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xQ Helps a Global Animal Health Organization
Background

This global research-based animal health company 
develops and markets products to improve the health 
and production of animals. It has offices in thirty 
countries and influences animal production in more 
than 100 countries around the globe. Their products 
enhance animal health, wellness, welfare, and 
performance, and assists the food industry produce 
an abundant supply of safe and affordable food.

Since 1954, they have helped shape the animal health 
industry in the world, from the pastures of Nebraska 
to the pampas of Argentina. Food producers count 
on their products to keep animals comfortable and 
healthy so they can perform to their full potential. 
The company is known for a service philosophy 
founded on integrity, and for sharing reliable advice 
based on decades of experience and exploration. 
They are devoted to transforming animal agriculture 
through superior products and services, supported by 
people who care.

Intervention

The company enjoyed a long history of success in 
serving the industry, but were far from satisfied with 
their ability to effectively execute their business 
strategy and deliver ever-increasing value to their 
customers. Beginning in 2004, the U.S. affiliate 
embarked upon a deliberate search for the “keys” 
to executing well. FranklinCovey client partner, 
Rebecca Hession, introduced the company to the 
Execution Quotient (xQ) Survey, which measures 
both the overall health of an organization as well 
as its ability to focus on and execute key goals. 
The first survey was administered to the affiliate in 
April, 2004. It confirmed the “execution gap” and 
pin-pointed opportunities for improvement.

Following the initial xQ assessment, FranklinCovey 
consultant, Jim Stuart, led an xQ debrief and 
partnered with the organization’s leadership team 
to identify the organization’s most important goals. 
Stuart then partnered with the company’s Operations 
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Manager, a certified facilitator in The 4 Disciplines 
of Execution, to tailor The 4 Disciplines of Execution 
work sessions to the organization’s business 
and its specific business units. The Training and 
Development team also became certified in the 4 
Disciplines of Execution, and included this program 
in their leadership and management development 
training curriculum.

Results

“The FranklinCovey workshops and business partners 
assisted us in focusing and reaching our most impor-
tant goals. We found that when the entire organiza-
tion is crystal clear what is important and why, time 
allocation is deliberate; trade-off decisions are easier, 
engagement is high, productivity increases, and suc-
cess is expected as it should be,” said the Operations 
Manager. The results to date have been impressive. 

The organization has exceeded its customer value 
targets for two consecutive years (2004 and 2005), 
delivering above-plan value to its customers and the 
industry it serves. In August of 2005, they adminis-
tered a second xQ assessment, in which they saw sig-
nificant improvement in key indicators. Additionally, 
they have continued to emphasize the importance 
of continued execution improvement through “maxi-
mizer sessions.” “Our belief is that a competitive dif-
ferential of 21st Century animal health companies 
will be first-class execution discipline. This program 
served to enable, structure and accelerate execution 
discipline throughout the U.S. affiliate in a relatively 
short period of time. It has significantly changed our 
culture, enabling us to focus more on what matters 
most to our customers,” said the company’s Execu-
tive Director.
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“The workshops and business partners as-

sisted us in focusing and reaching our most 

important goals.”

							         —Operations Manager


