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1. Aims of the Project

In managerial decision making processes it is not well understood how managers with responsibility for strategic IT alignment prioritize investments between organizational IT infrastructure and local business unit applications. This project aims to measure the “mental models” governing managerial decisions towards strategic IT alignment in multi-business service organizations (MBSO). 
2. Background

The main focus of strategic alignment is the set of actions that corporate management performs to achieve business objectives. The preference of managers may be elicited by means of “mental models”, which are representations of reality that one uses to understand specific phenomena. Mental models enable a deep understanding of people’s motivations and thought processes. In a Multi-Business Service Organization (MBSO), superior performance is based on establishing synergy across a number of semi-independent Strategic Business Units (SBUs). In this context, managerial decision-making considers multiple organizational levels, multiple strategies and objectives.
3. Significance

Corporate and business unit managers dynamically orchestrate their investments in IT infrastructure and IT applications. Understand this dynamism is considered to be a source of competitive advantage. Prior research indicates that even in aligned firms, the managerial decisions leading to high degree of alignment is not well understood. 

4. Methodology

The methodology is organized as follows:

Survey

· Step 1: Strategic alignment experts will be surveyed to elicitation (and ranking) of the most important decision criteria for investments in IT. Results from the survey will be used to formulate a strategic decision-making model, which will encompass strategic components (such as business strategies and organizational behavior) towards corporate superior performance. 
· Step 2: IT managers’ decision-making preferences and decision criteria will be gathered by survey over a set of decision scenarios. 

Simulation Modeling 
Why simulation and not other methodologies?
· Results in Step 2 will indicate what are the preferences of IT managers, but not which are the strategies (i.e., mental models) governing their decisions. Prior study in the literature (Bond et. al 2008) indicates that managers do not have the ability to articulate their preferences (objectives, decision criteria). Thus, simulation modeling is a powerful tool to generate data from a model that estimates IT managers’ decisions (Step 1) – i.e., their strategic behaviors. Simulated data (Step 3) and surveyed data (Step 2) will be evaluated by means of a similarity analysis (Step 4), as illustrated in Gilbert & Troitzsch (2005 p.17).
· Step 3: Simulation modeling will be applied to elicitation of the IT managers’ strategies. The simulation model will be designed according to the decision-making model elicited in Step 1. Diverse configurations of the model (over the set of decision scenarios in Step 2) will be simulated and results will be stored.
Which model or set of possible models will you consider?

· The simulation model implements the process of individual strategic decision-making, without feedback loops.

· Step 4: Similarity analysis will be performed between data gathered from survey in Step 2 and data generated by simulations in Step 3. Results will be used to elicit the managers’ strategies.

5. Expected Results
Elicitation of (i) managers’ mental models (i.e., decision strategies) governing managerial decision-making towards strategic IT alignment in MBSO; (ii) decision criteria used by managers to take decisions and iii) the relevance of the decision criteria for typical decision makers.
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