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Quote of the month:

"If you're not keeping score, you're just practicing." Vince Lombardi

There is no doubt that practicing is valuable, (see Knight, Bobby – “It isn’ t the will to win that is important. Everyone has the will to win. What’s important is the will to prepare (practice) to win.”)

However, few businesses have time for rehearsing their product development/management activities. All the action is live and, unlike volleyball at the family picnic (in my wife’s family anyway), you need to keep score.

In observing the metrics practices of many companies I’ve noticed a couple of tendencies. (Actually a lot of tendencies!)

One is the overuse of detailed technical/operational measures (keeping statistics) and an under use of business/ market/strategic measures (keeping score). 

This is closely related to an obsession with predictive measures (predicting the score) over results measures (keeping score). 

Many managers (product developers, sales managers, sports teams) become intrigued with predictive metrics -- the distant early warning indicators of desired results. The problem here of course is that while monitoring earned run averages, batting-averages-with runners-in-scoring-position, and left on base percentages, sales calls and schedule earned value as potential predictors of desired results you may not be winning games.

So it’s necessary to balance the metrics approach with both. This usually involves tracking results metrics that gauge the performance of your product engine like product release rates, commercial success rates, product market share, sales ramp up time, time to break even and schedule/ budget/ requirements compliance for the department, project team or company. 
These business metrics are necessary to continually remind the product management/development community that the reason we do PD is to… listen closely here… make money!

Of course predictive metrics (future value of the product development pipeline; % milestones achieved) are great as well – but much harder to develop, track and correlate with results.

Fun Family Exercise: Defining the “Product Development Results Scorecard” can be a nice little winter assignment for an otherwise non-aligned top management team. Next time they complain about product development predictability, quality, cycle time or ‘whatever’ enroll them in designing the final scorecard.
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