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[bookmark: _GoBack]Strategic objectives are an important part in accomplishing any vision or mission. Considering the vision of XXX was key part in developing the vision, mission, and values. Many variables affect the outcome of analyzing the financial, customer value, internal operations, learning, and growth perspective. The benefit of using a balanced scorecard to measure this information is to translate a strategy into tangible objectives.
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	Balanced Scorecard Measurements	Comment by vicdj72: Do not copy and paste the content of this table into individual papers. Doing so constitutes plagiarism. You can use the ideas presented, but ensure objective statements are original and applicable to your proposed new service or product.
	 

	
	 
	 

	 
	 
	 

	 
	 
	 

	Financial Metrics
	 
	 

	Financial Performance Objective 
	Actions
	Target

	Increase market share within 1 year of operation.
	Product Leadership, creativity, engineer business processes for speed, and focus on continual improvement 
	5%

	Increase profitability within 1 year of operation.
	Product Leadership, innovative marketing strategies, increase perceived value of products
	3%

	Increase competitive position within 6 months of operation.
	Tailor value chain, collect and analyze industry metrics. 
	2%

	Customer Value  Objective 
	Actions
	Targets

	Maintain customer retention for one year within the target thresholds. 
	Increase the customer experience. Deliver to customers’ on time. Minimize mistakes and re-do orders and customizing products. 
	75%

	Increase customer satisfaction within in year period.
	Increase the customer experience. Deliver to customers’ on time. Minimize mistakes and re-do orders and customizing products. 
	75%

	Increase customer value within one year.
	Collect customer’s needs and wants.  Develop products that meets most of the needs.
	90%

	Process Perspective
	Actions
	Targets

	Improve process of performance within 6 months of operations.
	Update software, train employees on customer value, improve product availability, and decrease delivery turnaround time.
	75%

	Increase productivity across the departments within 6 months of operations.
	Update software, train employees on customer value, improve product availability, and decrease delivery turnaround time.
	60%

	Developing standardized operations and metrics within one year.
	Update software, train employees on customer value, improve product availability, and decrease delivery turnaround time.
	95%

	Learning and Growth Objective 
	Actions
	Targets

	Increase employee satisfaction measured after one year of employment
	Human resource surveys. Suggestion boxes.
	90%

	Increase retention rate of current employees measured at the beginning of each calendar year.
	Balance benefits package according to industry standards. 
	55%

	Increase technology innovation across each department measured biannually. 
	Education, training, updated technology
	33%



Financial Perspective
XXX views shareholder values and financial perspectives as one of its most opportunistic areas. The XXX industry is thriving and will continue to increase in revenue as the economy recovers, making an increase in profitability a realistic goal. XXX largest competitor shares a majority of the market at 45%.  XXX first objective is to increase market share to 3%.  XXX next objective is to increase profitability from 2% to 5% this year. Lastly, XXX competitive position wants to increase to 2%. XXX can achieve this goal with product leadership. To create product leadership XXX will focus on creativity, engineer business processes for speed, and focus on continual improvement (Pearce & Robinson, 2009). 
Customer Value Perspective
Without customers XXX would have no reason exist. Maintaining the customer relationships is the most important part of XXX business plan. This includes maintaining customer retention, customer satisfaction, and customer value. The first objective is to maintain customer retention and satisfaction at 75%.  Customer value must be at 90%. “Customer-intimate companies are willing to spend money now to build customer loyalty for the long term, considering each customer’s lifetime value to the company, not the profit of any single transaction” (Pearce & Robinson, 2009). There are many ways XXX can increase the customer experience. Deliver to customers’ on time. Minimize mistakes and re-do orders and customizing products. 

Process Perspective
The process of XXX is what will increase profitability; maintain loyal customers, and long-term employees. The objective is to measure the process of performance at 75%. To do this XXX must update software, train employees on customer value, improve product availability, and decrease delivery turnaround time. The objective for productivity improvement is to increase productivity from 60% to 90%. To do this each employee will complete ongoing training, including ethical business practices. Employees will also participate in team building activities to increase moral. Employees will also be offered a bonus structure for cross-sale items and repeat customers. Developing standardized operations and metrics to reach the objective goal of 95% will also help XXX reach this goal.
Learning and Growth (Employee) Perspective 
Not only does employee satisfaction and retention affect the customer experience, but it also affects profitability with money saved or lost to hire and train new employees. To achieve our vision we asked ourselves what we role employees have in our success. “Employees value education and training, in part because they lead to increased compensation and job security. Providing such opportunities often increases productivity and decreases turnover. Therefore, strategic decision makers frequently include an employee development objective in their long-range plans” (Pearce & Robinson, 2009). Keeping employee satisfaction and retention both at a 90% ratio will alleviate this problem. Employees with innovative ideas looking to grow within the company that is an opportunity for XXX because this means we are employing those who believe or are working toward our vision.  Advancing technology can be an asset or a problem if XXX does not keep up with updated technology. This will also help keep employees happier that will help in the satisfaction and retention areas as well.  This will be costly but XXX objective is to keep technology innovation at 33%. This can be accomplished only by hiring and maintaining a skilled IT staff. “E-commerce technology officers will have more of a strategic role in the management hierarchy of the future, demonstrating that the Internet has become an integral aspect of corporate long-term objective setting” (Pearce & Robinson, 2009). With the right IT support XXX can create an intelligent system and develop new technology. IT will also help set up a system to view the existing competitor leads market and create a price wars with competitors where XXX is the threat to the competitor and not the other way around. 
Communication Plan
	Can be an outline detailing the activities that will be included in a communication plan for the selected business. Include communication mediums, stakeholders, and expectations. If you prefer a paragraph, you can talk about why communication is important and how the communication plan will be implemented. 
Conclusion
Each employee plays a role in making this strategy come to light. The vision and goals that XXX has created will be an ongoing process to accomplish the perspectives used in this visual framework will make them a reality. XXX has to be profitable for our mission to make sense. This financial perspective creates an opportunity to identify the solutions to reach our goals. To achieve our vision we must focus on the financial, customer value, internal operations, learning, and growth from all perspectives. 
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