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ZBYE (Business thinking)
FMEEY“E5S (BUSINESS)” — L 2FSMHIRBE ZFIBRYARZR (making decisions to earn more profit)
SRS (Management skills) — {{a7ESCHRLLRER
iifel? - =Ll (BREES! |
IESHAY5 AL (Data Analytics methods)
Hst, #URDTEEEARASE (HisToRY view about Data Analytics)
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EIEIEI5|(Management skills) — M1 HEIE

O 7R ERER
® BEFDFLR (RFD)
O7RRBECS - gk, BIFA, IEERT
©® (HF LR ALK
» Planning (SWOT) — i A EEE
® IAEA (DISC,MBTI), ...
® IEEHRIT]
> iz MEFR(Balanced Score Board + KPI),

> B ER R (EER)RE
v (Why-Why, Fishbone, Pareto, ...)

> BERBEIIRRER

v (Brainstorm, Osborn’s Checklist, ...)




RFM analysis Recency #i

[0 Recency, Frequency, Monetary
B ERZHNEFAZEE(CRMPISITRINF, RFMIEELZEH ZIRFIN. RFMIEERIZEHER
FiNMEFEFeIFEENHNEZR TEFNFER.
B ZREEE — P EFPRIAHAESE T . WERIRAIRLR & T S/ 0tk = Iiainkmitizes
FRYUMERR.
B SCfrE L, BMNRFELENMERM—IRADRIR, XEFEESNMEE LR )KASE 784A
FF. X, ZBIRENANIE, HeEREZWEE (RSKFRFMUUERS, 0UER(K)
1. BEMEEF (111) : EmBESENER. BEINVAIEESENM RS, YIEVIP!
2. BEREERF (011) : bBEENERE, BEEZFEUATNSIERS, WIEXET—
EREIERNBIRER, BIIEZEEIMNMERSGERR.
3. BERREER (101) : mLOE#ENARE. BEESfE, BXFAE, BRERS,
BEBNNRBR, YIIERKRE.
4. BEEBREERF (001) : mLEENERE. BEUAAS, BEEZESESNAR, o
FEEFEMKNBE CEERKRNIBR, NG TiREREE.
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O EFKYEREGENEF o RIIEN AK-IHERSSES, LUMNRFM ISR,
FEEHEINEEZS N ENEFH TR EXNERRNT:
B (1)ERFMBASIRREL.

B (2)NFHAHPE (Analytic Hierarchy Process: B 2 S T K- B RE S,

FHEE NI AT LLFE T g — R Ok

B (3)FREERRHIEHIEEM.
B (4)NFEKAIERSE AT ISR TR S 152

B (5)BEXREFPIRFMESEFISRFMISSEIELVR, SIRW BRI ER AT (FT)
SESHEM/ N HE, B S 2B 2 A RFMAYZRETEN,

B (6)IRIEE N EPRBIRIRFMAERIE R DM PSRRI, A= PS5 2 =
TEIRAIE R T E B, RS EE N E A,

B (V)M EREFTNENEINS MEGECEY S EYEIINCKAN B 23R E FRIME L
BIMERED pihSRmEL SN {ERIZER.
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EIEIEI5|(Management skills) — M1 HEIE
O7#rrBERER

o =R ENR (RFD)
O7RRBECS - gk, BIFA, IEERT
® {HUF AR
> Planning (SWOT) — A REE
® IAEA (DISC,MBTI), ...
® IEEHRIT]
> iz MEFR(Balanced Score Board + KPI),

> B ER R (EER)RE
v (Why-Why, Fishbone, Pareto, ...)

> BERBEIIRRER

v (Brainstorm, Osborn’s Checklist, ...)




g;%*iE*E EE’J*?'UR%D (Competence) Albert S. Humphre

EIE éﬁﬂ?B Eothie, BEXEECH Pros & Cons, XHEFEAsEMIFLE

OHA, ARtLRZaEE SWoT

] Strengths, Weaknesses, Opportunities, Threats

mHICSHIBEBR AT - FERIAA?

> Strengths [§&IA]: characteristics of the business or project that give it an
advantage over others.

»>Weaknesses [§8IR]: characteristics that place the business or project at a
disadvantage relative to others

»>Opportunities [{l1&]: elements that the project could exploit to its advantage

>Threats [XIB&]: elements in the environment that could cause trouble for the
business or project




0 SWOT Analysis for Sedibeng Breweries (Craft Beer)

SWOT ANALYSIS

Helpful Harmful
to achieving the objective | to achieving the objective

=
‘o
5
T Strengths Weaknesses
Sy
B
£3
£i
2%
O%
w©: Opportunities Threats
:
54

Strengths

Weaknesses

e+ Capital stock: We've established and
and maintained a strong capital base.

= Marketing: Aggressive and focused
marketing campaign with clear goals
and strateqies.

e Management team: Together have wide
gxperience in product and business
know-how.

savvy D.J.['saevi]v.51iE, T fi#; n.
Not tech-savvy: Establishing a
reputation on the intermnet will be
challenging.

Quick expansion: There are a lot of
new hires to train and crganizaticnal
structures to learn.

MNew: Don't have the reputation or
money of the big breweries.

Opportunities

s Packaging: New generation of
consumers appreciate high-end
bottling and labels.

* Craft beer niche: There is a growing
community of craft beer appreciators
in Botswana.

» Government programs: Promotion of
and initiatives to support Botswana
exports.

Vertical integration: Major breweries
are establishing control of supply and
distribution channels to corner the
market.

Price fluctuation: Huge fluctuations
in prices of supplies may occur.

Competitor marketing: Competition
could develop expensive new
marketing campaigns.

B, Sk o, EL A, 1 15



http://articles.bplans.com/swot-analysis-examples/#ixzz38qMPQl2V

above sb's bend (&) JIFTA KK

The task is above my bend.

(EEEHEI L, FIEKISBRER T H ) BT 5.

[0 Potential Strategies for Growth — “$gatcEsSili ="

B Two important things to focus on in the coming y&g, identified in the
“Weaknesses” column, are O
»building and learning how to manage an informatio : \

10 g Anad o S, R

an efficient employee onboarding process and tr3 S T o

. . . o . vy = PR AE

v Use of the internet is only growing, so ignoring thi

disastrous consequences.

M A potential business opportunity is a government-sut

operation,

»Iideally to target markets in neighboring countries that are very similar to
Sedibeng’s target markets in Botswana so that Sedibeng’s strong marketing
campaign can remain consistent




201749 H 18 H23:33:56 AT — B EIA T
SWOT@RHrHR, RAAFEREENEE

[dYou have to know the COST of your service/product

® We've learned that the profitability computation is based on the COST
and the PRICE

» Of course, the final profit also needs to know the # of sold products

m We've learned
» Gross Profit = Total Revenue - Costs of Sales
v Total Revenue = Price of Product*Number of Product Sold

» Cost of goods sold (COGS) is an accounting term to describe the direct
expenses related to producing a good or service.

v For goods, COGS is primarily composed of the cost of the raw materials that
physically constitute the item.
» But cost of goods sold does not include indirect expenses, such as utilities,

office supplies, or items not associated with the production of a specific
good or service.




merchandising [ ma:tfendaizin]
n. 7 BT HEEH A B AR
[0 Manufacturing Costs

B Manufacturing consists of activities to convert raw materials into finished
goodes.

»In contrast, a merchandising firm sells goods in the form in which they were
bought.

[0 Typical Classification of Manufacturing Costs

Manufacturing Costs

Direct Materials Direct Labor Manufacturing
Overhead




Overheads: &% 3 H; &% X%

0 Manufacturing Costs — Manufacturing Overhead
W Costs that are indirectly associated with manufacturing the product

® Examples include
» Indirect materials $ 53g0gaes $

» Indirect labor * Manufacturing
.. A Cverhead

» Depreciation [#7|BZ{E; #7IH] on factory buildings

»Insurance, taxes, maintenance on factory facilities

[0 Basically manufacturing overhead includes all manufacturing costs
except direct materials and direct labor.




[lIn accounting, overhead usually refers to the indirect manufacturing
costs. These are the manufacturing costs other than direct materials
and direct labor.

[0 The actual overhead refers to the indirect manufacturing costs
actually occurring and recorded.
¥ These include the manufacturing costs of electricity, gas, water, rent,

property tax, production supervisors, depreciation, repairs, maintenance, and
more.

http://www.accountingcoach.com/blog/dfiffe
rence-actual-overhead-applied-overhead




[0 Manufacturing Costs — Indirect Labor

¥ Indirect Labor

»Work of factory workers that have no physical association with the finished
product or for which it is impractical to trace to the goods produced

B Examples include:
»>Wages [L#&] of
v’ maintenance workers
v Supervisors
v Time-keepers

time keeping system: B} [f]ic5% & 4;




abdominal D.J.[aeb domanal]adj. &5

] Atlas Company produces two products—the Ab
Bench and the Ab Coaster abdominal trainers.

® The Ab Bench is a high-volume item
totaling 25,000 units annually.

® The Ab Coaster is a low-volume item
totaling only 5,000 units per year.

® The direct materials cost per unit is
$40 for the Ab Bench and $30 for the
Ab Coaster.

¥ The direct labor cost is $12 per unit for
each product.

»Each product requires one hour of
direct labor for completion.

B Expected annual manufacturing overhead costs $900.000




LI Unit Costs Under Traditional Costing

Products
Manufacturing Costs Ab Bench Ab Coaster
Direct Materials $40 $30
Direct Labor 12 12
Overhead 30* 30*
Total unit cost $82 $72
* Predetermined overhead rate: $900,000/30,000 DLH = $30 per DLH
Overhead = predetermined overhead rate X direct labor hours
($30 X 1 hr. =$30)

Estimated manufacturing overhead cost

Predetermined overhead rate =

Estimated total units in the allocation base




0 However, that COGS is not easy for complicated
company (with many products) = ABC

O Activity-based costing (ABC) is a costing
methodology that

M identifies activities In an organization and assigns the cost
of each activity with resources to all products and services
according to the actual consumption by each.

M [t's a new method!

»ABC arose in the 1980s from the increasing lack of
relevance of traditional cost accounting methods.
v The traditional cost accounting methods were designed around

1870 - 1920 and in those days industry was labor intensive,
there was no automation, the product variety was small




ypes of Business Activity

[l Financing

M Borrowing creates liabilities
»Bank loans, Debt securities, Goods on credit or payables
m Selling stock creates stockholders’ equity

[l Investing
M Obtaining resources or assets to operate the business
»Land, Buildings, Vehicles, Computers, Furniture, Equipment
[0 Operating
¥ Primary activity of business

» Selling goods, Providing services, Manufacturing, Cost of Sales, Advertising,
Paying employees, Paying utilities




[l Operating

B Revenues are the increases in assets
resulting from the sale of a product or
service

M Expenses are the cost of assets
consumed or services used In
generating revenue.

M If revenue > expense = Net Income
M If revenue < expense = Net Loss!




CUnit Costs Under ABC:

Step 1: Identify and Classify Activities and Allocate Overhead to Cost
Pools

Activity Cost Pools Estimated Overhead

Setting up machines $300,000
Machining 500,000
Inspecting 100,000

Total $900,000




CUnit Costs Under ABC:

Step 2: Identify Cost Drivers

Activity Cost Pools

Setting up machines
Machining

Inspecting

Cost Drivers

Number of setups
Machine hours

Number of
Inspections

Expected Use
of Cost Drivers
Per Activity

1,500
50,000

2,000




CIUnit Costs Under ABC:
Step 3: Compute Overhead Rates

Formula for Computing Activity-Based Overhead Rate:

Estimated Overhead Per Activity Activity-Based

Expected Use of Cost Drivers Per Activity Overhead Rate

Expected Use

Estimated of Cost Drivers Activity-Based
Activity Cost Pools Overhead Per Activity Overhead Rates
Setting up machines $300,000 1,500 setups $200 per setup
Machining 500,000 50,000 machine hrs. $ 10 per mach. hour
Inspecting 100,000 2,000 inspections $ 50 per inspection

Total $900,000




CUnit Costs Under ABC:

Step 4: Assign Overhead Costs to Products
Part 1. Expected Use of Cost Driver Per Product

Expected Use
of Cost Drivers

per Product
Expected Use

Activity Cost of Cost Drivers
Pools Cost Driver Per Activity Ab Bench  Ab Coaster
Setting up Number of
machines setups 1,500 setups 500 1,000
Machining Machine hours 50,000 hours 30,000 20,000
Inspecting Number of
Inspections 2,000 inspections 500 1,500

W



CdUnit Costs Under ABC:

Step 4: Assign Overhead Costs to Products

Part 2: Assign Cost Pools to Products
The Ab Bench

Expected Use of Activity-Based

Activity Cost Drivers X Overhead = Cost

Cost Pools per Product Rates Assigned
Setting up machines 500 $200 $100,000
Machining 30,000 10 300,000
Inspecting 500 50 25,000
Total costs assigned $425,000
Units produced 25,000

Overhead cost per unit $17




CUnit Costs Under ABC:

Step 4: Assign Overhead Costs to Products
Part 2: Assign Cost Pools to Products

The Ab Coaster
Expected Use of Activity-Based

Activity Cost Drivers X Overhead = Cost

Cost Pools per Product Rates Assigned
Setting up machines 1,000 $200 $200,000
Machining 20,000 10 200,000
Inspecting 1,500 50 75,000
Total costs assigned $475,000
Units produced 5,000
Overhead cost per unit $95




[0 Computation of unit costs-traditional costing

The Boot The Club
Traditional Traditional
Manufacturing Costs Costing ABC Costing ABC
Direct Materials $40 $40 $30 $30
Direct Labor 12 12 12 12
Overhead 30 17 30 9%
Total Cost per Unit $82 $69 $72 $137
Overstated Understated
$13 $65




You can see it's maybe a
easler direction to decrease

the cost for coaster

And, now you know the cost,

»Can be expensive to use you can do some evaluations,
»Some arbitrary allocations con like assuming the price, and

calculate BEP, Rate of
ROI, ... into Business Report
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O HREC - EMkEE, BiFA, 18ERiTH
©® {HUFERBERN X
> Planning (SWOT) — B EEE
® IR /EA (DISC,MBTI), ...
® BT
> iz MEFR(Balanced Score Board + KPI),

> B ER R (EER)RE
v (Why-Why, Fishbone, Pareto, ...)

> BERBEIIRRER

v (Brainstorm, Osborn’s Checklist, ...)




Know your competence

\

ODISC N\ VA B
W DISC is a behavior assessment tool based on the DISC theory of

psychologist William Marston.
»>Marston's theory centers on four different personality traits: Dominance[z
B 4E ], Influence[&20[], Steadiness[fa{&], and Compliance[ARM].

M This theory was then developed into a personality assessment tool
(personality profile test) by industrial psychologist Walter Vernon
Clarke (July 26, 1905 - Jan. 1, 1978).

Acﬁv'e & Outgo ihg

Productive Talkative
Competitive  Enthusiastic
Aggressive Spontaneous

B 3
& 2
,§ Headstrong  Persuasive o
% | Q
S SEEa.L § EMOTIONS
I al a
‘én v Gl:;)ydmﬂener &F OF NORMAL
Orderly Dependable P EOPLE
WLLMAM MOULTON MARSTON
.}

Passive & Rese"'ed




[0 Sample questions

Sample Question

Adopting a dominant attitude to others

Influencing other people's ideas

Remaining steady and calm at all times

Complying with instructions and requlations

Frarm the four choices above, chooze ane that iz MOST applicable to pou, and one that iz LEAST applicable.
Indicate your chaices in the MOST and LEAST columng with the mousze. Prezs 'Complete’ ba mave on.

Complete >>»




Guestion 1 of 24

Behaving compassionately towards others

Persuading others to your point of view

Showing modesty in describing your achievements

Froducing original ideas

From the four choices above, choose one that 1z MOST applicable to pou, and one that iz LEAST applicable.
Indicate pour choices in the MOST and LEAST columng with the mouge. Press 'Complete’ to mawve on.




DISC Classic Profile — High D Personality — The Dominance Family:
Developere, Results Oriented, Inspirational, Creative

L R T g »
©w e W YVooy WY Oy

Ah e | e | | e —

T \/ i L

Developer Result Oriented Inspirational Creative

L Dominant (D) DiISC Classic Profile — High I Personality — Influence Family:
B Direct, outspoken, results-oriented, a Promotere, Persuader, Counselor, Appraiser
leader, problem-solver TTTT /-’ *2IT wovw

A ' M \ | 2
O Influencing (1) B /\“ \:A ARK / \/
B Friendly, outgoing, talkative, optimistic, '

. i Promoter Persuader Counselor Appraiser
the life of the party, people-oriented
DISC Classic Profile — High S Personality — Steadiness Family:
= Steady (S) Specialiste, Achiever, Agent, Investigator
B Team player, stable, consistent, veos p—_ veso wvo
maintains the status quo, peacemaker, /\ \ /\ VA \ i/ h
family-oriented, patient AR ; V
D Compllant (C) B Specialist Achiever Agent Investigator
] Logical,_ Organized’ _da_ta—driver_l, _ DISC Classic Profile — High C Personality — Conscientiousness Family:
methodical, perfectionist, detail-oriented  oObjective Thinkers, Perfectionist, and Practitioner
T | 18 (| R
J/ VARE /

c\\"/ ~ d d

Objective Thinker Perfectionist Practitioner



CODominant (D) Donald John Trump

B Best characterized by: Donald (born June 14, 1946) is an
Trump American real estate

developer, television
personality, business
author, and political
candidate. He is the

chairman and president of
M ENE ST

£E - 19465268148 BNV BA (B FEA The Trump Organization,
B/ | BT 1046568 140 XEAAT  mA |, (5, s A and the founder of Trump
. ENE B , BRRLERRNEENEFEZ— , AfRie ENntertainment Resorts.

Donald Trump BEBREL

e E . IREEHEFHRD  HRESREaN. FE Trump's career, branding

BlvER ZRE5 fHSH PALEE B @ EE== efforts, lifestyle and

balke baidu.com/ outspoken manner helped
Donald Trump eSS 2t/ RAT A make him a celebrity, a

2015665170 - ETEHFAS, A (24£) ionald TumSLAIUS amplified by the
PIZ7E — RIS AEALE ST EsmE A Es7 i Success of his NBC reality
FRFREERAS, . RENE—FE show, The Apprentice.
wallstreetcn.com/node/. .. ~ - BEIREE - 82%IFFE

\



https://en.wikipedia.org/wiki/Real_estate
https://en.wikipedia.org/wiki/Television
https://en.wikipedia.org/wiki/The_Trump_Organization
https://en.wikipedia.org/wiki/Trump_Entertainment_Resorts
https://en.wikipedia.org/wiki/The_Apprentice_(U.S._TV_series)

CO0Dominant (D)

M Best characterized by: Donald
Trump

CInfluencing (1)
W Best characterized by: BIll

Clinton 42 - ‘

Bill Glinton ¥v;2¢0, T

% If you Born Poor

it's not Your Mistake,
“¥=% But if you Die Poor
it's Xour Mistake

COCompliant (C)

W Best characterized by: BIll
Gates

-Bill Gates




O Steady (S)

W Best characterized by: Fred you ever give

is your honest self.”

Rogers inls

“The greatest gift

Fred McFeely Rogers (March 20, 1928 — February 27, 2003)
was an American television personality, educator,
Presbyterian minister, composer, songwriter, author, and
activist. Rogers was most famous for creating, hosting, and
composing the theme music for the educational preschool
television series Mister Rogers' Neighborhood (1968-2001),

which featured his gentle, soft-spoken personality and
directness to his audiences



https://en.wikipedia.org/wiki/Television_personality
https://en.wikipedia.org/wiki/Educator
https://en.wikipedia.org/wiki/Presbyterian
https://en.wikipedia.org/wiki/Minister_(religion)
https://en.wikipedia.org/wiki/Composer
https://en.wikipedia.org/wiki/Songwriter
https://en.wikipedia.org/wiki/Author
https://en.wikipedia.org/wiki/Activist
https://en.wikipedia.org/wiki/Educational_television
https://en.wikipedia.org/wiki/Preschool
https://en.wikipedia.org/wiki/Mister_Rogers'_Neighborhood

Graph Comparison

Lb Kong Analyst
Candidate
Dominance 45%
Influence 49%
Steadiness 56%
Compliance 86%

D I 8 C D I § C
| Trait Comparison

Strengths For This Job:

Profile
65%
20%
55%
70%

Comments

Somewhat too low

Too high
Close match

Somewhat too high

The candidate has no significant strengths in relation to this role.

Weaknesses For This Job:

+ |nsufficient emphasis on achieving results

+ Reluctance to act independently

+ Too dependent on others

* Too dependent on social interaction




And you can also earn a

ey i lot of money if you could
L And it's expensive! crack/construct your own

service. There are lots of
DiSC® Classic Group Culture Re domains which need this

e """ This 13-page report identifies your group’'s DiSC culture anQ
_____________________ what that means for your group. It helps you and your group understand *****t] (0 rating
what your group members value most. This report does not include any

individual names, unlike the DiSC Classic Facilitator Report.

=== This report is created from 3 or more individual completed DiSC Classic

== 2.0 online profiles. Quantity 1
Available with online profiles only.




pEARRRRRYRIEREY
MBTI| — Myers-Briggs Type Indicator

https://www.16personalities.com/free-
personality-test

Carl Jung

https://www.opp.com/en/tools/MBTI/MBTI- Katherine Briggs Isabel Briggs-Myers
personality-Types _
0 The Myers—Briggs Type Indicator (MBTI) is an introspective self-

report questionnaire designed to indicate psychological preferences in
how people perceive the world around them and make decisions.

INFJ

Extraversinn Intrwersinn
Aussenorientiert Innenorientiert e

=\~ . |ISTP
Sensing INtuitinn 04 'i - Datfonn
Empfinden Intuition I!ﬂﬂl& : nObleseNFce
. once to aid society
"-'T::! . -
Thinking Feeling
Denken Fihlen
N Judging Perceiving

@ Urteilen Wahrnehmen



https://en.wikipedia.org/wiki/Introspection
https://en.wikipedia.org/wiki/Self-report_study
https://en.wikipedia.org/wiki/Psychology
https://www.16personalities.com/free-personality-test
https://www.opp.com/en/tools/MBTI/MBTI-personality-Types

ISFJ
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O6.8k. FEAEE. MEBSKINMARE.
O7 HAFEEFREN TIESRERR.




ISFP
1L.EEN. LT MEL. SURM. EUN. BTEEE.
2.5 T git, At A SR N 2 L e 4 (5 0 .

KJ {ﬁ *¥$ . 3.{%%%%%&%%&?&%@%%1 — ‘ .
;:I\:llg:l:l S TTMBTI oie chart A FERER, TFIREET LI ATSE HEARR, AERRSM.

5. W F 0% ) % B8 4T 9 AR . |
ISF)

Nl 12 Rt 1% ME. ARERLARL.
2ATHRETHA.
" <=70 w <80 = 300 "ISFF WIS s INFR mINEL = ENFE 3. tEm, WEIE TIFEE iz %5e .

1
"
1
5

4. BB Mo R IR

5. PGENE T AE T RBCTE. W ES A,
Fl
2

6.8k FEAT. Mtk Bkt N2z,
7S A PR R T AR S S
INFP
1% EEE, BEAM S EREEEZ AR,
2AAMEEERESSAENNENEY G .
3.EEFE L BARRGER ML BrE. HHATUTREEN RS
APRARIEMZEZA, TES AWM. &N G ERZ .
s EHETHREREMAEENCE. HIERS BEF ST
6.%1 BT b 5538 A A KIER .
7 EGE RN L A AR RR AR E T 52 B B
INFJ
1.0 R L G R 2k ) B T RE R TN
8.7 IE X H R 5 HAf .
o A H R R T HIE&.
ENFP

2 2 TR P EER AN 7.
3ARERGE I W) ORI A .

LFTHRALE, SEAFE. WO, ERRAM, WEGTHEN L EMEE A A S E 5.

2 JUF Rk T A X %

4. PR M2 5 R T 2
5.1 HH 3 A Ak A 2 3 BA o 5 1 g A\ B S R B
6. 8RN M. %R LTI & LRk
7087 MR AT 4 RE S A N B A N B2 T -
3 A AR R AT 3 SO Rl 4 R R B A B 4R F -
4.l 5 1 B AT T R A A 4«
5.9 F 1% fE4R 3] B C 2 A9 FR el
6. B T E



http://dict.youdao.com/w/pie%20chart/#keyfrom=E2Ctranslation
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> Planning (SWOT) — B EEE
® IAEA (DISC,MBTI), ...
® IBEAIT
> it MStx(Balanced Score Board + KPI),

> B ER R (EER)RE
v (Why-Why, Fishbone, Pareto, ...)

> BERBEIIRRER

v (Brainstorm, Osborn’s Checklist, ...)




Know your competence

0 Balanced Score-Card Analysis (BSC) + KPI

M Traditional financial reporting systems provide an
Indication of how a firm has performed in the past, but
offer little information about how it might perform in the
future.

» For example, a firm might reduce its level of customer
service in order to boost current earnings, but then future
earnings might be negatively impacted due to reduced
customer satisfaction.

B Robert Kaplan and David Norton developed the
Balanced Scorecard (BSC), a performance measurement
system that

»considers not only financial measures, but also customer,
business process, and learning measures.




0 The BSC translates the _ Financia 0
organization's strategy into four \5/> \\

perspectives, with a balance
between the following: N <j Sratecy E> Susiness
M between internal and external
measures @
W between objective measures and W\ M)
subjective measures \:’} Learing 4/
M between performance results and

the drivers of future results




Objectives|Measures|Targets |Initiatives

Financial
Customer
Process
Learning

[0 Each perspective of the Balanced Scorecard includes
objectives, measures of those objectives, target values of those measures,
and initiatives

B Objectives - major objectives to be achieved, for example, profitable growth.

B Measures - the observable parameters that will be used to measure progress toward
reaching the objective. For example, the objective of profitable growth might be measured by
grovvth in net margin (;%m%)' Net mcome/Total Revenue-

[] Targets - the specific target values for the measures, for example, +2% growth in net
margin.

M |nitiatives - action programs to be initiated in order to meet the objective.
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CO0BSC + KPI (Key Performance Indicator)

m Key Performance Indicators, also known as KPI or Key Success Indicators
(KSI), help an organization define and measure progress toward
organizational goals

B Some common Key Performance Indicators of a Marketing Plan
»1) Market Share; 2) Revenue; 3) Repeat Customer Sales
»4) New customer acquired; 5) New customer sales
»6) Profit Margin; 7) Average Sales Price
»8) Customer Complaints; 9) Customer Recognition

»10) Referral Customers




0 There are even “The 75 KPIs Every Manager Needs To Know”

B http://www.linkedin.com/pulse/article/20130905053105-64875646-the-75-kpis-every-manager-needs-
to-know

B To measure financial performance:
To measure financial performance:

Net Profit

. Net Profit Margin

. Gross Profit Margin

. Operating Profit Margin

. EBITDA

. Revenue Growth Rate

. Total Shareholder Return (TSR)
. Economic Value Added (EVA)

. Return on Investment (ROI)

©O~NOOUA~AWNER



http://www.linkedin.com/pulse/article/20130905053105-64875646-the-75-kpis-every-manager-needs-to-know

0 How many KPlIs

B One of the biggest mistakes in introducing KPIs is producing a huge list of all
the things you want to measure in your business. What really matters is
finding the right KPIs and distributing them to the right people.

» There have been several inspired theories on the optimal number of KPI's but in
practice 5 — 9 KPIs work well.

B Examples of KPI, Performance Indicators for Finance Departments
> Average monetary value of overdue invoices [I3HARIUIIE]
» Percentage of invoices overdue when paid
> Percentage of accuracy of forecasts against accounts [FGIFISEFRIK S AU EIRZR]
» Percentage of payments made late

https://www.simplekpi.com/Resources/Key-performance-indicators



https://www.simplekpi.com/Resources/Key-performance-indicators

J Risks

B Cash is important for a company/everyone

»You should balance the cash and investment — keeping adequate cash in hand
all the time

v Of course it’s efficient to borrow money from the bank

B Mortgage [H#E3# 55K
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Locate the key troubles

O Why-Why

M By repeatedly asking the question “Why” (five is a good rule of thumb), you
can peel away the layers of symptoms which can lead to the root cause of a
problem.

® Example: Customers are unhappy because they are being shipped products

that don’t meet their specifications

»1. Why are customers being shipped bad products?

v'Because manufacturing built the products to a specification that is different from
what the customer and the sales person agreed to.




expedite [ ekspr dart]vt. itk &
»2. Why did manufacturing build the products to a different specification

than that of sales?

v'Because the sales person expedites work on the shop floor by calling
the head of manufacturing directly to begin work.

v"An error happened when the specifications were being communicated
or written down.

»3. Why does the sales person call the head of manufacturing directly to
start work instead of following the procedure established in the company?

v'Because the “start work” form requires the sales director’s approval
before work can begin and slows the manufacturing process (or stops
it when the director is out of the office).




»4. Why does the form contain an approval for the sales director?

v'Because the sales director needs to be continually updated on sales
for discussions with the CEO.

»In this case only 4 Whys were required to find out that a non-value added
signature authority is helping to cause a process breakdown.




O Why-Why Can be a tree
Why-Why Diagram _Low Qualtty
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05 Whys and the Fishbone Diagram (Cause-Effect analysis)

® The 5 Whys can be used individually or as a part of the fishbone (also known
as the cause and effect or Ishikawa) diagram.

» The fishbone diagram helps you explore all potential or real causes that result in
a single defect or failure.

resources
methods B

management

Causes Effect

A
\

Equipment

Management
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[0 “The psychologist explains that they will brainstorm and identify
at least four major reasons why Joe’s mate might be unhappy,
and then identify actions or activities that are contributing to
each reason. Once they have identified the reasons, they can
determine how to eliminate them.”

[




] Pareto analysis

W Pareto analysis is a creative way of looking at causes of problems
because it helps stimulate [vt. Bligl; 82, #bl] thinking and
organize thoughts.

»"80/20" rule: 20% of causes determine 80% of problems

v this ratio is merely a convenient rule of thumb and is not nor should it be
considered immutable law of nature

» Steps to do Pareto analysis
v" Step 1: Identify and List Problems
v Step 2: Identify the Root Cause of Each Problem
v Step 3: Score Problems
v Step 4: Group Problems Together By Root Cause
v Step 5: Add up the Scores for Each Group
v Step 6: Take Action




.-
(Step 3)
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quickly enough. staff.
] Case study
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with a host of to bring extra parts.
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. . always seem to know
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customer finds that the
problem could have been
solved over the phone.




FIQUFE | jECE 5 pElI’E'EEI EﬂEIl'fEIE

0 Jack then groups problems o b

together (steps 4 and 5).

[0 He scores each group by the
number of complaints, and
orders the list as follows:

SCORE 30
M Lack of training (items 5 and 6) — 51
complaints.
B Too few service center staff (items 1
and 42) — 21 complaints.
M Poor organization and preparation 0
(items 3 and 4) — 6 complaints. Lackof TooFew  poanicaiion

Training Service Center and
Staff Preparation




[0 As above figure, Jack will get the biggest benefits by
providing staff with more training.

B Once this is done, it may be worth looking at increasing the number
of staff in the call center.

»It's possible, however, that this won't be necessary: the number of
complaints may decline, and training should help people to be more
productive.

M By carrying out a Pareto Analysis, Jack is able to focus on training

as an issue, rather than spreading his effort over training, taking on
new staff members, and possibly installing a new computer system
to help engineers be more prepared.
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T 79
EI%I:F http://en.wikipedia.org/wiki/Brainstorming

0 Brain storm: organize related staff to collect thoughts

M Brainstorming is a group or
iIndividual creativity technique by
which efforts are made to find a
conclusion for a specific problem
by gathering a list of ideas
spontaneously contributed by its

member(s).
B The term was popularized by Alex Faickney Osborn in the 1953 book
Applied Imagination. ———

B Osborn claimed that two principles

contribute to “ideative efficacy," \ 5
> Defer judgment, and Reach for quantity. “ ,


http://en.wikipedia.org/wiki/Alex_Faickney_Osborn

Steps to carry out the brainstorm

1. Define your problem or issue as a creative challenge.

2. Give yourselves a time limit.
M Larger groups may need more time to get everyone's ideas out.

3. Once the brainstorming starts, participants shout out
solutions to the problem while the facilitator writes them
down — usually on a white board or flip-chart for all to see.
M There must be absolutely no criticizing of ideas. No matter how

daft, how impossible or how silly an idea is, it must be written down.
Laughing is to be encouraged. Criticism IS not.




4. Once your time is up, select the five ideas which you like

best.
B Make sure everyone invOMSLUERCEERI g R[S 1[s]p (S RETelol (=
agreement. will best solve your problem.

5 \Write down about f But you should Keep a record _of
all of your best ideas and their

solve your problem. scores in case your best idea
H Criteria should start turns out not to be workable.
be cost effective”, "it ¢ 0C
finish before July 15", etc.

6. Give each idea a score of 0to 5 points depending on how
well it meets each criterion.

M Once all of the ideas have been scored for each criterion, add up
the scores.




Solve those troubles
1 Osborn’s Checklist method

CERORN'S CHEGRL (OIS CHECky,

- +

MODIFY MAGNIFY

What can you change? Make it bigger [ stronger/ larger
Other use [ form [ color [ odor / heavier / thicker? Add something?

texture / temperature [ Value [ time [ distance [ _..?

movement [ meaning / Multiply? Exaggerate?

angle /... ? Intensify?




ERRNS CHECg, ORI CHECH
— \
—

MINIMIZE SUBSTITUTE

Make it smaller [ shorter / Substitute component [
lower [ lighter / thinner [/ ...? material f ingredient /
Leave out something? method f process [ person?
Concentrate? Divide? Other places [ times?

Create miniatura?




ERORIS CHEI g,
”
REARRANGE

Dpposite [ backward [ inverted?
Deconstruct & reconstruct?

Change positive & negative?
Change cause and effect?

RS OO,
X

COMBINE

What can you combine?
Ideas / units /
benefits [ purposes [ ...7
Mix [ assemble?
Make modular?







The Balanced Scorecard:
Translating
Strategy into Action
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HOW GREAT LEADERS INSPIRE

EVERYONE TO TAKE ACTION [ Start With Why: How Great Leaders Inspire
w. T H Everyone to Take Action
O Simon Sinek
SIMON SINEK 12009
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https://book4you.org/g/Simon%20Sinek

THE TEN FACES
OF INNOVATION

D(O

TOM KELLEY

Witk JONATHAN LITTMAN

ALITHOR OF THE ART OF INNOVATION

[0 The Ten Faces of Innovation: IDEO's Strategies
for Defeating the Devil's Advocate and Driving
Creativity Throughout Your Organization

O Tom Kelley, Jonathan Littman
12005
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