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Discovery 360° Series Todos los Evaluadores Sample Individual Report - Spanish

Escala del Valoracién

1 = Raramente

2 = Ocasionalmente

3 = Frecuentemente

4 = Muy frecuentemente
5 = Siempre

N/O = No observado
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Discovery 360° Series Categorias de Evaluador Sample Individual Report - Spanish

Escala del Valoracién

1 = Raramente

2 = Ocasionalmente

3 = Frecuentemente

4 = Muy frecuentemente
5 = Siempre

N/O = No observado

H C
A = Direcciodn y Estrategia
B = Seguimiento y Responsabilidad
C = Comunicacion e Influencia
D = Ser Mentor y Desarrollar a Otros
E = Manejo de Si Mismo
F = Administracién del Negocio
G = Administracion por Equipo
H = Cambio e Innovacion
I = Confianza e Integridad
J = Toma de Decisiones y Resoluciéon de Problemas
H C

5 Compafieros 4 Reportes directos
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Discovery 360° Series Categorias de Evaluador Sample Individual Report - Spanish

Escala del Valoracién

1 = Raramente

2 = Ocasionalmente

3 = Frecuentemente

4 = Muy frecuentemente
5 = Siempre

N/O = No observado

H C
A = Direcciodn y Estrategia
B = Seguimiento y Responsabilidad
C = Comunicacion e Influencia
D = Ser Mentor y Desarrollar a Otros
E = Manejo de Si Mismo
F = Administracién del Negocio
G = Administracion por Equipo
H = Cambio e Innovacion
1 = Confianza e Integridad
J = Toma de Decisiones y Resoluciéon de Problemas
H C

sampleboss2@email.com sampleboss3@email.com
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Sample Individual Report - Spanish

Categoria de competencia Comparacion con la base de datos

Discovery 360° Series
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Discovery 360° Series Factores individuales Sample Individual Report - Spanish

Escala del Valoracion B Yo mismo

1 = Raramente " B Jefe

2 = Ocasionalmente 8 B Comparieros

3 = Frecuentemente ) o @ Rango Reportes directos

9 =
4 = Muy frecuentemente e %g ol de Rango Otros
o E o ¢ o |5 Reporte de
5 = Siempre 2185w || 8 : ~
_ IS =] c \cb/ [e] £ 8 Directo companeros ,
N/O = No observado oS5l | S| 5|5 Hacer mas Hacer menos
> @08 | |O0o| 6| 12345| 12345

Direccion y Estrategia 40|3.8[35[3.8[4.0]|3.8
1. Comunica una vision clara y motivadora. 4.013.8]13.3/3.8/4.0]3.8 — —— |HEEN [ ]
2. Alinea al departamento/unidad de negocios con las estrategias de la organizacion. 3.0/3.8/3.7]3.8/4.0|3.8 — — |HN [ ]
3. Expresa claramente las metas y los obijetivos. 5.0/3.8/3.7]3.8/4.0{3.8 — — [m
4. Maneja las exigencias inmediatas sin perder su enfogue en el plazo largo. 4.013.8]13.3]13.8/4.0]3.8 — — [ [ ]
Sequimiento y Responsabilidad 4.3]3.4[38[3.2[3.6]3.2
5. Se encarga de ver que los proyectos y tareas lleguen hasta su terminacion. 5.0/3.8/4.0]35/4.0{3.8 — — L 1
6. Cumple con las fechas de entrega acordadas. (-) 3.0/35]4.0/2.8{/4.0]3.3 — — [(m
7. Se asegura que las personas posean las habilidades y los recursos necesarios para 40(3.2|4.0|3.0(3.2|28 — — L] |

realizar sus trabajos. (-)
8. Cumple sus promesas y compromisos. (-) 5.0/3.2(3.3]3.5]3.0/3.0 — — im
Comunicacion e Influencia 35(3.6[4.0[4.0[36]2.9
9. Escucha a los demas con el deseo de comprenderlos. (-) 3.0/35[27]4.0/3.8{3.3 — — |HEN [ ]
10. Vende exitosamente sus ideas dentro de la organizacion. 3.0/35]4.0/3.8(/3.4]3.0 — — [N
11. Expresa sus opiniones eficazmente. 4.013.8]4.7]145(3.6]2.8 H H
12. Intenta asequrar que todos tengan la informacién que necesitan. 40|13.6]4.713.8(/3.4]2.8 — — |HN [ ]

(+) Diez factores con mayor puntuacion
(-) Diez factores con menor puntuacion
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Discovery 360° Series

Factores individuales

Sample Individual Report - Spanish

Escala del Valoracion
1 = Raramente

B Yo mismo
N Jefe

2 = Ocasionalmente ,§ B Comparieros
3 = Frecuentemente ) o @ Rango Reportes directos
9 =
4 = Muy frecuentemente e %g ol de Rango Otros
o E o ¢ o |5 Reporte de
5 = Siempre 2185w || 8 : ~
_ IS =] c \cb/ [e] £ 8 Directo companeros ,
N/O = No observado oS5l | S| 5|5 Hacer mas Hacer menos
> @08 | |O0o| 6| 12345| 12345

Ser Mentor y Desarrollar a Otros 45)3.3|3.2[3.6]3.3]|3.3
13. Atrae y desarrolla a las mejores personas. (-) 5.0/3.4|3.7]35]|3.2(3.3 | i | | |[EEEN [ ]
14. Establece claras expectativas de otros. (-) 5.0/13.3]/2.7]4.3]3.2|3.0 H — |HEN [ ]
15. Premia a los individuos por sus logros. (-) 4.013.3]13.0/3.3/3.8]3.0 — = [ ]
16. Ofrece oportuna y apropiada retroalimentacion. (-) 4.013.3]13.3]13.3/3.0]3.8 — — L 1
Manejo de Si Mismo 4.0]3.6[36[3.7[3.7| 3.4
17. Logra un equilibrio entre sus prioridades personales y las profesionales. 5.0/3.8/3.0]4.0/4.0{|3.8 — — [HN [ ]
18. Maneja los obstaculos y contratiempos de forma responsable y con una actitud positiva. (+) | 4.0] 3.9/ 4.0 3.8| 4.0 3.8 — — [ ]
19. Aprende de sus errores. (-) 3.0/34|3.3]35]|3.6(3.3 — — |N
20. Guarda su compostura en situaciones de tension. (-) 4.013.3]4.0/3.5[(3.0]3.0 — — [ ]
Administracion del Negocio 43]3.7|36[3.8/3.6|3.8
21. Construye relaciones profesionales productivas, tanto dentro como fuera de la 5.0|/35(4.0(13.3]|3.4|35 H — EEN

organizacion.
22. Conoce y comprende las necesidades y expectativas de los clientes. 4.0|35]13.3]135(3.6]35 | i | | |H
23. Demuestra comprension de datos y reportes financieros. (+) 4.0[14.0]4.014.0[4.0]4.0 H — [HEN
24. Aplica un juicio maduro. 4.013.713.014.3[3.4]4.0 — — |HN

(+) Diez factores con mayor puntuacion
(-) Diez factores con menor puntuacion
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Discovery 360° Series Factores individuales Sample Individual Report - Spanish

Escala del Valoracién B Yo mismo
1 = Raramente " B Jefe
2 = Ocasionalmente 8 B Comparieros
3 = Frecuentemente ) o @ Rango Reportes directos
9 =
4 = Muy frecuentemente o |5 3 s de Rango Otros
o E o ¢ o |5 Reporte de
5 = Siempre 2 s5l w1 €| 8 : =
_ IS =] c \cb/ [e] £ 8 Directo companeros ,
N/O = No observado oS5l | S| 5|5 Hacer mas Hacer menos
> @08 | |O0o| 6| 12345| 12345
Administracion por Equipo 3.5[4.0]|42]4.3|42]|34
25. Alienta y premia los éxitos del equipo de trabajo. (+) 5.014.1|3.7|4.8|4.4|3.3 = —H [(m
26. Cuando es necesario, esta dispuesto a sacrificar su éxito personal a cambio del éxito 3.0/14.0(3.7|4.8|14.0|35 H — |h [ |
del equipo. (+)
27. Promueve la cooperacion dentro del equipo y con otros equipos. (+) 3.014.2|4.7143|4.4|35 H H
28. Comparte con los miembros del equipo la responsabilidad por los éxitos y los fracasos. 3.0/3.8]4.713.3/4.0]3.3 — —
Cambio e Innovacion 3.3|3.9[36[40[41]|3.7
29. Esta abierto a las nuevas ideas y formas de hacer las cosas. (+) 5.0/4.0/3.3]4.0/4.6|3.8 — —H [(m [ 1|
30. Crea un clima en donde la gente puede retar el status quo. (+) 2.0]14.0/4.0]4.0|/4.4|3.5 — —
31. Promueve el cambio sin crear un ambiente innecesario de confusion y resistencia. 4.0136]3.3]13.8/3.6]35 — —— |HEn
32. Se esfuerza por lograr la mejora continua de los procesos comerciales. (+) 2.013.9|3.7]4.3|3.6[4.0 — — |0
Confianza e Integridad 3.8(3.9[34[41[41]3.9
33. Trata a todos de forma justa y equitativa. 3.0/39|3.3]45]|3.6[4.0 H — [HN
34. Se comporta con integridad. 5.0/3.8/3.7]35]|3.8(4.3 — = [ ]
35. Se conduce con base en los valores y la ética comercial bien fundada. 4.0139]3.3]13.5[4.6]3.8 H H
36. Practica lo que predica. (+) 3.0/4.1]13.3]14.8[4.4]3.8 = — |[HEEN

(+) Diez factores con mayor puntuacion
(-) Diez factores con menor puntuacion
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Discovery 360° Series

Factores individuales

Sample Individual Report - Spanish

Escala del Valoracion B Yo mismo
1 = Raramente m H Jefe
2 = Ocasionalmente 8 B Comparieros
3 = Frecuentemente ) o @ Rango Reportes directos
Q =
4 = Muy frecuentemente o |5 3 s de Rango Otros
o E o ¢ o |5 Reporte de
5 = Siempre 2 s5l w1 €| 8 : =
_ IS =] c \df [e] £ 8 Directo companeros ,
N/O = No observado oS5l | S| 5|5 Hacer mas Hacer menos
> @08 | |O0o| 6| 12345| 12345
Toma de Decisiones y Resolucion de Problemas 3.0(3.7[38][3.8][39]3.4
37. Mide las consecuencias de sus decisiones antes de llevarlas a cabo. (+) 2.0/14.0/3.3]4.8/4.0|3.8 = — [HN
38. Toma las decisiones dificiles sin una pérdida innecesaria de tiempo. 2.0]3.6/3.7]3.8/3.4|35 H — |HN
39. Involucra a las personas apropiadas en la toma de decisiones y resolucion de los 3.0|136|43[35(36]3.3 — — |EEn
problemas.
40. Relne toda la informacién relevante antes de tomar una decision. 5.0/3.8/4.0/3.3]14.4]3.3 — —

(+) Diez factores con mayor puntuacion
(-) Diez factores con menor puntuacion
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Discovery 360° Series Factores altos/bajos Sample Individual Report - Spanish

Escala del Valoracion
1 = Raramente

2 = Ocasionalmente
3 = Frecuentemente »
4 = Muy frecuentemente Puntuaciones
5 = Siempre

N/O = No observado

Diez factores con puntuaciones mas altas (Evaluadores Combinados) o Gis Ri s Rig
27.| Promueve la cooperacion dentro del equipo y con otros equipos. _ 4.2
25. | Alienta y premia los éxitos del equipo de trabajo. _ 4.1
36. | Practica lo que predica. _ 4.1
23. | Demuestra comprension de datos y reportes financieros. _ 4.0
26. | Cuando es necesario, esta dispuesto a sacrificar su éxito personal a cambio del éxito del equipo. _ 4.0
29. | Esta abierto a las nuevas ideas y formas de hacer las cosas. _ 4.0
30. | Crea un clima en donde la gente puede retar el status quo. _ 4.0
37. | Mide las consecuencias de sus decisiones antes de llevarlas a cabo. _ 4.0
18. | Maneja los obstaculos y contratiempos de forma responsable y con una actitud positiva. _ 3.9
32. | Se esfuerza por lograr la mejora continua de los procesos comerciales. _ 3.9
Diez factores con puntuaciones mas bajas (Evaluadores Combinados) Y 20 B N B
6. | Cumple con las fechas de entrega acordadas. _ 35
9. | Escucha a los demés con el deseo de comprenderlos. _ 3.5
13. | Atrae y desarrolla a las mejores personas. _ 3.4
19. | Aprende de sus errores. _ 3.4
14. | Establece claras expectativas de otros. _ 3.3
15. | Premia a los individuos por sus logros. _ 3.3
16. | Ofrece oportuna y apropiada retroalimentacion. _ 3.3
20. | Guarda su compostura en situaciones de tension. _ 3.3
Se asegura que las personas posean las habilidades y los recursos necesarios para realizar sus trabajos. _ 3.2
Cumple sus promesas y Compromisos. _ 3.2
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Discovery 360° Series Respuestas abiertas Sample Individual Report - Spanish

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 Respuestas abiertas Sample Individual Report - Spanish

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 Respuestas abiertas Sample Individual Report - Spanish

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 Respuestas abiertas Sample Individual Report - Spanish

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 Respuestas abiertas Sample Individual Report - Spanish

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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