
If the last time you thought 
about your strategic plan 

you couldn’t immediately re-
call what was in it, couldn’t re-
member where the binder was 
and then needed to dust the 
binder off once you found it, 
my guess is your strategic plan 
was stale.

One of the core challen-
ges to e!ective strategic plan-
ning is building in a frequent 
review process to ensure 
that your plan stays relevant, 
you’re tracking progress and 
accountabilities and there’s a 
clear line of sight between your 
business operations and your 
long-term destination as an 
organization.

Now, the word frequent 
means di!erent things at dif-
ferent stages of your business 
growth. In startup mode, the 
shear number of shiny ob-
jects you have to choose from 
means a monthly review of the 
plan is appropriate. In our dis-
cussion we’re going to focus on 
established companies and or-
ganizations that are well past 
the startup phase, and as a re-
sult, quarterly followups to the 
strategic plan are appropriate. 

About every three to four 
months, changes in people, the 
economy, competitors, your 
market, the industry, custom-
ers or technology will put pres-
sure against your strategy to 
the point that your strategic 
plan no longer feels relevant 
and timely. 

At this point, most organ-
izations will shelve the plan 
due to lack of relevance to the 
current situation and, inevit-
ably, all of the hard work, ener-
gy and enthusiasm that went 
into creating the annual plan 
falls short with "#$ of the year 
still le% to unfold.

Bringing your team togeth-
er quarterly to go through your 
strategic plan for a few hours is 

the surest way I know to re-
vitalize your plan and main-
tain its relevance all year. 

Here is a four-step process 
to facilitating your own quar-
terly strategic planning follo-
wup session.

Step !: evaluation. Start 
your session by evaluating 
your plan using the follow-
ing questions: What’s work-
ing well? What needs improve-
ment? What’s missing from 
the plan? How have we been 
celebrating our success along 
the way? &e answers to these 
four questions will provide 
an overarching view of the 
validity of your plan, where it 
needs to be changed and what 
things need to be added that 
you didn’t know about when 
you 'rst built the plan.

Step ": review. For each of 
the three to seven core object-
ives you’re focused on this year, 
ask the person responsible to 
walk the group through his 
or her action steps and to up-
date the team on progress, de-
lays, missed targets, unrealistic 
timelines and, 'nally, new ac-
tions. &e rest of the team will 
provide insight, support and 
feedback to help ensure that 
everyone understands the cur-
rent status and how they can 
support their peer.

Step #: revise. If an object-
ive needs to be removed or re-
prioritized or a new object-
ive needs to be formed based 
on new data, this is the time 
to engage the team in dis-
cussion, frame the objective, 
choose an owner and build an  
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action plan with accountabil-
ities and timelines. If you’re 
not sure whether your ob-
jectives are properly framed, 
here’s a quick test: if there’s no 
way to measure your object-
ive so we can throw a party to 
celebrate completing it, it’s not 
an objective. &e most com-
mon framework used to test 
an objective is SMART: is the 

objective specific, measure-
able, attainable, relevant and 
timely?

Step $: next review. The 
best time to select a date for 
the next quarterly review is 
when the team is together. It 
might seem strange to make 
this a step, yet in my experi-
ence without getting a date 
in the calendar now, the  

quarterly sessions can end up 
being semi-annual instead.

Whenever I’m asked what 
the No. ( thing a CEO can do 
with his or her team to im-
prove the quality of their an-
nual strategic planning pro-
cess, my answer is always the 
same: review it more frequent-
ly and, at a minimum, once a 
quarter. 
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ViRTUS (www.virtusinc.com), 
an organizational development 
consulting !rm with expertise 
in strategic planning and im-
plementation, leadership de-
velopment, change manage-
ment and succession planning 
for medium to large organiz-
ations. He regularly blogs at 
www.mikedesjardins.com.

Listening. 
Lending. 
Locally. 

We know business in Western Canada because we’re 

headquartered here. That means faster response times, 

local decisions and a team that knows your industry and 

takes the time to understand your business. Greg Sprung, 

Senior Vice President, BC Region, and his team can help 

your business with financing of up to $50 million. Call him 

at 604.443.5132 or visit TheWorkingBank.ca. Business in Vancouver’s directory databases provide key 
contact information on thousands of companies in over 

50 business sectors. Databases are compiled from our most 
popular annual publications including BCTech, Book of Lists, 
Adpages and Meeting Places. Receive them by email or disk 
in various formats and start using your new lists right away. 
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