1. Up to now, we had skills lists for non-mgt (sales support/CS) and managers, lists to be used for eval in January.
2. Attached the list that will be applicable  to Martin and Marc.

We want to keep a basic system equal for all, whatever the job position > we have taken the same titles as in the skills lists for non-mgt and mgt, but we have here trimmed the skills > the list is shorter than for the others  while taking  into account 
· group attitude

· commitment /responsibility 

· own growth management

· company structure knowledge 

· level of technical expertise

· problem solving and self-organization + communication abilities

· company regulations & CSR

2008 will be for Martin and Marc the first  real yearly evaluation > the attached will be a reference guide about what we expect + identifies the process behind the tasks we ask to people (ex : what does self-organization means : meeting deadlines, files usable by colleagues etc…)

3. In the evaluation, will be taken into account not only the sales, but also the efforts to push those ones and the initiatives like  proposing and preparing to participating to trade shows, preparing advertising articles in magazines, catalogues, networking that can increase contacts and sales…
On the eval sheet used yearly (see attached), there is a part in which the person and one’s manager can note freely about such efforts (cfrpt 5 of  page 3 of eval form)
MBO ratio for sales is currently at 73% for objectives and 27% for skills .

4.  Premium  for which method of calculation was not clear: 

Ishikuma-san has proposed to take into account sales and /or BOOKINGS. The efforts can lead to X bookings during Year N, but only X% will become sales during this same year because of several possible reasons (like customer request to deliver Year N+1)

In fact the sales person has already realised a figure for YEU > sales only is restrictive.

Idea would be  Excellent : from 85% of the sales &/or booking target

                         Good : from 70 to 84




Fair : from 50 to 69

Those figures can be discussed .

We think that including the booking would motivate our sales guys + this way they could reach the 100% of the premium.

4. Soon  Marc’s trial will be finished.

Y already set up the obj for the rest of the trial (cfr when we made the evaluation with him) > increase knowledge and lab set up.
Can we send him a mail –from your PC Régis week of Oct 15 – stating that  considering the 
End of his trial on Friday 19, we are pleased to welcome him on board and reconfirm  the obj as follow: 
- Obj qualitative for 2007 was (and remains) mainly the product learning + lab set up
- Obj for 2008 will be same + practical in lab + technical answers (quality in terms of safety/fulfilness/satisfaction of the customer). Detailed will be in 2008 MBO that will be set up in jan 08.
Can we agree that in Jan 08 y will evaluate Marc’s efforts to reach a certain level of knowledge :

up to now, Marc has learned via Deddy, articles Marc wrote for technical review (cfr Ishikuma-san’s request), Lab set up, communication with Japan. 

We believe the eval in Jan 2008 can take into account the speed and quality of the learning through the several channels (considering Marc was at 0 % knowledge when he entered, and that Deddy’s training was not so profitable).

F y ref : Deddy’s objectives for the last 3 years did include 

· number of customers repeatedely ordering with YEU

· sales figures
Mid- December, I shall organize an info session  for Martin, Marc, Ann about eval docs.

