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If we succeed, how will we look to our shareholders?





Improve Cost Structure





Increase Asset Utilization





Expand Revenue Opportunities





Enhance Customer Value





Customer Value Proposition


Who are the Customers we want and how will we have to be perceived by them to get and retain their business?
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At what internal processes must we excel to satisfy our customers?
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To excel at these processes, what must our organization learn and how must we improve?
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Source: Robert Kaplan and David Norton, Strategy Maps.  Boston: HBS Press (2004), p. 11.





By 2011





We will use our mission to drive earnings and use a portion of our earnings to sustain our mission.


We will be the PVF and HVAC supplier of choice for the Missouri-Illinois Bi-State region.  


We will be recognized as a model for best practices in our industry for the areas of customer partnerships, innovative value add services, business processes, and human resource management.   


Our strategic efforts will result in revenues exceeding $40 million with best in class profit margins supported by a best in class productive staff of 100 employees.
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