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My lens

·Introduced to portfolio management:

·IT, Business development, Corporate

·Began applying it in strategic planning and service reviews with 

libraries and information services

·Process missing in debate regarding virtual reference & now with 

mobile services, digital branches, etc.

·Formal research, informal conversations

òServiceó definition

includes products

and programs



Our lens

·Portfolio is a relatively new concept

·Management of the service mix is growing

·Weõre better at addition & multiplication

·Could use some tutoring with division & subtraction

·Decisions tend to be driven by usage, client satisfaction and budget 

parameterséé.and finally on strategic fit



Objectives

·Consider portfolio management within the library context

·And the service lifecycle

·Provide some basic templates for you to use in your situation



Underlying assumptions

·Successful organizations have a clear understanding of 

who their clients are and what they have to offer those 

clients

·Focus on their differentiation

·Know what business they are in

·Librarians and entrepreneurs have much in common:

·Enthusiastic about our offerings, service driven, tendency to 

offer too many things to too many different markets



Underlying assumption

·We allocate the majority of our resources to services:
·Delivery

·Development

·Management

·Success relies on focus

·We must focus our resources on those services that will 
ensure our success

·Design & divestment are both critical phases, often 
minimized

·We must understand the business we are in



What business are you in?

What is your focus?

What are you selling?

Who are your target clients?

The more we focus, the better we become

Find something that is critical to 

your customers, and define a focus 

around it such that you can bring 

more talent, more resources to bear 

on it than anyone else.

Simplified Strategic Planning by  Bradford & Duncan


