MANAGER PERFORMANCE PLANNING FORM (PERSONAL SCORECARD) – SALES FOR 2007

PHARMACEUTICAL SALES SPECIALIST– Required Objective and Standards

	Name:   
	Function:  SALES

	Dept:     
	Manager:  

	Deployed Manager/ Project Leader (if appropriate):

	Interim Review Date(s):
	Annual Review Date:


	Performance Perspective: Consistently Achieve Upper Quartile Industry Performance

	Individual Objectives:

Aligned □ Specific □ Concise □ Organisational Behaviours □ Critical Actions □ Necessary development actions
	Standards for each Objective:

	1. Deliver product sales targets for the key brands

2. Ensure Compliance in the Sales Force with specific focus on Speaker Management and driver safety and performance
· Drive in a safe and lawful manner as well as personally champion a strong AZ safety and health culture among your peers

3. Optimize Resource Allocation
Supporting Organizational Behaviour(s):

1 or 2 organsational behaviour(s) most associated with this objective

· I align my actions with business priorities and insist on the same with others                                      
· I work with a sense of urgency to deliver quality results

· Agreed with deployed manager/ project team leader if applicable


	Perspective Measurement Standards: Identify how success in achieving the strategy will be measured and tracked.  Consider Measurement in terms of impact or outcome: (time, quality, quantity, cost) and how it is achieved.  
1.    Delivery against Product Sales forecasts for Key Brands

Casodex

· Achieve Casodex YTD PDOT Increase of 5%

       Arimidex

· Achieve 2007 Ending Total Market share of 41%

       Faslodex

· Faslodex YTD Unit Growth of 20%
2. A) Speaker Management Process

(  Use of Nominated Speakers

· At least one time per year
(  Speaker Program Follow-Up

· 100% Speakers Programs reports completed and 

                             submitted within guidelines

· Speaker Utilization

· Budget spend- at least 45% peer to peer
B) Driver Safety and Performance

· Maintain a low risk DriverCare profile

· Complete all require training by assigned date

3.  Expense Management 

· Expenses within +2% and –2% of quarterly submission targets

Perspective Strategic Initiatives: Identify what critical key actions or progress is required to achieve perspective objective.
· Utilize available tools such as the One Second Advantage training modules, DriverCare, etc.

· Champion or be integral part of at least one creative local application to help improve either personal or team safety

· Product Initiatives- Casodex, Focus on top 14 retail targets, 6 non- retail targets via time and resources and specific tactics

· Product Initiatives- Arimidex (1) Grow at expense of Femara (2) Achieve Market Dominance,  (3) Grow YTD TRX vs. baseline by 7 points

· Product Initiatives- Faslodex  -TRX & YTD to exceed region and nation


	
	


	Interim Review Comments:

Successes □ Difficulties □ Extra work achieved □ Business impact □ Leadership Capabilities □ Customer feedback □ Learning □ What could be done better and how? □ Are AZ policies and ethical standards being met? □ Feedback to manager □ Objectives withdrawn/changed □ 
Is the current performance on target to meet this objective? □ Update this box during each interim review meetings

	


	Patients Perspective:  Create Better Ways to Maximize Patient Benefits for Our Medicines


	Individual Objectives:

Aligned □ Specific □ Concise □ Organisational Behaviours □ Critical Actions □ Necessary development actions
	Standards for each Objective:

	1. Deliver compelling brand messages to targeted customers to enhance the patient benefits of our medicines
2. Positively impact Patient adherence by effective pull through of brand team initiatives
3. Pull through AZ access and affordability messaging
Supporting Organizational Behaviour(s):

1 or 2 organsational behaviour(s) most associated with this objective

· I build sustaining relationships with my customers

· I know and understand my customers’ changing needs an actively meet them

· I share information and learn form experience to improve the way we work and deliver better business results

· Agreed with deployed manager/ project team leader if applicable


	Perspective Measurement Standards: Identify how success in achieving the strategy will be measured and tracked.  Consider Measurement in terms of impact or outcome: (time, quality, quantity, cost) and how it is achieved.  
1. Enrollment and average patient days on therapy (PDOT) vs.    

              2006

Casodex

· Achieve Casodex YTD PDOT Increase of 5%

       Arimidex

· Achieve 2007 Ending Market share of 40%

       Faslodex

· Faslodex YTD Unit Growth of  20%
2. Number of enrollees in AZ&Me Programs

· 25% increase in AZ&Me Programs
Perspective Strategic Initiatives: Identify what critical key actions or progress is required to achieve perspective objective.

· Improve patient adherence via 3 ways below

1. Increase enrollment in In your corner
2. Assist requests and proactively discuss the benefits of Financial assistance with our targeted customers

3. Conduct Web ex programs

· Improve access to AZ products

1. Lash group

2. AZCSN

3. Patient Assistance Program, Doughnut hole coverage

· Effective Scientific Exchange

1. Utilize resources i.e., RSM, FNP and Brand Team

· Become patient advocates

1. Partner with VBCF and every woman organization

2. Target minority and multi-cultural populations



	
	


	Interim Review Comments:

Successes □ Difficulties □ Extra work achieved □ Business impact □ Leadership Capabilities □ Customer feedback □ Learning □ What could be done better and how? □ Are AZ policies and ethical standards being met? □ Feedback to manager □ Objectives withdrawn/changed □ 
Is the current performance on target to meet this objective? □ Update this box during each interim review meetings

	


	Products Perspective: Deliver a Flow of Valuable Products to Grow the Business


	Individual Objectives:

Aligned □ Specific □ Concise □ Organisational Behaviours □ Critical Actions □ Necessary development actions
	Standards for each Objective:

	1. Deliver productivity and quality targets, through multiple product selling, and execution excellence of the total office call

2. Deliver market share or volume goals by brand 

Supporting Organizational Behaviour(s):

1 or 2 organsational behaviour(s) most associated with this objective

· I share information and learn from experience to improve the way we work and deliver better business results

· I consider the customer in every decision that I make

· We are confident, courageous and determined to take the lead in innovation

· Agreed with deployed manager/ project team leader if applicable


	Perspective Measurement Standards: Identify how success in achieving the strategy will be measured and tracked.  Consider Measurement in terms of impact or outcome: (time, quality, quantity, cost) and how it is achieved.  
A) Capped discussions 

· T1: tds 65%
· T2: tds 65%
· T3: tds 70%
       B) Improved details/call over 2006

· 5 Calls per day 

· 50% monthly reach on top 25 physicians

· 95% reach on top 25 physicians per trimester

2.  Market share or volume

· Arimidex TRX marketshare 40%

· Faslodex YTD unit growth of 20%

· Achieve Casodex YTD PDOT increase of 5%
Perspective Strategic Initiatives: Identify what critical key actions or progress is required to achieve perspective objective.

· Participate in training and education of all execution and productivity metrics. 
Call Quantity/ Quality

Quantity

· 70% overall TDS

· Achieve call execution of at least 80% with top 18 MD’s

· Achieve 90% of branded calls assigned (i.e. Arimidex, Casodex, Faslodex)

· Achieve a call average of 5 calls per day

· Complete dual product calls for Arimidex and Faslodex 70% of the time.

Quality (all parameters to be measured via workday appraisals)

· Touchstone Excellence ( interactive and reports)

· Use of  territory segmentation strategy

· Proficient demonstration of the total office call ex. Pharmacy, nurses, buyers, etc.

· Demonstration of powerful and successful closes as well as examples of fair balance within presentations

· Sampling excellence
· Meet National Field Day Goal Requirement – days in the field


	
	


	Interim Review Comments:

Successes □ Difficulties □ Extra work achieved □ Business impact □ Leadership Capabilities □ Customer feedback □ Learning □ What could be done better and how? □ Are AZ policies and ethical standards being met? □ Feedback to manager □ Objectives withdrawn/changed □ 
Is the current performance on target to meet this objective? □ Update this box during each interim review meetings

	


	PEOPLE:  Inspire Our People to Realize Their Full Potential and AZ’s Ambitions

	Individual Objectives:

Aligned □ Specific □ Concise □ Organizational Behaviors □ Critical Actions □ Necessary development actions
	Standards for each Objective:

	1.  Take Accountability for Individual Development

Supporting Organizational Behavior(s):

1 or 2 transitional behavior(s) most associated with this objective

 FORMCHECKBOX 

Agreed with deployed manager/ project team leader if applicable


	Perspective Measurement Standards: Identify how success in achieving the strategy will be measured and tracked.  Consider Measurement in terms of impact or outcome: (time, quality, quantity, cost) and how it is achieved.  
1. Application based self-development goal (skill, capability) on Personal Scorecard that individuals/leaders are accountable for and measured against

· 100% of employees develop and incorporate objective into Personal Scorecard by 2/28/2007
Strategic Initiatives: identify what critical key actions or progress is required to achieve targeted objective.




	Interim Review Comments:

Successes □ Difficulties □ Extra work achieved □ Business impact □ Leadership Capabilities □ Customer feedback □ Learning □ What could be done better and how? □ Are AZ policies and ethical standards being met? □ Feedback to manager □ Objectives withdrawn/changed □ 
Is the current performance on target to meet this objective? □ Update this box during each interim review meetings

	


	PERFORMANCE REVIEW FOR YEAR 2007



	Name: 
	Function: 


	Dept:
Title: 



	Functional Manager: 


	Deployed Manager (if appropriate): 

	

	Individual’s summary of achievements against year’s Objectives 

Successes; Difficulties; Extra work achieved; Business impact; Organisational Behaviours; Leadership Capabilities; Customer Feedback; Learning; What could have been done better and how? Were AZ policies and ethical standards met?

	

	Manager’s summary of performance 

Consider each objective:  Successes; Difficulties; Objectives withdrawn/changed; Extra work achieved; Business impact; Organisational Behaviours; Leadership Capabilities; Customer Feedback; Learning; What could be done better and how? Were AZ policies and ethical standards met?

	

	Overall Rating of Performance

Click in the box immediately below the appropriate rating.
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	Reasons for rating recommendation and actions required to raise performance.  

This is required for all performance ratings and is especially critical for performance rated as Unacceptable 

	

	 FORMCHECKBOX 


 FORMCHECKBOX 

	Content and Rating reviewed and agreed with Deployed Manager.  (Please place an X in cell to the left to indicate agreement).


ASTRAZENECA GLOBAL ORGANISATIONAL BEHAVIOURS
AstraZeneca’s Organisational Behaviours are underpinned by our core values:  Respect for the individual & diversity … Openness, honesty, trust & support for each other…Integrity & high ethical standards…Leadership by example at all levels.
	Customer Focused (Internal and External) 

· I recognize the diversity of our external customers and I understand the impact they have on AZ business results

· I know and understand my customers’ changing needs and actively meet them

· I build sustaining relationships with my customers

· I deliver innovative solutions that meet both the customer and business needs
· I consider the customer in every decision that I make


	Performance Driven

· I ensure that everything I do meets AZ business standards and ethics

· I share information and learn from experience to improve the way we work and deliver better business results

· I find creative ways to deliver quality results faster, more effectively and efficiently

· I align my actions with business priorities and insist on the same with others
· I work with a sense of urgency to deliver quality results


	Teams Passionate about Winning
· We embrace diverse perspectives and leverage the talents of our teams

· We are confident, courageous and determined to take the lead in innovation

· We act as one global organisation and collaborate in teams across functions to deliver high performance

· We anticipate, lead and adapt to change
· We demonstrate leadership, take informed risks and set examples for others


Unacceptable performance





Distinguished performance





Valued Performance


	


	Partially Met	Fully Met	Exceeded
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