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The Bottom Pieces Fit Together
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Business Planning
User Outline

A guide to better business planning
One step to establishing
A Solid Foundation ®

Commercial in Confidence

A Solid Foundation

www.asolidfoundation.com.au



Business
Planning Cycle ety

Will it, ;s change
Vision Culture ﬂ does it work’) working?
Busin es eview
objectives Achievement hat dd
Mission

We change?

Customer Action
c:ustom@ckagmg Needs Plans Q
What have What to Action?

Real & pricing
e got now?
Needs Strategy ww g W 3
To
Product Deliver

© A Solid Foundation 2004

Differentiation Product



The Information Enabled Company A

A Solid Foundation
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Business Planning Environment A Solid Foundation
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The business planning cycle fits
within a broader legislative
environment and a business
environment

Testing the impact and
interaction between these three
elements is a short but useful
exercise in documenting
iImpacts, both positive and
negative on each business and
each customer
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Business Cycle for Customers A Solid Foundation
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Every customer has a different need depending on the particular position of his
business or divisions in the business cycle

Plotting each one and understanding their existing and future needs is important in
being able to respond proactively
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Additional Information g e .
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* A Solid Foundation ® presentations can be

downloaded from the
www.asolidfoundation.com.au internet site

A Solid Foundation ® would of course also be
happy to help you with your transition to new
achievements
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