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Strategic Planning….for the rest of us 



Agenda Session Objectives 

 Strategy Planning vs. Strategic Management 

 Shelf life vs. Utility 

 Practical tools 

 Resources 

 



Strategic Planning vs. Management 

 Strategic Planning 

 Seen as a separate management function 

 Allocates resources to programs  

 Strategic Management 

 Strategic thinking embedded in running the business 

 Strategic Planning is the tool to align other control 

systems (budgets, customer focus, employee programs) 

 

 Planning not sufficient - Execution is key 

 

 



 2-day offsite 

 Expensive consultant 

 Trendy tools 

 Lofty goals 

 No accountability 

Typical Strategic Planning Session 



Typical Strategic Planning Session 



Typical Strategic Planning Session 



Typical Strategic Planning Session 



Shelf Life vs. Utility 



Strategy vs. Tactics:  Role Clarity 

Role Common 

Expectations 

Results 

Orientation 

Time Horizon 

Employee 

 

Do Individual 

Team 

Present 

Next month 

 

Manager Do 

Manage 

Individual 

Function 

Present 

Future 

 

Leader Manage 

Guide 

Function 

Organization 

Analyze the present 

Secure the future 

Where are you spending your time? 



It’s not that tough… 



PDCA 

 Plan:  3 year, 1 year, quarterly targets 

 Do:  have clear objectives, outcomes, milestones 

 Check:  regular check ins 

 Act:  course corrections as needed 

 



Effective plans 

 Simple 

 Efficient 

 Actionable 

 Understood at all levels 

 Get results 

 Evolve 



Practical tools 

 Excel 

 Bowling charts 

 Visual Mapping 

 Two page business plan 

 Standardized strategy meeting formats 

 



Bowling Charts 



Visual Mapping 



Traction 



VTO Page 1:  identity and strategy 



VTO Page 2:  executing the plan 



Deeper Dive 

 Core Values 

 Define your culture and way of being 

 Hold up internally and exterally 

 Core Focus 

 Key markets, strengths 

 Don’t chase shiny objects 

 



Deeper Dive 

 Marketing Strategies 

 Three uniques - differentiators 

 Proven process – reliable process to gain and keep 

customers 

Guarantee 

 

 

 

 



Resources 



Share your business uniques 

What will you apply? 

Who will hold you accountable? 

Reflection 



QUESTIONS & ANSWERS 

763.228.8496         Kelly Rietow, Principal   www.roosolutions.net 

 


