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BLUTEAU DeVENNEY & COMPANY:
HELPING SUCCESS COME NATURALLY

THE PERFORMANCE SCORECARD:
MEASURING FOR SUCCESS

For achievers and high-performing teams, the struggle is focus. We are clear on the results we
want to accomplish, we know what we have to do to produce them, and we want to get
consistently better — yet we are distracted by shiny objects and the daily creep of commitments
that keep us from our goals.

We achieve less than we could. Studies have shown consistently that most individuals, teams,
and organizations achieve between 63% and 69% of their potential performance — and these
are the top performers!

» Can you think of smart, strong performers that do not achieve the results that are
expected?

> Do you know teams that are comprised of great people not producing their best results?

> Do you know individuals and teams that compensate by working longer and longer
hours to get things done?

People are working harder and longer — not smarter. Stress is up, return on investment is down,
and there is less time. The short term takes over and the pace is accelerated. Work becomes
reactive rather than proactive. We are tactical and not strategic.

Working on second things first is the real mantra of the workplace. We waste time, energy,
resources and money and lose customers.

The solution needed for a high-performing business — individually and together — has been used
by elite athletes for decades. Great athletes are clear on the actions they need to take to
improve, focused on measuring what matters most, and following through with a disciplined
planning and reflecting process that keeps them winning. They pursue excellence through
measuring what drives their performance.

The Performance Scorecard provides a simple template customized to you and your business
to clarify, focus, and follow-through for greater and more meaningful success with less stress —
working smarter not harder.

What gets measured, gets better!
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The Performance Scorecard: Measuring for Success

Step One — Concept: Measurement Matters
Understanding how measuring impacts results

We all keep score.

Even if it's just mentally we tally and keep track. The problem is what are we tracking and are
we helping or hurting our chances for success? Are we measuring and keeping score of the
right things?

The world is increasingly competitive, complex, and connected. In business, we need to achieve
much more in less time. The demands are increasing and we struggle to work longer hours to
get it all done.

For achievers and leaders, the challenge is stressful. Ambitious goals and plans must be met
and there are continual distractions to getting there. New projects are proposed, new
opportunities are presented, and new problems get in the way. The pressure is even higher to
meet short-term deadlines and milestones. Not meeting expectations is communicated quickly
and negatively. We just work harder.

Organizations strive to put together high-performing teams that focus to produce expected
results — better each quarter — and be innovative, efficient, and thorough. Teams need to get
along and work fast and focused. The strategic plan gets translated a little differently from each
level to the next, and the results are clear but not connected to how to produce them so people
do the best they can, work on what is in front of them and hope for the best. The best is working
on different pages, not connecting to the overall plan, and losing track of the customer. Stress
builds, conflicts occur, and time is wasted.

Measurement matters — if you can’t measure it, you can’t manage it! Measuring the right things
gives you the answer to “Did you have a good week?” and “How are you performing?” and “Are
you successful?”

How should measurement work? Elite athletes pursuing a course of excellence to improve and
win follow a path of measuring what matters to their performance — not their wins or medals but
rather the actions that drive their success. Great athletes measure strategically.

The keys to success are three simple steps:
» Clarity

> Focus
> Follow Through
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We clarify expectations and results to know exactly what goals are important to us giving us
confidence and direction. Then we focus on the actions that will most help us achieve those
goals. Lastly, we follow through and actually take those actions - this is where we have our

main problem.

The problem is that no matter how important, exciting or easy our goals may be our good
intentions do not lead naturally to good results. Most of us use hope as our key strategy - hope
is not a strategy!

“Things are more like they are now than they ever were before.”
Dwight D Eisenhower

You just have to look at the number of people who commit to losing weight, quitting smoking,
starting exercise, going to bed earlier, being nicer to their mother-in-law ... the list goes on and
on. Yet most people do not follow through on their commitments. The impact is the same in our
work lives — we clarify our goals, put in place a strategic plan, and then do something else. And
we still expect great results!

How do you break the cycle?

Not realizing what you want is a problem of knowledge, not pursuing what you want is a
problem of motivation and not achieving what you want is a problem of persistence.

Persistence needs to be supported by tools and techniques that help us follow through on
those actions and see visible progress.

It seems common sense that if we know what we want and know how to get it we will just do it
— apparently not. We all know that human nature often tells us just to do the easy thing rather
than the right thing even if it is against our clear and focused plan.

“Unless | can make this plan happen it just doesn’t matter”
There is the challenge.

Following through is more a matter of circumstances than character. The human mind works
very well with step one and figuring out what has to be done. It is a little slow on the second
step and actually doing it.

We are guided mainly by instinct to do what is convenient for us right now — even if it isn’t the
best thing for us — and we know it! We stay on automatic pilot on the coach reaching for the
flicker and tossing back another double chocolate cookie. We are the only living things that do
not consistently do what we know is best for us.

www.bluteaudevenney.com
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Following through is based on two decisions:

1. Decide what needs to be done
2. Decide how to shape your situation and circumstances to back it up

How can you shape your environment to make your intentions work?

Measurement matters! What gets measured gets done. Measuring the actions you need to take
to get your desired results is the key to following through.

You measure for success. Measuring helps make the critical transition from vision to action.
When you measure the actions that will drive your desired results you strongly affect your
behavior and habits to do the right things. We can fall to the short terms pressures at home and
at work which can sideline our progress but measurement keeps us on track.

Measuring with your own scorecard provides a tool to focus energy for long-term
success - identifying the most important objectives and actions to focus attention and

resources.

Measuring clarifies expectations, builds confidence and boosts motivation.

Navigating the Future
Why your own scorecard?
Measuring is not just about keeping score — measuring the right things drives positive change.

In measuring your progress — and it is about your progress and not what someone else sets for
you — you increase your persistence and motivation in three ways:

1. You increase your commitment by putting the scorecard on paper
2. You see completion of targets and milestones
3. You have closure on what is working and what isn’t working for you

We are often too quick to judge isolated events as failure — your own scorecard provides
perspective to see events as they actually are — learning steps in our progress to our goals.

www.bluteaudevenney.com
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Exercise Two—Drivers of Success

Most Meanigful Goals The Top 5 Projected Results

www.bluteaudevenney.com
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If you are having trouble narrowing down to your most important goals, consider that the four
primary components of a success plan are usually marketing, customer, process and learning
to achieve financial results. You should try to have activities and results that fit into each of
those four components.

In the last column of the table, identify the actual results you want to see for these goals. To be
successful, the results of your goals must be specific, measurable, attainable, relevant and
time-based. Are your results worded in this way?

The next question is whether the results you defined for each of the goals are reasonable? Are
your results both challenging and rational?

Make any changes necessary in your results to be both challenging and reasonable.

Remember, happiness requires goals. Now you are happy — you have goals and results.

www.bluteaudevenney.com
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The Performance Scorecard: Measuring for Success

Step Four — Actions: Measures for Success
Focusing on Best Actions for Achieving Results

You know the results you want to see. What actions are needed on a consistent and regular
basis to achieve those results?

As always, the Pareto Principle applies — about 20% of your actions produce 80% of your re-
sults. What are the top 20% actions?

By focusing on the top 20% actions, you will benefit from the Law of Increasing Returns — the
more your focus on doing the few things that represent the most valuable use of your time, the
better you become at those activities and the less time it takes you to accomplish them — your
return on effort and energy increases.

Exercise Three: Best Actions

In the following exercise, identify the actions that will best generate the desired results — forget
about blocks and challenges, just identify the actions that would generate the results you want.

Repeat from the last exercise the results you are looking for from your most meaningful goals.
In the second column, think about what actions you could take to achieve those specific re-
sults. These are the strategic initiatives. Finally, narrow down the possible actions in the previ-
ous column to the best two or three actions you could take consistently to generate the desired
results.

www.bluteaudevenney.com
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Exercise Three—Best Actions

Most Meaningful

Possible Actions Best Actions
Results

Now, how will your measure your progress?

www.bluteaudevenney.com
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Your best actions will be followed each week and the measuring of these actions helps you
answer the fundamental question “did | have a good week?” Will you leave the office satisfied
with your progress or disappointed that you did not get done what had to be done?

The weekly scorecard provides an indication of your progress to support motivation, enthusi-
asm and confidence in your future — and allows you to relax and be present in your free time.

What do you measure?
Exercise Four: Targeting Expectations and Commitment

The next exercise asks you to take the best actions from the previous exercise and define how
you would measure results for each of these actions — you can have more than one measure
for each result.

In choosing measures, you should consider a number of factors:

» Have one or two critical numbers that align your activities with the company

> Look at “smart” numbers that provide a trend of your results enabling you to predict and
project into the future ( sales this week to sales at this time last year, etc)

> Look for tangible measures ( dollars, hours, numbers, etc )

> Have measures that also align your results with the client

www.bluteaudevenney.com
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Exercise Four - Targeting Expectations and Commitment

What are your best
actions?

How will you measure the success of these actions? 90-Day Target

A final column is provided to set targets for the next quarter.

www.bluteaudevenney.com
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As you use the scorecard, you will develop it over time:

» What measures are not working?
> What measures should be modified?
> What new measures should be incorporated?

You have to build it and use it.

Measurement matters — if you can’t measure it, you can’t manage it. Measuring strongly af-
fects and impacts on your behavior and that of your team, your clients and others inside
and outside of your organization. Measurement tests strategy and direction for practical
usefulness.

The need for short-term financial results is often the most pressing issue and overpowers your
ability to create and achieve long-term, sustainable success. The Performance Scorecard©
translates and aligns your vision and strategy into performance measures, real outcomes and
knowledge of how to work better.

The scorecard develops a unity of purpose.
The Performance Scorecard®© builds a foundation for forward forecasting — setting a trend, pro-

viding a base for educated predictions and projecting results to be measured against. There
has to be somewhere you are going for the measurements to be worthwhile.

www.bluteaudevenney.com
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The Performance Scorecard: Measuring for Success

Step Five — Implementation: Setting Up The Performance Scorecard
A Template for Connecting Actions to the Bottom Line
Putting It Together
Why is it important to have a scorecard?
The Performance Scorecard®© helps you communicate strategy and do the right thing:

1. It describes your vision of success and provides a shared understanding of what is
important for you and your business to do and achieve.

2. It creates a framework to link all of your actions and results.

3. It focuses your efforts and energy

4. It helps you follow through — if the right actions are measured, you will do it.

Your scorecard tells the story of your business — shows clearly the connection between your
driving actions and the results meaningful to you for success.

When you use your scorecard you make the critical move from vision to action — you build
momentum and maintain your enthusiasm — you follow through!

The concept of entelechy is the key driving force of scorecarding — it is the turning of ideas
and thoughts into real actions and practical usefulness.

Reality is the difference between what we want and what actually is.

We are all just ordinary people and organizations trying to achieve extraordinary things
— the one with the plan and scorecard is the one with the power to make it happen.

SETTING UP THE PERFORMANCE SCORECARD®
MEASURING FOR SUCCCESS

Page One

1) Write in the month you are starting under “Start Date” and under “Follow-Up Date” place
in the beginning of the next month.

www.bluteaudevenney.com
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What are your Drivers of Success©?

2) In the five boxes on this line write your five Best Actions or Drivers of Success from the
exercises.

What are your Goals and Results for the month?

3) In each of the five lines provided write out your goals for the coming month — they should
relate to your Drivers of Success but could also connect with a project you are working
on for the short term. Be specific about your goal — make it clear, measurable and time-
sensitive.

4) Once you have written out your goal on each line put in the actual result you want to see
for each goal — what is it that you want to see happen?

What are your Drivers of Success and how will your measure your progress?

5) In the first column of this table, repeat each of your Drivers of Success®©.

6) Inthe second column, think of one or two measures that will identify your progress in
your Drivers of Success© over the coming month.

7) In the third column, set a target result for the measures for this month. Be realistic.

8) In each of the following columns simply enter in the results for each week of the month
and then provide a total of the weekly results in the last column.

Exercise Five The Performance Scorecard

The attached exercise provides a template for setting up a scorecard for your own strategic
purpose.

www.bluteaudevenney.com




A

LAJ
»
N\
»)
(™
@

-

Exercise 5: The Performance Scorecard©
Start Date: Follow-Up Date:

What are your Drivers of Success?

What are your goals and results for the month?

0 ) E O ess© and ho 0 3 e VO progre

Drivers Measures Target Wk1 Wk2 Wk3 Wk4 Wk5 Total

www.bluteaudevenney.com
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The Performance Scorecard: Measuring for Success

Step Six — Improving: Meetings that Work
Reflecting and Communicating for Perspective and Momentum

Measuring is a process that keeps an individual performer and an organization on track, fo-
cused, and making decisions that support short-term and long-term strategic success.

As a process, putting The Performance Scorecard together for your purpose is not an event
— the final step is putting in place the habits of using it, sharing it, and perfecting it to grow
and work with you.

Opportunities will appear, problems will occur, and capabilities will be need to be developed
as progress is achieved. The scorecard serves a further purpose to provide perspective to
make the right decisions to capture opportunities, resolve problems, and build needed capa-
bilities.

Measuring the right actions to achieve the desired results provides the baseline or bench-
mark against which to make decisions.

The scorecard should be updated each week and communicated each month. Communica-
tion about progress measured in the scorecard is about reflection and not just a review of
numbers. Scorecards only achieve their greatest impact on results when used as a tool to
analyze, assess, and project.

Each month the scorecard should be the focus of a meeting (either individually or together
depending upon the purpose of the scorecard). The outcomes of the monthly scorecard
meetings are to analyze actual progress against expectations, assess the impact of the re-
sults to date and reflect on implications of other considerations (such as new opportunities
and problems), and project next steps and expectations for further progress.

Discussion of the scorecard provides perspective. It can be easy to get sidetracked by the
daily grind of work and our perception of how we are doing can become clouded. The score-
card provides clarity as to where we are, focus on what is working and where improvement is
needed, and direction for taking next actions. The scorecard process gives the perspective to
build and maintain momentum against goals.

Exercise Six — The Progress Assessment

The second page of the Performance Scorecard provides a basis for assessing progress
each month (or period).

www.bluteaudevenney.com
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Page Two

9) Write in the month you are starting under “Start Date” and under “Follow-Up Date” place
in the beginning of the next month.

Page Two of The Results Scorecard© concentrates on building and maintaining your confi-
dence.

What are the Positive Focus events for the month and what is your Next Action?

Too often we dwell on the negative or our perception of what was negative in our days and
weeks. We bring down our motivation and momentum. It has been proven that if you focus
on what happened that was positive in your day or week, you will start to gravitate towards
those events and enjoy more of them — you focus on the positive and your results grow expo-
nentially.

10) In the five lines in this table outline what you see as the most positive professional events
this month.

11) In the second column for each line, write out what you would like to do to follow-up and
take further action from this positive event — what would be your Next Action?

The keys to personal and professional development are recognizing that we are always
learning, focusing on what helped our success and appreciating what we did well.

What did you learn this month? What new capabilities do you need?

12) Outline what you learned this month and what new capabilities could you gain to help
you build on these lessons?

What helped your Progress this month? How do you build on it?

13) Indicate clearly what helped your progress this month — things you did, things that oth-
ers did or decisions you made that worked for you. How can you build on these items?

What did you do well this month? How do you build on it?

14) Be honest with yourself and outline what you did well this month? Again, what could
you do to build on these items?

www.bluteaudevenney.com
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Exercise 6: The Progress Assessment

Start Date: Follow-Up Date:

What were the Positive Focus events for the Month? What is your Next Action?

EEE

What did you Learn this month? What new capabilities do you Need?

What helped your Progress this month? How do you Build on it?

What did you do Well this month?How do you Build on it?

www.bluteaudevenney.com
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Exercise Seven: The Results Perspective

The next page of the Performance Scorecard provides perspective on the overall trend of
actions and results.

Page Three

On Page Three we keep track of our progress over the year to gain perspective and assess
trends for prediction and projection of your performance and success.

15) Write in the month you are starting under “Start Date” and under “Follow-Up Date”
place in the beginning of the next year.

What are your Drivers of Success©?

16) In the five boxes on this line write your five Best Actions or Drivers of Success from the
exercises.

What has your Progress been over the Year?

17) In the first column of this table, repeat each of the measures that will identify your pro-
gress in your Drivers of Success© over the coming year.

18) In the second column, set a target result for the measures for this year. Be realistic but
challenging as well.

19) In each of the following monthly columns (Jan to Dec) simply enter in the results for
each month.

20) In the Total column provide a total of the monthly results.

21) In the final column, assess how the actual Total results compared to your Target result
— what was the percentage success of your progress against your expectations?

www.bluteaudevenney.com
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Exercise Eight: The Strategic Meeting Template
The following format is an outline for meeting each month as a team to review progress, make

decisions, and commit to the next actions (or to sit down individually and reflect on your pro-
gress and continue to perfect your progress).

Template:

> The Positive Focus: What have been the positive accomplishments in the previous
period? How can you build on these accomplishments?

> The Ideal Customer: Who are the ideal customers? How are they using your services
and products? What are their challenges and needs?

> The Performance Scorecard Discussion: Go through the steps on page 21 and 22.
> The Decision Filter: What are the new opportunities or problems facing you today? Do
they fit in with the strategic focus of the scorecard? Should they be acted upon based
on the fit with the scorecard? What should be done? Should any changes be made to

the strategic drivers or the scorecard?

> The Action Commitment: What are the next steps to be taken from here — who is do-
ing what by when?

The meeting would be 45 to 60 minutes in length.

www.bluteaudevenney.com
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The Performance Scorecard: Measuring for Success

The Impact — Committing to Action and Change for a Bigger Future

Measurement is the single most important tool to impact your ability to succeed. The Per-
formance Scorecard provides a template to clarify the results you want, focus on the actions
most critical to achieving success, and support to follow through on your strategic vision.

The Performance Scorecard process is flexible for individual, team, or organizational per-
formance improvement and can be customized to both overall strategy and specific projects.

What gets measured gets done!

Hope is not a strategy — stop hoping that things work out. Measuring the right actions is the
foundation strategy to moving forward and achieving your success. You can have what you
want — you just have to measure for it.

Committing to Action

Use The Performance Scorecard template to improve results for you, your team, and your
organization:

» Understand the concept of measurement and the positive impact on the ability to
achieve

Identify where to use the scorecard for improving strategic performance

Clarify the results to be achieved and the critical actions to be followed

Focus on the measures that track progress on the strategic actions

Set up the scorecard customized to your objectives

Commit to a regular meetings to reflect on progress and assess further action to stay
on track

Y VVVYVYY

We recommend the following plan of action to put The Performance Scorecard in place for you
and your organization:

Exercise Nine: The Action Commitment Form

1. Complete Exercise Nine: The Action Commitment form to put in writing what you will do
and by when and who needs to be involved — use this as your check list to implement the
strategy

2. Book a one hour appointment each week (same day and same time to create a habit — we
recommend Tuesday mornings as the best time) for six weeks to work through the steps of
The Performance Scorecard process

www.bluteaudevenney.com




A

LAd
>
N/
»
(D
@

-

3. Each week for the next six weeks work through the six steps of The Performance Score-
card process — include the people needed to make this work

4. Once The Performance Scorecard process is completed and in place, book a 15-minute
appointment in your schedule each week (we recommend a Monday time early in the day)
to update the numbers for The Performance Scorecard — have your executive assistant
update the numbers for you (do what works best for you)

5. Book a one hour meeting each month to review, assess, and reflect on your strategic pro-

gress using The Performance Scorecard (again, we recommend the same day and same
time each month to form a habit — Tuesday mornings are the best time)

6. Follow through and use The Performance Scorecard and achieve winning results

What you measure is what you get — focus on the handful of measures that are most critical to
your success.

An investment of two hours each month (15 minutes each week for updating and one hour
each month for discussion meetings) and you ensure your strategic success and improve the
performance for your individual results and those of your team and organization.

Make the investment, measure your success, and lead and perform at your best.

Exercise Nine: The Action Commitment Form

The following exercise provides a template for you to focus your thinking and commit to actions
to move forward.

www.bluteaudevenney.com
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Exercise 9: The Action Commitment Form

Meeting & Date: |

INSIGHTS: What are the key insights you take from this material?
Actions: What actions do you agree to take from this material?

COMMUNICATION: Who do you need to talk to/follow-up with about what and by when

1
2

www.bluteaudevenney.com
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The Performance Scorecard: Measuring for Success

Further Resources

Access www.bluteaudevenney.com/products to investigate the following products and research papers
related to The Performance Scorecard:

» Arrested Development: Why is the Strategic Planning Process not Working?
White Paper

» The Strategic Focuser: Building a Bigger Future
PDF Download

» The Strategic Offsite: Focusing for Competitive Success
PDF Download and Audio

www.bluteaudevenney.com
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Appendix:
Exercise Examples

Exercise 1: Summary of Solutions Page 32
Exercise 2: Drivers of Success Page 33
Exercise 3: Best Actions Page 34

Exercise 4: Targeting Expectations and Commitment  Page 35

Exercise 5: The Performance Scorecard Page 36
Exercise 6: The Progress Assessment Page 37
Exercise 7: The Results Perspective Page 38
Exercise 8: The Strategic Meeting Template Page 39
Exercise 9: The Action Commitment Form Page 40
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Exercise 1 - The Scorecard Purpose Example

[=

Initiative Setting up a Performance scorecard

[

Purpose Overall Strategic Plan E/
Specific Project D

Individual Results |:|

Team Results E/

Organizational Results D

(ed

Importance Crucial - need to bring team together and focus on ‘first things
first’ - want to be the envy of company as a team and need to
stay on track and not get distracted - we need to succeed!

[

Ideal Result Achieve at least 80% of strategic objectives

Who’s Involved Rob Strong, VP
Natalie Armstrong, EA

[

David Allen, Manager

Sandra Salt, MAnager

Eva Gotten, Manager

www.bluteaudevenney.com
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HELPING SUCCESS COME NATURALLY

Exercise Two—Drivers of Success Example

Most Meanigful Goals Projected Results

Develop new Website 7 Select Businesses 50 new visits

Prospecting campaign +
10 new clients

Client Marketing program 6
| 2 |
Public Relations campaign 5 Portfolio services Add 8 new clients
program offered +
Convert 12 current clients
Client Relationship building plan 3
] ) ) 4 client visits per month
Portfolio Services program offered 2 Cll.en.t relationship +
building plan 1 referral per month

Community donations campaign 9

| 4 |

Operational streamlining project 8 Client blog Weekly updated blog
with 20% opening rate

Client blog 4
| 5 |
Product magazine 10
Public relations campaign 12 open presentations
Select businesses prospecting 1

www.bluteaudevenney.com
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Exercise Three—Best Actions Example

Most Meaningful

Possible Actions Best Actions
Results

1 Direct mail campaign
Select businesses Direct Email campaign
Prospecting campaign Personal connections & Introductions

E-Marketing

2

Portfolio Services Monthly client meeting

Program offered Client webinars

Client webinars

Client trade shows

3
Client relationship Client visits 7 calls Client visits
building plan
Client appreciation events
Client newsletter
4
Client blog Client email Web ads & Links
Web ads and links
Magazine / newspaper ads
5
Public Relations Public speaking events Public Speaking events
campaign
Articles published

Research papers & case studies

www.bluteaudevenney.com
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Exercise Four - Targeting Expectations and Commitment Example
Whataa(;'goy:su: Lesk How will you measure the success of these actions? 90-Day Target
1
Direct mail Number of letters sent 30
campaigh Number of prospect meetings 6
Number of new clients 12
2
Client webinars Clients attending webinar 60
Follow up presentations 12
Converted programs 2
3
Client visits & Client visits per month 12
calls
Meetings generating new business 3
Meetings generating referrals 3
4
Web ads & links New web and ad links 2
New website traffic added per month 600
Bolg opening rate per month 20%
5
Public Speaking Presentations completed 3
events Presentations attendees 150
Prospect meetings 15
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Start Date: September

Exercise 5: The Performance Scorecard®©

Follow-Up Date:

October

What are your Drivers of Success?

Select businesses
Prospecting Campaign

Client relationship
building plan

Portfolio Services
program offered

Client blog

Public relations
campaign

What are your goals and results for the month?

Draft select businesses approach letter, select gift book and courier 10 packages

—— Prepare and promote initial webinar presentation

;lList top 10 ¢

lients and approach 4 for meeting

| 4 |

pproach 3 organizations for web inks & have sample blog package

|Prepare speakers package & approach 4 groups

at are yo D e o ess© and ho 0 23 e VO progre
Drivers Measures Target Wk1 Wk2 Wk3 Wk4 Wk5 Total
Select businesses Letters sent 10
Prospecting Campaign
Prospect Meetings 4
New Clients 2
Portfolio Services attendance 20
program offered FollowUp presntin 4
Conversions 1
Client Visits 4
Client relationship
building plan Meetings + new biz. 1
Meetings + referrals 1
n New web ad +link 1
Client blog
New website traffic 200
Blog opening rate 20%
n Presentations 1
Public relations
— Attendance 50
Interest + meetings 5

www.bluteaudevenney.com




Start Date: Septmeber

3 new client accounts

What were the Positive Focus events for the Month?

Exercise 6: The Progress Assessment

Follow-Up Date: October

What is your Next Action?

Keep direct mail campaign going

Jkfsdjkf of team together + focus

Weekly 15 min spotlight meeting on next actions

Client call in’s on webinar

Client survey + track topics of most interest for new
webiunars

Tesimonial from client + re source

Request testimonials + include in marketing

Boost in website traffic

Scorecard keeps everyone focused

Vs

Track source of traffic + let links know of success

What did you Learn this month? What new capabilities do you Need?

A Each team member to have own scorecard

Knowing what to do first means less work overall

Each team member to identify their drivers

Tracking measures kept focus

What helped your Progress th

is month? How do you Build on it?

A Again, each person should have this

Focus!!

~a Weekly updated to build momentum

Coordinated effort to work toward goals

What did you do Well this

/.

onth?How do you Build on it?

™ Speak to web traffic consultant

Invested time in meeting as a team

A Same time, same day, make it a habit

www.bluteaudevenney.com
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Exercise 8: The Strategic Meeting Template

The following format is an outline for meeting each month as a team to review progress, make
decisions, and commit to the next actions (or to sit down individually and reflect on your
progress and continue to perfect your progress).

Template:

> The Positive Focus: What have been the positive accomplishments in the previous
period? How can you build on these accomplishments?

> The Ideal Customer: Who are the ideal customers? How are they using your services
and products? What are their challenges and needs?

> The Performance Scorecard Discussion: Go through the steps on page 21 and 22.

> The Decision Filter: What are the new opportunities or problems facing you today? Do
they fit in with the strategic focus of the scorecard? Should they be acted upon based on
the fit with the scorecard? What should be done? Should any changes be made to the

strategic drivers or the scorecard?

> The Action Commitment: What are the next steps to eb taken from here - who is doing
what by when?

The meeting would be 45 to 60 minutes in length.
- Day & Time: First Tuesday of each month at 12:00pm (with Lunch)

- Who Should attend: all team members

www.bluteaudevenney.com




LAJ
>
N\
»)
(™
@

-

A

Exercise 9: The Action Commitment Form

The Performance Scorecard
Meeting & Date: |

INSIGHTS: What are the key insights you take from this material?

1
Measurement Matters - helps focus energy and resources for improved performance
2
Focus is power - need to focus on 5 initiatives of greatest impact. (net more)

3

Invest in meeting with team - everyone works from the same page saving time and building engagement.

Actions: What actions do you agree to take from this material?

Who Does What by When?
L Work through the Performance Scorecard process over the next six weeks to put a plan in place for overall
strategic plan.
2
Include full team in regular weekly update meeting and monthly progress assessment meetings

3

Set up the Performance Scorecard for each individual team member and connect contributions of each person to
strategic drivers

COMMUNICATION: Who do you need to talk to/follow-up with about what and by when

Natalie Armstrong to Format The Performance Scorecard of team by Friday, August 8th.

1
Snr Team to introduce concept and build buy in by Monday, August 4th.

Steve Stoner (CEO) to impress with our focused agenda by Monday August 25th

www.bluteaudevenney.com
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