Feasibility Analysis

Table of Contents

1Why Complicate Life With All These Fiendish Documents?


2Executive Summary


2Mission


2Vision


2Core Values


2Culture


2What's Missing, And How Did It Get Missing?


3Can You Fix The Problem With Familiar Or Internal Resources?


3Cultural Trigger Points


3Problem Description


3Describing The Change Effort


4Historical Information


4Possible Solutions


4Evaluation of Capability


4Assumptions and Constraints


4Recommendations



Last updated: Friday, 01 May 2009 

Last printed: Friday, 09 March 2007
Saved at: C:\Users\Bald Dog\Documents\Business\www.varjan.com\Services\Project Management Documents\090501 Feasibility Analysis.doc
	Company Name:
	

	Engagement Sponsor:
	

	Engagement Name:
	

	Objective of Document: 
	This internal document helps you to determine whether or not your current situation warrants the kind of change initiative you have in mind. Essentially justifying the change initiative and the associated investments to your key people and yourself within your organisation. If you decide to proceed, you return this filled-in document to me, and we use it as a basis of our subsequent collaboration.

	Last updated: 
	Friday, 01 May 2009  20:44:00


Why Complicate Life With All These Fiendish Documents?

Mick Cope writes in his book, The Seven Cs of Consulting: 

“In the UK at the moment there is a serious shortage of tradesmen, plumbers and good builders, for example. You get two types here, the cowboys and the real tradesmen, the experts. Now, let's say I have a plumbing problem, and I tell the plumber, I want you to do this to fix it. The cowboy says, okay fine, he does it and takes my money and runs. The tradesman, because he is proud of his craft, will say, I value what you as a client believe, but I have to look into this plumbing system and understand it, otherwise whatever I fix is going to fail later.”

So, before we start doing any so-called “real work”, we have to do an extensive diagnosis to make sure we’re working on the right stuff and moving in the right direction. And the better diagnosis we do, the better results we can accomplish and the less time it will take.

I’ve read somewhere that the first Gulf War achieved a quick victory after an almost 2-year planning and preparation. It’s a rule of thumb in project management that every one hour of preparation can shave off three hours of implementation time. Of course we have to move into action, otherwise we can plan forever and nothing happens. But you get my drift, don't you? Plan diligently and execute.

So, be patient with me if sometimes you feel we’re progressing rather slowly. There is a difference between being slow and being thorough. I do the latter to avoid the former.

Thanks for your understanding.

Executive Summary

Based on the next four subheading, please write a n executive summary on your company to provide me with a big picture view of what your company does.
1 Problem

Make it crystal-clear that you understand what your prospects are experiencing by discussing their problems, pains or predicaments. 

2 Solution

Discuss what's possible or what life will be like when your prospects' problems get solved. 

3 How Come?

Discuss why your prospects are stuck in #1 and not doing #2. 

4 What You Need To Do

Discuss the basic steps necessary for your prospects to resolve their problems.

Your Company’s Mission

Describe your company’s mission in 3-5 succinct sentences. Please make it more detailed than a mission statement. 

Your Company’s Vision

Describe your vision in 3-5 succinct sentences.

Your Company’s Core Values

Describe your company’s core values in some detail.

Your Company’s Culture

Summarise your company’s culture in 3-5 succinct sentences.

What's Missing, And How Did It Get Missing? 

Unless and until you and your people clearly understand and are able to articulate how you’ve ended up where you are right now, you won't know what to change and how to change it.

Describe how you’ve got where you are right now in 3-5 succinct sentences.
 

Can You Fix The Problem With Familiar Or Internal Resources? 

It's human nature to do whatever it takes to find a way to use what you've already got. What’s cheap, traditional, comfortable and convenient? Before organisations accept external help and support, they have to accept the belief that they need help.

Describe why the problem exists and hasn’t it been solved yet internally in 3-5 succinct sentences.

Cultural Trigger Points

Until values, norms, systemic and cultural issues are aligned, you can’t expect people to change their behaviours to support the initiative.

Describe in 3-5 succinct sentences what cultural trigger points you must address before you and your key people can make a decision about commencing/killing this initiative?

Problem Description

In most cases this is the symptom you experience, and then together during the diagnosis phase we establish the root cause. Your description is the equivalent of the answer we give to doctors when they ask, “What hurts?” Then based on our description, good doctors start the diagnosis process. Please note that the patient is vital to the diagnosis, but it’s the doctor who leads the process. As a patient you may say, “my stomach hurts,”, then the doctor, after some more questions and tests, establishes whether you have an upset stomach, needing some Pepto Bismol, or advanced stomach cancer, needing immediate surgery. The fact is, just like patients in medicine, clients are not qualified to perform self-diagnosis, and can’t expect consultants to base their solutions on self-diagnosis. 

Describe the problem or symptom you’re experiencing which you expect to solve through this initiative in 3-5 succinct sentences.

Describing The Change Effort
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Describe The Comfort Of Current State

Describe in 3-5 succinct sentences what benefits you perceive in staying the same and abandoning this initiative. On a scale of 1 (weakest) to 10 (strongest), how strongly do you feel about this statement?

Describe The Potential Rewards Of Change

Describe in 3-5 succinct sentences how better your business would be after this change initiative. On a scale of 1 (weakest) to 10 (strongest), how strongly do you feel about this statement?

Describe The Pain Of Current State

Describe in 3-5 succinct sentences the pains that your want to avoid by changing. On a scale of 1 (weakest) to 10 (strongest), how strongly do you feel about this statement?

Describe The Fear Of Change

Describe in 3-5 succinct sentences the fears and worries you have about changing. On a scale of 1 (weakest) to 10 (strongest), how strongly do you feel about this statement?

Change/No Change

Now you can add up your scores, and see where you are. This is not carved in stone, but it sure gives you a better picture of whether you expect improvements or merely hope and pray for them but refuse to change. Both answers are all right. It just helps you to stop kidding yourself. As the saying goes, in order to make an omelette, we have to break some eggs. And you must be clear about what you want more; the omelette or some nice, whole unbroken eggs in your pantry.
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Historical Information

Describe the historical data relevant to this problem in 3-5 succinct sentences.

Possible Solutions

Describe some possible solutions, whether you’ve tried it or not, to this problem in 3-5 succinct sentences.

Evaluation of Capability

Describe your organisation’s readiness for this initiative in 3-5 succinct sentences.

Assumptions and Constraints

Describe any facts you presume to be true, real or certain and any barriers that can jeopardise the success of this initiative in 3-5 succinct sentences.

Recommendations

After answering these questions, you most probably have a better overview of what’s happening in your organisation than you had before. My work is based on Gabriele Veneziano's theory of quantum physics: Everything is connected with everything else. Where there is a problem, there is a solution. 

My role is to help you to find your own solution and then together we make that solution as good as we can. Now based on this new information, describe your recommendations for in 3-5 succinct sentences.


































� If needed, be rather more than less detailed in your description.
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