90 Day Business Plan

90 Day Plans are a “Roadmap to Success” and are an opportunity to present how you will produce outcomes in your first three month of a role. They aren’t a training plan or an induction template, but rather a way to clearly demonstrate the steps you will need to take in order to be effective, successful, and autonomous in your role after your first three months in a new role. 

The following links will help give you some guidance on how to write your 90 day plan:
· http://careerconfidential.com/write-306090day-plan-job-interviews/
· http://smallbusiness.chron.com/306090-day-business-plan-look-like-70260.html
· http://www.forbes.com/sites/85broads/2014/04/02/a-90-day-plan-the-key-to-getting-an-offer/#17eab68a6d4a
Where possible, please include the week-based timeframe that you plan to complete each objective within. Eg: Task: Introduce Myself to Staff, Timeframe: 1-3 weeks.

We can then get our admin team to place this into a visually striking GAANT chart to assist in your application. 

SWOT

SWOT Analysis involves detailing the Strengths, Weaknesses, Opportunities, and Threats in a particular scenario. The intent is to evaluate the likely outcomes in a market/segment/scenario so that you can prepare for them. 

See below for some great resources on how to conduct an effective SWOT analysis:

· http://pestleanalysis.com/how-to-write-a-swot-analysis/ 
· https://www.mindtools.com/pages/article/newTMC_05.htm 
· http://www.businessballs.com/swotanalysisfreetemplate.htm#swot-analysis-matrix 

Tips:

· The most effective SWOT and 90 Day Plans are rooted in fact, with evidence-based examples to back them up. 
· In saying that, they aren’t highly detailed documents, so they don’t need to be a thesis. 

· They should both highlight that you have a firm understanding of your new potential organisation, role focus, and industry. 

· Similarly, they are a great opportunity to demonstrate your proactive and enthusiastic attitude towards your next role.
First 90 Day Action Plan

Internal
	Goal: To learn Suncorp’s business objectives, measurements, policies, processes and products

	Action
	By When

	Meet with all key internal stakeholders, Risk, Product Specialists, Account Manager and Executive Manager to discuss their roles and requirements.
	End of 2nd week

	Undertake on boarding training as required.
	ASAP

	Learn about existing campaigns, community involvement, sponsorships etc.
	End of 2nd week

	Spend some time day in a branch to understand service delivery
	End of 2nd week
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Criteria examples


Market developments? 


Competitors' vulnerabilities? 


Industry or lifestyle trends? 


Technology development and innovation? 


Global influences? 


New markets, vertical, horizontal? 


Niche target markets? 


Geographical, export, import? 


New USP's? 


Tactics: eg, surprise, major contracts? 


Business and product development? 


Information and research? 


Partnerships, agencies, distribution? 


Volumes, production, economies? 


Seasonal, weather, fashion influences?





Criteria examples


Disadvantages of proposition? 


Gaps in capabilities? 


Lack of competitive strength? 


Reputation, presence and reach? 


Financials? 


Own known vulnerabilities? 


Timescales, deadlines and pressures? 


Cashflow, start-up cash-drain? 


Continuity, supply chain robustness? 


Effects on core activities, distraction? 


Reliability of data, plan predictability? 


Morale, commitment, leadership? 


Accreditations, etc? 


Processes and systems, etc? 


Management cover, succession?





Criteria examples


Political effects? 


Legislative effects? 


Environmental effects? 


IT developments? 


Competitor intentions - various? 


Market demand? 


New technologies, services, ideas? 


Vital contracts and partners? 


Sustaining internal capabilities? 


Obstacles faced? 


Insurmountable weaknesses? 


Loss of key staff? 


Sustainable financial backing? 


Economy - home, abroad? 


Seasonality, weather effects?





Criteria examples


Advantages of proposition? 


Capabilities? 


Competitive advantages? 


USP's (unique selling points)? 


Resources, Assets, People? 


Experience, knowledge, data? 


Financial reserves, likely returns? 


Marketing - reach, distribution, awareness? 


Innovative aspects?


Location and geographical? 


Price, value, quality? 


Accreditations, qualifications, certifications? 


Processes, systems, IT, communications? 


Cultural, attitudinal, behavioural? 


Management cover, succession?


Philosophy and values?





SWOT Analysis Template  





State what you are assessing here ____________________________________________________________________________________________________________





(This particular example is for a new business opportunity. Many criteria can apply to more than one quadrant. Identify criteria appropriate to your own SWOT situation.)











