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Crosslinx®framework - Strategic view: Introduction

This document complements our book “A Successful Organisation Is in Control of Its Operating Model”, for more 
information look at our website: www.operatingmodelsinc.com

This document contains examples of the Crosslinx framework – Strategic view that aids readers of our book:
- The examples do not include the detailed Enablers, readers of the book can find these at page 103, figure 6.8 

from our book.
- The examples are:

- A consulting firm with people as the core capability.
- A manufacturer with production as the core capability.
- A financial institution with IT as the core capability.
- A procurement organisation with sourcing as core capability.

http://www.operatingmodelsinc.com/
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Crosslinx®framework - Strategic view for: Consulting Firm

Position 
firm

Lead 
Generation

Qualify 
opportunity

Propose Close DeliverContract

Create & assign 

budgets/targets

Daily routines

Develop

Business plan

Weekly routine

Monthly routine

Quarterly routine

Year-end routine

Orientation

Scope MVP 

of proposition

Prioritise 

& lock scope

Develop MVP

Manage 

proposition

Phase-out

Account 
review

Monitor 
Labour
market

Determine 
resource 

needs
Selection Onboarding

Resource
development Offboarding

Innovation team 

established

Package for review 

Session

Go/No-go

decision 

Initial MVP 

available

Initiate exit plan

Proposition 

discontinued

Approved 

business plan

Approved 

annual budget

Approved 

daily routine

Approved 

weekly routine

Approved monthly 

routine

Approved 

quarterly routine

Approved 

annual report
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it
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c
le
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n

a
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e
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Customer Cycle

Capability Cycle

Enablers

Resource
management

Alumni
management



Learn 
about

Scope
Impact

Develop & 
operationalise

product 

Test run 
new 

product 

Manage 
product 
planning

Produce
products
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ct
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le

M
an
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en

t C
ycle

Capability Cycle (people)

Enablers

Customer Cycle

Monitor 
production 

performance

Position
 Company

Identify
Sales 

channels

Engage with
new Sales
 channel(s)

Develop 
Business

Case

Operationalise 
Sales 

channel

Contract
Sales

channel

Support 
Sales channels

Evaluate
Sales

 channel

Orientation

Feasibility 
Study

Prioritise 
backlog

Develop 

Manage portfolio

Quick-Scan 
completed

Updated product 
backlog

Prioritised backlog

Market ready
product

Stop selling 
product(s)

Phase Out
Product not 

supported anymore

Create & assign 
budgets/targets

Daily routines

Develop
Business plan

Weekly routine

Monthly routine

Quarterly routine

Year-end routine

Approved business 
plan

Approved annual 
budget

Completed daily 
routines

Approved weekly 
report

Approved monthly 
report

Approved quarterly 
report

Approved Annual 
Shareholders Report

Crosslinx®Framework - Strategic view for: Manufacturer 

Conduct pilot
General

available

Monitor 
developments 
in the market

Phase-out 
& evaluate

product 
(production)
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Crosslinx®Framework – Strategic view for: Financial Institution

4

2.1 Idea Generation

 & Hypothesis 

Research

3.2 Qualify & 

prioritize

3.3 Develop

3.4 Introduction

3.5 Product 

Maintenance

3.6 Phase-out

2.1 Learn about 2.2 Assessment 2.3 Development 2.4 Test 2.5 Deployment
2.6 Capability 
Life Cycle Mngt

Updated product 

backlog

Prioritized product 

backlog

Approved MVP

General available

End of sales

End of life

P
ro

d
u

c
t 

C
y
c

le

M
a
n

a
g

e
m

e
n

t C
y
c
le

Customer Cycle

Capability Cycle (production)

Enablers

1.1 Position 
Financial
Institution

1.2 Lead 
Generation

1.3 Offer 1.4 Buy
1.5 Merchant 
Onboarding

1.6 Usage of
 services

1.10 Cash 
management

1.11 Phase-
out

4.1 Develop strategic 

plan

4.2 Assign targets &

budgets

4.3 Daily Activities

4.4 Weekly activities 

4.5 Monthly 

activities

4.6 Year closure

Approved 

Business Plan

Targets & 

budgets assigned

Approved daily 

report

Approved weekly 

report

Approved monthly 

report

Approved annual 

report to 

shareholders

2.7 Migration 2.8 Decommission
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Crosslinx®framework - Strategic view for: Procurement Firm

Position 
firm

Lead 
Generation

Qualify 
opportunity

Propose Close DeliverContract

Create & assign 

budgets/targets

Daily routines

Develop

Business plan

Weekly routine

Monthly routine

Quarterly routine

Year-end routine

Account 
review

Agreed market 

direction

Longlist

 overview

Go/No-go

decision 

Concept

available

Initiate exit plan

Concept

discontinued

Approved 

business plan

Approved 

annual budget

Approved 

daily routine

Approved 

weekly routine

Approved monthly 

routine

Approved 

quarterly routine

Approved 

annual report

P
ro

p
o

s
it
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n
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y
c
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g

e
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le

Customer Cycle

Capability Cycle (sourcing)

Enablers

Analyse trends

Scope future

 concepts for

 future services

Prioritise

Required

concepts

Develop

concepts

Manage

concepts

Discontinue

concept

Supplier

management
Specify

requirements

Detail 

purchase

procedure

Purchase 

    products & 

services

Operationalise

new 

concept

Manage

concepts

Discontinue

concept
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