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~TF7 77 7 7 The Strategy Gap
~ Stop Grinding and Start Growing

Brandon Zietsman



- A A
T ~ : - ’

~ " The Paradox of
Effort, Capability & Growth



“4,...«:
G
L/

Tel
ty

Effort
mult
clari












Four
failure
modes.

Gap between effort and
outcomes as complexity
Increases.

The Collapse of Context

The lllusion of Innovation



& Devil of Distraction

Time is not the N
problem. *






Complexity
overtakes
capacity.




Stage 2

Complexity Capability
overtakes outpaces
capacity. clarity.




Multitasking

becomes normal




Attention fragments

across priorities
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The best
work gets
crowded out.
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Distraction exposes
prioritisation problems.



The Collapse of Contex

The background and foreground
matter.



e

You can’t optimise a ,
system you don’t see.



Depth
of field.

What you see shapes our
grasp of context.










More depth

reveals "




Thinking has no immediate payoff.
So It gets outcompeted by action.



yse e exposes
ted thinking.




The lllusion of Innovation

What happens when strategy starts at the wrong
level.



How we get
seduced.




Innovation is necessary,
It’s not automatically progress.



When
momentum
stalls, we reach
for novelty.




Activity will

GivingI irth to ideas

Clarity may
decrease.



creates

advantage.



If you can't you are
articulate what you - Probably
are reinforcing, Just adding.



Innovation drift exposes
unclear strategic intent.






Inconsistency

Sym ptoms Confusion
of ambiguous .
: elay
messadging

Drift




Ambiguity transfers risk to your client
Clarity transfers confidence

Risk — Confidence

AmbigUOUS Clear



Unclear value
becomes

discounted
value



Clarity reduces
cognitive load.

\ 4 * *

Cognitive load Confidence Decision speed



The message that must be crystal clear.

People don’t
buy your products
and services.




Pricing power is the market’s
verdict on your positioning.







What we have covered.




These problems are
closely related.



How we sabotage
our progress.
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Growth is a function of what your
effort is multiplying.



The formula is simple.

Growth = Effort x [Clarity



When clarity is protected.

Clarity drives prior'iti's'ati'dn = and distraction shrinks.
Clarity restore‘scon‘te:xt.—' and f'rag'mentation reduces.
Clarity sequences thinking — and innovation compounds value.

Clarity sharpens positioning — and pricing power returns.



Great busmesses
- mvest |n thlnklng
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What they do differently.







Three basic questions

Does this strengthen our positioning?
Does it sharpen our identity?

Does it simplify or complicate?






Make drift expensive

No new initiative without a written problem statement.
No project without stating what it displaces.

No messaging change, ho hew words,
without a positioning test.






Create a thinking cadence

Change how you think about thinking.

Schedule decision-free thinking time.

Separate execution rhythm
from strategy rhythm.
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www.portfoliometrix.com
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