
What Specifically Should Our Strategic Plan Address
We Are Addressing

Yes or No

What steps will we take to build our company worth?

What is our core competence – how will we leverage and protect it?

What is our primary strategic need  - Market, Product, Presence, Hit Rate?

Who are our primary and secondary target audiences? Who won’t we serve?

What is our Sales plan specific to our top customers (groups or individual companies)?

What will our Sales & Marketing plan be for the period ahead for deployment of our team and dollars?

What are our Value Proposition and Unique Selling propositions? How do we keep them relevant?

How do we build and protect our competitive moat?

How will we become more efficient in the period ahead related to our product/service fulfillment?

What will our pricing strategy be – specific to each product/service offering and for each target audience?

What do we want our Organization structure to look like – what enhancements do we want to make with our culture?

Where in our business will we invest in the period ahead?

What are our key targets for measuring financial (budget) and non-financial (efficiencies, customer experience)?

What steps will we take to eliminate or reduce our company risk profile (reliance on a person, customer concentration, etc.)?

What will we do to enhance our customer experience – increase our stickiness?

What will our tactical initiatives be to move our strategies forward and to achieve our targets?

What steps will we take to engage our team in implementing the plan? Our cadence for monitoring progress?
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