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o y=7(X):
Use Case Solution (x) - [  The Use Case Solution X yields
el Customer’'s Needs (y) the Customer’s Needs Y = 7 (X)

Methods as aresponse

[1  Whether Customer’s Needs are

—_ l i met is a function of Use Case

Product @S] ! Solution profile vector X
Development . . _
NG L] e 7 is defined by critical Use Cases
L} [ Expected Response for selected

o business drivers
rojces E} | " : .
Office [1  Critical technical requirements

control the response
e 77isthe associated prediction

Proposal function
Management
A [ 77 predicts the solution X that
X yields y = 7(X)
Proal [J  Formatrices, 77 =77, the
Metrics prediction function is the
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Transfer Functions — Preference Combinators

Market Preferences (x) -

Market Share (y)
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y=7(X):
[1  The Market Preferences X cause
the observed Market Share y =7~
(X) as a response

[ What Market Share is gain is the
system response to the actual

Market Preference vector X
7" is defined by critical Preferences

[1  Expected Response for selected
market segments

[1  Critical preferences in those
segments control the response

77 is the associated prediction
function

[1 77 predicts the preferences X
that yield y = 7(X)

1 For matrices, 77 =77, the
prediction function is the
transposed matrix
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1st Attempt for Explanation

Market Preference

Market Preference

Transfer Function
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Market Share

Our Market Share (26%)

Co-1 Competitor 1 (20%)

Co-2 Competitor 2 (31%)

Co-3 Competitor 3 (23%)

Competitive Profile for Market Preference

P-6 Campaign Channel Coverage

P-2 Information Availability
P-3 Regional Offices

P-4 Regional Dialects

P-5 Popular Campaign

1521 1.7 21 24 23

0.39 Predicted Profile

—
©

0.2 Convergence Range
0.3 Convergence Limit

Convergence Gap
0.39
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Adding Trust Factor — improves!

Market Preference Market Preference
Transfer Function o
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Our Market Share (26%) 2314151514 22
Co-1 Competitor 1 (20%) 31911215162/ 21 |
Co-2  Competitor 2 (31%) 9 7.9 58 53|32 I
Co-3  Competitor 3 (23%) 3111969123
Competitive Profile for Market Preference| 1.5 2.0 1.6 2.0 23|22 1.5|Convergence Gap

0.2 Convergence Range
0.3 Convergence Limit

0.20

16




Success
with your
projects

Structured
Methods

Product
Development

Project
Office

Proposal
Management

Process
Metrics

euro project office

Master your project.

Removing Regional Links — deteriorates!

Market Preference Market Preference
Transfer Function o
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Market Share = =5 3|3
Our Market Share (26%) 27451912
Co-1 Competitor 1 (20%) 31119219
Co-2 Competitor 2 (31%) 9 9 513
Co-3  Competitor 3 (23%) 19 1
Competitive Profile for Market Preference| 22| 24 | 3.0 2.2 |Convergence Gap

0.2 Convergence Range
0.3 Convergence Limit

0.58
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Technology Factor — Best Explanation!

Market Preference Market Preference
Transfer Function o
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Market Share S £5\&/S
Our Market Share (26%) 2141519 2,
Co-1  Competitor 1 (20%) 3111212
Co-2  Competitor 2 (31%) 919 513
Co-3  Competitor 3 (23%) 1191
Competitive Profile for Market Preference| 20 22 2.8 2.0 2.1|Convergence Gap
0.05
0.2 Convergence Range
0.3 Convergence Limit
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Measurements

Who does best?
Rate what is important for you We do best! | Competitor 1 | Competitor 2 | Competitor 3
1. Response Time ¥ I =3
2. Information Availability I r I
3. Regional Offices ™ N ™
4. Regional Dialects - - -
5. Popular Campaign v v -
6. Campaign Channel Coverage | I N I
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[

[]

Find where your
competitors are most
vulnerable

Win local battles!

Strategy of the Strong

[

Make sure no small
competitor can beat
you on particulars

Block competition!
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New Lanchester Theory

Market Preference Market Preference
Transfer Function °
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Market Share T £ £ £ g8
Select Improvement Ratio| 4.0 | 1.2 1 1.0 | 1.0 | 2.0

Our Adjusted Achievement Profile
Competition's Achievement Profile

Market Preferences: Orange
Competitive Solution: Yellow

New Target Solution: Green

(relative to Market Strength)

1.97
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Deming Value Chain for SW Development
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