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BullsEye Integration

Notes for Growth

VISION:   Sometimes it’s a Miracle… Sometimes a Disease

We hear a lot about vision these days.  Management guru’s tout it, world leaders try to create one for peace in the Middle East, many of us have yawned our way through years working in organizations without it.  I, along with most consultants, agree that vision is an essential element of leadership and a key to personal success.  But like any good thing, too much can be toxic.

I remember one client who had nothing but vision.  She engaged me to help design a program for at-risk children.  She started our discussion with broad sweeping ideas about the nature of our society and how it impacts children’s lives.  As we talked we seemed to be moving to more concrete grounds and I suggested it was time to bring in the staff to make plans.

I facilitated a meeting where the group reached consensus on a plan and I thought we were on our way to a well-designed, fundable program.  The next day I came to the office and everything had changed.  During the night she had a brain flash about how to move the idea in a different direction.  Not only were we back to square one, but all of the buy-in from other departments was gone.  We went through about three cycles like this and what once looked like a slam-dunk became a disaster.  The proposal was not funded.  

Consultant George M. Smart, Jr., CEO of Strategic Development, Inc calls this pattern Visionary’s Disease.  He identifies some ways to at least temper its effects.

1. Surface the assumptions a new vision implies. Ask what it will mean in terms of time, personnel and other resources.  These questions put boundaries around the visionary’s ideas and start the process of concrete planning.

2. Agree to reduce the number of times the vision can change.  Smart suggests having a quarterly strategy conference where the CEO can share what he’s been thinking about recently. Such exchanges may not stop the wild swings, but at least it makes them more predictable.

3. Require a second meeting before the vision changes. Many times, that meeting never even happens.

4. Include operations people early in vision development.  It’s a wonderful reality check. Given half a chance, the operations perspective can show the CEO a grand but substantially more implementable idea.
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