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Hope is not a Strategy
Build a Plan, Produce Results

B.O.S.S. Luncheon

January 19, 2011
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Agenda

• Introduction
• The Facts
• Where are you Today

– The Quadrant

• Building the Foundation 
– Laying the Ground Work for Strategy Development

• Getting Your Hands Dirty
– How to Develop to a Strategic Plan
– Meet Hancock - How to Deploy the Strategic Plan

• Re-Cap – Tools you can use
– Self and Team Awareness - Business Health Exercise
– Outline of Strategy and Execution Process Templates
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Solid Plan – Strategy and Execution 
What is the Difference?

Strategy = Deciding What to Do = “should”
Execution = Getting it Done = “do”

“The problem for most of us isn’t knowing what to 
do; it’s doing it!”

Hope is Not a Strategy 
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The Facts are the Facts

• 90% of strategies aren’t executed
• 75% of improvement initiatives fail
• 85% of leaders spend < 1 hour/month 

discussing strategy
• 95% of employees do not know the 

organization’s strategy
• 92% of organizations do not measure 

performance 
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The Stages of Organization Evolution



Limiters on Business
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Every organization is perfectly designed

to get the results it is getting.

Copyright 2009 Focus 3 Performance Driver Model
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Businesses need a Blueprint
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Defining the Process

Where

What

How

Who

When
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Discipline I: Decide What’s Important

ANNUAL
(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the Team

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision - Where

E. Define VFOs - What

F. Agree What to Stop

ANNUAL
(4-8 hrs., 6 weeks 
before year end)
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Discipline II:  Set Goals That Lead

ANNUAL
(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision

E. Define VFOs

F. Agree What to Stop

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the TeamA. Define Measures - What

B. Define Targets - What

C. Define Initiatives - How

D. Engage the Team
ANNUAL
(4-8 hrs., 5 weeks 
before year end)
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Discipline III:  Align Systems
ANNUAL

(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision

E. Define VFOs

F. Agree What to Stop

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the Team

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

ANNUAL
(4-8 hrs., 4 weeks 
before year end)
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Discipline IV:  Work The Plan
ANNUAL

(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision

E. Define VFOs

F. Agree What to Stop

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the Team

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Define IPs Quarterly - Who

B. Review IPs Weekly - When

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

QUARTERLY
& WEEKLY
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Discipline V:  Innovate Purposefully
ANNUAL

(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision

E. Define VFOs

F. Agree What to Stop

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the Team

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

ON-GOING
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Discipline VI:  Step Back

ANNUAL
(4-8 hrs., 6 weeks 
before year end)

ANNUAL
(4-8 hrs., 5 weeks 
before year end)

ON-GOING

ANNUAL
(4-8 hrs., 7 weeks 
before year end)

QUARTERLY
& WEEKLY

ANNUAL
(4-8 hrs., 4 weeks 
before year end)

A. Identify Misalignments

B. Align Processes

C. Align Policies

D. Align Measures

E. Align Technology

F. Align People

A. Define IPs Quarterly

B. Review IPs Weekly

C. Rate IPs Quarterly

D. Prioritize Daily

E. Monitor Measures

A. Brainstorm

B. 100-Point Exercise

C. Quick-ROI Analysis

D. 5-Step Problem Solving

E. Champion Your Ideas

F. Recognize Contribution

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Mission

B. Values

C. Strategic Position

D. Vision

E. Define VFOs

F. Agree What to Stop

A. Define Measures

B. Define Targets

C. Define Initiatives

D. Engage the Team

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

A. Review Externals

B. Review Internals

C. Recap SWOT

D. Review Individuals

ANNUAL
(4-8 hrs., 7 weeks 
before year end)
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Sample Text Slide
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How can Susan know what How can Susan know what 
““shouldshould”” means if your means if your 

leadership team canleadership team can’’t agree t agree 
on the definition of on the definition of 

““should?should?””

Age Old Question:  What Should Susan Do?
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What Should Susan Do?

Diane EpsteinDiane Epstein

RachelRachelTomTomJoeJoeScottScott

Susan
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Mission Statement
To provide high quality products and outstanding 

services to solve complex industrial needs
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Values Statement
• Keeping Our Word  - Our passion is to do 

what we say we are going to do. This 
means we are truthful and competent 
enough to know what we are talking about.

• Innovation - We love finding better ways of 
serving our members and each other.

• Long-Term Thinking - We base decisions 
on their long-term impact on our members 
and our business. We don't take the easy 
way out.
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Vision
Be
• Nationally recognized sales leader in providing industrial component and 

measurement solutions
• Recognized as a great place to work and retain people who align with the 

company’s goals
• Contributor to community that gives back 10% of operating margin to 

community causes
Have
• $20 Million in Sales and 22% Operating Margin
• Expanded territory coverage with10 Sales Office in North America
• Team Member Satisfaction of 95% “Highly Satisfied”
Do
• Create succession plan to transition day-to-day operations to new 

leadership team
• Broaden product line offering
• Increase Customer Satisfaction and Retention to 95% “Highly Satisfied”
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© 2007 Copyright Six Disciplines LLC.  All Rights Reserved

Lee S.

Legal

Finance

• Three Product Lines

• Sales of $8M & Operating 
Income of 11%

• Single Sales Location



© 2009 Six Disciplines. All Rights Reserved. 
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Lee S.

• Grow Sales Revenue
• Increased Profitability
• Expand - New Locations

Legal

Finance

What

• Three Product Lines

• Sales of $8M & Operating 
Income of 11%

• Single Sales Location

• Top 5 Product Lines

• Sales of $20M & 
Operating Income of 22%

• 10 Key Office Locations

Where
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Lee S.

• Grow Sales Revenue
• Increased Profitability
• Expand - New Locations

Corporate Initiative 1103

1 New Location 2011

Project Leader - Susan

Real Estate
Legal

Hiring/HR

Finance

Western 
Sales

How

What

• Three Product Lines

• Sales of $8M & Operating 
Income of 11%

• Single Sales Location

• Top 5 Product Lines

• Sales of $20M & 
Operating Income of 22%

• 10 Key Office Locations

Where
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Who

Lee S.

Susan’s Individual Plan

Changing the Business:

• Add new Sales Office – San 

Francisco

Running the Business:

• Meet Sales Call Goal

• Achieve Quarterly Sales $ Goal

• Achieve Client Sat Goal 85%

• Three Product Lines

• Sales of $8M & Operating 
Income of 11%

• Single Sales Location

• Top 5 Product Lines

• Sales of $20M & 
Operating Income of 22%

• 10 Key Office Locations

Where
• Grow Sales Revenue
• Increased Profitability
• Expand - New Locations

Corporate Initiative 1103

1 New Location 2011

Project Leader - Susan

Real Estate
Legal

Hiring/HR

Finance

Western 
Sales

(Linking to Actions to Individual)

How

What

When
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The Tools
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Create Your Company Vision - Exercise
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Building a Goal Statement - Exercise
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Creating an Individual Plan - Exercise
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Business Health Index

• Quick Check-up
• Identify the need for complete 

“physical “
• Results 

– Tops in Industry – 100-125 

– Doing Well – 85-99
– Getting By – 65-84

– In Trouble – 25-64
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Business Health Index – Self-Diagnosis Tool



Eric Kurjan
President

Six Disciplines
419 348-1897

ekurjan@sixdnwo.com
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