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Systemic Questionnaire

This is a tool designed to identify and improve internal business partnerships.  There are two components, a Partner Identification Worksheet and a Partnership Rating and Action Plan Worksheet.

1.  Partner Identification Worksheet

Time 5-10 minutes:

The goal is to think about whom you depend on in order to be successful and who depends on you.  Simply identifying these partnerships can enable improvements in performance.

Write your name or the name of your department/organization in the middle of the circle.  Then identify other groups you interact with on each of the lines.  Check the box stating whether you are dependent on them (supplier), they are dependent on you (customer), or both.
2.  Partnership Rating and Action Plan Worksheet

Time 15-20 minutes

After you have identified your partnerships, use the second worksheet to rate the quality of those partnerships.  Then, identify any groups that you are not currently interacting with that could enhance your group’s performance.  Finally, write one or two simple actions you could take to establish new partnerships or improve existing ones.
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Rate Your Partnerships

The partnership is working: 1=Strongly Agree, 5=Strongly Disagree

	Partners (from Partnership ID Worksheet)
	Rating
	Barrier to Effective Partnership

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	


Unrealized Partnerships

What groups should you begin partnering with?

	1.

2.

3.

4.


Action Plan

With the partners listed above that are rated 3-5 above or with unrealized partnerships, list positive actions that could improve or create new partnerships and a timeframe for implementing your actions

	Partner
	Action
	Timeframe
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Rate Your Partnerships EXAMPLE
The partnership is working: 1=Strongly Agree, 5=Strongly Disagree

	Partners (from Partnership ID Worksheet)
	Rating
	Barrier to Effective Partnership

	IT Systems
	1
	2
	3
	4
	5
	New manager – do not know her

	Marketing
	1
	2
	3
	4
	5
	

	Sales Reps
	1
	2
	3
	4
	5
	

	Sales Managers
	1
	2
	3
	4
	5
	

	Global affiliates
	1
	2
	3
	4
	5
	No face time, time zone issues

	Corp. University
	1
	2
	3
	4
	5
	

	Call Center
	1
	2
	3
	4
	5
	

	Vendor XYZ
	1
	2
	3
	4
	5
	Used working by contract not seen as partner

	
	1
	2
	3
	4
	5
	

	
	1
	2
	3
	4
	5
	


Unrealized Partnerships

What groups should you begin partnering with?

	1.  Manufacturing training group – possible RLOs?
2.

3.

4.


Action Plan

With the partners listed above that are rated 3-5 above or with unrealized partnerships, list positive actions that could improve or create new partnerships and a timeframe for implementing your actions

	Partner
	Action
	Timeframe

	IT Systems

	Schedule 1:1 meetings
	now

	Global affiliates


	Begin monthly international conference calls
	1 month

	Vendor XYZ


	Set clear expectations about moving toward partnership, not just contracts
	Next week

	
	
	


Activity Creation Matrix

The Activity Creation Matrix is an evaluation tool to help you create games and activities that are closely aligned with the learning objectives of your training intervention. Upon answering a series of questions, your team will have a deeper understanding of the types of activities that need to be created. Likewise, this tool will help you avoid activities that may actually be incongruent to your instructional goals.

Assumptions: 1. The needs analysis has determined that a workshop is the appropriate training intervention. 

2. The learning objectives for the workshop have been established.

Instructions: Summarize the performance gap and write down the learning objectives for the course. For each objective, answer the questions on the following pages then fill in the boxes on the Activity Decision Sheet. 

Performance gap: ___________________________________________________________________________________________

___________________________________________________________________________________________________________

Learning Objective 1: _________________________________________________________________________________________

Learning Objective 2: _________________________________________________________________________________________

Learning Objective 3: _________________________________________________________________________________________

Learning Objective 4: _________________________________________________________________________________________

	Q1: Should participants succeed or fail? 

	Success 

+Enforces good behavior
+Improves morale and teamwork

-Allows participants to maintain the status quo, i.e. “If it ain’t broke, don’t fix it”

	Failure
+Wake up call
+Allows problem to surface
-Nobody likes to lose


	Suggestion: If participants already believe they are doing it the right way, get their attention with failure, then teach them. 


	Q2: Should we create a new activity or use a known activity like Jeopardy? 

	New activity (Down the Amazon!)

+Helps you focus on a specific problem
+More “aha” moments
+May be more relevant

-Harder to facilitate (more explanation up front)

-Requires more piloting 

-Higher chance of failing


	Known activity (Black Jack, Name that Tune, Monopoly)

+Easier to facilitate
+Everyone knows rules, object of the game, etc. (depending on the target audience!)

-May not be related to the problem
-“Ah, District Monopoly again!”



	Suggestion: If time is limited or if the audience is hostile, use a known activity.


	Q3: Should we use our content or external content? 

	Our content (Internal to your company)
+Focus on our situation

+Reinforces memory of that content

-Can’t see the forest for the trees when learning new concept or procedure

-Some participants may know the content better than others


	Outside content (ecosystem concept, kimono procedure)
+Focus on new concept or procedure

+Equal playing field (depending on subject matter)

-May have less buy-in
-Still need time to cover new content



	Suggestion: If you are teaching a procedure, do not confuse people with unrelated internal content. 


	Q4: Should our activity foster competition or teamwork? 

	Competitive
+Engaged participants

+Can enhance teamwork…

-but only for my team


	Teambuilding
+Builds teamwork
+Enhances affective thinking
-May not be appropriate for competitive situations

	Suggestion: Be honest about what you want to accomplish. If you want teamwork, don’t create a highly competitive game.


Activity Creation Matrix


Performance Gap: _________________________________________________________________________________

_________________________________________________________________________________________________
_________________________________________________________________________________________________

Activity 1 Learning Objective: ____________________________________________________________________________
Activity 2 Learning Objective: ____________________________________________________________________________
Activity 3 Learning Objective: ____________________________________________________________________________
Activity 4 Learning Objective: ____________________________________________________________________________
	Types of activities
	Activity 1
	Activity 2
	Activity 3
	Activity 4

	Should participants succeed or fail?


	
Success

Failure
	
Success

Failure
	 

Success

Failure
	
Success

Failure

	Use a new activity or a known activity?


	
New activity 

Known activity 
	
New activity 

Known activity
	
New activity 

Known activity
	
New activity 

Known activity

	Should we use internal content or outside content?


	
Our content

Outside content
	
Our content

Outside content
	Our content

Outside content
	Our content

Outside content

	Should we foster competition or teamwork?


	Competition

Teamwork
	Competition

Teamwork
	Competition

Teamwork
	Competition

Teamwork


Activity Creation Matrix - SAMPLE

Performance Gap: Sales partners are not working together to prioritize their sales calls. They are calling on the wrong customers because it’s easier to use old information than run a new routing report. They believe they are doing it the right way.


Activity 1 Learning Objective: With your sales partner, create an accurately prioritized sales call list using the latest routing data.

Activity 2 Learning Objective: ____________________________________________________________________________
Activity 3 Learning Objective: ____________________________________________________________________________
Activity 4 Learning Objective: ____________________________________________________________________________
	Types of activities
	Activity 1
	Activity 2
	Activity 3
	Activity 4

	Should participants succeed or fail?


	
Success

Failure
	
Success

Failure
	 

Success

Failure
	
Success

Failure

	Use a new activity or a known activity?


	
New activity 

Known activity 
	
New activity 

Known activity
	
New activity 

Known activity
	
New activity 

Known activity

	Should we use internal content or outside content?


	
Our content

Outside content
	
Our content

Outside content
	Our content

Outside content
	Our content

Outside content

	Should we foster competition or teamwork?


	Competition

Teamwork
	Competition

Teamwork
	Competition

Teamwork
	Competition

Teamwork
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Partner Identification Worksheet





Name:



















































































Call Center: use materials





Vendor XYZ – builds content





Global affiliates – materials – we give and receive





Sales Managers – we train and they tell us training gaps





IT Systems – hardware & software





Corporate University - LMS
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Partner Identification Worksheet - EXAMPLE





Name:








PAGE  
4
Rovy Branon and James Lane: Eli Lilly and Company


