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Who We Are Today





What do you do today. Keep it simple here to since this needs to be driven home each day to everyone in your organization…what, when, how, why. People in your company need to know how to align their job with this short-term association with a logical transition into the long-term vision for the company.








Our Vision for the Future





What do you want to become. Keep it simple here to since this needs to be driven home each day to everyone in your organization…what, when, how, why. People in your company need to know how to align their job with this long-term vision for the company.








Our Brand Promises





Be clear, be concise and straightforward about what you state here. This is what you want to come to mind about you to customers when your name is mentioned. At the end of the day, what does your customer think of you?





Our Skill Sets





Project management


Electrical technologies


???


???


???


??? 








The Industries We Serve





Aerospace (mech engr)


Medical (EMS)


???


???


???


???


???








Our Key Product Offerings





Be concise and specific in what you list here. You shouldn’t need more room than this to sum up your key product or service offering. If you do, then cut it down to fit. Simple, concise and clear is the goal here.











Our Key Customers





Here list only customers who are essential to your survival or who hold some key attribute that makes your company stronger. You can break this into customers you need to maintain and those that are highly sought after for new business…only specific targets you have plans to pursue should be listed.











S - Strengths


1. List top-5 from SWOT


2. ???


3. ???


4. ???


5. ???











W - Weaknesses


1. List top-5 from SWOT


2. ???


3. ???


4. ???


5. ???








O - Opportunities


1. List top-5 from SWOT


2. ???


3. ???


4. ???


5. ???











T - Threats


1. List top-5 from SWOT


2. ???


3. ???


4. ???


5. ???








SWOT Interrelated Strategies


1. List top-5 from SWOT


2. ???


3. ???


4. ???


5. ???








2010 Strategy





Corporate Summary – We Are / Will Be





Budgetary Review





Division #4 – ‘09 Summary





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #3 – ‘09 Summary





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








‘10 Budget and Targets





Revenue	$0.00MM


Change from ‘09	00.0%


Gross Margin	00.0%


Regional income	00.0%


Days sales in A/R	00





Division #5 – ‘09 Summary





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #2 – ‘09 Summary





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








‘09 Year End Summary





Revenue	$0.00MM


Change from ‘08	00.0%


Gross Margin	00.0%


Regional income	00.0%


Days sales in A/R	00








Division #1 – ‘09 Summary





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00





Top-5 Key Daily Measures





1. Daily sales booked – SalesForce.com – 5:00pm EST - Jones


2. Measure – Vehicle for communication – Time Due – Leader


3. Measure – Vehicle for communication – Leader


4. Measure – Vehicle for communication – Leader


5. Measure – Vehicle for communication – Leader

















2010 Action Plans





Top-5 Business Development Opportunities





1. Close ACME deal for NA jet contract – Jan-1-2010 - Jones


2. Opportunity – Due date – Leader 


3. Opportunity – Due date – Leader


4. Opportunity – Due date – Leader


5. Opportunity – Due date – Leader

















‘10 Q1 Sales Targets





Division 1	$0.00MM


Division 2	$0.00MM


Division 3	$0.00K


Division 4	$0.00K


Division 5	$0.00K








‘10 Q1 Performance Targets





Revenue	$00MM


Gross Margin	00.0%


EBITDA	0.0%


Avg days A/R	00


Daily sales Average	$00,000











Top-5 Potential Risks to the Plan with Accountability





1. Falling short on the top line in Div #2 – Brown/Jones


2. Risk summary – Location of SBU – Leader


3. Risk summary – Location of SBU – Leader


4. Risk summary – Location of SBU – Leader


5. Risk summary – Location of SBU – Leader














Top-5 Key Initiatives with Accountability





1. Div #2 - Jones – Feb-15-2010 – Close deal with ABC Corp


2. Location or SBU - Leader – Deadline – Initiative summary


3. Location or SBU – Deadline – Initiative summary


4. Location or SBU – Deadline – Initiative summary


5. Location or SBU – Deadline – Initiative summary











Division #5 - ‘10 Targets





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #4 - ‘10 Targets





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #3 - ‘10 Targets





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #2 - ‘10 Targets





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








Division #1 - ‘10 Targets





Revenue	$0.0MM


Gross Margin	00.0%


Regional income	0.0%


Days sales in A/R	00








