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with developing a corporate Vision, the first sequence in the 
process, it is critical that the result be a statement that can 
both challenge and rally the company and its personnel, yet 
still be grounded in the realities of the company, its markets, 
and people. This is the area where we find the most successful 
CEO’s apply an intuitive sense of how to shape the future of 
the company, while remaining grounded in the objective facts 
of the company’s position and capability. Jeff Immelt, CEO 
of GE, provides a great example through his decision to re-
vision the company emphasizing margins and future growth 
opportunities more than the previous vision of dominating 
particular markets. This thinking eventually led to the 
metamorphosis of GE as a financial management company 
from primarily a manufacturing company.

A Vision Must Be Grounded in Reality

But it is important to note that proceeding from a Vision to 
Execution a company must fill a wide series of  gaps in the 
process; the what, how, where, and who of delivering on 
the Vision. The missing pieces that fill these gaps must, by 
necessity, reflect the realities of the organization’s strengths, 
the markets it serves or wishes to serve, the competition, and 
the organizations ability to fund change. By their very nature 
each of the subsequent steps requires a greater degree of 
objectivity and fact-based decision making.

While the Vision is a rallying cry, the Mission statement 
must begin to define the “what and how”. This requires 

incorporating reality without undoing the Vision. Developing 
the Vision and Mission into a Strategic Plan (Strategy) demands 
conviction that the Vision and Mission are truly supportable by 
the organization and clearly defines any gaps and how they 
will be overcome (people, products, funding).

The Tactical Plan (Tactics) moves the process a step closer to 
action and more deeply into objective reasoning supported by 
real measures (Facts). This phase of the process considers the 
actions that must be taken, their timing, and the resources 
required versus those already available.

After Launch, Results Must Be Measured

And finally, as the actions contemplated are approved, they 
must be launched (Execution) and the results continuously 
measured and adjusted where necessary. By this stage the 
organization is making hundreds of daily decisions at the 
functional level within an objective and measurable reality, 
while still striving to reach the Vision originally agreed.

Coaching and guiding clients to successfully navigate the path 
from Vision to Execution and achieving results is significantly 
aided by assisting them to understand the differences in 
decision making required by each step in the process and to 
value and incorporate the differing experiences and approach 
of each team member.
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