Creating a
Balanced
Scorecard for Your
Organization

(and why you need onel)

March 3, 2016



Webinar best practices

1. Close any programs (other than GoToWebinars)
that are running on your computer

2. Call-in using a telephone instead of using your
computer speakers

3. Move your cell phone away from your
computer

4. If you experience visual issues, send a chat to
Campbell & Company or contact GoTo at
(800) 263-6317

Question or comment regarding the material?
Please send a chat to Campbell & Company.

If you experience any sound issues, please use the telephone option. If

you still experience difficulties please call 800-263-6317. Campbell gcompany




About today’s speaker...

Carrie Dahlquist

Director

Strategic Information Services
Campbell & Company
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« What is a balanced
scorecarde
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* Why you need one
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 How to lay the
groundwork

 Create one
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WHAT IS IT?

Campbell &’Company



A DICTIONARY
OF THE ENGLISH LANGUAGE
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. bal-anced score-card
/balonst/skorkard/
Noun A strategic performance management tool for %
measuring whether the operational activities of an s
organization are aligned with its vision and strategy.
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Weighing benefits against challenges

« Holistic view « Commitment

« Tailored « Time

* Promotes alignment « Culture Shift

« Focuses on outcomes « Accessibility

* Provides clarity  Measureable

« Connects activities « Manageable

back fo mission m . Counterbalanced
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Two iImportant considerations

Is your “ Who

organization “Z ) should be
ready? \ ‘* involved?

i Campbell é&€'Company



Scorecard goal: Cascading to Create
Alignment

Organization

\

Department/team

\

Individual
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Phase 1: Where do we need to goe

e Mission
« Vision
« (Strategic) Plan
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Phase 2: How do we get theree

Perspectives
Strategic Themes
Results

Strategy Map

Campbell é&'Company



Phase 3: Building out the scorecard

Strategic Objectives
Performance Measures
Targets

Strategic Initiatives

Campbell é&'Company



Phase 1

Where do we
need fo goe




What is your mission?¢
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What is your visione What do you want
to accomplishe

 + Somany different directionsfogo

i How fc:r can you goe And how |@ng
WI|| |’r ’roke? o

s IS|’r digned withmissiore
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What is your strategic plane And how
will you get theree¢

i . Once ’rhere s a cleqr vision, ’rhe ok
s’rra’reglc plan helps de’rermme ’rhe
pOTh S e
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Phase 2

How do we
get theree

4 EXTERNAL CONTROL VANES
L conTaoL vang

COMBUSTION CHAMBER
AND VENTURI

TURBINE AND
PUMP ASSEMBLY
BUMP ASSEMBLY

4 STABILSING FINS

ALCOHOL TANK
LIQUID_OXYGEN TANK




S’ror’r With perspec’rlves

_ Key s’rekeholders— Who are ’rhe cons’rrruen’rs end
,’n'how ore we: engoglng ’rhem Fcor b

. »chncml - WheT fmenael sTeps are. necessery ’ro s
ensure ’rhe execu’rlon of our sTro’regy2 o

: :..'-'"Opere’rlons - To be successful Whof processes LSy
- end ’rechnology musT be |mproved e e

'Leemmg ond Grow’rh Whe’r cepobmhes end e
e tools do s’reff need To help ’fhem execu’re our e
5. s’rro’regy2 B o T i S
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Add strategic themes to define what
IS Important

. Apply ecross GI“ perspec’rlves -j“"’. L
'+ Choose three ’rhoT are |mpor1en’r ‘ro your
orgemzo’rlon F LT N
': . Exemples mclude |
| Revenue grow’rh e
| '_j'-f,".Operehonel excellence e

.- Constitent: service i j--".i G
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Define strategic results
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Create a strategy map with results
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Evaluate where you are
- You've gotten alot of information ”OW

: ‘_Who‘r S |mpor’rcmT To us2 (m|SS|on) Sy
;.Where are we g@mge (VISlon) * TR
How will we ge’r ’rhere2 Gty o)
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Phase 3
Building ouf

the Scorecard
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Add strategic objectives
- Objectives are strategy components -~ *-

- They Should be: o

Action onen’red

. Easy to unders’rcmd e
| : '-,:-.’_.Represen’r |mprovemeh’r po’ren’rlal o
Gl ?V,.‘,;No’r “on off” Tl oo '
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Determine “SMART" performance
measures — what will you monitore

R Bc:sed on your @bjec’nves wh|ch are mos’r
mpor’ranf ’ro mom’ror? e
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Add ’rcrge’rs

Now ’rho’r you 've demded wh|ch |nd|c0’rors ore .
mosT |mpor’r0n’r you can g|ve yourself o ’rdrge’r

e | Objective Measure
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Iden’rify s’rro’regic INnitiatives

. You ve demded who’r you re ’rro:ckmg cmd
you 've go’r gocls T BRSNSy
-. Wha’r oc’nons do you need ’ro ge’r you ’rheree

' Objectlve Measure In|t|at|ves
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Let’s build a simple scorecard together

« Local organization

* Mission - youth development through outdoor
experiences

« Some recent growth
« Recent planning efforts prioritized new, bold goals

« Chosen themes: revenue growth, constituent
engagement, operational excellence

> Campbell & Company




Build Strategy Map:
Strategic Themes + Perspectives= Results

. We will increase
revenue by
identifying new
funding sources
and managing
costs

( * We will provide new

levels of service to our
clients in assessing their
needs and providing
more comprehensive
programs

Key

Financial Stakeholders

J
Revenue
Growth,
Constituent
Engagement,
Operational
Excellence
f
_ N
Operations Leacgnlng ﬁnd
« We need systems and rowt : :
» We want to hire, train,
processes that enable -
- and retain the best
us to work efficiently,

. employees who are
STMTLIEELS passionate about our
effectively, and promote e
transparency J/

g
31
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Results are divided into Strategic Objectives

Strategic Objectives

Financial: Increase revenue by 50% over three years by identifying new funding sources and managing costs

Increase philanthropic donations by developing major gift program and attracting new donors at all levels

Budget and manage resources effectively

Key Stakeholders: Promote youth development through new levels of service, assessing client needs and providing more

comprehensive program options

Moderately increase relevant and accessible services for elementary school clients

Dramatically increase “intensive” development opportunities for secondary school clients

Increase partnerships to leverage community and volunteer resources

Operations: Utilize systems and processes that enable staff to work efficiently, communicate effectively, and promote

transparency

Convert to new database to improve tracking, monitoring and reporting

Develop new communications plan to share critical information and celebrate successes

Learning and Growth: Hire, train, and retain the best employees who are passionate about our mission

Identify new hiring needs, create plan for staffing, and promote flexibility as a benefit

Develop comprehensive training program and career continuum




Add Measures

Financial: Increase revenue by 50% over three years by identifying new
funding sources and managing costs

Increase philanthropic donations by Total Funds Booked ($)
developing major gift program and Major Gifts $25K+ (#)
attracting new donors at all levels New Donors (#)

Budget and manage resources Cost Per Dollar Raised ($)
effectively Net Rev from Special Events ($)

Key Stakeholders: Promote youth development through new levels of

service, assessing client needs and providing more comprehensive
program options

Moderately increase relevant and K-8 Single-Day Programs (#)
accessible services for elementary K-8 Students Served (#)

school clients

Dramatically increase “intensive” 9-12 Single-Day Programs (#)
development opportunities for 9-12 Multi-Day Programs (#)
secondary school clients 9-12 Students Served (#)
Increase partnerships to leverage Partners Identified /Contacted (#)
community and volunteer resources Partners Committed (#)

Operations: Utilize systems and processes that enable staff to work

efficiently, communicate effectively, and promote transparency

Convert to new database to improve Conversion complete
tracking, monitoring and reporting Key reports generated

Develop new communications planto  Av Monthly Positive Media Stories
share critical information and
celebrate successes

Learning and Growth: Hire, train, and retain the best employees who

are passionate about our mission

Identify new hiring needs, create plan  New positions hired
for staffing, and promote flexibility as
a benefit

Develop comprehensive training Staff with Prof Dev Plan(%)
program and career continuum Average Annual Satisfaction (%)




) .. Performance Measures FY16 FY17
Strategic Objectives YTD Targets

Financial: Increase revenue by 50% over three years by identifying new funding sources and
managing costs

Increase philanthropic donations by Total Funds Booked ($) $7TM $8M
developing major gift program and Major Gifts $25K+ (#) 15 30

attracting new donors at all levels New Donors (#) 100 400
Budget and manage resources Cost Per Dollar Raised ($) $0.20 $0.16
effectively Net Rev from Special Events ($) $675K $1M

Key Stakeholders: Promote youth development through new levels of service, assessing

client needs and providing more comprehensive program options

Moderately increase relevant and K-8 Single-Day Programs (#) 15 10
accessible services for elementary K-8 Students Served (#) 400 500
school clients

Dramatically increase “intensive” 9-12 Single-Day Programs (#) 5 5
development opportunities for 9-12 Multi-Day Programs (#) 1 10
secondary school clients 9-12 Students Served (#) 395 700
Increase partnerships to leverage Partners Identified /Contacted (#) 10 100
community and volunteer resources Partners Committed (#) 2 30

Operations: Utilize systems and processes that enable staff to work efficiently,

communicate effectively, and promote transparency

Convert to new database to improve Conversion complete N/A June 1
tracking, monitoring and reporting Key reports generated N/A July 1
Develop new communications planto  Av Monthly Positive Media Stories 2 10
share critical information and #)

celebrate successes

Learning and Growth: Hire, train, and retain the best employees who are passionate about

our mission

Identify new hiring needs, create plan  New positions hired 1 5
for staffing, and promote flexibility as

a benefit

Develop comprehensive training Staff with Prof Dev Plan(%) N/A 100%

program and career continuum Average Annual Satisfaction (%) 70% 85%




Add Strateqgic Initiatives

: . Performance Measures FY16 FY17 SHEC R EWYES
Strategic Objectives YTD Targets

Financial: Increase revenue by 50% over three years by identifying new funding sources and managing costs

Increase philanthropic donations by Total Funds Booked ($) $7M $8M Relationship-based Major Gift Initiative
g?t\rlaegt)iglngr]\emvvajdoorngolfrtspa{toglrlaigqvglgd Major Gifts $25K+ (#) 15 30 New policies for Board Give/Get

9 New Donors (#) 100 400 Annual giving plan
Budget and manage resources Cost Per Dollar Raised ($) $0.20 $0.16  Tracking and accountability program
effectively Net Rev from Special Events ($) $675K $1M  New strategy/ process for special events

Key Stakeholders: Promote youth development through new levels of service, assessing client needs and providing more

comprehensive program options

Moderately increase relevant and K-8 Single-Day Programs (#) 15 10 Explore K-8 needs through

accessible services for elementary K-8 Students Served (#) 400 500 surveysfinterviews

school clients Develop K-8 plan with partnerships

Dramatically increase “intensive” 9-12 Single-Day Programs (#) 5 5 Explore 9-12 needs through

development opportunities for 9-12 Multi-Day Programs (#) 1 10 surveysfinterviews

secondary school clients 9-12 Students Served (#) 395 700 . .
Develop K-8 plan with partnerships

Increase partnerships to leverage Partners Identified /Contacted (#) 10 100 Implement Partner Plan

community and volunteer resources Partners Committed (#) 2 30

Operations: Utilize systems and processes that enable staff to work efficiently, communicate effectively, and promote transparency

Convert to new database to improve Conversion complete N/A Junel  patabase conversion and rollout plan
tracking, monitoring and reporting Key reports generated N/A July 1
Develop new communications planto  Av Monthly Positive Media Stories 2 10 Convene task force

share critical information and

Develop plan
celebrate successes PP

Develop templates

Learning and Growth: Hire, train, and retain the best employees who are passionate about our mission

Identify new hiring needs, create plan  New positions hired 1 5 Redesigned HR function

for staffing, and promote flexibility as Online Training Initiative

a benefit New Flexible Working Policies

Develop comprehensive training Staff with Prof Dev Plan(%) N/A 100% Employee Training and Staff Roundtable
program and career continuum Average Annual Satisfaction (%) 70% 85%  Launch PDP Program

Annual satisfaction survey




Review the Draft Scorecard

36

Overall

Tell “the story” of mission and vision
Mix of leading and lagging indicators

Financial
Satisfy constituent expectations

Key Stakeholder

Reflect our values in how we engage

Operations

Key internal processes to meet stakeholder and

financial expectations
Learning and Growth

Describe skills, infrastructure, and alignment to enable

SUCCeSS
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Managing the Scorecard process

Review
scorecard:
confirm

Build tracking

vene Scorecard

o Campbell & Company



al_. AT&T % 9:41 AM 97% b
S A
Edit

Messages

Great that our Balanced
Scorecard is finally
completed.

' Sure is. So what are our ‘
| next steps?

It starts with
communication.

" | can mention in our team |
| meeting tomorrow.

L

In every team meeting and
communication. It has to
be, and remain a part of
everything we do.

Pf Send

38

Communicate

Communicate

Communicatel
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Next Up!

More questionse Contact us at:
webinars@campbellcompany.com
or call (312) 896-8881

Join us for our next webinar at
Stairway to Heaven: Working the Higher Ed Gift Pyramid
Wednesday, March 23 at Noon CT

This webinar is complimentary!

Visit campbellcompany.com and register for free

” Campbell & Company



