Strategic Business Model SBM

Leadership

The vision, implement-
ation, and spirit you
bring to the business.

Vision

Your promise.

A common thread
woven through every
department.

Measurements
The intelligence and
reports which measure
success.

Systems

What exactly needs to
be done and what
systems need to be in
place to perform the
work consistently and
efficiently.

Human Capital
Who does what and
how can it be
constantly improved.

Vision:
What is your vision of the company?
What will success look like?

Leadership

Implementation:
How will you achieve your vision?
How will you measure your progress?

Spirit:
Why is it worth doing?
How do you communicate the spirit?
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