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Stephen Covey’s 4 Quadranis







The 4 Areas of a Balanced Scorecard







Menu of the KPI'S for Scorecard

AREA STRATEGIC OBJECTIVE KEY PERFORMANCE INDICATOR INTERVAL
4 Profitability Net Profit Against Budget Monthly I
Profitability Net Profit % Against Budget Monthly
Revenue Growth Revenue Against Budget Monthly
F,NANC’AL Revenue Growth Revenue Growth % Against Budget Monthly
Return to Equity Return on Equity % Against Budget Monthly
Liquidity (ability to pay the bills) Current Ratio Against Budget Monthly
\_ Liquidity (ability to pay the bills) Quick Assets Ratio Monthly )
/ $ amount of confirmed contract work (e.g. \
Sales Performance more than $500,000 of confirmed contract Monthly
work)
Profit per lead source $ amount of gross profit generated per lead Monthly
source (e.g. gross profit per lead is positive)
Excellence in performance KPI appraisals for team completed on time Quarterly
. . % of quality assurance checklists completed
On job quality (e.g.100% of QA checklists completed) Monthly
. % of invoices sent within X days of job
'NTERNAL Bus,NEss Efficiency of technology & systems | completion (e.g. 95% of invoices sent with 2 Monthly
days of job completion)
SYSTEMS Effici f technol s i % of jobs priced with X days of customer
Iclency or tecnnology & Systems | jnquiry (e.g. 90% of jobs priced within 5 Monthly
days of customer inquiry)
Inventory turnover against target (e.g. stock
Stock Monogement turnover between 2 and 3 times) Quqrterly
. Net profit per FTE against target
Profit Per Employee (e.g. net profit at more than $5,000) Monthly
Labor Utilization Rate against target (e.g.
g get (eg
Efficiency in Scheduling labor utilization rate at greater than 90% for Monthly

field staff)




Menu of the KPI'S for Scorecard
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AREA STRATEGIC OBJECTIVE KEY PERFORMANCE INDICATOR 1173:4'/:1}
Customer satisfaction Loy eesn b | quartery
CUSTOMER Referral Strength oo e e o 9| monthiy
SATISFACTION Customer Satisfaction Fof & ar reviows on socol media aganst |7y 1oy
Customer Complaints (o 1o5 thm 3 oustomer cormpints por st | MONthlY
Employer of Choice E&Sf?ﬁé’éﬁ Do otar Seore (eNPs) Monthly
Employee Retention (0 employes churn rate at less tham10%) | Quarrterly
% Extremely satisfied on survey at greater
Employee Satisfaction than target (e.g. % of employees extremely Quarterly
satisfied at greater than 70%)
Capability building for the future ?;_2; tr:?;?;ng]g,?ﬁrzier:iEgngyG:)n;rtthEr)get Quarterly
'-EARN’NG & Capability building for the future $ spent on training against budget Monthly
Leadership commitment # of performance appraisals completed Quarterly

GROWING

against # due

Leadership commitment

% of 20's completed against target (e.g.
95% of 20s completed on time or Employee
Performance Reviews completed on time)

Monthly / Quarterly

Meeting rhythms completed as prescribed

Quality of meeting cycles (e.g. quarterly directional, monthly strategic, | Quarterly
weekly tactical etc.)
M tD | t # of days spent on external coaching or
anagement Developmen development programs Quarterly
keting | . % of revenue from new market niche(s) (e.g.
Marketing Innovation 15% of revenue from new clients or new niche)| Monthly







The CEO Scorecard

XYZ Plumbing Limited

STRATEGIC OBJECTIVES KEY PERFORMANCE INDICATORS PROJECTS

- Profitability Net profit against budget $170k $165k
<
O
E Revenue Growth Revenue against budget $480k $500k M
z
= Liquidity Current ratio against budget 1.1 1.5 M
o~ g Customer Satisfaction % of survey score at excellent 70% 80% Q
w
=5
Q & Referral Strength NPS results 63% 60% M
32
O .
) Customer Complaints # of customer complaints 1 2 M
Forward Work Booked $ amount of confirmed contract work $275k $250k M
-
252
?—" g = Excellence in Performance KPI appraisals for team completed 100% 100% Q
2235
Profit per team member Profit per FIE $ 4258 $ 5,000 Q
Employer of Choice Employee Net Promoter Score 65% 50% M

Meeting rhythms completed as prescribed (e.g. quarterly

Quality of Meefing Cycles directional, monthly strategic, weekly tactical, etc.)
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02
4
g3
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Empoyer Retention Employee Churn Rate at least than target 1% 10%







