: (To a large extent, to some extent, to a small extent, not at all?)

Training(To a large extent, to some extent, to a small extent, not at all?)

Cultural(To a large extent, to some extent, to a small extent, not at all?)

Other:

	

	

	

How compatible are your costing systems with those of your customers?  Of your suppliers?

	

	

	

	

Do you employ target costing principles throughout your partner/supplier chain?   _____

What costing method is used in your company and what categories are in the direct and indirect costs?  If you use Activity Based Costing, what are the drivers and what percent of costs is in each driver?

	

	

	

	

Can you rapidly convert (reconfigure) your cost quote to your customer’s system to allow apples-to-apples comparisons?   _____

What is the deepest you drill into the supplier chain to mine data and encourage interaction?

What is the average level you go?   _____

What percent of your suppliers have access to your strategic information?   _____

What percent share information with you?   _____

�3.0	Adaptive Organization.



This section supports the enterprise that creates and maintains a culture that embraces change as an opportunity.  It empowers its organization by facilitating and encouraging rapid reconfigurability of its human and physical resources as a strategy for thriving  in an ever-changing market environment.





3.1	Proficient at Change



How rapidly is your company able to respond to Customer/Market change -- especially unexpectedly good or poor results -- by modifying:

Product design?

	

	

Manufacturing processes?

	

	

Administrative procedures?

	

	

Marketing techniques/strategies?

	

	

Sales procedures?

	

	

Supplier relations?

	

	

Does your company recognize change as an “opportunity”?

To a large extent, to some extent, to a small extent, not at all.

How do you measure your ability to change?

Time -- Concept to implement?

	

	

	

Cost?

	

	

	

Robustness?

	

	

	

Scope?

	

	

	

What other measures are used?

	

	

	

How do you know that the measures are good?

	

	

	

How do you use the measures?

	

	

	

How well does the rate of change in your Enterprise match the rate of change in your market?

Are way behind, don’t keep up, match fairly well, match extremely well, able to anticipate?

Organizational speed of change:

Is the speed of making organizational changes measured in hours, days, weeks, months, or years?

Are you continually re-engineering the organization?   _____

Are you removing levels from the organizational hierarchy?   _____

Number of current levels?   _____

Are you organized by functional departments, project groups, matrix, or by customer opportunity teams?

Is the organization both dynamic and effective at meeting changing goals and objectives?

	

	

	

	

To what extent do the following impact your organization (To a large extent, to some extent, to a small extent, not at all)?

Market share due to specific technology.   _____

Modular Processes - Impact of addition or removal of a product or process.   _____

Cost of updating legacy system(s).   _____

Organizational flexibility - Number of distinct virtual enterprises.   _____

Demand Change Cost - Average cost per Engineering change.   _____

Flexibility of Manufacturing System - Alternate number of internal or external manufacturing operations per part family.   _____

Organizational- Resistance to change level.   _____

Adaptability- Time, Cost, Robustness, Scope- to relocate process.   _____

Adaptability- Reconfigurability of processes.   _____

Capability of Workers- Average number of equipment qualified to use.   _____

Acquisition time- Time to acquire new labor, supplies, equipment, etc.   _____





3.2	Timely, Opportunity-Driven Organization



The company routinely and effectively reconfigures its organizational structure to create new capabilities based on customer requirements and expectations.

To a large extent, to some extent, not at all.

Will entrepreneurs thrive in your organization?

Are people asked to think?   _____

Are you macro-managing or micro-managing people?   _____

Do you “trust and empower” employees, or do you police and audit them?   _____

Is communication two-way or only downward?   _____

Do employees focus on organizational success or only on personal security?   _____

Do employees cooperate and work in teams, or do they focus on departmental goals and assignments?   _____

How effective are the incentives offered by the company in motivating people to acquire the abilities that the company currently needs or projects that it will need in the future?

	

	

	

	

Do barriers exist to rapidly change entities within your enterprise?

	

	

	

	

Average length of time to adjust business process?   _____

Does the organization have activity/business process models that can be easily altered?

Number of modules of business processes?

	

	

	

	

Does your organizational structure inhibit your business goals or processes?

	

	

	

	

What triggers organizational change or restructuring?

	

	

	

	

Are Business Processes developed with a requirement to be modular?

Levels of decomposition of business process models over total number of business processes.

	

	

	

	

How often are the organizational structures of your company reconfigured?

Organizational structure changes per time period?   _____

How many management levels are there in your organization?   _____

Other Metrics:

Percent of business processes modeled over total number of business processes.   _____

Average amount of time to introduce new business process.   _____

Average number of employees per level of organization.   _____





3.3	Adaptable Information Systems



What percent integrated are your various functional systems?

What % of cost, development & manufacturing systems, databases & tools are linked and integrated?

	

	

	

	

To what extent are your information systems compatible with your extended enterprise chain?

To a large extent, to some extent, to a low extent?

If a customer required immediate linking of their information systems to those of your company, how quickly could you accomplish this?  At what cost?  How robust would it be?

	

	

	

	

To what extent could you link with other customers or team members, no matter what their architecture looked like?

To a large extent, to some extent, to a low extent?

To what extent can you communicate electronically with all the remote facilities within your enterprise?  Within your extended enterprise?

To a large extent, to some extent, to a low extent?

	

	

How do you integrate legacy systems into new capital investments for information systems?

	

	

	

	





3.4	Coordinated Decentralized Decision-Making



Can employees make any decisions that fall within understood broad scope boundaries?

	

	

Are those who carry out tasks able to make decisions which affect their ability to perform the tasks better and faster?

	

	

Does the existing decision making process within the enterprise negatively impact the ability of the company to meet company requirements?

	

	

How often are decisions that could most effectively be made at lower levels, made by higher levels of management?

Number of “operational” decisions made at higher level of management?

	

	

What is the time span to get decisions made?

Cycle time between idea and decision made?   _____

What level of consensus reaching is required for a decision?

	

	

Number of functions involved in typical decision?   _____

How routinely may operational personnel exchange information with personnel in other divisions of your company on their own initiative?

	

	

	

How routinely may operational personnel exchange information with personnel in other companies on their own initiative?

	

	

	

To what extent are mechanisms in place throughout the company to avoid the trap of local optimization with global harm,  that is, of a local decision improving performance locally, but harming the enterprise as a whole?

To a large extent, to some extent, to a low extent?   _____

	

	

How many signatures are required to approve a capital expenditure?   _____

Average dollar value authorized at each level of decision making?   _____

What is the hierarchy of the decision-making process?

Number of levels for approval of multi-functional project per project?   _____

	

	

	

Who makes what decisions at what level?

Strategic

	

	

Operational

	

	

Are guidelines provided to employees such that they know what the probability is of approval of  expenditure requests?  How quickly are they approved?

	

	

	

	

What is the length of a budget cycle?   _____

How often are formal departmental budgets adjusted (e.g. 3 year rolling budget, adjusted each quarter)?   _____

What manager level is required to move money from one budget to another?

How long does it take?

	

	

	

	

What determines when a budget cycle should start?

	

	

	

	











3.5	Adaptive & Reconfigurable Physical Resources and Processes



Is modularity a criteria in procurement of physical resources?   _____

Do company(enterprise) needs consider human and physical resources both internally and externally across extended enterprise?   _____

How long does it take from a request for an office move to actual implementation?

Hours, days, weeks, months?

How long does it take to move a telephone from request to implementation?

Hours, days, weeks, months?

How long does it take to drop a computer line from request to implementation?

Days, weeks, months?

How long does it take to move a production process to a new location from initiation of request to process re-certification and production continuity?

Days, weeks, months?

How long would it take to relocate a unique production process to a partner’s or supplier’s production operation that is at least 500  miles away?

Weeks, months, years?





3.6	Adaptive Work Organization



To what extent would frequent and regular job rotation of your workforce be viewed as an opportunity vs. a threat?

	

	

	

	

How easily can personnel be assigned to different business units as part of new team formations to which they can contribute?

Average time necessary to move employee from one job to another?   _____

Number of inter-organizational teams per supplier?   _____

Number of inter-organizational teams per customer?   _____

Number of project teams per employee per period?   _____

Do barriers exist to rapidly move individuals within the enterprise? What are they?

	

	

	

	

How often/easily are personnel assigned to different business units or project teams?

Number of distinct jobs per employee per time period?   _____

	

	

	

	

To what extent do all workers, core and non-core, have a minimal “safety net” with regard to economic existence so that work place mobility becomes easy and non-threatening?

To a very large extent, to a large extent, to some extent, not at all?

How do you document/track skills of the workforce?

	

	

	

	

What is the average number of assignments that personnel at different levels and in various functional divisions of the company will have in a three-year period?

Average number of assignments per employee?   _____

Percent of employees in inter-company teams?   _____

Average percent of time your employees are involved in inter-company team efforts?   _____







3.7	Distributed Business/Production Processes  



Do you have geographically distributed production facilities?   _____

Are your distributed facilities product or process flexible?   _____

What percentage of your current production facilities are not application-specific?   _____

Number of applications per production facility?   _____

How close to your customer base are you located physically?

	

	

	

	





3.8	Motivational Management Philosophy



Are your management leaders proactive, supportive, and motivational?

Number of motivation courses taken by average manager/leader?   _____

	

	

	

	

To what extent does the management of your company set goals and visions, and have in place, empowering support systems for workers?

Percent of workers polled that know company goals and visions and use the support systems efficiently?   _____

	

	

	

	

Are your organizational systems capable of rapidly evaluating performance of individuals (or teams) within teams?

Time necessary to thoroughly evaluate performance of employee per employee?

	

	

	

	

Are motivational capabilities included for encouraging people to contribute in ways that exceed their job/work descriptions?

Number of  “exceptional”, “beyond call of duty”, appraisals per employee?   _____

Number of  “exceptional”, “beyond call of duty”, appraisals by employee per leader?   _____

	

	

	

	

What is the criteria used for management rewards or bonuses?

	

	

	

	

How do managers reward teams and individuals?

Number of team reward systems available per team?   _____

	

	

	

	

Are employees motivated to embrace change as an opportunity rather than a threat?

	

	

Is there a balance between immediate and long term rewards (each entity, throughout the extended enterprise)?

	

	

	

	

Are there conflicts among reward and compensation systems for different levels of the enterprise?

	

	

	

	

�4.0	Knowledge Driven Enterprise



This section supports the innovative organization that has a documented, open communication policy with its employees, recognizing and continually demonstrating, that they and the expertise, knowledge, information, they have and can acquire, are its most important asset.  It encourages and rewards innovation, multi-discipline and cross-functional education and training on an aggressive and continuing basis and internalizes ethical and societal values.





4.1	Dynamic Competency-Based Strategic Planning



Are you benchmarking your core competencies?

How many benchmarking studies are conducted per year?   _____

Is management focused on core skills/competencies or products/product lines?

Is your company investing in core competencies?

To a very large extent, to a great extent, somewhat, hardly at all?

Are your strategic plans supported by technical plans & operational execution?

	

	

	

	

How well do your tactical and operational plans support your strategic plans?

	

	

	

	

How effectively does management identify strategic direction without being restricted by current competencies or structures?

Very effectively, somewhat effectively, not effectively?

How effectively is company performance fed into strategic plans?

Very effectively, somewhat effectively, not effectively?

4.2	Corporate Knowledge Capture Processes



Does your organization have a system that continuously acquires, maintains and builds on its organizational knowledge?

Very active system, somewhat active system, inactive system, no system?

How does the enterprise identify required core competencies?

	

	

	

	

How long would it take to identify and pre-qualify needed core competency partners?

Average length of time to select partner for new market?   _____

Do you have a system in place that identifies, acquires, maintains, shifts and/or disposes of strategic core competencies?

	

	

	

	

Do you maintain a skills inventory?

Number of shortages of skilled workers per project?   _____

	

	

	

	

What mechanisms do you use to map the skills and knowledge currently available “in house” onto the skills and knowledge that will be needed in the future?

	

	

	

	

How effectively can management monitor the performance of cross-functional, distributed project teams in real time?

Very effectively, somewhat effectively, not effectively at all?





4.3	Expertise-Centered Operations



To what extent is your company distinguished from your competitors, by your customers, in terms of  innovation, skills, and knowledge of your people?

To a large extent, to some extent, not at all?

To what extent are core employees identified and nurtured?

To a very large extent, to a large extent, to some extent, not at all?

Are employee reward systems based on the skill base and contribution of employees to the company’s performance?   _____

To what extent are new patents and additional expertise development encouraged by your company?

To a very large extent, to a large extent, to some extent, not at all?

Amount of money paid per patent?   _____

Percent cost paid for outside courses not relevant to core business?   _____

Do employees relate their bottom-line compensation to the expertise they have and the extent with which it enhances the company’s ability to acquire new business?   _____





4.4	Enterprise-Level Performance Metrics



Does your performance measurement system develop, identify and integrate (value added) metrics for the enterprise?   _____

What percentage of the employees have controllable, explicit, quantifiable performance metrics to achieve?   _____

Will entrepreneurs thrive in your organization?   _____

Is compensation skill-based or task-based?   _____

Is compensation based on a combination of performance, time, and current pay?   _____

Do you recognize and reward teamwork, or do you use only individual performance metrics?   _____

Are employees constantly appraised of the bottom-line condition and how they impact it?   _____

What percent of employee compensation is based on bottom-line performance?   _____

How often is bottom-line compensation calculated and paid?   _____

Is the amount of computed bottom-line compensation an employee can receive open ended?   _____

What enterprise metrics does your company use for developing capabilities it wants or needs?

	

	

	

	

To what extent do your company’s product offerings reflect the unique capabilities that your company possesses?

To a large extent, to some extent, to a low extent?

To what extent do process flow procedures have metrics tied to them?

To a large extent, to some extent, to a low extent?

What percentage of procedures have feedback measures of actual performance?   _____

Do you have a mechanism for incorporating feedback from external stakeholders into your performance measurement system?   _____





4.5	Open Communication Policies



Is there a well understood and documented vision for the enterprise?

Well understood/documented, somewhat understood/documented, not understood or documented?

Is the vision communicated throughout the extended enterprise?

Extended enterprise, customer only, suppliers only, internally only?

To what extent is open communication among departments encouraged and facilitated?

Always, to a very large extent, to some extent, not at all?

Does your organization structure facilitate communications throughout the enterprise?

Enablers to effectively communicate across the organization.

	

	

	

	

Does your company have functional silos?  If yes, does this hinder communications?

	

	

	

	

How often does your management have a state-of-the-company meeting with all the employees?

Monthly, quarterly, annually, never?

How effective is technology used for effective partner communications.

 Very effective, mostly effective, somewhat effective, not very effective?

 External & internal technology used.

	

	

	

	

How safe is it to share positive and negative information/opinions within your organization?

Not safe, Completely safe.

How effectively do you communicate with (Metric: Closely held, managed, completely open):

Customers? (Closely held, managed, completely open)

Suppliers? (Closely held, managed, completely open)

Partners? (Closely held, managed, completely open)

Internally? (Closely held, managed, completely open)

Other stakeholders? (Closely held, managed, completely open)



4.6	Open Information Policies



How often is information shared across functional and program/product organizations (common data/information systems) within the enterprise?

Daily, weekly, monthly, quarterly, in the annual report?

How often do senior management share executive-level cost and financial information with all levels of the enterprise?

Daily, weekly, monthly, quarterly, annually?

What type and depth of information is provided to the employees for decision making:

Historical vs. Future oriented?

	

	

Financial vs. non-financial?

	

	

Internal company information vs. external market information?

	

	

Operational information?

	

	

Other

	

	

Is appropriate information readily available to any individual related to the enterprise through an enterprise-wide information system.

Absolutely, usually, somewhat, rarely?

Quickly, in easily understood format?   _____

In how many ways is information made available?   _____

Electronically, company newspaper, postings, meetings?

To what extent is operationally relevant information widely accessible across functional divisions and shared with operational people?

Always, to a very large extent, to some extent, not at all?

To what extent is there a policy that states: “The company policy is that except for personnel records, financial records related to salary and any information related to mergers and acquisitions, or other legal issues, all other information in the company is available to whomever wants it.”  All they have to do is ask for it; no questions asked as to need.

Written policy exists as stated, policy exists but not written, policy being developed, policy contrary to company beliefs?

Do you balance the protection and sharing of your information, both internally, with your partners & externally?

	

	

	

	

What type of information are you unwilling to share?

	

	

	

	

Do your designers and producers have access to unfiltered customer requirements and needs?   _____





4.7	Innovative Workforce



Are operational decision makers encouraged to locate and act upon opportunities for value-adding change?

	

	

	

	

How is risk-taking encouraged?

	

	

	

	

How are individuality, innovation, and creativity encouraged or discouraged?

	

	

	

	

What policies, procedures and methods are used to encourage the workforce to be proactive?

	

	

	

	

Is there a documented culture that permeates the workforce?

	

	

	

	

How open are career-development programs in allowing people (at any level) to train in areas other than the one they currently are in?

Very open, somewhat open, not too open, not open at all?

How committed is your company to helping people acquire new competencies as opposed to hiring new placements who already possess those competencies?

Very committed, somewhat committed, lightly committed, not committed?

Percent trained vs. percent hired?   _____

To what extent has management created a pervasive culture of innovation and reciprocal responsibility for the company’s success?

To a large extent, to some extent, to a very small extent, not at all?

How easily can personnel who acquire new skills/knowledge transition to more complex work and more responsibility?

Extremely easy, somewhat easily, with some difficulty, extremely difficult?

How well do employees’ goals match the company’s goals?

Extremely well, very well, somewhat connected, not connected at all? 





4.8	Cross-Functional Training



Does your company have an aggressive job rotation program where everyone is required to participate regularly?

Number of programs to increase worker improvement participation per worker?   _____

Number of cross-training programs available per worker?   _____

Percentage of workers at all levels familiar with organization goals?   _____

Effectiveness (quality percentages) of newly trained workers?   _____

	

	

	

	

To what extent do you require your engineering recruits to experience manufacturing operations prior to letting them do design work?

Always, to a large extent, to a small extent, not at all?

Do career development programs allow people to train in new areas/develop new types of competencies?

	

	

	

	





4.9	Continuous Education & Training



To what extent does your organization train its personnel for multi-skill tasks?

To a large extent, to some extent, to a low extent?

Is training considered a cost or an investment?   _____

Percent of revenues spent on training?   _____

Average number of hours of training per employee per year?   _____

How effectively has your company educated you to view and embrace change as a welcomed opportunity rather than as a threat?

Very effectively, somewhat effectively, somewhat ineffectively, not at all?

How many hours per employee per year are spent in training?   _____

Percent of revenues used for training?   _____

Percent increased over the last five years?   _____

Can any employee be made to be knowledgeable in the operations of various multiple systems?

Additional education/training available to support this.

	

	

	

	

To what extent are training programs in place for all personnel (including managers and executives) that aim at creating a culture of change within the company?

To a large extent, to some extent, to a low extent, not at all?

What is your “learning curve” for effective reusability of information gained through training?

	

	

	

	

How effective are the learning and training organizational mechanisms that are in place now for adapting to the changing skill and knowledge needs of the company?

Very effective, somewhat effective, not effective?

What percent of total cost for courses is paid that is not relevant to core business?

Undergraduate?   _____

Graduate?   _____

Non matriculated?   _____

How do you address future projected skill needs?

	

	

	

	

To what extent do you partner with your local academic institutions for training?

To a large extent, to some extent, to a low extent?

To what extent do you partner with your supply chain for training?

To a large extent, to some extent, to a low extent?

Does your company practice JIT training, i.e. how do you assure it is timely & effective?

	

	

	

	





4.10	Internalization of Societal Values



Does the company anticipate trends, including the evolution of public concern for ethical and social values and their importance on its business?   _____

To what extent does your company maintain processes to ensure nurturing of  the ecological and social environment?

To a large extent, to some extent, to a low extent?

To what extent do your company’s commitments to societal values directly influence the daily work of all levels of the organization.

For managerial personnel (To a large extent, to some extent, to a low extent)?

For professional personnel (To a large extent, to some extent, to a low extent)?

For operational personnel (To a large extent, to some extent, to a low extent)?

To what extent does your organization understand the different legal, social and moral norms of your global competitors, partners and suppliers?

To a large extent, to some extent, to a low extent?

To what extent are environmentally conscious practices proactively pursued?

To a large extent, to some extent, to a low extent?

To what extent are societal values considered in the company’s strategic plan? 

To a large extent, to some extent, to a low extent?

To what extent does management’s strategic planning process incorporate the long-term benefits of a positive environmental impact?

To a large extent, to some extent, to a low extent?

What market share was gained in the past five years because of what was perceived by customers to be unethical or anti-social behavior by your competitors?   _____

What is the cost of liability issues for the past ten years that can be related to ethical and social values?

	

	

	

	

To what extent are personnel familiar with a statement of the ethical and social values to which your company is committed?

To a very large extent, to some extent, to a small extent, not at all?

What percentage of your non-hazardous waste is environmentally undesirable (visually, audibly, because of odor, disposal requirements, etc.)?   _____

To what extent are all company processes and products designed to minimize environmental impact, resource utilization, and energy expenditure?

To a large extent, to some extent, to a low extent?

To what extent is your R&D budget devoted to alternative materials, alternative production processes, and improving energy efficiency?

To a large extent, to some extent, to a low extent?

How effective is your company’s safety program?

Very effective, somewhat effective, not effective?

How effective is your company’s diversity program?

Very effective, somewhat effective, not effective?

How effective is your company’s environmental programs?

Very effective, somewhat effective, not effective?

To what extent does your organization seek opportunities to enhance community leadership and involvement?

To a large extent, to some extent, to a low extent?
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I.  Market Forces Driving Business Change



1.0  Intensifying Competition

1.1.  Rapidly Changing Markets

1.2.  Decreasing Cost of Information

1.3.  Increasing Capable Communication Technologies

1.4.  Increasing Pressure on Costs/Productivity

1.5.  High rate of Innovation

1.6.  Decreasing New Product Time-to-Market

1.7.  Global Competitive Pressures



2.0.  Fragmentation of Mass Markets

2.1.  Growth of Niche Markets

2.2.  High Rate of Model Change

2.3.  Shrinking Product Lifetimes

2.4.  Shrinking Product ÒWindowsÓ

2.5.  Declining Niche Market Entry Costs



3.0.  Cooperative Business Relationships

3.1.  Increasing Inter-Enterprise Cooperation

3.2.  Interactive Value-Circle Relationships

3.3.  Increasing Outsourcing

3.4.  Global Sourcing/Marketing/Distribution

3.5.  Shifting Resource Constraints

3.6.  Interactive Labor-Management Relationships



4.0.  Evolving Customer Expectations

4.1.  Individualized Products and Services

4.2.  Life Cycle Product Support

4.3.  Rapid Time-to-Market

4.4.  Rapid Delivery

4.5.  Changing Quality Expectations

4.6.  Increasing Value of Information/Services



5.0.  Increasing Societal Values Pressures

5.1.  Regulatory Environment

5.2.  Workplace/Workforce Expectations

5.3.  Legal/Political/Cultural Pressures

5.4.  Workforce Education

5.5.  Changing Social Contract





II.  Enterprise-Level Agility Attributes



1.0  Solutions Provider



A company that configures its products and services into total solutions for its customers, and prices its products and services based on the customer’s perceived value.



1.1.  Niche Marketer: High Product Diversity

An organization or individual that focuses on selling its products or services to a select group of consumers and the specialized, sometimes customized products or services that they purchase.

1.2.  High New Product Introduction Rate

The rate at which an enterprise introduces new products as determined by metrics, such as concept-to-cash time.

1.3.  Frequent Model Changes

The variation of product types as determined by metrics, such as the number of product types and the number of distinct markets for the products.

1.4.  Rapid Concept -to-Cash

The relatively small time interval between when an idea for a product or service is first conceived and when the customer is billed.

1.5.  Cost-Effective Low-Volume Producer

The ability to produce arbitrarily small lot sizes with out detrimental effects on quality or profitability.

1.6.  Production to Order

The manufacture of the exact number of items specified by a customer. In an agile environment, the capability to produce a product to order is usually accompanied by rapid response to customer demands.

1.7.  Individualized Products/Services

Products and services that are specifically configured and produced for a specific customer or application.

1.8.  Life Cycle Design Methodology

A design methodology in which the company’s products are designed to evolve with changing customer demands and market forces.  In Life Cycle Design Methodology, the design of products, processes, and services support their evolution through reconfiguration and upgrade..

1.9.  Open Architecture Product Design Philosophy 

A framework for organizing a business that enables partners in the extended enterprise to communicate easily with each other during the design phase of a product or service.

1.10.  Life Cycle Product/Customer Support

A value based strategy built upon customer satisfaction with the ongoing support of products or services.

1.11.  Information/Services-Rich Products

Products and services whose value is contained in the skills and information that they represent.  Information-rich products include engineering tools and computer software.

1.12.  Enduring, Proactive Customer Relationships

A collaborative, amicable, long-lasting relationship between a customer and supplier.  Actions taken by a supplier that contribute to an Enduring Customer Relationship include regular tracking and use of customer data such as repeat business and referral customers, anticipation of customer demands, and the use of customers’ inputs.

1.13.  Proactive Marketplace Change Agent

The pursuit of marketing strategies and tactics that anticipate changing market conditions.  The process of taking the initiative in developing marketing strategies, products, and solutions that anticipate the current and future needs of a customer.

1.14.  Solution-Based Marketing Policies

The premise of building a marketing strategy around value added services and or products which solve customer problems.  This requires a deep understanding of the clientÕs business which fosters a creative combination of your capabilities and your knowledge of the clientÕs problems/opportunities.

1.15.  Extraordinary Quality Standards

The degree of product or service excellence; characterized by exceeding customer requirements of reliability, durability, and freedom from defects.

1.16.  Market-Opportunity Pulled Production

Production schedules are driven by customer demand or opportunity.  This is in contrast to traditional scheduling methods which rely on forecasting demand.







2.0.  Collaborative Operations



Two or more companies that have different core competencies and that cooperatively use these competencies to produce individualized products and services.  Also, a business environment characterized by a close, cooperative, integrated relationship between companies, or between organizations within companies.



2.1.  Cooperation = Product Strategy of First Choice

The strategy of first choice for creating products and solutions: cooperation within the company and externally with customers, suppliers and others.

2.2.  Concurrent Operations

A product development discipline that stresses simultaneous consideration of product design, manufacturing process, customer needs, and business practices in order to speed the development process and avoid costly redesign.

2.3.  Integrated Product and Process Development

The simultaneous consideration of product design, manufacturing process, customer needs, and business practices by the extended enterprise.  IPPD and Concurrent Engineering (CE) are the same, except that IPPD considers the extended enterprise, whereas CE does not.

2.4.  Integrated Comprehensive Enterprise Processes

A relationship between all elements of the supply chain, including partners, in which the processes, procedures, and communications between the elements are so integrated that the differences between the elements are not apparent.

2.5.  Interactive Customer/Supplier Relationships

A relationship between all elements of the supply chain, including partners, characterized by frequent, meaningful communications between all levels and elements of the supply chain.

2.6.  Virtual Organization Partnering

The ability of an organization to form and dissolve partnerships rapidly. Factors that enable Virtual Organization Capability include candor and honesty in business-sensitive areas, such as intellectual property rights issues and the treatment of software licensing; motivated, empowered, and loyal workforce; willingness to share vital information; routine multi-functional team projects and intra-company partnering; adherence to industry standards; and managerial integrity.

2.7.  Electronic Commerce Operability

The ability to conduct business transactions electronically, including Electronic Data Interchange (EDI), E-mail, Groupware, Bar-code, Magnetic Card, and FAX.

2.8.  Proactive Information Sharing Policies

The exchange of information between all elements of the supply chain for the purpose of gaining competitive advantage.  In an agile context, information sharing particularly means willingness to share information that is vital to the delivery of a product or service, such as cost, marketing, and technical information.



3.0.  Adaptive Organization



An enterprise that is able to rapidly reconfigure the organization of its resources (personnel, equipment, etc.) to meet changing customer demands and produce individualized products and services for its customers.



3.1.  Motivational Management Philosophy

Management style in which managers take the initiative in helping an empowered workforce solve problems encountered in meeting requirements and inspire the workforce to exceed customer demands.

3.2.  Coordinated, Decentralized Decision-Making

The making of business decisions by empowered persons or groups in the workforce.

3.3.  Adaptive and Reconfigurable Physical Resources/Processes

In the context of human resources, an environment in which employees are empowered to interchange and re-orient their roles as required to meet customers’ changing needs.  In the context of physical resources, an environment where machines and equipment can be rapidly rearranged and redeployed to meet customers’ changing needs.

3.4.  Adaptive Work Organization

An organization characterized by its ability to dynamically change its work flow and or processes (compared to physical resources, see 3.3) with out penalty.

3.5.  Timely, Opportunity-Driven Organization

Organizational structures, such as internal or external partnering relationships, teams, and business processes, whose design and creation are triggered by new market or customer opportunities.

3.6.  Change Proficient Organization

The speed, effectiveness, and efficiency of an organization or company in responding to changing market conditions and customer demands and requirements.

3.7.  Adaptive Information System

A dynamic information system capable of accepting varying input or producing varying output based upon the fluidic needs of an organization.  The system structure is reconfigurable by knowledgeable IS staff with out detrimental down time.

3.8.  Distributed Business/Production Processes

A discipline that stresses simultaneous manufacturing of products in facilities that are geographically located in various places, including other countries.  Distributed concurrent operations are facilitated by improved communications between production facilities.



4.0  Knowledge-Driven Enterprise



A company who views the information it possesses (including the skills, knowledge and expertise of the total workforce)as an essential core competency and that uses the information to provide individualized products and services for its customers.



4.1.  Dynamic, Competency-Based Strategic Plan

A strategic plan that optimizes the benefits derived from the knowledge, skills, and core competencies of the workforce, and of the organization as a whole.

4.2.  Corporate Knowledge Capture

The ability of organization to learn from everything it does and from everyone within its value chain.

4.3.  Expertise-Centered Operations

4.4.  Enterprise-Level Performance Metrics

A class of measurements that enable one to assess the relative performance, worth, utility, or importance contributed by each process used by the enterprise in delivering a product or service to a customer.

4.5.  Open Information Policies 

A business policy in which critical information (such as mergers and acquisitions) and sensitive information (such as salary grades) is made available across all levels of, and functions within, the enterprise.

4.6.  Open Communication Policies

An environment characterized by the regular sharing of critical information (such as mergers and acquisitions) and sensitive information (such as salary grades) across all levels of, and functions within, the enterprise.

4.7.  Innovative Workforce

A workforce capable of both proposing improvements (e.g., work flow, products, and services) and creating imaginative marketing opportunities.

4.8.  Continuous Education and Training

The ongoing process of training and developing personnel in the organization to perform tasks that require multiple skills.  Continuous education and training is facilitated by job rotation and education at local academic institutions.

4.9.  Cross-Functional Training

The training of a worker to proficiently perform more than one task.

4.10.  Internalization of Societal Values

The process in which an enterprise takes in and incorporates values of society into its values.  The process anticipates trends in the public concern for ethical and social values, workforce diversity, environmental and safety concerns, and recognizes and understands different legal, social, and moral norms of global competitors.  Also, at the enterprise level, a characteristic of the Knowledge-Driven Enterprise, Enterprise-Level Agility Attribute.





III.  Agility Attribute Enablers



1.0  Integration

	1.1.  Production Processes/Systems

		1.1.1.  Intra-Enterprise

		1.1.2.  Inter-Enterprise

	1.2.  Business Practices 

		1.2.1.  Intra-Enterprise

		1.2.2.  Inter-Enterprise

	1.3.  Information Systems

		1.3.1.  Intra-Enterprise

		1.3.2.  Inter-Enterprise

	1.4.  Integration Supporting Standards

	1.5.  Real-Time Management Tools

	1.6.   Comprehensive, Distributed Information Access

	1.7.  Interpretable Systems

	1.8.  User-Driven Interfaces

	1.9.  Support for Physically Distributed Teams



2.0  Reconfigurability

	2.1.  Modulate and Scaleable processes/Systems

	2.2.  Integrated Product and Process Design Tools/Procedures

	2.3.  Rapid Prototyping and Product Development Tools

	2.4.  Reconfigurable Production Technologies/Processes

	2.5.  Reconfigurable Information Systems

	2.6.  Upgradeable and Reconfigurable Products



3.0.  Cooperation

	3.1.  Intra-Enterprise Cooperation

	3.2.  Cooperation with Suppliers

	3.3.  Cooperation with Customers

	3.4.  Cooperation with Partners

	3.5.  Virtual Organization Capability



4.0.  Flexibility

	4.1.  Work Organization

		4.1.1.  Optimized Proactive Cross-Functional Teams

		4.1.2.  Proactive Learning Programs

		4.1.3.  Competency-Based Compensation Programs

		4.1.4.  Social Values Internalization Programs

	4.2.  Management Philosophy

	4.3.  Organizational Structures





IV.  Generic Business Processes



1.0.  Enterprise Management

	1.1.  Strategic Planning

	1.2.  Operations

	1.3.  Supplier/Customer/Partner Relations

	1.4.  Human/Physical/Financial Resources

	1.5.  Knowledge Assets

	1.6.  Information Systems 

	1.7.  Logistics

	1.8.  Innovation

	1.9.  Risk

	1.10.  Regulatory Compliance



2.0.  Demand Identification/Creation

	2.1.  Market Research

	2.2.  Product Definition

	2.3.  Product Feasibility: Realization Strategy & Business Plan

	2.4.  Product Portfolio Management Strategy

	2.5.  Marketing Strategy/Market Forecast



3.0.  Product Realization

	3.1.  Product and Process R&D

	3.2.  Product and Production Process Development

	3.3.  Sourcing/Partnering Strategy

	3.4.  Prototyping

	3.5.  Production



4.0.  Demand Fulfillment

	4.1.  Sales

	4.2.  Marketing

	4.3.  Order Fulfillment

	4.4.  Distribution

	4.5.  Customer Support

	4.6.  Product Support



5.0.  Metrics

	5.1.  Enterprise-Level Performance

	5.2.  Enterprise-Level Simulation and Modeling

	5.3.  Enterprise-Wide Competency Assessment

	5.4.  Workforce Composition Management

	5.5.  Rapid Partnership Formation

	5.6.  Pre-Qualified Supplier Certification

	5.7.  Virtual Enterprise Operation
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