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Source Robert S. Kaplan, David P. Norton, Strategy Maps Converting Intangible
Assets Into Tangible Outcomes
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Product/Service Attributes Relationship Image
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Internal Process Perspective

Manage
Manage Manage Manage Regulatory
Operations Customers Innovation and Social
Processes
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Learning and Growth Perspective

Human + Information + Organization
Capital Capital Capital

Cause-and-Effect Relationships

Defines the chain of logic by which intangible
assets will be transformed to tangible value.

Customer Value Proposition

Clarifies the conditions that will create value
for the customer.

Value-Creation Processes

Defines the processes that will transform
intangible assets into customer and
financial outcomes.

Ckysterubg if Assets abd Activities

Defines the intangible assets that must be
aligned and integrated to create the value.
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Source: Robert S. Kaplan, David P. Norton, Strategy Maps: Converting Intangible Assets
Into Tangible Outcomes

Mission
Why we Exist

Values
What's Important to Us

Vision
What We Want to Be

Strategy

Our Game Plan

Targets and Initiatives
What We Need to Do

Personal Objectives
What | Need to Do

Satisfied Delighted Efficient and Effective Motivated and Prepared
Shareholders Customers Processes Workforce
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Source: Robert S. Kaplan, David P. Norton, Strategy Maps: Converting Intangible Assets
Into Tangible Outcomes
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Strategic Theme:Internal Product Development
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