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Summary

<<Write a few paragraphs describing the intent and process, and high level outcomes (e.g., the summary descriptions of the Right vs. Right decisions), use of the materials, etc.>>
Right vs. Right Decisions

<<Provide an introduction.>>
High level Descriptions:

Decision Making:

· We use a decentralized decision making process, opting for the decision deemed best for each geography.
· We seek to achieve consensus among all members of the sales force, yet we recognize that territory executives may be required to call the shots at times.
Priorities:

· We carefully balance taking action for both long term and the short term results.

· We maintain a fairly standardized product and services mix, and only tailor in a few places where customers require it and are willing to pay more to get it.
Detailed Descriptions:
	
	100%
	99-51%
	50/50
	51-99%
	100%
	

	Decision Making

	In general, it is best, and easiest, when decisions are consistent across all geographies
	
	
	
	X
	
	There are important differences between the US and other geographies, and our decisions need to reflect that

	To best accomplish our goals, we will adopt a strongly decentralized decision making approach.  We acknowledge that this may mean inconsistencies on a global level, and perhaps somewhat higher costs, but we believe that the trade-off is worth it.

	Territory executives should make most of the key decisions for their territories, after gathering input from the sales representatives
	
	
	X
	
	
	A collaborative decision making process is best, with territory executives and sales representatives driving to a consensus decision in most cases

	Territory executives are responsible for the key strategic and financial decisions for their territories.  We want sales representatives to be actively involved in the operational and execution decisions on how to make these top-level decisions come alive.  We will frequently seek consensus for operational and execution decisions.  If consensus cannot be reached, the territory executive will consider all input received and make the final decision.

	Priorities

	Achieving near-term results is most important
	
	
	
	
	X
	A balance between achieving near-term and long-term results is best

	Our move into non-US geographies is a long-term investment strategy and we cannot risk prioritizing short-term results at the expense of making this investment successful.  We acknowledge that this will be difficult for our quarterly results at times, and we’ll clearly communicate our strategy externally to support the stock price.

	We are willing to risk losing some customers who want a lot of tailoring to keep our product and service portfolio relatively free from duplication and complexity
	
	X
	
	
	
	The customers want options, and we are willing to tailor our products and services to meet customer needs 

	Proliferation of similar products and services make our business more complex than it needs to be.  Complexity adds cost, which can lead to price increases in addition to negative impacts on profitability.  For this reason, we are going to focus our portfolio of products and services and allow tailoring in the areas where many customers require it.  Sales representatives are encouraged to provide input on the tailoring their customers desire and seek executive support to communicate this change to specific customers, if needed.


Contacts

<<Provide names and contact information in case people have comments and/or questions.>>
Appendix

<<Provide a brief statement of what is included in the Appendix.>>

Suggested Uses:

<<Provide suggestions for using these materials during initial launch as well as steady state.  For example:  hold team workshops to discuss the contents, provide this information to new employees, etc.>>

Additional Reference Materials:
<<Reference project objectives, company values, operating principles, competencies, and anything else that may be relevant in helping people to understand the bigger picture.>>
Description of Reconciliation Process:
<<Describe the participants, timing, and overall approach that were used to create this document and its contents.>>
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