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How do I make 

sure I get the 

best guy for this 

CIO gig?

Local Council CEO 
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Local Council IT Manager 

How do I make 

sure I am the 

best guy for this 

CIO gig?
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Agenda

 What’s happening out there?

 What capabilities should the CEO seek in a CIO?

 What capabilities does the IT Manager need to 
master? 

 How do you set yourself up for success?
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A Day in the Life of a CIO
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The Evolution of the CIO

“Executives expect IT to make the difference in their 

business strategies … Enterprise expectations will 

change … CIOs need to extend their strategies, 

metrics, personnel and leadership approaches … 

and change their IT organisations from technology 

provider to solution partner.”

exp Premier  “Making the Difference: The 2008 CIO Agenda” 

January 2008
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Agenda

 What’s happening out there?

What capabilities should the CEO seek in a CIO?

What capabilities does the IT Manager need to 
master? 

 What development activities will assist?
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Capabilities are characteristics of an individual that 

are observable, measurable, and predictive of 

superior performance within a given role or job.

Not just working 

harder, they are 

doing different things.

What makes top 

performers stand out 

from the crowd?

What is a capability?



© 2006 Gartner, Inc. All Rights Reserved. 10

Skills

Capabilities

Easier to 

identify 

and develop

Harder to 

identify

and develop

Necessary for solid 

performance but 

does not distinguish 

top performers

Underlying 

characteristics

that are required for

longer-term success

Defines 

ñwhatò I 

can do

Defines 

ñhowò I 

perform 

my job

Skills vs Capabilities
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Strategic Leadership

Business Partnership

Transactional Work

Hierarchy of Capabilities
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Strategic Leadership

Business Partnership

Transactional Work
• Business Knowledge

• Technology Trends

• Performance Management

Hierarchy of Capabilities
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Performance Management

Management of the IT systems and 
resources, so that standards of 
output, quality, timeliness, risk, 
financial prudence and system 
reliability are met - and exceeded.

Rationale:

 Increased indirect control of performance through vendor 
management

 Increased pressure from the business to demonstrate the 
value of IT 
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Technology Trends

Continual updating of knowledge of 
technology, its functionality, resource 
requirements and relevance to the 
business, and the ability to make 
recommendations for technological 
advancement in business terms.

Rationale:

 The right technology can be used to create a competitive 
advantage.

 Identifying IT applications to create value through cost 
containment, revenue generation or service outcomes.
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Business Knowledge

Understanding the business 
environment, strategies, processes 
and critical issues to create 
practical, value-driven solutions.

Rationale:

 IT is able to generate applications that more closely meet 
business needs.

 Involvement in business process design has increased.

 Improved business-case development - better alignment of 
capital expenditure with returns to the business.



© 2006 Gartner, Inc. All Rights Reserved. 16

Strategic Leadership

Business Partnership
• Information Management

• Relationship Management

Transactional Work
• Business Knowledge

• Technology Trends

• Performance Management

Hierarchy of Capabilities
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Relationship Management

Deploying formal and informal 
relationship strategies in ways that 
create "win win" partnerships. 

Rationale:

 Getting things done through mutual respect, founded in 
credibility of past applications and delivery, and demonstrable 
awareness of the needs of others

 IT managers must meet the shared needs of multiple 
stakeholders: customers, businesses, suppliers, employees 
and leadership.
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Information Management

Understanding the business 
environment, strategies, processes 
and critical issues to create 
practical, value-driven solutions.

Rationale:

 Meaningful management reporting that 
fuels quality decision-making

 The integration of multiple data points to 
create useful information across the 
organisation

 Enabling better forecasting and the 
predictive capability 
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Strategic Leadership
• Influencing

• Process Management

Business Partnership
• Information Management

• Relationship Management

Transactional Work
• Business Knowledge

• Technology Trends

• Performance Management

Hierarchy of Capabilities
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Having a process mentality that seeks opportunities for 
business improvement and the empowerment of decision-
making, enabled by shared information and systems

Rationale:

 Business value creation is reliant on getting process 
management right.

 Transition from stove pipes to processes requires active 
IT leadership and involvement.

Process Management
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Influencing Others

Earning respect through credibility, 
listening, persuasiveness and 
socialising ideas to share 
commitment and ownership.

Rationale:

 Ability to get results via people who are not direct reports

 Strategic partnership relies on consensus building with key 
players and sound governance
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Influencing Others

ÅEffectively influences and negotiates

ÅIs visible within the team and in the 

business.

ÅDisplays confidence in self and own ability.

ÅDemonstrates personal credibility within 

the professional community and 

contributes to the industry more widely.

ÅProvides appropriate logic to support and 

justify own ideas and arguments

ÅWorks effectively across the business.

Positive Behaviours

ÅTends to be ñhidden awayò in their part of 

the business.

ÅLacks self-confidence, which affects their 

credibility internally and externally.

ÅSpeaks negatively about the organisation 

and/or allows others to do so.

ÅDoes not articulate their perspective 

convincingly.

ÅGains support in an aggressive manner

ÅGains agreement but not commitment

Negative Behaviours
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Agenda

 What’s happening out there?

 What capabilities should the CEO seek in a CIO?
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master? 

How do you set yourself up for success?
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How do you set yourself up for success?
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Business Partner: Business Designer

Transactional: Order Taker

Consultative: Innovator and Advisor

Strategic Leadership: Business Driver

Hierarchy of required capabilities to support transition from

IT Manager to CIO

Technology Trends

Relationship Management

Influencing

Performance Management

Process Management

Information Management

Business Knowledge

Operational Strategic

Low 

Impact

High 

Impact

Where are you on the Capability Curve?
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Formal Learning Strategies

 Formal learning comprises pre-defined learning objectives and 
is primarily a knowledge-sharing activity:

– 360-degree feedback

– Development/assessment 

centre

– Targeted training programs

– Vendor-delivered workshops

– Team-building activities

– Formal, objective-based 

mentoring and coaching

– Knowledge transfer and 

learning from consultants and 

contractors

– Participation in professional 

association events and 

conferences
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Informal Learning Strategies

 Informal learning comprises activities that create access to 
people and activities with unclear outcomes but which are 
likely to create a learning experience 

– Participate in planning and 

review meetings with business 

and IT leaders

– Prepare a business case for a 

new or enhanced application

– Actively engage with a 

business client group

– Engage in cross-business 

projects

– Educate other business areas 

about technology trends

– Learn from other organisations

– Build personal relationship 

networks

– Network at professional events

– Conduct executive coaching 

and serve as a mentor/buddy to 

peers
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Good luck!
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