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Building strategy: Critical Success Factors (CSF)

� “All the elements whose results, when they are satisfactory, 
guarantee the competing performance of the organization” 

� allow a strategic alignment of the processes of the organization 
� contribute to a better comprehension (a broader consensus) of 

the significant stakes and its priorities of an entity.  
� CSF are used in planning , information technologies, 

performance evaluation and to determine the information needs. 
D aniel (1961), Rockart (1979)
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• CSF determine the spheres of activities which are essential for the 
success of the organization; they must thus constantly be followed 
and measured by management.
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� At each step 

criticality (impact over)  
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Objective 1  CSF 1  9  9 9  10%  Key Indicator 1  
 CSF 2   9 9  9 30%  Key Indicator 2  
 CSF 3      9 25%  Key Indicator 3  
Objective 2  CSF x  9 9 9 9 9 35%  Key Indicator x  
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• These CSF must be aligned on the global CSF
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� 6. once the CSF of the whole organization established, 
determine  the CSF of each level of the organization.
• These CSF must be aligned on the global CSF

� 7. re-examine CSF  regularly, so that they take account of 
the changes in the environment and the performance of the 
organization.
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Building strategy: Critical Success Factors (CSF)
� CSF analysis can be also used to evaluate the importance of 

each direction/process of the organization/project to allocate the 
suitable resources. Two stages are added

� After stage 4, independent observers  are asked to evaluate,  
on a 1 to 10 scale,  the contribution of each process/service  
to reach the CF

� calculate the total importance of each one:
� calculate the average of the evaluations for each factor and each service
�multiplying this average by the factor importance, as a percentage 
� Lastly, calculate the totals for each column and each line. 
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FCS  
Process 

CF 1 : 20%  CF 2 : 30%  CF 3 : 40%  CF X : 10%  Total 

Process 1  Average evaluation x 20%  Average evaluation x 30%  Average evaluation x 40%  Average evaluation x 10%  Σ line 1 

Process 2  Average evaluation x 20%  Average evaluation x 30%  Average evaluation x 40%  Average evaluation  x 10%  Σ line 1 

Process x  Average evaluation x 20%  Average evaluation x 30%  Average evaluation x 40%  Average evaluation x 10%  Σ line 1 

Total  Σ Column 1  Σ Column 2 Σ Column 3  Σ Column X  
 


	Building strategy
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)
	Building strategy: Critical Success Factors (CSF)

		2009-09-20T07:24:27+0200
	Luc Quoniam




