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Sample Improvement Cycle 

What is low cost, low investment, low risk  way to try out a solution? 

What can we do __ weeks? 

What will we learn? 

How will we know it was successful and for whom? 

What are the new measures of success? 

What resources will we need?  

People, Time, Money, Skill? 

What key questions do we need to ask and answered? 

How will we gather and capture the data? 





Name: Team Member Standard Work Team:

Date: 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31
Time Commitment(%)

On Team Activities
Non-Team Activities

Training

Project Goal (% Not Done or Y/N)
A1-
R1-
R1-
R1-
A2-
R2-
R2-
R2-
A3-
R3-
R3-
R3-
A4-
R4-
R4-
R4-

Events

Brilliant Ideas (not actionable)

Discussions (Includes Training needed)

www.business901.com



Team Leader Name: Standard Work Team Coordinator Name: 
Date: 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31

Time Commitment(%)
On Team Activities

Non-Team Activities
Training

Resources Required (y/n)
Team Member #1:
R1-
R1-
A1-
Team Member #2
R2-
R2-
A2-
Team Member #3
R3-
R3-
A3-
Team Member #4
R4-
R4-
A4-
Events

Brilliant Ideas (not actionable)

Discussions (Includes Training needed)
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Name: Value Stream Manager Standard Work
Week # 1 2 3 4 5 6 7 8 9 10 11 12

Team #1 Status
Project Goals (% not Done)
Resources (% Missing)
Team activities (% on non-time) 
A1-

Relevant Events

Relevant Brilliance

Relevant Discussions (Training)
Team #2 Status
Project Goals (% not Done)
Resources (% Missing)
Team activities (% on non-time) 
A2-

Relevant Events

Relevant Brilliance

Relevant Discussions (Training)
Team #3 Status
Project Goals (% not Done)
Resources (% Missing)
Team activities (% on non-time) 
A3-

Relevant Events

Relevant Brilliance

Relevant Discussions (Training)

Team Coordinator
Project Goals (% not Done)
Resources (% Missing)
Team activities (% on non-time) 
A1-

Relevant Events

Relevant Brilliance

Relevant Discussions (Training)
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Root Cause Analysis of Success 



Lean marketing lab 
Sales and marketing learning community dedicated to 

the user experience. 
 

You can't write and teach Lean Sales and Marketing. It is a Learn by  

doing approach. It is choose one problem and solve one problem. What 
we can do is provide you a platform through the recommended books and 

tools, teach them and incorporate feedback as you put them into practice. 
 

Being part of this community will allow you to interact with like minded  
individuals and organizations, purchase related tools, use some free ones 

and receive feedback from your peers. There is no cost to join the site 

and participate in the discussions. There is a separate paid section  
described below for added services. 

 
What makes Lean Sales and Marketing different is the system.  

The steps of Lean S & M are first you go and see the initial practice, the 
user. Second, you form a working vision from the user experience, an  

ideal situation of where the user wants to go. Third, you visualize the  
user's process. If you do that, it's obvious to see what your next reaction 

should be and when to trigger it. 
 

We introduce the tools into the process very early through the books, PDFs 
and Word and Excel documents. It is a form of self-study and exercises to 

understand your processes better. They are a way to look at problems, not 
solve problems. Many people buy the latest software, the latest book or 

even the latest methodology to implement some sort of solution, thinking 

it will make them better. What makes you better is using the tool  
rigorously, so you understand your problems and your own processes and 

then with hard work, take the time to figure out how to solve your prob-
lems. It's this process, that empowers you and which leads you to create 

better and more performing processes. 
 

Lean is a journey. As my friend Dr. Michael Balle says,  
“Lean is not a revolution; it is solve one thing and prove one 

thing.”  
 

I look forward to your participation in the Lean Marketing Lab!   

- Joe Dager, Business901. 


