
MBDA Performance Metrics
DEFINITIONS
Dollar Value of Awarded Contracts and Procurements This represents the total 

dollar value of successfully awarded contracts and/or the total principal value of executed 

sales/delivery contracts of services/products/intellectual rights and/or other binding financial 

considerations secured by clients of the MBDA Business Centers, with the assistance of 

Center staff. For purposes of this performance element, Dollar Value of Awarded Contracts 

and Procurements are those transactions which have a specific dollar value, and which pro-

duce a commercial benefit for the client firm. 

Dollar Value of Awarded Financial Transactions The total principal value of 

approved loans, equity financings, bonds, leases (property and equipment), assets under 

management or other binding financial agreements secured by clients of the MBDA Business 

Centers with the assistance of Center staff. 

Management Assessment MBDA’s overall evaluation of the MBDA Business Center, 

based on the Agency’s internal review of the Center’s operations. The management as-

sessment focuses on such areas as the development of written service engagements and 

work plans; proper staffing; adherence to scheduled work hours; recordkeeping; successful 

completion of Agency training; customer relationship management, maintenance of strate-

gic partnerships; market promotion and any other areas MBDA may deem to be relevant in 

determining the overall quality of the Center’s operations. An operator may also lose up to 

two points from the assessment if the MBDA Business Center staff fails to participate in the 

required training credit hours. 

Number of Clients Served The actual number of clients served in a funding period. Cli-

ents are defined as those that have registered with the MBDA Business Center and complet-

ed a written engagement for specific services. Clients may be counted only once during the 

program year. Clients from a prior program year may be counted in a subsequent program 

year if continued service provision to said clients is documented. 

Number of Contracts The number of awarded contracts and other binding procurement 

awards secured by client firms.

Number of Export Transactions Facilitated The number of global contract 

opportunities and export financing transactions secured by client firms as a result of direct 

assistance from an MBDA Business Center.

Number of Financial Transactions The number of successful financial transactions 

secured by client firms. 

Number of Jobs Created The number of new full time and/or part time positions re-

ported on the client’s payroll during the funding year. Persons on paid sick leave, paid holiday 

and paid vacations are included as employees, as are salaried officers and executives of 

corporations. However, proprietors and partners of unincorporated businesses are not con-

sidered employees under this definition.

Number of Jobs Retained The number of existing full time and/or part time employee 

positions retained and reported on the client’s payroll during the funding year. Job retention 

pertains to maintaining the status quo of persons employed by the client in lieu of subjec-

tive and objective decisions made by the client to reduce its work force due to economic 

conditions, lack of capital, failure to secure necessary contracts and/or sales. Persons on 

paid sick leave, paid holiday and paid vacations are included as employees, as are salaried 

officers and executives of corporations. However, proprietors and partners of unincorporated 

businesses are not considered employees under this definition.

Number of Referrals The number of referrals made by the Center to clients seeking 

assistance that is outside the scope of MBDA Business Center program services. Referrals 

may be made to strategic partners or other external service providers able to provide ser-

vices that are relevant to the client.

Number of Strategic Transactions Facilitated The number of awarded transac-

tions secured by clients that included successful MBDA Business Center facilitation of joint 

ventures, teaming arrangements, and/or the number of mergers and acquisitions brokered 

on behalf of clients by the Center. 

Promotion of MBDA The extent to which MBDA Business Centers meet and exceed the 

requirements for communication of the mission and objectives of MBDA within the business 

and government community.

Return on Taxpayer Investment The total value of contracts and capital obtained 

by  clients as a result of their work with MBDA divided by the Agency’s fiscal year budget 

appropriation.

Statements regarding contracts, financial transactions, and jobs created/retained reported 

for MBDA Business Center clients are verified by MBDA headquarters staff. MBDA 
performance data is maintained in the Agency’s CRM database.




