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What guides the design and delivery of our services?

We, the principals of GISTICS, declare the following as the operating principles for the design and delivery of our services.

“The obvious is always least understood.” Prince von Metternich

All of us get carried away with the events of the day and the urgent demands for our attention from peers and managers. As a result, many of us discount the familiar and known. Our desire to see the “next new thing” can blind us to the tried, true, and at hand. GISTICS starts with an assessment of the obvious: your business assumptions, products, and markets.
“My greatest strength as a consultant is to be ignorant and ask a few questions.” Peter F. Drucker”

Crisp, cogent questions open up new vistas and opportunities. Essential questions reveal essential concerns, challenges, and insights. We ask essential questions such as, “What’s hindering you from achieving your goals? What keeps that hindering factor in place?” We have found that the rapid identification and elimination of “hindering factors” provide the most direct, effective, and least expensive way to achieve strategic objectives. GISTICS assists clients in achieving their strategic objectives, using a structured discovery process to identify the hidden, obscure, or simply overlooked hindering factors.

“The secret of success is the constancy of purpose.” Disraeli
Most of us can agree that such a simple idea remains devilishly difficult. Why? We have found that inconstancy of purpose flows from the lack of socialized performance support systems: weekly reviews, documented procedures, formalized best practices, and quantification of strategic objectives. GISTICS facilitates the development of socialized performance support systems – the secret to the constancy of purpose.

“The purpose of business is to create and keep a customer.” Peter Drucker

Many companies encounter great difficulty in sustaining this constancy of purpose. We trace the roots of this inconstancy of purpose to a fuzzy, incomplete, or contradictory definition of customers and, more importantly, to the most profitable and strategic customers around which to build your franchise. GISTICS helps clients uncover their “ideal customer” and create an activity-based data model for describing each type of profitable and strategic customer.

“You can’t just ask customers what they want and then try to give that to them. By the time you get it built, they’ll want something new.” Steve Jobs

By definition, entrepreneurs bring new satisfactions to market. In the area of technology and digital services, entrepreneurs create markets where none existed before. Nonetheless, successful serial entrepreneurs consider much of “market research” useless and often misleading and destructive. GISTICS avoids the traditional routes to market, using the instincts of successful serial entrepreneurs to understand the unserved and generally unconscious needs of customers.

“Every investigation which is guided by principles of Nature fixes its ultimate aim entirely on gratifying the stomach.” Athenæus

The instincts of successful serial entrepreneurs not only arise from the gut, but also from the imagined belly-to-belly transaction between the entrepreneur and customer. The gut instinct works on the emotional logic of six-year-old children: “Neat; not neat!” “I want; I don’t want!” Our point? Irrespective of the sophistication of a product or the maturity of the buyer, the failure to address the emotional logic of the six-year-old child within a customer will cripple success. GISTICS assists clients in honing the instincts of successful serial entrepreneurs and developing the emotional logic of buyers.

“One cannot overstate the importance of belonging.” Michael Jay Moon

Customers constitute social beings. Clearly customers buy things for which they have a functional need. Although unspoken and rarely acknowledged, much of the buying and using behavior of customers reinforces their social identity. In America, we tend to overemphasize the individualistic or creative dimension of our identity: “I gotta be me!” However, we tend to ignore the obvious: We have little or no tribal structure in society. As a result, we demonstrate an unconscious but persistent need to join groups, associations, and movements. Successful serial entrepreneurs leverage the need to belong; they create tribes. Successful hi-tech entrepreneurs create tribes that most of us call brand fans, solution evangelists, third-party developers, and platform partners. These tribes drive a technology to a commanding position in markets. These tribes transform a technology into a de facto industry standard. Successful serial hi-tech entrepreneurs package their technology for tribal evangelism. Look no further than the iPod. GISTICS facilitates the development of brand fans, solution evangelists, third-party developers, and platform partners, and the execution of tribal evangelism worldwide, packaging new technology for tribal evangelism.

“If you can’t describe what you are doing as a process, you don’t know what you’re doing.” W. Edwards Deming
Most companies have processes and procedures for the activities performed on a regular basis. However, we have found that few companies have documented the process of launching a new product. In most cases, the know-how for successfully launching a new product resides as tacit knowledge in the minds of a few senior managers and staff. Still fewer companies have processes for creating a new market. We know of no company that has documented the process of tribal evangelism, nor the starting place of tribal evangelism: the soft launch of almost-complete-offerings and guerilla marketing and business development. GISTICS assists hi-tech entrepreneurs in mastering the soft launch of new products and harnessing the power of tribal evangelism worldwide.

“Great companies come from great products. These great products come from great engineering. Great product requirements drive great engineering.” Jeff Martin

Do you have a documented, repeatable process for finding alpha customers for a breakthrough product or service? Do you have a tried and true ways to validate the function points of a new offering? Do you a structured, repeatable way to confirm the implementation process that all or most customers must follow? Do you have a process that can reveal “sale prevention” features of your business development process? GISTICS assists entrepreneurs in validating product and customer requirements, using a structured, repeatable process that we call Collaborative Solutioneering(tm).

“An organization’s ability to learn, and translate that learning into action rapidly, is the ultimate competitive advantage.” Jack Welch

Beyond great products, cycle time determines success. In practical terms, this means faster time to market, reducing the cycle time to identify customer and product requirements and bring a completed offering to market. Cycle time success means reducing the time to synchronize your marketing resources with partners, inducing them to spend time and money creating and fulfilling demand. Cycle time success also means reducing the time to customerize brand marketing and digital services to channels, seasonal opportunities, and individual customers. GISTICS speeds cycle time across all phases of market creation and business development, driving the completion of new offering and customer success.

“Buyers aren’t dumb. They simply lack imagination.” Michael Jay Moon

Using new technology entails the adoption of a new mind-set – a combination of beliefs, opinions, and values. Using new technology dislocates any number of established habits and entrenched beliefs about the way accomplish a project. Thus, helping prospects move into a new mind-set speeds the buying process. GISTICS speeds the buying process of customers, helping them imagine new ways to “getting more” with your product or service.

 “I deal with the obvious. I present, reiterate and glorify the obvious -- because the obvious is what people need to be told.” Dale Carnegie

The world constitutes a dynamic, chaotic, and noisy place. People become easily distracted and forgetful. Philosophers and sages call this the human condition. Customers and clients want your attention, caring, and concern. GISTICS remains devoted to our clients and their success. Together, we will change the world and make it better.
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