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	Mission Success Measures ($ in thousands)
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	Profit & Loss: Contributed Revenue $
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	Total Revenue $
	
	
	
	

	Total Expenses $
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	Working Capital
	
	
	
	

	Operating Reserves
	
	
	
	


[footnoteRef:1] [1:  Total Margin: "This is the bottom line . . . the one [measure] that tough, no-nonsense managers of all stripes supposedly focus on single-mindedly" (McLaughlin, 2009, p. 83). Formula = Revenue minus Expenses divided by Revenue
Current Ratio: "The most widely recognized measure of liquidity . . . the ratio should be at least 1” (McLaughlin, 2009, p. 75). Formula = Current Assets divided by Current Liabilities jorking Capital: "Determines how long a charity could sustain its level of spending using its net available assets, or working capital, as reported on its most recently filed Form 990” ("Glossary," 2010). Formula = Unrestricted plus Temporarily Restricted Net Assets
Operating Reserves: A more conservative view of working capital because you use unrestricted net assets and exclude land, building, and equipment, and temporarily restricted assets (Blackwood & Pollak, 2009, p. 9). Formula = Unrestricted Net Assets minus land, building, and equipment plus mortgages and notes] 
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Who are our customers?

What transformation?

How different from rivals?

	OCAT Summary Results
	Avg.
	Consensus
	High/Low
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	Aspirations
	
	
	

	
	
	
	
	

	2
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	3
	Leadership, Staff, and Volunteers
	
	
	

	
	
	
	
	

	4
	Funding
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	Values
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	Learning and Innovation
	
	
	

	
	
	
	
	

	7
	Marketing and Communication
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	Valuable
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[footnoteRef:2] [2:  Total Margin: "This is the bottom line . . . the one [measure] that tough, no-nonsense managers of all stripes supposedly focus on single-mindedly"(McLaughlin, 2009, p. 83). Formula = Revenue minus Expenses [line 19] divided by Revenue [line 12]
Current Ratio: "the most widely recognized measure of liquidity . . . the ratio should be at least 1” (McLaughlin, 2009, p. 75). Formula = Current Assets (lines 1-9) divided by Current Liabilities (lines 17 to 19)
Working Capital: "Determines how long a charity could sustain its level of spending using its net available assets, or working capital, as reported on its most recently filed Form 990” ("Glossary," 2010). Formula = Unrestricted plus Temporarily Restricted Net Assets
Operating Reserves: A more conservative view of working capital because you use unrestricted net assets and exclude land, building, and equipment, and temporarily restricted assets (Blackwood & Pollak, 2009, p. 9). Formula = Unrestricted Net Assets Minus Land, Building, and Equipment plus Mortgages & Notes] 
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	Financials
	Financials
	

	Revenue: xxx,xxxx,xxx
	xxx,xxxx,xxx
	xxx,xxxx,xxx

	Expenses: xxx,xxxx,xxx
	xxx,xxxx,xxx
	xxx,xxxx,xxx

	Net Revenue: xxx,xxxx,xxx
	xxx,xxxx,xxx
	xxx,xxxx,xxx

	Net Assets: xxx,xxxx,xxx
	xxx,xxxx,xxx
	xxx,xxxx,xxx
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	Is the practice better than what you are doing now?
	
	
	

	Is it really worth the time, disruption, and money?
	
	
	

	Is it best to make only symbolic transformations instead of core transformations?
	
	
	

	Is doing it good for you, 
but bad for the company?
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Current Ratio: "The most widely recognized measure of liquidity . . . the ratio should be at least 1” (McLaughlin, 2009, p. 75). Formula = Current Assets divided by Current Liabilities jorking Capital: "Determines how long a charity could sustain its level of spending using its net available assets, or working capital, as reported on its most recently filed Form 990” ("Glossary," 2010). Formula = Unrestricted plus Temporarily Restricted Net Assets
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