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Unlocking the Power of Strategy in Your Small

Business: The Grove Strategic Visioning Process

We are ready to look specifically at a methodology for strategic planning that is perhaps

ideally suited to the needs of growth-oriented small business owners: the Grove Strategic

Visioning Process.

The Grove is a world-renowned innovator in the field of strategic planning and organizational

development in both business and nonprofit contexts. The Grove Strategic Visioning Process

is ideally suited to small businesses and can truly drive the essential changes you are most

likely to benefit from for the future of your business. Let’s take a look at each stage in the

process:

Stage One: Examining Your History

In order to lay the foundation for any effective strategic planning effort, it’s important to start

with some background. The history of what has come before serves as an essential foundation

for the efforts to come.

What’s why in the first stage we will build a Graphic History — the story of your business from

its vision forward. Key questions to discuss will include the story of how the business started;

what goals you pursued; and results you did or did not achieve over time.

This is accompanied by a discussion of key events, key projects, and the essential elements of

the enterprise thus far such as products, services, sites, and people. Finally, this will all be

synthesized to identify and focus on key learnings from this history that we can use to inform

new decisions. 

Stage Two: Mapping Your Context

Customer Needs – How are the needs of your customers evolving and what needs are

presently unmet or underserved in your market or by your own business? How can you

position to more effectively align with these needs?

Economic Climate – What are the realities of the current and near-future economic

climate? Are there aspects that may be in your favor even if headwinds are strong?

Government or Political Factors – Public policy affects every aspect of life, including the

life of a small business. What regulations, strategies, programs, and opportunities may

evolve from public efforts, new legislation or funding opportunities?

Once we’ve framed up a solid picture of our history and the lessons learned from it, it’s time

to look at the current environment. In the Grove process, we call this the Context Map. The

process of context mapping involves looking at a series of interlocking components, chief

among these:
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Stage Three: Creating Your SWOT (or SPOT) Matrix

 

S – Strengths

W or P – Weaknesses or Problems

O – Opportunities

T – Threats

The four quadrants of the SWOT/SPOT Matrix are well established as a critical tool in strategic planning.

The two terms are interchangeable and stand for the following:

 
Many general strategic planning programs refer to this matrix as SWOT, although the Grove model

refers to it as SPOT. The bottom line is that an effective SWOT/SPOT exercise allows you to organize

insights against an X/Y axis as follows:

Technology Factors – How can technology improve your business, in ways that better

align you with customer needs and other opportunities? Can you use technology to

level the playing field with your competitors or otherwise overcome challenges

associated with being a small business?

Uncertainties – What uncertainties are present in your marketplace, region, industry or the world

as a whole? How can you proactively plan to minimize their risk of disrupting your business or

potentially causing you harm?

 

 
For each of these, we also want to explore the trends that are developing, emerging or dominating

across the board. For example, a new technology trend may enable greater efficiency in meeting

customer needs but could also add a new expense if more advanced hardware or software is necessary

to implement these emerging capabilities.

Things that are internal advantages of your business represent Strengths.

Things that are internal risks or challenges in your business represent Weaknesses (or Problems).

Things that are external advantages your business can take advantage of representing

Opportunities.

Things that are external risks or challenges your business needs to consider represent Threats.

Internal Considerations:

 

External Considerations:

 

In this way, the SWOT/SPOT process gives you the ability to not only identify plusses and minuses, but

it also aligns them clearly between internal and external factors. This is essential as we prioritize actions

because an internal strength that aligns with an opportunity is a clear priority, just as an internal

weakness or problem that aligns with an external threat likely needs immediate attention.
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Stage Five: Selecting Your Bold Steps

 

Perhaps it’s fitting that we’ve arrived at the fifth and final stage of the process as it’s time to create

a plan of action that will directly lead you toward turning your cover story vision into reality over the

coming months and years.

In order to achieve this, we’ll begin with the core MVV or Mission, Vision, and Values of your

business — and of you as the owner or leader of the enterprise. Once those are established as the

overarching theme, we’ll select five bold steps — think of them as significant but entirely

achievable leaps forward for you and your enterprise – that will comprise the core of your new plan

of action. In addition, we’ll examine the challenges as well as the supportive trends that will need to

be considered as you work toward achieving each of these bold steps.

As you can see, the Grove process is extremely thorough but also highly visionary, and this is

rooted in the fact that if you can see the direction you want to pursue, you’re much more likely to

successfully embark upon that path of opportunity. By focusing on visualizing your future and

placing it in a realistic but also highly energizing context, the Grove Strategic Visioning Process can

serve as an extremely robust and powerful cornerstone for your future as a small business owner.

Stage Four: Developing Your Story

 

By now, we have a very sharp and detailed picture of the history, context, and current environment

in which we need to operate effectively. Now, it’s time to take all of that into account and write the

story you want for the future of your business. This narrative, which the Grove model refers to as the

Cover Story Vision, is designed to enable a literal visualization of your intended future.

Key elements include a cover that summarizes your vision and future state; big headlines that

present the accomplishments and progress points you intend to achieve; and sidebars that feature

key innovations you will implement and highlight along the way. These are further supplemented

by brainstorms, images, and quotes that bring the story of your vision for the future of your

business to life.
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Small Business Strategic Planning Using the Grove

Model: Step 1 – Creating Your Graphic History

History has proven many times over that strategic planning and visioning are the magical

combination for catapulting small businesses to unbelievable heights. Using the right tools,

models, and consultants will help achieve success and massive growth over time. One such tool is

the Grove Strategic Visioning Process, which provides a graphical representation of a company’s

strategy and vision.

The Grove Strategic Visioning Process comprises five stages: examining your history, mapping

your context, creating your SWOT (or SPOT) matrix, developing your story, and selecting your

bold steps as an action plan. In this article, we’ll dive into stage one, and explore what it means to

build your organization’s graphic history.

Creating Your Graphic History

You can easily create a graphic history using the Grove Strategic Visioning Process through the

tools and templates they provide. Start by using the graphics guide to understand more about

the fundamentals of creating graphic history. Get the right tools to be part of the process.

Invest the time to gather enough data from your business to include in the graphics. After all, this

is your business’ story. When did you start your organization? What is its mission? What have

been your successes and setbacks? Break the information down to the most relevant pieces and

then use the visual planning kits to draft each concept. Once drafted, you can refine the designs

and produce them in different graphic formats. After you are done, use the information to set or

edit your strategies and implement them.

Importance of Using History During Strategic Planning

 
Strategic planning entails many elements that have to be analyzed well to secure a stable

business foundation. Learning from decisions that have led to failures and those that have

resulted in success is a great place to start your strategic planning process. The more historical

data you have the better, since hindsight gives you a critical view of many of the issues you will

continue to face, as well as the strengths and weaknesses of your operations to date. The

following are some important factors to keep in mind:

Strategy formulation can be quite complex, depending on how big your business is and how fast

you want it to develop. The parameters involved could be immense, but you focus and narrow

them down if you have historical resources and insights to help guide your steps forwar

Getting a Strategic Framework
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Graphical Effectiveness

Organizational Flexibility and Resilience

Historical evidence provides a lot of flexibility for your business strategies since you can develop a

unique strategic process that suits your operations. With a graphic history before you, you and

your team can formulate a strategic plan that is lasting and able to move with the ever-changing

economic environment. Building resilience is key to business survival and profitability, and

knowing where you’ve been and how you got to where you are can help you stay ahead of the

curve.

Graphics are a hugely effective method for synthesizing and presenting data, as well as

leveraging data for insights and the building of action steps. Here are some of the ways your

organization can benefit from the graphic history recommended in stage one of the Grove

Strategic Visioning Process:

Graphic Facilitation

Graphic facilitation in your business can have a massive impact on every department. Setting up a

visual presentation in your business’ operations and meetings is vital as it can open up more

possibilities that you may not have seen in introductory strategic planning frameworks or in a

purely written format. A graphic presentation helps groups focus on the tasks at hand and opens

up eyes to new possibilities for progress and solutions.

Expansion

As your organization grows and expands, there is a chance your branding will evolve as well.

Starting with a graphic history can play a significant role in the strategic planning of branding for

expansion. The way you want your company to be visualized will affect the performance of your

products and services.

Historical graphics also give you a clear perspective on market trends and how they influence

overall performance. Having a graphic outline of your past business operations and events can

be a clear guideline on the major changes that need to be made to tap into other markets with

minimal disruptions.

Documentation of Critical Events

Graphic models are a powerful way to keep records of your business history. The information can

include milestones that you may have overcome, highest sales, data on exponential growth, and

even getting into the stock market. Graphical displays of these achievements can also be a

reminder that success is always possible; it takes time, and this perspective will help you set the

strategic plans to get where you want to be.

Documentation can be done well by graphic illustrations and content that show the significant

highlights of your company’s important events. The more explicit details about the event you can

portray, the better you can see the potential that the business has from its establishment.
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Graphical Effectiveness

History of Delivered Products/Services Over Time

To know your services’ or product’s performance, historical records can give you the precise data

you need. The information can help you gauge your market demand to know if you need to add

more or reduce production. Having this context during your strategic planning will be cost-

effective since it will help you avoid wasting resources.

Learning from past events is a strategy that gives any firm an added advantage in its planning and

operations. For your business, your strategic planning should not only apply the positives you have

learned from the past, but it should also look at any mistakes you may have made. Having the

learning in a historical representation is key to avoid repeating the same missteps.

Graphic historical models are a critical first step to your strategic visioning process. If utilized

purposefully, the results can have many benefits to small businesses across industries and

geographies. To make it easier to create graphic documentation of your business’s historical

events, you can hire a graphic service or even train your employees to be part of the creation

process. Lagerquist Accounting & Advisory is the place to seek professional guidance on how to

come up with a strategic vision and plan. Contact us today!

Conclusion
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What is a Context Map?

After completing your graphic history in the first step of the Grove model, everyone should be

familiar with the business’ major milestones and past successes. All participants will have a picture

of the company’s progress that can guide plans. The next step will involve creating a context map.

During this step, your team identifies market trends and factors that affect the business.

Participants will assess political and economic factors, along with technology issues and

uncertainties.

Small group work lets you put down an exhaustive list of these issues. You’ll need to identify and

analyze themes and trends before discussing implications that spur action. The context map helps

you develop a snapshot of your existing environment. Your team gets to envision your customer

needs, along with factors that influence these needs. With the map, organizations can uncover and

prepare to better leverage the dynamic relationships of their workplaces.

Small Business Strategic Planning Using the Grove

Model: Step 2 – Creating Your Context Map

Strategic planning helps businesses agree on goals and aligned actions. With the Grove Strategic

Visioning Process, companies have a proven and reliable method for charting out the way forward.

The five-step process offers a detailed approach to planning for the future. Ultimately, success will

depend on how well employees and management understand the vision and plan.

In our last installment, we discussed the first step in the process–creating a graphic history. In this

article, we’ll explore the second stage of the process, creating a context map of your business’

current environment.

Why is Creating a Context Map Important in the Grove

Strategic Visioning Process?

The context map is critical in planning as it enables dialogue about the

external environment while providing a solid team-building experience.

With a context map, groups can develop a shared big picture of their

environment. This step lays the groundwork for breakthrough thinking

and simplifies the understanding of complex situations.

Creating a context map lets you examine assumptions and multiple

perspectives, strengthening your analytical skills in the process. From

the plan, your team will identify factors and trends that need long-term

tracking. Context maps ensure that your business establishes a common

backdrop for your strategic vision.
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A comprehensive context map keeps in mind the dynamic factors and trends that influence your business

environment. Trends are forces within identifiable movement patterns, while factors are existing

conditions that might be important but don’t show progressive movement. Ask relevant questions to

identify factors that affect your organization without worrying about priority.

Essential elements of the map include:

What is a Context Map?

1. Political Factors

The political landscape influences business significantly. Accurate context maps should

capture diverse political issues, from unfunded mandates to funding formula issues and

accountability demands. Your maps should also account for changes to existing regulations

arising from elections. Remember to factor in the potential for political gridlocks and reforms.

2. Economic Climate

Globalization and continuing low-interest rates top the list of economic factors that you should

include in the context map. An ideal map also includes the competition for tax dollars and the

state of economic recovery. Capturing changing demographics and increased demand for

limited resources helps you make an informed choice regarding your business projections.

Encourage your team to analyze how these factors influence how you do business.

3. Customer Needs

Meeting client needs is a sure way of steering consistent business growth—factor in innovations

and collaboration plans that guarantee continuous service delivery improvement. Understand

your mandate and link up with the community to create mutually beneficial partnerships. Think

about steps you can take in developing your capacity and maintain high standards. Include

customer feedback from previous engagements to create customer-centric solutions.

4. Technology Factors

Businesses have become increasingly reliant on technology, and you’ll need to understand

how technological advancements affect your business. Evaluate how you can use technology

effectively along with best practices that can ease integration. Consider the influence of cloud

systems on your existing solutions and your infrastructure demand in the coming years.

14



5. Business Trends

Analyze recurring events within your niche to identify the movement of trends. Your context

map needs to establish trends affected by both internal and external business factors.

Actively keeping tabs on sudden shifts and new developments helps in planning the future

direction of your business. This also makes it easier to identify solutions that match your

clients’ objectives. Business trends reveal what to expect in your market, helping you create a

viable strategic plan.

6. Uncertainties

Running a business comes with inevitable uncertainties that a context map needs to consider.

Explore how subtle changes will affect normal trends and decide how you can deal with these

changes. Look at volatile trends and try to predict changes you can expect from them.

Comprehensive context maps should also factor in government legislation and its impact on

your market.

Ask open-ended questions throughout the discussion and ask about insights once the

process is complete. Record your themes on a flip chart and try to find patterns or

connections between them.

The bottom line of a context map is understanding how to strike a balance between your

organization’s internal and external demands. This balance ensures that you achieve greater

efficiency and increased productivity within your budget.

Do you need help creating your team’s context map? Contact Lagerquist Accounting and

Advisory to learn more!

Final Thoughts
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The Grove Strategic Visioning Process is key to helping small businesses utilize strategic planning

effectively. Purposeful use of the process helps drive critical changes that will benefit small

business leaders today and for the future of their business.

This process has five key stages essential to strategic planning. In previous installments, we have

already covered the first two: examining your history and mapping the context. In this article, we’ll

explore the third step: creating your SWOT or SPOT matrix. Let’s jump right in.

Small Business Strategic Planning Using the Grove

Model: Step 3 – Creating Your SWOT (or SPOT)

Matrix

What is SWOT/SPOT?

S — Strengths

W or P — Weaknesses or Problems

O — Opportunities

T — Threats

SWOT matrix (short for Strengths, Weaknesses, Opportunities, and Threats) is a common tool

used to do strategic analysis (SWOT analysis). It is widely used compared to other analysis tools

and methods available to small businesses.

The terms SWOT and SPOT are often used interchangeably and stand for the following:

The Grove Model refers to this matrix as SPOT. However, most strategic planning tools you will

come across refer to it as SWOT. Whichever terminology is preferred, effective use of this process

allows you to determine the direction in which you want to take your business.

What does SWOT/SPOT entail?

The SPOT analysis entails analyzing both internal and external environmental factors to form a

comprehensive internal analysis of your Strengths, Problems, Opportunities, and Threats. It is

called an internal analysis because an organization leverages it to understand how to look at

itself.

Through this analysis, an organization can determine its capabilities and weaknesses. Further, the

analysis helps in identifying potential opportunities to be capitalized on and threats to be

mitigated.

It is through this analysis that you will be able to reach decisions in regards to planning, strategy,

and how to better advance your business to the next level of success.
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Your opportunities for advancement as well as threats to your company’s viability and

profitability make up the organization’s external environment. Opportunities include favorable

government policies and booming markets, while threats can be emerging competitors or an

economy in recession.  

For your business to grow, it needs to examine all four quadrants of the matrix and leverage

the results to shape its growth decisions.

Factors to consider 

Internal environment

Considering your internal environment means taking into account your company’s strengths

and weaknesses/problems. This is known as internal environment analysis and should be

undertaken with care, as too quick an analysis can lead to a business thinking it has fewer

weaknesses and greater strengths, or vice versa.

External environment

What steps should you take to complete a SWOT/SPOT matrix?

Step 1: Determine the strengths of your business

The very first step when doing a SPOT analysis should be to determine the strengths of your

business. What are you capable of? What advantages do you have? Be sure to take into account not

just your value proposition as it relates to your products or services, but the intellectual capital of

your team.

Step 2: Determine the weakness of your business

 
Once certain about your strengths, the next step is to determine which problems are within your

business that, unchecked, could prove a disadvantage to you. Knowing your shortcomings helps in

deciding which opportunities to say no to, and which areas to focus on with increased training,

process improvement, and marketing initiatives. Remember that your weaknesses can become

growth opportunities! 

Step 3: Determine the opportunities for your business

 
Step three involves determining which opportunities are available to your business, and which to

focus on as priorities. Refer back to your strengths to help you determine when to explore the

opportunities that come your way. Opportunities can arise as a result of innovation, advancements

in the industry, partnerships, mergers and acquisitions, economic shifts, evolving consumer trends,

and more. 

Step 4: Determine the threats to your business

 

 
The last step of SPOT analysis involves determining the threats facing your business. Threats can arise

from many different factors, from a competitor releasing a new product that rivals yours to world

events like a health crisis impacting the ability to operate your business. Having a true understanding

of where you are vulnerable provides critical insight into making your organization crisis-proof, or at

least agile enough to adapt in a crisis or challenge.
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Helps in decision-making: SPOT gives you the clarity you need to make better informed

decisions.

Helps conduct internal analysis: Analyzing yourself is key to your growth. 

Helps improve your weaknesses: You can’t improve what you don’t know. This analysis

unearths problems within your business, making it easier to address them.

Helps determine the threats you need to act on: To remain viable and competitive, it’s

important to understand where you are vulnerable.

Helps in adjusting your strategy: A SPOT analysis makes it easier to adjust your strategy

after looking at your strengths, weaknesses, opportunities, and threats.

The benefits of conducting a SPOT analysis are many:

Benefits of conducting a SPOT analysis

SPOT analysis as part of the Grove Model is vital in keeping your business on track, and

understanding how to execute it is equally essential for growth. Lagerquist Accounting & Advisory

understands the importance of strategic planning and is here to offer support to small businesses.

Need a hand? Get in touch today to learn more about how we are helping businesses achieve

their goals.

What next?
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Small Business Strategic Planning Using the Grove

Model: Step 4 – Developing Your Story

The Grove Strategic Visioning Process is a methodology for strategic planning that is ideal for

the needs of growth-oriented small business owners. It can help drive the essential changes that

will benefit you and the future of your business. The five-step process offers a detailed approach

to planning for the future. Success of the process depends on how well employees and

management understand the vision and plan. 

In previous installments of this series, we’ve covered the first three stages of the Grove Strategic

Visioning Process: examining your history, mapping the context, and creating your SWOT

(strengths, weaknesses, opportunities, and threats) matrix. In this article, let’s explore the fourth

step: developing your story. 

What Does It Mean to Develop Your Story?

At this point in the Grove Strategic

Visioning Process, you have a very sharp

and detailed picture of the history,

context, and current environment in which

you need to operate effectively. In this

step, it’s time to take all of that into

account and write the story you want for

the future of your business. This narrative,

which the Grove model refers to as the

cover story vision, is designed to enable a

literal visualization of your intended

future. 

 

The cover story vision helps cultivate

opportunities by first looking at the past,

present, and future, and then engaging

the group in developing its own vision. It

is an imaginative exercise where your

team envisions yourselves on the cover of

a magazine. You build out your story in

parts, using the different elements of a

magazine cover as a basis. The exercise

gets your group dreaming up ideas about

what you really want and what success

means to you. It helps bring out the

essence of what you want to become. 

What Does a Cover Story Vision Entail?

Creating a cover story vision is about pure

imagination. The purpose is to get

everyone to think expansively around an

ideal future state for your organization. It is

an exercise in daydreaming. The object is

to envision a future state for your

organization that is so amazing it landed

you on the cover of a reputable magazine.

Pretend that this future is already in place

and that mainstream media is focusing on

your company. This exercise encourages

you to think big — and it also plants the

seeds for a future you may not have

considered before. 

 



Elements of a Cover Story Vision

Cover: The cover summarizes your vision and future state. 

Big Headlines: Headlines present the main accomplishments and progress points you intend to

achieve. 

Sidebars: Sidebars feature key innovations you plan to implement and highlight along the way. 

Brainstorms: Brainstorms document initial ideas for the cover story. 

Images: Images help support your content with illustrations.

Quotes: Quotes are a fun way to further support content and get creative. 

Before your meeting, draw out large-scale templates of a magazine cover with an open layout. As

you continue, you will fill out the following elements of the layout:

How Does the Exercise Work?

The exercise works best in groups of four or five, so break your team up if necessary. Tell each

group to spend five quiet minutes imagining the best-case scenario for their company — and then

taking that scenario one step farther. Each team member should imagine their own story before

the group works together on one. Then have each group brainstorm to generate the “story of the

year” and populate the template with their own unique ideas. 

The cover story is a sensational story about your organization that showcases what you want to

accomplish in the coming years. Your big headlines will draw attention to the finer points of this

big-picture goal — think of some milestones you might have achieved on the way. Use the

sidebars to feature innovations that helped get you to the end goal. And images and quotes are

fun ways to embellish your imagined goal. 

Ask each group to present their vision by sharing what they imagined and all of the supporting

elements. Look for common vision themes and areas of agreement across the different groups.

Ask for observations, insights, and concerns about the future state.

Benefits of Creating a Cover Story Vision 

This exercise is all about creating the wildest dreams for your organization and imagining they

have already happened. It helps your team members imagine your successes with enthusiasm and

to act as though they’ve already happened. Discovering common themes amongst team members

is telling, because commonalities reveal shared hopes and also get the wheels turning for real

possibilities. These ideas continue to serve as points of reference and inspiration down the road. 

In the specific process of creating a cover story vision, you get to see in one place the complexity

of your organization’s situation and watch your group use creativity and knowledge to gain

alignment. The exercise encourages you to spring into the future and identifies the hopes and

dreams of everyone on board. It is one of the best methods for making space for your team’s

guiding principles and aspirations, letting them lead the way going forward. 

Lagerquist Accounting & Advisory understands the importance of strategic planning and is here to offer

support to small businesses. Need a hand? Get in touch today to learn more about how we are helping

businesses achieve their goals
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Strategic planning helps companies envision and outline their goals, and make steady progress

toward achieving them. With the right set of tools, models, and consultants, a company can plan a

path for growth and success. The Grove Strategic Visioning Process is a method of strategic

planning ideally suited to growth-oriented small business owners.

The Grove Strategic Visioning Process includes five key stages. We’ve already covered the first

four: examining your history, mapping the context, creating your SWOT, and developing your

story. These four steps helped you create a vision for your business, and now it’s time to turn that

vision into reality with actionable steps. In this article, we’ll take a deeper look at stage five:

selecting the bold steps of your action plan.

From Vision to Reality

In the last stage of the Grove Strategic Visioning Process, you developed a cover story to bring out

the essence of what you want your business to become. Imagining that you have achieved success

for your organization helps plant the seeds for a future you may not have considered before — or

one you thought was out of your reach.

Working together on this exercise helped you tease out common themes among team members

and make sure everyone agrees on the same guiding principles and aspirations. Your team has

shared goals that they have co-created, which, together, can serve as a “north star” providing

guidance and a common sense of direction. This helps keep you focused on progress. And your

cover story vision is the foundation for selecting the bold steps of your action plan.

Determining the Core MVV

Before determining the bold steps of your plan, it’s imperative that you clearly identify where it is

you want your company to go. Start with the core MVV (Mission, Vision, Values) of your business.

This is a critical task. The perspective you define will influence every decision you make going

forward.

Your Mission details how your company will reach its goals. Your Vision is what it will look like when

you achieve those goals. And your Values are the ideals, standards and rules you will follow to get

there.

Your MVV should be crystal clear. This description of the end goal is vital to the effectiveness of

your strategic plan. This is where you can clearly articulate the expected outcomes for the strategic

plan and present a strong understanding of the future of your company. Your MVV represents the

big picture — the purpose of your strategic plan and your company’s core executable values.

An effective MVV provides a static point of reference during strategic growth and development.

Small Business Strategic Planning Using the Grove

Model: Step 5 – Developing Your Action Plan With

Bold Steps
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Establishing Clear Goals

Your strategic goals should include highly specific and actionable descriptions of your objectives.

Having a strong focus eases plan execution and increases its potential effectiveness. Don’t jump

into the bold steps until you have nailed down your vision statement and the core themes that

surround it.

Your goals should also be quantifiable, as metric-based goals are easy to track and will keep you

on task. They should also have clearly defined start and end dates to ensure you use time and

resources efficiently.

Now the hardest part of your strategic development is over! You have done all the background

analysis; defined your mission, vision and values; and imagined all that your company can be. Now

it’s time to capture your team’s initiatives in writing.

Creating Your Bold Steps

With distinctly defined goals and objectives, you can align your team with your initiatives and next

steps. The whole point of the Grove Strategic Visioning Process is to challenge yourself, and the

bold steps should be exactly that: Bold. Make your steps ambitious and consider how to take

huge strides toward your vision, not just baby steps.

The best strategic plans include bold steps that are measurable and time-sensitive. They should

be flexible and responsive to changing conditions. And it’s best if you keep them short and

simple.

Define your bold steps by brainstorming with your team. Create a sequence of the actionable

strategies you will use to meet your goals. Use sticky notes to record ideas, using strong verbs as

sentence starters. Cluster ideas by theme and shoot to have five or six themes to inform your bold

steps. Then, as a group, narrow the discussion down to the steps that are the most realistic and

actionable.

Your steps should be visionary and significant as well as achievable.

Supports & Challenges

Once you have your bold steps outlined, consider what the challenges and supports will be to

completing these steps.

Supports are trends or factors in the environment that support your Bold Steps. The key to

capturing supports for your steps is to ask your team “Why us? Why now?” Any competitive

advantages that your organization has will serve as supports.

Challenges are trends or factors that inhibit or impede progress toward your vision. You can refer

to your SWOT analysis (Step 3) and look at what you listed as weaknesses and obstacles. Make

sure that your challenges don’t make your bold steps feel impossible. Think big but also be sure

you can realistically achieve your objectives.
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