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The organisation has invested heavily in
values, engagement, and alignment. While
buy-inis high, executionvelocity is low.
Consensus dominates decision-making,

' - often at the expense of speed and
accountability.

Potential Watch Outs
Organisational Ways of Working

e Decisionrights are diffuse and unclear - Momentum dissipates after alignment phases and
Cultural energy fails to translate into business impact

o Alignment substitutes for ownership deprioritizing execution rigor & discipline

o Culturalinitiatives operate separately from delivery metrics

Limits to delivering best-in-class Customer Experience

e Intenttoimprove experience is high, impactisinconsistent

o Slow execution delays tangible customer benefits

e Fastercompetitors out-execute despite weakerinternal cohesion
e Feedbackloops exist butrarely drive prioritisation

Technical Challenges

o Agiletools & collaboration platforms exist but are not enforced through delivery
e Datais sharedinconsistently ratherthan unified across pipelines such as channels, partners,
customer segments

Circles recommendation to unblock next growth phase

o Establish clear decisionrights and single-threaded ownership

e Tieindividual performance KPIs directly to business KPIs - revenue, CX, or efficiency
outcomes

e Implement time-boxed agile operating models

e Increase leadership tolerance for controlled executionrisk

Digital Advisory Support Services (DASS)

What DASS helps you achieve

@ Define clear market strategies,
business plans, and performance

KPls aligned to your growth goals

Digital Advisory Support Services (DASS)

provides hands-on strategic and

operational guidance to help operators turn ’ Optimise operations across
digitalambition into measurable outcomes. Qa! customer experience, distribution
Working alongside your teams, our experts and partner management

support everything from market strategy

and go-to-market execution to operational Execute go-to-market and digital

optimisation and customer value marketing strategies thatreach the

management. right segments effectively

The focus is pragmatic and data-driven, l H Leverage advanced analytics and

ensuring decisions are grounded inreal CVMframeworks toimprove

customerinsights, clear KPIs, and proven engagement, retention, and

operating models that drive growth, lifetime value

efficiency, andlong-term competitiveness. Strengthen business performance

through ongoing reviews,
partnerships, and phygital
strategies
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Read Article

Watch on 3 YouTube



https://youtu.be/4NnxgRVz1gU
https://circles.co/in-the-loop/telco-marketing-strategies-generation-z-consumer-segment

