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Plh . Purpose of this Session

1. Discuss what drives US private sector
businesses to make choices that do not
— Include formal Pl models while
\_! Government Sector tends to embrace
' them.

2. Refute the reasons executives give for
making other process model choices, or
no process model choice at all.

3. Discuss ways to make CMMI, and other
formal process models, more appealing
to private sector businesses.
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= s =1, . Who Are We Talking About

Here?

1. Financial Sector (Insurance,
Banking, Investment)

Retail Sector
Marketing/Advertising
Publishing (Paper/Digital)
Agriculture

Logistics

Services (Consulting, Software,
Inside & Outside Services)

8. Others
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Government vs. Private

Sector Drivers

1. Private and government sectors have an
entirely different set of key drivers

2. Private and government sectors answer
to an entirely different set of stakeholders

3. Private and government sector
stakeholders have different goals in mind

<>
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Either way efficiency, quality
results and accountability are
keys to success in both
sectors.
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So, If the ultimate goals are

essentially the same...

1. Why does private sector business
avoid formal process improvement
models while government sector tends
to embrace them?

2. And why does the Pl industry avoid, or
more accurately “ignore”, the private
sector when fashioning marketing and
sales plans?
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Private sector avoids

formal Pl models

1. BECAUSE THEY CAN!

2. The key Is to remember that:
¢ “Perception is reality!” and

¢ Perception often drives the decisions
we make every day.
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The Perception

Private Sector executives perceive that:

1. “Pl models made for government bureaucrats, or
someone else who is not like them”

2. Models are built by academics that “do not live Iin
the real world!”

3. Formal models are designed as Bibles
4. Hard to determine cost/value to implement CMMI
5. High maturity means even more 5

oureaucracy
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Let’'s deal with these incorrect
perceptions one at a time.
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Models are Built for

Someone Else - Not Me

1. Executives believe CMMI Is
designed to put business into a box

2. Executives think
models are :
Predefined Processes!|F
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Academics

Although true — it's not the end of the story

% Stress tested for years in business
o Strengths / weaknesses identified and corrected
 Situational variety = increased flexibility

¢ Model goals/practices closely aligned with
goals/practices of “home grown” processes

# Stress real-world cost reduction and quality
Improvement experience
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Formal Models Are

Designed as Bibles

1. Models are, by nature, more
roadmap than bible!

1. But the above statement is the only
conclusion they can come to based
on available evidence

2. “Bibles’ are just another tool for
bureaucrats, while roadmaps are
used every day by PS businesses”
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_Hard to Determine Cost/VValue

to Implement CMMI

1. Executives view model implementation
as huge initial investment

b

A7

2. Also requires a very high
long-term maintenance
Investment
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High Maturity Means Even

More Bureaucracy

1. Offshore vendors experience has proved this

¢ Many off-shore HM vendors:
 Focus on analyzing individual defects and filling gaps

* Not optimizing existing processes and removing
unnecessary process over time

¢ Off-shore vendors have different issues to deal with

2. US HM companies tend to be very large and
bureaucratic even before they embraced PI
Models
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Pl industry largely

Ignores the private sector

1. Many Pl industry insiders
pelieve that private sector

pusiness “does not embrace \ ¢
Pl In general”

2. Perceived to be a much harder sale with nothing
driving PS business to use it

3. Too busy with government to focus on PS

4. DoD sponsorship limits

SEI's ability to market to
PS at all.

Mar 17, 2008 aining CMMI success in the US Private Sector Page 15

Copyright © 2003-2007 Process Improvement for the 21% Century, Inc.



Approaching Private

e Sector Businesses

1. Appeal to driving additional profit
without reinventing the wheel
vs. focusing on ML or CL ratings

2. Make pricing more obvious,
easier to quantify

3. Emphasize models as more road maps
than bibles

4. Don’t throw current processes away
5. Take advantage of tools and experience
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General Marketing

Place more emphasis on two
representations being of value in
different situations

Portray model as a “roadmap”

Stress practical experience that the
model has gained over years

Stress model flexibility

The right kind of firms must be
making the pitch in an appropriate
environment to PS companies
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Conclusions

1. Process effectiveness is just as important to
PS as it is for GS, but for different reasons

2. Although a harder sale, much larger market
IS yet to be tapped

3. It's all in how model is perceived and sold

4. Private sector can be a huge win for CMMI
and other process models if approached
correctly by the right kinds of firms
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