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Email Participant Invitation

Hello Ajax Nowack

As part of your sales coaching, you have been asked to complete the following multi-rater feedback assessment instrument Sales Manager
View 360.

The following categories of raters can be asked to complete your Sales View 360 questionnaire: 1) Your Manager or managers (those to
whom you currently or most recently reported to); 2) Direct Reports (sales representatives reporting to you); 3) Peers (other colleagues or
peers; and Team Members (others within vour organization at different job levels). The feedback they will provide, except for your own
manager, is completely anonymous and the instructions on how to complete the survey are contained in this e-mail.

To begin yvour Sales Manager View 360 process, select the raters vou wish to participate by clicking on the first link provided below. You will
be shown a screen asking vou to select the number and type of raters who will be participating in vour feedback process. You will then be
asked to type in their full names and email addresses. Once you have completed this step. your raters will automatically receive instructions
for completing Sales Manager View 360 online.

You will also need to complete vour own self-assessment. You can do this now or at a later date by clicking on the second link provided
below. You may complete the questionnaire all at once or start and come back to it at a later date (vour completed responses will be saved).

If vou have any questions about this online process, please feel iree to contact Envisia Learning Inc. at support(@envisialearning.com

To select your RATERS, please use the following URL
Click here (http://vs360.ccitesting.com/Nominate/?password=YHNJK28G)

To complete the questionnaire online just click on vour name below or "cut and paste" the website address provided next to vour name into
your browser (e.g.. Internet Explorer).

Ajax Nowack (hitp://vs360.ccitesting.com/?password=YHN.JK28G)

Thank You!
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Nominating Raters

SALES MANAGERView360”

Welcome Ajax Nowack!

To begin the 360-feedback process, please invite 'raters' to complete the online assessment. Enter the number of raters you'd like to invite
for each of the categories below. Click the "Next Step' button to enter their names and email addresses. Each rater will automatically

receive an invitation with instructions to complete the questionnaire.

The following raters have been invited:

Ajax Nowac k ken@envisialearning com

PRI Wive = Vo V. W s 0 W2 Y

Password Creation:

Please enter the number of additional raters to invite for each cat
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Online Assessment

SALES MANAGERVIEW360"

Sales Manager View360 Questionnaire
Self-Assessment for: Ajax Nowack

Frequency Scale

= Almost Never
Infrequently
Sometimes
= Frequently
= Almost Always
N/A = Not Observable or Not Applicable
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1 Sets, pursues and achieves aggressive sales goals and targets. ele ele|a

Focuses on key tasks when faced with limited resources or time. el e e
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organization’s business goals.

Recognizes and understand the sales market opportunities, trends and competitors. e|le
Seeks out potential business opportunities with current prospects and new sales clients. ®|®

Develops sales business plans that balance short-term results and long-term strategic priorities. ®|®

w | o~

Stays informed and analyzes the impact of sales market trends in relation to customer issues. el e el

10 Ensures the sales team understands and balances the needs of customers while ensuring el &6
organizational profitability and productivity.

SALES MANAGERViEeW360™

Helps others to understand how the sales team’s work contnbutes to the achieverment of the ele| e|le|e

QOvercomes potential obstacles and challenges to achieve sales goals for the team. ele @l e

Displays single-mindadness in focusing energy on key sales goals and targets. ele e|le|e
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Editing and Submitting Completed Assessment

96f Conveys confidence in the skills & abilities of employees. To a Large Extent

97 Communicates a vision of the organisational future & inspires To a Moderate Extent
commitment & support towards this wvision from others.

98  Solicits & values the thoughts, opinions & ideas of employees, To a Small Extent

99 Generates & considers multiple solutions to a problem. To a Very Small Extent

100 Considers the consequences of decisions, To an Extremely Small Extent

[ Edit Responses ]

Free Responses

Please provide any written comments you have regarding the Strengths of the individual in the space
provided below
Comments appear here...

Please provide any written comments you have regarding the Development Areas of the individual in
the space provided below
Comments appear here...

[ Edit Responses ]

If you are satisfied with your responses, please use the complete questionnaire button below. If you wish to
print out 3 copy of your responses on this screen you may do so by clicking on the 'Print' button at the top of
your web browser,
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Complete Questionnaire |
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Interpreting Your

Sales Manager View 360
Feedback Report
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Emotional Reactions to Feedback: GRASP Model

Grin or Grimace {—=> Emotional Reaction

ReCOQHize or Reject <(==) Cognitive Reaction

Actor Accept > Commitment Reaction

Strategize &

Partner

{—=> Behavioral Reaction
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Sales Manager View 360

15 Competencies/91 Questions

Sale Performance Leadership Interpersonal Leadership

Drive for Results
Business Savvy
Strategic Problem Solving
Customer Focus

Sales Planning/Territory
Management

Intrapersonal Leadership
Managing Self
Adaptability/Resilience
Engenders Trust

viewse60

Emotional Intelligence

Oral Communication/Presentation
Employee Involvement

Sales Team Empowerment

Sales Leadership

Coaching and Mentoring

Sales Team Development
Written Communication
Performance Management



Sales Manager View 360 Features

Measures 15 Competencies Focusing on:

Sales Performance Leadership
Interpersonal Leadership

Intrapersonal Leadership

91 Behavioral Questions
Online Administration
Reliable and Valid Scales

Comprehensive Summary Feedback Report

envisia®
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Sales Manager View 360 Report

Sales Manager View 360 Competency Definitions
and Conceptual Model

Self-Awareness/Social Awareness Comparison
Graphs

Overall Competency Graphs (self and other
comparisons)

Most Frequent/Least Frequent Behavior Summary

Summary of Average Scores by Rater Category with
Statistical Measure of Rater Agreement

Written Comments by Raters
Developmental Action Plan
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Confidentiality of the 360 Feedback Process

KEY POINTS
All raters are anonymous except for the “manager”

Online administration uses passwords to protect
confidentiality (Internet administration)

No line or bar graphs are shown unless at least two
raters respond in a rater category (anonymity
protection)

The summary feedback report is shared only with
the respondent and is intended for development
purposes only

The respondent decides how much of the summary
feedback report he/she wants to share with others
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Self-Other Perceptions:
What Are Others Really Rating?

BOSS » Performance
REPORTS » Interpersonal
Factors
Leadership
PEERS » Potential

nnnnnnnnnn

SALES MANAGERViEW360” cIVIsia | &



Sales Manager View 360
Feedback Report Components

Self-Other Comparisons
Graphical Comparisons “Johari Window

Most and Least Frequently Observed
Behaviors

Summary of Average Scores
Statistical Measure of Rater Agreement
Written Comments
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Sales Manager View 360

SALES MANAGERVIEW360
Summary Feedback Report

Introduction

This Feedback Report provides you information about how you are perceived on the 15 job critical supervisory and management competencies of Sales
Manager View360.

This Feedback Report summarizes information from questionnaires completed by the following number and type of raters:

Self 1
Manager 1
Peer 2
Sales Rep 2
Team Member 2

This Feedback Report gives you:

¥ Competency Definitions

¥ Competency Rater Overview

v Competency Summary

¥ Most Frequent / Least Frequent Behaviors
¥ Behavior Summary

¥ Open Ended Comments

+" Development Planning Guide
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Sales Manager View 360
Graphs Self-Other Perceptions

KEY POINTS

Sales Manager View 360 uses average scores based on
the 1 to 5 “positive response” frequency scale (Almost
never, Infrequently, Sometimes, Frequently, AlImost
Always)

The bar graphs summarize self and other perceptions on
each of the 17 separate competencies

The legend to the right of the graph will summarize
average score and number of raters for each category

Range of scores for each rater group are graphed



Sales Manager View 360
Graphs Self-Other Perceptions

SALES MANAGERVIEW360
Competency Rater Overview

The table shows the Average score from all respondents (excluding _

yourself) for each competency. A |Drive for Results 314

The graph shows how you have been rated at the Competency level by -

each of the different respondent types. Each line relates to a different B |Business Savwvy 3.06

respondent category as indicated in the key, with the letter corresponding C |Strategic Problem Solving 3.19

to the competency in the table above. D |Customer Focus 2.94
E |Sales Planning/Territory Management 2.86
F |Emotional Intelligence 322
G |Communication 3.00
H |Sales Team Empowerment 3.08
| |Sales Leadership 295
J |Coaching and Mentoring 280
K |Sales Team Development 3.02
L [Performance Management 3.12
M [Managing Self 283
N |Adaptability/Resilience 293
O [Engenders Trust 263
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Sales Manager View 360
Self-Other Perceptions

Emotional Intelligence Avs
* 206
Manager ) 257
3.57
° 286
® 357

3.22

~N NN == Z

1 2 3 4 5

Strategic Problem Solving Avs
217
Manager I o 417

° 202
325
e 2092

* 319

~N NN N = - Z

Drive for Results Avs

® 2.80
Manager 200
® 330
3.50
® 320

3.14

~N NN = - Z

1 2 3 4 5

Performance Management Avs
e 300
Manager © 386
321
© 203

~N NN == Z

® 312
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Sales Manager View 360
Most Frequent/Least Frequent Section

KEY POINTS

The “Most Frequent” section and “Least Frequent”
section summarizes those competencies and
behaviors that were most frequently/least frequently
observed by various rater groups

The number in the first column corresponds to the
average score for all raters providing feedback (1to 5
scale)

The “Most Frequent” should be considered as
perceived strengths to leverage and build on

The “Least Frequent” should be considered as possible
behaviors to practice more frequently
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ldentifies opportunities and develops initiatives that add value to the organization. Sales Team Development
Acts with the customer in mind anc in focus. Communication
Communicates candidly and respectfully even in difficult situations. Communication
Raises tough issues even it makes other feel uncomfortable. Communication
Communicates with confidence, energy and passion that inspires, motivates and increases Sales Team Empowerment
commitment to sales goals.

Involves sales team members in decision-making, planning and problem solving processes. Adaptability/Resilience
Removes obstacles and challenges which may be hindering the sales team’s performance. Customer Focus
Establishes a logical sequence of work activities and assignments. Coaching and Mentoring

0
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Sales Manager View 360
Behavior Summary

KEY POINTS

Each Sales Manager View 360 question is summarized
and categorized in its appropriate competency

Average scores across all raters are reported for each
competency and question

A statistical measure of rater agreement based on the
standard deviation is reported as a percentage—a score
less than 50% suggests that the raters providing
feedback had enough disagreement to warrant a
cautious interpretation of the average score reported
(e.g., raters had diverse perceptions and rated the
participant quite differently on that question or
competency)






Sales Manager View 360
Written Comments Section

KEY POINTS

Three open ended comments: Doing More, Doing Less,
Doing Differently

Comments are randomly listed by all raters who
volunteered to share written perceptions to two open-
ended questions (perceptions of strengths and
development areas)

Comments are provided verbatim from the online
guestionnaire—no editing

Some comments are specific, behavioral and
constructive—others may be less useful or hard to
understand

It is important to focus on themes that emerge, rather
than, to dwell on any one individual comment




Sales Manager View 360
Feedback Report Questions to Consider

Do | understand my Sales Manager View 360
feedback report?

Does it seem accurate/valid?

Is the feedback similar or different for the
different rater groups?

Are the areas perceived by others for
development relevant to my current or future
position?

Am | motivated to change?



Sales Manager View 360 : Next Steps

Review your Sales Manager 360 feedback report

Thank your invited raters and share something you
learned from their feedback

Use Talent Accelerator to identify specific
developmental goals & draft a development plan

Meet with your manager to discuss your plan
Implement your development plan
Track and monitor progress

Measure progress on the development plan using
the ViewSuite Pulse mini-evaluation

Re-assess Sales Manager View 360 in 12-24
months
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