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Business Strategy, Goals and Evaluation

Management and Evaluation Tools
Value Engineering (VE): A method to maximize the value of products or services.
Value = Function / Cost Total Cost = Purchase Cost + Maintenance Cost + Disposal
Cost
Balanced Scorecard (BSC): Evaluates a company from four perspectives:
Financial, Customer, Internal Process, and Learning and Growth.
Purpose: Identify strengths and weaknesses and improve overall performance.
e.g.: Financial: Company sales and profits Customer: Results of customer
satisfaction surveys
Internal Process: How quickly products are made Learning and Growth: Efficiency
of work within the company
Critical Success Factors (CSFs): Essential elements or conditions for the success of a
company or project.
Identifying CSFs based on the four perspectives of BSC.
“1. Goal = 2. Problem = 3. Success Conditions = 4. Measurement Method” Flow
1. Set the strategic goal Ex: Increase sales by 20% within two years
2. Analyze the gap between current status and goal Ex: Customer satisfaction is high,
but new product development is slow
3. Identify Critical Success Factors (CSFs) from the four BSC perspectives
e Financial: Increase profit margin
e« Customer: Improve retention rate of key customers
e Internal Business Processes: Shorten new product development cycle
e Learning and Growth: Strengthen technical expertise of engineers
4. Convert CSFs into KPIs and define measurement methods
Ex: Shortening development cycle - “From planning to launch within 12 months”

Continuous Improvement Methods
PDCA Cycle: A method aimed at continuous improvement of operations or projects.
Plan - Do —» Check — Act
e.g.: Plan: Set a goal to increase sales by 10% in one month. Do: Implement a new
marketing campaian.
Check: Analyze sales data to verify goal achievement.
Act: Evaluate the campaign’s effectiveness and incorporate the findings into the
next plan.

Performance Evaluation Indicators
KGI (Key Goal Indicator): The numerical goal that a company or project ultimately aims to
achieve.
KPI (Key Performance Indicator): Specific indicators for evaluating the achievement of
goals.
KPI Types:
Leading Indicators: Predict future results. (e.g., Study time before a school test)
Lagging Indicators: Evaluate past results. (e.g., Test scores)
Difference between KGI and KPI:
KGI: Indicators showing the ultimate goal. Keyword Numerical goal
(e.g., Annual sales)
KPI: Indicators measuring progress toward goals.
(e.g., Monthly sales) 4

Goal Expressed | KGI
in numbers y y

CSF Expressed | KP1
in numbers




