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YOU KNOW WHAT SHOULD BE DONE. BUT YOU LACK 
THE ABILITY TO ACT ON THIS KNOWLEDGE QUICKLY 
ENOUGH TO MAXIMIZE THE IMPACT FOR CUSTOMERS

As a result your organization likely…

• Focuses on trying to go faster to overcome your challenges

• Struggles to build organizational alignment, even when embracing agile ways of working

• Deploys people that are more invested in building competitive advantages for their functional areas 
than for customers.
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Thinking we’re building the right things, but too slow to market
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Based on your survey responses, your organization or line of business’s impulse is to go faster to 
overcome internal alignment challenges. This creates a tension between technology and business 
functions, as they try to push harder against one another to self protect, meet goals and push past 
the pain of misaligned goals and priorities.

As a result leadership in their frustration spends a majority of its time trying to navigate 
organizational gridlock. The true answers lie in alignment, but the prevailing mindset of going fast 
makes taking time to slow down almost impossible.

Reflecting this frustration, the people who do the day to day work of selling, marketing, building 
product and providing services lack the ability to fix their most pressing challenges. These roles are 
functionally entrenched more than customer focused, which is likely a cause of a certain level of 
disengagement as a person’s business function gets further away from the market and customer.

Learning More About my Diagnosis

Your company or line of business has been diagnosed as Response Constrained, which 
means you likely sense quality market opportunities but are slow to capitalize on them.

As a result, your company or line of business is only able to ‘semirespond’ to opportunities. Typically 
this causes lag in going to market, even with your best ideas. The suboptimal market entrance is 
typically due to misalignment between value and priority, which are founded in misalignment 
between business functions and product / service delivery. In short, the business and product / 
service delivery are operating out of sync with one another.

The product / service delivery and business gap causes response constrained companies go to 
market with solutions that struggle to clearly “move the needle”. Consequently, the full cycle from 
concept to revenue is more of a trickle than a flow. As a result the pressure to increase the company 
or line of business’s response time excludes understanding what is causing the gap, because 
everyone is racing to catch their tail. And the organization works harder to go faster, straight through 
the quicksand of misalignment challenges that are draining their true competitive potential.
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Key Weaknesses – By Survey Question Answered:

Question #6: “This means that a Human Centric Organization is less important than a Self 
Preserving Organization. 

The symptoms are:

• You are not focused on using customer and market opportunities to intentionally seed 
experiences that grow our people and their understanding of the market, even through 
growing people we grow your ability to innovate and make a deeper market impact.

• When you promote individuals you don’t reward top performers who were able to anchor 
their success in bringing people together through the reduction of departmental self 
interest.

• People are not willing to put themselves and their ideas second when someone of equal 
or lower position in the organization has a better idea.

Conclusion

All of the challenges captured within this Built to Compete Quadrant™ report can be turned 
around with greater alignment, but they are the types of issues which are going to lead to further 
degeneration if not addressed. The typical result of this degeneration is the risk of falling out of 
rhythm with the customer and market.

This can come in the form of external disruption or a self inflicted internal disruption, if the state 
of the company or line of business’s response capability regresses. In most cases this ultimately 
impacts a company’s sense capability, as it becomes a greater struggle to stay ahead or catch 
up to existing / rising competition.

Please email any questions to bill@agilebridgesolutions.com.
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Contact
John Orvos brings techniques from over 20 years’ experience as a business 
consultant, agile practice leader, and award-winning agile strategist. John has led 
transformations along- side hundreds of agile consultants dealing with adopting 
and scaling agile in Fortune 500 organizations. Over the past two years, John 
has been challenged by these customers to accomplish even more ambitious 
goals—an agile business— in order for them to better compete against digital 
disruptor competitors. John provides a fresh business-oriented perspective on 
how to enable an entire organization to achieve business agility.
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About Agile Bridge Solutions
Agile Bridge Solutions is a business alignment consulting firm that helps businesses merge IT and 
business missions along one common agile journey. Different from agile training and consulting firms, we 
work to merge business and IT around a common mission of business growth and process improvement 
that accelerates market and customer focus. As business agility “alignment consultants”, we provide the 
tools and protocols to unlock the true potential of agility, which is to sense and respond. 

John Orvos, Principal
C: 908.745.8608 
E: johnorvos@agilebridgesolutions.com

Bill Walton, Principal
C: 917.439.3271
E: bill@agilebridgesolutions.com

Bill Walton is a keynote speaker and worldwide authority on value creation. As a 
Wharton facilitator and amazon best-selling author, Bill has been helping sales 
organizations and the teams that support them operate in an agile environment. 
Bill works supports clients as they seek to create cultural change around the 
execution of their company’s value proposition. Heads of Sales, Marketing, IT 
and Finance rely on Bill for helping their teams achieve business agility.
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