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E
ven with world class 
management systems, people 
are not focusing enough time  
on core wealth creating activities, 

and this is revealed in JARA’s own data 
which indicates that the proportion of 
overall time spent on core tasks can be 
as low as 20% to 30%. 

The issue of slow execution rate revealed 
by our numbers was immediately 
recognized by the executives we spoke 
with – some of the industry’s most senior 
managers. In a few cases the data was 
even regarded as too optimistic. When 
it came to a remedy, there was strong 
support for our message of disciplined 
structure, shown by the fact that we 
have follow-on actions with over 90% 
of the executives we met. This support 
ranges from post show meetings to 
learn more about how Structured 

Leadership drives the financials, to 
request for proposals and new contracts 
agreed at the show. 

 
Feedback headlines
In response to the numbers presented, 
Dr. Richard Greaves, Group Technology 
and Engineering Director for Meggitt PLC 
the global engineering group commented, 
“In some areas it is better but the reality is 
that in some areas, it’s worse than that.” 

Lorraine Rienecker, Executive Vice 
President of for Strategy, Sales and 
Marketing, also with Meggitt commented: 
“We need to continue to drive the 
current activity within strategy, sales and 
marketing and I can see further points 
at which we can use this approach to 
improve effectiveness in other areas of 
the group”. 

Supply Chain Leader Irshad Booley from 
defence giant BAE Systems needed no 
convincing on our data adding: “I see 
that Structured Leadership could be a 
key enabler for companies to progress in 
supply chain excellence.” 

Pro Mexico, the Mexican government’s 
body which works to attract investment 
and expand Mexican companies into 
foreign markets, said: “JARA and Pro 
México plan to conduct a joint effort 
over a series of major trade shows 
to demonstrate how lead generation 
effectiveness can be systematically 
and sustainably improved using JARA’s 
Structured Leadership approach.”

Paul Raudenbush, Vice President and 
Division Leader with Haskell, America’s 
design-build leader, was interested in 
the significant potential revealed by 
the numbers explaining: “Executives 
want to know what is possible in 
their manufacturing and engineering 
operations and Structured Leadership 
could provide the visibility they need 
to see things differently. I repeatedly 
hear that question from our customers 

What the 
leaders say
JARA delivered a simple message to senior executives 
at the Paris Air Show this June:

“When it came to a remedy, 
there was strong support for our 
message of disciplined structure”
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and the answer is usually complicated 
and often generates more questions 
than answers because of the multiple 
variables. It takes discipline and structure 
to answer those questions, that’s why I 
like JARA’s approach.” 

Frank Power, CEO Sonfarrel Inc. on 
agreeing a new contract with JARA at 
the show for a full strategy, sales and 
marketing program said: “We want to 
be at the front of the pack. Using the 
JARA model on Structured Leadership 
combined with a total commitment 
from my organization, I have no doubt 
that our people will be leading from the 
front.”

Inevitably, not everyone we spoke to 
was convinced on the day, but we have 

enormous respect for the managers 
who provided alternative views. 
Feedback from different schools of 
thought is invaluable to us.

The main alternative position advanced 
could best be characterized as high 
performance stems from recruiting high 
caliber staff and matching them to the 
right roles within the organization – a 
reasonable approach, one we would 
enjoy discussing again in the future. 

Another view was that ‘pure strategy’ 
still has a higher impact on business 
failure than the rate that strategy is 
implemented. In response, JARA’s CEO 
and founder Jamil Rashid explained 
“We were not expecting to convince 
everyone at the show of the need for 

Structured Leadership, but it is important 
to realize that our approach is not an 
alternative to solutions like restructuring, 
recruiting good people and defining high 
level strategy. Rather it compliments 
them. If everyone is trying to do the 
same thing, what’s your competitive 
advantage?”

These subjects are covered extensively 
in Jamil’s upcoming book, Structured 
Leadership: A practical approach for 
accelerating strategy execution rates, due 
out 2012.

 
Summing up
Executives across the globe recognized 
the issues behind our numbers and 
the scale of the opportunity for growth 
this presents. Structured Leadership 
continues to support profitable growth in 
businesses looking to create extra levels 
of focus with their organizations. If you 
want to find out more how Structured 
Leadership can help you focus on core 
activities to drive business improvement, 
email: enquiries@jara-management.com.

“Executives want to know what 
is possible... and Structured 
Leadership could provide the 
visibility they need.”
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JR: It’s said that 80-90% of strategy 
fails. What are your views on why that 
happens? 

MH: Implementation of strategy is the 
deployment of people and resource 

against whatever your goal is. You 
need to have the right leadership 

to inspire the people around 
you to consistently do 

the right thing. It’s 
a challenge. One 
of the obvious 
reasons is that   

 we don’t share 
our strategy adequately, we just have 
a strategy at corporate level and then 
expect it to work and there’s   
not the real cascade down through 
the organization. Therefore, getting 
understanding and buy-in can be difficult 
and so trying to use resources in that 
environment is generally difficult. Getting 
anyone excited to come to work in the 
morning and practice a strategy that they 
don’t necessarily understand is not likely. 

Mel Hildebrand, Senior Vice President 
of Engineering and Projects for Meggitt 
Sensing Systems has used Structured 
Leadership in three different roles - 
including sales and marketing. Here, with 
Jamil Rashid, JARA’s CEO, he discusses 
the need for structure and discipline for 
the successful delivery of strategy.

Making 
strategies 
WORK

If managers really understand the strategy, 
and have bought into the strategy, we have 
a good starting point.

Ensuring strategy is aligned
 
JR: How much time should a CEO spend 
ensuring buy-in and alignment to the 
strategy?

MH: It’s definitely not once or twice a year, 
this is an ‘all the time’ thing. The president 
should spend a lot of time involving 
his direct staff in strategy development 
and then working with teams to keep 
it aligned. Many presidents go into an 
office and close the doors and come out 
with the strategy because… they’re Al 
Haig. They’re very dictatorial. That’s what 
they do. How do people buy into that 
right away? They won’t. First of all he 
will have to involve the key players in the 
organization in developing and deciding 
on the strategy. Then they have to do 
the same. It’s surprising how many times 
senior management, at levels 2, 3, and 
4 have no appreciation of this. Strategy 
has to float down, map down, onto 
what people on the front line are doing. 
It takes a lot of instruction, discussion, 
and training to keep an organization 
consistently aligned and engaged.

JR: I am not sure that most managers 
dedicate that much time to this. Why is 
this?

MH: I don’t know whether they’re not 
comfortable with it, maybe they have 
never been taught or perhaps they just 
don’t realise the potential savings. After 
all, I think most managers will act on 
most things if they understand the real 
potential.

JR: What about when we have selected 
the right things to do, we are ‘aligned’, 
and activities still don’t happen on time 
and on cost.

MH: Yes, a lot of strategic plans can 
fail because we don’t actually do the 
things we intend to do. We have used 
the structured approach because we 
find a lot of strategy execution can 
be improved purely through more 
consistent focus. I think detailed 
planning and then holding yourself 
accountable to that plan is extremely 
hard. It’s one of the harder things to do 
and most organizations are nowhere 

near as good as they might think. You 
always have reasons for why you missed 
that plan. But you should still review the 
plan. It’s what I call ‘eyes wide open’. 
I want to make a conscious decision 
about not sticking to the plan.

JR: I think people are afraid of that ‘eyes 
wide open’ approach.

MH: This goes back to management 
techniques. What do you reward? If 
you only reward plan success and 
not planning itself then you’re at risk 
of getting a plan that is very easy 

to achieve. You’ve got to create an 
environment that breeds success but 
also incentivizes the behaviors that you 
want.

JR: Absolutely. I’ll give you a statistic Mel. 
In our work, a hit rate of less than 30% 
against a detailed strategic plan is not 
unusual. When teams see that number 
they’re horrified as they are used to a 
90-95% success. What is happening 
here? Is industry always trying to create a 
90% number or are we going to say ‘yeah 
we’re at 40% and these are the reasons, 
now let’s focus on how do we get it        
to 60%?

MH: I suspect it’s probably true. In many 
cases, I’m more interested in making sure 
we follow the flow of the plan than a certain 
milestone came up on time. It’s hard; it’s a 
challenging thought process. I prefer that to 
a half-baked plan that yields great hit rate 
numbers. 

Planning and sales

JR: You make a statement about 
‘planning is hard’. In many sales 
environment you won’t even find a half- 
baked plan. Considering the importance 
of sales, don’t you need good planning?

We have used the structured 
approach because we find a 
lot of strategy execution can 
be improved purely through 
more consistent focus.
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