those stakeholders also include competitors. Companies that refuse
to release even geographic revenue breakdowns or profit splits per
business unit are unlikely to meekly swallow the thought of releasing
an average time to market number.

Such problems mount the closer you get to numbers that really can
predict the future. Take, for example, the percentage of revenue

a company derives from products below a certain age, say less
than three years old. That is strongly indicative of likely future
performance, overall sustainability of revenue, the potential need
for acquisitive growth and the capacity of management to keep the
enterprise relevant.

Releasing those numbers into the wild would be a leap. But what
happens if an entire market segment takes the leap together?

A CONCERTED EFFORT

“What we really need to see is a standardised way of reporting a
new set of metrics that is adopted by a group of companies all at
once rather than one at a time,” says Roy Marcus, the head of Da
Vinci Holdings. “When you look at listed companies especially the
voluntary adoption of far greater transparency in reporting will
make it necessary for those who don't adopt the metrics to explain
their reasoning.”

More importantly, he argues, is that TT100 participants are equally
keen to benchmark themselves aqgainst their peers and against
themselves. Both levels of that competition would gain from
standardised metrics.

Also standing to benefit is the national economy - and the perception
thereof - of South Africa. Da Vinci believes that the branding benefits
of scrutiny like the TT100 process is valuable well beyond the
borders of South Africa. Should local companies lead the way in
adopting new metrics that increase transparency and therefore trust
in their status, the benefits would be even greater. @
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