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Extended Healthcare Strategy Map
“Maximize the Quality of Li d Dignity of Older Adults”
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Community Banking Group Strategy Map

“Our success comes from...
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State Department of Transportation Strategy Map
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Federal Government Printing- Communications Strategy Map

The vision is to be the recognized leader

in document automation and the customer-preferred provider of best value
for automated digital and hardcopy document products and services.
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Sample Strategy Maps
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IT Department Strategy Map
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Finance Function Strategy Map

Maximize Value to Shareholders

IS
)
c
i Support Corporate profitablily Support corporate /
/ SBU profitable SBU productivity /
growth cost reduction
e  L— e —— —_ —\_
= Enhance franchise Maintain value-added rovide accurate, timely
o equity through value working relationships with and efficient reporting of
» added service internal constituencies relevant information
>
O /
Value-Added Information Books/Records Reporting Operating Efficiency

=

|e'\’,'é'f§gee?,%‘3,v Develop consistent Support

and existing processes to channel

services manage reporting management
© ” and accounting L excellence
c Efficiently manage functions Optimize
o firm wide information finance
et and provide decision : department
p= support Help internal operating
customers understand efficienc

Understand and
support internal/
external customer
nformation needs

Improve
understanding of
core activities

& interpret financial
reporting

Control Understand,

fra&ne?,(,lglrils & monitor, assess
and report risk
standards

Efficiently an
consistently
support HR
processes: payroll,
staffing plan

o >~ &>~ s
[e=Ne) -

3 : erformance

o Business & :

4 3 Technood analytical skills meg;s/g{gment Leadership

Palladium Executive Briefing

© 2007 Palladium Group, Inc. - Confidential

> 10



