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Strategic Objective Worksheet

You can use this Worksheet to help you think through the elements of your Strategic Objective, but don’t let the Worksheet do your thinking for you.  You must do more than simply fill in the blanks.  The items in the checklist are there to stimulate your thinking and to help you piece together the mental picture of your business as it will exist in the future.  Only you know your business, your markets, your people, and your opportunities. Only you can create your Strategic Objective.  It’s your vision of exactly how you want it to be when it’s completely done and in place.  Feel free to add, delete, change, or even ignore any part of the checklist if you have something that works better for you.

Line of Business and Products/Services Offered

Will the business be a manufacturer, retailer, distributor, service company, or something else?  What kinds of products and services will be offered?

Company Size and Growth Objectives

Annual sales, profitability, return on equity, number of employees, number of outlets, growth rates, etc.

Geographic Scope

Market areas served, business locations established, headquarters location; local, statewide, nationwide, global.

Target Markets, Market Positioning

Types of customers sought (individuals, businesses, government entities, etc.).

General description of targeted customer types (age, income, family status, occupation, education, net worth, attitudes, key behaviors, etc.).

Psychographic description of targeted customers (attitudes, decision-making process, perceptions, etc.).

Timing

When will the Strategic Objective be achieved?

Basis of Competition

What will be your competitive advantage (price, quality, convenience, customer service, advertising, product features, responsiveness, fast delivery, appearance, market coverage, simplicity, reliability, durability, etc.)?

Distinctive elements of your product or service.

Product/service enhancements (guarantees, service contracts, leases, community benefits, ecological benefits, ethnic appeals, unit sizes, enhanced product performance).
Distinctive marketing methods.

Distinctive behavior/dress/qualifications of employees.

Distinctive “presence” (appearance, size, sound, texture, smell, colors, shapes, designs, etc… think in terms of (1) the senses – visual, tactile, scent, sound, and taste, and (2) intangible impressions – trustworthiness, reliability, honesty, novelty, etc.).

Distinctive operations (superior efficiency, quality control, innovative methods, or technology, special organizational approaches, etc.).

Other Strategic Considerations

Use your own experience, creativity and inventiveness to add useful elements to your Strategic Objective.

     
Extra Worksheet for your use…

	My Strategic Objective is…     








PAGE  
This document is confidential and proprietary to E-Myth Worldwide and cannot be used, disclosed, or duplicated without the prior written consent of E-Myth Worldwide.  This is an unpublished work protected by federal copyright laws and no unauthorized copying, adaptation, distribution or display is permitted.  Revised on 7/21/2003, 11:02 AM

