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How to Think More Strategically 

By Susan Paul  

What does it mean to increase a person or an organization’s strategic thinking capability? As an IT 

Strategy consultant, I’ve spend a lot of time with CIO’s working on ways to improve their IT 

organization’s strategic capability with the goal of moving from order taker to business partner. Now, 

building Pariveda’s Strategy Practice, I’m faced with the same question, only looking internally.  Not 

surprisingly, putting your advice into action is always harder than it sounds and there’s more than a little 

irony in that observation!  

The majority of Pariveda’s revenue comes from technology consulting and custom application 

development services. Most of our consultants have computer science degrees or programming 

backgrounds.  We pride ourselves on solving difficult problems for customers.  All great stuff.   

And as I’ve heard several times, the technology problems our developers solve are more complex than 

the “people or process” issues that I might see.   

So with that as my backdrop, I’ve spent the last few weeks visiting several of our offices with to discuss 

how we can use the strategy practice capabilities to add more value to our client’s.  Very similar to the 

CIO conversations if you substitute customer with business partner.  

First challenge, our consultants feel they think strategically today about solving customer technology 

problems.  And I would agree. That said, they often confine their thinking to the being strategic about 

the technology task at hand and give little thought to how their piece fits into a bigger and then bigger 

picture.  

As an example, in one discussion, we reviewed a very elegant employee career management application 

to allow customer IT employees to enter their skills into a database that could be used across the IT 

organization for finding skills, tagging high performers and providing career development guidance.  The 

look and feel was colorful and well-designed and there were all manner of neat features. My question to 

our team was a very simple one; what was the CIO looking to accomplish with the system.  The answer 

was equally straightforward; he wanted to make sure he was assigning IT resources to roles they were 

best suited for and providing opportunities to stretch people’s skills.   

Talent development is a core competency for consulting companies. Our product is hours for sale and 

our inventory is people who are only valuable if they have the right skills at the right time.  An 

unscientific estimate would be that collectively, Pariveda spends about 15-20% of our time developing 

talent.  No other industry I’ve worked with has devoted anywhere near that level of effort.   

So my question to our consultants regarding how our customer’s IT organization was going to use the 

software we built was a serious one and one that I felt we have a lot of experience that we could offer. 

The customer had even told us that she thought we were smart and wanted to hear more of our ideas. 
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Yet, as we were we thinking and discussing the impending software launch, we realized that we had not 

spent much time talking with the customer about whether the organization was ready for the software 

to get the impact they wanted from their investment.  We were focusing on the task at hand, which is 

what we were being paid for, however, to add additional value and elevate the way we are perceived, 

we need to think bigger picture and offer a solution that addresses the many dimensions the software 

needs to succeed in to be seen as a long term success.   

Examples of the additional dimensions – how would skills self-rating be used; how would they be 

normalized among the departments; would managers be required to review this with their subordinates 

to understand their desire for growth.  What would actually change because this software existed?  We 

decided that the project sponsor and CIO would both be interested in having a conversation about this 

and we had not had a lot of interactions with the CIO outside of brief interactions in status meetings.  

This was a chance to see a broader picture and show we could think at that level.   

Thinking bigger picture is a piece of thinking strategically.  I find that most people need to start close to 

their comfort zone.  Take the dimension you know, likely technology, and think through how an 

additional dimension will impact your work and the organization.  Perhaps the processes required to 

support your work, then the roles that interact with it.  Does anything inherent in the organization’s 

culture inhibit success?  Over time and with practice, you’ll be able to broaden and deepen the scope of 

your solutions.   

The above may seem simplistic, however, experience has shown that most people do not challenge 

themselves to look at something from multiple angles to see how the solution looks from there. Add 

that to your repertoire of skills and you will be thinking more strategically.     
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