
#13 Repositioning, transforming your strategy, the one page process map 
 
In the current economic environment there is a tremendous opportunity to take a time 

out. To establish who you are. When you are working feverously inside your bottle it is 

difficult to read the label on the outside! Are you really servicing the current needs of 
the market? This simple process map below may help you. If executed well it should 

allow the management team to rebuild a vision for their company that meets the current 

needs of a unique market and inspires every member of staff to make a difference. Build 
a remarkable business that defines your unique market. Be clear on the business result 

you can achieve for your customer. 

 

The Repositioning Process Map
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Guidance notes: It is important to do each phase in order and to acknowledge the 

importance of the signals being sent by the current market. 

 

 


