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Management information: 
 
Model Used: 
 
Managers – Appraisal data 2005 
 

Normative data showing comparisons between named populations. 

Population .1. Norm for All Managers 
 
Population .2. Burnley managers   
 
Population .3. Bolton managers 
 

1: Role model for this attribute / behaviour 
2: This is a strength 
3: Some development is desirable: Low priority 
4: Development is very desirable: High priority 

Page .2. Overall Scores and history. 

Page .3. Strengths and Development needs – All Managers. 

Page .4. Strengths and Development needs – Burnley. 

Page .5. Strengths and Development needs – Bolton. 
 
Page .6. Top 10 Critical Behaviours. 
 
Page .7. League Table all managers. 
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Overall scores 
 

1

2

3

4

Passion for Achievement - Maximises Commercial
Opportunities

Being proactive - Identifies opportunities for
business success

Business innovation - Break through thinking

Inner Confidence - Seeks Major Challenges

Communication, Influence and Persuasion - Builds
Support And Commitment

Working together for the business - Invites
Contribution

Customer Focus - Works To Exceed Customer
Expectations

Building Client Partnerships - Works With Client To
Deliver Their Long Term Business Strategy

Motivating and Inspiring - Generates Excitement
And Enthusiasm

Developing and Empowering - Builds Long Term
Capability

Clarity for  Performance - Shapes a High
Performance Environment

All
Burnley
Bolton

 

2.72 2.59
2.35 2.24

1.00

2.00

3.00

4.00

2004 / 1 Company

2004 / 2 Company

2005 / 1Company

2005 / 2 Company
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Population 1 – All managers 

Key strengths 
 

45. 79%

48. 79%

84. 91%

83. 100%

79. 77%

1.51 2

(Percentage of people indicating key strength / Average score)

Thinks about long-term career and succession planning for individual and 
teams

Values and calls on the expertise of colleagues

Encourages co-operation within and across divisions

Continually raises the target level for individual performance over time

Creates a performance focused culture by encouraging individuals to take 
full responsibility for their own performance

Key areas for development 
 

65. 36%

66. 43%

6. 38%

29. 43%

33. 36%Actively seeks out new opportunities to take the business 
forward

2 3 4

Acts as a trusted advisor and becomes involved in the 
client's decision making process

Willingly takes calculated risks to maximise business 
benefits.

Identifies opportunities to create value for the client by 
suggesting changes to their operational model to facilitate 
new market opportunities

Identifies break through concepts to take the business 
forward

(Percentage of people indicating development need / Average score)
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Population 2 - Burnley 

Key strengths 
 

53. 100%

55. 100%

83. 100%

48. 86%

67. 86%

1.51 2

(Percentage of people indicating key strength / Average score)

Understands the clients aspirations and their business model and considers 
all recommendations in the light of this understanding

Delivers more than was promised

Seeks to find the best solution for the customer even if this establishes a 
new precedent

Creates a performance focused culture by encouraging individuals to take 
full responsibility for their own performance

Encourages co-operation within and across divisions

Key areas for development 
 

72. 100%

74. 70%

73. 43%

75. 33%

16. 33%

Harnesses the teams collective energies to drive in the 
direction of the vision

(Percentage of people indicating development need / Average score)

Regularly reviews the business environment to develop 
approaches that will address future problems

2 3 4

Inspires the team to believe in themselves and believe that 
they can make a difference

Paints a vision for the team/group that really inspires their 
enthusiasm

Inspires group through own personal style, tone and 
agenda
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Population 3 - Bolton 

Key strengths 
 

40. 100%

71. 100%

72. 100%

73. 100%

79. 86%

1.51 2

(Percentage of people indicating key strength / Average score)

Thinks about long-term career and succession planning for individual and 
teams

Recognises and uses key opinion formers and decision-makers to build 
support for specific outcomes

Seen as a positive role model for leadership

Inspires the team to believe in themselves and believe that they can make a 
difference

Paints a vision for the team/group that really inspires their enthusiasm

Key areas for development 
 

66. 100%

65. 33%

67. 50%

29. 50%

5. 40%Acts entrepreneurially to make big bottom-line gains

2 3 4

Identifies opportunities to create value for the client by 
suggesting changes to their operational model to facilitate 
new market opportunities

Understands the clients aspirations and their business 
model and considers all recommendations in the light of 
this understanding

Acts as a trusted advisor and becomes involved in the 
client's decision making process

Identifies break through concepts to take the business 
forward

(Percentage of people indicating development need / Average score)
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Top 10 Critical behaviours for high performance – All Managers:

Rank Behaviour 
1 Values and calls on the expertise of colleagues 
2 Encourages co-operation within and across divisions 
3 Continually raises the target level for individual performance over 

time 
4 Creates a performance focused culture by encouraging individuals to 

take full responsibility for their own performance 
5 Thinks about long-term career and succession planning for individual 

and teams 
6 Builds 'behind the scenes' support or lobbies to generate 

commitment for long-term plans 
7 Recognises and uses key opinion formers and decision-makers to 

build support for specific outcomes 
8 Asks others for their ideas and opinions to help form decisions and 

plans 
9 Willingly learns from others 
10 Delivers more than was promised 
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All managers Rank order - Weak to Strong

0 0.5 1 1.5 2 2.5 3 3.5

Name rem

Name remName rem

Name rem

 


