
Module Four
Connect The Dots

EXERCISE OVERVIEW

This module is about helping you lay out an action plan for your business. Modules 1 & 2 
defined the “WHY”, and Module 3 defined the “WHAT”, this module is about defining the 
“HOW”.

So now that you’ve laid the groundwork, it’s time to create an action plan that will define 
the strategies you will use to build your business. There are an endless number of things 
you can do in your business to improve, but it’s impossible to tackle all of them at the 
same time.

It’s in this module where you will brainstorm everything you can think of that you might 
want to do in the business, then prioritize and narrow it down to just 3-5 things you can 
do over the next 90 days

In order to do that, you need to...
• Explore key strategies for different parts of your business
• Prioritize 3-5 strategies to be addressed over the next 90 days
• Build an action plan for each of your strategies

The idea here is to get you, your business and your team all focused on completing the 
strategies that may have the greatest impact on your business, then continuing to chip 
away at it with new strategies every 90 days.

EXERCISE INSTRUCTIONS

How long it takes for you to complete this module will depend on how well you know 
where the opportunities are in your business. In the last exercise in Module 1 you were to 
brainstorm a list of opportunities and then list the top 5. Those 5 might be your starting 
point in this module. I suggest you take some additional time to think through each 
functional area of your business and see what else you might find that becomes a priority.

To get the most from this exercise turn off your phone, disconnect from your email, and
find a quiet place where you will not be disturbed.



Exercise 1
STRATEGIES. For each area of your business brainstorm strategies you’ve heard about, read 
about, thought about, or have tried in the past and want to try again. It’s a good idea to include 
your team members in this process. The key is to get as much as you can think of on paper now.

MARKETING - if your business needs more leads what marketing strategies would you like to 
explore? Internet? Traditional? What’s worked in the past? What hasn’t worked?

SALES - if your business is getting leads but not converting enough to sales, or if the average 
sale per customer isn’t what you expect, what sales strategies would you like to explore?

CUSTOMER SERVICE - if acquiring new customers isn’t a problem but retaining them or getting 
them to buy more often is, what customer service strategies would you like to explore?



DELIVERY - if customers have to wait longer for their product/service than you would expect, 
what delivery strategies would you like to explore to make the process more efficient?

SYSTEMS - if your business has bottlenecks that become obvious when friction appears from 
employees or customers, what system strategies need to be explored to improve processes?

TEAM - if your team lacks energy, or tends to go through the motions, or lacks specific skills in 
certain areas, or doesn’t get along, what team strategies would you like to explore?



KPIs - if your business isn’t in tune with the numbers the way you would like, besides the 3-5 
KPIs you defined in the previous module, what KPIs would you like to explore?

FINANCIALS - if your business has cash flow challenges, isn’t as profitable as you would expect 
with margins too low and expenses too high, what financial strategies would you like to explore?

OTHER - what other areas of your business can you identify that has opportunities where 
implementing a new strategy might make a difference?



Exercise 2
PRIORITIES. Before starting this exercise first highlight 5-8 high priority strategies from the 
previous exercise. Then prioritize the TOP 5 below. State the desired outcome when it’s done 
right, and the potential consequences if it’s done wrong or not at all.

STRATEGY #1

Outcome

Consequences

STRATEGY #2

Outcome

Consequences

STRATEGY #3

Outcome

Consequences

STRATEGY #4

Outcome

Consequences

STRATEGY #5

Outcome

Consequences



Exercise 3
ACTION PLANS. Now that you’ve identified your priorities it’s time to take action. By including 
essential team members in this process you will find them to be more accepting of the process 
and the plans.
Each action plan will have 3 parts:

1. A clear objective that answers, “What? How much? By when?”
2. A statement of the desired outcome and potential consequences; this answers “why it’s 

important to the business”
3. The action steps necessary to meet the objective with responsibility assigned to an 

individual and a time frame for completion
Use the action plan form on the following pages to build action plans for each of your top 5 
strategies.
Below is an example of an action plan.

SAMPLE ACTION PLANSAMPLE ACTION PLAN

Objective To implement 3-5 KPIs with a Scorecard by June 1st

Outcome gives us the ability to monitor performance during the month which will lead to 
greater productivity

Consequences by not measuring we lose the ability to manage key areas of the business that 
results in lost revenue

SAMPLE ACTION STEPSSAMPLE ACTION STEPS Assigned to Due Date

1 establish monthly and daily revenue goals owner May 7

2 choose 2-3 sales production KPIs owner May 7

3 choose a customer service KPI owner May 7

4 determine where to find the data to track manager May 14

5 create a system to compile and track data manager May 14

6 build a scorecard spreadsheet manager May 14

7 test system and reporting manager May 21

8 set frequency and expectations for reporting owner May 21

9 meet with team to discuss how Scorecard will be used owner/mgr May 28

10 full implementation owner/mgr Jun 1
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Notes

CONNECT THE DOTS

#4

Trial and Error…

Remain Unfinished…

Game Plan.



Notes
Analyze 
Situation

“Right Things”

Define Key 
Initiatives

Evaluate 
Results

Execute & 
Measure

Set 
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Define 
Action 
Steps

“Things Right”

Manage Activities

Lead People

SAMPLE 
1-PAGE 

ACTION 
PLAN

How bad do YOU want it?

Trial and 
error 

or 
With a 

game plan 
in hand?



Notes

  Rx #1:  Peel Back The Layers.

  Rx #2:  Choose Strategies Wisely.

  Rx #3:  Take a Step-by-Step Approach.


