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Dear Friends,

It has been a great privilege to work alongside many of you and witness so many  
positive developments in Archery across the world. We are very proud of the work  
that we have seen so many of you do in being proactive to ensure this happens.

As World Archery, our mission is very clear: ‘to empower its member associations  
to make archery a leading sport in nations around the world’. In order to ensure  
this mission is effective, it is vital that you, our National Archery Federations,  
are empowered to lead the development of Archery in your countries.

World Archery’s vision is for a world in which everyone has the opportunity to make 
archery their activity of choice and, through empowering you, we believe this to be 
entirely possible.

This workbook, we hope, will act as part of this empowerment, by guiding you through 
the importance of creating a strategy, and the necessary steps that will ensure the 
resulting strategy addresses the key opportunities and challenges that you face.

The workbook is designed to be as practical as possible, providing you with the  
opportunity to develop a strategy that is consistent with World Archery principles,  
yet tailored to your unique environments.

We therefore ask you to look at this workbook as the starting point for the next  
phase in your development.

Over the years, we have seen many Federations successfully develop strategies  
that have led to long-term success in and out of competition, and we wish for the 
same success to be recreated globally.

Together, we can make archery a leading sport in nations around the world.

With this workbook, let’s start now.

Uğur ERDENER  Tom DIELEN 
PRESIDENT  SECRETARY GENERAL



This Guide will take National Federations through four stages – 
all of them being equally important in the development of an eff ective strategy.

STEP 2
setting objectives

based on your self-assessment,
 set ambitious yet achievable
 objectives for each strategic

 focus area

STEP 3
defining actions

develop an action plan 
for how best to reach 
your objectives

STEP 4
measuring your progress

ensure constant growth 
by keeping track of 
how you are doing

STEP 1
self-assessing

your organisation

ensure constant growth
 by keeping track of
 how you are doing

 

HINT
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STEPS
4

Developing your 
strategy in 4 steps

Ensure that the strategy provides a framework for success 
by addressing the following four criteria :

1. Your strategy should be really strategic : your 
strategy should be focused on doing the right 
things and not so much about doing things right 
(this is more implementation).

2. Your strategy should be clearly framed : it 
must be clear how many areas and/or activities 
will be looked at as part of the strategy process.

3. Your strategy should be implementable : the 
strategy must fi rst of all outline principles for 
focus and making trade-off s.

4. Your strategy should be exciting : 
your strategy must be easy to understand and 
communicated well throughout 
the process.
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As a result, you can see your organisation’s profi le; i.e., the areas where you 
are already good at and the other where there is room for improvement.

Move each one of us on a sector 
of the target face, following the example 
on the right

Self-assessing
your organisation

STEP ONE
S1

 

HINT

OBJECTIVE

YOUR TASK

Self-assess how well is your organisation doing according to six focus 
areas that are vital to the success of a National Archery Federation !
For more information on these areas, please see the next page.

For each of the 6 focus areas are : 
1. ask yourself, on a scale from 1 to 10, how well is your organisation doing ?
2. simply report the score on the radar chart below.

Though not exhaustive, these will give you some indication as to what you should be doing in these 
areas. As much as possible, we recommend you to involve your team throughout this process, 
as this will help to develop a well-rounded assessment.

Use the factors for consideration developed for each criteria 
to self-assess your organisation.

membership

2. simply report the score on the radar chart below.2. simply report the score on the radar chart below.
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Self-assessment
scoring example

 = YOUR SCORES
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STEP ONE
S16 FOCUS AREAS

Grassroots development

How successful is your organisation 
in providing programmes and 
activities for the grassroots level ?

Score :   . . . . .  /10

Factors for consideration :

• beginner programmes (e.g. try the sport)

• opportunities for recreational archers

• facilities and equipment provided 
for grassroots activities

• number of participants at grassroots events

Membership Services

How successful is your organisation 
in supporting its members (provincial 
associations, clubs and archers) ?

Score :   . . . . .  /10

Factors for consideration :

• educational programmes for coaches and judges

• quantity and quality of communication, 
including important offi  cial documentation

• recognition of the volunteers’ contribution by 
engaging and encouraging volunteer collaborations

Elite Performance

How successful is your organisation 
in supporting and raising the elite 
level of Archery in your country ?

Score :   . . . . .  /10

Factors for consideration :

• elite programmes and infrastructure

• international results

• development of clean sport programmes

• use of sport science

• clear system & systematic approach

Promotional Activity

How successful is your organisation 
in promoting Archery in your country ?

Score :   . . . . .  /10

Factors for consideration :

• coverage of archery in national and local 
media, particularly of the major events

• use and activation of social and 
digital networks

• investment in advertisement

Financial Management

How successful is your organisation 
in generating and managing revenues ?

Score :   . . . . .  /10

Factors for consideration :

• use of a budget and measurement system 
to keep track of the fi nancial results

• attraction of sponsorships

• relationship with national government 
and national sporting organisations

Organisational Structure

How well governed is your organisation; 
ensuring the growth of Archery in your country ?

Score :   . . . . .  /10

Factors for consideration :

• allocation of defi ned offi  ce space

• clear, transparent constitution and by-laws

• training opportunities for staff 

• activity of Federation leadership 
on other governing bodies

• optimal size & structure
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Move each one of us on a 
sector of the target face.
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YOUR TASK

OBJECTIVE

STEP TWO
S2

1. On the radar graph below, identify how you would like 
 your organisation to look in two years’ time. Your minimum 
 objective should be to reach 5/10 in each area. 

Setting objectives

At Step 1, you defi ned your current organisation’s profi le of how your organisation is currently doing. 

At Step 2, where you are already doing well, the objective should be to maintain this level. 
Where there is room for improvement, the objective should be to improve this.

Based on the self-assessment of your organisation, consider what you 
want your organisation to look like in 2020, and how you can achieve that.

YOUR ORGANISATION’S 
EXPECTED TARGET PROFILE 
IN 2020
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FOCUS AREA OBJECTIVES
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HINT

YOUR TASK

Make sure your objectives conform to the «smart» criteria :

SPECIFIC
Objectives should specifi cally explain 
what you are going to do.

MEASURABLE
Objectives should be defi ned in a way 
that enables you to see your progress.

ACHIEVABLE
Objectives should be challenging, but 
be realistic so that you can achieve them.

RELEVANT
Objectives should directly relate to improving 
the overall score for the focus area. 

TIME-RELATED
Objectives should have a defi ned time-frame, 
encouraging a sense of urgency.

STEP TWO
S22. Set objectives for each of the focus areas. 

 Objectives should identify a maximum of three things 
 that you can do which will improve your current 
 scores by 2020.
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EXAMPLES OF GOOD OBJECTIVES

Membership Services : by 2020, we aim to increase our number of archers by 10%. 

Financial Management : by 2020, we aim to increase our sponsorship revenues by 5%. 



FOCUS AREA OBJECTIVES ACTIONS

Membership 
Services

By 2020, we aim to increase 
our number of archers by 10%.

• We will increase the number 
of events off ered to beginners 
from 20 to 30 per year.

• We will encourage new beginner 
archers by reducing administrative 
fees by 25%.

Financial 
Management

By 2020, we aim to increase 
our sponsorship revenues by 5%.

• We will enhance our range 
of sponsorship activation options 
off ered to external companies.

• We will open up the naming rights 
to our national events.

B

E

 

Try to find synergies between the different actions.

Having identifi ed the key areas for improvement, identify the 
practical actions you can take which will ensure this improvement 
becomes a reality.

When considering the actions, consider the impact of the actions on other focus areas, and make sure 
that they do not contradict other actions. A clear focus on the actions themselves will ensure that 
the objectives and focus area scores fall into place.

OBJECTIVE

1. For each objectives, identify a maximum of two actions that 
 you will take which will directly help you to achieve the objective.

2. Fill in the Action Plan on the following page, listing the actions 
 according to their targeted objective.

YOUR TASK

HINT

Defi ning actions
STEP THREE
S3

EXAMPLES OF GOOD ACTIONS

Having developed your objectives for each of the focus areas, your organisation should now consider the 
practical actions that will help you to achieve such objectives. In order to defi ne these actions, you should 
consider the question: ‘what do we need to do in order to achieve our objective?’ 
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FOCUS AREA OBJECTIVES ACTIONS

Grassroots
Development

1. •
•

2. •
•

3. •
•

Membership 
Services

1. •
•

2. •
•

3. •
•

Elite 
Performance

1. •
•

2. •
•

3. •
•

Promotional 
Activity

1. •
•

2. •
•

3. •
•

Financial 
Management

1. •
•

2. •
•

3. •
•

Organisational 
Structure

1. •
•

2. •
•

3. •
•

STEP THREE
S3
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OBJECTIVE

YOUR TASK

STEP FOUR

Measure how much your organisation is moving towards meeting 
its objectives, enabling adjustments to be made if required.

S4Measuring your progress

1. Every six months, calculate/estimate the percentage to which 
 each identified objective has been achieved.
2. Based on the percentages identified, consider whether you 
 need to place more resources in a weaker area.

Having decided upon which actions are most important to fulfi l your objectives in order to increase or maintain 
your focus areas scores, you should regularly measure how well you are doing at fulfi lling these actions and 
reaching your objectives. 

With the two year timescale, we would suggest that you measure your progress every six months, by calculating 
the percentage to which the objective has been achieved. 

% OF ACHIEVEMENT

FOCUS AREA OBJECTIVES JUNE 
2018

DEC. 
2018

JUNE 
2019

DEC. 
2019

Grassroots 
Development

1

2

3
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Services

1

2

3

Elite 
Performance

1

2

3

Promotional 
Activity

1

2

3

Financial 
Management

1

2

3

Organisational 
Structure

1

2

3
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Move each one of us on a 
sector of the target face.

 

HINT

YOUR TASK
3. At the end of the two years, apply your progress to the 
 radar chart. This will provide an overview of the development
 you have made in the two years, and provide insight 
 as to what can still be improved upon in the future ! STEP FOUR

S4

YOUR ORGANISATION’S 
EXPECTED TARGET PROFILE 
IN 2020
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Use these measurement timings as a good opportunity 
to sit down and discuss progress with your team.

This will help to ensure an accurate measurement and help to ensure that all staff  members feel 
involved in the process.Subsequently, this will further their commitment towards achieving success.
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NAME GEOGRAPHICAL REGION CONTACT

DENISE PARKER North America and Caribbean 
(English speaking) dparker@usarchery.org

SERGIO FONT MILIAN Latin America 
(incl. Spanish-speaking Caribbean) sfont@archery.org

PETTERI ALAHUHTA Scandinavia petteri.alahuhta@gmail.com

ANDREA VRBIK Central Europe nea1370@hotmail.com

SIRET LUIK Baltic region siretluik@hotmail.com

ARTEM SANISHVILI Eastern Europe 
(Russian speaking countries) artemsan@hotmail.com

NEIL ARMITAGE Western Europe neil.armitage@archerygb.org

AL-YOUSOUF BAYJOU West Islands of Africa ybayjoo@gmail.com

KHALED LAMANDÉ Africa kslamande@archery.org

MAHAMMAD ALI 
SHOJAEI West Asia alishojaei988@yahoo.com

CHAPOL 
KAZI RAJIB UDDIN Central Asia chapol@bdmail.net

PETER CHIU East Asia pkchiu@gmail.com

ROBERT TURNER Oceania coachrobertturner@gmail.com
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You are also welcome to address any questions to the World Archery Headquarters, 
using the contact details provided below:

WORLD ARCHERY FEDERATION
Maison du Sport International
Avenue de Rhodanie 54
1007 Lausanne
Switzerland

Phone : +41 21 614 30 50
E-mail : info@archery.org or pcolmaire@archery.org

Contact
information / links

CONTACT

If you have any questions and would like access to more resources, 
please don’t hesitate to get in contact for more information. 

The following Regional consultants are willing to assist with you with your queries.

US
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