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Overview @ SEER

A Price-To-Win is a strategic assessment of what price will win a bid based
on an assessment of:
A The competition
A The contract environment

A Probable customer funding

A Unfortunately, strategic assessments are always susceptible to believing a
narrative that never existed I especially when that narrative leads us to
the conclusion one wants to hear.

This unconscious force that drives poor assumptions is known as the
ANarrative Fallacyo

In this presentation, we will:
A Explain the Narrative Fallacy
A How it can detrimentally affect Price -To-Win proposals

A Help identify what attributes of Price -To-Win proposals are most
susceptible to improbable assumptions
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Intro To The Narrative Fallacy @ SEER

AAAAAAAAAA

A As humans, we can be obsessed
e ','If','l‘l,”' e with creating narratives that do

BLACK SWAN not exist

A This is especially true when those
d narratives support our outlook

A A T hrarrative fallacy  addresses
| our limited ability to look at
sequences of facts without
Nassim Nicholas Taleb weaving an explanation into them,
or, equivalently, forcing a logical
link, an arrow of relationship upon
t hemo

A When preparing or evaluating a
PTW strategy the Narrative Fallacy
IS ever present and dangerous
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What is the Narrative Fallacy? @ w
-Let o0s Try a Real Si mpl e ExGaLégﬁRhe

A | like to use puzzles in my Story Point training classes
AIask-ﬁHow | ong wi | | It take to

AFormostofus -weoOve been playing wi
chil dhood. We have formed a

Sort all the pieces
Build the frame
Assemble large parts
Fill in the Holes

Hunt for missing pieces

o a b~ W D E

Convince yourself
some pieces are missing

We ALL have our nNNarrat
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But What About The Unexpected? @ SEER

AAAAAAAAAA

Afiwe build theséd Whlalt tchoal |tdi e
ALetﬁs assume a customer wants
A So we will build it using Agile and Sprints!

A Ask team to rate complexity of what Product Owner
wants 1 in sequence: |

The lifeguard tower
Blue blanket

All the neckerchiefs
Just the Sunglasses
Ball and Umbrellas

Dog feet only
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But We Trust The Narrative I Even .,
Though the Solution is Different .55

- "-"" = -
/'.'_,Lv‘,r".

The Narrative Fallacy limits our ability to
look at sequences of facts without weaving

an explanation into them
© 2016 Copyright Galorath Incorporated 6




Two Must Have Resources! (@ SEER

A While Nassim Taleb coined the term Narrative Fallacy and
describes the problem in his best seller The Bl ack Sw

VEW YORK TIMES BESTSELLER

'I‘II l.
]

BLACK SWAN THINKING,

FAST.. SLOW

FThe Impact of the
HICGHLY IMPROBABLI

DANIEL
KAHNEMAN

LCONOMICS

Nassim Nicholas Taleb

Aé Nobel Pri ze WInner Dani el Kahn
to the 1 mpact of an nl nBhinldngFasti e w
and Slow

Ever notice how famous authors always cross their arms
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But t hey-Fdnoousd@dutthors
Hold Their Heads!

Or do they?
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