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Zack Braiker started off the lunch discussion by asking the room full of nonprofit 
professionals how a powerful vision takes action? Often, he said, people in general, 
not only in the nonprofit world, don’t know the answer to this question. Braiker 
then began his discussion of how creating a solid strategic process, which 
refine+focus specializes in, puts a goal into action. His talk explained how to take a 
goal and translate it into an actionable process that can be monitored and tracked. 
 
A lot of what we do is about creating lists and making choices, he said. Longer lists of 
ideas are often helpful to make people push further when brainstorming (50-70 
bullets). Creating a long list also helps to recognize and honor every single idea that 
is shared, as well as provide a framework for the creation of more ideas.  
 
Terms: 
 
Detour- The idea of brainstorming is to get all of the ideas out on the table. Zach 
emphasized writing each idea down no matter how big or small and stressed 
sometimes the best ideas are hidden in lines 50-70 of the generated list. Detours 
help plant even more items in your list by putting ideas into subcategories. Creating 
these detours help you break down your thinking into new avenues. Sometimes new 
ideas you never thought of before come from creating a detour. It is important to 
encourage the curators of the brainstorm to honor every idea and write each 
thought down. 
 
Parking Lot- A parking lot is a tool to use in a meeting, or brainstorm session. It 
helps put the unrelated idea that comes up during brainstorming on the shelf, to 
discuss later. The idea is to honor and place value on that idea, but put it in the 
parking lot, to talk about it at a later time. 
 
Zack’s marketing and communication skills were highlighted in the exercise he 
engaged the group in. He asked attendees to come up with a goal for their nonprofit 
that they could hypothetically be celebrating a year from now. He asked everyone in 
the room to say their goal and as Zack wrote each one on the board, he was actively 
asking questions prompting people to think about more specifics as they 
determined their goal. 
 
Zach asked many different questions to figure out the specifics of each goal; he 
asked for dollar amounts, end dates, time frames, explanations, definitions and 
desired outcomes, among many others. 
 



After going through the exercise to create a clear, defined goal [the first step of the 
strategic process] people said they felt more excited and motivated by their goal 
after it became more specific. By exploring each goal, the audience said they found 
more questions they had to answer before really determining their goal. The 
attendees also said the added questions made them continue to brainstorm to figure 
out what they really wanted accomplish by their goal. 
 
At the end of the exercise, it was unanimous that by asking more questions it helped 
to narrow down the goals into something more attainable.  
 
Exploring the Goal 

    The first thing Zach emphasized to do with your goal is fact finding – 
exploring the goal 

 He said to always start with explanations: Tell us what you mean by what 
you say.  

 Ask: Why does it matter? What is important? 
 Ask: Why has this goal has not been achieved before? 
 There is a lot surrounding the goal to be mindful about, once you have a list 

of what surrounds your goal then you can choose what you want to focus on 
first. 

 Come up with smaller goals that you need to do to meet the goal. 
 
Rearticulating the goal 

 The goal will most likely change 
 Spend time defining your goal  
 Your end goal should have an outcome, a time frame, a place, and the answer 

to “what” in one statement 
 
Objectives: Do or Believe 

 Zach said you have to articulate a “do” and/or “believe” statement. 
 Action is on a spectrum. Belief is on the first end of it and action is on the 

other end.  
 When defining and making a goal, it is necessary to see clearly whether the 

desired outcome of an action is, a “do” or a “believe”.  
 A belief is targeted to somebody – the mission is to get them to believe what 

you want in order to do what you want. 
 
Process: 
 
Define a goal: 

 Clarify/specify the goal 
 Fact finding around the goal 
 Reframe the goal 

Brainstorm: 
 Create a long list of possible strategies 



 Honor everyone’s ideas and write them down 
 Think outside the box – create detours to make the list longer 

Define criteria: 
 Determine criteria that will help you choose a strategy 
 Take into account budget, time, manpower etc. 
 Choose 3-5 pieces to pick your strategy based on 

Pick a strategy: 
 Select a strategy to spend time and resources on 

Create a list of tactics: 
 Brainstorm tactics to carry out your strategy 
 Determine criteria for tactics to help you choose the tactics to use 
 Pick 2/3 tactics 

Troubleshoot the strategy 
 Identifying everything that could go wrong 
 Fix/ rework the strategy as needed 

Determine a timeline 
 Lay out a timeline and action items 

Launch your plan! 
 
 
Audience advice: 
A nonprofit in attendance referenced a strategy chart many community organizers 
use in launching social justice campaigns used by various organizations. It's called 
the Midwest Academy Strategy chart. It essentially allows you to target three 
different goals keeping in mind the feasibility as well as the barriers and actors you 
may face within. It's also very useful in locating and mapping who and where one 
should target their attention for a successful campaign. 
http://www.tcsg.org/sfelp/toolkit/MidwestAcademy_01.pdf 


