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Q1: Who are the Top Performers?
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Q2: How did they get to be one?

Connect the dots

i Richard Daou A hide to t h e

Daou, Richard .

Division Axelerom History Address Phone/Web D E I l \I LS
Department Executive Board v - ﬁ Performance S Interview
’ Reviews = ’ History
Job VP - Sales 4 - —
Leaming Compsnsation
Manager Helayel, Raymond B g Experiences @ I History
Branch v - Dl Paid Time Miscellansous
i OffiDays Cut o: Factors
Schedule | Mon - Fri9:00am - 5:00pm  + n
Source
& Employee Profile 7 B >
4
Helayel, Raymond
Raymond Helayel A hide
Job History Department History Manager History
Contacts Achievements Prior Jobs Learning Activities Watch Lists
JoB v EFF DATE DEPARTMENT Vv EFF DATE MANAGER V EFF DATE
NAME Vv
0-00of0
Job Interview History Branch History Work Schedule History

INTERVIEW EFF DATE BRANCH v EFF DATE SCHEDULE v EFF DATE

Employee Details -
and Summary

Leaming Activities Knowledge Behavior Source

NAME v




TD Investment Results Analysis
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Peer-Group Context is VITAL I
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P.E.R.F.O.R.M. Connects the Dots

cultivisor <~ PERFORM Logout
Resource Management System

Welcome to PERFORM

Putting the pieces together so you can achieve more

Show All P

Business Results Learning Activities Performance Reviews One-To-One Measurements

Jobs Information Career Planning Accountability Reviews

Organization Structure Course Sessions

Course Registrations




Before We Go Further. ..

Supporting Resources

= www.Cultivisor.com

P.E.R.F.O.R.M. online demos

“All These People” free download

= |nquiry@Cultivisor.com

(Ken.Johnson@-Cultivisor.com)

$1,250 one-time set up fee / $1,250 per company

annual subscription

Ll atd
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“Job Task” Focus

Job Information

Agcount Manager v || Sear Clear M Save + Add Job
Account Manager A hide
Series Test Series Details Test job description
Grade =51 Grags
Code Test Job Code

Job Tasks Job Properties
Departments Required Learning Interview GQuestions Success Enablers Accountability Factors * Add Accountability Factors

FACTOR DETAILS MEASUREMENT ACTIVE
One improvement project active at  Must be pursuing 3t least one opportunity to improve the customer's business 0 v o D
all imes. USing Our services
Phone call monthly Record at l2ast one phone call every month. 0 v rd D
Visit quarterly. Record 3t lzast one face-to-face visit per quaner 0 v Za) D
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“Job Task” Pay Off

& Leaming Activities

Boardroom Basics A hide
Reference | M34 102 Detals  Notss  Options
Catego Business Acumen B
il Type |Instructor Led - In Person .
Description Understanding the drivers of supply chains and how e e
they connect the business strategy 1o the supply chain TOvioey; e %

execution

Class Size 24

con | o IER

INSTRUCTOR LOCATION A START DATE END DATE STARTTIME ~ ENDTIME = CLASSSIZE = ACTIVE
Ken Johnson Atlanta Traning Room May 30, 2018 May 31,2018 8:00PM 4:00 PM 24 (5]
John Baltimore Office Jun 13, 2018 Jun 15, 2016 8:00 AM 5:00 PM 2 (& ]
1-20f2 < | >




“Job Task” Pay Off

& Leaming Activities

Helayel, Raymond

Boardroom Basics A hide
~AJAEdit Accountabilty Review
Employee: Helayel, Raymond i
BA 102 etail Notes Options
Reviewedby: | Daou, Richard . Observedon: | 06/01/16 Ratevancel] MEA D hows pions
Scheduled date: | 06/23/16 Actual date: | 06/23/16 Category Business Acumen .
Type |Instructor Led - In Person 4
" Description Understanding the drivers of supply chains and how
Hokes:; | Rimmond snaling X # 5 S provider [Luell| Extemal

usiness st

tegy 1o the supply chain

o Cuhivi
Scores (1=low; 5=high) < Load defaut factors , . =
ity Factors Employee  Manager  Both Action to be taken Class Size | 24
5

Customer base is expanding annually 5 5 nfa

Board of Directors are content 5 5 5 na Catalog Cn m

Detail Info Related Skills

v2.00 22015 Ciltviacs L INSTRUCTOR LOCATION A START DATE END DATE START TIME END TIME CLASS SIZE ~ ACTIVE

Ken Johnson Atianta Traning Room May 30, 2018 May 31,2016 8:00 PM 4:00 PM 24 (]
John Battimore Office Jun 13, 2016 Jun 15, 2016 8:00 AM 5:00 PM 12 (8]
1-20f2 >




“Job Task” Pay Off

Accountabilty Reviews e e

Helayel, Raymond [ seve chanes | Boardroom Basics A e

Add/Edit Accountability Review.

Employee: Helayel, Raymond i
Reviewedby: | Daou, Richard . Observedon: | 06/01/16 usrance || MoAH2 Deas owes i
Scheduled date: | 06/23/16 Actual date: | 06/23/16 Category Business Acumen .
Type |Instructor Led - In Person 4
Notes: | Raymond is nading Description Understanding the drivers of supply chains and how PR Intemal External

bu

Scores (1=low; 5=high) Load defaut factors i s =
ity Factors Employee  Manager  Both Action to be taken ass Sizel | 24
5

Customer base is expanding annually

5 5 na
Board of Directors are content 5 5 5 na Catalog On m

iness strategy 1o the supply chain

&

Activity Materials m

e Reviews Bessions | Learning Outcomes Prework Assignments
Y230 AddlEdit Performance Review INSTRUCTOR LOCATION A START DATE END DATE START TIME END TIME CLASS SIZE ACTIVE
ad Ken Johnson Atlanta Traning Room May 30, 2018 May 31,2018 8:00 PM 4:00 PM 24 (& ]
John Baltimore Office Jun 13, 2018 Jun 15, 2016 8:00 AM 5:00 PM 12 D
Employee: Helayel, Raymond o
‘el, Raym 1-20f2 < >
Task: Analyze a sales temitory. =
ELECT -
Observedon: | 2016-06-01 Rating: | BP b
k
Scheduled date: 2016-06-07 Address? 7
Actual date: 2016-06-07
BE ADDRE
Notes:
Observations: As Raymond analyzes his temitory, he uses websites and
feedback from existing customers to target key areas and
customer trends.

D




“Job Task” Pay Off

& Leaming Activities

ccountability Reviews

Leaye: Rayioud | sev chances | Boardroom Basics Atide | |

Add/Edit Accountability Review.

Employee: | Helayel, Raymond v

Reference MBA 102 Notes Options

Reviewedby: | Daou, Richard v Observedon: | 06/01/16

Scheduled date: | 06/23/16 Actual date: | 06/23/16 Category Business Acumen .
Type In Person .

. y 1 Description Understanding the drivers of supply chains and how =
Notes: | Raymond is naiiing P 2 g Y o ik Provider [RLCSE External

Usiness st

Class Size 24

/ Scores (1=low; 5=high)
Accountability Factors Employee  Manager  Both Action to be taken
“Customer base is expanding annually 5 5 nia
Catalog On m

Board of Directors are content 5 5 5 n/a
- pessions Lea
e < 4 @® Best Practices
i Add/Edit Performance Review INSTRUCT
1d Ken Johnson
Analyze a sales temitory. ® nEn
John
Employee: Helayel, Raymond i
‘el, Raym 1-20f2 NAME A DETAILS
Task: Analyze a sales temitory. ia Analyze a sales temitory.
Apply a Line of Inquiry.
ELECT - call to collect
Observedon: | 2016-06-01 Rating: | BP b
I call to secure 1st
Scheduled date: 2016-06-07 Address? ¥ Coach for job tasks impi

Actual date: 2016-06-07 Conduct employee job results reviews.
BE ADDRE Control the focus of a customer meeting.
Create a customer Pursuit Plan.
Create a Line of Inquiry.
Notes:
Create a Sales Business Plan for engaging a specific market area.

Create the company vision.

< o Engage Companies in the Assigned Sales Temitory. Temitory segmentation and monthly planning.
Observations: As Raymond analyzes his temtory, he uses websites and
feedback from existing customers to target key areas and Establish Initial Rapport.
customer trends. Evaluate and analyze employee job performance.

Explain how our briliant idea will improve customer revenue.

= m 1-150f31 <[ »




“Job Task” Pay Off

& Leaming Activities

countability Reviews om Basics [ M Save | # Add Course

Helayel, Raymond m Boardroom Basics A hide

Add/Edit Accountability Review.

Employee: Helayel, Raymond i
Referen MBA 102 N
Reviewedby: | Daou, Richard . Observedon: | 06/01/16 ey enios G o
Scheduled date: | 06/23/16 Actual date: | 06/23/16 Category Business Acumen .
Type ”
Notes: | Raymond is naiing it! Description
. Provider

["Customer base is expanding annually 5 5 " [na |
Board of Directors are content |'s 5 |'s nia Catalog Cn m

Scores (1=low; 5=high) o - =
Accountability Factors Employee  Manager  Both  Actiontobe taken ass Size | 24
& .

[ [
Detail Info Related Skills

i Add/Edit Performance Review INSTRUCT]
1d Ken Johnson
Analyze a sales temitory. v .'E'.
John
Employee: Helayel, Raymond o

'el, Raym

20f2 NAME A DETAILS

Task: Analyze a sales temitory. i Analyze a sales temitory.

Apply a Line of Inquiry.

ELECT - cal to collect
Observedon: = 2016-06-01 Rating: BP v
t call to secure 1st
Scheduled date: 2016-06-07 Address? ¥ Coach for job tasks pi

Actual date: 2016-06-07 Conduct employee job results reviews.
BE ADDRE Control the focus of a customer meeting.
Create a customer Pursuit Plan.

Create a Line of Inquiry.

Notes:
Create a Sales Business Plan for engaging a specific market area.
Create the company vision.
< o Engage Companies in the Assigned Sales Temitory. Temitory segmentation and monthly planning.
Observations: As Raymond analyzes his temtory, he uses websites and
feedback from existing customers to target key areas and Establish Initial Rapport.

customer trends. Evaluate and analyze emplo e aaze
Explain how our brilliant ide: st Practices

m— 1-150f31 Analyze a sales tertory. ’ .En ‘

NAME  TASK DATE OBSERVER
v NAME  OBJECT DETAILS NAME
Admin, Analyzea  06/01/16 Observed via discussion and examples. Admin showed me how the websites he uses and how he interprets the data. Upon
System  sales looking at the resulting temitory coverage, analysis is deemed to be valid and properly used
temtory.
1-10f1 <[>
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All of the Basics

“Learning Events” Catalog and Registration

& | eaming Activities

Boardroom Basics A hide
Reference MBA De! Notes
Category Business Acumen v
Type .
Description Provider ntema External
Cultvisor =

Class Size 24

Catalog On m

Detail Info Related Skills

Sessions
INSTRUCTOR LOCATION A START DATE END DATE START TIME END TIME CLASS SIZE ACTIVE
Ken Johnson Atlanta Traning Room May 30, 2018 May 31, 2016 2:00 PM 4:00 P 74 ma
John Baltimore Office Jun 13, 2018 Jun 15 Registratjon
1-20f2

Location: Atlanta Traning Room

Room - May 30, 2016, 8:00 P}

£:00 PM - 4:00 PM

Time:

Name A Phone Status

Amzil, Grid

Ashburn, Steven Philadeiphia

1-30f3

Date:

Cost:

Registrant No




All of the Basics

Candidate Searches and Career Planning

Q < = >
charrer, Adrian » ‘ 2:

&a Job Candidates

+ Add Candidate
Adrian Scharrer

A hde
Address Options
i Apply Date
Ci Camp Hu State | PA
L/ : £ Source TEST
Zip | 17011

nerviews Achisvements Prior Jobs

M Career Planning 4
Jonss, Mark . nnn
INTERVIEW ¥ LOCATION D2
S a0
First Interview Baltimore Office 01
1:1:at4 Current Skillset A hide
Skils | Knowledge  Behavior Courses
NAME Vv REF
NAME v DETAILS
Job Skillset A hide
Skills Behavior Courses
NAME Vv REF
NAME v DETAILS
Career Path A hide
Skills | Knowledge  Behavio Courses
NAME v
NAME v DETAILS

REF




THANK YOU!!

Ken Johnson — Cultivisor, LLc

= “PE.R.F.O.R.M. - Tools for the rest of us!”

Ll atd




