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The Human Story of 
Business
Daly’s tale contains plenty of 
business substance for 
readers interested in 
management and finance, but 
it’s charm lies in the human 
side of his story…

- DMarie in SC
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Ten Tips
1. Understand Your Culture

2. Focus Your Strategy

3. Map Your Strategy

4. Measure What Matters

5. Use Big Data 

6. Understand Your Costs

7. Reduce Errors

8. Learn From Others

9. Improve Decision Making

10.Lead From The Heart
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Number One:
Understand Your 

Culture
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What is Corporate 
Culture?
• The set of rules, values and norms that 

define the organization’s behavior.
• Learned behaviour observed by the 

individual employees.  
• “The way we do things around here”.
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Culture Is:
Who we hire:

How we decide:
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Culture?
Culture changes over time.
With each new hire, the culture changes.
Is the culture the same today as when you 
started?
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“What we really 
mean by culture is 
the commitment 
throughout an 
enterprise to some 
common objectives 
and common 
values.”

- Peter 
Drucker

Culture Defined

© The Knowledge Institute 2023
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Siloed

Organizational Culture
Traditional Hierarchy

Flat
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Culture Eats Strategy 
for Breakfast
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Culture in the Parking Lot
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Culture in the Cubicle
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Strong Leaders Create 
Strong Cultures
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Number Two:
Focus Your Strategy
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Focused Strategies
“You do not merely want to 
be considered just the best 
of the best.  You want to be 
considered the only ones 
who do what you do.”

– Jerry Garcia
late leader of The Grateful Dead
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What Is Strategy?

Strategy is what your company does, 
or will do, to create a sustainable 
competitive advantage.
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Competitive Advantage
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Strategy Provides Focus
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A Unique Value Proposition 

• A differentiated product.
• Buyers decision.
• Best value may not mean lowest price.
• Buyers choose a product because it is 

better for that individual buyer.
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Unique Value Propositions 
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What is Your Business?
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The Hedgehog Concept

WhatCCca

Opportunity to be
Best in World

$

Passions

Capability
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Key Lesson
• How can “Jiffy” brand have 

such a dominant market share 
in muffins when their 
competitor is General Mills?
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Number Three:
Map Your Strategy
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The Balanced Scorecard
Financial

Learning Customer

Operations

Strategy
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Critical Success Factors (CSFs)

• Your strategy’s critical elements?
• How do we measure improvement?
• Harvard’s Robert Kaplan thinks our CSFs 

will fall into four categories.
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Strategy Maps
• Align and link the company’s CSFs/KPIs
• Use them to communicate desired 

direction and specific measures, targets 
and initiatives to move the organization in 
that direction
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Strategy Maps
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Number Four
Measure What Matters
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Measurement

The Knowledge Institute, LLC, John F. Levy © 2023
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Measurements & Benchmarks

40% 60% 80%

DETERMING WHAT TO REPORT ON (65%)

FINDING MEANINGFUL BENCHMARKS (76%)

CREATING OR FINDING RELIABLE INTERNAL
DATA (78%)

Deciding how to measure is more 
difficult than deciding what to 

measure

The Knowledge Institute, LLC, John F. Levy © 2023
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Agree on Core Objectives
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Types of Data
• Internal structured data
• Internal semi-structured data
• Internal unstructured data
• External structured data
• External unstructured data (Big Data)
• From Big data: using smart big data, analytics and metrics to 

make better decisions and improve performance; 
Bernard Marr; 2015 John Wiley & Sons Ltd, United Kingdom

The Knowledge Institute, LLC, John F. Levy © 2023
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SMART Data

The Knowledge Institute, LLC, John F. Levy © 2023

• Specific
• Measurable
• Achievable
• Relevant
• Timely
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The Big MMACC
• Meaningful
• Measurable
• Accurate
• Consistent
• Comparable

The Knowledge Institute, LLC, John F. Levy © 2023
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Metrics and KPIs
• A Metric is a specific business goal.

• A Key Performance Indicator (KPI) is 
a quantifiable number that serves as 
an indicator of success or failure of 
meeting the metric.

The Knowledge Institute, LLC, John F. Levy © 2023
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KPIs
Environmental key performance indicators 
(KPIs) are quantitative measures - actual 
numbers - that put values on the key 
metrics or goals of your business.

The Knowledge Institute, LLC, John F. Levy © 2023
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Leading and Lagging 
KPIs
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Number Five
Use Big Data
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Before Big Data
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Big Data Now
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Types of Data (1)

• Internal structured data
• Internal semi-structured data
• Internal unstructured data
• External structured data
• External unstructured data

(BIG DATA)
(1) From Big data: using smart big data, analytics and metrics to make better decisions 
and improve performance; Bernard Marr; 2015 John Wiley & Sons Ltd, United Kingdom
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Internal Structured Data

Daily Sales Report

Customer Database
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Internal Data
• Sales Data (mostly structured)
• Cost Data (mostly structured)
• HR Data (mostly structured)
• Customer/Employee Survey Data 

(both structured and unstructured)
• Customer Reviews/Feedback

(mostly unstructured)
• CCTV video data (unstructured)
• Customer Data (mostly structured)
• Financing/Equity Data (mostly structured)
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External Data
Activities Relationships

Weather
Financial

Census
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Unstructured Data

Videos

Websites

Memos
, 
Emails, 
Texts

© John F. Levy 2023 47



Acquiring Data
• Created Data 
• Provoked Data
• Transaction Data
• Compiled Data
• Experimental Data
• Captured Data
• User-generated Data
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Datafication
• Economic/Employment Data
• Weather Data
• Twitter/Social Media Data
• Customer/Employee Survey Data
• Customer Reviews/Feedback
• Foreign Currency Data
• Interest Rate Data
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Data Mining

• Activities
• Conversations
• Photos and Video
• Sensors
• Internet of Things
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The 4 V’s of Big Data

• Volume – How huge amounts of data 
are generated every second

• Velocity – How quickly data is 
generated, transmitted and 
transferred

• Variety – Increasingly different forms 
of data being generated

• Veracity – Accuracy and truthfulness 
of generated data

The Knowledge Institute, John F. Levy, © 2022
cation, Inc., © John Levy, 2018
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Buying a Hammer - Then
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Buying a Hammer  - Now
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Accountants - Then
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Accountants - Then

Dr. Cash $X.00
Cr. Sales $X.00

To record daily sales
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Accountants - Now
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Accountants - Now

Dr. Cash                          $XX.00
Cr. Sales                           $XX.00

Dr. Cost of Goods Sold    $  X.00
Cr. Inventory                      $  X.00

To record daily sales activity
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Combine Different Data

The Knowledge Institute, John F. Levy, © 2022
cation, Inc., © John Levy, 2018
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Number Six:
Understand Your Costs
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What Drives Costs

What Drives Costs?
• Know your cost structure
• How critical is payroll?
• What can you control?
• Can you outsource?
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Fixed, Variable and 
Step Variable
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No Allocations
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Number Six:
Learn from Others
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Benchmarking
• Developed by Xerox in 1980s
• 3 Types

– Competitive
– Process
– Internal

• Identifies areas with most 
opportunity for improvement
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What to Benchmark?
• Mission critical processes
• Expensive processes
• Product features

– Tangible characteristics
– Service levels
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Benchmark Your Industry
• Industry Trade Groups
• Accountants
• Bankers
• Public Competitors
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Benchmark Outside Your 
Industry
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Number Seven:
Reduce Errors
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Simplify, Simplify and Simplify
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Automate
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Ask Why 5 Times
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Number Seven:
Improve Decision Making

© John F. Levy 2023 72



Three Issues
1. How we make 

decisions
2. How to make better 

decisions
3. How to motivate 

others to make 
better decisions
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Behavioral 
Economics
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“

System 1
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“

System 2
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Why System 1 Works
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Our Role
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The Spreadsheet
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When to Engage 
System 2
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Steve “An individual has been 
described by a neighbor as 
follow: ‘Steve is very shy and 
withdrawn, invariably helpful but 
with little interest in people or the 
world of reality. A meek and tidy 
soul, he has a need for order and 
structure and a passion for 
detail.’”
Is Steve more likely to be a 
librarian or a farmer?
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The Bats and Ball
A ball and bat 
cost $1.10.  The 
bat costs one 
dollar more 
than the ball.
How much does 
the ball cost?
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Priming
EAT – SO_P - SOUP

WASH - SO_P - SOAP

People primed with 
thoughts of old age 
moved slower
Smiling people are more 
easily amused
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Priming with Money
Priming with thoughts or 
discussions of money caused 
people to be:
• Less willing to ask for help
• Less willing to help
• More selfish
• Less social
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Jumping to Conclusions
Jumping to conclusions 
is efficient when:
• Likely to be correct
• Mistakes are acceptable
• Saves substantial time 

and effort
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Jumping to Conclusions
Jumping to 
conclusions is 
risky when:
• Unfamiliar 

situation
• Stakes are high
• No time for 

more 
information
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The Law of Small Numbers
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We Learn Too Well
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The Planning Fallacy
Kahneman uses the phrase 
“Planning Fallacy” to describe 
projections which :
1. Are unrealistically close to best-

case scenarios (overly 
optimistic).

2. Could be improved by consulting 
the statistics of similar cases 
(benchmarking).

Have you ever experienced 
the Planning Fallacy?
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Optimism
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Loss Aversion
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Bias
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“

Doubt is the Key 

© John F. Levy 2023 93



Adjust and Adjust
“In war, everything 
is uncertain.”

- Helmuth von Moltke

“Everyone has a plan until they get 
punched in the mouth.”

Mike Tyson 
Former Heavyweight Boxing Champion
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Number Ten:
Lead From the Heart
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A Leader Defined

Leaders provide the:
• culture,
• environment, 
• values and 
• incentives
that foster and encourage change.
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Leaders and Managers

97

Leaders Managers
Strive for change Maintain the status quo

Have and impart a vision Want to accomplish immediate 
objectives

Set direction Plan detail
Power comes from character, 
accomplishments and personality Power comes from hierarchy

Authority is earned Authority is bestowed
Focus on people Focus on tasks
Seek the best talent Hire subordinates
Facilitates group decision making Makes sole decisions
Seeks consensus and buy-in Assigns tasks by command and control
Sees healthy conflict as a means to resolve 
differences Avoids conflict at all costs

Knows that all change has risks Seeks to minimize risk 

Accepts responsibility and accepts blame Looks to protect themselves and 
blames others

Gives credit to others Takes credit for others 
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Look in the Mirror
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Look in the Mirror
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Tom Sawyer’s Funeral
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Be First
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Empathetic
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A Matter of Perception
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Dependable
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Credible
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Honest
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Be Accountable
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Be Accountable

108© John F. Levy 2023 108



Facilitate
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Listening
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Focus Forward

111© John F. Levy 2023 111



Foster Buy-In
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Buy-In

Quality Of Plan
Mediocre Good

High Good 
Results

Great 
Results

Low Failure Poor
Results
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Continue to Learn
• We don’t know what we don’t know
• Exposure to new ideas creates the 

ability to question & improve
• Great financial managers continually 

expand their knowledge and refine 
the methods they use
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Thank You!
Please share your thoughts and comments:
John F. Levy  JohnFL1689@aol.com
Brian Maturi

Brian@TheKnowledgeInstitute.com
Rob Angell  rAngell@angellVentures.com
Tracy Cooper  Tracy@TLbHelp.com

704 942 0413
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