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[bookmark: _7276qny8m06j]Agenda
[bookmark: _6xwyqwnk93ek]Friday
	Friday

	Start
	End
	Duration
	Friday
	Asset
	Facilitator

	9:00
	10:00
	
	Arrive, unpack, etc.
	
	

	10:00
	10:30
	0:30
	Warm Up
	
	

	10:30
	10:45
	0:15
	Agenda review
	This... this is the agenda
	

	10:45
	11:25
	0:40
	Wins and Lessons
	In this document
	

	11:25
	11:40
	0:15
	Break
	
	

	
	
	
	
	
	

	12:40
	13:40
	1:00
	Lunch
	
	

	
	
	
	
	
	

	15:10
	15:25
	0:15
	Break
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Saturday
	Saturday

	Start
	End
	Duration
	Friday
	Asset
	Facilitator

	10:00
	10:30
	0:30
	Warm Up
	
	

	
	
	
	
	
	

	11:15
	11:30
	0:15
	Break
	
	

	
	
	
	
	
	

	12:30
	13:30
	1:00
	Lunch
	
	

	
	
	
	
	
	

	14:30
	14:45
	0:15
	Break
	
	

	
	
	
	
	
	

	16:15
	16:30
	0:15
	Break
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Sunday
	Sunday

	Start
	End
	Duration
	Friday
	Asset
	Facilitator

	10:00
	10:30
	0:30
	Feedback Session and Survey
	Link to Survey
	

	10:30
	11:30
	1:00
	Review Action Items
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[bookmark: _gaiej1esevc3]Finance
Successes
Lessons
[bookmark: _pcsxs5ome34z]Sales 
Successes
Lessons
[bookmark: _oh8qu9wy7wrb]Marketing
Successes
Lessons
[bookmark: _mz05put2c86a]People
Successes
Lessons
[bookmark: _acdqjqxh4or4]Clients
Successes
Lessons
[bookmark: _g931exwdn3vh]Quality
Successes
Lessons
[bookmark: _wckol2ubi6za]Processes
Successes
Lessons
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Lessons
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[bookmark: _ie20ikbvumlk]Appendices
[bookmark: _fgqydwhr3ir0]What Is A Strategy?

1. A diagnosis that defines or explains the nature of the challenge
a. Identifies certain aspects of the situation that are critical
2. A guiding policy for dealing with the challenge
a. An overall approach to cope with or overcome the obstacles identified in the diagnosis.
3. A set of coherent actions that are designed to carry out the guiding policy.


[bookmark: _yxbm8a22ts9p]The Kernel

1. A diagnosis that defines or explains the nature of the challenge Identifies certain aspects of the situation that are critical
a. We are a…
b. We do not….
c. This is partly due to the fact that we don’t:
i. ….
2. A guiding policy for dealing with the challenge
a. An overall approach to cope with or overcome the obstacles identified in the diagnosis.
3. A set of coherent actions that are designed to carry out the guiding policy.


[bookmark: _lpy4guf81u33]The Underlying Idea
What is the underlying idea for why this company exists, short of just making money?

[bookmark: _6mfew18fhrt7]Who do we do this for?
1. Customer Type A
2. Customer Type B


[bookmark: _gy0earozlagi]Long Term Overall Goals

1.
2.
3.
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[bookmark: _pgoor1nbvagp]How to run strategy sessions

Tips
1. Don’t host a strategy session in the first week of January. People are not ready for it. They’re not in work mode just yet.
2. Have your most creative sessions before lunch - 10am seems to be the sweet spot. After lunch I do more programming that is process driven. You can wind back up into either creative mode, or more difficult problems after digestion is done - like 3pm.
3. Keep the wins and lessons (call them lessons)
4. Remind everyone of top line strategy
5. Shooting to end by 4:30 with padding gives a better cadence 
6. Having definitions for terms that are important, even ones where we think we know the definition. And have space to define them as a group. 
7. DO NOT PLAN OFFSITES AGENDAS IN A DOCUMENT - use a Miro board or something.



[bookmark: _ug7ambbpss43]Our Value Proposition

Our    (products and services)      helps()     Customer Segment       who want to       Jobs to be done        by       Verb (eg. reducing, avoiding)              (and a customer pain)        and
      Verb (e.g. increasing, enabling)       and       a customer gain      . 
Unlike       Competing value proposition      .


[bookmark: _v76b9mpj5osw]Our Values
1. Value 1
2. Value 2
[bookmark: _n5xu2joo1zug]

[bookmark: _neovyouhljme]Exercise 1
Here is the description of this exercise.

Top 2-3 Ideas that could/should be implemented immediately:
[bookmark: _6q8dafeykv9]

[bookmark: _jedcfqnortix]Action Items / Ideas
· Do this thing
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