
Meet Roberto and his work with a company called DERCO 
 
"I am chilean coach and founder of Hard Fun 
(www.hardfun.cl). When I got certified in LSP, I 
decided to quit my old job at a PR Agency and 
open my own consultancy company. In the last 2 
and a half years, Hard Fun has worked with 
almost 50 clients, impacting more than 4.000 
people in 6 countries. As I always says, "LSP 
changed my life for ever." 
  
 
 

The Challenge - 1000 people in four countries 
With a strong representation in Chile, Bolivia, Peru and Colombia, Derco is the 
main importer and distributor of cars, machinery, and spare parts in South 
America.  
 
The Company works with ten automotive brands, seven motorcycle brands, 
fourteen truck and machinery (construction and agriculture) manufacturers, and 
logistics. In addition, Derco also works with a number of accessories and spare 
parts companies. It also has the largest distribution net in the whole region. 
Which includes over 400 service and sales points (wholly owned and 
concessionaries), and over 4000 partners in the region. 
 
The LSP solution - transforming values into behaviour 

 
On July 2015, we initiated a series of 
workshops with a great objective: To 
redefine Derco's corporate values, and 
to transform its conduct of behavior 
into a new code of ethics. All this in 
the frame of new strategy that was 
implemented a few months before, 
with the slogan: "Let's Strive for 
more." The new values would be 
represented to the partners, and doing 
it using LSP appeared the best 
alternative, when one considers 

having more than 1000 participants. 



 
Work was done in two different ways: The first one was values. The main the 
objective was to define the actual vision of the partners, in lieu of company 
values. In other words, what are the correct values required in order to achieve 
the slogan's message of "let's strive for more." 
 
The second format of the workshop focused on the attitude through which 
different persons will accept the results of the first workshop. Thus, using the 
code of conduct utilizing LSP, various matrixes, and forms to convert it from 
abstract examples to concrete cases related to day-to-day businesses. 
 
The logistics - how we made it work! 
 

In this part of the process, time 
played a major role. A large amount 
of information had to be processed 
from one day to another, so as to 
validate it with the management. 
Consequently adapting it for use on 
the following day of the workshop.  
 
Before commencing the workshops, 
we designed a complete new form, 
which permits us to observe, 
analyze, and later elaborate it into a 
dossier for the client. This system 

processes the workshop information (several times there were two different 
cases on the same day) and help facilitate the decision making process.  
 
What we did was to take into account all the "core" concepts of the models, 
using the "Red Brick" technique. Thus, grouping them into conceptual clusters, 
utilizing word clouds and other means. This allowed us define which values 
should be expressed, so that the management could validate the information and 
enter it to the other workshop's format. 
The image shows an example of how we Immediately after processing 
the information obtained from the "CORE," could generate a graphic 
presentation to be shown to management of each country validating 
the values. 
 
	


