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Exercise One - The Strategy 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 

1 
Understanding customer needs and relating                    customer considerations to the strategic plan. 

2 
Having effective internal meetings focused on                     the strategic plan and communicating regularly. 

3 
Focusing the organization's time and resources                     productively to support the strategic plan. 

4 
Connecting the business development (marketing                     and sales) to the strategic plan. 

5 
Communicating value to clients.                       

6 

Aligning team(s) efforts and contribution 
                    to the success of the strategic plan - people see 

their part. 

7 
Actions are coordinated to the business strategies.                     

  

8 
Time management and scheduling of executive                     and organizational attention to the strategic plan. 

9 
Team members are competent and focused on                     what their strengths to support strategic success. 

10 
Strategic planning coordinates and supports                     the brand of the organization. 

11 
Delegation is effective and people are leveraged                     to support the greatest level of performance. 

12 
Processes are efficient and effective supporting                     the execution of the strategic plan initiatives. 

13 
The organization is profitable and the team(s)                     understand their profit contribution and impact. 

14 
The goals and expectations of the strategic plan                     
are clear and communicated to the organization. 

15 
The right people are in the right places to                     execute the strategic plan. 

16 
The organization's competitive advantage is clear                     and the foundation for the strategic plan. 

17 
There is effective decision-making                     throughout the team and organization. 

18 
Effective feedback is provided on progress                     and performance. 

19 
Learning and growth is coordinated and connected                     

to building talent to support the strategy. 

20 

Time is invested by leaders in communicating 
                    

the strategy, gaining input, and updating progress. 

Total 
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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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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? 
 
 

    

Exercise Three - The Strategic Snapshot 
             
 

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

[1] [2] 
                
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
                

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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The Strategic 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 moving forward? 

[4] 

The Strategic Drivers 
        
     

1          
           
           
           
           
             

2          
           
           
           
             

3          
           
           
           
             

4          
           
           
           
             

5          
           
           
           
           
                

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.   

                

  [3]    
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The Strategic 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 your success? success? 

[5] [6] [7] 
                  
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
             
                  

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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 The Strategic 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] 
                
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
                

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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 The Strategic Roadmap 
         

What are the key outcomes to   What are the key strategic drivers 
be achieved by the strategic 

plan?   
to focus on to produce results? 
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The Strategic Roadmap 

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

1 
Understanding customer needs and relating 

           7        customer considerations to the strategic plan. 

2 
Having effective internal meetings focused on 

    3                the strategic plan and communicating regularly. 

3 
Focusing the organization's time and resources 

       4             productively to support the strategic plan. 

4 
Connecting the business development (marketing                8     and sales) to the strategic plan. 

5 
Communicating value to clients. 

              8        

6 

Aligning team(s) efforts and contribution 
   2                 to the success of the strategic plan - people see 

their part. 

7 
Actions are coordinated to the business strategies.      3               

  

8 
Time management and scheduling of executive 

        5            and organizational attention to the strategic plan. 

9 
Team members are competent and focused on 

                 9   what their strengths to support strategic success. 

10 
Strategic planning coordinates and supports 

                9    the brand of the organization. 

11 
Delegation is effective and people are leveraged          5           to support the greatest level of performance. 

12 
Processes are efficient and effective supporting 

             7       the execution of the strategic plan initiatives. 

13 
The organization is profitable and the team(s) 

            7        understand their profit contribution and impact. 

14 
The goals and expectations of the strategic plan 

         5           are clear and communicated to the organization. 

15 
The right people are in the right places to 

                9    execute the strategic plan. 

16 
The organization's competitive advantage is clear               8      and the foundation for the strategic plan. 

17 
There is effective decision-making 

      4              throughout the team and organization. 

18 
Effective feedback is provided on progress 

   2                 and performance. 

19 
Learning and growth is coordinated and connected     3                

to building talent to support the strategy. 

20 

Time is invested by leaders in communicating 
  2                  

the strategy, gaining input, and updating progress. 

Total 
  6  9  8  15  0  21 24 27 0 

 110 / 20 = 5.5  Ĕ  55% 
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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?       Small to medium sized businesses (independently owned) 

What need is our products and/or services filling 
for our customers? Cost effective marketing copywriting and support 

material writing 

What is the greatest advantage our products and/
or services provide for our customers? Save time & money and get professional messaging. 

What is the key trend affecting our customers over 
the next five years? More competitive market + greater electronic marketing 
How will that trend impact on how our customers 
use our products and/or services? Need to market with higher quality look and defined 

message to stand out 

2. The Competition  

Where is the competition winning in our marketplace? Larger businesses with broader market needs 
Who are our key competitors? Brand ACO 
What is the greatest advantage our competition 
provides in their products and/or services? Variety of services + research support 

Where is the competition lagging? Too expensive + slow for entrepreneurial market 
Where are our competitor's weaknesses? Nothing is customized and entrepreneur’s voice often lost 

in process 

3. The Company  

What are the key strengths of our organization? Pleas able + responsive professional writers 
What are the key challenges of our organization? Staying focused + not re-writing every ‘wheel’ 
What are the key capabilities our organization 
needs to be more competitive? Communication + planning internally 
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1. What are you most proud of accomplishing as an organization in the past (one to five) years? Why? 
   Setting up independent business 
   Winning professional writing awards 
   Innovative e-marketing campaigns for fast growing businesses 
   Website text-writing program 
   Entrepreneur interview process for messaging competitive advantage 
 

2. How would you build on your winning accomplishments to achieve greater success? 
   Promote our awards + industry recognition 
   Focus on coordinated service package for entrepreneurial businesses for e-marketing and  
   website 
   Capture sales results from our campaigns for customers 
 

3. What would you be most proud of accomplishing over the next (one to five) years? Why? 
   Measuring program to track returns of e-marketing and website campaigns  
   Testimonial book + webpages from customers 
   Building our website design team 
 
 

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

   Working with entrepreneurs focused on bottom line so we offer exactly what is needed 
   Losing the government contract as not a fit and would have stressed organization - stick to 
   market 

    

Exercise Three - The Strategic Snapshot 
             
 

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

[1] [2] 
                                                                                

 Increase sales by 50% 

Protect 20% profit margin 

Build a 2-person web design team 

Regular, coordinated prospecting program for new 
business 

Solidify market recognition and writing credibility 

Complete e-marketing package swsho of services 

Move 50% of current clients to e-marketing 
package jljlkj 

Build 40% referral rate 

                
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. 
    

                

                                                                                
 - Business to Business trade shows       - Results tracking     
                                               program for clients 

 - Direct letter prospecting campaign        - Web design package       

 - client relationship meeting/building         - Referral building                     

- University teaching                     -Seminars 

 - networking sessions                   - Association presentations 

 - Government + industry RFPO        - Magazine ads 

 - Package services + programs         - Magazine articles 

 - Our e-marketing campaign 

 - Profit centre statements for all areas 

 - marketing coordinator position 

 - E-advertising campaign 

 - Apply for awards 

 - Press releases to media + clients 
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The Strategic 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 moving forward? 

  [3]    [4] 
The Strategic Drivers         

1       - Someone dedicated to customer account management 

 - Marketing coordinator to organize and manage 
process 

2        - Time!     

       E-Marketing / advertising campaign     - Meetings all over the place - hard to organize 
             

3     
    - Team meetings don’t happen often and are just 
status reports 

      
       Results tracking program 

        
   - People don't coordinate - lots of duplication 4     

       Profit Centre statements 
  - Getting people’s attention to read profit 
statements + understanding them 

5         - Focus     

       E-Marketing Package  -Regular meeting of senior team for decision making 
                

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.   

                

       Client Relationship building     
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The Strategic 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 your success? success? 

[5] [6] [7] 
                 
- Current Clients are happy + build 
testimonials + referrals 

 - Time scheduling systme for all 
team            

 - Current client relationships 

             
 - Current customers asking for more 
support 

 - Scorecard to measure progress + 
stay focused 

 - Senior team working ability 

             
  - Entrepreneurs connected to current 
clients      

 - account manager hired  - Connection with entrepreneurs 

             
  - Tracking results of e-marketing 
work      

 - e-marketing service sdkjsdf 
packaged + offered to clients 

 - Connecting all work to kjfhs 
customer service 

             

  - Regular team meetings each 
week      

 - Profit centre statements       

             

  - Financial review meeting each 
week      

                  

             
                  

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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 The Strategic 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] 
                                     

 - Hire account manager 

 - Customer meeting schedule 

 - Referral requests + testimonials 

 - Hire marketing coordinator 

 - Build prospect database 

 - Work with media buyer for e-ads 

 - C 

 -  

 - Profit statement meetings each month 

 - Writing days for jsadh 

 - Customer focus groups 

 - Package the product                          

        
      
      

   - Strategy offsite to introduce plan 

      
      
      

   - Set time for regular team + senior team meetings 

      
      

      
      
      
      
      
      
      
      
      
      
      
      
      
      

                
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.   
          

                

    -  Start hiring process 
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 The Strategic Roadmap 
         

What are the key outcomes to   What are the key strategic drivers 
be achieved by the strategic 

plan?   
to focus on to produce results? 

         
 

 

 

 

• Increase revenue growth 
by 50% 

• Maintain profit 
margin at 20% 

• Package e-marketing 
service suite 

• Build 50% customer e-
marketing package 
revenue stream 

• Build 40% referral 
rate  

          
                   

- Client relationship building 
   
   
   
           
       

           
                       

 - E-Marketing/advertising 
campaign 

   
   
   
   
           
       

           
                       

 - Results tracking program 
   

    
   
   
           
       

           
                       

 - Profit centre statements 
   
   
   
   
           
       

           
   
   

  

      
                  

  

      - E-marketing Service  suite 
package 
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The Strategic Roadmap 

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

        
        
 1. Hire account manager 

2. Customer meeting schedule 

3. Referral requests + 
testimonials 

 
• Client meetings completed 

• Referral requests 

• Referrals generated 

    
  
  
  
  
        
 1. Hire marketing coordinator 

2. Build prospect database 

3. E-ads through media djkfsjh 

 

 
•  Volume of database 

• Conversion rate on e-ads 

• Opening rate on e-letters 
 

  
  

    
  
  
  
        
 

1. Cahnge Phil’s position to build 
program 

2.Jdfk 5 sample customers 

  

 

• Program completion status 

• E-returns of 5 customers 

 

  
  

    
  
  
  
        
 

1. profit statement meetings 

 

  

 
• Profit margin rate 

• Revenues / revenues growth 

• Profit statement meetings 
 

  
  

    
  
  
  
        
 1.  Writing days o f kljlk 

2. customer focus groups 

3. product packaged 
 

 • Number of writing days 

• Product completion status 

• Focus group meetings 
 

  
    
  
  
    

  




