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CONSTRUCTION COLLABORATION LEADERSHIP FRAMEWORK 
 

High Level Project Storyboard – Model Overview 
 

Creating project narrative through pictures 
 
 

(Poor man’s CAD!!) 
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Mission Command also referred to as mission-type tactics, is a style of 
military command, derived from the Prussian-pioneered mission-type 
tactics doctrine, which combines centralized intent with decentralized 
execution subsidiarity and promotes freedom and speed of action, and 
initiative, within defined constraints. Subordinates, understanding the 
commander's intentions, their own missions and the context of those 
missions, are told what effect they are to achieve and the reason why it 
needs to be achieved. They then decide within their delegated freedom of 
action how best to achieve their missions. Orders focus on providing intent, 
control measures, and objectives, allowing for greater freedom of action by 
subordinate commanders. Mission command is closely related to civilian 
management concept of workplace empowerment and its use in business 
has been explored by writers such as Bungay (2011) and Tozer (1995, 
2012). It is used by the militaries of the United States, Canada, Netherlands 
and the United Kingdom. Mission command is compatible with modern 
net-centric concepts, and less centralized approaches to command and 
control (C2) in general. Wikipedia definition 

MISSION COMMAND – How the military prepare for operations 
 
Build the model so that the team(s) can see the end goal and in 
turn they can contribute their ideas within a visual collaborative 
framework 

Start with the main objective and associated targets, 
then work back to the tasks involved and the 
coordinating instructions to bring it all together. 
 
This is a standard approach from lance corporal to 
general common within an Royal Air Force Combat 
Group and an American Marine Core Section. 
 
Rapid execution with people trained in the shared 
systems for collaboration across organisational 
boundaries 
 
 



Net-centric or netcentric refers to participating as a part of a continuously-evolving, 
complex community of people, devices, information and services interconnected by a 
communications network to achieve optimal benefit of resources and better 
synchronization of events and their consequences. Wikipedia definition 



BUILDING INFORMATION MODELLING - FORM 
Building information modelling (BIM) is a process involving 
the generation and management of digital representations of 
physical and functional characteristics of places. Building 
information models (BIMs) are files (often but not always in 
proprietary formats and containing proprietary data) which 
can be extracted, exchanged or networked to support 
decision-making regarding a building or other built asset. 
Current BIM software is used by individuals, businesses and 
government agencies who plan, design, construct, operate 
and maintain diverse physical infrastructures, such as water, 
refuse, electricity, gas, communication utilities, roads, 
bridges, ports, tunnels, etc. BIM encourages netcentric system 
working 

COLLABORATIVE WORKING AND BIM 
 
Build the model so that the team(s) can see the end goal and in 
turn they can contribute their ideas within a visual 
collaborative framework 

CONSTRUCTION COLLABORATION LEADERHIP FRAMEWORK 
To build a common  approach to collaboration across 
project life cycles using whole systems thinking 
(netcentric) 
 
Rapid planning and execution with people trained in the 
shared systems for collaboration across organisational 
boundaries 



WHY 
Review Of Scottish Public Sector 
Procurement In Construction 
Design and whole life costing should be 
afforded appropriate priority in any 
construction procurement process. A 
comprehensive business case and 
procurement strategy focusing on 
desired outcomes and whole-life costs 
should be developed. This will require 
the earliest possible engagement 
between clients, users, designers and 
contractors.  The use of Building 
Information Modelling (BIM) should be 
introduced in central government with a 
view to encouraging its adoption across 
the entire public sector. The objective 
should be that, where appropriate, 
construction projects across the public 
sector in Scotland adopts a BIM level 2 
approach by April 2017  



Mission Command and Building Information Modelling share a lot of common features in both form and essence  

Both approaches use visual modelling techniques to 
capture what the mission/project will look like 



Destruction AND Construction 
Have a lot of common features 

Mission Command Project Life Cycle using BIM 



Perspective 1 - Client Requirements 

Perspective 2 - Value Management Model 

Perspective  4 - Behavioural leadership Profile 

Perspective  3- Strategy Map 

What the client needs in policy, 
outcome and impact terms for 
public sector or in value 
proposition terms for 
commercial sector clients 

Our value management model is 
aligned to clients needs across 
project life cycle so we can 
maximise client value integrated 
within our consortium strategy 

Our business strategy as a 
company and consortium is 
aligned to using collaboration to 
deliver client value 

The behaviours we need to 
encourage, as leaders in our 
organisation and consortium, 
are clearly defined and executed 
by us.  

CCLF MODEL - PERSPECTIVES 

8 



Delivered in a way which gives a fair return for effort/materials across the project life cycle 

Client value =  
Client Requirements 

Life Cycle Cost of Meeting These Requirements 

PERSPECTIVE 1 – CLIENT VALUE 

9 



PERSPECTIVE 2 – VALUE MANAGEMENT 

10 



CITB/SBF – Draft 1.4 dated 19/08/16 

Fruits 
What we take out 

Roots 
Is directly dependent on we put in 

Resource Requirements 

PERSPECTIVE 3 – ORGANISATION & CONSORTIUM STRATEGY 

11 



How I learn How I support others How I process information 

THE BASE LINE 

PERSPECTIVE 4 – LEADERSHIP BEHAVIOURAL PROFILE 

12 



13 

Core collaborative capabilities 
Emotional, social and 
relationship systems intelligence 
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Perspective 2 
Value Management 

 
How we will meet the client’s 

needs 

Our value management model is 
aligned to clients needs across 
project life cycle so we can 
maximise client value integrated 
within our consortium strategy 

CCLF MODEL – WHOLE SYSTEM APPROACH 

Perspective 3 
Strategy 

 
How we will develop our 

collective strategy 

Our business strategy as a 
company and consortium is 
aligned by using collaboration to 
deliver client value 

Perspective 1  
Client Value 

 
What the client needs 

What the client needs in policy, 
outcome and impact terms for 
public sector or in value 
proposition terms for 
commercial sector clients 

Perspective 4 
Leadership Behavioural Profile 

 
The Behaviours we will lead on to 

make this happen 

The behaviours we need to 
encourage, as leaders in our 
organisation and consortium, 
are clearly defined and executed 
by us.  



Perspective 4 
Leadership Behavioural Model 

Learning modules constructed using 
SAKs 

Perspective 3 
Strategy 

Learning modules constructed using 
SAKs 

Perspective 2 
Value Management 

Learning modules constructed using 
SAKs 

 

Perspective 1 
Client Value 

Learning modules constructed using 
SAKs 

 

Sign Post Sign Post Sign Post Sign Post 

Where are we now assessment? Against each perspective 

Stage 1 

Stage 2 

Stage 3 

Stage 4 

CCLF TOOLKIT 



Why we are adopting a whole system approach 

16 



We cannot solve our problems 
with the same thinking we used 
to create them 
Einstein 

Work smarter not harder 

17 



There are large dynamics taking place which may have a disruptive influence on the sector.  Skills shortages, low margins, poor image, lack 
of collaboration across the project life cycle were identified in 1944 with the Simon report on the industry. These views were expressed 
by Latham and Egan in the 90s.  The SAMI and Farmer reports are again basically repeating the same message.  However, the market is 
changing.  Government is leading the drive for enhanced efficiency and effectiveness from the sector.  The firms that can adapt will gain 
the most in this potentially disruptive market place. CCLF is designed to support the leaders of these firms to build on this ability to adapt 
“through seeing the world anew” and delivering client value for a fair return for their efforts 18 



Policy 

Feasibility 

Design 

Construct 

Use     

Recycle Core + Extended + Supplier Teams working together 

Project Stages 
Business Case,             Procure,              Use                  Recycle 

Get the client & engineering meetings right at project front end…….and it will save you having meetings with people like this at the back end 

CCLF SUMMARY 

19 
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The Baseline Conditions: 
• Scottish Government 

Construction Procurement 
Review findings 

• Audit Scotland findings relating 
to construction in Scotland 

• Other sources such as the SAMI 
and Farmer Reports 

Emerging Standards 
Recommendations from: 
• Scottish Government 

Construction Procurement 
Review findings 

• Audit Scotland findings relating 
to construction in Scotland 

• Other sources such as the SAMI 
and Farmer Reports 

• Emerging best practice such as 
BIM and DfMA 

CCLF LEARNING MODULE CAPTURE 
• Emerging standards and best 

practice reviewed and findings 
integrated 

• Raw data refined and included in 
the CCLF Model and learning 
modules 

Where the sector is now 

The emerging future 

How to capitalise on the emerging future 

Strategic Level Evaluation 



CONSTRUCTION COLLABORATION LEADERSHIP FRAMEWORK 
 

Perspective 1 – Client Value 
 

Definition and how derived 

Draft 2.0 created 28/02/17 
Drafter: John Hutchison 



Client Value 
The client desires a monument of an elephant to be built 

But without understanding of the whole client requirement 
the build teams only see their part of the build and not the 
whole animal 



There are many different interpretations of what client value actually means.  The 
definition below has been adapted from the Institute of Value Management and this 

definition is also used in HM Treasury 

This is the definition we will use throughout the CCLF when we talk about 
client value 

Delivered in a way which gives a fair return for effort/materials across the project life cycle 

Client value =  
Client Requirements 

Life Cycle Cost of Meeting These Requirements 

CLIENT VALUE DEFINED 



CLIENT VALUE – PUBLIC SECTOR and THIRD SECTOR delivering public servces 

The language used around value can get confusing.  For the delivery of public services in Scotland logic models are now 
being used to frame how this service will be delivered. The example above is from The Kellogg Foundation.  The “picture” 
the client sees is how the community involved (impact) and individual service users (outcome) will use and benefit from the 
project. The deliverables are the specifications/functions required to procure and use the facilities provided by the project.  
It is this merging of end user requirements into project stages which is the vital step in Integrated Project Design for public 
sector works 



CLIENT VALUE – COMMERCIAL SECTOR – Value Proposition 

With commercial or private customers the client 
requirements are normally expressed within the 
overall value proposition statement which 
encapsulates why the project is required in the first 
place. 
 
This could be for a simple conservatory project on a 
private house to a complex hotel and leisure project. 
 
Again the key is going from the client requirements 
and creating the specifications/functions across the 
project life cycle. 
 
For a simple project this could be the builder 
showing pictures of similar work.  For large projects 
it could be 3D CAD modelling showing what the 
building will look like at use point in the project life 
cycle.  Add costing information and then you are 
starting to develop Building Information Modelling 
(BIM) capabilities 
 



Client Value – Seeing the project at use phase 

Picture of similar project shown by builder 

CAD 3 D modelling showing the layout and use for a large 
hospital development.  Join this up across the project life 
cycle and you then have the basis of BIM working 

The scale may be different but the vital steps are the same 
and these are to create a picture of what the project will 
look like at use stage and work back so that client value can 
be created  by integrating how the client sees how the 
project will be used with the project specifications/functions 
and associated life cycle costs from project start to project 
recycling.  





CCLF sets out to give a common system of collaboration 
leadership focused on maximising client value whilst ensuring fair 

reward for organisations across the project life cycle 

We are all looking 
at the same 
picture of the 
elephant 



• Which part of the project life cycle is your business responsible for? 
• How well are you leading on your part of the overall cycle? 
• How well are you managing the overlaps? 
• What do you need to do to maximise your contribution to the delivery of client value? 
• Where do we see your business in the future in regards to the project life cycle? 
 

Discuss 

From 

To 



CONSTRUCTION COLLABORATION LEADERSHIP FRAMEWORK 
 

Perspective 2 – Value Management 
 

Draft 2.0 created 28/02/17 
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Contract issued based on project life cycle costs 

Contract issued on cheapest tenders 

Integrated approach 
covering feasibility, 
procurement and use 
We all win mindsets 
Collaborative 

Competitive process 
based on lowest price 
for each stage 
I win you loose mindset 
Adversarial 

You decide, you are the client.  One thing for sure is that the industry will give you what 
you ask for, just be careful what you ask for 



You decide, you are the client.  One thing for sure is that the industry will give you what 
you ask for, just be careful what you ask for 

People happy in their 
silos focused on what 
they can get for their 

organisation and 
themselves 

People happy working in an 
integrated and collaborative way 

for the overall good of the 
project and end users 



People happy in their silos focused on 
what they can get for their organisation 

and themselves 

People happy working in an 
integrated and collaborative way 

for the overall good of the 
project and end users 

Competitive Tenders Contract reflects the need to collaborate 



Hi I am the client.  I am responsible for commissioning a new 
hospital in Invershoogle. 
 
I have been working in collaboration with a wide range of 
stakeholders over the last year. 
 
We are  now clear on the operational requirements that we need 
to put together in policy terms for the new building. 
 
Scottish Government have asked us to evaluate a partnering 
approach for this project.  We are looking for a consortium that 
we can work with across the whole life cycle of this new unit from 
understanding our requirements to project exit. 

As a potential partner what would you say are the most most important factors that we need to consider at this stage so 
we can maximise client value and ensure fair reward for the consortium in effort and material terms? 

Delivered in a way which gives a fair return for effort/materials across the project life cycle 

Client value =  
Client Requirements 

Life Cycle Cost of Meeting These Requirements 



Feasibility Policy Design Construct Use Recycle 

 This is what I need the building for expressed in requirement terms 

Policy 

Feasibility 

Design 

Construct 

Use     

Recycle Core + Extended + Supplier Teams working together 

Project Stages 
Business Case,             Procure,              Use                  Recycle 

Competitive route with linear boxes largely unconnected across the project life cycle 

Integrated teams who are capable of collaboration across the project life cycle  



 This is what I need 
the building for 
expressed in 
requirement terms 

Policy 

Feasibility 

Design 

Construct 

Use     

Recycle Core + Extended + Supplier Teams working together 

Project Stages 
Business Case,             Procure,              Use                  Recycle 

Integrated teams who are capable of collaboration across the project life cycle  

Client Requirements 
translated in contract specifications 
across the project life cycle 

Contract specifications/functions 

Integrated and collaborative working from requirements to recycle 





Client Value statement 
What my requirements are and the life cycle budget 
provided for the project 

Value Management 
What is our collaborative approach? 
• Who will we work with? 
• How are we going to turn requirements into spec/function 

across project life cycle 
• What is our part in the life cycle 
• How are we managing the stage overlaps 
• What contract type are we going to use for collaboration 

• Simple arrangements based on win/win trust and 
integrity 

• Partnering contracts such as FIDIC, NEC, PPC2000, 
framework agreements under SPPN 5/2010 etc 

• Application of BIM and DfMA 
• How will we ensure that we are meeting client value at all 

project stages 

Value Analysis 
• How will we measure project: 

• effectiveness – that is we are doing the right 
things 

• efficiency – we are meeting client value 
requirements in a way which reduces overall 
life cycle costs 

• How will we learn and improve from our analysis? 
• How will we share this learning across the 

consortium? 

Relationship Engineering 
• How will we build the relationships across the 

consortium? 
• How will we build in a trusting mindset which is 

focused on win/win across the consortium 
• What are the vital capabilities we need as a 

consortium in both technical requirements and 
shared behavioural leadership traits? (essence) 

• What systems such as BS 11000 Collaboration, 
PPC2000, BIM etc are we going to use to ensure 
we have benchmark best practice we can learn 
from? (form) 

 

The collective vision to 
translate client value into 

project specification/functions 
across the life cycle of the 

project 

Value Engineering 
Culture (Essence) 
• How will we generate a collaborative and 

innovative way of working focused on meeting 
client requirements in the most cost effective way 
possible? 

Structure (Form) 
• How will we organise effort directed at analysing 

designed building features, systems, equipment, 
and material selections for the purpose of 
achieving essential functions at the lowest life 
cycle cost consistent with required performance, 
quality, reliability, and safety? 
 

 



Policy 

Feasibility 

Design 

Construct 

Use     

Recycle Core + Extended + Supplier Teams working together 

Project Stages 
Business Case,             Procure,              Use                  Recycle 

RELATIONSHIP ENGINEERING 
 
Bringing together the core + extended + 
supplier teams to work collaboratively in 
order to meet client requirements from 
policy to recycle. 
 
Relationship engineering is an overview 
name for the actions required to make this 
happen 



VALUE ENGINEERING IN CONSTRUCTION 
 
When applied to the construction process, value engineering 
has enormous benefit for developers. The multi-step process is 
an integral part the design stage of a new development and 
aimed at increasing value. In value engineering, value is 
defined as function divided by cost. Concentrating on the 
maximizing the project’s function while minimizing cost 
generates the greatest value for our clients. 
 
An important part of the value engineering planning process 
are the value engineering workshop. Held during the design 
phase of the project, the value engineering workshop involves 
the project team who reviews the proposed project, performs a 
functional analysis of the facility, obtains the owner’s definition 
of value, defines key criteria for the project, and offers 
alternative solutions for the project.  



VALUE ENGINEERING: THE PROCESS 
The value engineering workshops havefive key steps: 
•Information: During the initial phase, the project team seeks 
to gather information about the project thus far including 
important details about the owners’ objectives, key criteria, 
and definition of value. 
•Speculation: The team studies the data and brainstorms as 
many ways as possible to reduce initial or lifecycle cost while 
still maximizing function. 
•Evaluation: The team evaluates ideas produced during 
brainstorming. Some ideas become part of the final solution 
while others are deemed inefficient or unworkable. 
•Development: Many of the ideas that passed the evaluation 
phase are further developed into workable proposals. Each 
recommendation will be accompanied by a short narrative 
with a list of the positive and negative aspects of each 
proposal along with cost comparisons. 
•Presentation: Lastly, the team makes a formal written 
presentation of their findings accompanied with an oral 
presentation to clients, users, and designers. In this final 
stage, the client can determine which value management 
proposals will be incorporated into the project in order to 
reduce costs and increase overall value. 
- 



THE BENEFITS OF A VALUE ENGINEERING WORKSHOPS 
The time invested in thevalue engineering workshops produces 
impressive results. Held during the initial planning stages, the 
time spent on the workshop has significant impact on the final 
project schedule and redesign costs.  
 
Clients who defined the initial criteria for value in the information 
phase experience increased satisfaction with the finished product 
at a reduced overall project cost. In the end, the project generally 
has fewer changes and delays throughout the construction 
process and greater functionality and value for the end client. 
 
Although value engineering began as a cost-saving measure, it is 
becoming a valued project management technique that 
addresses all aspects of the building lifecycle from the initial 
construction through the sustainability of sourced materials and 
utility efficiency of the final project. The project team can bring 
positive environmental and social impact solutions to the table 
including methods for reducing the carbon footprint of 
transportation, building, and operation as well as suggestions 
that positively affect the safety and wellness of the surrounding 
community. 

Value and project management as an integrated whole 



Value 
Engineering 

Value 
Analysis 

Relationship 
Engineering 

Value Management 

Client Perspective 
This project meets the end user requirements 
within the life cycle budget agreed for the 
project 

Value Management Perspective 
As the project life cycle core team we will 
apply value management techniques to 
ensure client requirements are met within the 
agreed life cycle provision whilst maximising 
gain for all parties involved through applying 
collective innovation techniques through 
collaboration across the project life cycle 

Questions: 
• How are you translating client value into 

specifications/functions for your input to the project life 
cycle 

• What works well? 
• What could you improve? 

• How are you currently conducting value management 
aligned to client value 

• What works well? 
• What could you improve? 

• Are you developing a portfolio of work which you can 
show the potential clients on how your business is 
focused on delivering client value through tried and 
tested value management applications which are now 
ingrained in your business?  
 



THE RESULTS WE SEEK – Our  Balanced Scorecard 

Generated through integration of short term cash with longer term wealth generation 
Meet or exceed client value requirements AND increase profit across project life cycle win/win 

Short term cash generation                                                                                    Longer term wealth generation 

What we seek as a consortium What the client seeks 
Integration of our needs 
with the client’s needs 

Short term profit generation 

Repeatable excellence 
through effective value 

management 

Enhance reputation and brand of our 
company/consortium leading to repeat and new 

business won through collaborative approach 
focused on delivering repeatable client value 

Increased profits by reducing the 
cost of waste through effective 
collaborative value management 
focused on meeting client’s needs 



CONSTRUCTION COLLABORATION LEADERSHIP FRAMEWORK 
 

Perspective 3 – Strategy 
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THE RESULTS WE SEEK – Our  Balanced Scorecard 

Generated through integration of short term cash with longer term wealth generation 
Meet or exceed client value requirements AND increase profit across project life cycle win/win 

Short term cash generation                                                                                    Longer term wealth generation 

What we seek as a consortium What the client seeks 
Integration of our needs 
with the client’s needs 

Short term profit generation 

Repeatable excellence 
through effective value 

management 

Enhance reputation and brand of our 
company/consortium leading to repeat and new 

business won through collaborative approach 
focused on delivering repeatable client value 

Increased profits by reducing the 
cost of waste through effective 
collaborative value management 
focused on meeting client’s needs 
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Fruits 
What we take out 

Roots 
Is directly dependent on we put in 

Resource Requirements 



Build 



SEEKING SHAREHOLDER VALUE 

RESULTS 
Client Level 

Consortium Level 
Our level  

 
What we seek to achieve. 

Our shareholder value 
narrative 

 
 

Short term cash generation 
 

Mainly tangible 

Longer term wealth generation 
 

A mixture of tangible and 
intangible 



What we seek to achieve. 
Our opportunities narrative 

MARKET OPPORTUNITIES 
Insight, foresight and appreciation 
The clients we want to work with 

How we will meet their value 
proposition/needs 

The organisations we will collaborate with 
How we will develop our brand 

 
How we will work together to  
develop these opportunities 

Strategy – Developing our market opportunities narrative 



What we seek to achieve. 
Our capabilities narrative 

INTERNAL CAPABILITY 
What our clients seek 

What we need at consortium level 
What we need at organisational level 

What we need at team level 
 
 

How we will work together to  
develop these capabilities 

Strategy – Developing our internal capability narrative 



MY LEARNING & GROWTH 
 

What I need to do to learn and develop to 
provide the leadership appropriate to my 

role in the consortium 

Strategy – Enhancing my leadership capabilities 



The resource I am going to commit so we 
effectively execute our collective strategy 

RESOURCE REQUIREMENTS 



CONSTRUCTION COLLABORATION LEADERSHIP FRAMEWORK 
 

Perspective 4 – Leadership behavioural profile 
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THE RESULTS WE SEEK – Our  Balanced Scorecard 

Generated through integration of short term cash with longer term wealth generation 
Meet or exceed client value requirements AND increase profit across project life cycle win/win 

Short term cash generation                                                                                    Longer term wealth generation 

What we seek as a consortium What the client seeks 
Integration of our needs 
with the client’s needs 

Short term profit generation 

Repeatable excellence 
through effective value 

management 

Enhance reputation and brand of our 
company/consortium leading to repeat and new 

business won through collaborative approach 
focused on delivering repeatable client value 

Increased profits by reducing the 
cost of waste through effective 
collaborative value management 
focused on meeting client’s needs 



INTEGRATION ACROSS PERSPECTIVES – VIEW 1 

Perspective 1 

Perspective 1 
Perspective 2 

Client value delivered in a way which 
gives a fair return for effort/materials 
across the project life cycle 

Perspective 3 - Strategy 



INTEGRATION ACROSS PERSPECTIVES – VIEW 2 

Perspective 4 – Behavioural leadership profile 

Start Point 
Perspective 3 is the strategy which in turn is linked to perspectives 1 & 2. 
Strategy gives the actions required at organisational and consortium 
levels to deliver client value AND enhanced profit across contractor and 
supplier networks.  
Collaborative leadership is the energy which makes this happen 
The start point to leadership is first to understand the different cultures of 
the organisations which are part of the project life cycle delivery team 
A tool to do this is Spiral Dynamics 



2. Value Management Perspective 3. Strategy Perspective 

The top level 
organisational cultures 
we need to develop 
across the consortium 

Integration of value 
management drivers with 
organisation/consortium 
strategy 

4. Leadership Behavioural Profile 
Perspective (Consortium Level) 

1. Client value perspective Perspective Integration 



  Survival                           Tribal         Impulsive,              Rules based,          We win,                  Integral,            Whole system       

CULTURAL STAGES WITHIN THE SPIRAL 

What would you say were the dominant features of your organisation? 
Tier 1 Leaders Tier 2 Leaders 



Tranche 2 Leadership 
Collaborative leadership works best with 

people who are able to integrate ideas within 
a whole system 

Tranche 1 Leadership 
To do this they need to have expertise at 
working with people at all levels within 

tranche 1 leadership roles 



Further development 
required to integrate 
Spiral and Barrett’s Values 
Based Leadership Model 



What we need to do, our strategy AND the culture we need to develop to collaborate effectively 

Understand self. 
Emotional intelligence. EI 

Understand how I 
interact with others. 
Social Intelligence 

(SI) 

Understand what I need to do 
to build the relationships 
across the consortium. 
Relationship Systems 
Intelligence (RSI) 

Raising the Bar 

Core collaborative behaviours 



DEVELOPING TRANCHE 2 LEADERS - RAISING THE BAR 

W h e r e I a m m o r e s t r o n g 
a g a i n s t m y m e a n 

Q 1 Q 2 Q 3 Q 4 Q 5 Q 6 

W h e r e I a m l e s s s t r o n g 
a g a i n s t m y m e a n 

T H E B A R 
U n d e r s t a n d h o w I 

i n t e r a c t w i t h o t h e r s 

T h e t o p l e v e l 
o r g a n i s a t i o n a l c u l t u r e s 
w e n e e d t o d e v e l o p 
a c r o s s t h e c o n s o r t i u m 

I n t e g r a t i o n o f v a l u e 
m a n a g e m e n t d r i v e r s w i t h 
o r g a n i s a t i o n / c o n s o r t i u m 
s t r a t e g y 

U n d e r s t a n d s e l f 

U n d e r s t a n d w h a t I n e e d t o d o 
t o b u i l d t h e r e l a t i o n s h i p s 
a c r o s s t h e c o n s o r t i u m 

H o w I n e e d t o a d a p t 
m y b e h a v i o u r a l a n d 

i n f l u e n c e o t h e r s R a i s i n g t h e B a r 



How I learn How I support others How I process information 

THE BASE LINE 

What we need to do, our strategy AND the culture we need to develop to collaborate effectively 
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“To me, HBDI® is the foundation. I don’t think you can do any of 
that other stuff without going through the HBDI®. It’s the 
language. If you don’t have that, then everybody’s putting their 
best ideas up, and they’re still seeing it through their preferred 
brain quadrant. And they expect everybody else that’s seeing it 
is looking at it through the same prism. Where if I put 
something on there - and I’m a high D quadrant - a B quadrant 
might think, well that’s the craziest thing ever, we can’t do that, 
we’ve got rules, etc. But without having the HBDI® and 
understanding where they’re coming from, the chances for 
miscommunicating are huge. So to me it’s just a lot of talk 
without doing the HBDI® work and a lot of just hoping for the 
best.”  
Pleas Mitchell, Senior VP and Business Unit 
Leader Balfour Beatty discussing the relevance 
of HBDI for construction leadership 
Contract $1.3B Hospital Build in Texas  
  

HOW WE PROCESS INFORMATION – Herrmann Brain Domination Instrument (HBDI) 
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