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Review of the Strategic Planning Workshop
Congratulations! You've completed the Introductory Strategic Planning Workshop, and have a solid basis of knowledge for becoming a better manager.

Being a better manager  began the minute you walked into the first Strategic Planning session, and does not end the moment you leave today. The Strategic Planning process is continuous. By continually using and reviewing the skills you've learned during the past three sessions, you have a good chance of fulfilling your business' mission, as well as any other goals for yourself or your family you may have.

Your local agent will visit with you on a routine basis to see how close you are in moving toward accomplishing your goals, and ultimately, your mission.

Remember, you can heighten your management abilities in other areas of your business as well by attending one, some, or all of the Strategic Planning supplemental workshops, including personnel management, financial management, dairy feeding systems, manure management systems, information systems for management, and dairy management analysis. 

As a quick review, let's look at what you've learned during the Introductory Strategic Planning Workshop.

Management
You wrote your own ideas of what a good manager was, and identified some points that were important.  You learned about strategic planning, used effectively by livestock operations as it is by corporate businesses, governmental agencies and other organizations.  Good management and strategic planning are the foundation of the Mission-Tactics Pyramid used to illustrate the initial Strategic Planning management sessions.

External Business Analysis
Your ability to manage your business hinges on how well you know about the business you are in, and what is affecting it on a local, state, national and international level. You learned about current advantages and constraints to being in the livestock business, and related them to your own enterprise. With all this information, it was time to sift through and decide for yourself what you found as valuable and useful in your life and your business. You looked at what other managers valued, and then wrote your own values.

The Mission Statement
This defines who you are, what you do, and where you are headed.  Writing the mission statement was difficult, but writing one gives your business a path to follow toward goals you and those involved with your business would like to see become reality.
Long-Term Goals

Long-term goals involved, among other things, looking at yourself and your personality type. Using the Personality Study showed you how your personality type can affect the way you choose goals, and how you go about developing tactics toward the goals. It also helped you understand how you relate to those around you.

The critical success factors you scored are useful in identifying the strengths and possible shortcomings of your business.  This was the beginning of forming your long-term goals.

After pinpointing your most important critical success factors, problem solving steps helped you create some of your long-term goals. Since you are the best judge of knowing what's right and what's wrong with your business, these steps can lead you straight to developing a good set of long-term goals.

Making sure you were properly developing long-term goals, you used the DRIVE acronym: Directional, Reasonable, Inspiring, Visible, and Eventual. You've checked your long-term goals against this acronym as you headed upward to the next tier of the Strategic Planning pyramid: short-term goals.

Short-Term Goals
Short-term goals are more specific ways to reach your long-term goals. They evolve out of your mission and long-term goals, and are SMART: Specific, Measurable, Attainable, Rewarding and Timed. You created short-term goals to support your long-term goals, then checked to see if they fit the SMART criteria.

Conflicting Goals
It is possible the goals you see as important for your business differ from those your business associates and employees.  You learned how to deal with conflicting goals.

Tactics
The Smith Farm case study took you through goal setting, and using problem solving steps. With the Smith family, you also learned how to develop tactics to accomplish your short-term goals. A tactical plan is a set of tactics created to accomplish your goals.  The daily planner forced you to put your tactical plan into action by writing it down. This daily planner is the day-to-day way you work toward your mission.

Keep working toward your mission!  You've got the tools to do it!
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