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Theory of Constraints - Ask Dr Lisa Newsletter

Project Velocity System for SERVICE COMPANIES starts March 15.
There is only one spot left! www.ProjectVelocitySystem.com

Velocity Scheduling System SOLD OUT, please get on our waiting
list. Group 7 planned start is April 1 (no fooling).

Ready to increase sales? private Mafia Offer Boot Camp

For a daily TOC tip, follow me on
Twitter.

POOGI #65: We are continuing our series based on The Goal by Eliyahu M
Goldratt and the Theory of Constraints. {This series was co-written with Brad
Stillahn}

In Theory of Constraints we follow a process to improve. First we decide
what to change. To do this, of course, we need to agree on the problem(s).
Once we have consensus on the problem we then work on the solution or
what to change to. And after that, we decide how to cause the change.

It all sounds very straight forward and logical and it is. This process does
work, but at times it can prove to be challenging -- especially when we don't
take enough time to agree on the problem. So Brad and | are especially
vigilant about that. Because there is really no point to moving into
discussing the possible solutions unless and until we have agreement on the
problem. Every time we've pushed ahead too fast we always have to go back
and get agreement on the problem.

This is particularly true when we are talking about problems that the TOC
logistical solutions will solve. So Brad coined the expression "we are going
to go slow so that we can go fast”. That approach has helped us to get
better, faster results with clients. Then we teach our clients to do this each
time a challenge, problem, or opportunity presents itself. And, with a little
coaching and guidance, they also get very good at this.

Then we move to agreeing on what to change to. Now, you would think this
should be pretty straightforward once we've agreed on the problem, but we
have found it's not that easy. Why?
« There can be multiple solutions that would work or we think there are
multiple solutions that could work.

http://ui.constantcontact.com/visualeditor/visual editor preview.jsp?agent.uid=110308815... 3/14/2010



POOGI - Part 65 - You Want Me To Do WHAT?

http://ui.constantcontact.com/visualeditor/visual editor preview.jsp?agent.uid=110308815...

« People are only comfortable with solutions which they are familiar with
and have intuition around.

« We don't know what we don't know.

o The Theory of Constraints solutions are often counterintuitive, the

opposite of what most people do now, and most people have no familiarity or
intuition around them.

So you can see, if the solution is to implement our Velocity Scheduling
System (based on Goldratt's Theory of Constraints and Simplified Drum
Buffer Rope) we may get some push back (aka You want me to do WHAT?)
even AFTER we have successfully agreed on the problem.

In fact we've had some job shops suggest that we must have been hiding out
in their shop when we wrote "The 9 Challenges to Scheduling Jobs Shops
and Why Your Schedule is Dead on Arrival”.

That is thehighest compliment someone can pay and we have clearly agreed
on the problem. Then those same companies argue and resist every step of
the way during implementation. This was super frustrating until we learned
how to get them to agree on what to change to.

So how do we get the key people in a highly custom job shop to do the totally
counter intuitive steps of the Velocity Scheduling System? Well, instead of
pushing the steps of a system they don’t understand, don't agree with, and
have no intuition around - we build on a previous success.

... hext week I'll take you through how we do that.

What's your experience with buy-in? Please add your comments here:
http://drlisamaxprofit.blogspot.com/ (really, | want to know)

Here's to maximizing YOUR profits!
Dr Lisa
(c)Copyright 2010, Dr Lisa, Inc. All rights reserved.
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Back issues can be found at:
http://www.scienceofbusiness.com/free-stuff/free-newsletter.aspx
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phone: 303-909-3343
web: www.ScienceofBusiness.com
email: DrLisa@ScienceofBusiness.com
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If this email was forwarded to you by a friend and you would like to get your own copy,
please click here: add me to the list!
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