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Balanced Scorecard and continuum of value (1st part)
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Vysvetlivky k predchozimu snimku

MISE : Vyjadreni toho, proC a k ¢emu organizace existuje, co chce délat, co umi. Zakladnim poslanim
kazdého podniku je svym zdkaznik(m poskytovat bud néjakou sluzbu nebo jim prodavat nebo jinak
poskytovat svoje vyrobky.

Vize (anglicky Vision) je pojem, ktery se pouZiva v rdmci strategického fizeni. Vize je to predstava
zadouciho budouciho cilového stavu a ma podobu jednoduchého popisu jeho podoby a idedlniho stavu,
kterého chce organizace svoji strategii dosdhnout. (TOC — FRT)

Vize je soucasti motivacnich faktorti (jedna se o nejvétsi motivator) v organizaci - pomaha “tahnout za
jeden provaz smérem k jejimu naplnéni”. Klicové je, aby se s vizi ztotoznili vSichni manazeri a zaméstnanci
v organizaci. Stanoveni vize je vhodné pro vSechny typy a velikosti organizace. Bez ni chybi jasné vyjadreny
smér, kterym se chce organizace vydat a Spatné se tak stanovuji dalSi motivatory.

Metoda SMART umoznujici dosahovat cile

S - Specific — specifické, konkrétni cile (napf. snizeni mnozstvi nakazenych v ¢ase)

M - Measurable — méritelné cile -kdo neméri, ten neridi (kolik ventilator(, rousek, respirator(, vylééenych, atd.)
A - Achievable/Acceptable — dosaZitelné/pfrijatelné

R - Realistic/Relevant — realistické/relevantni- vzhledem ke zdrojlm (kapacity, pritok, ...)

T- Time Specific/Trackable — ¢asové specifické/sledovatelné (méreni-testovani za obdobi, )


https://managementmania.com/cs/strategicke-rizeni
https://managementmania.com/cs/organizace
https://managementmania.com/cs/organizace
https://managementmania.com/cs/manazer

Balanced Scorecard and continuum of value (2nd part)

* Balanced Scorecard is a step in the continuum describing value

and how the value is created

Target — what WE need to do (plan, project, budget, ...) Co potfebujeme

Co musi udélat ja sam

Personal ObjECtiVES — what | need to do
abychom dosahli cile

Strategic Outcomes (vysledky, zavéry)

Spokojena spolecnost

Satisfied Shareholders

Zdravi obcané

Delighted Customers

technika, pomticky, léky

Metody a jejich kontrola




Definition (zdroje a definice)

* BS developed by Robert Kaplan and David Norton
 BS examines a firm’s performance in four critical areas

Learning and Growing — how will we sustain our ability to change and improve ?

Resource : Operation Management, Quality and Competitiveness in Global Environment, Russel &Taylor



Basic strategy map (two lower BS levels)

Processes

Human capital Organizational Capital Information Capital

Excellent training Efficient and flexible Analytic applications
of resources structures and reporting BI, Budgfets->see next slides,
system, teamwork, culture transaction processing
TQM-Total Quality Management applications=ERP, ..)

Resource : Operation Management, Quality and Competitiveness in Global Environment, Russel &Taylor (not the red ones)



Budget model in ERP-setup

G/L Budgets -

Name Description Budget Dimension

Budget Dimension

Budget

Type to filter (F3) MName | >
Set Work Date ME&J

Budgat - Bloc.. Set Work Date

1 Code 2 Code Dimension ... Dimensia...
2018 2018 budget [ Work Date:
2019 2019 budget AREA SALESCAMPAIGN B
General A
Budget Marne: 2019 - View by: Week -
Show as Lines: G/L Account hd Rounding Factor: Mone -
Show as Columns:  Period - Show Column Mame: [
Budget Matrix (Filtered) .u.* ~
== Balance -~ & Find Filter T;\ Clear Filter
Code Mame Budgeted 4.2019 5.2019 6.2019 =
Amount
6610 Sales, Other Job Expenses
6620 Job Sales
6695 Total Sales of Jobs P
6710 Consulting Fees - Dom. 380,00 “'-_ 100,00 200,00 80,00
AE10 Feec and Charnes Ber - Dinen

Total budgeted amount =380




BUdgEt mOdel |n ERP — (sales of consulting services)

Lines Sales Line (invoice) 24.1.2019

Functions ~ [ Line - ﬂ Mew @ Find Filter Clear Filter

Type Mo, Description Location Quantity  Unit of Unit Price Excl. Line Amount  Line Discount %

Code Measur... VAT Excl. VAT

G/L Account 6710 Consulting Fees - Dom. BLUE 10 HOUR - 40,00 400,00
— Sales Line (invoice) 31.1.2019

Functions ~ [ Line - J Mew i Find Filter Clear Filter

Type Ma. Description Location Quantity Unit of Unit Price Excl. Line Amount

Code Measur... VAT Excl. VAT

G/L Account 6710 Consulting Fees - Dom, 12 HOUR 40,00 480,00
Lines Sales Line (invoice)7.2.2019

Functions ~ [ Line ~ J Mew % Find Filter Clear Filter

Type Ma. Description Location Quantity = Unit of Unit Price Excl. Line Armount

Code Measur... VAT Excl. VAT
G/L Account 6710 Consulting Fees - Dom. 4 HOUR 15,00 60,00
General Ledger entries

Posti... Document  Document  G/L Description Gen. Gen. Bus. Gen. Amount  Bal, Bal. Entry Mo.
Date Type Ma. Acco.. Posti..  Posting..  Prod.. Accou.. Accou..
24.1.2019 Invoice 103037 6710 Inveice 1004 Sale MATIONAL  SERVI.. -400,00 G/L Account 2852
31.1.2019 Invoice 103038 6710 Inveice 1005 Sale MATIONAL  SERVI.. -480,00 G/L Account 2855
7.2.2019 Invoice 103039 6710 Invoice 1006 Sale NATIONAL  SERVI.. -60,00 G/L Account 2858

400+480+60=940



Budget- Planned-Actual

Options
Closing Entries:  Include - Viewas: Met Change -
View by: IQuarter -]
Mo, MName Income/Bal...  Debit Amount  Credit Amount  Budgeted Debit  Budgeted Credit  Balance/Budget
Amount Amount (%)
6710 Consulting Fees - Dom. Income Stat... [ 000 380,00 ] —_— 174

CLINT EASTWOOD

BUDGET 2018

LOOD, BAD
UR

LEEVANCLEEF  (Eij WALLACH
SERGIOLED



Basic strategy map (two upper BS levels)

Shareholder

Productivity Strategy value

Growth Strategy

Strategy

Increase value of customer account

Stars and Milk Caws segments of Boston Matrix
(8.4.2019)

Stable product portfolio

New resources generation (higher market share )
R&D related to current product portfolio

Finance

Become industry cost leader (Gartner Magic
Quadrant Matrix) — 8.4.2019

Maximize use of existing assets

Improve cost management

Competitive prices Low cost of supply Perfect Quality Deliveries in time

|

Processes — at which business processes must we excel (see previous slide) ?

Resource : Operation Management, Quality and Competitiveness in Global Environment, Russel &Taylor (not the red ones)



Balanced Scorecard worksheet

Key Performance Goal for | KPIResults
Dimension Objectives Indicator 2008 to Date Performance
2 Productivity Become industry cost leadear P reduction in cost per unit 20%% 10% S09% o
= Growth ‘ are Market share 50% 40% B80% (50+80)/2
E Cuality 3. good quality first pass 1003 20% 209 ]
T

§ Timelinass Oin-time delvery % of or-time deliverias O5% Q0% Q594

Sl Integrate into production % orders delivered to assembly S0% A% 809% —

Reduce inspections P suppliers 150 9000 certified 0% 60% BT

Products Reduce time to produce Cycle time 10 mins. 12 mins. 839% o
Improwve quality #warranty claims 200 1000 20%
= Distribaution Reduce transportation costs 3% FTL shipments 5% 0% 409% 40%
=
[

Post-sales Improve response to %% queries satisfied on .

Sarvice customer inquiries first pass - ik E R

Risk Reduce Inventory obsolescence  Imventary tumover 12 & S50% —

Reduce customer backlog %% order backlogged 10% 20% S0%

Hurman Dm|up qua"‘[}r im prmrerrﬁnt # of six SIQITlE Black Belts 25 2 89 a5,
— | capital skills % trained in SPC B095 50% G3%
= %% customers who can track
<5 | Information Provide technology to arders 100% 60% 60%
= | capital improve processas B1%
£ |9 suppliers who use EDI | B0, 50% 3%
2 | organizational| Create innovative culture # of employee suggestions 100 B0 60% —

capital % of products new this year 20% 10% 509

Explanations : FTL-full truck load, LTL- less than truck load , SPC=statistical process control, EDI=electronic data interchange, Cycle time=time/unit=(e.g.7 min/1 customer request)

Resource : Operation Management, Quality and Competitiveness in Global Environment, Russel &Taylor



Some units for measuring (home study- intro 1)

* Will be presented later in sections such as :
— Little’s law (WIP=Throughput *LT) — 15.4.2019 will be presented

— Theory of Constraint... was presented

e Takt Time (TT) - rhythm in which we have to produce in order to

satisfy customer demand (demand is 240 toaster ovens and we can
produce these in 480 minutes ->TT= 480/240=2

* Lead Time (LT) — Number of minutes, hours, or days that must
be allowed for the completion of an operation or process, or must
elapse before a desired action takes place —see next slide

Bude soucasti prednasky tykaijici se Littlova zakona



ERP outputs and BSC

Custemer - Summary Aging
CRONUS Intermational Lid.

‘Cusiomer: Mo 1000050000

Mo Hamsa

10000 The Carmon Group PLE
20000 Selangorian Ld.

30000 o Handodk Insurance Co.
40000 Deerfield Graphiles Company
50000 Gulkiiond Waer Cepartment

Total (LCY)

Report generated from
ERP MS Dynamics NAV

Batanca Dus
iz L= [dirk B
—bafore [l il k] iy k)
4386055 Qo Qo Qo
-5 467,38 00 00 00
HOES 4 Q00 Q00 Q00
132888 Qo Qo Qo
BEE,TS 00 00 00
FEE ML 0,00 0,00 0,00

Growing Productivity Finances
Human
capital Growth
Risk Quality
Service ’ Timeliness
Processes  Distribution Suppliers Customers

Products

286 056,12
000
020
a0
000

I35 05512

12 Canen 3015
Page 1

33491667
-3 46T 3
MOS0
132858
BEE TS

ET4 310,32

FINANCIAL WAY OF
REPORTING

BS WAY OF REPORTING
(RADAR CHART)

Based on KPI estimation in % out
analysed company is excellent,
but on the other hand,

collecting money, credit limit
and overdue management

is falling behind

Resource : Operation Management, Quality and Competitiveness in Global Environment, Russel &Taylor (only radar chart)



ERP forms related to cust

omer aging report

10000 The Cannon Group PLC - Customer Card

General |Cummunicatiun Inwvaoicing | Payments | Shipping | Foreign Trade |

has been exceeded. Do you still want to record the amount:

2 This customer has arWnd the customer's joredit limit

MO o v 10000 (=) #*] Search Name . . . . . . THE CANNGCN GR....
Mame. . . . ... ... The Cannon Group PLC Balance (LCY). . . . .. 334 916,67
Address . . ... ... 192 Market Sguare Credit Limit (LCY) . . . 10 000,00
Address 2. . . . . . .. Salesperson Code. . . . |PS
Post Code/City . . . . . B27 4T (#] [Birmingham  (#]] pesponsibiity Center . . |BIRMINGHAM
Country/Region Code . . |GB ® l% Service Zone Code M
Fhore Mo, . . . . ... ) Socked =
Primary Contactfe... . - ® Last Date Modified 02.03.15
Contact, . . ... ... Mr. Andy Teal
Check Credit Limit = ==

STz = 2 2 2 =2 = = = = = 10000
Mame. . « « « o o« w = - The Cannon Group FLC
Balance (LCY). . . . . . 334 916,67
Outstanding Amt. {LCY) . 157 876,00
Shipped/Ret. Rcd. Mot... 525,50
Current Amount {LCY). . 0,00
Total Amount LCY) . . . 493 318,17
Credit Limit LCY) . . . . 10 000,00 ‘—.—
Owerdue Amounts (LCY)
azof 10,1214 . . . . . 948 /04,17
[ Yes ] [ Mo ] [ Customer v] [ Help ]




BS and OM

Learning and Growing — how will we sustain our ability to change and improve ?

ll’JIoha 1 _

Project Theory of constraints and p . Linear Total quality - Business
.- roduction X
management Thinking Tools programming | management Product postitioning Intelligence
. . Drum —buffer- MRP-MRP- Cutting, Pareto, Boston Gartner Decision
Workflow Critical chain rope 11,JIT,APS blending ishikawa Matrix QM making
CONWIP Logistics Yield management Kepner-Tregoe
Hurviwtz
EOQ, ABC
Prospect
Little’s law theory

Uloha 1




Strategické iniciativy

(dolni dvé BSC vrstvy maiji zde definovany Cil- Méreni- Zdmér- Akéni program)

Spokojeni akcionafi

N¢
-

Rust prodeje Rust mar;

N_/
\ / Akéni

il &feni Amé rogram
Poskytnutd hodnota Lepsi vztahy C Meéreni Zameér prog

Udrzet si Pomér WIN/LOST Akéni

zakazniky prodeje

Pomér WIN/LOST

Zvétsit podil
na trhu

Obrat prodejniho kanalu Pgdpora

Pocet novych 0100 % - 2 roky image

klientl (zvyseni)

Potet probléml | 050%-2roky | Program

P¥i3li poprvé Nepftijemné pirekvapeni (sniZeni) cileného
marketingu
Marketingové % dovednosti Do 100% -rok Skoleni
dovednosti % zakaznikd s OK | Do 80 % -2 roky| Novy SW

daty




Tabulka jako podklad pro konstrukci grafu JSS (FRT—>BSC)
a eliminaci nepotrebnych aktivit

(obdoba postupu pri zavadéni stihlé vyroby)

& : H |
'g H g % B E gig =
@ iow T E E: A :g =
- 2
2 = 'g 8 % 2 -g 3 = £ S £ 5 é :
g ERERRIL g SRl i . BB op :
g 1 : i z E T B 51 | iE % %
Bt I ] AL TESE T
h\é“‘tﬂ\mﬁ . E‘E‘Eﬁﬁﬁﬁ\ﬁmw‘* § Ei4% 3
AR L AR B e
i i i 2 = ‘ 3 =
i E v LEL L E = § é aig BimigiEBig Bl R = [E' saldig gl
SFEA SFE iExportni objednavka 2
SFE.2.2, SFE  iTwarba objedn vy k atalogu zbod pro adb ératee
SFE.2.8. SFE _ iPrizvum atvorba nabid e na zpolupraci 3
SFE.2.10. SFE ilednani se =3k aznkcem Fio @ik 1 Jod e 2y B e e
FADT s Objednani zboz 2 2 1
PhAdd Fhd Dotazy = pobacelk 1 475 2 1: 4
PhiCE Phd b er dod gwatels A5 i gy b 4: 4: 1 2 3 2 i 2
PhACS Phd kakulace LT T L) = 2 3 4: 5 3 3 4 2 2
PhACS Phd Informace o nowam zh o pro prodaj 4: B 4 =] 3 4 5
Phd 02 Phd Jednani = dod svateli FiLani 5iag T s = Bi 2 4 S Pn g
P2 Fhul tlak eting -Pripravy a vyhodnocen akc a8 B [ 12 B: 10 r 5 B 3 CHE a 3
SFZ3 SSFilnwestice - zmilouwy iservisy FE) [= i) i AT =] =] =] =] =1
SF 24 SSF  iRozvoj koncepce P artner ELIT 100 7 8: 8 9: Bi 7 5 7 =] =3
Lood Lo Objedndvioy od pobodek - zpracowani 2 K G
Lo o2 Lo Fiijemzboi na CS 3 =] =] =]
Lo na, LA hide shes, = 0 A ]
[Faja) LA iProdeizhod = 05 (5 5F HEE0 £ ] i
L0 08, L Frowvoz CS g [ 3 [ 2
Loos. Lo pracovani podkl add pro mady 10
Lo.12 L Doprava =] ki 11 11
Lo .13 L Facturace C5- sluzby (D oprava a ast.) =]
Lo 16 L Staré diby 3 wratng ob ahy 9 3
) LE 7 B by 1i i g
Loz [in] Ucetni prevody zbozi (Zb. Drentk )
FRAY FR Smiouwny pro zak azniloy, Tistrib utony 1 g 914 i rd
FOZ FO Financni operace
FO4 FO Tworba podkladd pro mzdy Pobodos
POS PO Objednan zbod 11 11 11 12
FOT PO Fiijem zbos 12 12 7
FOS FiO Frode) T337°89 13 10 13 [=] 14 =] 5] 5] g 515
FODE FO Trarsferzbozi da jing poboday 14 14 T4 4 13
Fi. 10 P hrde) zhos i8 i3
co eCa 13 15:10: 10 11: 161 9 15 9 [
Fl mzdy 1 1 0
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Vysledny graf po aplikaci JSS (strategicka mapa)
(transpozice strategickych cilt ->BSC vrstev)

Klicova obrazovka pro Ulohu 2

= Spokojeny investor = Finanéni ohodnoceni
S - : =
L _______—» HNavratnost investice — zamestnancu
= Piiméfeny L
L risk ————————— Hodnota znacky
o
e
Lepsi platici zakaznici _» Udriovani stavajicich zakazniku

7. L] __.--"__---- o "'L"—-.__
5 Mové trhy = - _— >3l i
= ove iy <————— Siroky sortiment - ~— Loajalita —
= e ﬁ'" b h A ,f/ g P Exklusivita
e fiskani prilezitosti \ - Kvalitni sluzby, odbératele
= L ".,. - MNizka cena wyrohek, servis

Znalost zakaznikii Voo -

=% .
" Ptypy (modely, Poxe tentky do
2 = materialy) A —_— zahranici
@ o 3 ¥ . Zlepseni logisti ky Pl
= - __.f’-f _.-"' . o
= s = -f ) Bezprohlémovwy chod firmy
== Zlepsenl organizace — . - A w
a komunikace -_5<" il \
- - -',.'
?#__H.--f" \ #ff "\\1‘ _.-" 3
L epsi vypocetni F"rustur ru kreativitu Spolehlivy = o
teghnﬁgl P Duhr:-,r tj-,rm dodavatel Spl:lEhllU-'a banka
f"’ 'Ur = 4 ».______ LA ]
- o yvojovy — f — > A
5 - pracovnik { S—— M /
g e 1 Zastupitelnost e
E Zwysovani kvalifikace i g Spolehlivy, samostatny,
== + komunikacni d"“f_‘_i[‘_“m' __~ flexibilni pracovnik s
- HKariéra a riist zaméstnance, vychova — osohni zodpoveédnosti
-
Vsechny pozitky ———* 3Spokojeny pracovnik




Strategicka mapa |

e Standardni BSC oblasti e Varianta BSC (Uloha 2)

— Financni — Kvalita vyuky

— Zakaznicka — Studenti

— Procesni — Zpusoby vyuzivani
— Uéeni nastroju a metod

— Nastroje, metody, ucitelé



Strategicka mapa Il

Varianta BSC (Uloha 2) . Varianta BSC (Uloha 2)
= Kvalita vyuky —  Vysledky test(-kvalita vyuky
— Studenti *  dobé vysledky
—  ZpUsoby vyuZivani nastroji a metod R réce
- Nastroje, metody, ucitelé P .
— Studenti

* akceptuji pravidla
* dobra informovanost
*  kvalitni studijni materidly
* rychld reakce na pozadavky
e planovani zkusebnich termind
* transparentni pravidla
~ Zpusoby vyuzivani
* plany on-line pfednasek
*  kvalitni studijni materidly
* Interaktivni osnovy
— SW nastroje, metody, ucitelé
— CIsco
— Adobe-Connect
— SKYPE
— MSTeams
— Zoom meeting
—  Utitelé (lidsky kapital)

Kvalitni vysledky zkousek stojicich na jasnych
otazkach a odevzdanych Ukolech

Kvalitni informace o ucivu a Ukolech
a jejich rychla dostupnost
Vsechny materidly prehledné na jenom misté

Interativni osnova

Inspirativni strategicka mapa ze ¢tyrmi cili.



Jak dosahnout vybranych strategickych cilu |.

* Popis prekazek (CRT) — priklady UDE
(nahodny vybér, ktery nemusi slouzit k vytvoreni konkrétniho CRT)
- neznalost implementace SW nastroju
- slozité ovladani
- nutnost pouzivat licence
- nekvalitni pripojeni k siti
- starsi verze operacnich systému
- nedostatek literarnich zdroju
- Spatna informovanost o zkouskach a terminech
- nespravneé strukturované materialy

- Spatné nastavené komunikacni protokoly (desitky obdobnych
dotazl podavanych e-mailem studenty jednomu vyucujicimu)



Jak dosahnout vybranych strategickych cilu |.

* Popis zadoucich efektl — priklady DE
(ndahodny vybér, ktery nemusi slouzit k vytvoreni konkrétniho FRT)

—  SW nastroje jsou dostupné jak na strané studenstva tak na strané profesorského sboru
(SKYPE, MS Dynamics NAV, interaktivni osnova i kdyz jde o jednosmérné predavani
informaci) )

— rychld reakce na poZadavky student(

— synergie pisemnych zdroja (Word, knihy, internet, PWP)
— s on-line prenaskami

—  kvalitni planovani

— flexibilita obou stran (vyucujici i studenti)

— adaptabilita obou stran na nové podminky

—  studijni doddvané vcas a srozumitelnou formou

— transparentni preddvani hodnoceni



Strategicka mapa a FRT

(jak dosahnout stanoveného cile)

Varianta BSC (Uloha 2)

— Vysledky testu, kvalita vyuky

* dobé vysledky

* prace
— Studenti

* akceptuji pravidla

* dobra informovanost

* kvalitni studijni materialy

* rychla reakce na pozadavky

* planovani zkusebnich termind
* transparentni pravidla

— ZpUsoby vyuZivani

* plany on-line prednasek
* kvalitni studijni materialy

* Interaktivni osnovy
* SW nastroje

CIsCco
Adobe-Connect
SKYPE

MS Teams
Zoom meeting

Varianta BSC (Uloha 2)

Vysledky testl, kvalita vyuky
* dobé vysledky

* prace

Studenti

* akceptuji pravidla
* dobra informovanost - FRT-3
* kvalitni studijni materialy
* rychla reakce na pozadavky
* planovani zkusebnich termind
* transparentni pravidla
Zpusoby vyuzivani
* plany on-line prednasek
* kvalitni studijni materialy — FRT 2
* Interaktivni osnovy
SW néstroje

CISCco
Adobe-Connect
SKYPE

MS Teams — FRT 1
Zoom meeting

Studenti s pro Ulohu 2 vyberou pouze jeden FTR a jeden CRT, které budou navazané

na jeden nebo mozna i vice strategickych cilG. Zde jsem uvedl pro inspiraci tfi mozZnosti (FRT1-FT3).



Graficky nastin reseni (BSC-CRE-EC-FRT)

o

= Strategicky cil - = neporozumeéni zadani

= Nezadouci efekt

= Zadouci efekt

= Klicovy problém (napt. on-line pfednésky nejsou v ¢ase synchronizovany
s doddvkou relevantnich studijnich materialQ- jaké problémy jsou spojeny s SC)

SC

= Vybrany strategicky cil
= VlyfeSeno /

- E@ = injekce
X

(jak to resit)




Strategy Map-The Simple Model of Value Creation

R ., -

Financial perspective

Jak bude chapat majitelé,
akcionari, spolecnost
nasi snahu o dosahnout vize ?

Customer perspective

Jak musime byt chapani
zakazniky, aby se nam
podarilo dosahnout vize ?

Internal perspective

Které procesy musime
Korektné nastavit a ridit ?

Learning and growth perspective

Abychom dosahli vize
co musime zlepsit

Resource : Strategy Maps, Kaplan and Norton




StrategiCké Mapada (BSC)- velmi zjednodusené schéma
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Test 1

 What is the main goal of a company?

A) Obtain the highest profit
B) Find solutions that will be in the best
interests of stakeholders

C) Produce as many products as possible
D) Aand C
E) None of the above




Test 2

* Which of the following is Operations
Management Technology not concerned with?

A)Product & Service Technology
B)Process Technology

C) Globalization technology
D)Information Technology

E)All of the above



Test 3

* Which of the following would be considered an
input when converting inputs into outputs
during the transformation process?

A) Land

B) Capital

C) Raw Materials
D) Facilities

E) All of the above



Test 4

* Which of the following is not a key element of
supply chain management ?

A)Purchasing

B) Suppliers

C) Location

D) Logistics

E) Managers decision



WalE SN

This Is The End
Beautiful Friend
This Is The End

My Only Friend The End

Of Our Elaborate
Plans The End
Of Everything That
Stands The End




