Ver 24.08
6 Questions for Organizational Health

Seemingly simple, these questions hold the key for better organizational clarity, an aligned leadership team and a lens with which to view all decisions being made.
These questions are where the best companies in the world have learned to focus. The best are not measured by revenue (although most have solid – market defying revenue), not defined by size, not defined by profit (although most have comparatively huge profits). These are the best companies because the leadership loves what they do, they attract great people, and they keep the best of the best team members. They defy downturns and economic challenges, they charge more to their clients who happily pay it, they have longevity, and their people are inoculated to outside attraction. Morale and Productivity are high. Politics, Confusion and Turn-over are low.
That’s what we signed up for in business, isn’t it?

1. Why do we exist? (Mission/Purpose)
	Why did you start your business? What change do you hope to make in the world? Has anything new about this been revealed since you started?

	


At this stage, this is only for your eyes. No jargon, no marketing. Purely your motivations.
	How do you make people’s lives better? How do you create a better world?

			


Categories: customer, industry, greater cause, community, employees, wealth, etc.
	Why do we do that? Why is this important for you?

	



	For WHO do we make the world better? Describe your perfect client – the one who pays you.

	



	Who don’t we serve? Describe the worst type of client. Who would buy from you but make your life difficult?

	



	What difference do you make for your ideal clients? Why do they choose you?

	



2. How do we behave? (Values)
There is a level of intolerance needed here. What will you stand for and what won’t you stand for?
	Describe the current “personality” of the business? If your business was a person, describe her.

	



	Who on your team would you like to Clone? Why? What Values or Attitudes do they demonstrate?

	



	Who has left your team that you would like to avoid? Why? What values or attitudes got under your skin?

	



	What are the Core Values YOU bring into the business? What’s most important to you?

	


What are you willing to be punished for standing by?
Is the trait inherent and natural for us? Has it been a part of us for a long time?
Is it something we work hard to cultivate?
Are we able to credibly claim that we are more committed to this value than 99% of the industry?
	What are the values you wish to see in the organization? Aspirational

	



	What are the absolute minimum standards in values you will accept? Permission to Play

	



	How might you identify these values in people on your team or who might join your team?

	


What is a unique or non-traditional word of phrase to inspire the ideal people?

3. What do we do? (Business Definition)
	Describe clearly WHAT your business does? “We do WHAT, for WHO, HOW”

	



4. How will we succeed? (Strategy or plan for success)
Strategic Anchors (whiteboard session)
	What are the important elements that allow you to maximize success and differentiate you?

	


Topics like: pricing, hiring, site selection, marketing, advertising, branding, merchandising, sourcing, partnering, product selection, in-store experience, service offering, promotions, décor, etc.
Watch for patterns. Be okay with the early ambiguousness. Don’t nail them too soon.
	What are the three Strategic Anchors for your business?

	



5. What is most important right now? (The one thing or thematic goal)
	If we accomplish only one thing in the next 3-12 months, what should it be?

	


Everyone should have one, sort and discuss importance, each can pitch why
Is this something that is always important? (Standard Operating Procedure). When are we worried about that? How is this different from last period or next period?
	What exactly must be done to accomplish this? (Defining Objectives: 4-6 items)

	



	What are the measurements and responsibilities needed to maintain these Objectives?

	


Categories like: revenue, expenses, customer retention or satisfaction, product quality, cash flow, morale, or other industry specific areas

6. Who must do what?
	Who does what on your team? Each team member write out their job responsibilities

	



	What areas are missing and/or is duplicated on your team?

	



