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Discovery 360° Series Tous les évaluateurs Sample Individual Report - French

Evaluation

1 = Rarement

2 = Occasionnellement
3 = Souvent

4 = Treés souvent

5 = Toujours

N/O = Non observé

E5 &
Eeedback Breakdown = 2 E
3 Chef(s) 0 é % c
5 Collegues de méme niveau § = g3
4 Employé(e) O 82
4 Autres >

Total des 16 Evaluateurs
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Discovery 360° Series Groupes d'Evaluateurs Sample Individual Report - French

Evaluation

1 = Rarement

2 = Occasionnellement
3 = Souvent

4 = Treés souvent

5 = Toujours

N/O = Non observé

H C
A = Orientation & Stratégie
B = Suivi & Reddition de compte
C = Communication & Influence
D = Le développement & le suivi des autres
E = Autogestion
F = Gestion commerciale
G = Gestion d'équipe
H = Changement & Innovation
I = Confiance & Intégrité
J = Prise de décision & Résolution des problémes
H C

5 Collégues de méme niveau 4 Employé(e)
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Discovery 360° Series Groupes d'Evaluateurs Sample Individual Report - French

Evaluation

1 = Rarement

2 = Occasionnellement
3 = Souvent

4 = Treés souvent

5 = Toujours

N/O = Non observé

H C
A = Orientation & Stratégie
B = Suivi & Reddition de compte
C = Communication & Influence
D = Le développement & le suivi des autres
E = Autogestion
F = Gestion commerciale
G = Gestion d'équipe
H = Changement & Innovation
1 = Confiance & Intégrité
J = Prise de décision & Résolution des problémes
H C

sampleboss2@email.com sampleboss3@email.com
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Catégorie de compétence comparaison par rapport a la Base de Donnée Sample Individual Report - French

Discovery 360° Series

2905)

Employé(e) (N

3230)

B Collegues de méme niveau (N

1064)

B Chef (N

(N = 1153)

-méme

M Soi

Milieu de
gamme

Faible
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Discovery 360° Series

Elements individuals

Sample Individual Report - French

B soi-méme

Evaluation 3
1 = Rarement = e Eventail n Che‘f X _
2 = Occasionnellement g (GE) des B Collégues de méme niveau
3 = Souvent (U)) g collégues Employé(e)
4 = Trés souvent o |5 O I Eventail de Autres
_ . el 1218 des méme
5 = Toujours @ ] @ o |3 o . .
| El2 | |5 |23 @ | Employé(e) niveau i i i
N/O = Non observé sls12] (358 5 Fait plus Fait moins
O |Ww|]O |w|]ocgl < 12345 12345
Orientation & Stratégie 40[3.8|35[3.8|4.0[3.8
1. Communigque une vision claire et motivante. 4.013.8]13.3/3.8/4.0]3.8 — —— |HEEN [ ]
2. Aligne le service/ I'unité commerciale avec les stratégies de I'organisation. 3.0/3.8/3.7]3.8/4.0|3.8 — — |HN [ ]
3. Formule des objectifs précis. 5.0/3.8/3.7]3.8/4.0{3.8 — — [m
4. Traite les demandes immédiates sans perdre en vue le but a long terme. 4.013.8]13.3]13.8/4.0]3.8 — — [ [ ]
Suivi & Reddition de compte 4.3]3.4[38[3.2[3.6]3.2
5. Supervise les projets/taches jusqu'au bout. 5.0/3.8/4.0]35/4.0{3.8 — — L 1
6. Respecte les délais consentis. (-) 3.0/35]4.0/2.8{/4.0]3.3 — — [(m
7. S'assure que les individus ont les compétences et les ressources nécessaires pour 40(3.2|4.0|3.0(3.2|28 — — L] |
effectuer leur travail. (-)
8. Tient ses promesses et ses engagements. (-) 5.0/13.213.3]3.5]|3.0{3.0 — — uE
Communication & Influence 35(3.6[4.0[4.0[36]2.9
9. Ecoute les autres attentivement et veut comprendre. (-) 3.0/35[27]4.0/3.8{3.3 — — |HEN [ ]
10. Réussit a faire valoir ses idées dans I'organisation. 3.0/35]4.0/3.8(/3.4]3.0 — — [N
11. Exprime son opinion de maniére efficace. 4.013.8]4.7]145(3.6]2.8 H H
12. Essaye de faire en sorte que tout le monde a les informations dont il a besoin. 40|13.6]4.713.8(/3.4]2.8 — — |HN [ ]

(+) Eléments ayant la note la plus élevée
(-) Eléments ayant la note la plus faible
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Discovery 360° Series

Elements individuals

Sample Individual Report - French

Evaluation 2 B Soi-méme
1 = Rarement .E GE) Eventail [ | Cheli ) _
2 = Occasionnellement g (GE) des B Collégues de méme niveau
3 = Souvent © g collegues Employé(e)
4 = Trés souvent o | 5 Ol I Eventail de Autres
_ . el 1218 des méme
5 = Toujours @ ] @ o |3 o . .
| El2 | |5 |23 @ | Employé(e) niveau i i i
N/O = Non observé sls12] (358 5 Fait plus Fait moins
O |Ww|]O |w|]ocgl < 12345 12345
Le développement & le suivi des autres 45|3.3[3.2[36/3.3]33
13. Attire et développe les meilleurs individus . (-) 5.0/3.4|3.7]35]|3.2(3.3 | i | | |[EEEN
14. Etablit des attentes claires auprées des autres. (-) 5.0/13.3]/2.7]4.3]3.2|3.0 H — |HEN
15. Récompense les individus pour leurs accomplissements. (-) 4.013.3]13.0/3.3/3.8]3.0 — = [ ]
16. Fournit des commentaires adéquats en temps voulu. (-) 4.013.3]13.3]13.3/3.0]3.8 — — L 1
Autogestion 4.0]136]36]3.7]3.7]3.4
17. Fait la part des priorités entre la vie privée et la vie professionnelle. 5.0/3.8/3.0/4.0]14.0]3.8 — — |HN
18. Geére les obstacles et les revers de maniére responsable et positive. (+) 4.013.9]4.0/3.8/4.0]3.8 — —
19. Apprend de ses erreurs. (-) 3.0/3.4133|35]3.6]3.3 — — [N
20. Garde son sang-froid dans les situations de stress. (-) 4.013.3]4.0/3.5[(3.0]3.0 — — [ ]
Gestion commerciale 4.3|3.7[36[3.8[3.6]3.8
21. Etablit des relations commerciales productives a l'intérieur et a I'extérieur de 5.0|/35(4.0(13.3]|3.4|35 H — EEN
l'organisation.
22. Connait et comprend les besoins des clients et leurs attentes. 4.0|35]13.3]135(3.6]35 | i | | |H
23. Démontre une compréhension des données et des rapports financiers. (+) 4.0[14.0]4.014.0[4.0]4.0 H — [HEN
24. Fait preuve d'un jugement équilibré. 4.013.713.014.3[3.4]4.0 — — |HN

(+) Eléments ayant la note la plus élevée
(-) Eléments ayant la note la plus faible
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Discovery 360° Series

Elements individuals

Sample Individual Report - French

Evaluation 2 B Soi-méme
1 = Rarement .E GE) Eventail [ | Cheli _
2 = Occasionnellement g (GE) des B Collégues de méme niveau
3 = Souvent (U)) g collégues Employé(e)
4 = Trés souvent o |5 O I Eventail de Autres
_ . el 1218 des méme
5 = Toujours @ ] @ o |3 o . .
| El2 | |5 |23 @ | Employé(e) niveau i i i
N/O = Non observé sls12] (358 5 Fait plus Fait moins
O |Ww|]O |w|]ocgl < 12345 12345
Gestion d'équipe 35|4.0[4.2]43[42]3.4
25. Encourage et récompense le bon travail d'équipe. (+) 5.014.1|3.7|4.8|4.4|3.3 = —H [(m
26. Sacrifiera les gains personnels pour le succés de I'équipe si nécessaire. (+) 3.0/4.0|3.7]14.8|/4.0|3.5 H — [ [ ]
27. Encourage la collaboration au sein de I'équipe et entre équipes. (+) 3.014.214.7]14.3[4.4]35 = =
28. Partage les responsabilités avec les membres de I'équipe, que ce soit pour les 3.0138|4.7]3.3|14.0(33 H —
réussites ou les échecs.
Changement & Innovation 3.3|3.9|36[4.0]4.1]|3.7
29. Se montre ouvert aux nouvelles idées et aux nouvelles maniéres de faire. (+) 5.0/4.0/3.3]4.0/4.6|3.8 — —H [(m [ 1|
30. Crée un climat ou les gens peuvent remettre en question le statu quo. (+) 2.0]14.0/4.0]4.0|/4.4|3.5 — —
31. Favorise le changement sans créer de confusion ni de résistance inutiles. 4.0136]3.3]13.8/3.6]35 — —— |HEn
32. S'efforce d'améliorer de maniére continue les processus commerciaux. (+) 2.013.9|3.7]4.3|3.6[4.0 — — |0
Confiance & Intégrité 3.8(3.9[34[41[41]3.9
33. Traite chague personne de maniére juste et égale. 3.0/39|3.3]45]|3.6[4.0 H — [HN
34. Agit avec intégrité. 5.0/3.8/3.7]35]|3.8(4.3 — = [ ]
35. Opére avec une éthigue et des valeurs professionnelles saines. 4.0]139]3.3[3.5/4.6]3.8 H H
36. Conforme ses actes a ses paroles. (+) 3.0/4.1]13.3]14.8[4.4]3.8 = — |[HEEN

(+) Eléments ayant la note la plus élevée
(-) Eléments ayant la note la plus faible
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Sample Individual Report - French

Discovery 360° Series Elements individuals
Evaluation 2 B soi-méme
1 = Rarement = e Eventail n Che‘f _
2 = Occasionnellement g (OE) des B Collégues de méme niveau
3 = Souvent (f/)> g collégues Employé(e)
4 = Trés souvent o | 5 Ol I Eventail de Autres
_ . el 1218 des méme
5 = Toujours @ ] @ o |3 o , .
| El2 | |5 |23 @ | Employé(e) niveau i i i
N/O = Non observé sls12] (358 5 Fait plus Fait moins
O |Ww|]O |w|]ocgl < 12345 12345
Prise de décision & Résolution des problemes 3.0[3.7|3.8[3.8|3.9[3.4
37. Evalue les conséquences des décisions avant de passer a I'action. (+) 2.0/14.0/3.3]4.8/4.0|3.8 = — [HN
38. Prend les décisions difficiles sans délais inutiles. 2.0]36/3.7]3.8|13.4]|35 H —— |EN
39. Fait participer les personnes adéquates a la prise de décision et a la résolution de 3.0|136|43[35(36]3.3 — — |EEn
problémes.
40. Accede aux informations pertinentes avant de prendre une décision. 5.0/13.8/4.0]3.3]/4.4|3.3 — =

(+) Eléments ayant la note la plus élevée
(-) Eléments ayant la note la plus faible
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Discovery 360° Series Eléments concernant les notes les plus élevées/faibles Sample Individual Report - French

Evaluation

1 = Rarement

2 = Occasionnellement
3 = Souvent

4 = Tres souvent Score

5 = Toujours

N/O = Non observé
Les dix éléments ayant la note la plus élevée (Evaluateurs Combinés) o Gis Ri s Rig
27. | Encourage la collaboration au sein de I'équipe et entre équipes. _ 4.2
25. | Encourage et récompense le bon travail d'équipe. _ 4.1
36. | Conforme ses actes a ses paroles. _ 4.1
23. | Démontre une compréhension des données et des rapports financiers. _ 4.0
26. | Sacrifiera les gains personnels pour le succés de I'équipe si nécessaire. _ 4.0
29. | Se montre ouvert aux nouvelles idées et aux nouvelles maniéres de faire. _ 4.0
30. | Crée un climat ou les gens peuvent remettre en question le statu quo. _ 4.0
37. | Evalue les conséguences des décisions avant de passer a l'action. _ 4.0
18. | Gére les obstacles et les revers de maniére responsable et positive. _ 3.9
32. | S'efforce d'améliorer de maniére continue les processus commerciaux. _ 3.9
Les dix éléments ayant la note la plus faible (Evaluateurs Combinés) Y 20 B N B

Respecte les délais consentis. _ 3.5

Ecoute les autres attentivement et veut comprendre. _ 3.5
13. | Attire et développe les meilleurs individus . _ 3.4
19. | Apprend de ses erreurs. _ 3.4
14. | Etablit des attentes claires auprés des autres. _ 3.3
15. | Récompense les individus pour leurs accomplissements. _ 3.3
16. | Fournit des commentaires adéquats en temps voulu. _ 3.3
20. | Garde son sang-froid dans les situations de stress. _ 3.3

S'assure que les individus ont les compétences et les ressources nécessaires pour effectuer leur travail. _ 3.2

Tient ses promesses et ses engagements. _ 3.2
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Discovery 360° Series Réponses ouvertes Sample Individual Report - French

What am 1 doing that | need to do less of?

1 - Listening board for complainers

2 - When you give someone an assignment, stop asking if it is done yet every half hour (micro managing). By people's word and reputation you should
know that the task will be done. This type of managing tends to shut people down.

3 - Download own responsibilities to others.

4 - Speak too fast

5 - Listening to managers'/employees' problems repeatedly - you let people rehash the same issue without holding them accountable to do something.
Responding to everyones' demands and not focusing on your priorities. Putting more emphasis on the managers you find it easier to interact with.

6 - Working too many hours outside of the office

7 - Taking everyone's side. Reserve judgment until both sides are heard, and take into account the department's/company's overall goal. Identify when
employees' personal goals are inconsistent with the company's.

8 - Just ensure you keep a balance with work and home life so that you don't get burned out.

9 - Encourage direct reports to go directly to respective managers to deal with issues first before you get involved.

10 - Too much involvement in the day to day functions of the managers' jobs.

11 - Perhaps taking on too much yourself.

12 - Continue to use, but limit time devoted to personal anecdotes/examples.

13 - Seminars/presentations on employee issues and company-wide objectives.

What should | be doing more of?

1 - More time to keep management up to date with corporate events or announcements.
2 - Addressing morale issue in department.
3 - Improving the morale of staff. "getting in touch" with staff to find out what are the issues. There is huge turnover of staff and there must be a

reason why.
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Discovery 360° Series Réponses ouvertes Sample Individual Report - French

4 - Instead of looking for someone to blame when something goes wrong, come up with a solution to fix the problem. People are not willing to talk
openly with you because they are afraid of what's going to happen. Start using please and thank you more. When asked how you are, just don't answer
fine, also ask how the other person is doing.

5 - Set reasonable goals

6 - Ending each conversation with an agreed action. Establishing priorities and gaining buy-in with senior managers. Coaching junior managers with
personnel issues. Encouraging people to provide open, honest, immediate feedback.

7 - Helping managers with performance management. In many cases this means leading the charge to ensure that staff who have been identified as needing
improvement are in fact on a performance improvement plan.

8 - Aligning business strategy with people and vice-versa.

9 - Asking for more resources from the company.

10 - Scouting and recruiting rather than attempting to fill positions out of desperation.

11 - Nothing immediately comes to mind. | believe she completes her responsibilities very well and is a trusted and respected colleague.

12 - Set up a policy for employee and management evaluations that is consistent. Set up performance rewards for employees.

13 - Allowing managers to make decisions that are sometimes outside the envelope, letting managers use their own discretion more often.

14 - Trusting those who report to you.

15 - Delegating, hire or organize more support staff in the field.

I I : Il effecti 5

1 - Monthly meetings with managers to discuss corporate policies or changes.

2 - Be more involved with staff.

3 - Start to be more respectful of people's time. Stop having un-scheduled, 5 minute meetings that take 45 minutes to deal with simple issues. This
messes up people's time and schedules. Don't leave things to the last minute. Try to let people know what's going to happen well in advance with all

the info possible. Stop coming to people with more info every so often.
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Discovery 360° Series Réponses ouvertes Sample Individual Report - French

4 - Trusting those who report to you

5 - Improve time management and focus on priorities: revenue generating positions; increase emphasis on action orientation around next steps from
every meeting or discussion. Hold people more accountable, i.e. When someone meets with you and they haven't done something previously agreed upon,
don't let them off the hook.

6 - Good start with the hiring grid in communicating and updating managers on status of hires. As discussed, getting some of those key administrative
benchmarks like fte's by month versus prior year, sick days, etc. Will help divisions track more effectively.

7 - Get time monthly with your publisher/gm to keep them up to date on what you do. Doing a terrific job in getting gm to improve communication
downward. Need to really push management development within the group.

8 - Ask for more resources to support the clients you support in the company, or refuse the additional work.

9 - Re-direct employees swiftly. If they need to speak with their direct superior, or professional of any sort, make a decision, advise them
appropriately and move on to the next.

10 - Continue to keep current in the field, attend training or information sessions, continue to network, brainstorm with colleagues.

11 - Create checklists of where to find certain items like health forms, create a library of reading materials, and provide a document that succinctly

answers faqgs. This will end up saving you time in the long run.

12 - Be more involved with staff.

13 - Focus more on recruitment and ongoing training for contractors.

14 - Regularly attend quarterly manager meetings to maintain a feel for the trends and expectations of the various departments.

15 - Communicate more with regions, perhaps select a regional "point person" to relay training program and schedule for their area to ensure all staff

are getting the information. Should increase participation.

!Alhat can | dQ to b””d bQIIQE Eelatlgnshlps inside Ihg Qrganizatign’?

1 - Arrange social functions outside the work place. Get to know the staff and this would allow the employees to get to know you.

2 - Stop being such a bulldozer. Be respectful of other people and their time. Don't always put people on the defensive. It makes them feel very low
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Discovery 360° Series Réponses ouvertes Sample Individual Report - French

and worthless. Give people a pat on the back once in a while that comes across heart-felt, not plastic.

3 - Be upfront and honest about decisions

4 - Be more aggressive in promoting courses

5 - Better communication with finance department (hires, terminations, comp plans, etc.) and better adherence to policy (i.e. Insuring new hires have
prior approval). Ask the department heads what it is you can do to be a better business partner to them. Become known as someone who always lives up
to their commitments.

6 - You are an excellent relationship builder and a cheerleader for the division.

7 - Have done a good job on this.

8 - You're already excellent at building relationships.

9 - More succinct conversations with department heads to understand what qualities are necessary for the positions they seek.

10 - You do this very effectively, she dedicates time to building and strengthening relationships within the organization.

11 - You sincerely care about the employees you serve - but encouraging more communication between staff by, for example, initiating more social

functions would help keep morale high.
12 - Continue to provide feedback to senior management group with confidence and your inherent credibility.
13 - Communicate more effectively.

14 - Be more aggressive in promoting courses.
)Mhat can | dQ to bgggmg a more gffggtiug dggisign makg[’?

1 - She has no issues when it comes to making decisions. She is concise and clear when required.

2 - Don't always leave decisions up to the people below you. Make a decision and stick to it. Don't ask a number of times if everyone buys into it if
they already have said they do. It seems like you are not listening.

3 - Ask for advice of those affected

4 - Your decision making ability is somewhat limited by your role. However, you could facilitate better, more timely decisions by investigating
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Discovery 360° Series Réponses ouvertes Sample Individual Report - French

issues, presenting options and your recommendation.

5 - Knowing when to terminate sales people is a vital part of the job which you are developing and also learning from experience. Helping managers to
measure performance will result in these types of decisions being made sooner, saving the company money in the long run.

6 - Try and have as much info as you can - without over-analysis.

7 - Get more admin help so you can free your mind up to make more timely decisions.

8 - Go with gut and take risks. Wishy washy decisions take longer and have as much a chance of being wrong as swift ones. Not quantity over quality,
simply a trusting of your instincts.

9 - Take more initiative. You bring a wealth of experience that we are fortunate to have - but you seldom have time to apply all that you know as you
are too busy taking orders from everyone. Learn to take a stand more often, push back if you have to, and stick to what you inherently believe -
regardless of popularity. You will gain more respect in the long run.

10 - Gain more confidence, your decisions are right.

11 - She has no issues when it comes to making decisions. She is concise and clear when required.

12 - More focus on priority setting.

13 - I don't think i am qualified to offer feedback given the limited time we have spent together.
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