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Many business managers are so 
preoccupied with day-to-day activities 
that they lose sight of their ultimate 
objectives. Those that do take the time to 
plan often focus simply on doing more of 
the same. 

While many strategic planning models exist, they all contain certain key 
elements:

 •  Develop a realistic company vision—a picture of what the company 
will look like in three to five years in terms of its products, size, physical 
appearance, etc.

 •  Establish the company mission—“Why this business exists.” It is a clear, 
precise, and definitive statement of what the business does. The mission 
helps maintain focus while developing the strategic plan.

 •  Perform a SWOT analysis—identification of strengths, weaknesses, 
opportunities, and threats is performed not only for the company, but for 
its competitors. In developing strategies, capitalize on the organization’s 
strengths and its competitors’ weaknesses while taking advantage of 
opportunities and minimizing threats.

 •  Identify major lines of business. At this stage in the process decide what 
lines of business to be in. Evaluate which lines to eliminate and which new 
lines of business to enter.

 •  Establish critical success indicators. Indices that measure the success of 
the business. They consist of both hard indices (ROI, margin, etc.) and soft 
indices (employee morale, customer satisfaction, etc.).

 •  Perform a gap analysis. The performance gap indicates the differences 
between where the business is and where it wants to be. It is the reality 
check. Can we get there from here?

 •  Develop strategies. The strategies are the directions on how to close the 
gaps and achieve the critical success indicators. Strategies are the goals of 
the company.

A strategic plan should not be 
confused with a business plan, 
which is typically a one-year 
operating plan. A strategic plan 
is usually a three-to-five year 
overview that envisions what 
the business will look like in the 
future and how you will get there. 
Strategic planning is nothing more 
than deciding what you want to 
become, deciding how you are 
going to get there, and developing 
tactics to achieve the plan.

Plan Ahead to Achieve 
Strategic Goals

True visionaries realize 
that a business needs two 

plans—a business plan 
and a strategic plan.
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A strategic plan is not an academic 
exercise, but rather the roadmap 
with which the organization 
travels into the future. If performed 
properly it becomes the outline 
from which the yearly business plan 
is developed.

Need help with your strategic 
planning?  MRA’s HR Business 
Partners can help you!

 •  Develop actions plans. Action plans or tactics are the “hows.” Action plans 
define in detail how we will achieve the goals and specify who, what, and 
when.

 •  Develop contingency plans. What if sales go up or down more than 
planned? What if the economy changes? Contingency plans must 
be developed with trigger points that tell what to do and when to 
implement.

 •  Deployment. Often overlooked, a plan should be developed on how to 
deploy the tactics and include detail on how individual tactics interrelate.

 •  Monitor the performance. During the first few months after completion, 
conduct regular monthly reviews. Monitoring can be conducted quarterly 
if all is going well.

This sample document is only an example and is based on the laws in effect at the 
time it was written. MRA-The Management Association, Inc. does not make any 
representations or warranties regarding the appropriateness or prudence of using 
this information for any particular individual or situation. Your company should add, 
delete, or modify the content of this document as needed to suit your purposes. This 
material is for your information only and should not be construed as legal advice. In 
some circumstances it may be advisable to have legal counsel review final documents 
prior to implementation. 

© MRA – The Management Association, Inc. MRA’s HR Hotline can help you!

866-HR-Hotline | 866.474.6854

InfoNow@mranet.org

mranet.org/24-7/hr-hotline
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successful workplace with talent, tools, and training.
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As one of the largest nonprofit 
employer associations in the nation, MRA:

Serves 4,000 employers
covering one million 

employees worldwide. 

200 HR experts 
with more than 2,000 years of 

collective knowledge, experience 
and expertise.

Holds more than
2,000 Training 

events annually.

Offers more than
1,000 HR Guides 

templates, toolkits, and more.

MRA is Your TotalHR® Resource.


