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OLD GOATYOUNG BUCK





Start Day 30 Start Day 6 Day 12 Day 19 Day 30

11%

18%

BODY 
FAT

WEIGHT 
(IN LB)

185

195

203 202

210

Start Day 12 Day 19 Day 30

`

Start Day 12 Day 19 Day 30

LIVER ENZYME 
COUNT (SGPT*)

TOTAL 
CHOLESTEROL

252
290

20

528 230
225

165

216

DOING A NUMBER ON HIS BODY
By any measure, 30 days on a McDiet took its toll

* SERUM GLUTAMIC PYRUVIC TRANSAMINASE, AN ENZYME PRESENT IN THE LIVER.  ELEVATED LEVELS MAY CAUSE DAMAGE



“We’ve got to make our deadline – or kill our kids,”
Sam Palmisano told his PC Team















David Tara
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Schedule & Effort Trends
Main Build Trendlines
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Larger projects exhibited faster 
schedules and higher effort

Small enhancements exhibited 
longer schedules and lower effort

ALL Sy stems VFS Enhancements QSM 2002 Business Av g. Line Sty le 1 Sigma Line Sty le



Main Build Time vs. Size  
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New + Modified Size

960 history
20 months

8240 history
8.5 months

SmartMed
Deadline – 6 months

SmartMed Schedule Target Inconsistent
With History Trend

Example - Benchmarking the Deadline 
vs. History



“Without metrics, you’re just another
person with a different opinion.”



Insist on Objective Criteria

“If relying on objective standards applies so clearly to a 
negotiation between a house owner and a contractor, why 
not to business deals, collective bargaining, legal 
settlements, and international negotiations?  Why not insist 
that a negotiated price for example, be based on some 
standard such as market value, replacement cost, 
depreciated book value, or competitive prices, instead of 
what the seller demands?  In short, the approach is to 
commit yourself to reaching a solution based on principle, 
not pressure.”

- Prof. Roger Fisher, Harvard Law School





Gantt Chart By Sub-Phase
<July Baseline Plan>
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Avg Staff (people)
<Overall September Baseline>
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Classic Positional Bargaining

Commitment (extreme position)
Threat (Alternative)

final offer

final offer

last offer

last offer

Threat (Alternative)

final last offer

final last offer

Commitment (extreme position)

Split the difference deal



Using the 7 Elements*

Interests

BATNA*

Communication

Commitment

Options

Legitimacy

Relationship

If “Yes”If “No”

* Best Alternative to a Negotiated Agreement

“Getting to YES –
Negotiating Agreement 
Without Giving In”, 
by Fisher, Ury and Patton





A woman without her man is nothing

A woman without her man, is nothing

A woman; without her, man is nothing
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