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The five S’s of sports
training are:
 stamina

* speed

e strength

e skill, and

* spirit;

but the greatest of

these is spirit.
Ken Doherty




You had a game plan...




But new conditions mean considering new tactics







What’s different now?

PREVIOUS
PLAN

NEW STATE
OF PLAY




Captain the team

FRAGILE

VUCA Prime
Developed by Bob Johansen



Understand the field

What big factors in the environment are/could impact the performance
of the business?

External dynamics (PESTLE)

Emphasis on Travel fear Supply chain Intensified digital-
safety disruption activity

Repurpose

production lines for Offer customers an
Provide services at Leverage domestic BEEE experience better
customer location tourism than or rivalling in

Second source for store

critical materials

Redundancy of

b ke & morar Iatkiatcustorars Increase in supply Competitors taking
- costs market share

footprint

12+ months 6-12 months 12-18 months Ongoing

Critical Critical Unknown Critical




Attract people to the game... keep them coming back

Retain current Who are our top What are their key opportunities and
customers customers (or risks?
customer types)

Who do we need to retain?

What dramatic shifts will keep them/
shore them up?

What can we do differently to add

value?
Acquire new Where is our What do we need to offer or do to
customers potential new appeal to them?

business

What do we need to do to secure their
business?



Know what is happening for supporters

What is the current state of our key suppliers and partners?

Supplier/Partner What are their key Implications for us Responses
opportunities/risks?




Make selections and run subs

w

S C O R E

STRENGTHEN CARRY ON OPEN UP REDUCE ELIMINATE

should
we...?

The steps
we need to
take

Timeline

Who do we
need on the
field?

What does
success
look like?



Leverage the team and resources
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Keep adapting the game plans

Develop scenarios
for multiple
versions of future

Mobilise resources
at trigger point

Strong moves

“No regrets”
actions

|

Monitor external and
internal signals to
identify trigger points or
add new scenarios

Blend scenario thinking with quick implementation

Scenario
trigger
point

|
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Focus on
long-term vision,
values and
control

Work quickly to
design and pilot
new concepts
and ideas

Roll out changes

No-regret moves
implemented since
the start to shore up
the business

Adapted from resource developed by

McKinsey & Company



New pathway’s to podium

What are the priorities by phase?

Stay on the field Emerging game plans | New state of play

Tiggers Rise of COVID-19 over winter Orders grow for 3 consecutive ?
weeks in a row

Shift all customer processes to
Objectives online/virtual delivery

Assess the status of all
customers

Priorities
Engage with all customers



Keep an eye on performance

What key performance indicators are being monitored to track the
health of the business?

Key Performance Indicator Performance for Q1

Chargeable hours 360 hours 384 hours

Value of pipeline $350k $330k

 Weekly check in — How will we track our progress?
[Establish who, how and where weekly check-ins occur]

* Monthly review
[Establish who, how and where monthly reporting will occur]

* Quarterly refresh
[Establish who, how and where quarterly refresh will occur]



Others game plans

Relationships
« Ultilising networks across industries and sectors
« Connecting with community needs, e.g. free surveys

Customers
* Focusing more on the local/domestic markets, e.g. professional services
« Taking services to customers, e.g. car services at peoples homes
« New care responses, e.g. spa treatments uplift

Operations
« Initiating structural changes, e.g. organisation structure
« Reviewing and reducing operating costs, e.g. trimming fixed/reducing variable
* Reprioritising and rescheduling all business activities
« Staff working more remotely, e.g. 3 days at home, 2 in the office
« Accessing government funding, e.g. community resilience packages

Digital
* New modes of delivery in response to the need for safety, e.g. telemedicine

« Exploiting technology to speed up service delivery, e.g. current state analysis
* Widening reach to international and extending markets, e.g. online education

Products
« Changing how products are supplied, e.g. individually wrapped
* Reusing existing products that were successful in the past, e.g. movies



What have you been doing to improve the resilience of your business?

What are some of the things that are hindering you?

What are you going to do next week?
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