Typical Strategic Reviewer Questions:

Customers and Markets

· For each of your customer groups or segments, what are that group’s/segments requirements?  How do you know their requirements?  How are their requirements changing?

· What are the defining characteristics of each market you serve?

· How is the market changing?

· What does each customer group and market expect from the company?  How well are you meeting their expectations/requirements?  What factual information do you use to make this assessment?  Where are you doing well, and where do you need to improve?

· What new opportunities exist to improve customer relationships and to attract and retain loyal customers?

Competitive Environment

· Who are primary competitors for each customer group/market?  How does each compare in terms of strengths and weaknesses?  How does each competitor’s performance compare ( i.e., quality, cost, delivery, value, service)?

· What is each competitor’s strategic focus?

· How will each competitor be affected by changes in the industry?  By changes in technology?  What are you doing to anticipate and/or take advantage of these changes?

Strengths/Weaknesses/Opportunities/Threats

· What are the strengths, weaknesses, opportunities and threats for each major initiative, strategy, customer group/market, product line, and facility?
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People

· How do the current capabilities of your people align with and support your strategies and initiatives?

· What capabilities need to be developed or secured?

· How well does the organization and management structure support your strategies and initiatives?  How does it support the need to be faster, more responsive, and more flexible?  How does it need to change?

Business Unit/Department Capabilities

· How do your unit’s capabilities align with the key requirements of your customers and markets?

· How are you managing technology, research and development, and innovation to seek or create new opportunities and prepare for new customer requirements?

· How are you managing and improving key business processes to seek or create new opportunities and prepare for new customer requirements?

· What supplier/partner capabilities are needed to seek or create new opportunities or prepare for new customer requirements?

· How must the supplier base change to acquire and/or develop these capabilities?

Performance on Current Plan

· What strategies and initiatives in the current plan need to be continued, modified, or expanded in the new plan?

