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AgendaAgenda

Overview of Motorola & GEMSOverview of Motorola & GEMS

Developing a High Performing EnterpriseDeveloping a High Performing Enterprise
–– Developing a capable system frameworkDeveloping a capable system framework
–– Developing and deploying strategyDeveloping and deploying strategy
–– Execute strategy through program managementExecute strategy through program management
–– Achieve strong business results through Achieve strong business results through 

performance managementperformance management

Lessons Learned Lessons Learned 
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MOBILE
DEVICES

• 16 software & design centers
• 10 manufacturing / assembly / 

distribution locations
• 6 Call Centers
• 7 Training Centers

CONNECTED
HOME

EDWARD J. ZANDER
CHAIRMAN AND CHIEF 

EXECUTIVE OFFICER

• $6.2B sales in ‘04
• 7,100 global points
of presence

• 27 million users 
worldwide

Government & Enterprise 
Mobility Solutions

OFFICE OF
THE CHAIRMAN

GREG BROWN

PRESIDENT

NETWORKS
GOVERNMENT
& ENTERPRISE 

MOBILITY 
SOLUTIONS

$31B sales in ‘04
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What We Stand ForWhat We Stand For……

Our ValuesOur Values
Constant Respect for PeopleConstant Respect for People

Uncompromising Integrity in Everything Uncompromising Integrity in Everything 
We DoWe Do

78 Years Strong!
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78 Years of Innovation 78 Years of Innovation 
Transforming Ideas into RealityTransforming Ideas into Reality

TalkAbout®

Two-Way 
Radio

1996
SURFboard™

Cable Modems

1996
PageWriter®

2000
Two-Way 

Pager

1999
Timeport™

Digital
Wireless Phone 
with Internet 
Capabilities

2000
Timeport
Handset 

with Bluetooth
Technology

2002

First 
Practical and 

Affordable
Automobile Radio

by Galvin 
Manufacturing

1930
First Handheld

Two-Way 
Radio

Handie-Talkie™

1940
Golden View

First TV Under 
$200

1947
First Coaxial

Cable TV 
System (GI)

1950
3-Amp Power

Transistor

1955
First 

Rectangular
Color TV

Picture Tube

1963

Telematics
Emergency
Messaging 

System

1996
Automotive 
Electronics  

Which Included 
Semiconductor 

Devices

1991
First All-
Digital

HDTV System

1990
First Portable
Cellular Phone

DynaTAC

1983
First Motorola
Computerized, 

Electronic Engine 
Control Modules 

(EEC III)

1979

First to Supply 
All Electronic

Alternator 
System

1961

First Words
from the Moon 
Replayed by

Motorola
Transponder

1969

First Wearable
Cellular Phone

StarTAC®

1996

Handie-Talkie
Radio Pager

1955

First Motorola
Microprocessor 

MC6800

1974

Accompli™
A6188

Phone with 
Touch Screen 

Display

2001

iDEN® Integrates
Wireless, Data,

and
Messaging System

Technology

1994

2004
MOTO

RAZR V3
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What We DoWhat We Do

Rugged Devices

Government & Public Safety

P25
TETRATETRA

Professional &Professional &
Commercial RadioCommercial Radio

System RadioSystem Radio

IP Wireless Networks, Software, Applications & Services

Voice & Data 
Network Services

Mesh-enabled 
solutionsApplication

solutions

EnterpriseEnterprise

AutomotiveAutomotive
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Sample of Customers WorldwideSample of Customers Worldwide
North AmericaNorth America

FBIFBI
State of Michigan State of Michigan 
U.S. Dept. of DefenseU.S. Dept. of Defense
L. A. Police Dept. L. A. Police Dept. 
U.S. Customs U.S. Customs 
City of ChicagoCity of Chicago
HydroHydro--Quebec, CanadaQuebec, Canada
Ford; DaimlerChrysler Ford; DaimlerChrysler 
GMGM
City of New YorkCity of New York
USPS; FedExUSPS; FedEx

Latin America
Amazon State, Brazil
Tachira, Venezuela
Petroleos Mexicanos
Colombia National Police

Europe, Europe, Middle-East
and Africaand Africa
mmO2 Airwave, UK 
London Underground
C2000, Netherlands 
Telefonica, Spain
Capetown Metro, South 
Africa
State of Vatican City
Lancashire, UK
BMW

AsiaAsia--PacificPacific
Beijing LBeijing Light Railght Rail
Korea National Korea National 
Police Police 
Shanghai Police, Shanghai Police, 
China China 
Korea HighKorea High--Speed Speed 
Rail Rail 
Beijing Telecom Beijing Telecom 
Singapore Mass Singapore Mass 
Rapid TransitRapid Transit
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Customer Driven Customer Driven 
ExcellenceExcellence

Operational ExcellenceOperational Excellence

Innovation ExcellenceInnovation Excellence

Key Success FactorsKey Success Factors
There are 3 fundamental reasons for GEMS success in maintaining There are 3 fundamental reasons for GEMS success in maintaining 
our market leadership position in our Industry.  our market leadership position in our Industry.  
They are:They are:
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Capable
System Framework

Development

Evolving A High Performance SystemEvolving A High Performance System
MustMust be an Organizational Prioritybe an Organizational Priority

Strong
Results Through

Performance
Management

Strategy
Development
& Deployment

Strategy Execution
Through Program

Management

Performance Excellence: Our Fighter Jet
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The tricky part is that . . .The tricky part is that . . .

There is no cookie cutter recipeThere is no cookie cutter recipe

Each organization will require a unique Each organization will require a unique 
approach to tune itself in order to be the approach to tune itself in order to be the 
best there isbest there is
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A Commitment to the BaldrigeA Commitment to the Baldrige
Framework is . . .Framework is . . .

A systems approach to developing a high A systems approach to developing a high 
performing organizationperforming organization
The The ““glueglue”” that links priorities between that links priorities between 
organizations and functions for mutual organizations and functions for mutual 
success success 
An ongoing journey around continuous An ongoing journey around continuous 
improvementimprovement
About bestAbout best--inin--class processes and resultsclass processes and results
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Baldrige Criteria Point StructureBaldrige Criteria Point Structure
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http://www.quality.nist.gov/PDF_files/2005_Business_Criteria.pdf
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What Will it Provide You?What Will it Provide You?
BalanceBalance
Winning Success FactorsWinning Success Factors
Alignment & CongruencyAlignment & Congruency
Right capabilities Right capabilities 
Learning NetworkLearning Network
Organizational EffectivenessOrganizational Effectiveness
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Customer &
Market Focus

Process
Management

Human
Resource Focus

Leadership

Strategy
Planning

Information & Analysis

Continued Focus on a Disciplined Business 
Framework Enables Our Vision

1999 Baseline
External Assessment

World Class PerformanceOrganizational Leadership

Public Responsibility & Citizenship

Strategic Development

Strategic Deployment

Customer & Market Knowledge

Customer Satisfaction & Relationships

Measurement of Organizational Performance

Analysis of Organizational Performance

Work Systems

Employee Education, Training & Development

Employee Well-Being and Satisfaction

Product and Service Processes

Business Processes

Support Processes

2002-042001
2000

1

0

0.2

0.4

0.6

0.8
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Capable Business
System Framework

Development

Results

Identifying What Are the RightIdentifying What Are the Right
Things To DoThings To Do

Strong Business
Results Through

Performance
Management

Strategy
Development
& Deployment

Strategy Execution
Through Program

Management

Scorecards: Our Flight Plan
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Annual Strategic Planning Process

Compensation
& Rewards

LeadershipLeadership
Creating & Balancing Value for StakeholdersCreating & Balancing Value for Stakeholders

CustomersShareholders Suppliers EmployeesCommunities

EmployeesCustomersShareholders Suppliers Communities

All
Associates

Personal 
Commitment

GEMS
Scorecard

Corporate
Scorecard
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High Performance DimensionsHigh Performance Dimensions

INTEGRATE PROCESSES & BUSINESSES

Stakeholder Requirements
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Strategy

Performance
Management

Communication

Reward and 
Recognition

Scorecard 
Performance 

Measurements

Digital
Cockpits

Vision/ Mission

Scorecard 
Initiatives

Strategy Creates Performance                Strategy Creates Performance                 
Excellence Scorecard Excellence Scorecard 
InitiativesInitiatives
Scorecards Cascaded Scorecards Cascaded 
Throughout The OrganizationThroughout The Organization
Organizational & Individual  Organizational & Individual  
Goals Aligned Through Goals Aligned Through 
Personal Commitment Personal Commitment 
Reward & Recognition Directly Reward & Recognition Directly 
Linked To Scorecard ResultsLinked To Scorecard Results
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2005 Strategic Planning & Alignment Process2005 Strategic Planning & Alignment Process

T1 T2
Leadership
Supply &

Organization

Key
Issues

Defined

JulyMarch

T3
2005

Business &
Financial Plan

11/3

Performance
Measurement

Council

Agree Upon
Business Strategy

& Scorecard Process

9/7

MOTOROLA CONFIDENTIAL PROPRIETARY
MOTOROLA and the Stylized M Logo are registered in the US Patent & Trademark Office. All other 

product or service names are the property of their respective owners.  © Motorola, Inc. 2001.  
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Overall Strategic Planning Process

Global Technology 
Development Group (GTDG)

Customer & Market
Analysis

Macro/Environmental
Risk Analysis

Competitor
Analysis

Technology
Analysis

Other Functional
Analysis

Supplier/Partner
Analysis

Supply Chain Operations 
Group (SCOG)

Human Resources, IT 
Finance, Legal, OBE*

Global Marketing & Sales Group (GMSG) incl. Regions,Sector Strategy,Corporate Strategy

Evaluate 
Strategy of 

Record
Refine & 

Implement 
Strategy

Link Long 
Range/Annual  

Plans

Communicate
& Implement

Reassess 
Strategy of 

Record

Planning Horizon
Short Term: 1 Year
Long Term: 3 Years

•Office of Business Excellence

Reviews

Regions & Functional 
Groups

(4X / Year)

Sector Staff
(5-6 X / Year)

CEO Office
(4X / Year)

Enhancement to 
our response

S
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r M

an
ag

em
en

t

Strategic Planning
Process

CGISS ISDAG GTDG

Strategic Objectives

Current-Year Initiatives
STRATEGIC DIRECTION PERFORMANCE MEASUREMENT

Business Processes Business Results

STRATEGIC PLANNING

CUSTOMER & MARKET FOCUS

MEASUREMENT, ANALYSIS &
KNOWLEDGE MANAGEMENT

HUMAN RESOURCES

PROCESS MANAGEMENT

LEADERSHIPBe the trusted integrator and 
leading provider of innovative 
communication and information 
solutions for the public sector and 
business critical enterprise 
customers.

CGISS  Version __.__ (Date), 2004The 2005 Performance Excellence Scorecard

MOTOROLA INCENTIVE PROGRAM

•

•

•

Asia

Vision

SCOG

•

•

•

HR ITFinance Law
Motorola

Confidential
Proprietary

EMEA Israel

Define Sector
Scorecard

Columns 1/2

Ownership
Matrix

Define Scorecard
Columns 1/2 for

Regions/Functions
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GMSG SCOGINITIATIVES

= Leadership Role for the Sector

Meet 8% sales 
growth and 11% 
operating earnings 
through growth and 
cost reduction 
initiatives

Radio Products,
Systems & 
Integrated 
Solutions

Develop and 
implement 
profitable growth 
strategies through 
portfolio 
& capability 
optimization 
developed 
internally, through 
outsourced 
design 
manufacturing or 
by acquisition

GTDG

Blue:  Wording Unclear                                Green:  Initiative OK Red:  Initiative Needed? 
Needs to Be More Specific

2003 Group Alignment Grid 

Column 2 
2) Meet 2003 sales & profit expectations

Column 2 
4) Execute non-factory gross margin 

improvements (including Portfolio 
Rationalization)

Column 2 
5) Implement programs that maintain & 

improve Delivered Quality & Customer 
Satisfaction

Column 2 
6) Create & implement plans in each region 

to achieve significant ’03-’05 profitable 
sales growth

Column 2 
3) Develop & implement state wide/country 

wide strategies to maintain/increase market 
share

Increase competence in mega deal & 
solution selling

Win significant share of digital radio 
systems in China profitably

Column 2 
7) Implement business strategies to strengthen 

the indirect channel & increase radio 
products & AAD sales & profits

Column 2 
8) Implement a WW Public Safety solutions 

strategy that achieves profitable growth

i.   Execute application partnering 
strategies in all regions

Column 2 –
• MB2-Take aggressive next steps in engr. 
productivity improvement program.
• MB9-Drive 2003 goals in Design Center 
Optimization Program.
Column 3 –
• Institutionalize TeamPlayer and utilize to 
drive productivity improvement metrics and 
COPQ improvement.
• Drive CMM/CMMi progress in key design 
centers per plan.
• Reduce SIT-found defects by 30% by driving 
PCE
•Increase test efficiency and effectiveness by 
20%.
•Institutionalize ART and Lessons Learned on 
product reliability through the Group.
Column 4 –
• Improve productivity across all functions

Column 2 –
•MB4-Advance Next Gen Platform 
programs through M-Gate process 
(subscriber, BS, CC).
•MB7-Mature and evolve Network Security 
Strategy per market needs.
•MB12-Portfolio Rationalization

Column 3 –
• Complete Outsourcing strategy for Analog 
products and execute (Ph 2/3 ELP/ELM, 
Waris repl).

• Column 2—Reduce cost of poor quality.
• Column 4—Improve manufacturing cost.
• Column 4—Decrease cost of poor quality.
• Column 4—Achieve improved inventory 
turns

• Column 2—Operational Excellence—
Manage product cancellation and supplier 
life cycle model to optimize product 
cancellation to minimize customer delivery 
issues and material cost exposure.

• Column 2—Develop outsourcing and 
logistics as core strengths.

• Column 3 –Undertake product portfolio 
rationalization.

Version 1.5 January 9, 2003
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Scorecard Alignment
Grids Developed by
Regions/Functions

CGISS ISDAG GTDG

Strategic Objectives

Current-Year Initiatives
STRATEGIC DIRECTION PERFORMANCE MEASUREMENT

Business Processes Business Results

STRATEGIC PLANNING

CUSTOMER & MARKET FOCUS

MEASUREMENT, ANALYSIS &
KNOWLEDGE MANAGEMENT

HUMAN RESOURCES

PROCESS MANAGEMENT

LEADERSHIPBe the trusted integrator and 
leading provider of innovative 
communication and information 
solutions for the public sector and 
business critical enterprise 
customers.

CGISS  Version __.__ (Date), 2004The 2005 Performance Excellence Scorecard

MOTOROLA INCENTIVE PROGRAM
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Define Scorecard
Columns 3/4

Wrap up 2004
& Communicate
2005 Strategy

1/27/05

11/4 - 12/15
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Commercial Government and Industrial Solutions Sector

Measure Name: Measure Name (Key Initiative, Program or Project Milestone Template)

Measure Description: Measure Description

Measure Owner: Joe Staff member 
Measure Assistant: Joe Staff member’s staff member
Measure Timing: Monthly, Work Day +3

CGISS 2005 Scorecard Goal
Performance Measurement – Column #____

79%           
Key milestones are not on schedule and project timeline 
won't happen unless major issues are resolved

80%           
Some milestones are not on schedule and project 
timeline is at risk unless those issues are resolved

100%           
All milestones are on schedule

120%           
All milestones on schedule and some are ahead of 
schedule

Achieving YTD stretch/benchmark 
goal and / or on track to achieve 
stretch/ benchmark plan

Achieving YTD Plan and/or on track to 
achieve or better the annual plan

NOT achieving YTD plan but it is still 
possible to achieve the annual plan

NOT achieving YTD plan and the 
annual plan is unlikely

=

=

=

=

MDH 9/04
Motorola Document Classification, File Name, Rev Number

MOTOROLA and the Stylized M Logo are registered in the US Patent & Trademark Office. All other product or service 
names are the property of their respective owners.  © Motorola, Inc. 2001.  

Commercial Government and Industrial Solutions Sector

Measure Name: Measure Name (Key Initiative, Program or Project Milestone Template)

Measure Description: Measure Description

Measure Owner: Joe Staff member 
Measure Assistant: Joe Staff member’s staff member
Measure Timing: Monthly, Work Day +3

CGISS 2005 Scorecard Goal
Performance Measurement – Column #____

79%           
Key milestones are not on schedule and project timeline 
won't happen unless major issues are resolved

80%           
Some milestones are not on schedule and project 
timeline is at risk unless those issues are resolved

100%           
All milestones are on schedule

120%           
All milestones on schedule and some are ahead of 
schedule

Achieving YTD stretch/benchmark 
goal and / or on track to achieve 
stretch/ benchmark plan

Achieving YTD Plan and/or on track to 
achieve or better the annual plan

NOT achieving YTD plan but it is still 
possible to achieve the annual plan

NOT achieving YTD plan and the 
annual plan is unlikely

=

=

=

=
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Measure Name: Measure Name (Key Initiative, Program or Project Milestone Template)

Measure Description: Measure Description

Measure Owner: Joe Staff member 
Measure Assistant: Joe Staff member’s staff member
Measure Timing: Monthly, Work Day +3

CGISS 2005 Scorecard Goal
Performance Measurement – Column #____

79%           
Key milestones are not on schedule and project timeline 
won't happen unless major issues are resolved

80%           
Some milestones are not on schedule and project 
timeline is at risk unless those issues are resolved

100%           
All milestones are on schedule

120%           
All milestones on schedule and some are ahead of 
schedule

Achieving YTD stretch/benchmark 
goal and / or on track to achieve 
stretch/ benchmark plan

Achieving YTD Plan and/or on track to 
achieve or better the annual plan

NOT achieving YTD plan but it is still 
possible to achieve the annual plan

NOT achieving YTD plan and the 
annual plan is unlikely

=

=

=

=

Develop Measure
Targets & Thresholds

CGISS 2005 Scorecard / Cockpit Elements
Overall Performance

Current Year Initiatives Business Processes Business Results

Grow the
Core Initiatives

Extend the
Core Initiatives

Double the
Score Initiatives

Improve and
Do More Initiatives

Leadership

Strategic
Planning

Customer &
Market Focus

Measurement &
Analysis 

Human
Resources

Process
Management

Financials

Grow the Core Index

Extend the Core Index

Improve & Do More Index

CGISS 2005 Scorecard / Cockpit Elements
Overall Performance

Current Year Initiatives Business Processes Business Results

Grow the
Core Initiatives

Extend the
Core Initiatives

Double the
Score Initiatives

Improve and
Do More Initiatives

Leadership

Strategic
Planning

Customer &
Market Focus

Measurement &
Analysis 

Human
Resources

Process
Management

Financials

Grow the Core Index

Extend the Core Index

Improve & Do More Index

CGISS 2005 Scorecard / Cockpit Elements
Overall Performance

Current Year Initiatives Business Processes Business Results

Grow the
Core Initiatives

Extend the
Core Initiatives

Double the
Score Initiatives

Improve and
Do More Initiatives

Leadership

Strategic
Planning

Customer &
Market Focus

Measurement &
Analysis 

Human
Resources

Process
Management

Financials

Grow the Core Index

Extend the Core Index

Improve & Do More Index

Translate Scorecards Into
Measure/Location Hierarchies

Digital Cockpit
Deployment

Team Build Out All 2005
Digital Cockpits

3/15/05

Develop Charter/Profiles
For Initiatives/Programs

Opportunity / ROI Statement
$___ recognition in 2005

Goal Statement for 2005
Flawless execution on pilot 
Manage procurement process to maximize 
revenue and profit opportunity for CGISS

Program / Project Scope
Pilot phase for _____

Program / Project Planfor 2005
Activity Start End

Team Structure
• Owner: Jim Sarallo
• Champion: Bill Turkaly
• Sales VP: Mike Blincoe

Team Members
• Sales: 
• SI:
• Service:
• Finance: 
•

• Ad Hoc Members

Business Case
____ is a $___ critical business opportunity over 
ten years.  This is our most important Grow the 
Core initiative for NA.  

(Program / Project Name) Charter / Profile

Opportunity / ROI Statement
$___ recognition in 2005

Goal Statement for 2005
Flawless execution on pilot 
Manage procurement process to maximize 
revenue and profit opportunity for CGISS

Program / Project Scope
Pilot phase for _____

Program / Project Planfor 2005
Activity Start End

Team Structure
• Owner: Jim Sarallo
• Champion: Bill Turkaly
• Sales VP: Mike Blincoe

Team Members
• Sales: 
• SI:
• Service:
• Finance: 
•

• Ad Hoc Members

Business Case
____ is a $___ critical business opportunity over 
ten years.  This is our most important Grow the 
Core initiative for NA.  

(Program / Project Name) Charter / Profile

Opportunity / ROI Statement
$___ recognition in 2005

Goal Statement for 2005
Flawless execution on pilot 
Manage procurement process to maximize 
revenue and profit opportunity for CGISS

Program / Project Scope
Pilot phase for _____

Program / Project Planfor 2005
Activity Start End

Team Structure
• Owner: Jim Sarallo
• Champion: Bill Turkaly
• Sales VP: Mike Blincoe

Team Members
• Sales: 
• SI:
• Service:
• Finance: 
•

• Ad Hoc Members

Business Case
____ is a $___ critical business opportunity over 
ten years.  This is our most important Grow the 
Core initiative for NA.  

(Program / Project Name) Charter / Profile

9/13 – 10/15

9/15 – 12/15 9/15 - 9/24 9/15 - 10/29

1/3 - 1/14/05 11/4/04 - 1/21/05 2/11/05
2/4/05

Finalize 2005
One Page
Strategy

9/10 – 10/29

CGISS
Expanded

Staff

Sector Staff
Meeting
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Performance
Management

(Digital 
Cockpit)

Performance Measurement CouncilPerformance Measurement Council

CGISS
Performance
Measurement

Council

Organizational
Performance

Planning

Scorecard
Development

&
Deployment

Support Functions
Finance

Office of Business 
Excellence

Human Resources
Information Technology 

Law

Regions/Functions
Sales & Marketing (Regions)

Businesses
Engineering

Supply Chain
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Our ScorecardOur Scorecard

Strategic 
Objectives

Strategic Direction Performance Measurement
Vision

The Performance Excellence Scorecard

•Extend the
Core

•Grow the
Core

•Double the
Score

•Improve &
Do More

Current Year
Initiatives

•Financial
Indicators

•Market
Indicators

•Customer
Indicators

•Innovation
•Indicators

Business 
Results

Five Key
Stakeholders

• Customers

• Shareholders

• Suppliers

• Employees

• Community

•Shareholders

•Suppliers

•Employees

3-5 Year
Objectives

•Customers

•Communities

•Customer & 
MarketFocus

•Strategic
Planning

•Information 
&Analysis

•Human 
Resources

•Leadership

Process
Goals

•Process
Management
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Our Quarterly Communication Our Quarterly Communication CascadeCascade
Corporate Earnings Release Corporate Earnings Release 

““State of the CompanyState of the Company””
GEMS Senior Leadership Meeting GEMS Senior Leadership Meeting 

““State of the SectorState of the Sector””
Group GM  Group GM  ““State of the GroupState of the Group”” and and 
Function VP Function VP ““State of the FunctionState of the Function””

Division GM Division GM ““State of the DivisionState of the Division”” andand
Function Director Function Director ““State of the FunctionState of the Function””

Town Halls Town Halls 
Performance Management DialoguesPerformance Management Dialogues

Chat Sessions (monthly)Chat Sessions (monthly)
Department Meetings (monthly)Department Meetings (monthly)

CEO Update (weekly)CEO Update (weekly)
One Motorola News (weekly)One Motorola News (weekly)

GEMS Newsbriefs (weekly)GEMS Newsbriefs (weekly)
MBWA (weekly)MBWA (weekly)

ceo.mot.comceo.mot.com (daily)(daily)
Your manager (daily)Your manager (daily)
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21,000 people make a 21,000 people make a Personal CommitmentPersonal Commitment

Planning Checkpoint  Checkpoint  
Relative

Performance
Assessment

Summary Differential 
Investment 

Jan – Mar July 15 Sept 30 Dec - Jan Feb - MarOct - Dec

Individual PerformanceIndividual Performance
ManagementManagement

MetricsIndividual Goals Behavioral 
Goals Rewards
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Capable
System Framework

Development

Results

Ensuring We Do the RightEnsuring We Do the Right
Things RightThings Right

Strong
Results Through

Performance
Management

Strategy
Development
& Deployment

Strategy Execution
Through Program

Management

Process Capability

• •••• •••
•
•••••• ••••

• • •
•

•
• •
•

•

•

• •
•
•

•
•

•
••

••

The Right Methods: The Octane of our Fuel
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Capable
System Framework

Development

Results

Monitoring We Are Doing What WeMonitoring We Are Doing What We
Said We WouldSaid We Would

Strong
Results Through

Performance
Management

Strategy
Development
& Deployment

Strategy Execution
Through Program

Management

Governance: Our Cockpit
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Critical Business Issue TodayCritical Business Issue Today

““Less than Less than 10%10% of strategies effectively of strategies effectively 
formulated are effectively executed.formulated are effectively executed.””

Fortune MagazineFortune Magazine
A Performance Management system effectively 

bridges the gap between your strategy and
its successful execution.

But remember: A Performance Management 
initiative develops over time - so don’t wait until 

it’s perfect to begin deployment!
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Performance ManagementPerformance Management
in Our Digital Cockpitin Our Digital Cockpit

A “cockpit” gives one a 
quick way to tell where 
you stand on key goals

Example Only

A “cockpit” gives one a 
quick way to tell where 
you stand on key goals

Example Only

Leading & Lagging Indicators

Financials
Customers

Programs
/ Projects

Functions Employees

Current Year
Initiatives

Suppliers

Regions

Business
Processes

Business
Results

Strategic
Objectives
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Governance Governance 
ALIGNMENT OF PRIORITIES

Performance & Progress on Goals

Individuals

Performance
Management

Organizations

CUSTOMER
DELIVERED
QUALITY
REVIEWS

STRATEGY 
REVIEWS

OPERATION 
REVIEWS

Business 
Region
Group

Function

TECHNOLOGY 
REVIEWS

ETHICS 
COMMITTEE

STAFF
MEETINGS

PORTFOLIO
GOVERNANCE

BOARD

T1, T2,
T3

CORPORATE
REVIEWS

BOARD OF 
DIRECTORS & 

ANALYST
MEETINGS

Scorecards

DIGITAL
SIX SIGMA
PROJECT
REVIEWS

TALENT 
MANAGEMENT
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Performance Excellence ScorecardPerformance Excellence Scorecard

Strategic Direction Performance Measurement
Performance Excellence Scorecard

Strategic 
Objectives

Current
Year 

Initiatives

Business 
Processes

Business 
ResultsVision

Meet key 
engineering 
programs

DivisionGEMS GroupCorp. 
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GEMS ReviewGEMS Review
Scorecard Business Results Summary Scorecard Business Results Summary –– NonNon--FinancialsFinancials

Scorecard Items – Maintained in Digital Cockpit (PB Views) http://digitalcockpit.mot.com/isapi/fwisapi.dll/tlogin

Market IndicatorsMarket Indicators YTD

Not achieving plan & annual unlikely Not DueAchieving PlanAchieving stretch/benchmark goal Not achieving plan but annual possible

System Awards

Statewide Systems

2004 COMMENTS

Customer IndicatorsCustomer Indicators

SATISFACTION

T2B Survey Results

TB Survey Results
RESPONSIVENESS

Open in 60 Days

GCC/GTS Backlog

Technical Closed CT

YTD

Grass Roots Growth

Indirect Subscribers

2004 COMMENTS

QUALITY

Warranty % to Sales

Warranty Costs

COPQ (Savings)

DSS Projects
NPI / Innovation

Engineering Programs

Say Do Ratio

Patents

http://digitalcockpit.mot.com/isapi/fwisapi.dll/tlogin
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Governance ThroughGovernance Through
Digital CockpitsDigital Cockpits

Our “cockpit” gives us a 
quick way to tell where we 

stand on our key goals

Example Only
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GTDG Key Projects for 2003 Ver 13.3 Apr 17, 2003

Overall 
Status

Senior Mgmt. 
Sponsor

Baseline 
Date

Scorecard 
Date

Previous 
Months 

Forecast
Forecast 

Date
2003  

Revenue M-Gate PM
Astro Systems & Subscribers 

Qty 4 SERs Brian Pohlman Quarterly On Track On Track - M2 Todd Virgil

ASTRO 25 6.2 Ted Kozlowski 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $82.0 M2 Ron Cruse

ASTRO 25 6.3 Doug Hanson 30-Jan-04 30-Nov-03 3-Dec-03 3-Dec-03 $107.0 M2 Judy Lavardiere

High Performance Data (Blue Moon) Greg Townsend 14-Apr-03 14-Apr-03 14-Apr-03 14-Apr-03 N/A M10 Bill Terpstra
Dave Kizior

XTS5000 VHF/UHF Type 1 Gary Antilla 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $10.2 M3 Bruce Jordan

XTS5000 UHF Range 1   complete Gary Antilla 31-Mar-03 31-Mar-03 19-Mar-03 25-Mar-03 $25.7 M3 Bob Imbrigiotta

Astro Spectra Plus VHF Range 1 complete Gary Antilla 31-Mar-03 31-Mar-03 31-Mar-03 21-Mar-03 $12.4 M3 Byron Smith

Millennium 700/800 Gary Antilla 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $36.0 M3 Miller Cook

Millennium UHF R1 / VHF Gary Antilla 29-Sep-03 29-Sep-03 29-Sep-03 29-Sep-03 $7.0 M3 Stephen Janke
Ezra Shoet

NYPD Saber Gary Antilla 30-Sep-03 30-Sep-03 30-Sep-03 30-Sep-03 $6.5 M3 Mike McAuliffe

XTS5000 UHF R1 LP Gary Antilla 15-Oct-03 15-Oct-03 - 15-Oct-03 $5.3 M3 Bob Imbrigiotta

r750   complete A. Credi 29-Jan-03 29-Jan-03 23-Jan-03 22-Jan-03 $5.0 M3 Benny Peer

GTDG Key Projects for 2003 Ver 13.3 Apr 17, 2003

Overall 
Status

Senior Mgmt. 
Sponsor

Baseline 
Date

Scorecard 
Date

Previous 
Months 

Forecast
Forecast 

Date
2003  

Revenue M-Gate PM
Astro Systems & Subscribers 

Qty 4 SERs Brian Pohlman Quarterly On Track On Track - M2 Todd Virgil

ASTRO 25 6.2 Ted Kozlowski 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $82.0 M2 Ron Cruse

ASTRO 25 6.3 Doug Hanson 30-Jan-04 30-Nov-03 3-Dec-03 3-Dec-03 $107.0 M2 Judy Lavardiere

High Performance Data (Blue Moon) Greg Townsend 14-Apr-03 14-Apr-03 14-Apr-03 14-Apr-03 N/A M10 Bill Terpstra
Dave Kizior

XTS5000 VHF/UHF Type 1 Gary Antilla 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $10.2 M3 Bruce Jordan

XTS5000 UHF Range 1   complete Gary Antilla 31-Mar-03 31-Mar-03 19-Mar-03 25-Mar-03 $25.7 M3 Bob Imbrigiotta

Astro Spectra Plus VHF Range 1 complete Gary Antilla 31-Mar-03 31-Mar-03 31-Mar-03 21-Mar-03 $12.4 M3 Byron Smith

Millennium 700/800 Gary Antilla 13-Jun-03 13-Jun-03 13-Jun-03 13-Jun-03 $36.0 M3 Miller Cook

Millennium UHF R1 / VHF Gary Antilla 29-Sep-03 29-Sep-03 29-Sep-03 29-Sep-03 $7.0 M3 Stephen Janke
Ezra Shoet

NYPD Saber Gary Antilla 30-Sep-03 30-Sep-03 30-Sep-03 30-Sep-03 $6.5 M3 Mike McAuliffe

XTS5000 UHF R1 LP Gary Antilla 15-Oct-03 15-Oct-03 - 15-Oct-03 $5.3 M3 Bob Imbrigiotta

r750   complete A. Credi 29-Jan-03 29-Jan-03 23-Jan-03 22-Jan-03 $5.0 M3 Benny Peer

Product A
Product B
Product C
Product D
Product E
Product F
Product G
Product H
Product I
Product J
Product K
Product L

Product Product ““II”” Project: Project: 
One of 37 ProjectsOne of 37 Projects
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Product Product ““II”” M5 Status ExampleM5 Status Example
Product “I”
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Product Product ““II”” Project Metrics ExampleProject Metrics Example

Product “I”



OPE & MotorolaOPE & MotorolaGovernment & Enterprise
Mobility Solutions

Product Product ““II”” Risk ChartRisk Chart
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Business Results: Business Results: 
Customer & Market Customer & Market 

High Customer satisfaction scoresHigh Customer satisfaction scores
–– In our largest market we are 49.6% Top Box In our largest market we are 49.6% Top Box 

and over 92.5% Top Two Box and over 92.5% Top Two Box 

Strong Market share Strong Market share 
–– > 2X of nearest competitor> 2X of nearest competitor
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2004 2004 –– GEMS is a Major Contributor!GEMS is a Major Contributor!

Sales:
Motorola $31,323M

Operating Earnings:
Motorola $2,200M

Operating Earnings:
GEMS $884M (40%)

Sales:
GEMS $6,250M (20%)

GEMS

Motorola

Motorola

GEMS
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CGISSCGISS AutomotiveAutomotive

Orders $5,000M 21% $1,665M 12%

Sales $4,588M 11% $1,662M 15%

Operating Earnings $   781M 32% $   103M 3%

Operating Cash Flow $   753M 7% $   129M 16%

Orders $5,000M 21% $1,665M 12%

Sales $4,588M 11% $1,662M 15%

Operating Earnings $   781M 32% $   103M 3%

Operating Cash Flow $   753M 7% $   129M 16%

Stellar 2004 Results Stellar 2004 Results 
Through ExecutionThrough Execution
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Strong GrowthStrong Growth
CGISSCGISS

3000

3500

4000

4500

5000

2001 2002 2003 2004

Orders
Sales

200

300

400

500

600

700

800

2001 2002 2003 2004

Operating
Earnings
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Free Cash Flow & RONA %Free Cash Flow & RONA %
CGISSCGISS

0

100

200

300

400

500

600

700

2001 2002 2003 2004
0%

20%

40%

60%

80%

100%

120%

140%

160%

Free Cash Flow
RONA %
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Performance Excellence is 
Building Alignment 

72
66

7 14

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Q28  My performance goals are linked to Division's PES Q26  Understanding of Division's PES

Total % Favorable Total % Neutral Total % Unfavorable
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Key Lessons Learned: Key Lessons Learned: 
Strategy ExecutionStrategy Execution

The pursuit of becoming a high performing business to The pursuit of becoming a high performing business to 
enable strategy execution is worth the effortenable strategy execution is worth the effort
Adopting a systems approach to your enterprise Adopting a systems approach to your enterprise 
architecture is everything architecture is everything 
Goal alignment, congruency and ownership matters mostGoal alignment, congruency and ownership matters most
Set stretch or reach out targets to inspire innovationSet stretch or reach out targets to inspire innovation
Ensure strategy execution must become everyoneEnsure strategy execution must become everyone’’s jobs job
EnablersEnablers
–– LeadershipLeadership
–– Office of Business ExcellenceOffice of Business Excellence
–– Performance Measurement CouncilPerformance Measurement Council
–– Performance management capabilitiesPerformance management capabilities
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Instill Instill Constructive DissatisfactionConstructive Dissatisfaction &&
a a PassionPassion for Continuous Improvement in all we dofor Continuous Improvement in all we do
Winning Always Raises Stakeholder Expectations!!!Winning Always Raises Stakeholder Expectations!!!

But Most Importantly . . . But Most Importantly . . . 
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High performing organizations win!


	Agenda
	78 Years of Innovation �Transforming Ideas into Reality
	What We Do
	Sample of Customers Worldwide
	Key Success Factors�There are 3 fundamental reasons for GEMS success in maintaining �our market leadership position in our Ind
	Evolving A High Performance System�Must be an Organizational Priority
	The tricky part is that . . .
	A Commitment to the Baldrige�Framework is . . .
	Baldrige Criteria Point Structure
	What Will it Provide You?
	Identifying What Are the Right�Things To Do
	Leadership�Creating & Balancing Value for Stakeholders
	High Performance Dimensions
	2005 Strategic Planning & Alignment Process
	Performance Measurement Council
	Our Scorecard
	Our Quarterly Communication Cascade  
	Ensuring We Do the Right�Things Right
	Monitoring We Are Doing What We�Said We Would
	Critical Business Issue Today
	Performance Management�in Our Digital Cockpit
	Performance Excellence Scorecard
	GEMS Review�Scorecard Business Results Summary – Non-Financials
	Governance Through� Digital Cockpits
	Product “I” Project: �One of 37 Projects
	Product “I” M5 Status Example
	Product “I” Project Metrics Example
	Business Results: �Customer & Market 
	2004 – GEMS is a Major Contributor!
	Stellar 2004 Results �Through Execution
	Strong Growth�CGISS
	Free Cash Flow & RONA %�CGISS
	Key Lessons Learned: �Strategy Execution
	But Most Importantly . . . 

