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According to The State of the CIO survey in January of 2009, ñCIOôs and business leaders finally 

agree: IT plays a critical role in a companyôs successé 

Technology isé CIOs Business Execs

A core component of a company products and services 77% 81%

Central to how you differentiate from competitors 65% 72%

Primarily used to reduce business costs 46% 66%

Essential for your distribution and sales model 75% 77%

IT is effective até

Delivering core components of products and services 85% 70%

Differentiating from competitors 69% 61%

Reducing business costs 75% 64%

Meeting distribution and sales expectations 72% 67%

The State of the CIO 09 ïCIO Magazine
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éhowever, CIOs say that IT will have the most impact next year on workforce productivity, but, 

when it comes to making new investments, business leaders are focused on customers

éso we continue to be disconnected

CIOôs 
(Ranked ITôs Impact)

Objective Business Execs
(Ranked drivers for IT 

decisions)

1 Improve end-user productivity 4

2 Drive innovative new-market offering or business 

practices

3-tie

3 Reengineer core business processes 6

4 Lower company operating costs 2-tie

5 Improve quality of products and services 3-tie

6 Support globalization 5

7 Improve security/risk management *

8-tie Manage customer relationships 2-tie

8-tie Acquire and retain customers 1

9 Enable regulatory compliance *

The State of the CIO 09 ïCIO Magazine

* - Not asked
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The central idea of ñThe Business of ITÈòis that IT organizations are like any other business unit

Ʒ Have a mission to create value within the parent organizationôs value chain

Ʒ Deliver products and services to customers and receive products and services from suppliers

Ʒ May or may not have a consciously chosen strategy, buté

Ʒ Consist of people, structure and processes, and are

Ʒ Enabled to one degree or another by a technical architecture

Enterprise Architecture Framework
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IT has several strategic paths to choose between when deciding how to align with the business

ƷThere are three basic ñgo to marketò focuses for IT to consider

ÅCost -- IT delivers a combination of quality, price and performance no one else can match ïits 

customer proposition is an adequate quality service at the best price with the least inconvenience

ÅInnovation-- IT pushes into the realm of the unknown, the untried or the highly desirable -- its customer 

proposition is the best solution, period

ÅCustomer Intimate -- IT works closely with the business to deliver the service ïits customer 

proposition is offering the best solution and support to achieve optimum results

ƷPlanning for business-oriented IT begins with strategy

ÅThe who, what and where of all other practices is strongly influenced by the dominant strategic focus

ÅHow IT is to align with the business is the most central decision in achieving success

ÅIT business strategy is NOT about technology choices, that is another topic altogether called business 

systems planning, which determines the most appropriate technical platform / solution for a business 

domain

ƷIt does not always follow that IT strategic focus should mirror business strategy

ÅA cost focused enterprise strategy may be best served by an innovative IT strategy (Wal-Mart)

ÅAn innovative consumer packaged goods manufacturer may best be served by a standardized, cost 

focused IT operation that enables rapid time to market (Merck)

ƷIT should select a dominant strategic focus from among the three basic approaches

ÅThe dominant one should be the one which best enables IT to work with the business

ÅPrimary emphasis on one vector helps maintain focus and provide clarity in IT decision-making ïwhat 

process improvement, which enterprise architecture direction, etc. 

ÅAll three manifest to some degree for agile and flexible IT organizations

STRATEGY
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For the vast majority of IT organizations, customer intimacy is the most likely choice, and 

regardless of the strategy, networking and relationship skills are critical

Ʒ Cost

Å Premium placed on button-downed project and vendor managers

Å Need for testing and documentation reviewers

Å Culture emphasizes risk aversion

Ʒ Innovative

Å IT leaders must be skilled in solution selling

Å Enterprise architects with excellent business understanding are central to software 

selection and development

Å Culture rewards risk takers

Ʒ Customer Intimacy

Å Relationship management / client management skills essential

Å Application architects with good business knowledge are at the center of application 

development

Å Culture stresses individual accountability

PEOPLE

Copyright Pariveda Solutions, Inc. 2009



9

It IT is going to deliver on its true value to the organization, it must move from being an 

ñorder takerò and become a ñvalue creatorò

Source: Hamel & Prahalad, Competing for the Future, 1994

Value Creators

Order Takers

Business Needs
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Investment

By 

IT

Investment

By 

Business

Waste
Over-

resourcing

Risk
Competitive 

Vulnerability

Balance
Reciprocal level

of investment

Rethinking the Sales Force, Rackham

By borrowing a model from Neal Rackham, we can develop a model for understanding how 

much time is necessary to deliver extraordinary value most important to the business
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Investment

By 

IT

Investment

By 

Business

Waste
Over-

resourcing

Risk
Competitive 

Vulnerability

Rethinking the Sales Force, Rackham

Transactional

Consultative

Enterprise

Strip cost

Create new value

Create extraordinary

value

If IT is going to operate in the ñunknown/unmetò quadrant for value creation, we should be 

focused on consultative or enterprise selling
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The term ñnetwork effectò was introduced by Robert Metcalf, the inventor of Ethernet, and he 

purported that the value of a network was proportional to the square of its users
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Ʒ The network effect accelerates at critical mass

Ʒ At critical mass the value received from a product or service 

is greater to or equal to the cost of that product and service

Ʒ The analogy, applied to personal networking, illustrates that 

at critical mass your relationships become very powerful

Ʒ We are becoming the most interconnected, non-relational 

society on earth through tools like:

Å Facebook

Å My Space

Å Plaxo

Å LinkedIn

Ʒ We must move from being connected to building 

relationships

Source: Wikipedia
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According to Harvey Mackay, in his book Dig Your Well Before Youôre Thirsty, a network is a 

valuable tool that you should spend your life developing

1. A network replaces the weakness of the individual with the strength of a group

2. A network can review that big report or give you advice on your pitch

3. You can know your enemy through your own network, make use of spies

4. My network can help you expand your network

5. A network can enrich your life anywhere in the world

6. A network can provide you with new experiences and knowledge

7. Networking can help you help others

8. Job security? Donôt rely on the corporation.  Rely on your network

9. A network can make you look good, but freshen each contact every 6 months

10. A network expands your financial reach infinitely

http://www.amazon.com/gp/reader/0385485468/ref=sib_dp_pt/102-5550884-3463333
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In order to be a good relationship builder, there are 10 things you should incorporate into your 

daily routine

Ʒ Hello news - just say hello or update people when something interesting happens.  Be the one to stay in touch. 

Ʒ Remember things - listen. Keep details about them in your contact database. Did your son get his black belt? It 

feels good when someone remembers your details.

Ʒ Offer to help - what is your challenge right now? How I can help you?  

Ʒ Positive feedback - I was really impressed with [that article, that talk, something you did]é it really made a 

difference to me.  Thank you.  How often do you get positive feedback? 

Ʒ Thank you - I canôt tell you how many people I only hear from when they need a reference, and then after I let them 

know I did it, I never hear from them again.  Thank people a lot and often.

Ʒ Follow up - when you ask someone in your network for something and they give it (like a reference, advice, an 

introduction) let them know what happened.  Did the idea work?  Most people donôt do this. 

Ʒ Make an introduction - be astute about helpful introductions you can make.  You have then given two people a 

valuable gift without asking for anything in return.

Ʒ A point of interest or enjoyment - if you remember what is important to people and what they like, it gives you an 

opportunity to point them to great stuff that you run across.  Food also works!

Ʒ Photos - photos of things you saw and did, you, your family.  You always look at them, donôt you?  It is a real 

personal touch.   But make sure to either send a link or resize them.  Donôt email 8MB photos.

Ʒ Video Mail - video mail is an excellent way to make a contact as well.  People really appreciate it.  And it seems 

like a much bigger deal than it actually is!  Some free services here: www.eyejot.com and www.tokbox.com.

15Azzarello Group ïDecember 2008



Effective networking involves creating connections between individuals who can help each other

16

You

Internal

ExternalPersonal

Actively managing relationships outside 

the company

Actively managing your personal 

relationships

Actively managing relationships inside 

the company
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Activity Category Consultant Associate Manager Principal Vice President

Prospecting Observe Observe Participate Participate Lead

Selling Observe Participate Participate Lead Lead

Account Planning Observe Participate Lead Lead Lead

Networking Participate Lead Lead Lead Lead

Relationship 

Management
Lead Lead Lead Lead Lead

When we started the company we decided to build a business without a sales force by 

teaching everyone in the organization key networking and relationship skills

18

Relative Focus Areas by Level



At Pariveda, every employee logs SONAR points daily and we track points every week in 

order to understand our touch points in the marketplace

19
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If we apply the concepts of SONAR to IT Relationship Management, a variation of these activities 

become important for the IT department in order to more effectively do their jobs

20

Identification

Discovery

Confirmation

Proposal

Closed

Idea

Generation
Exploring Delivering

Networking

Relationship

Management

Planning

Activity Category Primary Goal

Exploring
Meeting with the business regularly in order to look for the unknown/unmet needs of the organization and then 

moving those potential solutions through a process

Planning
Working directly with the business in order to put the required investments in terms that are linked to business value

Networking Actively engaging in developing your internal, external and personal networks

Relationship Management
Actively managing the relationships inside the company so budget ideas and programs are communicated on a 

regular basis, not just budget time



Imagine how effective an IT organization would be if we proactively managed touch points with 

the business instead of relying on the CIO or a few directors to build relationships

21
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Our company has been on a fairly fast growth curve since inception in 2003

$1,000,000 

$4,000,000 

$9,950,000 

$14,400,000 

$23,500,000 

$34,000,000 

$-

$5,000,000 

$10,000,000 

$15,000,000 

$20,000,000 

$25,000,000 

$30,000,000 

$35,000,000 

$40,000,000 

Revenue

2004

2005

2006

2007

2008

2009 Plan

11 33 64 105 145Headcount 195
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While the results have been fairly remarkable, we are most proud of the honors and awards we 

have received that validate our mission

Ʒ Ranked the 16th fastest growing company for 2006 and 34th in 

2007 of the Dallas One Hundred, comprised of the 100 fastest-

growing private companies in the DFW Metroplex

Ʒ Selected as one of seven international consulting firms to receive the 

prestigious ó2008 Small Jewelsôaward by the consulting industryôs 

flagship publication, Consulting Magazine

Ʒ Named one of ñThe Best Places to Work in Dallas-Fort Worth for 

2008òby the Dallas Business Journal

Ʒ Awarded the ñEmployer Excellence Awardò for 2008  by the Dallas 

Chamber of Commerce acknowledging Parivedaôs commitment to its 

employees

Ʒ Ranked 171st fastest growing company on the Inc. 500ôs 2008 list 

as well as 11th in the top 100 fastest growing businesses in DFW 

and 14th in the top 100 fastest growing IT Services Companies
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As we expand our national footprint, relationships will drive the speed of our growth

Houston

Atlanta

Dallas
Tier 1 Cities

Tier 2 Cities

Baltimore

Washington

Philadelphia

New York

Boston

Pittsburg

Detroit

Denver

Chicago

Minneapolis

Phoenix
San Diego

Los Angeles

San Francisco

Seattle

Pariveda U.S. Target Offices

Existing Offices

Forecasted Offices
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