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2019 Visioning Tool: The Next Incarnation of YOUR VENTURE in the World*  

Find some quiet time and an environment without distraction to explore the following questions.  Write your 

answers, noting additional thoughts and questions that arise.  If you get stuck on a question, it simply means 

you need to think more about it or talk it through with a trusted colleague. When you’re done, craft a new 

vision statement and share it with your co-workers and important audiences. *Make it visible in your 

workspaces. It should become the litmus by which you and your employees set goals and measure progress.  

Opportunities can be evaluated by asking: how does this reflect our vision and advance our goals? 

As a first step in developing a new business idea or making a significant change to an existing venture, you at 

need to reconcile your purpose and offering with your customers’ and prospects’ needs and preferences.  

Explore the following questions on your own. When you’re ready to go deeper, you may contact Alyson or Don 

at Venture Growth to explore next steps and pursue your growth plan in 2019.  

1. What and/or who is the inspiration for your venture?  If your venture becomes a vehicle for achieving 

your ideal role(s) in the world, how would that role be similar or different from your inspiration? 

 

2. What do you see as the ultimate goal and purpose for your work?   

 

3. What do you envision as your next short-term goal? 

 

4. What are some of the most meaningful words associated with your vision?  Are they accurate and 

inspiring descriptors of the work you want to bring forward?    

 

5. What values do you want this work to reflect?   

 

6. What would be the highest expression of those values in your work?  In other words, if you had no 

limitations at all, what would your venture look like in an ideal sense: 
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➢ Services 

➢ Products 

➢ Place 

➢ Community relationships 

➢ Clients, Customers and other important relationships 

➢ Results & Impact 

 

 

7. If you were to describe the experience of working with you (from a client’s, customer’s or user’s 

perspective) what would be the identifiable components or steps?  What emotions or challenges would 

a client-customer deal with at each step? How would you support them through each step? 

 

 

8. What benefits for the client-customer are associated with each of those components or steps?  What 

do clients-customers receive for their investment of heart-soul-money-time? 

 

 

9. Are you interested in offering variations of your core work? (for different audiences; different 

environments; different schedules; different forms; different channels or delivery systems) 

 

 

10. What have existing customers/clients said regarding the VALUE of their experiences with you 

personally and with your work / products?  The highs?  The lows?  What obstacles have they overcome 

or problems did you help solve? What did they gain? How were they “coping” BEFORE they 

encountered your business?   

 

11. How is what you intend to offer similar and different from other offerings in your category? (If you are 

familiar with other Ventures, make specific comparisons.  If you are not familiar, compare to other 

types of offerings and specify the types.) 

 

12. Who are your most profitable / productive clients / customers / users?  What are their interests and 

motivations?  Are they characterized by specific demographics, psychographics or experiences? Who 

will benefit most from the experience with you?  (Try to produce detailed profiles of each prospect type 

based on your current experience.) 

                                                           

13. (Lucky Thirteen!) What individuals or organizations would be good referral sources of those prospective 

clients-customers?  Who else is likely to support your business and values (providers of testimonials, 

endorsements, co-sponsorships, collaboration)? 

  

 


