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Strategic Management Formulation Implementation And Control

Introduction: The Triad of Strategic Success

In the dynamic and often turbulent landscape of modern business, the difference between organizations that thrive and those that merely survive often boils down to one critical capability: effective strategic management. It is the compass that guides a company through uncertainty, the framework that aligns
resources with ambition, and the discipline that turns vision into reality. At its core, strategic management can be broken down into three interconnected phases: formulation, implementation, and control. Understanding this triad is not just an academic exercise; it is a practical necessity for leaders who aim to
build sustainable competitive advantage. Whether you are the CEO of a multinational corporation or the founder of a startup, mastering these three pillars—strategic management formulation implementation and control—provides the roadmap to navigate complexity and achieve long-term goals.

This article delves deep into each component, exploring how they interrelate, the common challenges organizations face, and best practices for ensuring that strategy is not just a document but a living, breathing guide for action. We will examine the strategic management process from the initial analysis of
the external and internal environment to the meticulous execution of plans, and finally to the feedback loops that ensure continuous improvement. By the end, you will have a clear understanding of how to build a robust strategic management system that drives results.

Phase One: Strategic Management Formulation – Building the Blueprint

Strategic management formulation is the foundational phase where an organization determines its direction. It involves a rigorous analysis of where the company stands, where it wants to go, and how it intends to get there. This phase is inherently analytical and creative, requiring both data-driven insights
and visionary thinking.

Conducting a Situational Analysis

Every effective strategy begins with a clear-eyed assessment of the current reality. This typically involves a SWOT analysis (Strengths, Weaknesses, Opportunities, and Threats) combined with a PESTLE analysis (Political, Economic, Social, Technological, Legal, and Environmental factors). Leaders must ask
difficult questions: What are our core competencies? Where are we vulnerable? What market trends are emerging? By honestly evaluating both internal capabilities and external forces, organizations can identify the strategic gaps they need to address. For instance, a company with strong R&D but weak
distribution might formulate a strategy focused on licensing innovation to partners with established channels.

Defining Vision, Mission, and Objectives

Formulation also involves crystallizing the organization's purpose. The mission statement defines the company’s reason for being today, while the vision paints a picture of the desired future. From these, specific, measurable, achievable, relevant, and time-bound (SMART) objectives are derived. For example,
“Increase market share in the Asia-Pacific region by 15% within three years” is a clear strategic objective that guides resource allocation. This stage aligns the entire organization around a common purpose, ensuring that every department works toward the same overarching goals.

Generating and Evaluating Strategic Alternatives

Once  objectives  are  set,  the  formulation  phase  moves  into  generating  potential  paths  forward.  This  can  involve  corporate-level  strategies  (e.g.,  growth,  stability,  or  retrenchment),  business-level  strategies  (e.g.,  cost  leadership,  differentiation,  or  focus),  and  functional-level  strategies  (e.g.,  marketing,
operations,  or  HR).  Tools  like  Porter’s  Five  Forces,  the  BCG Matrix,  and  Ansoff’s  Matrix  help  leaders  evaluate  alternatives  based  on  market  attractiveness,  competitive  intensity,  and  resource  feasibility.  The  key  is  to  select  a  set  of  strategies  that  leverage  strengths,  mitigate  weaknesses,  capitalize  on
opportunities, and neutralize threats.

Resource Allocation and Strategic Fit

No strategy is viable without the necessary resources—financial, human, technological, and organizational. Formulation requires a realistic assessment of available resources and a careful allocation plan. This might mean prioritizing certain business units over others, investing in new technology, or building
strategic partnerships. The concept of strategic fit ensures that the chosen strategy aligns with the organization’s culture, structure, and capabilities. A mismatch here, such as a cost-leadership strategy attempted in an organization that rewards lavish spending, is a recipe for failure.

Key Insight: Formulation is not a one-time event. As the business environment shifts, organizations must revisit their assumptions. However, the goal of this phase is to produce a clear, coherent strategic plan that can be communicated and executed.

Phase Two: Strategic Management Implementation – Turning Plans into Action

If formulation is the what and why, implementation is the how and who. It is widely acknowledged that even the most brilliantly formulated strategy can fail if it is poorly implemented. In fact, research suggests that 60-70% of strategies fail not because of bad ideas, but because of execution breakdowns.
Strategic management implementation bridges the gap between intention and reality.

Aligning Organizational Structure and Systems

Implementation often requires adjusting the organizational structure to support the new strategy. A strategy focused on rapid innovation may demand a flat, flexible structure with cross-functional teams, while a strategy centered on operational efficiency might favor a more hierarchical, centralized structure.
Beyond structure, support systems—such as reward systems, information systems, and budget processes—must be redesigned to incentivize behaviors that align with the strategic goals. For example, if the strategy emphasizes customer retention, performance bonuses should be tied to customer satisfaction
scores, not just sales volume.

Fostering Leadership and Change Management

Implementation is fundamentally a human process. Leaders at all levels must champion the strategy, communicate its importance, and model the desired behaviors. This often involves managing resistance to change, a natural human reaction when routines are disrupted. Effective change management
includes clear communication, stakeholder engagement, training, and creating a sense of urgency. A common pitfall is treating implementation as a top-down directive rather than a collaborative process. Successful implementation requires mid-level managers and frontline employees to understand not just
what to do, but why it matters.

Resource Allocation and Operational Planning

Strategic plans must be translated into concrete operational plans with specific tasks, timelines, and budgets. This is where the high-level strategy breaks down into departmental goals and individual responsibilities. For instance, a strategy to “expand into online markets” becomes a marketing department
plan to launch a new e-commerce platform by Q2, with a defined budget for digital advertising and a hiring plan for web developers. Resource allocation during implementation is dynamic; leaders must monitor progress and reallocate resources as priorities shift or unexpected obstacles arise.

Communication and Empowerment

Clear, consistent communication is the lifeblood of implementation. Every employee should understand how their daily work contributes to the larger strategic picture. This reduces ambiguity and fosters a sense of ownership. Empowered employees who have the authority to make decisions within their areas
of responsibility can accelerate implementation. Creating a culture of accountability, where teams regularly review progress against milestones, helps maintain momentum.

Common Implementation Challenges:

Lack of alignment between strategy and performance measures.



Insufficient resources or competing priorities.
Poor coordination across departments.
Resistance to change from employees or middle management.
Inadequate leadership and lack of follow-through.

Overcoming these challenges requires a systematic approach, strong leadership commitment, and a focus on the cultural and human elements of strategy execution.

Phase Three: Strategic Management Control – Monitoring and Adapting

The final pillar, strategic management control, ensures that the organization stays on track and adjusts course as needed. Control is not about micromanagement; it is about creating feedback loops that provide timely, accurate information on performance versus objectives. Without control, even the best-laid
plans can drift off course undetected.

Setting Performance Standards and Metrics

Control begins with defining clear performance indicators that are tied to strategic objectives. These can be financial (e.g., ROI, profit margin), operational (e.g., cycle time, defect rate), or strategic (e.g., market share, customer loyalty). The Balanced Scorecard is a popular framework that translates strategy
into a balanced set of measures across financial, customer, internal process, and learning & growth perspectives. By using leading indicators (e.g., employee engagement scores) alongside lagging indicators (e.g., quarterly revenue), organizations can anticipate problems before they become crises.

Measuring and Comparing Actual Performance

Regular monitoring is essential. This involves collecting data, conducting performance reviews, and comparing actual results against the predetermined standards. Variance analysis helps identify gaps. For example, if sales are 10% below target, the control process triggers an investigation: Is the issue
external (market downturn) or internal (poor execution)? Is it a temporary blip or a systemic problem? The frequency of measurement depends on the nature of the objective—some metrics need daily monitoring (e.g., cash flow), while others can be reviewed quarterly (e.g., customer satisfaction surveys).

Taking Corrective Action

When deviations are detected, managers must decide on appropriate corrective actions. This could involve adjusting tactics, reallocating resources, revising timelines, or even rethinking the overall strategy if environmental shifts are significant. The control phase thus creates a dynamic loop: formulation →
implementation → control → feedback into formulation. This iterative process allows the organization to learn and adapt, making strategic management a continuous cycle rather than a linear project. For example, if competitive actions make the original strategy less viable, control data can prompt a
reformulation of strategy.

The Role of Governance and Accountability

Strategic control also involves governance mechanisms, such as board oversight, internal audits, and performance dashboards. Clear accountability ensures that managers take ownership of results. Leading companies use strategy review meetings—often monthly or quarterly—where leaders discuss progress,
challenges, and adjustments openly. These meetings should be forward-looking and problem-solving oriented, not merely retrospective reporting sessions.

Technology and Control: Modern enterprise software (ERP, CRM, BI tools) enables real-time visibility into key performance indicators. However, technology is only as good as the processes and culture that support its use. Over-reliance on data without qualitative judgment can lead to a narrow focus on the
wrong metrics.

Integrating the Three Phases: A Dynamic System

While we discuss strategic management formulation implementation and control as separate phases, in practice they are deeply interwoven. A change in the external environment (e.g., a new regulation) can force a reformulation even as implementation is underway. Control data may reveal that an
implementation approach is flawed, requiring a tweak in tactics without changing the overall strategy. The best organizations treat these phases as a continuous loop, not a handoff from planners to doers to auditors.

For example, consider a tech startup that formulates a strategy to launch a disruptive product. During implementation, early customer feedback (a control mechanism) reveals that the product’s feature set needs adjustment. The startup then rapidly reformulates its product plan, implements the changes, and
continues monitoring. This agility is a hallmark of effective strategic management.

Best Practices for a Seamless Process

Communicate the strategy at all levels and connect it to daily work.1.
Involve key stakeholders in both formulation and implementation to build buy-in.2.
Use a balanced set of performance measures that reflect both short-term and long-term health.3.
Foster a culture of learning where failures are seen as opportunities for improvement.4.
Schedule regular strategic reviews to assess progress and make adjustments.5.
Ensure leadership commitment at every stage—from the boardroom to the front line.6.

Conclusion: Mastering the Strategic Management Triad

Strategic management is not a one-time project but an ongoing discipline. The interplay of strategic management formulation implementation and control forms the backbone of organizational success. Formulation provides the vision and direction; implementation turns that vision into reality through
structure, leadership, and operational excellence; and control ensures that the organization remains responsive and accountable. When these three phases work in harmony, companies can navigate uncertainty, seize opportunities, and sustain long-term performance. For leaders, the challenge is to resist the
temptation to focus exclusively on formulation—the exciting part of crafting strategy—while neglecting the gritty work of execution and the vigilance of control. By embedding all three elements into the DNA of the organization, you create a resilient, adaptive enterprise capable of thriving in any environment.


