








( Marketing Materials j

MAKE CRITICAL TALENT PLAYS

REWARD HIGH PERFORMERS FOR THEIR OUTSIZED CONTRIBUTIONS,
AND MOTIVATE THEM ON THE RETURNS TO WINNING IN THE DOWNTURN

1. FORCE MANAGERS TO DIFFERENTIATE: CASE IN POINT
Focus senior manager attention on performance Financial Services Company
management, forcing them to identify which employees
are high performers and which aren't. This company implemented

senior-leader forums to review
high-potential employees’ career

) , : L aspirations. These conversations
2. REWARD YOUR BEST: Intensify pay differentiation signal commitment to those

based on pgrforrpance, and provide peﬁormance- employees and produce
based nonfinancial rewards to encourage high more relevant and achievable

performers to stay committed. development plans, resulting
in 13% higher engagement
among high potentials than at

3. SHOW HIGH PERFORMERS THE FUTURE: Actively the average organization and 2%
articulate compelling career paths for high performers ?g;“?grtirlrg;’:; Z‘t’;?fpared B
to reduce uncertainties about their future, and invest in ° '
development plans to demonstrate your commitment to
them.

Learn more: find additional information, tools, and company examples at http./Z2ZZ H[EG FRP JXLGDQFHelhkrt HUDW
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PARTICIPANT POLLING QUESTION #1

WHICH OF THE FIVE “IMPERATIVES” COVERED TODAY IS
MOST IMPORTANT FOR YOUR ORGANIZATION RIGHT NOW?

1. Improve Cost Discipline

2. Protect Growth Initiatives

3. Leverage Your Financial Strengths
4. Exploit Risk Opportunities

5. Make Critical Talent Plays
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PARTICIPANT POLLING QUESTION #2

WHICH OF THE FIVE “IMPERATIVES” COVERED TODAY WILL BE
MOST CHALLENGING FOR YOUR ORGANIZATION?

1. Improve Cost Discipline

2. Protect Growth Initiatives

3. Leverage Your Financial Strengths
4. Exploit Risk Opportunities

5. Make Critical Talent Plays
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ROAD MAP FOR OUR DISCUSSION

> NEXT STEPS

© 2008 Corporate Executive Board. All Rights Reserved.
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EXECUTIVE GUIDANCE FOR 2009

IMPROVE COST
DISCIPLINE

Focus on Reducing
Costs of Producing
Goods and Services,
Rather Than General
& Administrative
Costs, for Long-Term
Savings.

Incorporate capital
costs into SKU
reduction efforts.

PROTECT GROWTH
INITIATIVES

Name and Protect
Explicit Growth Bets
in the Capital Budget.

Incorporate concrete
innovation targets
into performance
expectations and
reporting, even
amidst belt-tightening.

. Iltems covered in this presentation

LEVERAGE FINANCIAL

STRENGTHS

Foster Innovations
That Target the
Shifting Financial
Strength of
Customers and
Suppliers.

Use the crisis to price
for the true value
of intangibles that
customers under-
appreciate.

EXPLOIT RISK
OPPORTUNITIES

Harmonize Executive
Risk Tolerances
and Pursue Those
You Are Uniquely
Positioned to
Manage.

Evaluate your
contract portfolios
with an eye toward
renegotiating past
(and changing future)
contract terms.

Robustly manage
fraud risks by
identifying and
punishing incidents of
misconduct early in
the down cycle.

Source: Corporate Executive Board research.

MAKE CRITICAL
TALENT PLAYS

Seize the opportunity to
close critical skill gaps
with “not-in-play” talent.

Reward relative
outperformance (even
if you must court the
wrath of executive-pay
watchdogs).

Sharpen the acumen
of future executives.

Re-Brand the
Employment Value
Proposition to Recoup
Productivity Losses from
Suddenly Disengaged
Talent.

Embrace offshore
centers as a source for
critical skills and next-
generation executive
leadership, not just low-
cost execution.

© 2008 Corporate Executive Board. All Rights Reserved.
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NEXT STEPS

ENHANCE THE PRODUCTIVITY OF YOUR LEADERSHIP TEAM
CONVERSATIONS

VIEW FULL SET OF
GUIDANCE

A limited number of copies of
Executive Guidance for 2009 are
available while supplies last. Use one
of the following methods to request
additional copies:

» Contact your account rep

+ Call us directly at
+1-866-913-2632

* E-mail us at
EXBD_Support@executiveboard.com

ACCELERATE
IMPLEMENTATION

Dive deeper into key items discussed
in the teleconference:

* Download tools and templates to
frame discussions and generate
consensus.

* Learn other companies’ keys to
success through case studies or our
on-site executive education support
services

www.exbd.com/2009Guidance

START CONVERSATIONS
WITH COLLEAGUES

Share this presentation with
colleagues:

» Schedule team meetings to listen
together to the replay as a launch
pad for discussing what each of the
recommended imperatives means for
your organization or groups

» Send a replay link to colleagues
outside of your group to precipitate
strategically important conversations

Replay available beginning
Thursday 4 December
www.exbd.com/2009Guidance



http://www.exbd.com/2009Guidance.html
http://www.exbd.com/2009Guidance.html

{ Marketing Materials J

> NeRY

INTERESTED IN MORE ON THIS TOPIC?

Contact our Member Support Center at

E: EXBD Support@executiveboard.com
P: +1-866-913-2632



mailto:exbd_support@executiveboard.com?subject=2009 Executive Guidance: Interested in More on This Topic&Body=I just reviewed the 2009 Imperatives and am interested in getting more information on the case studies and tools you have on your Web site. Please have a Research Director contact me so I can describe exactly what I am looking for.
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COPYRIGHT STATEMENT

The pages herein are the property of the Corporate Executive Board.
No copyrighted materials of the Corporate Executive Board may be
reproduced or resold without prior approval. For additional copies of
this presentation, please contact the Corporate Executive Board at
+1-866-913-2632 or visit www.exbd.com/2009Guidance.


http://www.exbd.com/2009Guidance.html
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