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A client-focused firm 

specializing in... 

Strategy & Marketplace 

Differentiation

Diagnosis & Assessment

Organization Design 

Change Leadership

Leadership Alignment

To drive differentiation 

through alignment

AlignOrg Solutions: What We Do? 

Projects 
80%

Capability 
Building 

20%

Work Breakdown

Enabling our clients to 

differentiate in the market and 

achieve desired results

Building

professionals’
ability to impact  

change  

Nearly all project work is happening virtually 

during the COVID-19 situation
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Learnings from Great Organizations
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Today’s Objectives

• How can an organization design initiative 

be a catalyst for optimism in 

companies?

• How can leaders kindle energy and focus 

among their organizations to spur 

renewal, a turnaround and strategic 

differentiation?

• How can employees experience an 

organization redesign as a positive 

change rather than as another disruption 

in a world full of disruptions?

• How can organizations take advantage of 

the current climate to make changes that 

will not only ensure survival but also 

success?
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Optimism is a way of thinking; it’s an attitude. 

Our thoughts influence our emotions, which impact our 

behaviors. 

Increase optimism by changing your thoughts. 

But it is not so easy; we all have some habits of negative 

or “realistic” thinking. 

Some are so automatic; we aren’t aware of them! 

– Dr. Laura Heft

Optimism



© AlignOrg Solutions, 2020 Confidential AlignOrg.com  |  Slide 6

Why Should Critical Work Continue?

Key strategic questions:

• Where do we want to be after the 

crisis has passed?

• What differentiated strategy would 

help us achieve our goals?

• What tough choices do we need to 

make now so we can accelerate our 

path to recovery or to marketplace 

success?

• How do our organization choices 

need to be realigned to focus our 

resources and deliver a 

differentiated outcome?
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The Organization "Cube" Model
 
 
 
  
 
 
 
 
 
 

 
 
 
 
   

                           

Strategy Clarification Macro Alignment Micro Alignment
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✓ New Perspectives, New 

Insights, New Choices

✓ New or Refreshed Career 

Opportunities

✓ New Business Potential

✓ New Energy, Renewed 

Focus

Hopeful Outcomes

To get these benefits, you have to do it right!

Hope is an optimistic 

state of mind that is 

based on an 

expectation of positive 

outcomes with respect 

to events and 

circumstances in one's 

life or the world at large.  

Its definitions also 

include: "expect with 

confidence" and "to 

cherish a desire with 

anticipation."
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3
Ensure strategy, 

capability and 

choices are 

aligned

Involve a broad 

group of subject 

matter experts 

in organization 

alignment 

Examine needs 

and align talent 

accordingly

Resource 

strategic work 

while reducing 

less strategic 

work

Building Blocks of Success

Organizational 

Alignment
Co-Creating

Staffing 

Follows 

Structure

Cost Savings
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Organizational Alignment: 

Designing from the Outside In

Why will we 

be chosen 

over our 

competitors?

Strategy

What work 

(capabilities)

drives 

differentiation 
(the reason we are 

chosen)?

Capabilities

We offer the 

broadest 

diagnostic 

portfolio

World-class 

M&A 

capability

Aligned or Misaligned?

Decentralized legal team

Choices
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Co-Creating: Organization Design Is a 

Change in Thinking
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GEOGRAPHY

Staffing Follows Structure: Understand 

Trade-offs

All organizing approaches have benefits and risks –

understanding the trade-offs is key

PRODUCT CUSTOMER
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Learn from Others: Business Model 

Overlay

Practice using the logic of one business model on another.

1. Pick an industry and a business model and identify the prevailing 

business model of that industry (standardization, ubiquitous 

locations, service, etc.) 

2. Pick any other industry or service

3. Overlay the logic of the second industry on the first.   



© AlignOrg Solutions, 2020 Confidential AlignOrg.com  |  Slide 14

Tactical Sales 

Plan event 

summary 

prepared

SRM outline, 

decisions, 

and 

preparation 

material 

created

Activities:

1. Present Sales & 

EBIT performance

2. Present 6 month 

recommendations

3. Approve trade-off 

decisions for 

misalignments (CCO 

has the ‘D’)

4. Approve tactical 

Sales Plan (CCO 

has the ‘D’)

5. If PGT 

implications exist, 

send to PGT for 

expedited slotting.

6. Update the 

tactical Sales Plan 

30-90-180 day 

calendar.

Tools or 

Technologies 

required:

1.  Decision capture 

(w/ eSignatures, 

similar to QBR)

Activities:

1. Develop L4/L5 

hard handoff of 

plan

2. Evaluate 

Functional Area 

impact

3. Adjust program 

status list (Start, 

Stop, Change)

4. Update forecast 

(30-90-180) and 

cascade to 

appropriate levels

5.  Begin to 

execute changes

Tools or 

Technologies 

required:

1.  Meeting: Sales 

Planning hard 

handoff between 

L4 & L5

Sales Planning

Level 3 Execs

CXD Exec

Activities:

1. Identify key events 

and actions (30 days –

remind; 90 days –

confirm; 180 days –

adjust & look)

2. Recommend 

communication timing & 

to what level (include 

cascading decisions)

3. Outline key decisions 

required (who has the 

‘D’ and any outstanding 

disagreements)

4. Provide risks and 

mitigation planning for 

recommended 

alternatives

7. Assemble pre-read 

documents

8. Incorporate 

CCO/COO feedback

9. Gain approval from 

CXD for distribution

Tools or 

Technologies 

required:

1.  Portfolio mgmt. tool

Tools or 

Technologies 

required:

1.  Standard 

summary template & 

storage

2.  Portfolio 

management tool

3. Dynamic Sales 

Planning Tool

Level 4’s/Level 5’s

EBI and FP&A

Activities:

1. Review prior SRM 

outline for major events

2. Provide post-mortem 

results (financial, MoS, 

store feedback, & 

market/competitive 

insight)

3. Identify key learnings

4. Summarize major 

events, 

initiatives/projects, & 

campaigns

5. Update current 

milestone status

6. Identify  variance 

against previous SRM

EBI and FP&A

Sales 

Review 

Meeting 

Completed

CXD Exec

Level 3 Execs

Sales Plan 

Communic

ation 

Assemble

d

Compare 

results to 

expectatio

ns

Summariz

e “Areas of 

Concern & 

Areas to 

monitor”

Activities:

1. Provided 

historical view

2.  “Inform” tactical 

sales plan

3.  Communicate 

results & impact

Tools or 

Technologies 

required:

1.  Capture & store 

events & impacts 

and draw on for 

next year

Activities:

1. Summarize 

Sales Forecast 

compared to 

actuals

Tools or 

Technologies 

required:

1.  Existing 

Standardized 

comparison, 

analysis template

Redesign Work & Hand-offs: 

Start with the End In Mind

Outputs
• Sales 

plan–
communi-
cated and 
results 
analyzed

Inputs
• Trade-off 

recomme
ndations

• Business 
case 2. Design the Value Points

3. Design the Activities

4. Design the Tasks

5. Design the Key Decision Points

6. Design the Tools and Technologies

7. Map the Roles

. . . and 

the 

inputs.

1. 

Identify 

the 

outputs 

. . .
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Spur Innovative Ideas Through 

Cross-Pollination

Storytelling/case studies

Benchmarking

New talent/talent rotation

Studies/ research

Best practices
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Smart Cost Savings

Strategic Work Activities
(Greatest Value)

Essential Work Activities
(Non-Strategic Work)

Work that:

 Makes your strategy happen

 Brings value directly to your 

customers/constituents 

 Creates sustainable, 

differentiation against 

competitors or substitutes

Work that:

 Is essential to your business, 

but not to your customers

 Is only a disadvantage if not 

performed adequately

 May be regulated or legislated

✓ Group/configure work/ 

resources to deliver strategy

✓ Customize, Standardize (Menu), 

or Automate/Outsource

EfficiencyEffectiveness
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The AlignOrg Method

How will we 

effectively 

transition to the 

new design and 

realize results?

How will the new 

organization work?

What choices need 

to be redesigned to 

drive strategy?

How should work 

and resources be 

configured to best 

enable strategy?

How does your 

organization 

intend to “win”?

How will the 

initiative be set 

up for success?

Organization Transformation
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1. How has your organization shifted from reacting to 

the COVID-19 situation to proactively planning for 

how to win in the future?

2. How will you create the conditions for deep, 

thoughtful, timely organization alignment discussions 

to happen?

3. What approach will help energize your organization, 

your leaders and your employees to come out of 

today’s uncertainty with hope? 

Personal Reflection

Stay tuned for a great, new executive guide
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Five Steps to Kicking Off a Successful 

Organization Redesign

1.  Be clear on objectives and outcomes

2.  Get the right team involved

3.  Dedicate the right amount of time

4.  Leverage a proven 

approach and tools

5.  Determine the 

decision model
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Kick off a successful organization redesign

✓ Does your organization need 

to change?

✓ What proven practices will 

help your organization 

redesign be successful?

Watch your email for a link to download a pre-release copy of 

this practical new guide

Kicking Off  
a Successful 
Organization Redesign

A GUIDE FOR THE C-SUITE EXECUTIVE
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Reed Deshler

reed.deshler@alignorg.com

502-241-0057 (W)

Reed is an organization catalyst. He works with executive teams 

and human resources teams to define winning strategies, align 

organization and business models for success and mobilize 

employees and stakeholders in the desired direction.  A change 

leader, organization design expert and principal of the 

management consultancy AlignOrg Solutions, Reed brings multi-

dimensional business models to life for Fortune 500 companies, 

middle-market businesses and non-profits so they can align 

strategy with operational reality. 

Reed is coauthor of Mastering the Cube: Overcoming Stumbling 

Blocks and Building an Organization that Works, a guidebook that 

Clayton M. Christensen, professor at the Harvard Business 

School called, “a great step-by-step manual on defining and 

changing the design of your company.” 

Reed has guided numerous Fortune 500 companies — including 

Tyco, 3M, Abbott Laboratories, Hertz, Cummins, Medtronic, and 

Danaher — through change successfully. When companies are 

looking to propel growth through organizational transformation, 

they call on Reed and his team. 

facebook.com/alignorg

@reeddeshler

Reed Deshler

mailto:Reed.deshler@alignorg.com
https://alignorg.com/mastering-the-cube/
https://www.facebook.com/alignorg/
https://twitter.com/ReedDeshler
https://www.linkedin.com/in/reed-deshler-a5334a/
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Ken Thompson

ken.thompson@alignorg.com

Ken Thompson is a business leader with vast experience in 

company turn-around strategies and growth management involving 

strategic organization design, operational efficiency, and 

accountability-driven leadership. Ken is an organizational growth 

specialist that helps companies manage rapid or stagnate growth 

by providing the right framework, including diagnosis, strategy, 

organization design, best business practices, technology, recruiting 

talent, and operational excellence to achieve the desired outcome.  

Ken has served in many pivotal leadership roles in industries 

ranging from the Department of Defense, logistics and supply 

chain, and fashion and apparel. 

Ken has presented organizational design concepts/models to the 

Chairman of the Joint Chiefs of Staff, King Abdullah II (Jordan), the 

Singaporean prime minister, governors of Alabama and Arizona, 

senators and members of Congress, and numerous corporate 

CEOs and presidents. 

Ken is Lean Six Sigma certified, a certified transportation expert, 

and has his DoD fiscal law certificate. 

Ken Thompson

@alignorg

facebook.com/alignorg

mailto:Reed.deshler@alignorg.com
http://linkedin.com/in/ken-thompson-8a276b100
https://twitter.com/alignorg
https://www.facebook.com/alignorg/

