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Forecasting For Growth

To be effective as a leader, you must develop
skills in strategic thinking. Strategic think-
ing is a process whereby you learn how to

make your business vision a reality by developing
your abilities in team work, problem solving, and
critical thinking. It is also a tool to help you con-
front change, plan for and make transitions, and
envision new possibilities and opportunities. 

Strategic thinking is like making a movie.
Every movie has a context (or story) which it uses
to get you to experience a certain outcome (an
emotion, in this case) at the end of the movie. Strategic thinking is much
the same in that it requires you to envision what you want your ideal out-
come to be for your business and then works backwards by focusing on the
story of HOW you will be able to reach your vision. 

As you develop a strategic vision for your business, there are five dif-
ferent criteria that you should focus on. These five criteria will help you
define your ideal outcome. In addition, they will help you set up and devel-
op the steps necessary to make your business vision a reality. 

The following is a list of the five criteria of the strategic thinking
process: 

O r g a n i z a t i o n - The organization of your business involves the people
you will have working for you, the organizational structure of your busi-
ness, and the resources necessary to make it all work. What will your
o rganization look like? What type of structure will support your vision?
How will you combine people, resources, and structure together to achieve
your ideal outcome? 

O b s e r v a t i o n - When you are looking down at the world from an air-
plane, you can see much more than when you are on the ground. Strategic
thinking is much the same in that it allows you to see things from “higher
up.” By increasing your powers of observation, you will begin to become
more aware of what motivates people, how to solve problems more eff e c-
t i v e l y, and how to distinguish between alternatives. 

Vi e w s - Views are simply different ways of thinking about something.
In strategic thinking, there are four viewpoints to take into consideration
when forming your business strategy: the environmental view; the mar-
ketplace view; the project view; and the measurement view. Views can be
used as tools to help you think about outcomes, identify critical elements
and adjust your actions to achieve your ideal position.  

Driving Forc e s - What are the driving forces that will make your ideal
outcome a reality? What is your company's vision and mission? Driving
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Customer satisfaction is worthless. Asatisfied customer these days
may or may not stay with you.  Asatisfied customer doesn’t real-
ly give you any idea as to how you are doing as a business.  So,

if you’re spending money on developing customer satisfaction surveys to
gauge the level of your customer’s satisfaction - you’re wasting it!
Striving for customer satisfaction is striving for mediocrity and being
mediocre is a profit draining proposition.

It costs five times as much to find a new customer as it does to keep
an existing customer so by definition customer loyalty - that is a cus-
tomer who stays with you - is immediately profitable.  If your competi-
tion is spending five times more than you on marketing to gain new
clients, you’ve got a competitive advantage.  And loyal customers not
only come back, they tell their friends about you, too!  

Achieving customer loyalty must be a strategic goal of your org a n i-
zation.  To truly achieve customer loyalty, each and every “point of con-
nection” - those touch points where your customer encounters you - must
be exceptional.  At each one of those points of connection there is an
opportunity for something to go wrong.  Exceptional organizations are
prepared to deal with something going wrong and resolving it.  A n d
when they do, research shows that it increases customer loyalty.

Are you just satisfying your customers or are you developing cus-
tomer loyalty?  If you’re not, you’re leaving money on the table.

Customer Loyalty
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forces usually lay the foundation for what you want people to focus on in
your business (i.e., what you will use to motivate others to perform).
Examples of driving forces might include: individual and org a n i z a t i o n a l
incentives; empowerment and alignment; qualitative factors such as a
defined vision, values, and goals; productive factors like a mission or func-
tion; quantitative factors such as results or experience; and others such as
commitment, coherent action, effectiveness, productivity, and value. 

Ideal Position - After working through the first four phases of the
strategic thinking process, you should be able to define your ideal posi-
tion. Your ideal position outline should include: the conditions you have
found to be necessary if your business is to be productive; the niche in
the marketplace that your business will fill; any opportunities that may
exist either currently or in the future for your business; the core compe-
tencies or skills required in your business; and the strategies and tactics
you will use to pull it all together. 

By working through these five areas, you will begin to get a clearer
picture of exactly how your business vision can be accomplished. A s
your vision becomes more focused, your ideas will appear stronger and
more credible. Not only will it be easier to convince others that your idea
is a good one, but it will also be easier to maintain your own conviction
and motivation when you reach any pitfalls or obstacles in the road. 

Overall, you can apply strategic thinking skills to any area of your
life. But by making a concerted effort to apply them specifically to your
business venture, you will have a much better chance of bringing your
vision to life. And isn’t that what you want?
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Motivation 
and Vi s i o n

M o t i v a t i o n
To motivate an under-performing team

member, give him a "psychological raise."
Many people forget - if they ever knew,
what a difference their performance makes. 

Take 10 minutes to explain to an unmoti-
vated member how his work adds to the bot-
tom line, helps other members of the team,
and/or affects customer satisfaction.

Vi s i o n
The foundation for success in any busi-

ness is a clear picture of where the business
is going and what the future will look like.
Your vision is a vivid mental picture of the
future.


