


which provides you with an early warning
when the plan or expected results are not
on track.

While many people have differing
opinions regarding the planning, in
reality, your objective is to provide enough
detail and clarity to communicate a list of
actions to your team. Consider visualizing
a script or storyboard for a video produc-
tion. The more detail, the easier it is for
everyone to perform their part.

The planning process is actually a
political mechanism for gaining commit-
ment from all levels of the organization.
Developing a shared vision is inspiring
and motivating. Leaders know winning
the minds and the hearts of the team goes
a long way in focusing energy and being
successful.

10-Step Strategic Planning Process
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10-Step Strategic Planning
Process

Small Business Preamble: If this is
your company or if you are the sole stake-
holder or the speaking member for a small
or family group, take the proverbial step
backwards and make sure the business
is your chosen profession and passion.
Happiness and results come when people
follow their passion, not potential as
described or dictated by others.

1. Vision, Mission and Values:
Don’t get hung-up on definitions and the
difference between a vision and a mission.
Vision is an inspirational, long-term view
of what the company will look like in the
future. The mission describes what will
be done and describes how the company
will achieve its vision. If your manage-
ment culture is more autonomous and

Strategic Planning Pays Off

The value of having a business plan has been debated in business
circles for years. However, a recent paper presented by Eason
Ding and Tim Hursey at the University of Oregon, concludes with
statistical validation that completing a business plan increases the
success of attaining the objectives cited by survey respondents
including: getting a loan, making a major purchase, getting

an investment, recruiting a new team member, thinking more
strategically and growing the company.
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empowered, place more emphasis on

values.
2. Industry Profile: How
do others compete in your industry?

In  franchising, this evaluation

should

arecnas:

include two compertitive
your underlying business
concept and the competition within
franchise development and support:
other franchise systems.

3. Situation  Analysis:
Where are you now? This is an opportunity
to get your team to discuss and confront
the same data. Gather information such as
current and historical financial statements,
company organization chart, any current
plan documents, even marketing and sales
materials, anything that would help put
a factual image to the current state of the
company.

4.  Internal Analysis: The common
acronym to describe the analysis process is
SWOT: Strengths, Weaknesses, Oppor-
tunities, and Threats. The strengths and
weaknesses are internal and particular to
you, your team, and the company. What
strengths do you possess that would differ-
entiate you from other companies? What
weaknesses might you choose to mitigate
or avoid? Don’t avoid a frank conversation
about weaknesses. Remember they are not
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bad to have, only bad to not know what
they are. It is possible to develop strategies
to correct your weaknesses or just avoid
them.

True Story: While there are some
weaknesses you can avoid, some need to
be addressed and solved. We were working
with a franchisee in an industry driven
by sales, and being an excellent sales-
person, he was well suited. The company
had gone for months with incomplete
financial reporting. Numbers were not his
strength. The need for reliable and timely
financial statements became a focus within
his strategic plan and in a short period
of time, he achieved the objective set by
hiring someone with the skills to mitigate
his weakness.

5. External Analysis: The second
half of SWOT is the evaluation of external
factors. What opportunities are being
provided by the marketplace? What do
your customers or potential customers
want to buy? And, are there any threats that
you will have to deal with? Today everyone
is dealing with ambiguity regarding taxes,
regulations and health care. While the
International Franchise Association works
to promote a better small-business envi-
ronment, we consider them to be “business
givens.” We all need to figure out how we
reach our goals in spite of these challenges.

(Continued on page 26)
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Cybeck

Cybeck Capital Partners is a boutique private
equity firm offering management support and
equity funding for mezzanine stage companies.
We help people reach their goals and ambitions
so they may do the same for others. We
believe in the free enterprise system: freedom
for individuals and businesses to operate and

compete.
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Mezzanine Financing

While we have partnered with companies during the
start-up phase, our lending experience, and expertise
is focused on mezzanine financing. We look for
entrepreneurs and companies with a proven business
model requiring an infusion of intellectual and financial
capital to fuel growth and expansion.

Operating Partnerships

Our unique Operating Partnership (OP) Program™ is
a true example of partnering to reach an entrepreneur’s
goals and objectives. It is a marriage of talents between
you and our team to build a great company. This is
where we excel!

Acquisitions

Our company acquisitions support our efforts in
providing value to our partners. While we will
occasionally review a company proposal independent
of management, we are focused on matching an
opportunity with an existing operations-oriented
partner.

Our Philosophy

Investments come in many forms: people, money, energy, and time.
While all are important, our first priority is always people. We seek
opportunities to invest in and build business relationships with
people who share our values and passion for free enterprise.

Our investment partners are a diverse group, yet they all share a
common vision for the opportunities of small business. We talk
about “the three C’s”:

Character — personal and business values, culture, and beliefs

Capability — industry knowledge, technical ability, and experience
in small business

Commitment — personal passion and willingness to invest money,
energy, and time

We don’t just lend money; we partner with people and work with
them to attain their goals and objectives through business.

Our Consulting Programs

Investing, owning, and managing our own companies have put us in
an excellent position to add value to your company. We always look
forward to sharing our knowledge and expertise in the following

areas:
* Mergers & Acquisitions
* Capital Structure
e Strategic Planning

* Corporate Governance

* Executive Coaching

Find out how our team can help you
achieve your business goals by leveraging our
capital and intellectual resources.

7086 Corporate Way |

Dayton, Ohio 45459-4294

| 937-291-1900 |

www.cybeck.com





