
The Great Game of Business - Overview

Chapter 8:

Coming up with a Game Plan



The heart of the Great Game of Business is the annual 

game plan. 



Without an annual plan, people have no target they can use to 
organize, motivate and challenge themselves.  

How would you know if the goals were achieved? 





Encourage everyone to 

participate

Decide what winning means

Think about obstacles ahead

Decide what YOU are willing to 

contribute



The Game Plan: 

A set of financial statements which spell out what the organization 

expects to do month by month for the entire year.



Well 

Managed 

Fund

Safe – Still 

proceeding 

with caution

Can handle 

emergencies 

only

Dangerously 

low cash 

balance



The Game Plan tells you if you are:

 Ahead of schedule
 Behind schedule
 On schedule
 Who is carrying the load
 Who is falling behind



•All the players must be ready to make the plan work. 
•They have to want it to work.  
•They must be willing to do whatever it takes to win. 

For the Plan to succeed:

They must know that they can count on everybody else to do the same and 

that everybody else is counting on them.

Simon Sinek

Leadership Expert

TED Talk: How Great Leaders Inspire 

Action



Set the Game up so people know that they own the process, that 
they have a stake in the process, and that they are responsible 
for what comes out of it. Otherwise they’ll regard the goals as 
yours, not theirs, which defeats the purpose of having them.

Make sure each person is consulted about the decisions affecting his or her 
job.

Decide what winning means:

SRC

•Better debt to equity ratio

•Inventory accuracy

•Decreased charge out rate

Greene County

•COLA/Raises

•Healthy Fund Balance

•Job Preservation



The planning process is a time to think about the future and 

think about potential dangers that lie ahead so that they can 

be avoided.

Four phases to SRC’s annual plan:

1. Determine what sales are likely to be

Project County sales tax and other income

2.  Figure out what it’s going to cost to produce those sales and

how much cash you expect to generate

Project the costs of meeting the County’s obligations and

ending cash balance

3.  Decide what to do with the cash

Don’t let the County’s cash balance fall below $4 million

4. Choose your bonus goals for the year

Maintain healthy reserves ($10M) 
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If Nothing Changes…

Pick which image you would like to keep?





SRC takes more than 6 months to produce the plan.

They play a game of “what-if” - ask hard questions to anticipate 
challenges to the plan.

Ask early enough in the process so that there is time to come up with 
new answers or devise new contingency plans.

SRC

•What if interest rates rise?

•How likely that a customer 
will cancel orders?

•Can we get needed parts

•What’s the fallback position?

Greene County

•What if sales tax revenue falls?

•What if jail population rises?

•What if NID payments fail to come 
in?

•What if the Tax Initiative fails?



If they don’t have a chance to contribute, they won’t take 
responsibility for the plan and you may make mistakes that could 
have been avoided.

When you choose your own targets, you can’t blame any one 
else if you miss. Don’t let people let themselves down!

The 8th Higher Law:

When people set their own targets, they usually hit them.



A vague forecast is useless.  People can’t 

respond to it and you can’t base plans on it

It’s better to be wrong than vague.



Greene County’s Multi-Year plan




