MGM 315 Assignment for Class 5, 11/05/03 - Answer review in Class 6, 11/12/03

Here are modified diagrams from the Fifth Discipline (FD) and Fifth Discipline Fieldbook (5DF). The diagrams in the texts take liberties with the variables and
structures in that many are insufficiently specific to allow indicating link polarities. Such precision is necessary for creating simulation models.

In addition, the diagrams below explicitly show the reference for all balancing loops and some show the stock and flow structure. As you read the textbooks, note
the differences between the texts’ diagrams and the diagrams below.

For practice using the languages of causal loops and stocks & flows, label the links as “S” or “O” influences. Check that the loops are reinforcing or balancing as

indicated.
5D-p 76
faucet
/ low \
perceived water
gap flow
desired \ /
water water
level level
5D-p 87
cash .
balance desired
cash
balance
borrow d cash

em@ap

gap =target - actual

. or ..

gap = desired - actual

5D-p 86
5D-p 82 SD-p 84 wal implicit
actua .
desired work goal:
sales body body hours 70 hour
temperature temperature work
week
threat of @ /
positive R L @ eré)(‘:il\%]d as i
word of satisfied amt of temperature p ° heroism
mouth customers clothU uncommU
Limits to Growth from Increasing Management Burden
size of
5D - P 97 eng'g
staff
management
R&D complexity
budget
5D - p 90 O
revenues
current water dv?/%itreerd New PrOdUCt Management management
temperature temperature Growth new Burden burden to
products senior eng's
O \ / Note: Sr Engs
B aredoing the
product ;
mamt managin
wha%r temperature deveI_Opment ovegrlload \ o
flow ap 0 time management
burden senior
eng's can
manage

MGM 315 Assignment for Class 5, 11/05/03 - Answer review in Class 6, 11/12/03 page 1



5D-p 98

motivation &

market niche
productivity saturation
size of
O market
niche

growth
Market customers in

Motivation
from : .
Promotions/ Saturation market niche

promotion

morale

opportunities

Limits to Growth, explicitly showing Mental Model influences
5D -p 99-100
i threat to
traditional
threatto Mgmtcontrol

traditional -
union-mgmt strength o
qculra\(l:lltg relationship @ mgmt MM:
openness of maintain
activity commication, BZ ~Mgmt unilateral
Problem- level of Discomfort control
Solving  cooperation Unlon I
D|scomfort mgmt
Progress cooperation
cooperatlon gap
quality of

prcib.lem level of
solving level of strength of coop
<|:oop g union MM: tbolerated
tolerated g—— mgmtcan't y mgmt
by union be trusted
5D - p 100 mfgr's target 5D - pp. 118, 120, 123 Growth and Underinvestment
fraction of expected
forders allowed size of sales delivery
threfat :0 rom one source sales difficulty €= {ime
manufacturer
Commitment force B2 delivery
from @ R1 number time
FIexibiIit fracti f o, .
production  production y commitment e ders. (i.e., supplier Growth oforders Delivery standard
cost flexibility to JIT Sole desired by demand to be Performance
Source Supp“6f sole source) Limit
Threat revenueso _ dellvery
size of perceived
O risk to backlog =%~ BS need to
su I|er improve
Commitment from PP Adjust delivery
Cost Reduction time

MGM 315 Assignment for Class 5, 11/05/03 - Answer review in Class 6, 11/12/03

production Capacity to
capacity Address Limit

planned
additions
to capacity

page 2
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5DF - p. 167 Side Effects of the Sales & Promotions Fix (B1)
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