Profif Growth

Achieving our Strategic

Goals by Implementing a
Balanced Scorecard
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Caution: Please use these free resources with care

as incorrect use can be detrimental to your business

Consulting Model

EXPERIENCE EMPOWERING

* What works » Coaching

* Whydo it » Skills transfer

* Processes & » Sustainability
techniques after consultants

* Understanding » Partnership

* Joint decision

* Analysis &
eSi making

design

DELIVERING RESULTS

 Execution as core competency

« Challenge, motivate, support,
hold accountable, ideas
generation, sounding board

* How rather than what

Profit Growth Consultants: Adding value to the consulting tools
through experience and empowering methodologies to deliver results

Consider these tools like the steering wheel of a Ferrari (your business) on
a racetrack (during change) — expect crashes from inexperienced drivers
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Most organizations don’t know how to execute
strategy:

“Less than 10% of strategies
Effectively formulated are
Effectively executed.”

- Fortune

“In the majority of cases — we
estimate 70% - the real problem
Isn’t bad strategy...it's Bad
execution.”

- Fortune

They can't They don't They haven’'t made
DESCRIBE MANAGE Strategy execution a

their strategy their strategy CORE COMPETENCY
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Barriers to Implement Strategy

According to Kaplan & Norton:

The Vision Barrier

Only 5%6 of the workforce
understands the strategy

The People Barrier 9090 of The Management Barrier

Only 25%6 of managers companies fail 85%6 of executive teams

have incentives linked to to execute spend less than one hour

per month discussing
strategy strategy strategy

The Resource Barrier

60%b of organisation don’t
link budgets to strateqgy

7o create a strategy focused organisation.
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The Balanced Scorecard provides a framework to translate
business strategy into operational terms

<« Vision
& Strategy

P['aﬁf GfanI} © Profit Growth Consultants www.profit-growth.co.za




A “Balanced Scorecard” enables the organisation to

communicate & implement its strategy

Shareholder Value

Financial ) ) )
Client satisfaction,

efficient and effective
delivery of services will
deliver financial results

Partners /
Customers

Internal
Processes

Business Internal
Partners Processes

Excellent processes
and people will deliver
client satisfaction

Good people in
efficient processes
support effectiveness

Organisational

Learning

You need good people,
people processes and
structure to achieve
high performance

Learning &
Growth

Effective measurement shapes behaviour, focuses and drives action.
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The BSC is based upon several generally accepted

management frameworks

DuPont ROI Model or
Shareholder Value

Customer Value
Proposition

The Value Chain
(Process Centered
Perspective)

Organisation Infrastructure
(People, Technology,
Management)

Financial Perspective

oductiv
trateg

Customer Perspective

Value Proposition

Internal Process Perspective

“Service
Exceptionally

“Deliver
the
Product”

“Make
the Sale”

Learning & Growth Perspective

Staff + Technology + Cl'frg?te Strategic
Competencies Infrastructure Change Management
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The underlying Scorecard concepts

The five Principles of a Strategy

. The key concepts of the Focused Organisation

“Balanced Scorecard” are :

— The Strategy is translated into Mobilise change through
; Executive Leadership
operational terms. NI
— The Organisation is aligned to the 4 Governance Process
A Strategic Management
Strategy Systems
— Strategy is made Everyone's Translate the Make Strategy &
Everyday Job. Strategy into Continual Process
) ] Operational A Link Budgets and
— Business Strategy is made a Terms Strategies
H A Strategy A Analytics and
Contlnuous pI‘OCGSS. Maps Information
. e A | d Systems
— Change is mobilised through Scorecards s Strategic Learning
Executive Leadership.
— The segments should be Align the Evorvonas Breryday
balanced such that they represent Organisation to the Job
. . . . Strategy A Strategic Awareness
a holistic view point of the 4 Corporate Role A Personal Scorecards
. A Business Unit A Balanced
business. \ St s
Synergy
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The Balanced Scorecard:

Making strategy measurable

e

‘ To sumit that mountain

-

What is our aim?

Why do we exist? To explore new mountains

What are our beliefs? Respect nature

To climb up the north side
during the day

—— — — — — — — — i — i — — — — — — — — — — — —— — ——— — — . — o — — — — — —_———

How will we achieve our goal?

What must we achieve to

limb f
meet our goals? Climb fast

How do we know that we are

going to reach our goals? The speed that | am

climbing (m/h)

What do we need to reach
our goal?

A\, Buy ladders and ropes to
iy allow you to climb faster

Pl'aﬁf G[’UWfI} © Profit Growth Consultants www.profit-growth.co.za



The BSC translates vision and strategy into the four
perspectives

Financial

“Tio succeedl Objectives Measures = Targets  Initiatives

financially'how
should'we

appear to our,

shareholders?”

Internal Business Process

Customer
“To, satisfy aur

“Toachieve  opjectives Measures —Targets Initiatives VISIOn sharehc()jlders Objectives Measures = Targets  Initiatives
an

our vision,
hew:should custemers,
WE appear, to an d what business
our processes
customers?: St rateg y must we excel
at?”

Learning and Growth

“To achieve e e
our vision, Objectives Measures = Targets | Initiatives

how willlwe
sustain aur,
ability te
change and
improeve?z”
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Plan-Do-Review Process prioritises action through a

closed loop strategic learning process

BSC - Translated Strategy

— Be prepared
— Hold regularly

— Focus on problem
solving

— Invite the right people
— Facilitate clear next

steps ownership
— Prioritise
— Be effective

Profit Growth

* Results shown in

— Cascaded graphs

— Good Targets * Measures/Targets get
— Visible fine tuned

— Understood

Updated/Fine Tuned

PDR Meeting Follow-Up

Key Linkages

* Feedback / info
to other areas

* Performance
Management

* Training and

— Report completed

— Report root causes

individual
development

— Next Steps
— Action plans

actions — Initiatives

for variances
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Plan-Do-Review Process is focused on closing

Performance gaps

Key Performance
| Indicators (measures)

What balanced set of measures
are needed for this team?

!

Targets
KPI set linked to What are the targets-and ]
business objectives ETS v
through the BSC l - Review
What are we trying to achieve GAP Analysis How are we performing against
in measurable terms? > , largets and plans?
Where are we now and what How are we communicating?
are the priorities to close the

gap?

|

Improvement Initiatives
/ Corrective Action

How are we going to bridge
these gaps?

... to turn strategy into reality
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Plan-Do-Review cascades up and down in line with

cascaded Balanced Scorecards

Plan

Targets/Guidance

Top management
. review meeting
Review (Level 1)

Plan Do

y Monthly

Targets/Guidance

Division
review meeting
(Level 2) Do
i Monthly
Targets/Guidance Actoals/
Department review Plans
meeting
(Level 3) Do
Weekly/Monthl
’ ) Actuals/

Plans

ection review meetin

Review (Level 4)

Do
Daily/Weekly

Actuals/
Plans

Stagger meetings over time (lower level meetings earlier than higher
level meetings) to allow for feedback to higher level meetings.
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Contact us for further assistance

Profit Growth

Dale Pudney

Principal: Profit Growth Consultants Cell: 083 564 2375
Director: TMA SA Landline: 011 023 2375
Nominee: Certification Governance Board Fax: 086 604 2375

(Standards Committee) for Certified

Turnaround Practitioner Qualification Email: dale@profit-growth.co.za

CEO: Glass Strengthening System Website: www.profit-growth.co.za
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