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EXECUTIVE SUMMARY

Your businessat a glance

Your business has useful building blocks, but they are not yet equally established or consistently
connected. Prioritizing a few foundational improvements will create more visibility, clearer ownership, and
steadier execution.

STRONGEST AREA FIRST PRIORITY VISIBILITY GAPS
Tools, Systems & Processes & 0

Data Workflows

100/100 25/100 None reported

CATEGORY SCORECARD

Financial Health 45/100

Customers & Revenue 75/100

Processes & Workflows 25/100

People & Accountability 50/100

Reporting & KPIs 75/100

Tools, Systems & Data 100/100

Strategy & Growth 100/100

YOUR 6-12 MONTH GOAL

Clear ownership and responsibilities. Opportunities for growth.
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CATEGORY ANALYSIS

Y our operating foundation

Each score reflects the practices you reported in that area. Use the interpretations to protect strengths and clarify

what needs attention next.

Financial Health 45/100

Important gaps in this area may be creating avoidable
uncertainty, rework, or risk. Stabilize the most essential
practice first, then build consistency one step at a time.

Processes & Wor kflows 25/100

This area needs foundational attention. Begin with basic
visibility, a clearly assigned owner, and one simple
repeatable process before adding more complexity.

Reporting & KPIs 75/100

This area has a strong foundation. A few targeted
improvements could make it more consistent, easier to
maintain, and better connected to recurring decisions.

Strategy & Growth 100/100

This area is a clear operating strength. The underlying
practices appear dependable, visible, and measured.
Protect the routines that make this possible and watch for
new strain as the business changes.
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Customers & Revenue 75/100
|

This area has a strong foundation. A few targeted
improvements could make it more consistent, easier to
maintain, and better connected to recurring decisions.

People & Accountability 50/100

Useful practices are in place, but they may be incomplete or
inconsistently applied. Clarifying ownership and establishing a
repeatable review rhythm are likely to produce meaningful
gains.

Tools, Systems & Data 100/100

This area is a clear operating strength. The underlying
practices appear dependable, visible, and measured. Protect
the routines that make this possible and watch for new strain
as the business changes.



EXPANDED RECOMMENDATIONS

Your first two priority areas

Work through these in order. Begin with one manageable action rather than attempting to solve an entire category

at once.

Processes & Workflows| 25/100

ACTION 1

Document onecritical
wor kflow

Choose the recurring process
creating the most delay or
inconsistency and capture its steps,
owner, handoffs, and approvals.

Why: Starting with one high-impact
workflow creates useful clarity without
turning documentation into a massive

ACTION 2

I dentify the costliest
bottleneck

Track where work waits, repeats,
gets dropped, or requires rework,

then estimate its operational impact.

Why: A defined bottleneck gives
improvement work a clear target.

Financial Health | 45/100

ACTION 1

Create one dependable
financial view

Bring revenue, expenses, cash
position, and profitability into one
recurring monthly review.

Why: A shared financial view makes
problems visible early and gives
planning areliable starting point.

ACTION 2

Establish a practical
budget cadence

Document a working budget, assign
an owner, and compare actual
results with the plan every month.

Why: Consistent budget review turns
financial information into decisions
instead of a backward-looking record.
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ACTION 3

Create a process-review
rhythm

Assign a process owner and
schedule a simple recurring review of
performance, exceptions, and
changes.

Why: Processes stay useful only when
someone owns and improves them.

ACTION 3

Build arolling cash
forecast

Project expected cash inflows and
outflows for at least the next 8—12
weeks and update it regularly.

Why: Short-range forecasting can reveal
timing risks before they become urgent.



PRIORITY THREE + 30-DAY PLAN

Turn thereport into action

People & Accountability | 50/100

ACTION 1

Clarify ownership and
authority

Document who owns key outcomes,
which decisions they can make, and
where approval is required.

Why: Clear accountability reduces
delays, duplicated work, and dropped
commitments.

YOUR FIRST 30 DAYS

WEEK 1

ACTION 2

Makepriorities
measur able

Translate current business priorities
into a small set of role- or team-level
expectations with owners and due
dates.

Why: People can follow through more
consistently when success is concrete.

WEEK 2

ACTION 3

Reduce single-per son
dependency

Identify critical knowledge held by
one person and document or
cross-train the highest-risk
responsibilities first.

Why: Knowledge concentration creates
continuity and capacity risk.

Confirm the starting point

Review the first priority with the people closest to the work.
Confirm what is accurate and assign an owner.

WEEK 3
Createvisibility

Choose one measure, checkpoint, or review cadence that
shows whether the change is being used.
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Complete one action

Implement the first recommendation for Processes & Workflows.
Keep the scope manageable.

WEEK 4

Review and choose next

Document what changed, then continue the first priority or move
to Financial Health.



RECOMMENDED NEXT STEP

Choose the level of support that fitsthe problem

These are independent options, not required stages. Based on the pattern across your assessment results,
Improve One Process is the strongest fit; the other options may be appropriate for a different scope or level of
ongoing support.

RECOMMENDED NEXT STEP
BEST FIT

Focused Product

I mprove One Process

Review and redesign one recurring
process, clarify ownership and
handoffs, and document a better
future-state workflow.

Explore Improve One Process

BROADER OPTION

Custom Project

Custom Operations
Proj ect

Use a custom project when the
problem spans multiple processes,
teams, tools, handoffs, or requires
implementation.

Explore Custom Projects

ONGOING OPTION

Monthly Operations Support

Monthly Operations
Support

Get recurring help improving
reporting, processes, documentation,
planning, tools, and internal systems
as priorities evolve.

Discuss Monthly Operations

Support

NOT SURE WHICH OPTION FITS?

Book a consultation and we will recommend the clearest next step. analyticonnect.com/consultation

VISIBILITY GAPS TO VERIFY

No major visibility gaps were reported. Continue documenting definitions, owners, and review cadences.

This assessment is an operational planning tool based solely on the responses provided and is not financial, legal, accounting, employment, security, or other professional advice.
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https://analyticonnect.com/products
https://analyticonnect.com/custom-projects
https://analyticonnect.com/monthly-support
https://analyticonnect.com/consultation

