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The Freedom2Act Strategy 

Review™ is a quick and efficient 

way for obtaining operational 

results, which increase the 

business’ ability to realize its 

vision and reach its long term 

financial goals. The resulting 

action plan in form of a suite of 

initiatives is derived from a 

thorough 360 degree strategic 

audit of the business.  

The Freedom2Act Strategy 

Review™ quickly gives the 

management team a clear-cut 

overview over the business’ overall 

situation together with an assessment 

of the freedom to act, a measure of its 

ability to survive, grow and be profitable.  

Conclusions are drawn from a neutral and 

objective assessment of the business’ 

strengths and weaknesses. Easy to 

understand charts augmented by detailed 

explanations pinpoint strategic 

opportunities and significant 

vulnerabilities. These enable management 

to make the right strategic decisions and 

are powerful tools for providing an 

efficient communication on the business’ 

situation with owners, board, employees, 

and other stakeholders. 

The Freedom2Act Strategy Review™ 

opens up for new strategic 

perspectives for a businesses leading 

to higher growth and profitability. 

The process leads to a common clear-

sight amongst the participants of the 

business’ AS-IS situation. This 

consensus amongst the participants 

regarding the gaps eases the road for 

the implementation of the required 

changes. 

 

The Process 
A Freedom2Act Strategy Review™ 

consists of two workshops with the 

business’ management team. The first 

workshop focuses upon sharing 

knowledge and creating agreement 

amongst the participants on facts about the 

business. The second workshop focuses 

upon making the findings operational. 

Down-to-earth, business-oriented 

questions, governed by realities rather than 

theory govern the process.  

The pace is high, systematic, exciting, 

comprehensive, forward-looking, and 

stimulates agreement amongst the 

participants regarding goals and means.  

 

Strategic Opportunity Map 
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A Freedom2Act Strategy Review™ results in 

a roadmap increasing a business’ freedom to 

act. It efficiently helps management to 

identify a business’ strong and weak spots, 

and to quickly start mitigation initiatives 

leading to a strengthening of the business’ 

position. 

 

Imagine your business as a warrior with weapons 

and armor.  

The weapons and armor consist 

of 140 business related aspects 

from the business’ relations with 

its customers, competitors, 

suppliers, owners, the business’ 

human and physical resources, 

regulations, pressure groups, and 

many other stakeholders and 

business aspects. 

The warrior’s chance of long term survival in war 

depends not only on the sharpness of his weapons 

relative to the opponents but equally well upon the 

robustness of the armor. 

The armor has strong and weak spots. Any weak 

spot in the armor may lead to the warrior’s death 

or being seriously hurt. 

As for the warrior these key success factors are 

critical to your business: 

 Identify and exploit strengths; 

 Identify weak areas and strengthen them; 

 Avoid wasting time and efforts to further 

strengthen already strong positions.  

 

The Freedom2Act Strategy Review™ is a 

proven method applied in more than 1,000 

large and small businesses for effectively 

dealing with these challenges. 

 

CEO, Danish High Tech Company 

”We chose the method because it quickly and 

in a consistent way could perform a clinical 

external founded analysis of our company. The 

results of the process were the basis for 

necessary strategic decisions based upon a 

much better understanding of the company and 

its market position.” 

Group President, Int’l Shipping Service Company 

“After the first analysis, I was very impressed. 

I found the processes used are down-to earth, 

very commercially minded, driven by reality 

rather than by theories. That was the reason 

why we decided for a review of the remainder 

of the company involving the management team 

of the whole group. I’m equally happy and 

impressed with the processes after this second 

time. The mindset of me and my management 

team have changed somewhat after these last 

three days.” 

CEO, Norwegian Ferry Line 

”You have given us a common basis for 

decisions, which we will continue to work on. It 

gave me more than I originally expected; it is 

always healthy to see your company with new 

eyes and ways. One doesn’t fall asleep here – 

you are right on target with your questions and 

they are relevant.” 

Chief Internal Auditor, Major Railroad Group 

”Using this method in our internal auditing 

Process helped us focus directly on areas 

where we needed to take action. We have been 

able to increase the precision in our work, 

while at the same time saving 75 per cent of 

our working time.” 

Director, Risk Management and Internal Audit, 
Finnish EUR 7.5 billion Enterprise 

“We have used the method for risk assessment 

and to integrate risk management with 

strategic planning for 18 different divisions 

and units. Having used the method we consider 

the way of thinking and the analysis model to 

be a practical and useful instrument for 

identification of an organization’s risks and for 

improved control. Further, it’s a good group 

tool.” 

CEO, Swedish Automotive Parts Supplier 

”This year’s process was even better than last 

year’s. It was easier for me to assimilate and I 

found it easier to realize where we stand. I only 

regret that we did not include our chairman 

from the beginning. Our risks and 

opportunities were extremely well laid out.” 
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The First Workshop 
The first workshop serves as a vehicle for 

sharing of knowledge about the business 

amongst the participants, and to efficiently 

use their collective know-how.  

The first workshop starts with an 

identification of the major Business Areas 

and their mission based on the customers’ 

needs and decision parameters - and not on 

who they are. This process is conducted 

entirely from a customer perspective.  

The result is segmentation of the market in 

mutually exclusive groups of customers 

that share similar behaviors and 

preferences each interacting with one 

Business Area. Seeing the market with 

fresh eyes is an ”eye-opener” revealing 

new strategic business opportunities, 

better ways to organize sales, and to tailor 

internal processes to the creation of 

additional customer value. 

Each identified Business Area is subject to 

a systematic investigation of the status of 

the 140 business related aspects, which 

controls and limits the development of the 

business.  

The process is supported by a web-based 

IT-system. The system automatically 

adapts posted questions to the 

company’s unique financial and 

competitive situation, and to 

previously given answers.  

The use of IT-technology guarantees a 

comprehensive and thorough data 

capturing process. Furthermore, it 

significantly improves efficiency by 

reducing the time spent collecting data 

by a factor 5-10 compared with 

traditional methods without 

sacrificing quality. 

Business Map 

Target Groups

Products
Person,

own use

Person,

as a dift

Company, 

as a gift

Gold Pen P P P

Gold Ballpen P P P

Gold Pencil P P P

Personal

…get a tool, which
at the same time 
can be used daily
and send a social 
signal of success

Gift

… give a present, which at the same time 
can be used daily by the recipient and 
send a social signal of success
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Competitive Situation 
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Freedom2Act™ Seminar  
The second workshop is the Freedom2Act 

Seminar™ makes the analysis operational. 

The result is a jointly agreed upon action 

plan - a roadmap to a future with 

increased freedom to act.  

The Freedom2Act Seminar consists of a 

short debriefing followed by a focused 

brainstorm. 

The debriefing highlights the most 

essential findings supported by highly 

communicative graphics as illustrated by 

the figures of this flyer. The debriefing is 

complemented by a report including a 

comprehensive internal and external 

analysis of the AS-IS situation and an 

extended SWOT analysis. Each analyzed 

business aspect includes a rating of 

potential effect on the company, positive 

as negative.  

The focused brainstorm results in an 

action plan and a strategic catalog.  

The action plan determines how to handle 

the identified strategic opportunities and 

mitigating significant risks. It includes a 

list of suggestions for improvements of 

risk areas along with suggestions for how 

to protect good relations.  

This establishes a foundation for 

mitigation actions to be incorporated in the 

operational plans bringing risk 

management and strategic planning 

together in one process.  

 

Freedom to Act Profile 

 

 

Strategic Catalog 
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Risk Profile 

• Competitor A has superior market share and financial power in 

saturated market. 

• Fatal dependency of largest customer.  

• Excessive customer specific stock 

and equipment. 

• Lawmakers 

intentions to 

change the basic

conditions of the 

industry.

• Important rights 

belong to third party.

• No external board

members with high 

competences or good

relevant network. 

• Lack of important 

impulses from board.

• Board relies solely 

on the reporting from 

management.

• Incomplete security rules

regarding sensitive 

information.

• Vague strategy and goals. 

• Inadequate procedures and 

systems for control, reporting 

and IT.

• Number of employed not well 

adapted to goals and strategy. 

• Training is not quite adapted 

the 

tasks of employees.
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• Agent B sells competitive 

products to same target

groups

 

 


