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TECHNOLOGY. CUSTOMISED.

Bi-Annual Review: Sales Self Appraisal

Part (i) - Profile ‘

Name: Sam Smith

Role: Sales Account Manager GB | Start date: 03/05/2018
Department: Sales Role start date: | 03/05/2018
Date of next review: October 3rd 2020

Select ‘Yes' or ‘No’ for each of the statements below:

Do you have an up-to-date job description? Oves ONo
Are you aware of the goals you set for the previous 6 months? ©ves ONo
Do you understand all the requirements of your job? ©ves ONo
Do you have regular opportunities to discuss your work, and action plans? ©ves ONo
Have you had a formal review in the last 12 months? ©ves ONo

If you answered yes to the above, have you carried out the improvements
agreed with your manager which were made at the last appropriate meeting? ©ves ONo

Part (ii)- Performance Review

Overall how have you performed in the last 6 months? How have you performed against your KPI's? How have
youp performed against the goals you set? What are your areas of strength and weakness?

Key Performance Indicators (KPIs)

KPI Comments

Currently 123.28% and | have exceeded my CMPE and CMPE NB

CMPE every month for the past 6 months.
CR 30 - 23%
CR30
CR60 - 25%
CR60
CR90 - 28%
CR90 I've made one sales mistake since the last review. While | did send a final quote to the

customer to confirm the order, | did not double check if they wished to order USB 2.0 or
3.0 like we'd discussed early in the sales cycle. | worked with Aftersales to get the order
collected and reproduced so the customer is now very happy.

Sales Mistakes
| have 789 customers on my 180 day list now compared to 1034 in my last review. This
is still higher than what I'd like. Since the last review I've focused on customers that
ordered at the same time last year and the year before. This has helped me focus my
180 day customers time on customers that are most likely to reorder while reducing my 180 day number.
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Performance against half year goals

Have you achieved the goals you previously set? How have you performed against these? If you didn't achieve these goals,
why do you think that is?

1) Win 3 competitions - | won 2 competitions and was close to winning 2 more. I've set this as my
goal again and | am determined to achieve it.

2) Improve Daily Routine/be more focused - | believe this has been achieve since | created a
new daily plan to ensure | have enough time each day for my various tasks. Focusing on calling
my customers in the morning has enabled me to speak to more customers.

3) Improve timekeeping/not be late - | now leave 10minutes earlier than before and it means |
have not been late once in the past 6months - the flexible start time is helping too!

Part (iii) - Feedback for Manager

What support have you had from your manager that

has worked well? What else do you need from your manager / others?

My manager is very approachable and a great | I'd appreciate more tips on how to manage and
motivator on the sales floor. decrease my 180 day customers.

Part (iv) - Goals for next 6 months ‘

What goals would you like to achieve in the next 6 months? What do you need to do to achieve them?

1. Win at least 3 competitions
2. Set a new High Watermark
3. Train another new starter
4. No sales mistakes
5. Increase my CR30/60/90 by 2%
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Part (v) - Additional Comments

Please include any other comments below:

1. Win at least 3 competitions
2. Set a new High Watermark
3. Train another new starter
4. No sales mistakes
5. Increase my CR30/60/90 by 2%

Employee Signature: Sam Smith
Date: (09/29/2020

*all data within this document will be treated as confidential
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