
For example:
Revenue
Churn Rate
Conversion, etc.

What do we want to impact? 

Overarching Quarterly Objectives

Team Objective

What are we going to focus on this quarter? 

Related metrics and targets
Key Performance Indicators

alignment
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If you have a lagging Key Performance Indicator

(for ex., website traffic has dropped from last quarter),

where does this problem come from?

In other words, what is broken?
What do you need to fix?

If you are doing great in general but you want to grow faster,

what is the most impactful improvement area you can go after?

Is it a new market? A new audience? A new service line? 
Upselling to current customers? Building relationships? Forming 
partnerships?

Fixing issues Growth and innovation

Overarching directional statements: what is our organization- wide focus?

Draft statement: we will focus on [driving this change] to [solve this problem]

Ideation

1 2

Team 1 Team 2 Team 3

Team Objective
Draft statement: we will focus on [driving this change] to [solve this problem]

Team Objective
Draft statement: we will focus on [driving this change] to [solve this problem]

Key Results: IMPACT Initiatives: TO DO
How will we measure change?
What are the success criteria this quarter?
What can we impact as a team?
What can we measure to see a direct connection 
between our actions and KR progress?

Ideation

What are we going to do to drive the 
outcomes we want to achieve?
What needs to get done first? What is our 
highest bet?
Who does what?

Ideation

Drafts:
KR 1 ______________________________________
KR 2 ______________________________________
KR 3 ______________________________________

First priorities:
________________________________________
________________________________________
________________________________________

Key Results: IMPACT Initiatives: TO DO
How will we measure change?
What are the success criteria this quarter?
What can we impact as a team?
What can we measure to see a direct connection 
between our actions and KR progress?

Ideation

What are we going to do to drive the 
outcomes we want to achieve?
What needs to get done first? What is our 
highest bet?
Who does what?

Ideation

Drafts:
KR 1 ______________________________________
KR 2 ______________________________________
KR 3 ______________________________________

First priorities:
________________________________________
________________________________________
________________________________________

Key Results: IMPACT Initiatives: TO DO
How will we measure change?
What are the success criteria this quarter?
What can we impact as a team?
What can we measure to see a direct connection 
between our actions and KR progress?

Ideation

What are we going to do to drive the 
outcomes we want to achieve?
What needs to get done first? What is our 
highest bet?
Who does what?

Ideation

Drafts:
KR 1 ______________________________________
KR 2 ______________________________________
KR 3 ______________________________________

First priorities:
________________________________________
________________________________________
________________________________________

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?

Ideation

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?

Ideation

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?



Quarterly targets

What do we want to impact? 

Overarching Quarterly Objectives

Team Objective

Key Results: IMPACT Initiatives: TO DO

What are we going to focus on this quarter? 

Related metrics and targets
Key Performance Indicators

2

1

3

4

5

Churn rate 
20%

Sales target: 
$ 1 mln

Customer 
LTV $6,000

Trial to paid 
conversion 40%

im
pact

After watching first- entry recordings, we realized that 
it takes too long for first time users to understand 
product value. They tend to quit too early and never 
come back.

What can we do differently?

We are at our all- time highest in churn numbers but we need to 
ensure continuous improvement in this area.

What works? What doesn't? Can we still improve?

Fixing issues Growth and innovation

Overarching directional statements: what is our organization- wide focus?

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?

We know that the pulse 
survey is the feature the HR 

admins usually love the most 
and use the most in later 

phases.

 Leaders like to get a 
simple and clear overview 

of how the teams and 
people are doing.

After getting HR admins and 
Leaders to complete the most 

promising “jobs", there should be a 
higher % of users who login to the 
product more often within the first 

crucial 10 days.

Draft statement: we will [improve first- time user onboarding experience] to [get users to discover value faster]

Test different Pulse 
Survey location to see 
where the users find it 

most easily

Make setting up the 
dashboards easier by adding 
“default” option that can be 

added in one click

Design a new product 
welcoming email to drive 

the focus to the “jobs” 
they want to complete

We have 3 types of 
power users, we 

should segment them 
better HR, Leaders of 

Leaders, Product 
Managers

What kind of features 
do they need to get 
their "jobs" done?

Users don't like 
tooltips or disrupting 

onboarding flows

Product 
guidance isn't 
working wellWhat did we try 

that worked in 
the past?

Ideation

Improve the clients' first 
impression of our service

alignment

Improve customer lifetime 
value

Product Team

Drafts:
KR 1
Increase the % of HR admins who use the pulse survey feature within 7 days after 
sign up from 10 to 25 %

KR 2
Increase the % of company leaders who set up a birds eye view dashboard within 
7 days after sign up from 2 to 20%

KR 3
Increase % of users who login 3 times within 10 days after sign- up from 5 to 15 %

First priorities:
Set up the dashboards to track usage of the prioritized features
Watch first- entry user recordings and come up with discoverability 
experiments

Team 2 Team 3

Team Objective
Draft statement: we will [Improve our presence on relevant review websites] to [nurture leads with high buying intent]

Team Objective
Draft statement: we will [Establish regular communication with customers] to [keep them engaged]

Key Results: IMPACT Initiatives: TO DO

If we manage to start engaging 
discussions anywhere on the web, 

people should pick them up, and the 
volume of brand mentions would 

increase. This is how we will know if the 
angle we chose and the pitch we present 

are the right ones to spark interest.

generating discussions is 
useless without guiding 
potential clients to the 

next steps of the funnel

People requesting meetings with our 
salespeople doesn't mean that they will 

show up or turn out to be good potential 
customers. We need to make sure that 

the leads we provide are good quality so 
that the Sales team has a chance to close 

those deals.

Third party reviews have more credibility 
than our own website messaging. We 

will try reaching out to our existing 
clients and asking them to publish 

reviews. We need to figure out how to 
motivate them better.

Reach out to 100 
good customers 

to ask for reviews

Decide on 5-7 different 
pitch stories to connect 

with different 
audiences

Redefine the 
criteria for MQLs 

and SQLs

Drafts:
KR 1 Increase the number of positive brand mentions on web from 3000 to 
6000 (30- days average)

KR 2 Increase the number of published reviews from 10 to 50 on Capterra

KR 3  Achieve 60+ demo requests from discussion forums & groups

KR 4 Make sure 80+% of demo requests are further qualified as good leads

First priorities:
Create a list of potential websites, groups, and forums where we can 
start discussions
Create a new GA report to track conversion on the core pages

Key Results: IMPACT Initiatives: TO DO

Can we improve the 
quality of our email 

communication? What 
haven't we tried yet?

If we make a good first 
impression, customers tend 

to book a follow- up. So 
second meetings could be a 

good outcome to track!

Some users complained that 
they wait a lot after sending 

us a message in Support. Can 
we reply faster?

Analyze email copies 
from previous quarters 

and choose top 5 to 
move forward

What personalization 
techniques can we 

use/

Create a project 
palnning document for 

the newsletter and 
expected outcomes

What kind of 
customers tend to 

engage? Can we ask 
them for feedback?

Drafts:
KR1: Increase the # of email responses from 2% to 15%

KR2: Reduce the response time in live chats from 6h to 1h

KR3: Increase 2nd meetings requests from 10% to 45%

First priorities:
Initiative 1: Watch competitors' webinars to improve our pitch
Initiative 2: Take a course on email marketing and launch the newsletter
Initiative 3: Test 5 email templates with a small segment to find the best 
copy

Ideation

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?

We will explore the websites 
and forums where decision 

makers are asking questions 
and discussing pros and cons 

of different tools/services.

Our hypothesis is that by growing good 
reviews and active commenting, we can 
make our voice heard and showcase our 
expertise to potential new clients. Plus, 
we will understand our clients' decision- 

making process much better.

Ideation

What could be changed for us to 
have better results as a team?

What problems are we facing and how do 
we solve them? What's stopping us?

How do we drive the overarching 
Objective forward?

The customers that we have 
meetings with tend to stay 

with us for many months so 
clearly they see value in the 

meetings

We have no process for 
follow- up meetings and 
emails and this is a good 

improvement area

alignment

alignment

We need to organize our data 
tracking process in the CRM 

so that we can clearly see 
what is happening with each 

customer


