SALES PERFORMANCE REVIEW

‘ Sales Rep: ‘ Sales Manager: ‘ Date

AGENDA

What | would like to discuss in this meeting (Sales Rep): What | would like to discuss in this meeting (Sales Manager):

Action log from previous Performance Review to be discussed at start of meeting. (Actions to be updated and closed where required

OUR VALUES: Pioneering | Humility | Resilience | Team | Accountability

How am | performing this month against my individual OKRs? (Objectives and Key Results)
Use the section below to evidence

Wins How we can improve
How have | supported the four high value areas of sales? What’s not working or needs improving?
Finding Finding
Skill Skill
Evidence Evidence
Behaviour Behaviour
Klozing Klozing
Skill Skill
Evidence Evidence
Behaviour Behaviour




Growing

Skill
Evidence

Behaviour

Developing

Skill
Evidence

Behaviour

Growing

Skill
Evidence

Behaviour

Developing

Skill
Evidence

Behaviour




Action Log to be completed before next Performance Review (1o be completed at end of 121)
Date | Action Area of What is Why do | How will | Who willdo | What Specific date | Update — Date Action
Number Improvement | needed to need to do do this? it? (you or support is the “how” what is Closed
do the job to | this? others) required and | will be progress
the best | from who? completed has been
can? made
OUR VALUES: Pioneering | Humility | Resilience | Team | Accountability
How am | performing this year against my individual OKRs? (Objectives and Key Results)
To be completed at end of 121
How am | performing this year against my individual OKRs Pioneer O | Ontrack O | Offtrack O

(Objectives and Key Results) To be completed at end of 121

Rationale for this rating:

Sales Rep Signature:

Sales Manager Signature:

Free to use and share. Book a free consultation: klozers.com/book-a-call
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