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JOB DESCRIPTION

FOR MEDICAL REPRESENTATIVE

1. OBJECTIVE :

2. POSITION :

He reports t%? the Superv1sor responsible for his area.

ﬂumwﬁmwmm

3. RESPONSIBILATIES :

a@mmn‘a‘mummmaa

a Product and Company knowledge

The B - Company representative must be fully informed on:
- The & or b line of products and policies by intensive
study of Company publications, detailing literature and by atfendance

at meeting, briefing sessions, conferences and refresher courses.



o

-~ The latest infommation and reports that concemn
the Company published in pharmaceutical and medical journals.

- Competitor activities. Including prices, deal

terms, promotional activit',.' ts, sales techniques and

—
b) RoutevSehedule

acceptance of competitors

In cons 1is assigned Supervisor, the
representotive wil
= A m

selling aésignmeﬁt. Pty
i ot

ol s A |
c) Knowledge of the physicia

1

The represéntative w naintain records on each

Doctor : LT ’*f’

R Y ———— -
ﬂ::;nul:-:r.v--vsnl.;r- ¥a -

-11 itﬂ
ﬂwwﬂmwmm

- Spegﬁgg 1nterests
~ Personality ¢ -

AW MSASRINNINYIAY

- Progress towards a sale

2. The Interview

- a) Presentation of subjects

The representative will present product information using
a Planned Sales Presentation. Tactfully employ detailing aids

currently used to the end that the physician knows:



lme’

- name .of product
- Indications and contra-indications

- Major advantages

- Dosage and me

- Price rangew "

-~ Availabi
b) Strategy

The repre use of "plans of

action" and "detai

- Influence B -~ Company's
products. ,

- Close intervi : f ‘lH‘ lers for B - Company's
products from dispensing S5 f-;lfeir ital pharmacists and other

contacts made, in- Company's procedures.

- Submit the Supervisor a month1 ‘ eport covering the
requirements llstedrjanCompany s

AT, e

ii competltors' aq}1v1ty,

] mmmmymm 0] J

4 Collectlon of debts

B ~ Company detailers will be responsible for collections

in private clinics (doctors) in the provinces.



Yeolenkin

J0B DESCRIPTION

FOR FIELD SUPERVISOR (SALESME:N)

1, OBJECTIVE :
The Supervis a1d| me '_-k Salesmen in his
assigned area so t ‘
explicited in orde
The Supe sstucen A - Distributor

and B - Company and ensi and understa_nding between
=~

the two parties.

2. POSITION : |2
;

The Supeﬁisor reports 1 58 es%na}ger.

ﬂS alesménsin his area meport to him.

‘NU’MEW]?WEJ"]ﬂi

He makes pianned contact visits with each Salesman

3.1.1 to improve the Salesman's efficiency in selling
our products by providing on-the-job training.
3.1.2 to establish the situation with competitive products

in his area.
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3.1.3 to learn of the Salesman's problems and

weaknesses, and also to solve them

each detailing cyc
302 Persg

changes of

or transfer of Salesmen.

f

“problems affecting Salesmen.

3. P .__;:__:___'_.l.f___.:.___--__---»ir i ecords of Salesmen.

3.3 Meeﬁgig

He attends meetings with ith all Salesmen where the

sottoning roffelabt bk f i 1) TNYIN3

3 3.1 Prepare plans for eaech detailing eycle.

RRANEEEE ‘EQJQM’JQ ﬂ&L’lﬂoﬂeW

preparatlons.
- 3+3.3 Role - blaying end films sessions.
3.3.4 He attends meetings with the Sales Manager
and other Supervisors to fulfill the functions of planning, orga-

nising, leading and controlling his operation.
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/

3,%.5 He is required to make a major contribution

to these meetings.

3.4 Reporting Sys

~

He Bubnmi and -the Sales
Manager -

341( par ‘b field contacts
with Salesmen, res " 91 Jo 2 ng activities and the
response of drugs ‘ou ’ :

3L, TN Py, } \\ t condltlons,
sales trend and comf i e ‘wi es Wi hin his area.

3 4.3 : il 2 31 each Salesman on the

Title : Promo

‘

Responsibility

RSN NIRRT

~planning aﬂ& controlling ipe act1v1t1es of his nedlcal

-~ ARIMIATO RN IRY

Je Co pany’s productu to hospitals, doctors and clinics.

The Promotional Manager is responsible for the
eff1c1ent operatlon of the detailing force, and for the
tralnlné and development of his staff, to ensure the best

use of their potenﬁial°
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Accountebility

The Promotional Manager is accountable to the

Division Manager for the img ‘tation of the promotional/

“‘i‘and he will be judged
3 4_ ’ .
Ol\-@work of his medical

detailers, as much: oring sales results against

-
1

plan.

Authority :

The Promo lorized to direct the

daily work of the m d he will be expected

to assess his staff and make re dations on salary
ALt IS ~ T, 7

| ]
increments. e e
L)
The Proiﬁtio* --“hoﬂazed to sign bills

according to stani@aﬁ instructiﬁgs and to sign local cor-

resPondenﬂﬂnﬂ-am&%@w.ﬂﬂﬂ‘i N
A A AL A

and policies laid down by the Company. He must refrain,
however, from entering commitments on prices and terms not

normally applied, unless prior approval has been obtained

from the Division Manager.



Main Duties & Functions ¢

1) The Promotional Manager will direct and control
nis medical detailers to ensure that sales objectives are
met and promotional plans folleeds s He will ensure that

his medical representatives understand the priorities of
)
our sales programme andethat they are adhered to.

"2) The Promotiomtl Manager will report monthly to
: “
the Division Managér, #oditoring performance opposite plan.

He 'is expected to dssist/ in market research and is responsible
for reporting on competitive marketing activities in his

market sector, such as launches of new products, special
promotional programme and matters ofipricing. Furthermore,

he will assist the Diviﬁgpn Managgglég formulating promo-.
tional strategies. _ —

3) The Promotional Manager is expectea to propose
individuél targets‘by area/cusﬁomer in conjunction with his
medical detadlers.

L) The Fromotional Manager is expected to~propose
the aldotuing oi territary toteach repnesentatives ané he
willvprepare travel-itinerariés/visiting programmes.taking
into considé%ation a policy of selective selling.

5) The Promotional Manager is expected to maintain
close relationship with major customers and important

doctors, and to spend 85% of his time in the field, controlling

the medical representatives and following up on imprtant



Ik
customers. He is.expected to call personally on as many
doctors as possible and to assist the medical detailers,

when they encounter difficulties.

6) The Promotione - expected to make

ty of his detailing.

force, and for ideg&iﬁﬁiﬂf' ireil training.

7) The Pr rop, motivate his staff
to perform their He
will take into ac rneed fo: ive such as

ership, and he

8) The Promoti “Manages responsible that the

medical detailers' visi u/;i JL<uv hroughLy evaluated

and didcussed, on recommen=.
dations.
9) The Pror?tlonal ManPger will maintain up-to-date

racords on ﬂs%%#‘a‘%%%’ﬁ PG =2 oren=s

outlets are 7 operly serv1c%d
AR IR T H g ﬁ%fl
dlstrlg%tlon of promotlonal material, this being samples
or brochures, and ensure that the expenditures of his medlcal
detailers are within the cuidelines laid down by the Company. '
11) The Promotional Manager is responsible for ensuring

that all detailers are fully equipped with necessary and neatly



ok

kept sales aids, and that they are fully briefed of all

planned promotional efforts.

information on customers! 1an¢; ' ding and closely
monitor collection of ouf i ensure that overdue
debts are kept at & : w:; -~ 1t outstandings

are attended to wi

i
Augingndnens
ARANTUNNINYIAE



JOB DESCRIPTION

SALES MANAGE

1. OBJECTIVE :

The Sal ities of his

Supervisors and Representatives
and Salesmen to of sales in
accordance with t and policies,

2, POSITION ¢

The Sales Zér ‘Oceu] ine position and

‘reports to the:ﬁhf“-"———‘“ Y]
The Sgpéﬂ}isoru re ¢ Sales Manager.

5 _ams )ONSQI%&’J NUNTNYINT
AT TR

sgupervisors, -and then takes the action required to see that

it is being carried out properly. These tasks may be resumed
in the fﬁnqtions of :
PLANNING

ORGANIZING



LEADING
:CONTROLLING

- 3.1 Planning
The Sales

terly basis.

of \ter g to the field force,

asgilgn,
c) ll@ urces at’ hls

disposal to achieve “objectives.

L) in determining what
A ' . .
must be done and when i uld be done to reach our objectives,
e) communicat 1e_company's sales plan

: r-j."‘fa’)‘ J‘}
to those responsr@le for 15% ef@c

ervisor (s) and

detailmen). The S3les Mana les meetings,

individual sessiong and fre roup reviﬂv sessions for

acquainting ée flel"iﬂorce with cogjany sales plans

TR IR (T e 1
aﬁwé"‘fi}“zi’%%uumwmaa

-~ Through the Superv1sors he .is responsible

and objectiv

for the recruitment, screening, interviewing, and training
of representatives,
- He draws up and executes any necessary

changes of territory assignments of representatives.



bmno

- He has authority to dismiss or transfer

representatives.

- He han problems affecting

ements for

time in the

field
0 ~with on=the=job
sales training techn o'i;_;‘w- ntatives.
ts with hospitals/and
relations withygovernment 1nsStitutlOlS. ———;f

He will’é ”‘ ng good social

and bu51neus relaﬁions with government bodies.

ﬁw%ﬂﬂﬂiwmﬂ‘i

He rev1ewsdﬁll act1v1t1es in the fleld in
~ARINTUNNING N Y

a) to 1&ent1fy actual performance agalns
plahned perférmance (as set out by objectives, budgets,
targets); to discover deviétions : o

b) to determine to caﬁsés of weakness invthe

field sales efforts j



lnln

¢) to take corrective field action to remove

the causes of deviations and bring actual performance back

to the level of planned perf\»\
T

Meeting on business p ~~,~;\£¢sponse to our

written and verbal

D
;'v“ o 1 competitor acti-
vities, products prif This report
should be accompanied by {-' \o prlcenilsts,
example of literature.
y and annual report:
gives full detaia; gf-ing activities.
He makes recomme‘ C , e feels would
iy
ﬂUEJ’J ﬂﬂﬂiWEﬂ’lﬂ‘i

QW']%NﬂiﬂJ NWTJVIEJ']@EJ

be needed in futurlﬂoperations.



AutIngninens
QAMNTUNRINGIAY



noe

PHOTO

APPLICATION FOR “EMPLOYMENT

Position applied fOr: @i ..ol . s i iicteccccncasocsascesnesnescscnosssonons
Salary expected (in gross): Bht. f.eeecevaceersecacaceaassssss per month

Full name in Thai Y & F 1 55 28 N0
English:'.......n..........;..............;...............
AQEI vevaveneoes SEXI wubeohodeansts Height:.........'Weight:....L......
Date OFf BATtN: oveeeossoeohedeess PLaceIof BATth: «ovevecensaoncossoons
Nationality: (ceeveevcccdscsnnens Religion: ..........:................
Identity Card NO.t eucesecsseness DAate OFf ISSUE:I cveeveencrcocnsaocasns
Place Of ISSUE: sesesehosssneiioocoens Eipiéy ON?T veveneeennrnsasasnssns
kegistefed Addrgss: ..}...;..........‘....,...................;.......,
..............................,.........;....;..... Telit svevocesisnns
Present AdAYES8S: ,.isoivsetssseerssd it et isstadsiaststsscassonassssssanss
S TR T Y TR
Marital Status: single [] Married [ Divorced [
‘No. of Children (give A@geS8)1 .veeevrescoscssosvntsosassesoosnsnssensossven
Other Dependents: '
Name . | Age '0ccuEation

Spouse .;.......;...................s....a...........................
FAtREeT & .o (@6 675 « 4750 of% ais™ o6 o70he & o[ oflo 8] ¢ 676, 04" of% &0 $T0 8 760 s7610 S0 B o s 0 b0 ane
Mother : .....;................,.......................,;.........‘....
Other (S): Nieeerntenososssocossnososnesssctsosssestssssosrsasonossssessstaances
Military Service: Not yet [ Exempted [} Discharged []
REASON(S) 5 e v oo enooeentiososnsesnsennesoneensssssssonososioassessosasons
Do you own a house: No [] Yes [l

Do you own a car: - No [ Yes []. Driving License NO. .........



Name (s). of any person(s) whom you know in the company:

1,- o.oo--loo-o'on't.'o'.'ouoo-'-loo-to-olloncn-oo-noc.oco.'o-l.u-oo .
. cu-.c...-o.oo-o-..otl.onoOl-O'llOIo.---.c.o-cna'.n‘cto.o..o-O-. -
3. ..r....................................;.........................

Are you related to anybody in the pompéhy:
No [:] Yes [:]- ' I1f soj/te"whem:

l- o-otnc.c'ooo¢oe.oo'-n--oc-o-.-voo-.--.-o..-yo‘oo-.-o--
. o'.n..aon-ovluc--.c.ot.cn---o.tnn-t-o.-..ongooccoo

3. PRSPl ¥ 7/ f BB T 1 S S
List Clubs, Associations,jetce of which you are member:

. .....O'..Q"......l..'.".l..t.'...0...‘-...-.‘.....
. uc-...-'lviIo'..hl.“'l.'..ltﬁouiuatooutso.o--oo--.oo'n--.o.uonoo.

- ---o--..l-----u.--'Qu.onau.cnao-'-o---o-..o'o.c-o.'---oouon-ooo.

Have you ever had any serious or persistent illness in the past
12 months: ‘

No [:]\ Yeg i

1f yes, give details: ........;..............................l......

....................................................................
Have you ever been arrested lin connection with a c¢riminal case:
No [ ] Yes [

if yes, ‘give details: .......................;;...............I.....

Have you ever been dismissed from employment:
No [:] Yes [:3

if yes, give details: T R R R R R

toooo.lnalot-ouocoou-bcoto.oa-.-ooblo-uo-ononcoco:c-c..-aononoo---al



EDUCATION]

Type of School ‘Name From

Year .

Secondary ceeecssecesessarssos s csanododonccense

£

Hiéh SChOOLl  tivecocovonnsotmssncansssaiods
quiege : J S ——I AR
University ..;..........:......;........
Vocational School ,eeiiecade dcnscecscnne

Other l.ll.t!...c.-'l..io.-;voouctl'-

Have youseverrbeen abfoad for trainihg:yv
vaso,‘Whére: R 7 O e o
when : .;.......................;
Course taken: .. ..sflh - pisers i

AWALA: covessnosvccsnseiossacaanas

oo s 90 a0
s s 080
s 200000

o o8 0000

Experience and Qualifications: (Indicate whether

Fair, Poor)

Langﬁages ’ Speak

_Thai AESAR 1LY ALY I L
English e eseesenacses os
‘Chinese v o e s ene wsme 4 e m vie A e s

Other vole oo de d N

Can you type: No E:] Yes E:] If so,

Can you take shorthand: No [[] Yes [[] If so, speed

Read

oo e e s e
s een s
PRI S B

s e e0 0

speed

.

.

To

<

Diploma/Degrece

Yes

em e oo

PRI BRI ]

sevs s e e

e s s s e s s e
“eesees oo
e e s e s o
s e s 0 cc s ey
'.-o-v.ov--..

e s 9B s 020 e 0

s e s e s c s v 000
e e s 0o e e
@8 e e ce s e

s e v e eese s o

Excellent, Good, -

.

o .
. .
. .o
. ..

Other special qualification(s): e eereeh et

¢

c.oooott'dcooccnicclouoroo000000'oocccnococcoitcttqo-.ooo

Write

e8P 0 e ecses e

deessboedacacr

IR TN AR N )

yeoees W/pM,
ceeeee W/pm,

s s e 00 b oo e oo



EMPLOYMENT

HISTORY |

(Give last employer first)

From

Name and address Position

1. tiveeceseacseserenacas
2 T

R T o R

To

Last salary Reason for

Leaving

!.'.'t.lﬁltll'v"'l.O...I.ll.'l".'l'it.l.
B e I R R R A AL

s ¢ 0 8 9 e 08 9Bt

Q. verececnvenvosvesoencalsede i dfe wdliincatiostsn et

5. ceeescocnevanovoseveciecdede il Evemidenio e

REFERENCES

(Personal References othex than réiépives or former employers)
e da :

Occugation

veeo oo

208 00

PRI IR

e v e e o

Name Address Relationship
T N s A R A A

2- R R R R R R e RN E R R R R R R R

® ° 5.9 5 6 e s s e e E s e ENI ey

3. llﬂ'....'.'...i'.-'.oo.'.Q'O-c"ctlolc..lc.o.".‘!o‘ool‘..t'oc"!tt..hc

I hereby certifyfithat all the information
is true and correct to the best of my knowledge.

[y

omission of fact-will be.a cause for ,dismissal without any monetary
I understand that I mustepass the firm's -

compensatiion from the’company.

physical examination' stand
and I understand further t
firm until I have signed an appointment

the company's management.

Date

PPN T R R R S SR BN B B B

ards. 'established! by th
hat I shall not become an employee of the

agreement counter-signed by

Signed:

given in this application form
Misrepresentation or

¢ company's physician -

..t_..ll‘lll.l..l'...ll."l.

"Applicant



Y g Y -y L RN T
wnes us wd s zadle U d fouass ans e ey

— : ]
yf ) e" d ,

AU INENineNg
QRTINS



Salesman:. ..

vetreseealONElae.aeas. Today

SALESMEN'S DAILY REPORT

TOWN o eeee ioiioitedloeacenas Tomorrow Town:.....

®ce oo

Report Nov.eievnn...,.

Date:r...ovinn.

Call

Doctor or

detailed & classi.

Product

Collection

Qrder

Value of Order

Product

. O 0 . . . . i . . o CQKIMeﬂts
. N - . .
No. Customer's Name o : : - Now ~Ethical |Proprietary| Toiletry Sampled .
... . . < -
< .. .. . .
$ e e st s s e e e s et e e s koo 2 4 s o"c o ve®en ol CLERPERNE | R R AR 9 rasssfacsessonssscsfencoecne e e e i wa D R I I AT NPT Y
creled Sl <N
. e . . e <
. .« e . . . R
..2.. PRI SRR “s s e o0 e T o ea®s vestaa oot e o 2 e/ o acsovie ocPesunssseffosscsesesccssfdeccscce o et e e et et e e o BRI .
ST S - .
< <L . . - .
3 - . . . - - .
oo D I I R R IR BN . e e L e A IR B A SRR ¥ % o s B o cis a8 e e s m s s oo s s ectedraceasesn . < s e s e L A A I R L I I R N SR
St . . M
4 e e . .« . .-
“ene EEEEEEEEREEREEEEY Iy e ot ove®s s s lacas BT LR F O BT et aens es s ses aederiransrens vees e R ‘e R I I A TR
ST . . St
. e .. I
5 . . - . . - - 13
.« e 0 ® s e e s a0 st ST L e s s 0sv s e v e e s 8 * o8 30 0’0 ee v s o0 o # 2 e v et ecoedoersssens e d cue e .o . . LS TR R A ..
<N . o e .
. . . « T . - .
R TR T T T T O U P, Y
. . - - - . . *
. e 2 . . <.
7 - - - . - . - -
R R R T S T I T e O O A N . T L,
- .. . . ..
. .. . v e e
8 - .. . . <.
* e v e .. * et . LI P et e e e . . DRI ssatie grh v 4w Vs e @ LIy LI B ) LI ERCEE R R SR IR R B o s 00 s s LY v e .. v o . “ o s -
. e . : . —
9 - - . . . . -
R R T I e T P O e AP AR e B
- - - - - . - )
. e . . . S
10 . . N o el . .
B R I I T T T A R S P
. e . . .
- . . - - . . -
11 o e . . . Fp .
LR c e e s s e et saenn vy Ses s, ea e, cbegeany scoesfderar e sesBeccscsrscfenrnrnas sfecerseaciarifirocss e iesenr e arsliocense
. e .. - .
12 . el - . . .
e te ettt e .o ete L N R R ) DA I I I T I P Y eseceas . R IR
R S
B, . v N
13 - e -. Lo d%
R I Y It L T PR -G L A I T B I
e - - - - - .
. . . . . - .
14 . .. . 5 ..

TOTAL:- To-day

CUMULATIVE TOTAL
CUMULATIVE TOTAL

UP TO YESTZRDAY

THIS CYCLE

Baht s

No. of
Orders

Baht .

Baht .

es s s s 0o

O A I R WA I

o ¢ 0 ¢ 0000

acce v oo d

€ s e s et s e e oo

e s e v o o 4




'REPRESENTATIVE S DAILY REPORT

CHECKED BY:
= YES  NO "YES' DETAILS: o
FOR MD CALLS ONLY PRODUCT| PRODUCT | PRODUCT | PRODUCT ANY HOSPITAL IF' YES' DEYAILS
- ¢ | g .00
PRACTISING IN: | WMERE R R |MEETING DUE? '
’ ?’ VISITED R 5 ANY COMPETITIVE
R 1
M ADDRESS
NAME g CLINIC N v NEW PRODUCTS? D D
H H]C N A
SEIEIEIEA AN gl
clelRl A3 N - 4 .l s B g ANY COMPETITIVE
Tlijettiyflgd P2 I EL R PRI R | R PRICE CHANGES?
THE L T|C FlmMrim I TIM IT]I M .
1 )
2 .
3 v
o8
4
5
3 *
7 .
: -
£
10 T
B S -
n -
12 i i
13 T i i
1 T T
H H | -
—— —-— s = = = I . —.4 -
D - 1 !
i ] S
16
17 \ L | "l Tt
18 T
L e
TOTAL y | DOCTORS |DRUG STORES| HOSPITALS |NURSE / MW [PHARMACISTS| VETS DENYISTS | TOTAL TOTALNQ| TOTAL § | NAME ZONE TOWN DATE
CALLS i SAMPLES .




TRAVELLING EXPENSE REPCET

NC.

*Vouchers not necessary

Covering period from to Zeone Nape
) Mi n
Day Daily Allowance Fostage etod Van Kmg. _ tscellaneous TOTA
] . Speedo., in Fetrol - :

and Points of Travel Travel * | Hotel |Meals * | Code }Amount Readingds Day Details Amount

Date -
Mon.
Tue.
Wed, B
Thul’p
—
Fri.
Sat. .
Sufi.

TCT AL
Code : P = Postage ) Balance per|llast report Bht. Date: Signed:

5 = T?lephone Received Cheque INo. 3 Send kemittance to:
= ir -~ . 9 : .
M - gcnzy Order Total to account for 3ales Dept. Checked: Supervisocr:
Expense st thisy report Approved: - futhoriced:s .
Balanc'e on hand Bht.l==z=2=2=z=== Accounts Dept. Checked: ——

Torm No. 8

4

a



TRAVELLING EXPENSE REPORT - BANGKOK

Neme: Covering period from to 197
o Other Expense
Travel = TOTAL
Day and Date Baht letails Baht

wicivwioniwmis{w v

-
(@]

[
f-]

]
n

13

14

15

16

17

18

19

20

21

22

23

2k

25

26

27

28

29

30

31

TOTAL

Signature:

Date:

Form No. 16/76

Sules Dept. Checked:
Approved:

Accounts Dept. Checked:

Supervisor:

Authorised:

e —————————

e ————— e ot




MONTHLY REPORTS

Medical representative/Salesman

gescrssrsssssresrortrss s

Arsa

+
eesse0 00 e

Manth

sesc o spresss st

SAMPLES CISTRIRLTCD

VISITS MADE

Product Packing lvantity

DoctoTs

Pharmacists

prugstore/Wholesalers

\lothers

Tptal
|

WORKING DAYS

i
i
\ & ) ‘

{ . SUGEESS REPART

in the fiegld

§ gt

Total number of orders

in the office’

vl
Totalturnover in baht

Vacation New customers (lst order )
Customers won hack - at
Illness:
= - — least one yearswithout
weckend/Holidays order ;
Total

A) Observations ansthe market situation

1, General economic situation

2, Overall pharm. business

3. New products launched, prices changyed




4, Others

8) Comments on our monthly promotiagnal activities

1st Eroduct

1., Doctars' comments to the

2. Acceptance of i % dotailing storys

Suggestionss~
3. Acceptance of t

Suggestionsy

..I
L

4. Others (€.Qe plomotlonal 1deas)

ﬂUEJ’JVIHVIiWEJ’]ﬂ’i
mﬁnimummmaﬂ

2. Acceptance of targef indications &-detailing story:

Suggestionsi=



C)

a)

"4, Others (esg. promation:

3, Acceptance of the literature:

Suggestions”

Obszrvatiuns on comped

a) Strategy
b) Literature

c) Gimmicks

\ |
d) Special sales »‘nditions

ﬂ‘lJEJ'WIEmﬁWEJ’]ﬂi
amaﬁnimumqﬂmaa

Miscellancous (2.0, problemgl




Auganeningins
RIANTIUNRIINGAY
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< 4 -
g | 3. vamraau vIietdTuylhoy Target 4
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24 < P
€ | 4. uanTuMMP (Tuy ity Tazgst 3
=y — - :
hr=1 ) - R W < e
e 5. AT LU N UAANUTENIBIL TENHA S 2
[} .
P‘llummvu(Product Knowledges)
V‘J vy Jd 3 - -
6. nﬁrtﬂugmﬂuqw?uﬂagﬂwﬂunu?uw ‘ 1
1§ ] F K |
7. $T1UUBUIENTL dup (Reporting) 12 .
: | B = " :
8. lwin1uTulianay T L Co-operation) 1
- « P! Sk B 3 i
9. Thwrziiiwyiazandennuion - | 101
oy -y
10. #au5u BAeen L umn 1
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4
1. UﬁqﬁuﬂﬁﬂﬂﬁUﬁﬁﬂMﬂﬂﬂLﬂu 2.

¢ ". y4 ux
(U7 LEuRlReRANA

t 4
TRIATINLYLOTO

v .
sinuawran AUy | 3. L NTALASULIL TR

ATV

v - a
pin A 100 % Tuld LnrA A= D INTRA = 4
a4
\nin B 90799 % \pfp B = M \NIAB = 3
v
tptn ¢ 80-89 % TR ¢ = Wola inTAc = 2
v
ANIR D 20-79 % LNIA D = poufsuy iNfaD = 1
' Y
inin F 50-69 % ADNTQ F = UUNAN {NTRF = O
v v u. ) -
v wuruta.xwrnin L Asluuial
v ' o &
WA LU Y b AZLITMNINA
' TR .
¢ | 4 e a “
HARZUMHL AL A AATWIATIARR TR T DY
: Y ~ s | 4
4,00 = 3.50 % 49ga UM duinauCiay 3 1)
$ 4
3.4 - 2,76 294
e
2.75 - 2.00 1 94
1.99 = 1.50 (¢} : .
' o A v"
1.49 - 1.00 ANLNAY_NIA VN
t ol
M 1,00 ‘lvoan
= «
Ardar Ly
1 »
-«
Supervisor ‘

Division Sales

.

Manager

Marketing Director

-



INDIVIDUAL RATING FORM

. (FIELD FORCE)
» FOR YEAR OF 19
NAME: TITLE:
SECTION: DEPARTMENT:
Out-
standing] Good Fair Poor
(a) (B) (c) (D

PRODUCT KNCWLEDGE RIWMImuLCnsom

SALESMANSHIP LGRS eaminaugy

VERSATILITY RINENNI0IaumMy \

=
ABILITY TO LEARN MOWGUNI0LUNIgLTL]

~d ™
INTELLIGENCE Mgitmnalwaniy 4

INITIATIVE M33L10

INDUSTRY MIMBAinue JHuTulios

JUDGMENT mifmauly o

DEPENDABILITY m'\mﬂu"ln i

CO-UPERATION ﬂ?ﬁu{ﬂuuﬂ *

1l.

LEADERSHIP M7 itugl i

2.

PEKSONAL APPEARANCE dfistizyimd

13.

ATTITUDE MWABLIBW

14,

LOYALTY Anuadinsina ;‘ Py

15.

DEALING WITH FELLOW EMPLOYEESﬁﬁ!ﬂuﬁﬂnﬂﬁlﬂﬂuiﬁuﬂﬂu

16.
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