
 1.0 Strategic Thinking and Business Planning Process

EXTERNAL ASSESSMENT

BASIC FOUNDATION

Core Values & Principles

Business Philosophy

VISION

INTERNAL APPRAISAL
 Structure & Function

Financial Statements Review

Resources & S.W.O.T.

SALES PLAN

MISSION - What the organization 

will achieve within the next 12-18 

months.

What the organization will dare to 

achieve in the next 3 to 5 years.

Personnel Assessments

Market Segments & Opportunities

Market Research

BUSINESS OBJECTIVES
Competitive Analysis

Trend Analysis

MARKET PLAN

        Sales Projections

Succession Plan
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Territory Strategies
Key Account Strategies

Sales Development

Business Key Objectives Review

Annual Refresh

SALES PLAN

Create SMART goals to drive the 

organization towards its Business 

Objectives.

GOALS

Market Communications

ACTION STEPS

Sales Support

CRITICAL GOAL CATEGORIES
Define the key areas that must be addressed to enable your 

organization to meet its Objectives.  These are general 

categories and not specific goals.

Action Plans

Define the actions that must be 

accomplished to meet your goals.  

These must be reviewed monthly.

Capital Requirements

Monthly Dashboard Review

REVIEW PROCESS

Financial Statements

Sales Volume

Costs/Expenses

BUDGETING

Financial Future Plan

EXIT STRATEGY

Business Valuation

Long Term Goals Analysis

MARKET PLAN
Product Offering

Segment Strategies


