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A 2020 study by the Standish Group 
found that 66% of technology 
projects worldwide ended in partial 
or total failure.

Research from McKinsey suggested 
that 17% of large IT projects go so 
badly they threaten the company's 
existence.

BCG estimates that 70% of digital 
transformation efforts fall short of 
meeting their targets.

Gartner estimates that around 80% of 
IT projects are considered failures by 
the business.

Technology Transformations



200+ Credit Unions & 45 States 



Today’s Discussion 
What is a partnering mindset?

 Can we assess the health of critical partnerships?

 An we create a portfolio view of our partnerships?  

 How to lead productive partnership meetings?

 Q&A



When did your journey begin? 



2004 20251989

My professional journey…. 

2021



Achieving mission outcomes….  

MSAT 98 

NPS 87

Member Retention
97.39%

Callahan’s ROM
97th Percentile 

Raddon’s CEO Strategies
98th Percentile 



My thinking evolved.…



REQUIRES THE  INTEGRATION 
OF HEAD AND HEART

Abraham Maslow

“What a man can be, he must be. This 
need we call self-actualization…It 
refers to man’s desire for self-
fulfillment, namely to the tendency for 
him to become actually in what he is 
potentially.”

Basic Needs

Psychological Needs

Self-Fulfillment
 Needs

Maslow’s Depiction of the Journey
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DISTRESS
Overreaching or depletion of resources

BOREDOM
Average plan or “same ol’, same ol’”

Full Potential Trajectory



THE LITTLE WE

ME

THE BIG WE

Leadership Continuum



Who are your mission critical stakeholders?

Members



Fintech Partnership | Case Study 



VISION 
Making All Financial Dreams 
Come True

MISSION
Through a focus on Service, 
Access, and Reliability, we will 
grow to exceed $2B in assets, 
serving 45% or more of TWDC, 
by 2020.

CORE VALUES
• Commitment
• Ethical and Transparent
• Meaningful Relationships
• Respect and Care for Others
• Embrace and Drive Change

Media Networks Parks & Resorts Studios Consumer Products Interactive

About Partners … 



We surveyed the “Big 3” on 
89 digital products and 
services. We then assessed 
their relevancy to Partners 
Members. 

The challenge was not our 
roadmap but rather that 
we are NOT implementing  
fast enough given the 
velocity of disruption. 

We also performed a 
survey based on the CO-
OP’s  “Navigating the Path 
to Digital Transformation. 

90% survey respondents 
report our offering as  
inferior or good, but not 
good enough.

Tutorial on functionality 
offered through online 
banking

On roadmap

Comprehensive reports on 
spending habits On roadmap

Robust budgeting tools On roadmap

View credit score (free) On roadmap

Set preferred language for 
digital banking and profile

P2P (via mobile number or 
email) On roadmap

30% 60% 10% 0%0%
Far inferior digital 

experience
Inferior experience Good, but not quite 

as good
We are meeting the 

high standard they set
We are exceeding 

their standard

Mgmt ( n=24) EMT ( n=7) Board ( n=9)

90%

Situation overview 





Partnership experiment….4x was the goal

Run the Business Transform the Business 

Q3-2018 Q4-2018 Q3-2019 Q4-2019 Q1-2020

We overestimated what we could get done in 12 months and 
underestimated what was possible in 18-36 months 

2X 

3X 

4X 

“Run the Business”



Caroline J. Fisher, PhD
Culture Solutions Group

Dan R. Denison, PhD
Denison Consulting 

Mentors evolve my thinking….



Denison Culture Survey 



Beliefs 
& 

Assumptions

Questions for each dimension…. 



2 Year Effort 
From ideation to book publication

• 20+ Books
• 50+ Articles 
• 10+ Field Interviews
• Mentors 



Partnership A Partnership B

Which partnership is healthier?



Partnership Canvas 
Example



Credit Union B Credit Union A 

Who has the competitive advantage? 
Example



Eco vs Ego-Centric Behaviors…. Example



Quarterly dialogue with partners …
Example



• Foster a partnership founded on the Platinum Rule, which is “if it matters to you, it matters to me.”

• Fight for clarity and prioritize what must be done and how WE will get the work done together.

• Meet regularly to discuss how the partnership is working, including start, stop and continue 
feedback. 

• Be open to listening to new ways of working together that will elevate the partnership.

• Always talk about your partner as though they were in the room, even though they are not.

• Don’t let the sun go down without speaking to your partner if events unfold that impact the 
partnership.

• Err on the side of making long-term decisions that benefit both partners versus short-term decisions 
that benefit one partner at the expense of the other.

Partnership Pledge Example



www.theceocorner.com



John Janclaes

818.355.0067
John@theceocorner.com

Thank You!
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