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I recently had the pleasure of talking to John Myrna about his new book The Chemistry of Strategy. We discussed what it means to have a strategy and why a strategic plan differs from an operational plan. Myrna defines business strategy as knowing what you want to be in the future, where
you are today, and what your annual strategic goals are, so you will switch from who you are to who you want to be. Your strategy must be set in achievable, measurable goals, which means being specific is a must. It is also important to know the difference between an operational objective
that lives largely in the here and now, and a strategic one that lies in the future. Here, Myrna shares five ways to implement a business strategy and cut your path to the future: Get together with your team and make a simple promise of your goals. Say it loud, together: We commit to this
plan. Meet with your main council to manage this plan. When rounding out your team, keep in mind that they should be able to visualize and help realize goals. They should intend to be there, whether the goal is achieved or not, and they should be different, both in experience and in
passions. These are the people who will ensure your entire team buys into this plan because a true strategic goal affects your entire business, from top to bottom. A good strategic plan is not a one-day thing. It must also be something that is scalable for your business and sustainable for
your model. Everyone should be on the same page, even if your opinions are different. You should not only agree on the plan, but share a commitment to its implementation. Your team should leave each scheduling session with specific and measurable steps, not to mention a proactive
mindset. Collectively, you should feel both impatient for action and willing to wait for results. Keep in mind that your long-term strategic plan shapes your daily operating plan, not the other way around. Think of this metaphor, The most useful piece of a puzzle is the image on the box. You
can't build against your future it you don't know what you want it to look like. To listen to my interview with John Myrna, click here. The goal of any company is to get its products in the hands of its customers. But that's easier said than done. Companies must first find their target audience,
tell them about their products and convince them that the products are better than their competition. A useful business tool to help companies encourage customers to buy their products is a strategic marketing plan. A strategic marketing plan helps companies identify their marketing goals
and develop tactical strategies to achieve them. A strategic marketing plan reviews both long-term and short-term goals that the company wants to meet. The strategic marketing plan also takes into account the company's current financial position as well as market developments. The
strategic is a living document, document, means it's never final. To remain successful, the company must regularly update its strategic marketing plan with new strategies and ideas. As the company's position, industry trends and consumer behavior and sentiment always change, the
company must rotate its marketing strategies to achieve its goals. A strategic marketing plan should identify the company's place in the current market. A SWOT analysis that reviews strengths, weaknesses, opportunities and threats ensures that the company has a clear vision of where it
stands in the present and where it needs to go in the future to remain successful. A SWOT analysis of the company should review: Internal strengths, such as resources, talent and experience Internal weaknesses, such as budget or time pressure Competitive organizations Changes in
business processes and business technology Cultural shifts within the industry Market trends The importance of strategic marketing planning is that it enables companies to get a comprehensive overview of the opportunities ahead, taking into account both internal and external factors. This
is a strong foundation on which to build a strategic marketing plan. In the strategic marketing plan, it is essential to indicate the goals that the company wants to achieve. This may include doubling turnover, entering a new market or maintaining growth of 25% each year. These goals are
what should drive marketing strategies and tactical plans. It is imperative that marketing goals are consistent with larger company goals. Otherwise, the marketing activities have little impact on the company's success. If the company's goal is to enter a new market, for example, a
corresponding marketing goal would be to increase brand recognition in the new market. The company cannot sell to new leads that are not familiar with the brand or product. As a result, the marketing effort works hand in hand with the company's overall goals. To create a useful strategic
marketing plan, the organization needs to research the trends in the current marketplace. This insight informs all four elements of the marketing mix: product, price, place and promotion. Outlets can show that a particular area of the market is highly saturated with products. This can tell the
company that it's hard to get in. On the other hand, the company may then become aware of another market segment where there is little competition and room for growth. It is important to analyse both long-term and short-term market breaks. Be an opportunity to increase revenue in the
short term by campaigning for a specific record that targets low-value leads. In the long term, the company can work to build customer loyalty and increase revenue through repeated purchases from high-value customers. The Strategic Marketing Plan answer the who question in detail. Who
do you earn with products and services? Conduct research to determine your target age, gender, income and occupation. You also need to go beyond the demographic details of behavioral details. It's important to determine: What problems are your leads trying to solve that you can help
with? What do they fear will happen if they cannot solve this problem? What will happen if they are able to solve this problem with your help? No matter what your business sells or does, the key value proposition is that you help your target audience solve a problem they are experiencing. It
is important to extrapolate on this problem to fully understand how you can help them. For example, if you sell hand-painted scarves, the problem you solve is that you help your prospects find unique luxury accessories at an affordable price that they can't get anywhere else. The marketing
mix serves as the basis for any marketing strategy. Outline the following elements of your plan: Product: What you sell and how you will pack it to capture your view's attention. Price: How much the consumer is willing to pay for this product while still allowing you to make your desired profit
Place: Where you want to make sales, such as a store, online or in a temporary place like a Farmers' Market Promotion: How you will communicate the benefits of your product to your prospects, including advertising, direct marketing, promotional, personal sales or per in the Strategic
Marketing Plan, you must outline how you want to share the value of your product or service. It is important to develop a unique value proposition that specifies what your business helps your prospects to do that no one else does. For example, if you operate a mobile tyre change shop, you
ensure that your customers can get new tyres without having to drive to a mechanic. You save them time by getting to them. Be sure to list three to five unique items about your business that help you stand out for your leads. Go back to your audience description and connect your value to
what your prospects want to see. For example, if your target audience is pressed for time, helping them save time will be of value to them. Frame this in a way that helps set you apart from your competitors. Create the various marketing activities that you plan to implement over the next
fiscal year, complete with schedules, budgets, and resources. It is important to ensure that your activities are consistent with the goals you originally described in the strategic marketing planning process. Everything has to relate to what the company hopes to achieve, so make sure you
establish that connection. In this way, the impact your marketing activities make can be maximized. For example, if the overall goal of the company is to enter a new market, one of the marketing goals may be to increase brand awareness in that market. Your tactical must specify how you
want to do it. Want to use print or social media advertisements? Do you want to issue the press press? or hold an event for the whole community? How long will it take and how much will it cost? Who will execute the plan? To find out if your strategic marketing plan was successful, it is
important to establish some benchmark metrics. Quantify how you can measure your marketing activities. Remember to relate your metrics back to your company's original goals. This will allow you to tell if you have achieved your goals. Be sure to create timelines for your metrics. Do you
want to measure monthly or weekly? What goals do you hope to achieve during each session? Creating benchmarks and then turning tactics to achieve them will help ensure your organization meets its overarching goals. Goal.
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