VPE Community of Practice

Feb. 6, 2005

Is “Reality” Standing in the Way of Your Business Success? How to Get Out of Your Own Way

Host: Chuck Berg

Participants: Matt Foley, Chuck Berg, Bruce Peetz

Guests: Ed Birss., Michael Clegg, Mike Chai,VPE, EFI

Facilitators: Stephen McHenry, Al Pappas

Kimberley Wiefling

· The Knowing-Doing Gap by Feffer & Sutton, Stanford Professors exemplifies how all of us know the “right” thing to do but don’t do them for many reasons
· Some reasons the “Right “things are not done in our business settings include:
· avoiding confrontation

· hidden agendas

· ignoring evidence to the contrary

· misalignment (which results in task switching)

· over commitment (which results in efficiency)

· conflicting goals – that are often all legitimate!

· Conflict between short term and long term views

· Approaches to Resolve these conflicts:

· Prioritization

· Honest Communication

· Building Trust

· Aligning Goals

· Building Consensus – may mean short term focus takes precedence for now but promise made and kept to re-visit at agreed upon time in future

· Strategize

· Obscure to De-centralize! (If all else fails!)

· Operating Principles

· Acknowledge Reality (be “curious” instead of damning of others’ “reality”)

· Realize you filter out what doesn’t fit your own paradigm

· Agree sometimes to work with another (someone else’) “reality”

· Be willing to take the first step even if you can’t see the whole road or trip (Engineers often skip “What” on the way to “How”)

· If start with the right “Who” and spend adequate time on “What” will automatically produce the “How” (from Good to Great by Jim Collins) People always rather “do” than “plan” but can save a day for every hour of planning (to point of diminishing return)

· Agree on Goals and Objectives

· What is “good enough?” (can’t be always perfect or always “right”)

· What balances time your market and non-perfect product?

· Agree to Success Criteria

· Schedule

· Performance

· Budget

· Customer Satisfaction

· Paradigms

· Coined by Thomas Kuhn

· Describe patterns and boundaries

· Describe our personal “filters”

· Shift with time, putting all players back to zero (Ex: IBM/Dell)

· Problem solving system

· Are common

· Useful for guidance and focus

· Can create paralysis (my way =only way)

· Creators usually come from “outside” so look to the fringes

· Early adapters must be very courageous (intuitive)

· You can choose to adopt; to “see with new eyes”

· VPE’s “Aha’s”

· We all have paradigms and often choose them (like allegiance to Windows)

· Usually respond by forgetting as quickly as possible!

· We don’t ask enough questions

· Black and white are “irrelevant”

· We ignore others’ paradigms (views; we know the true reality)

· We must model the correct behavior for others (being open; asking…)

· Don’t always believe what your brain tells you!

Bruce: sometimes our jobs are to “miss” the other reality: focus

KW: true but just because it is, don’t think the “other” will not have an impact

· Question to always ask: What would this person have to believe to see things this way? Then Listen Generously
Host Presentation – The Software Development Forum- Laura Merling (SP?)

· 501.C3 from merger between C3 and C6 (Center for Software Development and Software Entrepreneurs Forum)

· 1st and 2nd level managers on up

· provides ongoing professional development through “SIGs” – special interest groups run by volunteer leaders

· educate on emerging technologies; provide opportunity for connections

· 1600-1700 members on average

· focus on tech development and business

· Membership: Individuals, companies, Start-ups

· IT: 12%-15%

· S. Developers, Architects – 45%

· Researchers – 5%

· Entrepreneurs –  (engineers, CTOs) 12%-15%

· Sponsors – 15%

· Bus Developers – 20%

· Programs

· 15 special interest groups (SIGs)

· major conferences (every 2 or so months)

· business and technology issues (Ex of speaker: Tom Siebel)

· Companies in Residence (rent space) receive support

· VC/Legal Coaching

· Product management

· Visionary Awards (for philanthropy)

· Strategy to differentiate from other non-profits in Valley: target developers growing companies, support, exit, start all over again

· Funding: $1.1M annual

· 60% sponsors

· 15% San Jose Economic Development

· 25% memberships and events (maximum charge $25!)

· Organization

· Staff:7

· Board of Directors

· Advisors Group

· Executive Council – for feedback (ex: recognition of volunteers)

· Miscellaneous:

· 1200 to 1500 people reached per month

· have joint membership deals

· individual membership - $125 (sometimes “specials”)

· 25 employee membership: $1250

· corporate memberships and sponsorships for $5K to $50K

· sponsors receive recognition; exposure

Q – (to Chuck) What is key value add of membership?

A -  its the “water cooler” (of the tech industry/Valley.) Gives you access to resources and people; connections

