























BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise One - The Strateqy Perspective

The following exercise provides a score for your perception of the present state of results
achieved from various dimensions of your strategic planning process.
For each statement, score how well you feel your organization or team performs now
on a scale of 1 (very poor) to 10 (excellent).

Component 1 2 3 4 5 6 7 8 9 10
Understanding customer needs and relating
1 customer considerations to the strategic plan.
Having effective internal meetings focused on
2 the strategic plan and communicating regularly.
Focusing the organization's time and resources
3 productively to support the strategic plan.
Connecting the business development (marketing
4 and sales) to the strategic plan.
Communicating value to clients.
5
Aligning team(s) efforts and contribution
to the success of the strategic plan - people see
6 their part.
Actions are coordinated to the business strategies.
7
Time management and scheduling of executive
8 and organizational attention to the strategic plan.
Team members are competent and focused on
9 what their strengths to support strategic success.
Strategic planning coordinates and supports
10 the brand of the organization.
Delegation is effective and people are leveraged
11 to support the greatest level of performance.
Processes are efficient and effective supporting
12 the execution of the strategic plan initiatives.
The organization is profitable and the team(s)
13 understand their profit contribution and impact.
The goals and expectations of the strategic plan
14 are clear and communicated to the organization.
The right people are in the right places to
15 execute the strategic plan.
The organization's competitive advantage is clear
16 and the foundation for the strategic plan.
There is effective decision-making
17 throughout the team and organization.
Effective feedback is provided on progress
18 and performance.
Learning and growth is coordinated and connected
19 to building talent to support the strategy.
Time is invested by leaders in communicating
20 the strategy, gaining input, and updating progress.

Total
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise Two - The Strategy Triangle

Ask your team(s) to answer the following questions individually or complete the exercise
in a group meeting format.

1. The Customer

Who is our core customer?

What need is our products and/or services filling
for our customers?

What is the greatest advantage our products and/
or services provide for our customers?

What is the key trend affecting our customers over
the next five years?

How will that trend impact on how our customers
use our products and/or services?

2. The Competition

Where is the competition winning in our marketplace?

Who are our key competitors?

What is the greatest advantage our competition
provides in their products and/or services?

Where is the competition lagging?

Where are our competitor's weaknesses?

3. The Company

What are the key strengths of our organization?

What are the key challenges of our organization?

What are the key capabilities our organization
needs to be more competitive?
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise Three - The Strategic Snapshot

Ask your team(s) to answer the following questions individually or complete the exercise in a
group meeting format.

1. What are you most proud of accomplishing as an organization in the past (one to five) years? Why?

2. How would you build on your winning accomplishments to achieve greater success?

3. What would you be most proud of accomplishing over the next (one to five) years? Why?

4. What have been the best learning experiences in the past (one to five) years? Why?
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (A)

START WITH THE END IN MIND HOW TO GET THERE
What are the specific and measurable Brainstorm all the initiatives that you could
results you want to achieve pursue to achieve your desired results.

for iour oraanization?

List the results you want to achieve Take each of the results you identified
in the next one to five years. in Column [1] and think about the
different approaches and initiatives
that you could take to get there.
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (B)

WHERE TO FOCUS Outline the Gap |
Prioritize the list of initiatives in Column [2] What are the blocks and
and target your top 3 - 5 initiatives. challenges that are in your way

to movinE forward?

The Strategic Drivers

1

Review your list of initiatives in Column [2] Where are you stuck?
and assess the impact of each on your Where is your team stuck?
ability to generate your desired results - What gets in your way?
target the 3-5 that would have the highest What has not been working for you?

likelihood of producing maximum results.
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqgic Drivers (C)

Outline the Gap
What are the best What capabilities and What strengths will you
opportunities to focus on resources do you need to build on to achieve

for success? achieve iour success? success?

What goals would provide What is missing now What has worked for you?
the best return for your team/business? What has helped your
on your investment? What do you need most success?
What achievements to succeed? How would you build
would give you the best win? | What do you need to learn? on your success?
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (D)

ACTION PLAN

What initiatives will you use
to move forward?

[8]

What are your best actions
to take in the next 30 days
to move forward?

[9]

For each of the strategic drivers what
are the 2-3 actions or initiatives that you
will follow to realize the results - and
how will you measure success.

Where do you start?
Who does what by when?
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BLUTEAU DeVENNEY & COMPANY: /b\
HELPING SUCCESS COME NATURALLY \\7

The Strateqic Roadmap

What are the key outcomes to What are the key strategic drivers
be achieved by the strategic to focus on to produce results?
plan?
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BLUTEAU DeVENNEY & COMPANY: ,(6\},
HELPING SUCCESS COME NATURALLY X

The Strateqgic Roadmap

What initiatives will be followed? How will progress be measured?
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise One - The Strategy Perspective Example

The following exercise provides a score for your perception of the present state of results
achieved from various dimensions of your strategic planning process.
For each statement, score how well you feel your organization or team performs now
on a scale of 1 (very poor) to 10 (excellent).

Component 1 2 3 4 5 6 7 8 9 10
Understanding customer needs and relating 7
1 customer considerations to the strategic plan.
Having effective internal meetings focused on 3
2 the strategic plan and communicating regularly.
Focusing the organization's time and resources 4
3 productively to support the strategic plan.
Connecting the business development (marketing 8
4 and sales) to the strategic plan.
Communicating value to clients. 8
5
Aligning team(s) efforts and contribution
to the success of the strategic plan - people see 2
6 their part.
Actions are coordinated to the business strategies. 3
7
Time management and scheduling of executive 5
8 and organizational attention to the strategic plan.
Team members are competent and focused on 9
9 what their strengths to support strategic success.
Strategic planning coordinates and supports 9
10 the brand of the organization.
Delegation is effective and people are leveraged
5
11 to support the greatest level of performance.
Processes are efficient and effective supporting 7
12 the execution of the strategic plan initiatives.
The organization is profitable and the team(s) 7
13 understand their profit contribution and impact.
The goals and expectations of the strategic plan 5
14 are clear and communicated to the organization.
The right people are in the right places to 9
15 execute the strategic plan.
The organization's competitive advantage is clear 8
16 and the foundation for the strategic plan.
There is effective decision-making 4
17 throughout the team and organization.
Effective feedback is provided on progress 5
18 and performance.
Learning and growth is coordinated and connected 3
19 to building talent to support the strategy.
Time is invested by leaders in communicating
2
20 the strategy, gaining input, and updating progress.

6 9 8 |15 0 |21|24 |27 | O

Total

110/ 20=5.5 E 55%
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise Two - The Strategy Triangle

Ask your team(s) to answer the following questions individually or complete the exercise
in a group meeting format.
1. The Customer
Whois our core customer? Swalll to medium sized businesses ﬂko@/e/mé/(t@ o«//(eo//

What need is our products and/or services filling
for our customers?

Cost effwm@ m&&é/}g/ oapywriting and support

material a//‘/l‘/)(/

What is the greatest advantage our products and/
or services provide for our customers?

Save tine & money and ;/elf /Mfa&&/bfm/ /r(e&&adax/}g/,

What is the key trend affecting our customers over
the next five years?

How will that trend impact on how our customers /Veec/ L mwarkot with éé}/é@/‘ 7‘(“/7&% bk a/(/c/ef/)(%/

use our products and/or services?

More om/at/me market + /ﬁeab‘eﬁ eloclronic m/‘&b“/)y

nessage to stand oal

2. The Competition

Where is the competition winning in our marketplace?

/d/‘/é/‘ businesses with broader markel needs

Who are our key competitors? Brand ACD

What is the greatest advantage our competition
provides in their products and/or services?

Mwéb} af Sermves + research &%ﬁaﬁlf

Where is the competition lagging? o0 expensive + Slow faﬁ e/(f/‘e//‘a/(ea/‘/a/ market

Where are our competitor's weaknesses?

/Vﬂté/)g/ /& customized and entreprenenr & vaive ofte/( list

" process

3. The Company

What are the key strengths of our organization? p/%? blo + /%;MI(J’/M/Mfef&/'aﬁa/W‘/Ife/‘&

What are the key challenges of our organization?

kY, L‘ay/)g faaa&’ea/ * nol /‘e-W/‘/L‘/)g// every wheel’

What are the key capabilities our organization

PV ..
needs to be more competitive? gamr«/(/aat/m /a %W”y M@M{a/{%
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

Exercise Three - The Strategic Snapshot

Ask your team(s) to answer the following questions individually or complete the exercise in a
group meeting format.

1. What are you most proud of accomplishing as an organization in the past (one to five) years? Why?

felflf/}y up /}(/e/ae/(a/e/(f business

Wiening preofessional writing awards

lnnovative e-m/‘&t/}g/ campagns 0‘0/‘ [fa@t Jrowing businesses
Website loxt-writing progran

Z’;(L‘/‘efﬁa/ww‘ mlervien process fo/‘ m&&a//)y oo/rr/at/f/ue aa/mfa/a

2. How would you build on your winning accomplishments to achieve greater success?
Fromote ouwr awards + industry recognition

Focas on coordinaled service /aaéa/e faﬂ e/(tf/‘e/ﬂl‘e/(ea/‘/k/ businesses fa/« e—mﬁ&t/}(;/ and
website

&;Mm salos resulls /M/rz our am/@}w faﬁ castomers

3. What would you be most proud of accomplishing over the next (one to five) years? Why?
/%zmw}g/ program G traok retuwns of e-markeling and website campaipns

[estinonial book + m//aa//af f/‘m customers
Bw%}g/ our website c/esz}/( leam

4.  What have been the best learning experiences in the past (one to five) years? Why?

M/‘f/)gx with a/(tﬁe/b/‘e/(em@ fw«&a{ on botlom liwe 0 we 0ffe/‘ emaf%y what s needed
/o&’/}g/ Lhe government contract as not a f/'t and wodld have stressed organization - stk o
market
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (A)

START WITH THE END IN MIND
What are the specific and measurable
results you want to achieve

lnerease sales /y 50%
Frotect 20% /M[f/'f margi
Butd a 2-person web c/a&g?//r leam

/@;«/a/j coordiated progpecting program for rew

business
ﬁ/ﬁ/@fy market recopuition and writing a/‘ed/Z/ﬁ'by
50;«//@&‘@ a—m/‘&&)g/ /aaaéa//a Swsho af Servoes

Move 50% 0/ cwrrent ollents o e—ﬂaf&f/)g/
oy

Butd #0% ﬁéfé[‘/‘d/ rate

HOW TO GET THERE
Brainstorm all the initiatives that you could
pursue to achieve your desired results.

for iour orﬁanization?

- Busivess to Busivess trade shows - Kesullis tracking
progran for olionts

- Divect tetter progpectivg campapn - Web desipn package

- cliont relutionshp meeting/builling - Boferral buitiling

- niversity teaching ~Semiars

- /(@fﬂ/ﬂ/‘gl}(y@ SeSSIons - Association /fefa/(taﬁb/(&

- Guwernment + industry RIFD - Magazive ade
- Puckage services + prograns - Magazive artictes
- Ow e-marReling campaipn

- Prafit centre statements for ol areas

- marketing coordinator position

- Ladvertising campapn

- Aply o s

- Fress rebloases to media + clients

List the results you want to achieve
in the next one to five years.

Take each of the results you identified
in Column [1] and think about the
different approaches and initiatives
that you could take to get there.
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (B)

WHERE TO FOCUS Outline the Gap
Prioritize the list of initiatives in Column [2] What are the blocks and
and target your top 3 - 5 initiatives. challenges that are in your way

to movini forward?

The Strategic Drivers

1 - Someone dedizated to castomer account /rmmyem/(t
Client Relationship buitiling - Martetiny coordivator to organize and manage
Yrocess
2 - 7/71(@./
~Marketing / advertising campaion - Meelings alt over ace - hard to organize
E-Marketing / adverticing campai Mectings all over the place - hard to organs
3
- [ean meelings don ?écyz/ae/( aﬁ‘e/( and are Just
Fosults tﬁaaf/}g/ progran etatus m/mﬂif
4 - PM/M:/ don ¢ coordinate - lots o[f /1’0//04&70/(

- Cotting peapts & altontion to read profit
/D/‘of/'t Centre stalements ¢ Lo / f
olatements + Ma/e/‘&ta/m{/}g/ Lhem

- - fasas

f:/%ﬁfat/}g/ Paaéa/e —/@/«%M neeliing of sentor leam (foﬁ decrsion mzé}(;/
Review your list of initiatives in Column [2] Where are you stuck?
and assess the impact of each on your Where is your team stuck?
ability to generate your desired results - What gets in your way?
target the 3-5 that would have the highest What has not been working for you?

likelihood of producing maximum results.
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqgic Drivers (C)

Outline the Gap

What are the best
opportunities to focus on

- Cwrent lents are 4%% + butd
ostinoniale + /‘efaﬁra/f?

- Cwrrent castomers as’ﬁl}g/ fo/‘ more

faﬂwﬁb‘

- 5{5/‘@,0/‘@/(&«/‘&“ connected Co carrent

 Uonts

- Tracking resulls of e-marketiny

ﬂ/ﬂ/‘g

- /@/a/aﬁ team /r(wt/)yf each

Wweek

- Financral review meb‘/}g/ each

Wweek

What capabilities and
resources do you need to

- Tine wéec/a//}g/ Wﬁm faﬁ YY/4
leam

- Seorecard to measure progress +

S’fdf fwa@a/

- acoount manager tred

- z—/rra/ofef/}(// Service J’/ék’/f
aaafa}ea{ * offe/‘ea{ to clients

- Pm[f/f centlre stalements

What strengths will you
build on to achieve

for success? achieve iour success? success?

- Cuwrrent client /ve/zzb?'a/(fé/}f

- Senior team mﬁf/}gz a//%f%

- Connection with e/(f/‘e/oﬁw(ea/‘f

- go/(/(wt/}g/ all work to @ﬂa’

bustomer: Service

What goals would provide
the best return
on your investment?
What achievements
would give you the best win?

What is missing now
for your team/business?
What do you need most

to succeed?
What do you need to learn?

What has worked for you?
What has helped your
success?

How would you build
on your success?
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Drivers (D)

ACTION PLAN
What initiatives will you use What are your best actions
to move forward? to take in the next 30 days
to move forward?

[8] [9]

- Hoe accoant mandger

- & lrategy 0ffs’/b‘e lo introduce //a/(

- Customer /r(wt/)g/ sohedute

- /@faﬁf«/ wy«eﬂfa’ * Lestimonials
- Sot time for reaulir toam + senior team meelivgs

- Hire mw&t/)g/ coordinator f 4 s

- Butd prospect database

- Work with media buger for e-ads - Start hirirg process

-C

- /D/vof/f statement /r(wt/}g/«s’ each month

- M‘/b‘//(”& /ay&’ fw‘ /ls’aa%
- Customer fma& Jroups
- loaafa/e the product
For each of the strategic drivers what Where do you start?
are the 2-3 actions or initiatives that you Who does what by when?

will follow to realize the results - and
how will you measure success.
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqic Roadmap

What are the key outcomes to What are the key strategic drivers
be achieved by the strategic to focus on to produce results?
plan?

- Client relationship ém‘édmj

o [ncrease revenue jrowf“h
by 5ok
- E-marketing /advertising

o Maintain profit

campavyn
margin at 200
o Package e-marketing
SerVice Suite
o Build s0% customer e- - Results tracking program

ma,rke{—inj p@ck@ﬂe
revenue stream

o Budld 40% referral
rate

- Profit centre st-atements

- f_—ma,rke{“mj Service  suite
package
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BLUTEAU DeVENNEY & COMPANY:

HELPING SUCCESS COME NATURALLY

The Strateqgic Roadmap

What initiatives will be followed? How will progress be measured?

1, fare account manager
Claent- meetings complet-ed

(

2. Customer meeting schedwle

Referral requests
3. Referral requests +
test-imonials

Referrals generated

1. Hare markefmﬂ coordinator

Volume of database
2. Budld prospect database

(

Conversion rate on e-ads

3. F-ads through media djFfs7h

Opening rate on e-let-ters

1. Cahnge Phil’s position to build
program s Program completion status

F-retwrns of s customers

2.JAdFE 5 sample customers

Profit margin rate

1. profit statement meetings
| Revenues / revenues growth

Profit statement meetings

1. writing days o £ Kk Number of Wit Ing da'yj

| 2. customer fFocus groups

3. product pa,cka,jed

Product complet-ion status

Focus group meetings
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