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Executive Summary
In this report, two companies, Portal and Troyland, were selected for performance management research and analysis. Both companies have surfaced many problems in performance management that affect the overall operational efficiency of the company, and both companies have a mission and vision to improve themselves. Based on the analysis of the internal and external environment of Portal and Troyland's development strategy alignment, this report uses tools such as the balanced scorecard and accounting knowledge to analyze and discuss the quality of performance, financial situation and problems faced by the two companies in their development, evaluate the current performance and performance management methods according to the status and structural characteristics of the organizations, and provide recommendation for the future development of the companies. 
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Introduction  
Portal Fabrication Plc is a manufacturer of car polishing machines for mechanics' workshops and garages. It has been successful over the past five years and has established and maintained a loyal customer base by producing high-quality machines with a three-year warranty. Portal's structure is divided into two departments: Manufacturing/Sales (M/S) and Services. The board of directors is currently considering how to improve the activities of each department to benefit the overall development of the company. The performance of both departments is evaluated using three financial indicators: ROI, RI, and EVA, and an analysis is made based on transfer pricing theory to explore performance management.




















Main Findings
Measuring the performance of enterprises has become increasingly important nowadays.The term "performance management" was introduced by Aubrey Daniels, a famous American management researcher, which aims to improve organizational performance by influencing and improving employee behavior. Fletcher and Williams (1996) believed that performance management creates a vision and goal for organizational development, manages employees in this way to enhance individual and organizational performance.
Performance management is a system, as noted by Armstrong and Baron (1998), that aims to remove barriers that hinder organizational development and to encourage organizational employees to reach their full potential. The system involves a range of activities, including goal setting, performance measurement, feedback, coaching, and development planning, all aimed at enhancing the performance of individuals and teams and aligning it with the strategic goals of the organization.
Costello (1994) proposed that performance management is a comprehensive system that combines employees' personal goals with strategic goals, manages both employee and organizational performance, and maximizes cohesion and combat effectiveness through their integration, achieving the common development of employees and the enterprise.
DeNisi (2000) believes that performance management is a series of activities that organizations adopt to improve the performance of individuals and teams, ultimately aiming to improve organizational effectiveness.
Den Hartog et al. (2004) defined performance management as a tool for measuring and managing employee performance to improve organizational performance.
Aguinis (2007) defined performance management as an ongoing procedure that aims to recognize, evaluate, and enhance the performance of employees within an organization, while ensuring that their performance aligns with the strategic objectives of the organization.
Dobre (2014) suggests that performance management is a strategic approach that involves integrating various methods to enhance employee performance and foster the potential of teams and individuals in order to ensure sustainable development of the organization.
Kandula(2016) believed that performance management aims to create a competitive advantage for the organization by developing and maintaining employee motivation and drive Bhawna Chahar's (2020) perspective suggests that performance management directly considers employee job performance to trigger their motivation and enthusiasm for work.
Task 1 – Portal Fabrication PLC
1.1.2 Department performance
Table 1 Calculation data of ROI,RI and EVA
Division	M/S	Service
ROI	29.83%	15.79%
RI	269.54	2.58
EVA	190.95	1.77


RI=Operating profit-(Capital employed	*Notional cost of capital used)
ROI=Operating profit/Capital employed
EVA=Profit before tax-[Capital employed*(1-Current cost of debt)]*Notional cost of capital used
In general, enterprises use ROI to evaluate the effectiveness of their investment projects in order to decide whether to continue with the project or choose another one. A high ROI means that the enterprise can obtain more returns through investment, thereby improving its profitability and financial stability. By calculating the three financial indicators of the M/S and Service departments based on the above formula, it can be seen from Table 1 that the ROI of the M/S department is higher than that of the Service department, indicating that the economic benefits brought by its investment are higher.
If the EVA value is positive, it indicates that the enterprise has earned profits that exceed its required capital cost; if the EVA value is negative, it indicates that the enterprise's profits have not reached the level of its required capital cost. Both departments' EVA values are positive, indicating that the enterprise's profits have reached the corresponding level.
1.1.2 Department performance evaluation
The traditional performance management method, which mainly focuses on financial indicators, has many drawbacks. It cannot effectively integrate with the company's strategic objectives, emphasizes short-term profitability, and is difficult to adapt to the company's future development. Many companies have tried to optimize their performance management, but some have not succeeded in improving their performance level, mainly manifested in three aspects:
First, financial evaluation indicators have lagging characteristics and reflect the operating results of the company's past performance, which cannot reflect the current and future operating conditions. When there is a lack of systematic supervision and evaluation in the company's operations, it can lead to opportunism.
Second, a single financial evaluation indicator attaches too much importance to the final results and cannot comprehensively measure the company's operating conditions, which is one-sided.
Third, the company's performance management cannot effectively combine strategic goals with personal development goals, making goal decomposition very difficult. The evaluation indicators cannot fully reflect the work performance and development potential of the evaluated employees, cannot motivate outstanding employees, nor can they urge poor-performing employees, making the evaluated employees unable to correctly understand the purpose and significance of the evaluation, resulting in resistance to the evaluation, and so on.
With the continuous deepening of performance management theory research, some relatively mature application systems have been formed, such as goal management method, 360-degree management method, KPI, and BSC. Among them, the Balanced Scorecard, with scientifically effective management results, is increasingly recognized and applied by more and more companies. The Balanced Scorecard performance management tool can help organizations transform organizational strategies into specific goals and actions from four dimensions: finance, customers, internal processes, and learning and growth, thus forming a performance management system that integrates financial and non-financial indicators.
This method largely solves the problem of single-dimensional traditional performance management and can more accurately reflect the true situation of the evaluated objects. However, it should be noted that the Balanced Scorecard is only a management method, and its effective implementation depends on the company's formulation of supporting rules and regulations as well as a sound governance structure. The evaluation model and indicator design deviate from the company's development strategy. Therefore, many small and medium-sized private enterprises urgently need to solve the problems existing in the implementation of performance management to ensure steady progress of the company.
1.2 Transfer pricing system
1.2.1Definition of transfer pricing system
Transfer pricing originates from the economic theory of pricing, and later gradually infiltrated into the micro field of management. It was first used by multinational companies to avoid tax risks and later gradually applied in internal management of enterprises. Transfer pricing refers to the transaction prices set and executed by group companies in internal related transactions. Through observation and analysis of the daily operations of multiple group companies, it can be found that the direction of capital flow within the group and the profit levels of subsidiary companies under the parent company are to some extent influenced and constrained by internal related transactions, that is, they are also affected by internal transfer pricing. In the internal marketization model, how to set internal transfer prices is the most critical link, and it plays an important role in this model.
Portal hopes to play a positive role in reducing costs and strengthening performance through internal transfer pricing, so as to better realize the optimal allocation of internal and external resources of the group enterprise, promote its competitiveness and management level, and help the enterprise group further improve its profitability and performance.
1.2.2 Criteria for designing transfer pricing system
When designing a transfer pricing system, it should be aligned with the overall goals of the company. The transfer pricing system should be fair to the sales department, purchasing department, and the entire company. Fairness also needs to consider consistency with industry standards and legal regulations to ensure that the enterprise follows the principles of fairness and transparency in commercial activities, avoiding illegal competition, monopolies, and improper pricing practices.
When designing the transfer pricing system, it should be ensured that the pricing system remains consistent in different times and similar transactions to ensure the company's stability and sustainable development. This can help establish a more stable relationship between the enterprise and its customers and suppliers, thereby enhancing the company's reputation and brand image.
In enterprise management, simplicity is a very important principle and is also one of the factors to consider when designing the transfer pricing system. A concise transfer pricing system is easy to understand and manage, reducing the time and cost of internal communication and decision-making, and improving the efficiency of the entire company. A concise transfer pricing system should minimize unnecessary complexity and redundant procedures while maintaining sufficient flexibility to meet various business needs. This requires the enterprise to fully consider the complexity and diversity of business processes and adopt simple and feasible methods to solve practical business problems.
In enterprise operation, compliance is a very important principle and is also one of the factors to consider when designing the transfer pricing system. The transfer pricing system should comply with tax and regulatory requirements to ensure that the enterprise operates legally and compliantly, complies with laws and regulations, prevents business risks, and avoids unnecessary fines and penalties. In addition, the enterprise should establish effective internal control mechanisms, strengthen internal audit and risk management, ensure the data security and confidentiality of the transfer pricing system to avoid commercial information leakage or abuse.
1.2.3Evaluation of two methods of transfer price setting
(1)Market price method
In this method, the transfer price is set equal to the price charged by unrelated parties in an open market for the same product or service. In this case, a local engineering company quoted a uniform price of 200 pounds per warranty service repair, provided that it would receive all warranty repair contracts from Portal. Therefore, under this method, the transfer price for warranty service repair would be 200 pounds. However, this method may not be suitable for repairs outside the warranty period, as there may not be comparable market prices available.
(2)Cost Plus Method
Under this method, the transfer price is set as the cost of the product or service plus a markup. In this case, the cost of each replacement part is 85 pounds, and the average repair time is 4 hours, requiring an additional 4 hours of labor cost for each repair. Therefore, the total cost of the repair is 85 pounds + 4 hours, and a suitable markup needs to be determined to arrive at the transfer price. The advantage of this method is that it can ensure that the sales department's costs and efforts are fully compensated, while also providing a reasonable profit margin for the purchasing department. However, determining the appropriate markup may be difficult and may require negotiation between the two departments. Overall, the market price method may be suitable for repairs during the warranty period, while the cost-plus method may be more suitable for repairs outside the warranty period. The choice of method should be based on the specific circumstances of each type of repair and aimed at achieving standard transfer pricing systems.
1.3 The impact of the introduction of the new executive information system
1.3.1 Improve information processing speed.
Performance management is a very important aspect of enterprise management, and it involves dealing with various problems and managing a large amount of data.
Under traditional management models, decentralized information processing is used, which requires a lot of human and time costs, leading to inefficiencies in management. By adopting an integrated information system, big data technology can be used to process relevant information in the process of enterprise management, greatly improving the efficiency of information processing. At the same time, the information processing process can avoid the occurrence of data errors, further enhancing the quality of performance management work.
1.3.2 Improve the Convenience of information sharing
The implementation of enterprise performance management requires communication and coordination with other departments. During the communication process, relevant information and data are obtained, and the performance management department provides information for reference by other departments during their business activities. In the management process, there is a frequent need to connect with other departments to exchange information and data.
In the context of enterprise performance management, the application of new information systems can realize data management and transmission functions, including data conversion, input, update, maintenance, transmission, etc. This ensures the correctness and consistency of the data sources in the entire system and achieves the goal of data sharing through network transmission. This approach can provide a path for information sharing and help identify management problems in the enterprise's operation and management process, strengthen effective communication between departments, reduce information errors, and further enhance the efficiency of enterprise performance management.
1.3.3 Improve the quality of management
Introducing new information systems into enterprise performance management can help further improve the quality of enterprise management.Information management can further guarantee the transparency and openness of management work, which is helpful for the internal supervision and management work. Improving the internal management efficiency of the enterprise, saving management costs, and continuously improving the core competitiveness of the enterprise in its sustained development. In the process of business management, further improving management efficiency, while combining the abilities of relevant personnel, reasonably allocating human resources, ensuring that staff can exert their self-abilities and value, enhancing the adaptability of talents and positions, improving the enterprise's ability and efficiency in using talents, and further improving the quality of management.
1.3.4 Contribute to human resource management
In a company, each employee has relatively fair opportunities for promotion, and promotion criteria generally depend on the employee's job abilities, daily work performance, and significant contributions. Therefore, in the actual personnel transfer and promotion process, the company needs to have a grasp of the employee's performance, work ability, work attitude, personal information, and other aspects from entry to the present in order to check whether the employee has the ability to be promoted. Performance management work can provide data support for this task. By innovating performance management and introducing a single integrated database, employee information from all departments can be automatically collected and classified. This way, in the personnel transfer and promotion process, a more comprehensive evaluation can be made for all employees based on various pieces of information.
1.4 Summary
This section presents an analysis of the performance of two departments within PORTAL, namely M/S and Service. It subsequently evaluates the enterprise's performance based on financial indicators and draws the conclusion that the conventional performance management method, which predominantly relies on financial indicators, presents several shortcomings. It fails to effectively integrate with the enterprise's strategic objectives, emphasizes short-term profitability, and struggles to accommodate the company's future development. Additionally, the transfer pricing method between the two departments is assessed. Moreover, this section analyzes the effect of introducing new performance information systems on performance management, which can enhance the quality and efficiency of performance management, and facilitate the enterprise in achieving better development.
Task 2 – Troy Brands
2.1 Growth Crisis
Higher costs
Between 2008 and 2015, Troyland Footwear Limited sourced its raw materials from Uzbekistan, processed them in Bangladesh, and transported them to its warehouse in London. The cost of raw materials and labor was relatively low, resulting in an average gross profit margin of 80%. However, changes in the political environment and other factors caused the company to incur increased costs and experience a significant decrease in gross profit margin.
On one hand, the increase in costs will lead to an increase in production costs, thereby reducing the company's profit margin. On the other hand, the increase in costs will also affect the company's competitiveness, production efficiency, and market position.
From a competitiveness perspective, the increase in costs may lead to a rise in the company's product prices, thus reducing consumer demand. In addition, the increase in costs may limit the company's innovation and research and development capabilities, reduce the quality and technical content of its products, and lower its market position.
Lower sales
Brexit and the Covid-19 pandemic have had a negative impact on the number of sales orders. If adjustments are not made in a timely manner, it may affect the company's profitability and future development. The company mainly relies on website orders to complete transactions, which means that the company needs to have efficient logistics and delivery capabilities to complete deliveries within the agreed-upon time frame. If the company cannot complete orders on time, it may affect customer trust and the company's reputation. Competitors of similar size to the company also operate in the fashion retail, perfume, and cosmetics trades. However, the company only has one retail department selling socks and tights, and cannot respond to customers' diversified needs in a timely manner.
The company can reduce its reliance on the UK market by expanding its market diversification. This can spread risks and avoid negative impacts caused by changes in the UK market. The company can use effective currency risk management to avoid exchange rate fluctuations caused by Brexit. The company can use currency hedging tools or asset allocation in different currencies to reduce exchange rate risk.
Given the relative success of its retail department, the company can expand its product line and add similar categories of products, especially footwear accessories, to attract more customers. A variety of products can help the company maintain its competitiveness in the market and reduce its dependence on specific products or services.
In addition, the company can consider improving the efficiency of its online sales channels to better meet customer needs. For example, the company can optimize its website to improve its response speed and user experience to attract more customers. The company should also provide good after-sales service and strengthen logistics control.
2.2 quantitative and qualitative performance
2.2.1Troyland’s organizational structure
From the Figure 1 we can see that The company's organizational structure consists of four departments: procurement and storage, production and design, sales, and administration. 
The procurement and storage department is mainly responsible for sourcing and processing purchase orders, handling transportation, receiving inventory items, and delivering them to the production assembly. 
The production and design department is mainly responsible for designing, assembling, cutting, and finishing. 
The sales department is responsible for retail sales, receiving sales orders, communicating with customers, after-sales service, and customer delivery. 
The administration department is responsible for office control, accounting, and documentation.

Figure 1 Organizational structure of Troyland
2.2.2Balanced Scorecard
The balanced scorecard is a performance management tool that starts from the enterprise strategy. It is guided by the company's strategy and comprehensively manages the enterprise from four dimensions: finance, customers, internal operations, and learning and growth. Kaplan et alI(1996) proposed that it mainly uses charts, cards, and tables to achieve strategic goals and is a comprehensive strategic management system.
Bayne (2019) proposed that Non-financial indicators are quantifiable data or ratio indicators expressed in non-monetary units, such as employee satisfaction, productivity, safety, and so on. Companies that use performance measurement systems with both subjective and objective non-financial indicators have achieved better performance and placed greater emphasis on production quality. Non-financial indicators have a positive impact on the management performance of organizations with clear task definitions, and companies that focus on innovation use non-financial performance indicators more frequently.
De Felice et al.(2015) believed that the main objective of the Balanced Scorecard (BSC) is to address the limitations of traditional performance measurement tools and translate business strategy into KPIs, to ensure a balance between short-term performance measured by financial indicators and non-financial factors. This guides organizations to improve competitiveness and long-term sustainability.
Zazueta(2019)believed that the Balanced Scorecard concept is a comprehensive tool that requires every organizational unit to align its activities to achieve specific objectives that are related to the defined business strategy. 
Sasse(2014)proposed that the various business units in a company need to establish their own measurement standards to link the four core perspectives of the BSC. These perspectives include the customer perspective, internal process perspective, innovation and learning perspective, and financial perspective.
Cifalino and Lisi (2019) found that each perspective is defined by setting strategic objectives in a given area. Measures are selected as the basis for quantitative control for the strategic objectives. Selection of target values and strategic actions is also necessary to achieve the set objectives. The strategic objectives, measures, target values, and strategic actions are interlinked through cause-and-effect relationships. The tasks defined in this way form the basic principles of the Balanced Scorecard concept.
Tabatabaei et.al(2017)proposed that the balanced scorecard helps to envision how to achieve established goals and identify the success factors necessary to achieve the expected objectives. Malaguefio et.al (2018)found that The BSC enables companies to receive feedback from every organizational unit related to its control, which will help the company achieve better financial performance and innovation capabilities in each organizational area.
Financial Dimension
Table 2 Financial indicators from 2018 to 2020
	2018	2019	2020
Turnover	1400	1750	1455
Profit after tax	243	301	86
NET ASSETS	845	975	985
Gross profit	700	820	600
Cost of sales+Operating expenses	1100	1378	1350
Gross margin	50.00%	46.86%	41.24%
ROE	28.76%	30.87%	8.73%
Net cost margin	22.09%	21.84%	6.37%


Firstly,from the Table 2, the gross profit margin is an important financial indicator that reflects the company's profitability. Over the three years, the gross profit margin has gradually declined from 50% to 46.86% and then to 41.24%. This indicates that the company's cost has increased during the process of selling products or providing services, resulting in a decrease in the gross profit margin. This may be due to increased competition, rising raw material prices, or decreased production efficiency.
Secondly, ROE is one of the important indicators for measuring the profitability of the company, which reflects the return on investment for investors. Over the three years, ROE fluctuated greatly, with 30.87% in 2019 and only 8.73% in 2020. This indicates that the company has encountered some problems in terms of investment return, possibly due to capital structure, management capabilities, and other factors.
Finally, the cost-to-profit ratio is also an important financial indicator that reflects the company's cost control capabilities during the process of selling products or providing services. Over the three years, the cost-to-profit ratio has shown a downward trend, from 22.09% to 21.84%, and then to 6.37%. This indicates that the company has some problems in cost control, which needs further optimization of management and cost reduction.The profitability of the company shows a certain degree of fluctuation and a downward trend, which requires further optimization of management, cost reduction, and improving investment return rate.
In summary, the company performed well in 2019 but poorly in 2020, with significant differences in development ability. To improve the company's development ability, it is necessary to further optimize the operational strategy, reduce costs, improve profitability, and financial stability.
Customer Dimension
Based on Appendix 4 in the customer section, it can be seen that from 2018 to 2020, website traffic, sales revenue, website click-through rate ratio, customer satisfaction, and the number of new customers have all increased. Customer satisfaction is the abbreviation of the customer satisfaction survey system for service industries. It refers to the customer's feelings and evaluations of the enterprise's products or services, which is a relative concept and represents the degree of match between customer expectations and experience. 








Figure 2 Statistics on number of website hits and ratio of sales to website hits from 2018 to 2020









Figure 3 Statistics on customer satisfaction and number of new customers from 2018 to 2020
Internal process dimension
Analyzing the company's internal processes can assess the changes in the company's business and management capabilities.Efficient internal operations are the solid foundation for companies to gain strong competitiveness and provide assurance for achieving financial and customer-oriented goals, which is the basis for achieving strategic objectives. By analyzing key indicators that reflect operating efficiency, such as financial expenses, sales expenses, and management expenses, we can evaluate the efficiency of internal operational management and identify the degree of management synergy in the acquisition process.
Table 3 Financial indicators from 2018 to 2020
	2019	2020
Operating income growth rate	25.00%	-16.86%
Net profit growth	23.87%	-71.43%
Net asset growth rate	15.38%	1.03%





From the Table 3 we can see that revenue is an important financial indicator that reflects the company's operational ability. In 2019, the company's revenue increased by 25%, indicating that the company's operational situation was relatively good. However, in 2020, the company's revenue decreased by 16.86%, indicating that the company's operational situation had problems. This may be due to increased market competition, decreased sales, and other reasons.
Secondly, the net profit growth rate is also an important indicator for measuring the company's development ability, which reflects the company's profitability. In 2019, the company's net profit growth rate was 23.87%, indicating that the company's profitability was strong. However, in 2020, the company's net profit growth rate decreased by 71.43%, indicating that the company's profitability had significantly declined. This may be due to increased costs, decreased sales, and other reasons.
Finally, the net asset growth rate is one of the indicators for measuring the company's financial stability, which reflects the company's net asset growth rate. In 2019, the company's net asset growth rate was 15.38%, indicating that the company's financial stability was relatively good. However, in 2020, the company's net asset growth rate was only 1.03%, indicating that the company's financial stability had declined. This may be due to decreased investment income, increased liabilities, and other reasons.
Learning and growth dimension
The company has invested sufficient resources in employee training and development, providing opportunities for employees to grow, resulting in a lower error rate in their work. The organizational culture of the company supports learning and growth, actively encouraging employees to learn and make progress. The company's performance management is conducive to employee learning and growth, with effective feedback mechanisms to help employees continuously improve their performance.









Figure 4 Statistics on average job completion time and error rate in jobs done from 2018 to 2020
The training and development of employees is a crucial part of building a talent development system. From 2018 to 2020, the number of employees participating in continuous professional development has been increasing year by year, from 5 to 13, indicating that the company attaches great importance to personnel training to ensure the vitality of the organization and provide support for the company's sustainable development.
Table 4 The condition of employee training
	2018	2019	2020
Number of CPDs attended Per employee per year	5	9	13


Troyland Footwear is currently facing a dilemma between sticking to its current luxury brand strategy or shifting to penetration pricing to retain its market share. In addition, Evelyn is exploring the possibilities of expanding into other segments already operated by competitors or diversifying into new sectors. One potential benefit of expanding into niche markets is the potential to raise brand recognition.By continuously meeting customer needs and providing better products and services, companies can improve brand reputation and visibility, thereby increasing market influence and brand loyalty.
2.3 The need for business process reengineering 		
In a flat organizational structure, there may be issues with low work efficiency despite having clear job responsibilities. A flat organizational structure reduces management levels, which may lead to a lack of leadership, affecting their work efficiency and motivation. Due to the insufficient management levels in a flat organizational structure, employees may need to assume more work tasks and responsibilities, thus increasing work pressure.
Secondly, information asymmetry may occur in a flat organizational structure. Due to the lack of management levels, information may be retained in certain functional departments or individuals, leading to information asymmetry. This may affect internal communication and collaboration within the organization.
Market-driven
Enterprises' production and operation must meet market demand in order to survive in the market. Currently, the market is seriously oversupplied, so having customers is the key to winning the market. Therefore, enterprises need to shift the focus of their business processes to meet the current market trend of customer-centric development. Troyland is currently facing the dilemma of rising costs and declining sales, and its retail department cannot meet the current market demand. Therefore, in such a market environment, it is necessary to restructure the business processes. The company needs to further expand into other niche markets that its competitors operate in or produce diversified products.
Efficiency-driven
The market situation is constantly changing, and if an enterprise wants to stand out in the market competition, it must improve efficiency, reduce costs, and shorten the supply cycle. Business process reengineering can effectively solve these problems, and it can be said that market demand is the driving force behind enterprise process reengineering. In terms of efficiency, since most of the orders of this company are placed through the website, business process reengineering can be carried out to reduce redundant processes, optimize the website, increase the customer order rate and click-through rate, and improve the efficiency of online sales channels in order to better meet customer needs.
Expansion-driven
Troyland needs to form a new joint venture and consider changing its pricing policy. As a joint venture, the company needs to adapt to a new business model and partners, which requires adjusting and restructuring its existing business processes. Through business process reengineering, the company can improve its efficiency, achieve higher productivity, and profitability. Joint ventures typically face higher competitive pressures, hence require more efficient business processes. Additionally, optimizing resource allocation, reducing waste, and improving resource utilization can help the company lower costs and improve profitability.
2.4 Summary
This section focuses on Troyland as a case study and analyzes the growth crisis the organization is facing. Based on the case content, it is determined that the current situation involves increased costs and decreased sales. Drawing upon the relevant theories of the Balanced Scorecard, the performance management of the enterprise is analyzed from four dimensions: financial, customer, internal process, and learning and growth. In order to achieve further development and realize its expansion strategy, the enterprise must restructure its business processes.
Recommendation
A single financial indicator is lagging and one-sided, and cannot truly measure enterprise performance. To transform organizational strategy into specific goals and actions, a performance management system that integrates both financial and non-financial indicators should be formed. The company needs to establish supporting regulations and improve governance structures to ensure steady progress.
After consulting domestic and foreign literature on performance management, the Balanced Scorecard is shown to be a tool that organically combines strategic objectives with performance management. It can help organizations to decompose goals from top to bottom and enhance coordination among members, while effectively avoiding the influence of subjective factors and making management more scientific, thereby assisting in achieving organizational strategic goals.
 Although Toryland's performance management system has some problems, such as a single indicator setting, being detached from development strategy, and lacking feedback and communication on results, the organization has a strong foundation, clear strategic goals, and a mature and complete organizational structure. Moreover, facing multiple internal and external pressures, the company can better promote the optimization of the performance management system.
To ensure the smooth implementation of the new performance management system, this article proposes specific safeguards from the perspective of business process reengineering: obtaining support and recognition from executives and employees, constructing a sound organizational communication mechanism, fully leveraging technological support, establishing sound regulations, promoting good corporate culture and dynamically adjusting for future developments.






Conclusion (average of 10% of word count)
Using financial indicators to evaluate departmental performance, this paper summarizes the standards for designing transfer pricing system, and evaluates the influence of introducing new executive information system on performance management.In addition,using the four dimensions of the Balanced Scorecard, such as internal operational processes, finance, learning and growth, and customers, to select and design performance evaluation indicators and build a performance evaluation system. However, with the development of social and economic conditions and changes in the times, there may be other relevant factors or dimensions that affect the level of performance, so in the future, more factors and dimensions should be considered to further strengthen the comprehensiveness of industry performance evaluation. This article discusses two companies, but due to limited research time and incomplete information obtained, important performance indicators cannot fully demonstrate the company's operational strategy. The application process of the performance evaluation system has not been further clarified, and the Balanced Scorecard performance evaluation system cannot be established overnight. Therefore, the optimization plan formulated from this needs to be gradually improved in future practice to ensure that the performance evaluation system is in line with the company's strategy.
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Statistics on number of website hits and ratio of sales to website hits from 2018 to 2020

Number of website hits	2018	2019	2020	5000	6000	7000	Ratio of sales to website hits	   	0.1	0.15	0.18	




Statistics on customer satisfaction and number of new customers from 2018 to 2020

Number of new customers	 	2018	2019	2020	11	13	18	Customer satisfaction survey		2018	2019	2020	0.69	0.72	0.82	




Statistics on average job completion time and error rate in jobs done from 2018 to 2020

Average job completion time	15	11	8	Error rate in jobs done	   	2018	2019	2020	0.17	0.11	0.06	
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