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	Your whole strategy on one page. A Clarity Doc says why the business exists, who it serves, where it is going and what you are doing about it this year. When it is right, anyone on your team can read it in five minutes and know exactly where they fit.
Fill in each section below. Keep answers short and specific, do it with your leadership team rather than alone, and revisit it every quarter. The prompts are there to get you unstuck, not to be answered one by one.



Our Purpose
How to complete this. Why the business exists, beyond making money. One sentence a ten-year-old could understand.
Ask yourself
What would be lost if you closed tomorrow?
What gets you out of bed on a hard day?
Who are you actually helping, and how?
	[ Our purpose, in one sentence ]




What We Do
How to complete this. What you do, for whom, in one or two plain sentences. No jargon.
Ask yourself
What do you sell, and who buys it?
What makes it work when it works?
	[ What we do, and for whom ]




Our Values
How to complete this. Three to five values that describe how your best people already behave. Not a wish list. The behaviors you hire for, reward and would let someone go over.
Ask yourself
Who are your best people, and what do they have in common?
What behavior have you tolerated that cost you?
	[ Value ]  —  [ what it means here ]
[ Value ]  —  [ what it means here ]
[ Value ]  —  [ what it means here ]
[ Value ]  —  [ what it means here ]




Who We Serve
How to complete this. Your best-fit client, described so specifically they would recognize themselves. Then the buyer inside that company, and why they choose you over the alternatives.
Ask yourself
What size, industry and location is your ideal client?
What problem sends them looking for help?
Why you, instead of a bigger firm, a cheaper one, or doing nothing?
	Who we serve:  [ the specific market you serve best ]
Persona:  [ the person who feels the problem and signs off ]
How we compete:  [ three to five reasons they choose you ]




Long-Term Vision
How to complete this. Where the business is going in three to ten years. Big, and specific enough to measure. Include what your own role becomes.
Ask yourself
What does the business look like at its next real milestone: revenue, reach, headcount?
What are you doing in it, and what have you stopped doing?
	[ Where the business is in three to ten years, and your role in it ]




Goals for [ Year ]
How to complete this. Turn the vision into this year, then into the next ninety days.
This Year’s Initiatives
The three to five moves that matter most this year.
	1.  [ Initiative ]
2.  [ Initiative ]
3.  [ Initiative ]
4.  [ Initiative ]
5.  [ Initiative ]




This Year’s Targets
The numbers that tell you it worked.
	Revenue:  [ target ]
Clients or customers:  [ target ]
Gross margin:  [ target ]
[ Your metric ]:  [ target ]




This Quarter’s Priorities  (next 90 days)
Three to five priorities for the next ninety days. Each one owned by a person, each with a result you can measure.
	[ Priority ]  —  Owner: [ name ]  —  Done looks like: [ measurable result ]
[ Priority ]  —  Owner: [ name ]  —  Done looks like: [ measurable result ]
[ Priority ]  —  Owner: [ name ]  —  Done looks like: [ measurable result ]






Your Clarity Doc is done. Here is how to bring it to life.
A plan on a page changes nothing until you roll it out. Five steps.
	1
	Build your quarterly priorities
Turn the plan into action. Pick the three to five priorities that move the needle most in the next ninety days, each with a clear owner and a measurable result.



	2
	Add your leadership team
Name the people who will own the priorities and the numbers. They are the ones who make the plan real between meetings.



	3
	Share it with your leaders
Send this document to your key leaders before your next meeting, so everyone reads it ahead of time instead of hearing it cold.



	4
	Schedule a leadership review
Book sixty to ninety minutes to walk through it together. Go section by section, pressure-test the assumptions and gather feedback. The goal is full alignment before it reaches the wider team.



	5
	Host an all-hands kickoff
Once leadership is aligned, bring the whole team together. Share the purpose, vision, values and goals so everyone understands where the company is headed and how their work connects.



	Want a hand with this?
Building this yourself is the right first step. If you would rather have someone facilitate the plan, pressure-test it and help you roll it out to your team, that is exactly what we do. Come see how we work at kpintegrators.com.
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