Title Company President Scorecard 2024
V1 3-5-2025
Name ____________________________________________Manager ___________________________Date _______
Average

	Success Factor
	Level 1
Unacceptable
	Level 2
Below Average
	Level 3
Good
	Level 4
Exceptional
	Rank

	Consistently Meets/
Exceeds Financial 
Targets
		Financial targets are consistently missed, with margins below 5%, labor costs significantly over target, and market share/revenue stagnant or in decline.



		Targets are occasionally met but often missed, margins below 10%, labor costs slightly over budget, and market share/revenue stagnating.



		Financial targets are regularly met, margins within the 15-25% range, labor costs well-controlled, and steady market share/revenue growth. Knows and manages by the numbers. Actively uses InspecTR.



		Financial targets are consistently met or exceeded, with margins consistently between 25-35%, labor costs optimized 50-55%, and significant market share/revenue growth.



	

	Develops and Implements a Clear Strategic Direction and Vision for the company
	Lacks a clear strategic direction, with no defined vision or goals, resulting in misalignment, confusion, and stagnation within the company.
	Strategic direction and vision are underdeveloped or poorly communicated, causing inconsistent alignment and occasional confusion among employees and teams.
	A clear and actionable strategic direction is in place, with well-defined vision and goals that align the company, driving consistent progress and growth. Steady progress is being made.
	A compelling and visionary strategic direction is fully implemented and clearly communicated, uniting the entire company and driving exceptional growth and success.
	

	Defines and Implements an Excellent Customer Experience 
	Customer service is poor, with frequent complaints, unresolved issues, and negative feedback, resulting in a loss of business and damaged reputation.
	Customer service is inconsistent. Some positive feedback but still recurring issues, leading to occasional loss of clients and minimal competitive advantage. 
	Customer service standards are well defined, measured, trained.  Consistently strong, High client satisfaction, timely issue resolution, and positive feedback that supports market differentiation.
	Customer service is exceptional, with consistently outstanding feedback, proactive issue resolution, and a clear reputation as a market leader in service excellence. 95% cust. retention, 30% increase in new customers. 
	

	Attracts and Retains Top Talent (Escrow, Title and Sales)

		Struggles to attract or retain key talent, significant turnover, unfilled positions, and low team morale impacting business performance.



	Occasional difficulty in 
attracting or retaining top talent, with moderate turnover, and gaps in staffing affecting some business functions. 30% turnover is typical.
	Consistently attracts and retains qualified talent, with low turnover and well-staffed teams contributing to business success. Knows key players in the market and proactively recruits talent and engages at-risk employees. 
	Proactively attracts and retains high-performing talent, with minimal turnover and strong team engagement, creating a competitive advantage in the market. Turnover < 10%
	

	Builds a Winning Culture & Environment:  
respect, hard work, camaraderie, recognition and ownership

	Team culture is toxic or disengaged, with low morale, poor collaboration, and lack of alignment with company values, negatively impacting performance.	
	Culture and environment are inconsistent, with occasional disengagement or misalignment, leading to sporadic collaboration and moderate morale issues.
	Team demonstrates strong morale and collaboration, aligned with company values, fostering a positive and productive environment. High integrity, accountability and helpfulness.
	Team culture is highly engaged, collaborative, and fully aligned with company values, creating a high-performance environment that attracts and retains top talent.
	

	Manages Underwriting, Escrow, and Title Risks Proactively
	Risk management is weak, with high claims and escrow losses, poor communication with underwriters, unclear procedures, and little to no training for the team.		
	Risk management is inconsistent, with occasional claims or losses, minimal underwriter involvement, and some procedures/ training in place but not fully implemented.
	Risk is well-managed, with low claims and escrow losses, solid relationships with underwriters, clear procedures, and regular team training on risk protocols.	
	Risk is proactively managed with exceptionally low claims and escrow losses, strong underwriter partnerships, robust procedures, and frequent, effective team training.
	

	Build a High Performing Sales &  Marketing Strategy and Structure
	Sales and marketing team is underperforming, with no clear quotas or objectives, minimal training, outdated technology, and little to no involvement in sales activities or customer engagement.
	Sales team is inconsistently meeting objectives, with some training and sales infrastructure in place but lacking sufficient president involvement in key sales processes and events.
	Sales team is well-trained and regularly meets quotas, supported by modern sales infrastructure and active president participation in high-profile opportunities and customer engagement. 35% or more of accounts are house accounts. 
	Sales team consistently exceeds new customer acquisition targets, fully equipped with advanced infrastructure, and supported by a highly engaged president who leads by example, actively mentoring, and fostering accountability. No double paying, NDP program functions well.
	

	Develops and Trains the Next Generation of Escrow, Title and Sales talent.
	Fails to develop or invest in future talent, with no structured training or mentoring programs, leading to gaps in skills and a lack of growth in the workforce.
	Provides minimal training or development, with sporadic mentoring and no formal plans for succession or talent growth, resulting in limited talent development.
	Consistently develops and trains new talent through structured programs, with mentoring in place and clear plans for ongoing skill and career development.
	Actively develops the next generation of talent through comprehensive training, mentoring, and robust succession planning at all levels, ensuring long-term leadership and growth.
	

	Embraces New Innovations, Process Improvements, Efficiency and Encourages Creativity.
	Resistant to innovation, with no adoption of new technologies or processes and little to no encouragement of creative thinking among the team.	
	Slow to adopt new innovations, with limited support for creative ideas, leading to occasional stagnation and missed opportunities for improvement or growth.
	Proactively adopts new innovations, designs process updates and looks for efficiencies, Regularly implements creative ideas and technologies that enhance efficiency and encourage team creativity.	
	Consistently leads in innovation, fostering a culture of creativity, regularly implementing groundbreaking ideas and technologies that set the company apart.
	

	Active & Present in the Business Every Day! 
	Rarely engaged with departments or teams, disconnected from customers and team. Leaves issues unaddressed. 
	Inconsistently engaged with departments and teams, occasionally addressing issues but leaving obstacles unresolved and with limited interaction.
	Regularly engages with departments, proactively troubleshoots problems and removes obstacles, strong relationships with customers and team members.
	Knows everyone personally, active in problem solving and troubleshooting. Accessible and deliberate. Excellent with customers. 
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