Mission Performance Review

What it is

— A powerful tool, that allows leaders to report on progress towards the

execution of their Missions, in a fact based, action oriented manner

 Why itisimportant
— Provides a consistent framework to work through what are the real insights surrounding the facts.

— Based on those insights, clear actions, support needed, risks and opportunities are identified and acted upon

e Howwedoit

— Our consultants help drive monthly or quarterly ‘Mission Performance Reviews’ ensuring the discipline and rigor of the process and team performance

Mission Performance Review (End JAN 15) Mission Performance Review (End JAN 15)

2015 MISSION 7o drive sales deeper and wider into existing and new customers in order to achieve ‘Super
16’
(delivering €20 million) by 30 September 2016

LAST 30 DAYS ACTIONS NEXT 30 DAYS ACTIONS
Status 1.Sales pipeline interrogated & validated, conversion rates vindicated
1.A3 10+1 offer implemented and actions put in place to ensure closing rates improve.
2.QMC cost benefit study published v 2. NHS5SC monthly orders for Feb & March in place (A3 taken into stock)
3.TT convert top 10 A3 accounts to grade 3 & 4 3. Successful finalisation to Bart's business
4. A3 in NHSSC stock to facilitate MOD & Mormrison orders 4.improve rebuy rates within visualisation {Sales & training team)
5.Accelerate A3 Pipeline conversion 5.Show a measureable impact with the QMC study {scopes adoption)

Measures of Success Target (YTD) Actual (YTD) So What Insight Action
Jan 15 Jan 15 What does this mean What Is the cause? Does the analysis
wus? resul fot

6.Monitor new A3 customer acquisition & monthly rebuy rates 6.Improve Aura growth rate i.e Aura Family/AuraGain
7.Commuicate ES tender award — Surrey 7 Confinue to pursue 10+1 visualisation case
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