
1. What is our Mission?

2. Who is our Customer?

3. What does the Customer Value?

4. What are our Results?

5. What is our Plan?

Source: “The Five Most Important Questions”, by Peter Drucker, 1993Th
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Strengths

Objectives: 	
	 • Recognize competitive advantages and disadvantages
	 • Exploit market opportunities, company strengths, and competitor weaknesses
	 • Manage market threats and company weaknesses
	 • Anticipate competitors’ actions and market trends

Weaknesses

Opportunities Threats
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Conceptual

Detailed
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Objectives: 	
	 •	Agree upon the long-term purpose of the business
	 •	Articulate specific medium-term objectives with quantitative measures (goals)	
	 • Identify strategies necessary to achieve each objective
	 • Implement tactics necessary to achieve each strategy

Mission:

Objective 1: Objective 2: Objective 3:

Goal Goal Goal
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Strategy 2

Strategy 3
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SITUATION
ANALYSIS

“As-Is”

STRATEGY
“To-Be”

PERFORMANCE
ASSESSMENT

TACTICAL
PLANNING and 

EXECUTION
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Plan
How well does 

your overall 
Plan (MOST) 
match your 

SWOT?

How well 
do
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How well does Plan 

Minimize Threats?

How well 
does 

Plan
 Capital

ize
 on 

Opportu
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es?

How well does 

Plan Improve

 W
eaknesses ?

Source: PriSim Business War Games (2001), Hackbarth and Kettinger (2000)
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The Income Statement 
The Profit Equation: Revenue matched to        
expenses in the same period.

Assets = Liabilities + Equity

Profit = R - C

Other

P x Q
VC + FC

The Balance Sheet  
The Accounting Equation: The financial 
condition of the company.
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Gross Profit Margin: Gross Profit / Net Sales

Return On Sales (ROS): Net Income / Net Sales

Return On Assets (ROA): Net Income / Total Assets

Return On Equity (ROE): 
Net Income / Total Shareholder’s Equity

Inventory Turns:
Cost of Goods Sold / Average Inventory

Current Ratio: Current Assets / Current Liabilities

Price to Earnings (PE):
Market Price Per Share / Earnings Per Share


