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The Foundation for the Malcolm Baldrige National Quality Award

“I was proud as a U.S. Senator to vote in favor of the    
Baldrige Act.”… this award has helped us re-focus on   

the future, on quality, on performance, and most  
importantly maybe, on innovation.”

Joe Biden

America’s Best Investment

“I always prized the quality of Mac’s vision. He had the capacity 
to look up from the dust of the plains to see the distant 
mountains.”

Ronald Reagan

“The award that bears his 
name reflects the virtues 
that he brought to public 
service and how he lived 
in his private life, a 
commitment to 
excellence, shrewd 
judgment and sound 
judgment, principled 
leadership, integrity, and a 
sense of responsibility.”

George W. Bush

“The Malcolm Baldrige National Quality Award, which highlights 
customer satisfaction, workforce empowerment, and increased 
productivity, has come to symbolize America's commitment to 
excellence.”

Bill Clinton 

“In just a few years, the National 
Quality Award has literally become 
the standard of business 
excellence. And the renewed spirit 
of excellence in business, of 
making quality an integral part of 
America's corporate strategy, has 
truly, I believe, made us more 
competitive in the international 
arena.”

George H.W. Bush

http://www.baldrigefoundation.org/
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Who Are We and What We Do

WE ARE MEMBERS:

© LBL Strategies, 2020. All Rights Reserved.

Our Mission: We help our clients focus, make better decisions and 
grow by instilling the ability to think and act strategically.



Primary Offerings
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Two University Certification Programs:

Mastering Strategy:
Strategic Management Performance System

Mastering Agile Organizational Design

Online
Self-PacedOnline LiveIn Person Hybrid In Person Online Live Hybrid

Presenter
Presentation Notes
Unless you can get up... Happy talk.
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Webinar Content “Roots”
 Early 2020 TNCPE Conference Presentation – Five Tools
 Conversations with Tamera Fields – Similarities of frameworks – both 

focused on achieving tangible RESULTS
 Partnered to create a “cross walk” between the two
 Introduced to Al Faber and others in the Baldrige family by Tamera
 April 2021 TNCPE Conference Presentation – “Planning for Resilience” –

Based on new Baldrige Criterion
 Partnered again to update “cross walk” based on 2021-2022 Baldrige 

Framework
Worked with Al Faber to focus this webinar and our upcoming Mastering 

Strategy Bootcamp on Health Care

© LBL Strategies. All Rights Reserved.
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Baldrige Framework – “Criterion to Meet”
A non-prescriptive, systems perspective

© LBL Strategies. All Rights Reserved.
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SMPS Framework – “Process to Achieve”
- A generic, prescriptive systems perspective

© LBL Strategies. All Rights Reserved.

Presenter
Presentation Notes
Building on this generic and widely accepted process, we overlay 14 specific “team oriented” tasks. When viewed holistically these content elements flesh out the Strategic Management Performance System (SMPS). (Click through the 14 tasks)

In Phase 1 a strategy professional seeks to understand the current situation from several perspectives, then organizes and help to communicate a recommended approach to meeting the strategic planning and management needs of the organization. 

Phase 2 is centered on carefully assessing the external and internal environments faced by the organization, then prioritizing where to focus and why. 

In Phase 3 strategy professionals help their team set a longer term strategic direction and formulate a strategy for success, including a small set of success metrics.

Phase 4 is about developing a strategic plan to achieve the vision and fulfill the mission.  This includes identification of the most important drivers of success. This phase includes development of a strategic operating plan to move the strategy into action. The strategic operating plan includes the objectives, measures and improvement initiatives for the organization to align behind.
I
n Phase 5 the plan is executed by effectively aligning the workforce behind the strategy and beginning to implement the plan

Finally, in Phase 6 metrics are measured and reported, learning occurs, adaptations are made, and ongoing management is prioritized.  

It is the strategy professional who facilitates each phase and task within the process and helps to optimize the overall system. (Click)
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Baldrige Framework – “Criterion to Meet”
A non-prescriptive, systems perspective

© LBL Strategies. All Rights Reserved.



“Whether your organization is new, is growing or has existed for many years, it 

faces daily and long-term challenges. It also has strengths that have served you 

so far.  The Baldrige Excellence Framework helps you identify and leverage your 

strengths and prepare to face your challenges.” (page viii 2021-2022 Baldrige 

Excellence Framework)  

Similarly, there are other synergistic disciplines and frameworks that enable 

organizations to prepare for and overcome challenges and take advantage of 

market opportunities. Strategic Management (SM) is one of those disciplines. 

Strategic Management is that set of processes and competencies required to 

specify an organization’s overall direction, define and track measures to guide 

the journey, then delineate, execute, and manage the initiatives to attain an 

organization’s goals and objectives. It includes those decisions and actions that 

determine the long-run performance of an organization. Strategic Management 

Performance System (SMPS) is a generic SM framework. The following table 

summarizes the points of intersection between the Baldrige Criteria and the 

SMPS Framework.

A System for Excellence:  
A Cross Walk of the Baldrige Criteria for Performance Excellence 
and the Strategic Management Performance System

Learn more at www.lblstrategies.com/smps.



A System for Excellence:  
A Cross Walk of the Baldrige Criteria for Performance Excellence and the Strategic Management Performance System
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3. Conduct External Strategic 
Analyses
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3.2c

7.1a

7.2a1,a2

Approach

Deployment

4. Conduct Internal Strategic 
Analysis

P.1a2,a3 1.2a2 2.1a4 4.1 5.1a3

5.2c2,c4

6.1;6.2 7.3a2 Approach 
Deployment
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8. Develop Strategic Plan 2.1a1,a2

2..1b1,b2

6.2c2 (ICOR) 7.5b Approach

9. Develop Strategic 
Operating Plan
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10. Align Behind the Strategy 1.1b

1.1c1,c2

2.2a3,a4,a5 3.2a4 5.1a3 7.4a1 Approach

Deployment

Integration

11. Implement the Strategic 
Operating Plan

1.2a1,c1 2.2a2

2.2b

5.1a3 6.1d 7.4a1

7.5b

Deployment
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12. Measure Performance 2.2a5 3.2 4.1a 5.2 6.1b1 7.5b

7.2

Approach

Learning

13. Learn and Adapt 2.2b 4.1a3,c1,c2 5.2c5 6.1d Learning

14. Manage Strategy as an 
Ongoing Process

P.2c 4.1a3,b,c;4.2 5.2c5 6.1b3 Approach

Deployment
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SMPS Framework – Health Care Examples

© LBL Strategies. All Rights Reserved.

Scenario Planning

Strategy CanvasStrategy Map

OKRs

Strategy Management 
Calendar

Presenter
Presentation Notes
Building on this generic and widely accepted process, we overlay 14 specific “team oriented” tasks. When viewed holistically these content elements flesh out the Strategic Management Performance System (SMPS). (Click through the 14 tasks)

In Phase 1 a strategy professional seeks to understand the current situation from several perspectives, then organizes and help to communicate a recommended approach to meeting the strategic planning and management needs of the organization. 

Phase 2 is centered on carefully assessing the external and internal environments faced by the organization, then prioritizing where to focus and why. 

In Phase 3 strategy professionals help their team set a longer term strategic direction and formulate a strategy for success, including a small set of success metrics.

Phase 4 is about developing a strategic plan to achieve the vision and fulfill the mission.  This includes identification of the most important drivers of success. This phase includes development of a strategic operating plan to move the strategy into action. The strategic operating plan includes the objectives, measures and improvement initiatives for the organization to align behind.
I
n Phase 5 the plan is executed by effectively aligning the workforce behind the strategy and beginning to implement the plan

Finally, in Phase 6 metrics are measured and reported, learning occurs, adaptations are made, and ongoing management is prioritized.  

It is the strategy professional who facilitates each phase and task within the process and helps to optimize the overall system. (Click)
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Scenario Planning
2.1a3



Unknown Future –
Cone of Possibilities

Planning for Increasing Uncertainty

C

A

B

DToday’s 
Perspective

Uncertainty

PRESENT FUTURE
20 YEARS



© LBL Strategies. All Rights Reserved.

Scenario Planning Trend Cards
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Drivers and Poles
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WORLD 3
The Ultimate Radiologist

• Age expectancy remains at 
82

• People have 2.1 children
• Population reflects 2021 

make-up

• Healthcare access is 
limited based on 
economic and/or 
demographic factors

• Robots replace humans in 
many areas

• Economic instability 
undermines societal 
morale and prosperity

• An AI matrix adopted to optimize healthcare has infiltrated all 
private and public sectors of the US economy

• Economy, government, and society have destabilized 
• Humans are continuously tracked and evaluated for worth 
• Healthcare is available to those with means or influence
• Demographic/racial/ethnic distribution of US remains consistent 

with 2030
• Human healthcare workers relegated to technical support
• Dark Web is leveraged by human Healthcare workers to keep 

direct patient care alive
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Strategy Canvas
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Strategy Canvas

© LBL Strategies. All Rights Reserved.

The strategy canvas is a central 
diagnostic tool and an action 
framework developed by W. Chan 
Kim and Renée Mauborgne for 
building a compelling blue 
ocean strategy. It graphically 
captures, in one simple picture, the 
current strategic landscape and the 
future prospects for a company.

Presenter
Presentation Notes
A strategy canvas approach to competitive positioning was introduced earlier in Phase 2 as a diagnostic tool to analyze the competitive environment. It can also be used as a strategy setting tool to define market positioning as well as to differentiate between “current state” positioning versus “future state” positioning.
The strategy canvas was developed in 2005 by W. Chan Kim and Renée Mauborgne as a tool to build a compelling blue ocean strategy. In one simple chart, the canvas graphically depicts an organization’s current strategic landscape and the prospects within it.
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Southwest 
Airlines

Industry Value Curve

Premium 
Price

Meals Lounges Seating
Choice

Spoke & 
Hub

Friendly 
Service

Turn-
Around 

Time

Aircraft 
Diversity

High

Low

Emphasis

Market Differentiators
© Charting Your Company’s Future, W. Chan Kim and Renée Mauborgne, HBR, Used and adapted with permission by LBL Strategies, Ltd.

Strategy Canvas Example (Southwest Airlines)

Presenter
Presentation Notes
The analytical value of the Strategy Canvas model can be observed in its application to Southwest Airlines.  In this example from the Harvard Business Review article that first outlined the blue ocean methodology, Kim and Mauborgne demonstrated that Southwest strategically chose to excel at three factors, [Click] price, friendly service and turn-around time, and deemphasize the rest to lower costs. 
In this way they were able to target non-consumers of airline travel, such as families, to take shorter trips by air on Southwest that, historically, they would have taken by car.
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				Southwest		Other Airlines

		Price		1.6		4.3

		Meals		1.8		3.9

		Lounges		1.1		4.2

		Seat Choice		0.9		5

		Hub Connectivity		0.9		4

		Aircraft diversity		0.9		4.5

		Friendly Service		5.5		4.5

		Speed		6		4

				To resize chart data range, drag lower right corner of range.
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Example: Fictional Medical Specialty Association

Advocacy CME Education Leadership Dev Q&S Technology Informatics Member Engagment Research Clinical Trials

As Is
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Advocacy CME Education Leadership Dev Q&S Technology Informatics Member Engagment Research Clinical Trials

As Is Competitors

Example: Fictional Medical Specialty Association
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Advocacy CME Education Leadership Dev Q&S Technology Informatics Member Engagment Research Clinical Trials

As Is To Be Competitors

Example: Fictional Medical Specialty Association
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Strategy Map
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Used by 
permission of 
Heritage College 
of Osteopathic 
Medicine

© LBL Strategies. All Rights Reserved.



PERSPECTIVES STRATEGIC OBJECTIVES AND STRATEGY MAP KEY PERFORMANCE INDICATORS TARGETS PERFORMANCE

STUDENT

FINANCIAL

INTERNAL PROCESS

LEARNING & 
GROWTH

OHIO UNIVERSITY HERITAGE COLLEGE OF OSTEOPATHIC MEDICINE SCORECARD

VISION
The Heritage College is recognized as the 
national leader in training osteopathic 
primary care physicians and the number 
one producer of primary care physicians in 
the country. 

MISSION
Training osteopathic primary care physicians to serve Ohio.  
Our medical school educates physicians committed to 
practice in Ohio, emphasizes primary care, engages in 
focused research, and embraces both Appalachian and 
urban communities. 

STRATEGIC PRIORITIES
- Optimize Student Experience
- Transformative Education
- Increase Research & Scholarship
- Community Impact
- All Campus Success

OVERARCHING GOALS
- Increase the proportion of graduates who enter primary care 

practice (2021 Target: 65%, Baseline: 50%)
- Increase the proportion of graduates who enter high-need 

specialties, particularly in regions of greatest need within 
Ohio and beyond.

CORE VALUES Wholeness and balance within each person • Integrity • Community of mutual respect • Acceptance of others and embracing diversity • Pursuit of excellence • A climate of scholarship • Commitment to service • Generosity • Compassion

Copyright © 24-Sep-21

Enhance marketability 
of graduates

Increase research and 
scholarship

Strengthen financial 
performance

Accelerate curricular 
evolution

Strengthen 
partnerships

Optimize the work 
experience

Strengthen diversity 
and inclusion

Strengthen student 
experience

Improve student 
affordability

Improve operational 
efficiency

96.5%

62.7%

5.88

61.43%

O% increase FY22

12.4% FY21

TBD

11

TBD

$157,844 FY21

5.57 FY21

TBD

No data reported Q3 & Q4

Match rates of HCOM graduates seeking GME 100% by FY21

In-state matriculation yield 75% by FY23

Enhanced student communication score 7+ on 10-pt Likert Scale each month

Tuition rate CPI or less yearly

Scholarship distribution to high need students 25K to 100% of high need students by FY25

Tuition rate CPI or less yearly

Cost of Debt 2% reduction by FY22; 10% reduction by FY26

Operational Efficiency: TBD TBD (by TBD)

Executed clinical site agreements Increase of 3 to 4 per quarter

Curricular evolution: TBD TBD (by TBD)

Extramural funding per research FTE $169,014 per research FTE by FY21 (10% increase)

Peer-reviewed publications per research FTE 4.92 per research FTE by FY21 (10% increase)

Employee engagement survey score 3.85 for each quarter of FY21

Representation of diverse faculty > 30% by FY22

0% increase FY22

ExCom update  07/28/21

Presenter
Presentation Notes
Data needed for: diversity & inclusion, strengthen student experience
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OKRs
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Key Features of OKRs

Agile Ambitious Measurable Transparent

Easily Understood Focused Change Engagement All Organizational 
Levels

“Collaboration IQ” is highly valued and reinforced as the most important execution capability… 
When organizations approach collaboration as a management discipline success rates rise

© LBL Strategies. All Rights Reserved.

Presenter
Presentation Notes
The information on this slide was covered in Phase 4 Module 2. For a refresher on the key features of OKRs please click each box for more details. 
Agile: OKRs have become increasingly popular, especially for companies seeking to build in more agility into their strategic management and performance system. 
Ambitious: Objectives should be a “stretch” and feel somewhat uncomfortable with an expectation that not all OKRs will be met each quarter. Seek that sweet spot between aspirational and yet realistic
Measurable: Each OKR should be measurable and easy to grade with a number (Google uses a 0–1.0 scale to grade each key result at the end of a quarter. The “sweet spot” for an OKR grade is .6 — .7; if someone consistently gets 1.0, their OKRs aren’t ambitious enough. Low grades shouldn’t be punished, they should be seen as data to help refine the next quarter’s OKRs.)
Transparent: OKRs should be visible to all in the organization, both vertically and horizontally, so that everyone in the company is able to see what everyone else is working on
Easily Understood: The value of a well stated OKR is identifying in very clear language exactly what outcome is desired with quantifiable result
Focused Change: OKRs focuses attention on what changes need to be made to reach the stretch key result targets.
All Organizational Levels: OKRs may be used at the corporate level (Tier 1), department level (Tier 2), and employee level (Tier 3).
Engagement: The single most important benefit of OKRs is their ability to generate a sense of urgency around commitment. This fast-cadence process engages each team’s perspective and creativity.
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OKRs

© LBL Strategies. All Rights Reserved.

Objective 1: Build a World-Class Team of Health Professionals

Key Results:
•Interview at least 20 applicants for new surgeon openings in the next 90 days
•Increase average professional development participation by 5 CEUs in Q2
•Plan 3 additional targeted training events on-site this quarter

Objective 2: Develop Strong Communication with Patients and Families

Key Results:
•Improve the ratio of patient calls with follow-up questions and concerns to 75% outgoing, 25% 
incoming
•Grow the customer service and/or website teams by a combined total of 4 personnel in Q1
•Allocate 50 hours in the next 90 days to reviewing, updating, and improving patient discharge 
bundle materials

https://www.esmgrp.com/blog/4-objectives-and-key-results-examples-for-health-professionals

https://www.esmgrp.com/blog/4-objectives-and-key-results-examples-for-health-professionals
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Strategy Management Calendar
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Q1 Q2 Q3 Q4

Meeting/Process Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec

Leadership 
Reporting

Objective / 
Strategy

Initiative and 
Project

KPI

Budgeting 
and Finance

External/  
Internal Scan

Strategy Management Calendar Example (Simplified)

Past Year
Strategic Performance 
Evaluation

Next Year
Strategic & Operating 
Planning

Current Year
Ongoing Execution & 
Update

Presenter
Presentation Notes
Here is an example of a strategic management calendar using an annual planning cycle. 
There are two levels to consider in this strategy management calendar. The first level is governance. By governance we mean Board of Directors and strategy related committees. This level is to coordinate the frequency and flow of Board of Directors and Committees meetings. The second level is management. This level is to coordinate strategy with key operational processes and meetings, including planning and budgeting, Performance Measurement and External & Internal research processes with different groups.
Every activity on this calendar can be summarized into three main categories. Performance evaluation for past year, ongoing execution for the current year, and planning for the next year. We’ve color coded all the work in this calendar based on these categories.
Within this annual or “calendar year” example, everything begins with the January board meeting, when the board approves the strategic operating plan and annual budget. This, in turn, sets the stage for the  year’s strategy execution. Management team and key staff need to meet monthly to check status of initiative execution and review updates of KPI performance. Following that, strategy related information needs to be reported at the governance level meetings and relevant information needs to be communicated down and across the organization. These are all considered as “current year execution” activities.
Q1 is also a timeframe to review the previous year’s performance. The Strategy office needs to work with objective owners to summarize initiative and KPIs performance into a report analyzing the progress  made over the past year in achieving strategic objectives. The Finance department will also need to conduct financial and operation efficiency analyses. This information is usually presented to the board at the end of quarter one. Communicating to staff about the previous year’s performance is important 
In addition, Q1 is when you kick off the next year’s planning process, by collecting external and internal data through customer and employee survey work. The new information collected, associated with previous year’s performance, should be reviewed by the management team to make recommendations on adjustments to strategy for next year. This is when double loop learning occurs.
After the board discusses and approves revisions to strategy, an update should be provided to all staff. Initiatives and Key Performance Indicators will undergo modifications to adapt to the changing strategy. Ultimately, a new strategic operating plan with budget should be in place at the end of the year to guide next year’s implementation.
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Meeting/Group
Performance 

Management Topic:
July August Sept October November December January February March April May June

Executive Committee

High-level review 
(quarterly) of all 10 
objectives' KPI 
performance

Q4 Scorecard 
performance 

report

Q1 Scorecard 
performance 

report

Q2 Scorecard 
performance 

report
 

Q3 Scorecard 
performance 

report

Senior Leadership 
Operations Team

Looking back:

1) Monthly Performance 
Review of Strategic 
Objectives (1 or 2 each 
month)

2) “Lower loop” 
discussions

Performance 
Review of 
Strategic 

Objective #1:

1) Enhance 
Marketability of 

Graduates

Performance 
Review of 
Strategic 

Objective #2:
 

2) Strengthen 
Student 

Experience

Performance 
Review of 
Strategic 

Objectives #3 & 
4:

3) Improve 
Student 

Affordability

4) Strengthen 
Financial 

Performance

Performance 
Review of 
Strategic 

Objectives #5/#6:

5) Strengthen 
Partnerships

6) Improve 
Operational 

Efficiency

Performance 
Review of 
Strategic 

Objectives #7/#8

7) Accelerate 
Curricular 
Evolution

8) Increase 
Research and 
Scholarship

Performance 
Review of 
Strategic 

Objectives 
#9/#10:

9) Optimze the 
Work Experience

10) Strengthen 
Diversity and 

Inclusion

Performance 
Review of 
Strategic 

Objective #1:

1) Enhance 
Marketability of 

Graduates

Performance 
Review of 
Strategic 

Objective #2:
 

2) Strengthen 
Student 

Experience

Performance 
Review of 
Strategic 

Objectives #3 & 
4:

3) Improve 
Student 

Affordability

4) Strengthen 
Financial 

Performance

Performance 
Review of 
Strategic 

Objectives #5/#6:

5) Strengthen 
Partnerships

6) Improve 
Operational 

Efficiency

Performance 
Review of 
Strategic 

Objectives #7/#8

7) Accelerate 
Curricular 
Evolution

8) Increase 
Research and 
Scholarship

Performance 
Review of 
Strategic 

Objectives 
#9/#10:

9) Optimze the 
Work Experience

10) Strengthen 
Diversity and 

Inclusion

Executive Dean’s Strategy 
Team

Looking forward: 

1) Corrective actions for 
under-performing 
objectives

2) SM as an ongoing 
process

3) “Upper loop” 
discussions

Planning Ahead:

Corrective 
actions for under-

performing 
objectives on Q4 
Scorecard report

Planning Ahead:

SMPS Phase 2 
(Review and 

validate 
environmental 

assessment and 
prioritized SWOT)

Planning Ahead:

Corrective 
actions for under-

performing 
objectives on Q1 
Scorecard report

Planning Ahead:

SMPS Phase 3 
(Review and 

validate Strategic 
Direction)

Planning Ahead:

Corrective 
actions for under-

performing 
objectives on Q2 
Scorecard report

Planning Ahead:

SMPS Phase 4 
(Finalize next FY 

Strategic 
Operating Plan 

including Strategy 
Map, Obectives 
and KPIS/targets 

and Tier One 
initiatives)

Planning Ahead:

Corrective 
actions for under-

performing 
objectives on Q3 
Scorecard report

Planning Ahead:

SMPS Phase 5 
(Finalize 

execution plan, 
RACIs, etc.)

Objective Champions
Prep for Q1 

Scorecard report 
to Exec Comm

Prep for Q2 
Scorecard report 

to Exec Comm

Prep for Q3 
Scorecard report 

to Exec Comm

Prep for Q4 
Scorecard report 

to Exec Comm

Strategic Management 
Office

LAUNCH SOP

Lead Tier One 
Initiative 

identification & 
prioritization

Assist Objective Champions, Initiative Owners, and 
Project Managers with execution & project planning

Finalize next FY KPIs and targets

Assist Objective Champions with 
next FY KPIs and target setting

Lead validation of strategic direction through 
objectives, KPIs and Strategy Map

Conduct environmental assessment, 
surveys?, and prioritize SWOT 

engagement

Medical College - Strategy and Performance Management Calendar
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WHEN:
10 half-day sessions from 8:00 a.m.-12:00 p.m. CST
• Week 1: Oct. 25-29  
• Week 2: Nov. 1-5

This program is sponsored by George Washington University and is recognized by the Association for 
Strategic Planning as an ASP exam preparation course (for both SPP & SMP).

FOR Detailed Information:  https://www.lblstrategies.com/strategy-boot-camp/?blm_aid=0

Upcoming Bootcamp: Mastering Strategy in Healthcare

https://www.lblstrategies.com/strategy-boot-camp/?blm_aid=0
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Thank You!

Please do reach out to get better acquainted 

Randall Rollinson
rrollinson@lblstrategies.com

773.758.6921
lblstrategies.com

© LBL Strategies. All Rights Reserved.

mailto:rrollinson@lblstrategies.com
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Doug Maris
LBL Strategies

Panelist Questions and Discussion

Randall Rollinson
LBL Strategies

Tamera Fields Parsons
Tennessee Center for Performance Excellence

Al Faber
Moderator 

http://www.baldrigefoundation.org/
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Baldrige Performance Excellence Program

Robert Fangmeyer, Director BPEP
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Strategic Objective Initiatives Status

Sustain the 
Program

• Digital modernization
• Increased efficiency and 

effectiveness  

• Virtual training; Virtual site visits
• Judge and Overseer focus group

Increase reach and 
impact

• Workforce Excellence → Job Quality
• Advanced Manufacturing

• Focus group hosted by Secretary 
Raimondo 9/29

• In process; pilots underway
Strengthen the 
Enterprise

• Grow the pipeline • Workforce, job quality, advanced 
manufacturing, NIST video, COE, budget 
requests

September 2021 Update
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Brian Lassiter
Chair

Alliance for Performance Excellence

Alliance for Performance Excellence Update

http://www.baldrigefoundation.org/
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Attend the Baldrige Fall Conference – Oct 22!

http://www.baldrigefoundation.org/
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“For America to sustain its vitality and promote its prosperity during its second 
250 years of existence, we must improve the performance of communities and the 
people who lead and live in them.”

Stephanie Norling
Executive Director

Communities of Excellence 2026

http://www.baldrigefoundation.org/
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Visit our website https://coe2026.org/what-we-
do/learning-collaborative/learning-
collaborative.html to learn more

Number of Community Applications:  16
o 6 at Level 3 (top level)
o 5 at Level 2
o 5 at Level 1

Total Volunteer Examiners:  67

Feedback Reports sent to Communities 
on October 15th

http://www.baldrigefoundation.org/
https://coe2026.org/what-we-do/learning-collaborative/learning-collaborative.html
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2

Affordable, Practical, Self-Paced What People are Saying…

View Our Entire Course Catalog Here:
https://www.baldrigeinstitute.org/online-training

http://www.baldrigefoundation.org/
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America’s Best Investment

A Special Thanks to Our Donors & Sponsors!

Mac Baldrige Society
Institute Trustees

http://www.baldrigefoundation.org/
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