




















Quadrant (iv) Key Issue: Depends on the route taken to get here

There are two routes to the new client/new consultant pairing. Either the client changed ﬁrst or 3
the consultant did. In both cases, the issues affecting the success of the handover will be the
combination of those listed under quadrant (ii) and quadrant (iii) handovers. Regardless of how
smoothly the previous handover went, there is no hiding the. dilemma of a consultant supporting a
model he did not create, for a client who d1d not comnussnon 1t

For both the old client and the old consultant

to have moved on, it is likely that quite e
some time has elapsed since the model was b ;,":’;,’,?,",‘,’.‘"n% ’
originally conceived. : This distance from the : '
origin mieans that it is no longer valid to
assume that the model will be at the top of
its life cycle at the point of handover as the . v o i
business may have changed significantly. <
The diluted sense of ownership felt by the ’
new client/new consultant pair towards the
model will only accelerate the model's - Figure 5
decline.” EEEL AR :
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Start Again

At this point, the client and consultant are best adwsed to 'return’ to quadrant [0) and approach the
current 1ssues w1th a carte blanche see Fxgure S.

Conclusion

In commercial environments, the success of a System Dynamics project depends not only on the
mathematical correctness of the model code; the most elegant of models is only as valid and
current as the problem it sets out to solve. The success of any System Dynamics model with a
business focus depends on modellmg skills, consultancy skills and the changing busmess
env1ronment :

Handing over models adds a potentlal threat to the return on modellmg investment, but this
can be managed, to some extent. The issue is one of change management where the
circumstances (context) of the transition and the way it is managed by the consultant/client
palr (process) are as important as the model (content) itself. These issues are summarised
in Figure 6, below.- : :
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,Figufe 6

Clients and consultants involved in any type of model handover should take a holistic view
instead of a purely reductionist attitude to understanding the model. Due consideration of these
‘points, and those given within each of the handover quadrants, will help chent, consultant and the
‘business gam value from the initial modelling investment. A
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