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About the Speaker

Å Steve Player serves as the North America Program Director for 

the Beyond Budgeting Round Table (BBRT) and works with 

BBRT member companies to implement continuous planning 

processes. 

Å He has over 25 years experience with improving performance 

management and implementing strategic planning processes. He 

is also the Managing Director of The Player Group, a Dallas, TX-

based business consulting firm, and founder of the Activity-

Based Management Advanced Implementation Group (ABM 

AIG). 

Å He has a new book, ñFuture Ready: How to Master Business 

Forecastingò coming out this fall. He is also the co-author/editor 

of four books on Activity-Based Management and currently writes 

a monthly ñFinance Transformationò feature for Business Finance 

Magazine for which he interviews CFOs from leading 

organizations on innovative finance and planning processes. 

Steve Player

Director, BBRT North America

Managing Director, The Player Group



What is the Beyond Budgeting Round Table?

ÅA member-based network of organizations 

focused on improving planning, forecasting and 

control, and ultimately overall performance

ÅBBRT helps organizations implement global best 

practices in planning and control 

ÅDisseminates front-line implementation 

experience and identifies the keys to success 

ÅContinuously improves adaptive planning and 

control to increase profits



Selected North America BBRT members
Å Adaptive Planning

Å Alight Financial Planning

Å American Express

Å American Century 
Investments

Å Applied Analytix

Å Bank of the West

Å BayCare Health Systems

Å The Carle Foundation

Å Charles Schwab & Co.

Å Cognos, an IBM Company 

Å Cook Childrenôs Healthcare

Å Cytec Industries, Inc

Å DFW International Airport

Å Group Health Cooperative

Å Hunterdon Medical Center

Å IES

Å Kaiser Permanente

Å Kansas City Southern

Å Lucile Packard Childrenôs 
Hospital

Å MasterCard International

Å MD Anderson Cancer Center

Å Mutual First Credit Union

Å PPL Electric Utilities

Å The Palladium Group

Å Park Nicollet Health 
Services

Å The Player Group

Å Profisee

Å Promega Corporation

Å RiverLogic, Inc.

Å Sun Healthcare Group, Inc.

Å The World Bank

Å VHA, Inc.



The formula for successful change

D x V x F > R
Where:

D = Dissatisfaction

V = Vision for change

F = Known first steps

R = Resistance to change



Seven Key Problems with Traditional Budgeting

1. Budgets take too long to prepare (often making them out of date when 
published)

2. Budgets cost too much

3. Budgeting is based on assumptions that are nearly always wrong

4. Budgeting causes gaming that erodes the ethical foundation of the 
company

5. Budgeting triggers unnecessary spending

6. Budgeting gives the illusion of control by robbing potential

7. In the words of Jack Welch, ñIt [Budgeting] brings out the most 
unproductive behaviors in an organizationéò(Jack Welch, ñWinning,ò p. 
189)

D = Dissatisfaction 



At what point do you expect your annual budget targets 

to become obsolete?



Simplify and Eliminate Redundancy

SOURCE: APQC / BBRT Research



Source: Jan Wallander, Budgeten ðett onödigt ont, 1994, p24
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Budgeting is Based on Assumptions that are 

Nearly Always Wrong



MAKING THE CHANGE WITH 

THE 12 BBRT PRINCIPLES

V = Vision



How Finance Fails to Support Frontline People
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A New Vision for Finance
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(2) THE LEADERSHIP VISION

ÅPeople - Personal responsibility culture 

with more capable and committed people.

ÅCustomers - More innovative, lower 

costs and greater responsiveness.

ÅShareholdersïSustainable competitive 

success and more ethical behaviour.

(1) THE FINANCE VISION

ÅFinancial case - A lighter process, 

releasing more time for strategic support.

ÅStrategic case - A more adaptive 

process creating value continuously.

ÅCultural caseïReduced gaming and 

behaviour more consistent with goals.

ÅOpening the way to é 

The Twin Visions of òBeyond Budgetingó

A-2



Branch to branches

(Cost/Income etc.)

1. Branch C 28%

2. Branch H 32%

3. Branch A 37%

4. Branch D 39%

5. Branch F 41%

6. Branch E 45%

7. Branch J 54%

8. Branch B 65%

9. Branch I 72%

10. Branch G 87%

From Fixed Targets

Region to regions

(RoE)

1. Region D 38%

2. Region J 27%

3. Region I 20%

4. Region B 17%

5. Region E 15%

6. Region F 12%

7. Region C 10%

8. Region H 7%

9. Region G 6%

10. Region A 5%

Source: Handelsbanken Management System

Bank to banks

(RoE)

1. Bank A 31%

2. Bank D 24%

3. Bank H 20%

4. Bank C 18%

5. Bank E 15%

6. Bank F 13%

7. Bank B 12%

8. Bank I 10%

9. Bank G 8%

10. Bank J 2%

Comparison To 

Å Peers

Å Competitors

Å World Class 

Benchmarks

To Relative Targets

Relative Targets Using League Tables at Handelsbanken



Use league tables to avoid the pitfalls
Ahlsell: Using Relative Targets with 200 Self-Managed Teams

Return on Sales Report

�‡Sales 100%

Less
�‡Direct material
�‡Stock losses/obsolete

= Gross margin

�‡Rent 

�‡Staff 
�‡Bad debts
�‡Depreciation
�‡Interest on capital

= Net margin 13%

�³The Premier League�´

(Over 13%)

�‡ Return on Sales (ROS)

�‡ Growth in profits

�³The Qualifiers League�´

(Under 13%)
�‡ Return on Sales only

A Sales Unit All Sales Units


