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DIGITAL LEADERSHIP

What is leadership?

Who are you?

How are you connected to the leadership team?
What is organizational culture?

Decentralized What is the culture of your organization?

Organization What is the purpose of your organization?

What is your personal mission?

Best and worst of your organization?
What are the issues today?

What are you doing to work on them
(individually/ as team)?
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KPI: RELEASE PRODUCTS IN MAX 6 TO 8 WEEKS

KNOW YOURSELF:

Where are we today?

Where do we want to be? The Goal
What is our value proposition?
How do we know we have reached?
YOUR CUSTOMER:

Who is our target customer?

How can we reach our customer?
COMPETITION:

Who is our competition?

What is their proposition?
RESOURCES:

What is our budget?

What skills do we have?

How much time do we have?
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RE-INVENT EXISTING BUSINESS MODEL

Engineering Logistics

WHY TRANSFORM?

TRANSFORMATION BLOCKS
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DIGITAL OPERATIONS
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Cloud Robotics Saeacs
Big Data 3D Printing Wearables Tablets

INTERNET OF THINGS

TECHNOLOGY

MARKETING & SALES

SIMPLE PROPOSITION:
Self Service Online.
Landing page.
E-Commerce.
COMPLEX PROPOSITION:
COMPLEX PROPOSITION CRM

Phone Calls.
% ‘“ @ E Emails.
Presentations.
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DIGITAL STRATEGY FRAMEWORK

Data Driven lterative Strategy

YOURSELF

Which quadrant you belong to?
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EARNED MEDIA ALL MEDIA

Competitors

OWNED MEDIA BOUGHT MEDIA

ADVOCGACY ATTENTION

CREATE NEW BUSINESS MODEL
NEW DEPARTMENT - LEAN INNOVATION
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INDEPENDENT - INNOVATIVE TEAM
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1. Value Proposition Canvas

Design thinking Lean UX & Agile

Time Box

Minimum

2. Brainstorm Assumptions 3. Experiment

Write Hypothesis Design Success Metric
000
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5. Results Insights & Decision 4. Get out of the building
Learning (Pivot/Perservere) Talk to potential customers

“FAIL FAST TO SUCCEED FASTER” by LeanStartupMachine
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