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 Section 15


What We Have Done, and Where We Are Headed
What have we learned so far? We've covered quite a bit of material, and we've worked hard at discovering more about ourselves, the issues that affect us and our business, and how we will be combining this knowledge to become better managers of our business.

As was explained in the beginning of the first session, Strategic Planning was developed to help those in the livestock business strengthen their knowledge, skills and performance.  To do that, good planning and management are key.


What is Management?
 But what is management, and how can good management skills be developed? We wrote our own ideas of what a good manager was, and identified some points that were important.

We learned about strategic planning, which can be used as 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.


Competitive Business Environment
To use our abilities in management and planning, we must also know about the business we are in, and what is affecting it on a local, state, national and international level. We learned about current advantages and constraints to being in the livestock business, and were able to relate them to our own enterprise.

With all this information, it was time to sift through and decide for ourselves what we found as valuable and useful in our lives and our business. We looked at what other managers valued, and then wrote our own values.


The Mission Statement
This lead us to building the first tier of the Strategic Planning Pyramid -- the mission statement. This defines who we are, what we do, and where we are headed.

Although the mission statement seems difficult to put on paper, 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
With the mission statement written, we moved onto the next tier of the Strategic Planning Pyramid -- the long-term goals.


Personality Study
How does the Personality Study fit into long-term goals? This inventory 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.


Critical Success Factors
The critical success factors you scored as homework also come into play here. These factors are useful in identifying the strengths and possible shortcomings of your business. This was the beginning of forming your long-term and short- term goals.


Problem Solving Steps
After pinpointing your most important critical success factors, you used problem solving steps as part of creating 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.


DRIVE
Long-term goals can be defined through the use of the DRIVE acronym: Directional, Reasonable, Inspiring, Visible, and Eventual. You've checked your long-term goals against this criteria 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 our long-term goals. They evolve out of your mission and long-term goals, will become the foundation for taking action.


SMART
Short-term goals 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.  As homework, you took the long-term goals you had established and wrote down the short-term goals you had developed to support them.

Did these goals differ from those developed by the others involved in the business? It could be that all of you have different, important goals to help the business reach its mission.

In this next session, you will be taking these goals, and combining them into a final set of business goals.


Problem Solving
As an example of how goals are developed, we will be taking a look at the example farm. This case study will take us through goal setting, using problem solving steps. 


Tactics
Putting our tactical plan into action means writing down what we need to do, or using the daily planner. These planners are the day-to-day way we work our way toward our mission.

After our goals are set, we will then develop tactics to accomplish them. We will take a look at how the case farm develops its tactics and tactical plan.


The Daily Planner
Putting our tactical plan into action means writing down what we need to do, or using the daily planner. These planners are the day-to-day way we work our way toward our mission.



Notes
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