COVID-19

Developing your plan to survive,
and then prosper...

Click to hear how to undertake this planning process

https://youtu.be/ovmk7YrALrw

VANVGE

STRATEGY


https://youtu.be/ovmk7YrALrw

Key Steps to develop or stress test your plan

1. Capture the key issues you are facing today
2. Identify how this may impact your business model
3. Map out three high level scenarios — Low, Medium

and High Severity.



1. Capture the key issues you are facing today

* Capture the key issues you are facing, and likely to face, over the next 90 days

* Use PESTEL as a prompt - Political, Economical, Social, Technological,
Environment, Legal.

e Capture opportunities as well.

* Do this quickly — don’t spend too much time on this step

e Capture as as a mindmap.




2. Identify how this may impact your business model.

e Utilise the Business Model Canvas

* Each of the business model canvas elements enables you to consider where you
will be most affected.

* |t could be customer revenue, supply chain, cash or staffing...or more likely a
combination of each.

* Remember to capture any opportunities — whether customer demand, ability to
utilise spare capacity to work on strategic projects or stripping waste from your

business
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Business Model Canvas
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3. Map out three high level scenarios

* Map out three high level scenarios — Low, Medium and High Severity.

* Low severity scenario — low impact on the business - business essentially
as usual OR rapid growth in business due to opportunities

 Medium severity scenario — moderate impact on the business - impact 10-
20% revenue, cash, capacity, lots of risks

* High severity scenario — high impact on the business - a disaster with over
50%+ loss of revenue

* This will be different for each business and will depend on the business

model elements most affected that were identified in step 2



Scenarios
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Need Help?

Please send me an email or give me a call

Happy to jump on a Zoom meeting to either step you through the
process or to challenge and stress test your current plans and

actions...this is a fast moving situation so let’s stay in touch

Am here to help!

Contact — 0419 516 655 jatkins@vantagestrategy.com.au

Click to hear how to undertake this planning process

https://youtu.be/ovmk7YrALrw
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Templates



Mindmap
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