MONTHLY Progress Report (MPR)

	Member:  
	Date: 

	Mission:

Vision:


One year Financial Target:  

Five Year Financial Target: 



	Area

Objectives

Targets (relate to 2001-2)

Customer Satisfaction

· Great reputation reaching potential clients

· Diversified client base

Internal Processes

· “client training”

Employee Satisfaction

· Improved benefit package

· Happy employees

· Sheila more mobile

· Collecting with integrity

Financial

· High recovery rate
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	Measurable = Item on Company Scorecard

Measurable

Goal 

90 Day Strategy

30 day SMART Action Steps

1

2. 

· .

3. 

4.

S.M.A.R.T. = Specific, Measurable, Ambitious yet Realistic, and Timebound


Company Scorecard – Measuring Your Business

Company Scorecard – Measuring Your Business
1)    Each person , department or area of your business has a measurement. It is a pulse or a metronome for that person or department. These numbers should not be numbers from your Profit and Loss statement.
              Example: Accounting counts receivables. Sales counts closes. Operations counts units moved. Customer Service counts complaints.
2)    Pick six to ten numbers to measure and put it into the first column of your Company Scorecard. (There are examples included.)
3)    Fill in your annual goal.
4)    Assign each measurable to a person in your business who will keep score each week. 
6)    Meet monthly with your staff to discuss your Score Card. 

7)   Create Strategies and SMART Action Steps on your Member Progress Report.  
8)   Meet monthly with your TAB Board to discuss your Progress.
PERSONAL & CONFIDENTIAL

The Alternative Board
Empowering our Members to Achieve Their Business and Personal Vision


