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K T C  T O O L B O X :
S W O T  A G E N D A

I n t r o d u c t i o n  t o
S t r a t e g i c  P l a n n i n g

S W O T  A n a l y s i s

G o a l  S e t t i n g

A c t i o n  P l a n s

P r o g r e s s  T r a c k i n g



W H A T  I S 

S T R A T E G I C 

P L A N N I N G

S t r a t e g i c  p l a n n i n g  y o u r 


b u s i n e s s ’s  p r o c e s s  f o r 


d e f i n i n g  d i r e c t i o n  a n d 


s e t t i n g  g o a l s ,  c r e a t i n g  a 


f o c u s  f o r  p l a n n i n g  

f o r  t h e  y e a r .     

T h i s  p r o c e s s  i n f o r m s 


d e c i s i o n  m a k i n g  t o 


p r i o r i t i z e  t i m e ,  m o n e y ,  a n d 


u s e  o f  r e s o u r c e s  

t o  a c h i e v e  g o a l s .



W H A T  A R E  T H E 

S T E P S  I N 


S T R A T E G I C 

P L A N N I N G

1 .    R e a l i t y  c h e c k

2 .    S W O T  A n a l y s i s

3 .    G o a l  S e t t i n g  a n d                

        S t r a t e g i c  O b j e c t i v e s

4 .    A c t i o n  s t e p s  a n d  

        a c c o u n t a b i l i t y

5 .    R e v i e w  a n d  r e v i s e  o n  a  

        r e g u l a r  b a s i s



R E A L I T Y
C H E C K

W h a t  i s  t h i s  b u s i n e s s  g o o d  a t  d o i n g ?

W h a t  a r e  w e  s p e n d i n g  m o s t  o f  
o u r  t i m e  d o i n g ?

A r e  w e  p r o f i t a b l e ?

H o w  d o  w e  g e n e r a t e  p r o f i t s ?

H o w  a r e  w e  d o i n g  w i t h  c a p a c i t y  f o r 

p r o d u c t i o n  a n d  s t a f f ?

D o  w e  h a v e  t h e  e q u i p m e n t  w e  n e e d  
t o  e x p a n d ?

W h a t ’s  o u r  c o m p e t i t i o n  d o i n g ?



" P a s s i o n  i s  v i t a l ,  b u t  y o u  g o t 

t o  h a v e  a  s t r a t e g y . "

-Barack Obama



T H E  S W O T
A N A L Y S I S

A  d e t a i l e d  l o o k  a t  h o w 

y o u  o p e r a t e  a n d  h o w 


e x t e r n a l  f a c t o r s  i m p a c t 

y o u r  b u s i n e s s

SWOT is an acronym for strengths,

weaknesses, opportunities and threats

and a structured planning framework

for evaluating a business’s internal

strengths and weaknesses and the

external opportunities and threats. 

This is an effective tool for clarifying

your direction, identifying where you

need help, minimizing weaknesses, and

knowing how you can capitalize on

your strengths.



T H E  S W O T

STRENGTHS WEAKNESSES

THREATSOPPORTUNITIES



Y o u  d o n ' t  k n o w  w h a t  y o u  d o n ' t  k n o w

No matter what the scale, discovering the gaps in your business and overcoming

them, through learning, repetition, and collaboration with others, is essential for


innovation and success.  Uncovering a flaw is a first step to a solution.



H O W  T O
S W O T

W h o ,  W h e n ,  H o w

S e t  a  2  h o u r  w i n d o w  w i t h  n o  d i s t r a c t i o n s .   

C a n  b e  d o n e  a n n u a l l y ,  o r  w h e n  e v a l u a t i n g

a  m a j o r  c h a n g e .

O w n e r

H u s b a n d / w i f e  o f  o w n e r  

M a n a g e m e n t  t e a m

T r u s t e d  c o l l a b o r a t o r

A  l o n g  t i m e  c u s t o m e r

A  b o a r d  m e m b e r

A n  a c c o u n t a b i l i t y  p a r t n e r

A  p e e r  w h o  k n o w s  y o u r  b u s i n e s s

r e a l l y  w e l l

D o i n g  t h i s  a l o n e  i s  n o t  i d e a l .   Y o u  n e e d  t o  g e t  o u t

o f  y o u r  o w n  h e a d  a n d  p a t t e r n s .   U s i n g  a  m o d e r a t o r

c a n  b e  s o  h e l p f u l !



G O A L S  +
A C T I O N S

H o w  d o  y o u  d e t e r m i n e
t h e  m o s t  i m p o r t a n t

g o a l s  a n d  g e t  i n v e s t e d
i n  t a k i n g  a c t i o n ?

Determine priority goals 

based on your SWOT...

Questions to ask: 

What skills/strengths can be leveraged?

What weaknesses need more attention?

Are you addressing the threats?

What are your steps for harnessing an

opportunity?

Goal Setting: Focus on 6 month to 1 year

priorities that move the needle.  

Longer term?  What's the first year

milestone?



G O A L  T O  A C T I O N S

B r e a k  y o u r  g o a l s  d o w n 


i n t o  s p e c i f i c  t a s k s  t h a t 


n e e d  t o  h a p p e n  t o  g e t 


y o u  t h e r e .

D e c i d e :  W h e n  w i l l  I  d o 


t h i s  b y  a n d  h o l d  m y s e l f 


a c c o u n t a b l e ?

S l i c e  y o u r  y e a r  d o w n  i n t o 


3  m o n t h  s e g m e n t s  w i t h 


a c h i e v a b l e  s h o r t  t e r m 


g o a l s .

T h i s  w i l l  k e e p  y o u 


m o t i v a t e d  t o  y o u r  l a r g e r 


g o a l s  a s  y o u  s e e 


p r o g r e s s !



G O A L S  +
A C T I O N S

R i t u a l s  s u p p o r t

y o u r  g o a l s .

A c t i o n s  i n

s e q u e n c e  m a k e  a

r i t u a l .

Schedule a r itual  for each goal

Create detai led act ions needed to

fulf i l l  r i tuals and reach goals

L e t ' s  t a k e  a  f e w  m i n u t e s
t o  d e t e r m i n e  g o a l s  a n d
a c t i o n s  f o r  e a c h  o f  t h e m !

Example:  

Goal  -  Generate 8 leads to secure 

2 buyers in 3 months.

Ritual  -  Thursdays at 7:30am, do 1

hour of marketing tasks fol lowed by

30 minutes of outreach to buyers.



P R O J E C T  P L A N  +
P R O G R E S S

H o w  t o  U s e  t h e

R e d / Y e l l o w / G r e e n

A c c o u n t a b i l i t y  T o o l

Green - you’re making progress and feel

confident that you’ll complete the action

or task by its due date.

Yellow - you’re getting stuck

and uncertain if you’ll meet the deadline.

When an item is yellow, consider

assigning a new due date and figure out

if you need help to complete it.

Red - all progress has stopped and

you're sure you’ll miss the deadline. This

is urgent - take action or get help.



P R O J E C T  P L A N
+  P R O G R E S S

R e v i e w  y o u r  t a s k  l i s t  e a c h  w e e k  a n d

a s s i g n  a  c o l o r  f o r  t r a c k i n g  p r o g r e s s .



P L A N  +
P R O G R E S S

S A N I T Y  C H E C K

D o  y o u  a n d  y o u r  s t a f f  h a v e  t h e 

c a p a c i t y  a n d  s k i l l s  t o  m e e t  y o u r 

g o a l  a l o n e ?

W h e r e  d o  y o u  n e e d  s u p p o r t  i n 

y o u r  p l a n ?

H o w  w i l l  y o u  p a y  f o r  s u p p o r t ?

W h a t  o t h e r  e x p e n s e s  s u c h  a s 

s u p p l i e s  a n d  e q u i p m e n t  w i l l  I 

i n c u r  t o  r e a c h  m y  s t r a t e g i c 

g o a l s ?

B o t t o m  l i n e :  A l l  p l a n s  s h o u l d  b e 

s u p p o r t e d  w i t h  a  b u d g e t .



R E V I E W  +
R E V I S E

C h e c k  i n  w i t h  y o u r  p l a n s  m o n t h l y
a n d  e v a l u a t e  p r o g r e s s  o n  3  m o n t h
g o a l s  a n d  a n n u a l  g o a l s .

E v e r y  q u a r t e r ,  s e t  n e w  3  m o n t h
s l i c e s  o f  y o u r  g o a l  t o  g e t  t o  t h e
m a j o r  g o a l .

R e v i e w  y o u r  b u d g e t  t o  m a k e  s u r e
y o u  a r e  m a k i n g  t h e  e x p e c t e d
p r o f i t s  -  g o  d e e p e r  t h a n  s a l e s !

M o d i f y  y o u r  p l a n  a s  n e e d e d  i f
r e s u l t s  a r e  n o t  s a t i s f a c t o r y

S e e k  h e l p  a n d  a d v i c e  w h e n  y o u  g e t
s t u c k



Y o u  d o n ' t  k n o w  w h a t  y o u  d o n ' t  k n o w .

S o m e t i m e s  i t  t a k e s  a  t e a m  e x e r c i s e  t o  s h e d

l i g h t  o n  w h a t  m a k e s  a  b u s i n e s s  g r e a t . . .  

o r  w h a t ' s  h o l d i n g  i t  b a c k .



T H A N K  Y O U !

w w w . k i t c h e n t a b l e c o n s u l t a n t s . c o m

R e b e c c a  B r u m b e r g  F r i m m e r
7 0 3 - 5 9 3 - 5 4 2 0
r e b e c c a @ k i t c h e n t a b l e c o n s u l t a n t s . c o m

G e t  i n  t o u c h !


