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Clear Sense

of Purpose A\ [o]g
&  Why we are all here

Ongoing reason for existence

Always work toward but never fulfill
Benefits-oriented—if shut down, what
would be lost?

L 2R 2% 2

The Dynamics of Future Direction

Big Hairy Audacious Goal
(Heroic Achievement)
A Stretch: What Intend to Achieve
Compelling Vivid Description of Specific Outcomes
Manifestation of Purpose at a Point in Time
Inspiring Call to Action
Specific Time Frame

Adapted from: J. Collins & J. Porras. (1994). Built to Last: Successful
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Guiding
Philosophy
Core Values & Beliefs

@  Principles of Operation
¢  “Genetic Code”

Habits of Visionary Companies. New York: HarperBusiness..

What is a Strategic Principle?

A pithy, memorable and actionable
phrase. It distills an organization’s
corporate strategy into its unique essence

and is easily understood and applied.
Source: O. Gadiesh & J. Gilbert. (May 2001).
“Transforming Corner Office Strategy Into Frontline
Action.” Harvard Business Review: 74.

Vision without systems thinking ends
up painting lovely pictures of the future
with no deep understanding of the

forces that must be mastered to move
from here to there.
Peter Senge. (1990). The Fifth Discipline: The
Art and Practice of the Learning Organization.
New York, Doubleday, p. 12.
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The Hunt for Good Strateg

Strategy formation is judgmental
designing, intuitive visioning, and
emergent learning: it is about
transformation as well as

perpetuation.
Source: H. Mintzberg et al. (1998). Strategy
Safari: A Guided Tour Through the Wilds of
Strategic Management. New York: The Free
Press, pp. 372-373.

Passionate people move mountains
where missionaries only preach.
Passion is not born of vague hopes.

Source: Charles Handy. (2002). The Elephant
and the Flea: Reflections of a Reluctant
Capitalist. Boston: Harvard Business School
Press, p. 158.
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The Balanced Scorecard: Mapping Strategy

« share price/community & organizational ‘health’ « return on capital employed

Financial Perspective /y Revenue Growth Strategy '\ /y Productivity Strategy '\

build the franchise increase value to improve cost improve use of
customers structure assets
. revenue from new . customer . operating cost per . asset ntilization

< sources < profitability unit produced \

Customer Perspective

Product Leadership

Customer Intimacy
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Internal Process Perspective

build the franchise increase customer achieve operational become a good
through innovations value through excellence through corporate citizen through
customer management operations and logistics regulatory and
processes processes environmental processes

ad

Learning and Growth Perspective
| employee competfincies | | technology | | organization culture |

Source: Adapted from R. Kaplan & D. Norton. (September-October 2000). “Having trouble with your strategy?
Then map it.” Harvard Business Review: 168.

The Three Core Processes of Execution

People Process: develop leadership

( pipeline
Strategy Process
® Determine where business wants to /needs to go

common
. : assumptions,
® Test and clarify assumptions .
® Define a few building blocks to guide execution Iinte rdepen—
dent goals
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® Breakdown into short-term targets
® Identify the programs and measures
® Monitor quarterly

; and priorities
Operatlons Process
® Lay out the pathway

Source: Bossidy, L. (2002). Execution: The Discipline of Getting Things Done.
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