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3.2 SWOT ANALYSIS 

Al ign ing to your  s trengths and chal lenges wi l l  help you spot the opportuni t ies  that l ie  
ahead and the potent ial  roadblocks that can prevent you from ach iev ing your most 
desi red profess iona l  and  personal  goa ls .  I f  you  haven’t  conducted a SWOT analys is  in  th e 
context  of  reach ing your  leadership goals ,  use th is  t ime to  pract ice i t ,  and then apply  i t  to  
any s i tuation in  any of  the areas in  your  Whee l  o f  L i fe .  

 

1 .  What’s  the goa l/outcome you’re  a iming to ach ieve?  

____________________________________________________________________________________________________________  

____________________________________________________________________________________________________________  

____________________________________________________________________________________________________________  
 

STRENGTHS WEAKNESSES /  AREAS  TO IMPROVE  
 

The se  ar e  th e  m ost  s ig n i f i cant  qu al i t ies ,  s k i l l s ,  
l ead ersh i p  c om pete nc ie s ,  beh av ior s ,  e xp ert i se ,  an d 
other  ar ea s  you  ca n  le ver a ge  t o  ach ie ve  t h i s  
go al /o utco me .  Que st ion s :  What  ar e  you  g ood  at  
natur a l l y?  Wh at  sk i l l s  ha v e  y ou wo rke d to  de ve lo p?  

The se  ar e  th e  m ost  s ig n i f i cant  at t r ib utes ,  sk i l l s ,  
l ead ersh i p  c om pete nc ie s ,  beh av ior s ,  a ct ion s ,  a nd 
other  ar ea s  and  way s  in  which  y ou  ca n  im pro ve t o  
ach ie ve  t h i s  go al .  Qu est io n s :  W hat  ar e  your  
neg at ive  wor k  h ab i t s ?  Wh at  h av e  ot her s  h i gh l ight ed  
as  you r  are as  for  i mpr ove ment?  

 

 

___________________________________________________              ___________________________________________________  

___________________________________________________              ___________________________________________________  

___________________________________________________              ___________________________________________________  

OPPORTUNIT IES  THREATS  
 

The se  ar e  th e  m ost  s ig n i f i cant  way s  in  whi ch  you  ca n  
lever ag e  y our  cur rent  c i rc umst anc es  t o  prop el  
your se l f  c l ose r  to  th i s  go al /outc o me .  Q uest i ons :  I s  
your  indu st ry  gr o wing ?  I s  there  a  ne w t echn olo gy ,  
mar ket ,  prod uct ,  s erv ic e ,  or  r e lat io nsh ip  y ou c an  
lever ag e?  

The se  ar e  th e  m ost  s ig n i f i cant  pot ent ia l  ch a l len ges ,  
obst ac le s ,  an d r oa dblo cks  that  c an  g et  in  t he  way  o f  
succ ess  i n  ach ie v ing  th i s  g oal / outc o me .  Q uest i ons :  
What  i s  th e  b i gg est  ext ern al  d an ger  t o  you r  g oal s ?  
I s  you r  ind ust r y  ch an gin g  d i rect io ns?  

 

 

___________________________________________________              ___________________________________________________  

___________________________________________________              ___________________________________________________  

___________________________________________________              ___________________________________________________  

___________________________________________________              ___________________________________________________ 
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SWOT TAKEAWAYS  

Based on  what you’ve  learned,  what can you  do to leverage  your s trengths and opportuni t ies  and mit igate  
the weaknesses and threats? These act iv i t ies/outcomes/resu l ts  a long with t imeframes  and the ir  meaning  
wi l l  be part  of  your  Massive Act ion  Map.  

 

LEVERAGE STRENGTHS, OPPORTUNITIES MITIGATE WEAKNESSES, THREATS 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 

NOTES: 
____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________ 

____________________________________________________________________________________________________________


