
Author John Gattorna shared his perspective on the need for a new, multi-disciplinary 
model he calls “dynamic alignment.” His unique behavioral approach argues that the 
intricacies of relationships are as important as, or perhaps more important than, the 
processes and technologies that power enterprises. Gattorna explained the linkage of 
logic behind leadership, corporate culture, strategy and marketing and how dominant 
behaviors within a given company can enhance or hinder success. Members explored the 
combinations of supply chain capabilities needed to serve customer buying behaviors in 
today’s top markets, countries and cultures around the world.

Gattorna argues the reason e!orts to confront growing complexity such as Lean, Six 
Sigma or RFID come up short is because they do not account for what really drives 
supply chains: people—both customers and those within the supply chain serving them. 
The solution? Gattorna argues for segmenting markets not by profitability or geography, 
but by human behavior, starting with customers.
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To best serve the customer segments based on behavior, Gattorna is convinced that the 
subcultures delivering to each must be aligned based on the values and capabilities of 
the people who populate them. 

Supply chains segmented by values and behaviors can benefit from more defined 
innovation objectives.


