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@ Performance Management System
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Performance Management System is an ongoing process involving
following activities with Appraisals being one of the key activity.

* Linking individual employee objectives with the organisation's mission and
strategic plans. (The employee has a clear concept on how they contribute to
the achievement the overall business objective.)

* Focusing on setting clear performance objectives and expectations through
the use of results, actions and behaviours.

* Defining clear development plans as part of the process. (Planning training
programs)

e Conducting regular discussions throughout the performance cycle which
include such things as coaching, mentoring, feedback and assessment.
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A Performance Appraisal is a systematic, general and periodic process that
assesses an individual employee's job performance and productivity in relation to

certain pre-established criteria and organizational objectives.

MANAGER ﬁ MANAGER REVIEWS
SETS GOALS * * EMPLOYEE WORKS EMPLOYEE PERFORMANCE

TOWARDS GOALS ; ._;
AL & - — d
=

MANAGER GUIDES EMPLOYEE e
__THROUGH THE GOALS %
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)

An individual who is assessed as
part of the performance
cycle

Individual who helps plans
performance and assesses the performance of
one or more appraisees that report to him/her

individual who is responsible for
addressing escalated issues pertaining to the
system implementation.

HOD(Additional Level Only for Sales) :

The Management head oversees
multiple functions being responsible for bringing
strategic changes to drive business, recognise
performances and rewarding them.
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Performance Rating Scale =

Rating 1 = lowest,
Rating 5 = Highest
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: : Score Mapping with : L
Sr. No | Score From | Score To Ratings Points . Rating Scale description
Rating scale
1 0 60 1 Unsatisfactory
2 61 70 2 Needs improvement
2.5=70t0 72
3 70 80 2.5/2.7/2.9 2.7=73-76 Satisfactory
2.9=77-79.9
3 =80-82
4 80 90 3/3.2/3.4 3.2=83-86 Competent
3.4=87-89.9
3.5=90-92
5 90 95 3.5/3.7/3.9 3.7=92-93 Commendable
3.9=93-94.9
4=95-97
6 95 100 4/4.2/4.4 4.2 =97-98 Extraordinary
4.4 =98-99.9
4.5=100-102
7 100 110 4.5/4.7/4.9 4.7=103-106 Outstanding
4.9=107-109.9
8 110 120 5 Exemplary
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# Cut-off date : All those team members who have joined till 30 June of current
year shall be covered in this appraisal cycle.

# Less than a year, joined before cutoff date : Those team members who have joined
before 30™ June of current year but not completed one year as on 315t December of
current year, will receive the increment on pro-rate basis in % as per the no. of months
completed as on 315t Dec of current year.

# Less than a year, joined after cutoff date : Those team members who have joined after
30%™ June of current year shall be covered in the next appraisal cycle and shall receive the
increment in next cycle on pro-rata basis in % for the additional months served in this
cycle.
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Appraisal Process is automated and made
online through ESS

Deadline driven process where dates are to be
“strictly adhered”. The link will disappear
after the last date.

Help Guide/ FAQs are available to guide
through

Option of Uploading additional documents (MS
Office Excel/Word /Powerpoint,Pdf, JPEG and
Open office-Word & excel ) as attachments.

Print Preview/ Print / Save Option (in HTML)
is available for the appraisal records.

Letters shall be provided as per the schedule
provided.

KRAs are already entered, Modification in
KRAs is not allowed. IN special cases the
changes can be sent to HR for modification.

vnrseeds
Cosporate Tuternet Stratesy

PMS Online - Salient Features/DO’s & Donts

Do not share your password with anyone

Always Save your entries before exit

Always click on “Edit” button to make changes
in form

Training needs should be captured for
planning developmental activities.

One-to-one FEEDBACK SHARING IS ESSENTIAL

Rating graph at the Appraiser/Reviewer level
available for proper review and distribution of
ratings

“Needs Improvement” Rating will lead to
employees being put on a Performance
implementation Plan.

!
!
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PMS Help FAQ

| Name | | EmpCode |
[Designaom |  [Departmemt  |satgss
| Grade | | Head Quarter |
[AssessmentYear [PMS: ~  [poy [
| Total VNR-Exp. | | Appraiser |

mop [

| Reviewer | HOD
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Company : VNRSEEDS PVL.LTD. LogOut Change Password

Personal Details Schedule PMS Help FAQ Apprﬁsal?om :

Achievements Please fill appraisal form before last date of self appraisal!




Form A (KRA)

Description Messure

Unit

Logic  Period

Self Rating

"!‘l Y

Achieve Salss Tarzet i given teritory

To ensure the monthly targets are achisved throuzh adoption of proper sales strategies Me2surable. Tarzetvs
Achievement on volume or value basis as fnalized in ESS. Processes

300

Lol Qurter

043

Ontime Collection

To ensure tht the collzcton zoals are ackieved 25 pe the tarzets of montkly RCP. Measurble. To achisve the
Monthiy trzets 5 submeid via RCP and uploaded in ESS. Processes

%

100

Lol Marthly

68.62

Sales Reum

@

The unsold stocks should be returmad as following

The Unsold Stocks should reach the warshouse by 135t zugust for Kharif Sezson
Measurable: OP less than § % Hybrid; less than 15 % for evaluationtha Proportionate Procasses %
weightaze will be considered for OP and hybrid

50

100

Logicl 12 Anmual

wvegetable Crops
®)

the Hybrid vegetables should be dully approved with more than onee month 2s expiry
when it reaches to warehouss Me2surable Vag OP equal to 0% Hybrid Less Than 2 % Processes %
for evaluation the proportionate weightage will be considered for OP and KY

30

Logicl 12 Anmual

Focus

aed 1o select 10 good retalers per distributor, need to have 2 goa] shet( month wise business plan) for these
needtoseect S good villages under each retile, pimarly theseidentifed villges need o be covered fr.
Pm.m.mmmmmmmmmmmmmmw e
Achizvement

100

Lol Quuter

o
=1

n

e

Demand Generation

The 70 demard zeneraton actviies e to be done on exsting portolin focused progucts for the taritory) and 30
on nene unches inroduction in the temitoy, Measurable Dlan Vs Achievement s uploaded and approved meffort  Drocesses

1590

Logic Quarter

—
=1

0

Trizing OFD 2nd CT

ite and farmer selection
(8)

r&mmmmmmmm

Site and Farmer as per requirsment and mouthly reporting PD team inputs will b taken
Processes %

50

1590

Logicl

Qurter

—
=

)

Tral quality Observation 2nd data submission

Trail quality Observation and data submission is done timely and accurstely PD team
inputs will be taken Procases %

100

Logicl

o
=1

zave as draft

Timely and Accurate reports 1) FA documentation submission befors joiing ( evaluation besed on marketing team

inputs and reports) ) Montkly FA cla submizsion with in timelines ( eveluation based on marketing team inputs

a0d reports ) 3)Monthly MDA plan subumission with in imelins ( eveluaton bused on marketing team inputs and Drocesss
4) Rezl time MDA activity upload with data in effotplus { evaluaton based on marketing team inputs 2nd
)

100

Logicd  Mantily

73.95



Quarterly KRA's

Logic: Logicl KRA: Achieve Sales Target in given territory

Description: To ensure the monthly targets are achieved through adoption of proper sales strategies. Measurable.. Target vs Achievement 1 volume
or value basis as finalized in ESS.

Achivement

Achieve Sales Target in given territory ' Achxeved the Business Rs 3383239 lac target
Qualrter g Rs 4410765 lac 77 percent Achievement

Sn Quarter Welgh Target Comment

Achieve Sales Target in given territory Achieved Business target of Rs 1708304.15 agamst A
GD target of 1019254. Total target achievement 168

4 percent.

Achieve Sales Target in given territory Achieve business target of RS 36.92 lac against GD ite of self appraisal!
target of 28.74 lac. Total Achieve 128.46 percent.

Achieve Sales Target in given territory Achieved the Business Rs 4385737 lac target
Rs 4650885 lac 94 percent Achievement 7.05 ; : Self
Rating
28.35 045 |Overall tried my best to achieve A
# Edit ™ -Save & -Submit v -Submitted 2 - - targets. Faced many challenges G

—

Remarks

68.

Field Crop The Unsold Stocks should reach the warehouse by

15st august for Kharif Season Measurable: OP less
5 % Hybrid: less than 15 % for evaluationthe Processes

Proportionate weightage will be considered for OP

and hybrid

vegetable Crops Tthe Hybnd vegetzbl&s should be dully approxed vnth
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KRA/Goals

Put Remarks on Main Page

Description

Unit

Weightage Logic

Achieve Sales Target in given territory To ensure the monthly targets are achieved through adoption of proper sales

strategies. Measurable.. Target vs Achievement on volume or value basis as
finalized in ESS.

%

300 | Logicl

Overall tried my best to
targets. Faced many v

A

Ontime Collection

To ensure that the collection goals are achieved as per the targets of monthly
RCP. Measurable.. To achieve the Monthly targets as submitted via RCP and
uploaded in ESS.

100 | Logicl

63.72

Sales Return

Field Crop
(@

The unsold stocks should be returned as following

Unsold Stocks should reach the warehouse by 15st

for Kharif Season Measurable: OP less than 5 %

ybrid; less than 15 % for evaluationthe Proportionate
reightage will be considered for OP and hybrid

Processes

%

100

50 | Logicl

1/2 Annual

2

=]

50

vegetable Crops
(b)

Hybrid vegetables should be dully approved with more
onee month as expiry when it reaches to warehouse

ble Veg OP equal to 0% Hybrid Less Than2% | Processes

evaluation the proportionate weightage will be
idered for OP and HY

%

50 | Logicl

172 Annual

—

50

Retailer Focus

Need to select 10 good retailers per distributor, need to have a goal sheet(
month wise business plan) for these retailers, need to select J good villages
under each retailer, primarily these identified villages need to be covered for
Demo, Meeting, crop show etc, Retailer plan and village details need to be
attached. Measurable Plan Vs Achievement

%

100 | Logicl

—
=

7

Demand Generation

The 70 demand generation activities need to be done on existing portfolio(

focused products for the territory) and 30 on new lavnches introduction in the

territory. Measurable Plan Vs Achievement . As uploaded and approved in
effort plus.

%

150 | Logics

=
{>=)

|

70




Assessing Monthly KRAs

Ontime Collection

Collection plan RS 1438363 laces against collect Rs
3049000 laces achieved

Ontime Collection

Collection RS 4.43 lacs against collection plan of Rs

7.88 laces achieved. Total percent achievement 56.22
percent. ;

Ontime Collection

As per collection plan total collection target was Rs.
2.87lacs against which the achievement is Rs. 5.37lacs
i.e 187.11 percent achievement of the target.

Ontime Collection

Collection RS 5.27 lacs against collection plan of Rs 8
laces achieved. Total percent achievement 66 percent. 0.62

July

Ontime Collection

Collection RS 2.2¢ - e
lage-Tptal percent 0.62

August

Ontime Collection

Colleckn RSﬁﬁj
10,10, [ 045

’h | -p>‘
by ®, -3 ¢

g A

v

m w

September|

Ontime Collection

Collection RS 20.87 lac against collection plan Rs 7.61
lac.Total percent achievement 274 percent.  ====F=gy—"

October

Ontime Collection

November,

e R

December

Ontime Collection

(b)

49

Collection RS 6 lac against collection plan Rs 10
lac.Total percent achievement 60 percent.

- ﬁ“.62 ‘

warehouse Measurable Veg OP equal to 0% Hybry

Less Than 2 % for evaluation the proportionate
weightage will be considered for OP and HY

Retaier Focus

Need to select 10 good retailers per distributor, need to have a goal




IR Assessing Half Yearly KRAs
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\village details need to be attached. Measurable Plan Vs Achievement |~ | | | |

1The 70 demand generation activities need to be done on existing ‘ |

\portfolio( focused products for the territory) and 30 on new launches ‘ he .

}introduction in the territory. Measurable Plan Vs Achievement . As | Processes % 130 ‘ Logics | Quatter

- iDemand Generation
5




Complete Form A
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SNo KRA/Goals Measure Unit | Weightage = Logic Period Target | Self Rating Remarks
Achieve Sale: Tarzet in givan territory To ensure the monthly targets are achisved through adoption of proper sales stratezies. Measurable.. Tarzetvs : 045  |Overall tried my best to achieve
1 Achisvement on volume or value basis 2s finalized i ESS. Processes % 300 Logicl Quarter looo targets. Faced many challenges
Outime Colaction To ensure that e collction goals are achieved 2 per the taugets of monthly RCP, Measurable.To ackieve the ) P ‘ﬁ;;nu;mmw;m
2 Monthly targets 2s submitted via RCP and uploaded in ESS. Processzs % 100 Logic! Morttly 1000 pany selected was deafualter
3 Sales Retum The unsold stocks should be retumad 25 following 100
ield Crop The Unsold Stocks should reach the warshouse by 135t august for Kharif Se2son 100 ok
6] Measurable: OP less than § % Hybrid, less than 15 % for evaluationthe Proportionate Processes % 50 Logicl 112 Anmeal 1000
weizktaze will be considersd for OP and hybrid
vegetable Crops the Hybrid vegetables should be dully approved with more than onee month as expiry 100 ok
(b) when it reaches to warehouse Measurable Veg OP equal to 0% Hybrid Less Than 2 % Processes % 50 Logicl 12 Annual 1000
for evaluation the proportionate weightage will be considerad for OP and HY
Focus eed to select 10 good retailers per distributor, need to have 2 goal sheet{ month wise business plan) for thase 06 [Haveincreased our focus now.
4 need to select 3 zood villages under each retailer, primarily these identified villazes need to be coversd for Drocauas % 100 Logicl Quarter 1000
emo, Mesting, crop show etc, Retailer plan and villaze details need to be artached Measurable Plan Vs ; S
Achievement
Demand Generation The 70 demand generation activities need to be done on existing portfolio{ focused products for the territory) and 30 03 doing lot of demand generation
H on new l2unches introduction in the temritory. Measurable Plan Vs Achievement . A: uploaded and approved ineffort  Processes % 150 Logics Quarter 1000 activities under guidance of
Pln!. im—
p (Trialing OFD and CT ew product trizling and data generation in the territory 150
ite and fanmer selecti Site and F: I and ing PD team inputs will be taken ok
@ jon ‘ammaer 2 per requirement and moathly reporting inputs . % 5 Logic 1000 o
Trail quality Obssrvation and data submission Trail quality Obzervation and data submission is dore timely and accuretely PD team have to improve
(b) inputs will be t2ken Processes % 100 Logicl Quarter 100.0 2
Timely and Accurate reports 1) FA documentation submizsion befora joining ( evaluation based on marksting team 73.95  |willtry to be on time
inputs and reports) 2) Monthly FA clzim submizsion with in timelines ( evaluation based on marketing team inputs
1 and reports ) 3)Monthly MDA plan submission with in timelines ( evahuation based or marketing tzam inpats and Processa: % 100 Logic4 Monthly 1000
) 4)Real time MDA 2ctivity upload with data in effort phus ( evaluation based on marketing team inputs 2nd
reparts )
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Personal Details 1 PMS Help Al yraisal ] - View/Print Form

Form B(Skills) Please click on final submit button for complete your appraisal form!

Behavioral/Skills Description i i i Comments

Market Intelligence information sharing on various development in market place like Have good relationship with A
trends, new product, competitor activities, new inputs, competition product issues, all business partners, team
Interpersonal Skill schemes, new initiatives etc. on real time basis, which may impact VNR business. { i £ members. Have shared ¥
Measurable is real time reporting through Whatsapp. Phone, Mail and a summary market intellicence on timelv =
report on monthly basis
1. Entire team i.e. Permanent FA and Temporary FAs shall be thorough in product 4 The FAs have been guided to A
communciation. 2. Within a month of joining, FA should be capable of handling a . perform field days. Have
farmer meeting independently. Measurable, each FA shall be able to conduct 5 planned . . been trained on product X
and approved demand generation meetings on monthly basis. details FAs are doino the i
To Lead one initiative for the territory to support business. The measurable is to decide X Did some work at Retailer A
one goal around farmer data, demand generation, trialling, working at retailer level as a level and distributor level.
initiative for current year with concrete numbers. This initiative has to be a new one or . ) About 15 good distributors ¥
improvement over present system. it has to be documented were taken for Chavan i
To address and effectively solve the issues at farmers level. Measurable; 1. Closing the K No major issues at my location.
Probleti Solvi product perofrmance issue which are localised and not supported by QA because of . Very minor issues which were
mg reasons other than seed quality i.e. environment/ agronomic or insect pest reason. 2.To a ) resolved at my end.
follow proper guidelines and documentations timelv for complain addressal

Mentoring And Coaching




VAR Completed FORM B
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Personal Details >MS Helj FAQ Appraisal Form |8 View/Print Fo

Form B(Skills)

D -l. M w

Market Intelligence information sharing on various development in mancep 5 { Have good relationship with
new product, competitor activities, new inputs, competition product issues, new 2 all business partners, team
initiatives etc. on real time basis, which may impact VNR business. Measurable is real time c . bers. Have shared
reporting through Whatsapp, Phone, Mail and a summary report on monthly basis markat intallicenca an timaty
1. Entire team i.e. Permanent FA and Temporary FAs shall be thorough in product X The FAs have been guided to A
|communciation. 2. Within a month of joining, FA should be capable of handling a farmer 2 perform field days. Have
meeting independently. Measurable, each FA shall be able to conduct 5 planned and ) ) ‘been trained on
|approved demand generation meetings on monthly basis. Aataile Flo ara dninm tha
To Lead one initiative for the territory to support business. The measurable is to decide one X Did some work at Retailer A
goal around farmer data, demand generation, trialling, working at retailer level as initiative 2 level and distributor level.
for current year with concrete numbers. This initiative has to be a new one or improvement . . About 15 good distributors
over present system. it has to be documented wara talean for Chavan
To address and effectively solve the issues at farmers level. Measurable; 1. Closing the X No major issues at my location.
perofrmance issue which are localised and not dby QA b of 2 Very minor issues which were
ic or i * @ resolved at my end.

v

v
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PMS Hely FAQ Appraisal Form | View/Print Form

FeedBack

need four wheeler at work, Laptop

New products in Brinjal, Cucumber, Sponge Gourd would help in improving sales target

'VNR Brand Image and Good Team
i -

s ey
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Upload File

] |lsae

File Name Read

pree=0&aa=1!

Delete

ant Form
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Are you sure you want to suomit appraisal form.?

\ Cancel




4 new distributor created

et T

officials and follow-ups for kc

No collection pendancy beyvond 60 days.

Have Created the very good brand image of Hy paddy war -2355plus Sarita chilli-305,Super Green, Deepika Kazhi Kanchan in my territory

U2 R T

Developed Strong relation with retailer and farmer and Colleted the maxirmum ABS from retailer

1 What iz your feedback regarding the existing & new proceszes that are beingz followed or needs to be in your i 3
Ans. | need four wheeler at work, Laptop
2 At work, are there anv factors your
Ans. | New products in Brinjal, Cucumber, Sponze Gourd would help in improving zales tarzet
3 At work, what are the factors thar facilitate vour
Ans. | VNR Brand Image and Good Team
4 “What support you nead from the iors to
Ans. | Immediate feedback on job to help improve.
s Any other feedback !
Ans. | None
— = Weigh Self
SNo. KRA/Goals Description Measure Unit iage Target Rati Remarks
| Achieve Sales Target in Ziven territory hmmwmnmﬁmghmdmsdampu |Overall tried my best to
Target vz Achi on volume or value basis as finalized in ESS. achieve targets. Faced many
1 Proceszes % 300 100.0 045 challenges like weather
jconditions, product shortage,
imanpower shortage etc.
(Ontime Collection |To ensure that the collection goals are achieved as per the targets of monthly RCP. Measurable.. {The collections were low as
2 ITo achieve the Monthly targets as submitted via RCP and uploaded in ESS. Procezses % 10.0 100.0 68.62  [the party selected was
3 |Sales Retum {The unsold stocks should be returnad as following 10.0
Field Crop mmmmmmmwlsnmmMSM 12 ok
(a) [Measzurable: OP less than 5 %6 Hybnd:; less than 15 % for % 50 Logicl Annual 100.0 100
i will be for OP and hybrid
vegetable Crops the Hybrid vegetables should be dully approved with more than onee month a3 expiry when 12 ok
(b) it reaches to warehouse Measurable Veg OP equal to 036 Hybrid Less Than 2 % for Processes % 5.0 Logicl Anmual 100.0 100
evaluation the proportionate weightagze will be considered for OP and HY
Focus (Nead to select 10 zood retailers per distributor, need to have 2 goal sheet{ month wise business increased our focus
4 iplan) for these retailers, need to select 5 good villages under each retailer, primarily these o s a% 100 100.0 o6
md‘m;wmummﬁmhum&mmmmphndwﬂge a3 4
details need to be Plan Vs Achievement
{Demand Generation The?Odmndgmmmtauedwhdmewmpwﬁdm(mmfw doing lot of demand
5 ﬁgﬁmmy) and 30 on new inthe ¥ M Plan Vs Processes % 15.0 100.0 o5 genaration activities under
LAz and app in effort plus. zuidance of zeniors
6 |Traling OFD and CT (New product wrialing and data generation in the territory 15.0
(2) |Site and farmer selection Site and Farmer as per requi and ing PD team inputs will be taken Proceszes % 5.0 Logicl Quarter 100.0 97 ok
® Trail quality O and data wl:\uﬁxy- and data is done timely and accuretely PD team inputs D it 2% 100 Losicl Q 100.0 o2 [have to improve
\Timely and Accurate reports 1) FA documentation submission before joining ( evaluation based ill oy to be on time
lon marketing team inputs and reports) 2) Monthly FA claim submission with in timelines (
v eﬂhmmbuedmmmnpmmdw)hhhmﬂyMDApanMmﬁm Proceszes % 10.0 100.0 73.95
4 i team inputs and reports ) 4) Real time MDA activity
\lphadwﬂhdmmeﬁnnphs(evmbaedmmammngmmpmmdm)
SNo. ioral'Skills ipti i Target Rating | Self Rating Comments
|Interpersonal Skill Market Intelligence infonmation sharing on various development in market place like trends, new product, competitor activities, [Have good ip with all
mmcwwﬁnme;schmeguwmsm on real time basis, which may impact VNR business. team members. Haveshxedmuhetmdhgmm
1 iz real time ing through Whatsapp, Phone, Mazil and a summary report on monthly basis 250 100.0 °50 timely bazis which has helped in preparing
The repornts have been sent timely. Data uploaded
Mentoring And Coaching 1 MMM.MMFAMM}FASMM in product c iation. 2. Within a month of joining, The FAs have been zuided to perform field days.
2 FAsMuldbeupabkofhndlmglﬁmer p each FA chall be able to conduct 5 planned and 25.0 100.0 00.0 [Have been trained on product details. FAs are doing
approved demand on thiy basis. h - - Ithe meetings on their own. 3 FAz have completed 3-4
ings each
{Initiative To Lead one initiative for the territory to zupport business. mmuwdeademgoﬂavmd&mum,dmmd Did some work at Retailer level and distributor level.
3 generation, trialling, working at retailer level as initiative for current year with itiative has to be a new 250 100.0 700 |About 15 good distributor: were taken for Chayan
one or improvement over present system, it has to be activity to Raipur.
Problem Solving To addressz and effectively solve the issues at farmers level. Meazurable; 1. Closing the product perofrmance issue which are INo major izzues at my location Very minor izssues
4 localised and not supported by QA becauze of reazons other than :eed quality i.e. environment’ agronomic or insect pest reason. 25.0 100.0 800 {which were resolved at my end.
2.To follow proper zuidelines and documentations timely for complain addreszal







VAR Appraiser
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My Team Team Status Rating Graph

Head Quter

Name Department Designation

SENIOR TERRITORY SALES EXECUTIVE

Grade

Head Quater

TERRITORY SALES EXECUTIVE

TERRITORY BUSINESS MANAGER

SENIOR TERRITORY SALES EXECUTIVE

SENIOR SALES EXECUTIVE




VAR Team Status
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Head Quarter

Designation
SENIOR TERRITORY SALES EXECUTIVE
TERRITORY SALES EXECUTIVE
TERRITORY BUSINESS MANAGER I Select
SENIOR TERRITORY SALES EXECUTIVE i Select
SENIOR SALES EXECUTIVE 1 d

Resend Fo




VAR Appraisal Form
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4 new distributor created

Liasioning with Government officials and follow-ups for licencing

No collection pendancy beyond 60 days.

Have Created the very good brand image of Hy paddy var -2355plus,Sarita,chilli-305,Super Green, Deepika Kashi Kanchan in my territory
Developed Strong relation with retailer and farmer and Colleted the maximum ABS from retailer

What is your feedback regarding the existing & new processes that are being followed or needs to be followed in your respective functions?
. | need four wheeler at work-, Laptop B

At work, are there any factors that hinder your growth?

. | New products in Brinjal, Cucumber, Sponge Gourd would help in improving sales target

At work, what are the factors that facilitate your growth?

. | VNR Brand Image and Good Team

What support you need from the superiors to facilitate your performance?

Immediate feedback on job to help improve.

Any other feedback !

. | None
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Appraiser Rating

VINR

www.vnrseeds.com ‘
\

e [ : Weigh 2 3 Self Appraiser
Sn KRA/Goals Description ‘ Measure i Unit e , Logic  Period  Target | Rating Remarks A Score
[ [ I - 7
To ensurethe monthly targets are achieved through } mz: et’f”;:;f
i s ; |adoption of proper sales strategies. Measurable.. Target | | oo ’ P ¥ I
1 Achieve Sales Target in given territory K Acking RSy St e T Processes | % 30.0 Logicl  Quarter 1000 945 challgqges like weather %0
inESS. Eoncirions, peaduc shtagr.

2 Ontime Collecti

® 192.168.3.4/hrm/hrims/Employee/setkrapptgtpms.php?act=setkratgt&n=1&valueins=true&checkalpha=false&d=12&pa=48&y=28&kid=1 90% e O W
3 Sales Retum De
s
DHARMBIR S
0O g i n 0
(a) Fleld . 0 €n 1 L 4 g tarougn aaop O1 PpIope 4 g ca a0 g 1 [ on o) 0
; mployee Rating Deati eportin ting Deati
n Quarte & omment - d Submi
(B) [vegetabt co ‘Remark Score
. Achieve Sales Target in given \Achieved the Business Rs 3383239 Achieved Business target of Rs
1 Quarter 1 75 25 [territory 21 |lac target Rst441cr76s lac 77 percent 6.30 2 lac against Gl;]tnget Rs44.10 6.00 V
Achieve Sales Target in given A%*edBusinesshlgetﬂfRsof ZJ Achieved Business
territory 1708304.15 against GD target b 1708304.15 against
2 Quarter2 75 2 25 |1019254. Total target achievement 7:50 1019254. Total targt
4 Retailer Focus 168 percent. e A |
Achieve Sales Target in given h;AﬁJevebnmmsh:ggtfogRs?aigz Business
territory against GD target of 28.74 = lac against (
3 Quarter 3 75 25 25 ITotal Achieve 128.46 percent. 437 = mhﬁwﬂﬂhﬂmm ; N
Achieve Sales Target in given |Achieved the Business Rs 4385737 Achieved Business target of Rs )
4 Quarter 4 7.5 25 [termitory 23.5 [lactarget Rst4650885 lacggq percent | o5 20 (134506 lac against GD target Rs 6.00
5 Demand Gens Achievement 121000 90
Total:| 30 100 94.5 28.35 90 27
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Form B Skill/Behaviour

SkillComment

Remark \./

* ppraiser
Ass,

Interpersonal Skill

Market Intelligence information sharing on various development in
market place like frends, new product, compefitor activities, new
inputs, competition product issues, schemes, new initiatives efc. on
real time basis, which may impact VNR business. Measurable is real
time reporting through Whatsapp, Phone, Mail and a summary
report on monthly basis

Have good relationship with all
business partners, feam members.

\J

Have shared market intelligence
on timely basis which has helped
in preparing strategies. The
reports have been sent timely.
Data uploaded timely.

Sy

Mentoring And Coaching

1. Entire team i.¢. Permanent FA and Temporary FAs shall be
thorough in product communciation. 2. Within a month of joining,
FA should be capable of handling a farmer meeting independently.
Measurable, each FA shall be able to conduct 5 planned and
approved demand generation meefings on monthly basis.

The FAs have been guided to
perform field days. Have been

frained on product details. FAs
are doing the meetings on their
own. 3 FAs have completed 3-4
meetings each.

Initiative

To Lead one initiative for the territory to support business. The
measurable is to decide one goal around farmer data, demand
generation, trialling, working at retailer level as inifiative for current
year with concrete numbers. This initiative has to be a new one or
improvement over present system, it has to be documented

Did some work at Retailer level

and distributor level. About 15
good distributors were taken for
Chayan activity fo Raipur.

Problem Solving

To address and effectively solve the issues at farmers level.
Measurable; 1. Closing the product perofrmance issue which are
localised and not supported by QA because of reasons other than
seed quality i.. environment/ agronomic or insect pest reason. 2.To
follow proper guidelines and documentations timely for complain

addressal

No major issues at my location.

Very minor issues which were
resolved at my end.

Final Appraiser FormB Score:




Have face-to-face feedback session with the team member

fe Sp Be Helpful

Feedback

w

Focus on Individual Efforts

I

Recognise

No harsh words

I

o0O®
Don’t judge person

One-to-one Give Constructive feedback End on Positive note

Give Examples to Explain

il




PMS Score calculation
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(%) (A) Behavioral (%) (B) (A+B) ‘

Employee 66 -m_m
— . ..

T ame [ e
T

Communication skills

Product knowledge training

Hardworking. Should take more initiatives. Should be more agressive in marketing activities.




VAR After Final Submission

www.vnrseeds.com

Home

4 new distributor created

Liasioning with Government officials and follow-ups for licencing

No collection pendancy beyond 60 days.

Have Created the very good brand image of Hy paddy var -2355plus, Sarita.chilli-305,Super Green, Deepika Kashi Kanchan in my territory
Developed Strong relation with retailer and farmer and Colleted the maximum ABS from retailer

What is your feedback regarding the existing & new processes that are being followed or needs to be followed in your respective functions?
need four wheeler at work, Laptop

At work, are there any factors that hinder your growth?

. | New products in Brinjal, C ber, Sponge Gourd would help in improving sales target

At work, what are the factors that facilitate your growth?

VNR Brand Image and Good Team







VR Reviewer

www.vnrseeds.com

Company : VNRSEEDSPVL.LTD. LogOut Change Password
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Rating Graph

SelectSue

Name

Overall Rating Graph

Head Quarter

Department
SENIOR TERRITORY SALES EXECUTIVE

Head Quater

TERRITORY SALES EXECUTIVE

SENIOR SALES EXECUTIVE

TERRITORY BUSINESS MANAGER

TERRITORY BUSINESS MANAGER

TERRITORY SALES EXECUTIVE

SENIOR TERRITORY SALES EXECUTIVE

TERRITORY SALES EXECUTIVE

wle| gl |w|e|wl] -

SENIOR TERRITORY SALES EXECUTIVE

2R R R B]E

SENIOR SALES EXECUTIVE

SENIOR SALES EXECUTIVE

SENIOR SALES EXECUTIVE

SENIOR SALES EXECUTIVE

4 s

EIEREE




VR Team Status

www.vnrseeds.com
Department v Head Quarter v Select State v
n Departmen Designation 0
1 SALES SENIOR TERRITORY SALES EXECUTIVE Wat | No | Dmft Draft Draft
2 SALES TERRITORY SALES EXECUTIVE Wat | No | Dmt | Draft Draft
3 SALES SENIOR SALES EXECUTIVE Wat | No | Dmft Draft Draft
4 SALES TERRITORY BUSINESS MANAGER Click [ No | Submitted | Approved | Drat | Select v
5 SALES TERRITORY BUSINESS MANAGER Wat | No | Dmft Draft Draft | Select
6 SALES TERRITORY SALES EXECUTIVE Wat | No | Dmft | Dnaft Draft [z
7 SALES SENIOR TERRITORY SALES EXECUTIVE Wat | No | Dumft Draft Draft | Resend Form
8 SALES TERRITORY SALES EXECUTIVE Wat | No | Dt | Draft Draft
9 SALES SENIOR TERRITORY SALES EXECUTIVE Wat | No | Dmft | Dnaft Draft
10 SALES SENIOR SALES EXECUTIVE Wat | No | Dmft | Duft Draft
1 SALES SENIOR SALES EXECUTIVE Wat | No | Dmft | Dmt Draft
V) SALES SENIOR SALES EXECUTIVE Wat | No | Dumft Draft Draft
13 SALES SENIOR SALES EXECUTIVE Wat | No [ Draft Draft Draft

Capyright © VNR Seeds Pyt Ltd. All ights reserved. Designed by VNR Seeds Pvt Ltd.
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Hn: T :'|| I : i J Eam

4 new distributor created
Liasioning with Government officials and follow-ups for licencing

No collection pendancy beyond 60 days.

Have Created the very good brand image of Hy paddy vor -2353plus, Sarita,chilli- 303, Super Green, Deepika Kashi Kanchan in my territory
Developed Strong relation with retailer and farmer and Colleted the maximum ABS from retailer

LE I B

What is vour feedback regarding the existing & new processes that are being followed or needs to be followed in vour respective functions?
Ans. | need four wheeler at work, Laptop

1 | At work, are there any factors that hinder your growth?

Ans. | New produets in Brinjal, Cucumber, Sponge Gourd would help in improving sales target

3 | Atwork, what are the factors that facilitate your growth?

Ans. | VNR Brand Image and Good Team

4 | What support vou need from the superiors to facilitate your performance?

Ans. | Immediate feedback on job to help improve.

5 | Any other feedback !

None

Mmmmmhmwnﬂi

tage Remarks
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Form A Assessment

Description

Measure

Unit

Weigh

Period

Self Rating

Remarks

>4

AWA:E € Score

1 Achieve Sales Target in given territory

'To ensure the monthly targets are achieved through adoption of proper sales
strategies. Measurable.. Target vs Achievement on volume or value basis as
finalized in ESS.

Processes

%

300

Logicl

Quarter

945

Overall tried my best to achieve targets.
Faced many challenges like weather
conditions, product shortage, manpower
shortage etc.

n

1 Ontime Collection

'To ensure that the collection goals are achieved as per the targets of monthly
RCP. Measurable... To achieve the Monthly targets as submitted via RCP and
ploaded in ESS.

Processes

%

100

Logicl

Monthly

68.6

‘The collections were low as the party
selected was deafualter

7879 787

3 Sales Return

@

[Field Crop

The unsold stocks should be returned as following

The Unsold Stocks should reach the warehouse by 13st august for Kharif}

Season Measurable: OP less than 5 % Hybrid; less than 15 % for

evaluationthe Proportionate weightage will be considered for OP and
brid

Processes

100

30

Logicl

172 Annual

1000

100.0

0.0

95

475

(b)

[vegetable Crops

Hybrid vegetables should be dully approved with more than onee
as expiry when it reaches to warehouse Measurable Veg OP equal
0% Hybrid Less Than 2 % for evaluation the proportionate weightage
ifl be considered for OP and HY

Processes

50

Logic!

172 Annwal

1000

100.0

4 Retailer Focus

Need to select 10 good retailers per distributor, need to have a goal sheet(
menth wise business plan) for these refailers, need to select 5 good villages
under each retailer, primarily these identified villages need to be covered for
Demo, Meeting, crop show ete, Retailer plan and village details need to be
attached. Measurable Plan Vs Achievement

Processes

%

100

Logicl

Quarter

96.0

Have increased our focus now.

9 9.3

5 Demand Generation

The 70 demand generation activities need to be done on existing portfolio(
focused products for the territory) and 30 on new launches introduction in the
territory. Measurable Plan Vs Achievement . As uploaded and approved in
effort plus.

Processes

%

150

Logic

Quarter

950

doing lot of demand generation activities
under guidance of seniors

m 03

6  Trialing OFD and CT

(Site and farmer selection

New product trialing and data generation in the territory

Site and Farmer as per requirement and monthly reporting PD feam
inputs will be taken

Processes

150

50

Logic!

97.0

0.0

82

41

(b)

(Trail quality Observation and data submission

Trail quality Observation and data submission is done timely and
accuretely PD team inputs will be taken

Processes

10.0

Logicl

920

have to improve

85

Reporting

Timely and Accurate reports 1) FA documentation submission before joining (
evaluation based on marketing team inputs and reports) 2) Monthly FA claim
submission with in timelines ( evaluation based on marketing team inputs and
reports ) 3)Monthly MDA plan submission with in timelines ( evaluation based
on marketing team inputs and reports ) 4) Real time MDA activity upload with

JEIUE S U N VS JRE RS SR PC S

S SR DR

Processes

%

100

Logict

Monthly

1000

740

will try to be on time

99.96 0.96

raiser

Score:

84.08
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Form B Assessment

S Skill SkillComment Weightage Logic | Period = Target  SelfAss. Remark A"f;‘;:““ Scote
Market Intelligence information sharing on various development in E]?S‘:; iZOdﬁioﬂ E;gg <
market place like trends, new product, competitor activities, new Have shal:ed marl’cet inellgence '
. inputs, competition product issues, schemes, new initiatives etc. on . . _—
1 |Inferpersonal Skill . C . . . 250 | Logic2 | Anmal | 1000 | 950 ontimely basis which has helped | 900 15
real tpne basis, .Whlch may impact VNR business. lMeasurable is i peepaing e, The
;:;ﬁ;ﬁ%z I&nflm Ugh Whalsapp, Phone, Mail and 2 summary reports have been sent timely.
Data uploaded timely.
| Entire team i.¢. Permanent FA and Temporary FAs shall be Ti];::; f];: 1‘:::8;1 f;]al f:i«:gn
thorough in product communeiation. 2. Within a month of joining, frain od oL bro duitl detals EAs
2 Menforing And Coaching FA should be capable of handling a farmer meefing independently. | 250 | Logic2 | Anmal | 1000 | 90.0 are doing tﬁe meetings on. el 85.0 213
Measurable, each FA shall be able to conduet 5 planned and own. 3 FAs have completed 3-4
approved demand generation meetings on monthly basis. "
meetings each.
To Lead one inifiative for the territory to support business. The . .
measurable is to decide one goal around farmer data, demand ?;g ;T::;;&ﬁ:i;?ﬁi:? ;l
3 |Initiative generation, trialling, working at refailer level as initiative for 250 | Logie2 | Anmal | 1000 | 700 oo distbotas welre aken for 0.0 173
current year with concrete numbers. This initiative has to be a new Clavan activity to Raiour
one or improvement over present system, it has to be documented Y aetviy o Raiput.
To address and effectively solve the issues at farmers level.
Measurable; 1. Closing the product perofrmance issue which are - .
. localised and not supported by QA because of reasons other than . Yo HAJOrSSUES a o location
4 |Problem Solving Lo o 250 | Logie2 | Anmwal | 100.0 | 80.0 |Veryminor issues which were 850 213
seed quality L.e. environment/ agronomic or insect pest reason. 2.To resolved at my end
follow proper guidelines and documentations timely for complain '
addressal
Tinal Annraicar FnrmR §epre:

‘Score:



Form submission

VAN LA S RS alaa

o cwmat L PoposdGppris)  Proposed®evieven)
T T . S

Justification (Reviewer) : Overall a good performer. Deserves to be promoted. _

Product knowledge training,

Hardworking. Should take more initiatives. Should be more agressive in marketing activities.

Communication & Presentation Skills

Product knowledge and Objection Handling training

Good asset, can be groomed well for taking more responsibilities
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Ho My Te Team Status
Name Department Designation HQ Form Files Employee Appraiser Reviewer HOD Action
n-—m—mn----l

Approved
Resend Form
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@ Management/HR Level
VAR
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Management LEVEL APPRAISAL }

* Management shall evaluate the appraisals of the complete department and introduce
normalization where ever required.

* The PMS scores gets mapped to ratings

* The promotion recommendations are reviewed & finalised

G )

HR PROCESSING )

*HR Processes the increment/ promotion details

* Works out the salary restructuring/ increments post discussions with management
* Letter issuance as per the date decided.

* PMS feedback is consolidated and sent with other PMS reports to management

* Necessary organizational policy/ procedure/process changes are implemented based on
G feedback. 45




If you can’t
MEASURE it

you can't MANAGE it.

Measurement is the first step that leads to control and
eventually to improvement. If you can't measure something,
you can't understand it. If you can't understand it, you can't
control it. If you can't control it, you can't improve it.

-H. James Harrington



