Computer Networks - Perfecting the Business Workflow

The importance of the computerized internal business network cannot be overestimated. It has been said and repeated that workflow is more important than cashflow. Intranets are both a practical expression of the flow of appropriate information and a means to facilitate the creativity of an empowered workforce.

The whole point of technology is to facilitate workflow. There are three aspects to the facilitation of workflow: a correct and universal concept of enterprise information architecture, an innovative view of technology implementation, and a strong understanding of the necessity and means for workforce empowerment. I'll now say it backwards. Concept, technological innovation and human understanding are the three elements necessary for workflow facilitation, which is the point of networking technology.

Intranet Design Analysis is a leading-edge, rapidly evolving field in the study of business management technology in which a particularly talented and personally empowered visionary consultant or team attempts to facilitate the amalgamation of the workforce through the creative and cooperative design of the corporate/people's intranet.

These consultants must function simultaneously as catalysts for change and creativity among the workforce while documenting talents and ideas and transforming them into templates of interpersonal and interoffice workflow which find practical expression in the final, yet always evolving intranet design.

Dreambuilding is the essential element of successful workflow management. The need is widely recognized by major companies preparing themselves to support this necessary new work ethic based on the creativity and prosperity of the workforce.

Realizing the True Value of Intranet Technology

It is important to understand the real value of Intranets.

Intranets must use the most advanced interpersonal and interoffice communications technologies that are supported by standard networks to 1) create the perfect workflow, and 2) convert the benefits of having a empowered, co-operative workforce into structural, or corporate, assets. In other words, the creativity and experience of intelligent, business-building employees must stay with the company even after the employee has left. Such is the challenge, and it is not easy.

This purpose results in and depends upon an intricate relationship between the employer, the Intranet (builder) and the workforce. A correct estimation of this intricate relationship is "crucial" to the creation of a successful 21st century business and key to the success of a dynamic new class of intranet consultants, whom I call dreambuilders.

The design of a successful Intranet is TOTALLY dependent upon this estimation. DO NOT UNDERESTIMATE IT! The Success of an intranet is in creating an efficient and stimulating workflow. This can only be done by the collective creative effort of an enthusiastic and co-operative workforce. Creating that enthusiasm and enlisting that co-operation is the singular   purpose of dreambuilders.

This success cannot be accomplished without the daring willingness and studious diligence of the company's CEO. So it is to the relationship between CEO's who are or would be "corporate mystics", dreambuilders, network and Intranet developers, and an increasingly empowered and enlightened workforce, that the work on this website is dedicated.

THE EVOLUTION OF DREAMBUILDERS 

(From Network Development to Dreambuilding)

Computer networks reach into the heart of every business and by extension, the life of every person in the world.

Because of the importance of network technology as the platform of business in the coming age of global economy and communications, the role of the network salesperson has taken on an entirely new dimension.

The astute network salesperson will need to have a personal interest in advanced conceptual studies and be a leading-edge researcher and technical theorist with a curiosity and experimental nature: a technologist and visionary rather than a technician, and a well-rounded human being, sympathetic to the needs of the workforce and the requirements of successful corporate management.

S/he must know how to work towards the goal of optimal system performance with minimal necessary interruption. This will require a realistic grasp of the process of inquiry and project development, and an understanding of the concepts of workflow facilitation, enterprise information architecture, and workforce empowerment.

Job titles and descriptions like Intranet Design Analyst, Sales Engineer and Sales Architect are emerging but still not comprehensive enough to encompass the scope of the position. Network sales people must look to their future and develop their own vision and self-concept, and realize the importance of seeing themselves in a new role. Making the linguistic leap from technical to philosophical, I say they must be Dreambuilders.

With the simplification of networking and Intranet technology, its practical application to the needs of contemporary business becomes sequential to the development of the concept and plan of implementation. The network salesperson must be able to participate in, share and contribute to the vision and direction of the client leadership. This is, very practically, dreambuilding on a corporate level, a position that many companies need to fill. It requires someone with the interest to research, observe, study, think and explore possibilities.

In respect to the aspect of workforce empowerment, they must also utilize the concepts of dreambuilding in the process of knowing how to discover the needs, goals and untapped potential of the workforce. This is an important part of developing and fine-tuning the internal affairs system until it's a well-oiled and practiced productivity machine, just what every business needs and wants to be.

And in respect to their own personal lives they must be dreambuilders, holding to the motto that their dream is to make yours come true. Only by successful accomplishment of your dream can they build their own.

System Developers For The 21st Century

The successful network development and sales companies in the 21st century will require much more than hired technicians. They will need people who care about their personal excellence and not just the money they make; who have a passion to help others and to be a part of the attempt to perfection; whose ultimate desire is to proudly represent their company as a real competitor in the emerging network development industry.

Perfect business situations are dependent upon network functionality, so naturally the main business interest of the company should be the selling of perfect networks. Perfect networks must provide custom functionality capable of supporting the evolving infrastructure goals of the companies for whom they are designed. This requires not only competent development, but well-researched, futuristic design.

Perfect networks require two things: the productive utilization of the technology that makes networks run, and the development of future-ready business tools and workflow systems that run on networks. This necessarily requires much more than experienced technical expertise for efficient implementation, but far-reaching conceptual visualization capabilities on the part of the sales team.

This requires sales leaders who can take the study of needs analysis beyond mere documentation to a higher, concept-building level. Who are attentive in needs analysis, well versed in both applicable technology and contemporary business concept, and who apply conspicuous attention to infrastructure concerns in order to impress the customer that their company will truly be a value added reseller and not just a technical crew.

Anyone can sell network hardware, but why should they allow their network clients to purchase their productivity services system from another company more into 21st century business thought than themselves?  And why would astute clients choose to purchase their network components from a company unprepared to mold those components into a custom leading-edge business flow system?

It is plain to see that the evolution of corporate human resources management is being paralleled by, and integrally linked to, the development of Intranets (and extranets) as leading edge business and productivity tools.

That is why network development companies will need to have thinkers who are paid to do nothing but think, to research and develop clear and communicable network functionality concepts, translatable into workable plans, both for internal and external implementation.

There is little doubt that all network-using enterprises of the future will need to have on-staff full-time technical architects and dreambuilders whose job it is to research and develop practical and futuristic network functionality concepts. So a network sales team will naturally want to grow into a consulting group providing that kind of thinking and experience to corporate customers.

The goal then becomes to transform the network development company into more than just a leading-edge technical services provider, but into a trend-setting (not trend- following) Business Consulting Firm  whose own internal example shines so brightly that they no longer need to sell their services, but are busy training new associates to represent them to a steadily increasing client base.

This 'Firm-of-the-Future' will, like all companies, comprise three forces - technical consultants, management consultants and sales consultants, and the sales/consultant force must be dreambuilders.
