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Figure 94 — predictability of what
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Figure 104 — Peace, War and Wonder
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https://medium.com/wardleymaps/exploring-the-map-ad0266fad59b

Decide

Leadership

The “game”

Purpose

why of
purpose

Orient

Doctrine
why of
movement

Climate

The Strategy Cycle
SunTzu's five factors
The two types of why
Observe John Boyd’s OODA loop

Getting fit - the plan

Name ‘Dmdwon ||wm topics | Main tasks
1 | Customer The company understands Purpose, User 1. Define company purpose.
Awareness what is its purpose and how | Groups, User 2. Identify user groups, their
it generates value. Joumneys, User journeys and needs.
Needs, Value 3. Ensure user groups are
Chains. properly balanced.

4. Prepare Wardley Maps
describing he company.

2 | Organization The company consist of Pioneers, Settlers, | 5. Build small, autonomous
small, aulonomous feams | Town Planners, teams around companents.
that are fully responsible for | Value Chains. No mare silos ar team
their components. waiting for other team do

process something
3|Outsourcing  The company properly uses | Outsourcing 6. Establish outsourcing
outsourcing. This includes guidelines to protect know-
outsourcing mature Pow,
components, and avoiding 7. Outsource components
outsourcing of uncharted that should be outsourced.
components

4 | Approach Proper tools and people are | Approach, 8. Gain knowledge about
assigned to components. | Pioneers, Settlers, agile, lean and six sigma.
depending on their evolution | Town Planners, | 9. Ensure teams use proper
level approach.

5 | Innovation & The company considers the | Economic patterns, | 10. Remove unnecessary

Risk nature of innovation and the | Evolution. sources of risk (rely on
risk associated with mature components where
uncharted components. it is passible).

11. Manage innovation - put
&ffort where it s impartant

6 | Inertia The company actively Inertia 12. Identify sources of existing
identifies and mitigates inertia and prepare plans
possible saurces of inertia. how to cope with t,

13, Consider inertia potential
before introducing any new
idea,

7 | Anticipation The company fries o predict | Economic patterns. | 14. Analyse possible variants
on what may happen in the of fulure. Be prepared for
future, and propares itself changing conditions.
accordingly.

8 | Communication  All employees understand | Organization 15. Make sure that every
maps, and can explain their person in your company
environment to others Understands mapping, and

can show how his/her work
contributes to the success
of the company

16. Use maps to gather
knowledge about the
company.

Leading
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Copyright & 2018 by Leading Edge Forum 1of2 Forum

Allrights reserved


https://medium.com/wardleymaps/on-being-lost-2ef5f05eb1ec

Context

Our purpose and the landscape

Environment

The context and how it is changing

Situational awareness

Our level of understanding of the environment

Actual The map in use
Domain Uncharted vs Transitional vs Industrialised
Stage Of evolution e.g. Genesis, Custom, Product, Commodity
Type Activity, Practice, Data or Knowledge
Component A single entity in a map
Anchor The user need
Position Position of a component relative to the anchor in a chain of needs
Need Something a higher level system requires
Capability High level needs you provide to others
Movement How evolved a component is
Interface Connection between components
Flow Transfer of money, risk & information between components
Climate Rules of the game, patterns that are applied across contexts
Doctrine Approaches which can be applied regardless of context
Strategy A context specific approach
Term Symbol Meaning
Component {past or future} O {0} A single entity in a map e.g. an activity, practice, data or knowledge
Interface / line of the present e A connection between components
Point of change LERX How the map is changing e.g. competitive force
Flow A flow of capital (e.g. risk, financial, physical, social) between components
Inertia I Likely to face a resistance to a change

Line of the future

How the map is anticipated to be

Constraint
Market
Ecosystem

Accelerator / deaccelerator

A limitation from one component to another
Formation of a competitive marketplace
An ecosystem model e.g. ILC.

An attempt to alter the map

Yo &\

Area of interest / focus / cell

An area of interest, something worth noting e.g. components designated to a

team
Method build in-house with agile use off the shelf products. . outsource to utility
eno techniques Lean suppliers. Six Sigma
Attitude D Pioneers D Settlers . Town Planners




Stage (of activity) Genesis Custom Product (+rental) Commodity (+utility)
Characteristics
Ubiquity Rare Slowly increasing consumption Rapidly increasing consumption Widespread and stabilising
Certainty Poorly understood Rapid increases in learning RIS 8 e i Corr.lmonly KA
purpose (in terms of use)
Publication Tybes Normally decribe the wonder of the| Build / construct / awareness and Maintenance / operations / R

thing

learning

installation / feature

General Properties

Market

Undefined market

Forming market

Growing market

Mature market

Knowledge management

Uncertain

Learning on use

Learning on operation

known / accepted

Market Perception

Chaetic (non linear)

Domain of experts

Increasing expectation of use

Ordered (appearance of being
linear) / trivial

User perception

Different / confusing / exciting /
surprising

Leading edge / emerging

Common / disappointed if not used
or available

Standard / expected

Perception in Indusry

Focus of value

Competitive advantage /
unpredictable / unknown

High future worth

Comptitive advantage / ROI / case
examples

Seeking profit / ROI?

Advantage through implementation /
features

High profitability

Cost of doing business /
accepted

High volume / reducing margin

Understanding

Peerly understood /
unpredictable

Increasing understanding /
development of measures

Increasing education / constant
refinement of needs / measures

Believed to be well defined / stable
/ measurable

Comparison

Constantly changing / a differential /
unstable

Learning from others / testing the
water / some evidential support

Feature difference

Essential / operational advantage

Moderate / unsurprising but

Not tolerated, focus on constant

Operational efficiency and

Faiture High / tolerated / assumed disappointed improvement surprised by failure
Market action Gambling # driven by gut Exploring a "found” value Market analysis / listening to Metric driven / build what is
customers needed
Efficiency RECIIRg Mot ol g Reducing cost of waste (Learning) | Reducing cost of waste (Learning) Resctichng chat of dawitien

(experimentation)

(Volume)

Decision Drivers

Heritage / culture

Analysis & synthesis

Analysis & synthesis

Previous experience

Evolution Cheat Sheet

| Domain | I m v
| Activities | Genesis Custom Built Product+Rental Commaodity-+Utility
| Practice | Novel Emerging Good Best
| Data | Unmodelled Divergent Convergent Modelled
| Kniowledge | Concepl Hyphothesis Theory Universally accepled
| Characteristics 1 ] n v
Ubigquity | Rare Slowly increasing  Rapidly increasing High saturation of
cansumptian consumption applicable market
Certainty | Poorly Rapid increases in  Rapid increases in Cammanly
understood learning use understood in terms
of use
Publication Types | Wonder Focus on how to Focus on Focus on use
build, awareness maintenance,
and learning operations and new
features
General 1 ] [} v
properties
| Market | Undefined Forming Growing Mature
Knowledge | Uncertain Learning on use Learning on operation  Known / accepted
Management
| Market perception | Chaotic Domain of experts Expected to be used  Trivial
User perception | Confusing / Leading edge / Common Standard [ expected
Exciting emerging
Industry | Competitive Competitive Mew features are Cost of doing
perception | advantage / advantage /ROI/  important business
unpredictable case examples
Focus on value | High potential Seeking profit High profitability High
volume/reducing
margin
Understanding | Poor Increasing / Increasing / Believed to be full
development of refinement af
measures measures
Comparison | Impossible Learning / testing /  Feature differences Essential /
some evidential operational
support advantage
| Faifure | Assumed Unsurprising Mot tolerated Surprising
Market action | Gambling & Explaring value Market analysis Metric driven
experimentation
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Communication

Operation
Structure

Learning

Leadingl: ==

Be transparent

Know your users
(e.g. customers, shareholders, regulators, staff)

Use appropriate methods
(e.g. agile vs lean vs six sigma)

Use appropriate tools
(e.g. mapping, financial models)

Manage inertia
(e.g. existing practice, political capital, previous
investment)

Do better with less
(continual improvement)

Provide purpose, mastery & autonomy

Design for constant evolution

Use a systematic mechanism of learning

Be the owner
(take responsibility)

Strategy is complex
(there will be uncertainty)

Focus on high situational awareness
(understand what is being considered)

Focus on user needs

Focus on the outcome not a contract
(e.g. worth based development)

Development

Optimise flow
(remove bottlenecks)

Set exceptional standards
(great is just not good enough)

Think small
{as in teams)

There is no one culture
(e.g. pioneers, settlers and town planners)

Learn by playing the game
(a bias towards action)

Move fast
(an imperfect plan executed today is better

than a perfect plan executed tomorrow)

Commit to the direction, be adaptive
along the path
(crossing the river by feeling the stones)

Use a common language
(necessary for collaboration)

Think fast, inexpensive, simple and
tiny
Be pragmatic
(it doesn’t matter if the cat is black or

white as long as it catches mice) :

Think small
(as in know the details)

Distribute power and decision
making

Seek the best

: Be curious and take appropriate risks :

(a bias towards the new)

Think big
(inspire others, provide direction)

There is no core
(everything is transient)

Challenge assumptions
(speak up and question)

Remove bias and duplication

Use standards where appropriate

Effectiveness over efficiency

Think aptitude and attitude

Listen to your ecosystems
(acts as future sensing engines)

Strategy is iterative not linear
{fast reactive cycles)

Be humble
(listen, be selfless, have fortitude)


https://medium.com/wardleymaps/doctrine-8bb0015688e5

Visible

Value Chain

Invisible

\
Uncharted Industrialised
Customer
Doctrine
Think aptitude and
attitude
|_ . : - - m >
Genesis - Custom Built ‘Product (+ rental) - Commodity (+ utility) Evolution
Settlers steal from Pioneers _ Town Planners steal from Settlers
Piunéers build upon components provided by Town Planiners
Deals with ... Deals with ... Deals with ...
~ Rare Growing Commeon
Poorly Understood Increasing Education Well Defined
Differential & Novel Feature Differentiation Essential Cost of Doing Business
High Future value High Profitability High Volume
Constanr.lyﬁ changing Maturing Products Standardised & Stable
Undefined Market Growing Market Mature Market
Happy with ... Happy with ... Happy with ...
Failure Constant Improvement Operational Efficiency
Gambling & ;Gut Feel Market Analysis Metric Driven
Experirr_;entation Feedback Analytics
Unj-certainty Trend Spotting Scientific Modelling
Exploration Listening Building what is needed
Methods ... Agile Methods .. Lean Methods ... Six Sigma

Build on common components

Speed abo\ée all else

Mines / Nurtures ecosystems
Makes success happen

Build ecosystems

Empires of Scale

Empires of scale | war maker
Most likely to be running the factory which

Most likely to steal a half baked Lego 3D printer and
builds Lego bricks and Lego kits

Makine the § ible / find
Most likely to build a partially functioning 3D
turn:it into something that lots of peaple want to buy

printer w:th Lego

Genesis - Custom Built Product (+ rental) : Commodity (+ utility) Evolution



Pioneers

Settler

Townplanners

Outsource

Build

Buy

Inertia

Evolve

Value Chain

<Component>

O




AN

Visible

Value Chain

Invisible

Activities (A)
Practices (P)
Data (D)

Knowledge (K)

Genesis
Novel
Unmodelled
Concept

Custom
Emerging
Divergent

Hypothesis

Product (+rental)

Good

Convergent

Theozry

Evolution Cheat Sheet

Domain 1 n m ‘ v
Activities | Genesis Custom Buit Product+Rental ‘ Commodity+Utilty
Practice | Novel Emerging Good ‘ Best
Data|Unmodelled | Divergent Convergent ‘ Modelled
Krowfedge | Concept Hyphothesis Theory ‘ Universally accepled
Characteristics |1 n 1 ‘ v
Ubiquity | Rare Slowly increasing  Rapidly increasing High saturation of
Gonsumption consumption applicable market
Certainty | Poorly Rapid increases in  Rapid increasesin | Gammonly
understood learning use understood in terms
of use
Publication Types | Wonder Focuson howto  Focus on Foous on use
build, awareness  maintenance,
and leamning operations and new
features
General 1 " 1] w
properties
Market | Undefined Forming Growing Mature
Knowledge | Uncertain Learning onuse  Learning on operation  Known / accepted
Management
Market perception | Chaotic Domain of experts  Expectedto be used  Trivial
User perception | Confusing / Leadingedge/  Common Standard / expected
Exciing emerging
Industry | Competitive Competitive New features are Cost of doing
perception | advaniage { | advantage /ROI/  important business.
unprediclable | case examples
Focus on value | High potential | Seeking profit High profitabiity Hi
volume/reducing
margin
Understanding | Poor Increasing / Increasing / Believed to be full
development of  refinement of
measures measures
Comparison | Impossible Learning / testing / Feature differences  Essential /
some evidential operational
support advantage
Failure | Assumed Unsurprising Not tolerated Surprising
Market action | Gambling & Exploring value  Market analysis

experimentation

Meiric driven ‘
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Commodity (+utility)
Best

Modelled

Universally accepted

Evolution

AN
7
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