




 

Breakdown by category 

In the next section of the report we will break down the overview of statements into the three different 
statement categories – TC Approach, TC People and TC Relationships.  The first page will display a radar 
chart that will show how each respondent group scored for each of the statements used within the 
category. 

 

It will then display a bar chart which will show the calculated average of the statements relevant to that 
category for each of the respondent groups 
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Statements In detail 

At this level the report will display a bar chart for each of the 24 statements featured In the survey.  The 
bar chart will plot the calculated average for each respondent group.  It will also show within the bar 
chart the calculated gap from the average response to the highest performance rating used (5). 
Underneath each bar chart the statement is shown. 

A statistics table is then displayed which shows how the average score of each respondent group was 
calculated. We provide this breakdown to help spot any adverse scoring which may impact o the overall 
calculated average. Underneath the statistics tables are listed any comments that were made by 
respondents in relation to that particular statement. Please note that the comments and statistics table 
will not identify the respondent that made them. 
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The rating scale 

The following rating scale was used in the survey that you completed 

 

RATING  PERFORMANCE 
1  Strongly Disagree 
2  Disagree 
3  Neutral – No opinion either way 
4  Agree 
5  Strongly Agree 

 

The same ratings are used within this report. 

Gaps are calculated by deducting opinion ratings from the highest rating. 

The average of any ratings used by grouped respondents is used when calculating the ‘others’ score. 

 

Number of respondents 

The survey was issued to 4 respondents, below you can see the number of respondents per group 

 

Group  Respondents 
Sales North   
Sales South   
HO Compliance   
HO T&C   

 

 



Statement overview
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Charts per category
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Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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1 T&C is embedded within our firm not bolted onto it

1 25% 0 1 0 0
2 75% 1 0 1 1
3 0% 0 0 0 0
4 0% 0 0 0 0
5 0% 0 0 0 0

Not enough input from sales department
Not necessarily seen like this across the board
Feels like its been designed by folk living in an ivory tower



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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2 Our focus is on overall competence and development not just compliance

1 0% 0 0 0 0
2 25% 0 0 0 1
3 0% 0 0 0 0
4 75% 1 1 1 0
5 0% 0 0 0 0

Too much focus on compliance



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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3 Our key processes are customer focused, documented clearly and
reviewed regularly

1 0% 0 0 0 0
2 0% 0 0 0 0
3 25% 0 0 1 0
4 75% 1 1 0 1
5 0% 0 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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4 Training interventions are always followed up and evaluated appropriately
to ensure they were effective

1 25% 0 0 0 1
2 0% 0 0 0 0
3 50% 0 1 1 0
4 25% 1 0 0 0
5 0% 0 0 0 0

We are poor at following up to ensure that training has resulted in an improvement
in performance



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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5 Training is regarded as a valuable investment

1 25% 0 0 0 1
2 0% 0 0 0 0
3 25% 0 1 0 0
4 50% 1 0 1 0
5 0% 0 0 0 0

Training budgets have been cut back severely and is not seen as a major
business priority



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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6 Management Information gathered provides an accurate indication of
performance and  helps our business run effectively

1 0% 0 0 0 0
2 25% 0 0 1 0
3 0% 0 0 0 0
4 75% 1 1 0 1
5 0% 0 0 0 0

Some issues about supervisors ability to interpret information accurately



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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7 T&C is designed as an enabler to help us achieve our business objectives

1 25% 0 1 0 0
2 25% 1 0 0 0
3 25% 0 0 0 1
4 25% 0 0 1 0
5 0% 0 0 0 0

Tends to focus upon compliance aspects



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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8 Mistakes are treated as learning opportunities

1 0% 0 0 0 0
2 50% 1 1 0 0
3 25% 0 0 0 1
4 25% 0 0 1 0
5 0% 0 0 0 0

Depends on the nature of the mistake



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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9 Senior managers play their part in ensuring T&C in this firm is successful

1 0% 0 0 0 0
2 0% 0 0 0 0
3 0% 0 0 0 0
4 100% 1 1 1 1
5 0% 0 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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10 People are treated as individuals and this is reflected in the approaches
we take

1 0% 0 0 0 0
2 25% 0 0 0 1
3 25% 0 0 1 0
4 25% 0 1 0 0
5 25% 1 0 0 0

Tend to follow the same approach across groups irrespective of preferred learning
styles



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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11 Our supervisors are highly skilled coaches, trainers, assessors and
motivators

1 0% 0 0 0 0
2 25% 0 0 0 1
3 0% 0 0 0 0
4 50% 0 1 1 0
5 25% 1 0 0 0

Could improve on the way they deliver feedback



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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12 Supervisors are required and called upon to use their judgement to
resolve T&C issues

1 25% 0 1 0 0
2 50% 1 0 0 1
3 0% 0 0 0 0
4 25% 0 0 1 0
5 0% 0 0 0 0

We tend to prescribe what supervisors are permitted to do in any given set of
circumstances
Limited opportunities to do this and no encouragement.



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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13 Supervisors use a range of different development tools when working with
direct reports

1 0% 0 0 0 0
2 0% 0 0 0 0
3 25% 0 0 0 1
4 50% 0 1 1 0
5 25% 1 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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14 People are actively encouraged to take a lead role in their own
development

1 0% 0 0 0 0
2 0% 0 0 0 0
3 25% 0 0 1 0
4 75% 1 1 0 1
5 0% 0 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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15 Supervisors do what is necessary and are not driven by minimum activity
targets

1 0% 0 0 0 0
2 50% 0 0 1 1
3 0% 0 0 0 0
4 25% 0 1 0 0
5 25% 1 0 0 0

Tend to focus on minimum requirements
Many supervisors seem to stick to undertaking the minimum amount of activity
Sometimes proves difficult to get everything done



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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16 Competent people consistently achieve agreed performance targets

1 0% 0 0 0 0
2 25% 0 0 0 1
3 0% 0 0 0 0
4 75% 1 1 1 0
5 0% 0 0 0 0

Not enough correlation between competence and achieving sales targets



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments

page 32 of 40

17 Compliance is often consulted and their opinions are valued

1 0% 0 0 0 0
2 25% 1 0 0 0
3 50% 0 1 0 1
4 25% 0 0 1 0
5 0% 0 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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18 There is a high level of mutual respect between  all parties involved with
T&C

1 0% 0 0 0 0
2 25% 0 0 0 1
3 50% 1 1 0 0
4 25% 0 0 1 0
5 0% 0 0 0 0

Compliance sometimes referred to as the Business Prevention Unit



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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19 Opportunities are provided to give feedback about our approach to T&C
and are acted upon

1 50% 1 1 0 0
2 0% 0 0 0 0
3 0% 0 0 0 0
4 50% 0 0 1 1
5 0% 0 0 0 0

Invited to feedback but do they listen?



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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20 People receive the right amount of support from their supervisor

1 0% 0 0 0 0
2 0% 0 0 0 0
3 25% 0 0 0 1
4 50% 0 1 1 0
5 25% 1 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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21 Performance reviews with supervisors are activities that add value

1 0% 0 0 0 0
2 0% 0 0 0 0
3 25% 0 0 0 1
4 50% 0 1 1 0
5 25% 1 0 0 0



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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22 Our customers, whether internal or external, value the service we provide

1 0% 0 0 0 0
2 0% 0 0 0 0
3 50% 1 0 0 1
4 50% 0 1 1 0
5 0% 0 0 0 0

Have not asked



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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23 Support staff are competent and can add value to my development and
performance

1 0% 0 0 0 0
2 25% 0 1 0 0
3 25% 1 0 0 0
4 50% 0 0 1 1
5 0% 0 0 0 0

Training department sometimes feel like talking heads



Nr. Statement

Answer Respondents Sales North Sales South HO Compliance HO T&C

Comments
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24 Compliance interventions are well received and help ensure our business
runs well

1 0% 0 0 0 0
2 50% 1 0 0 1
3 25% 0 1 0 0
4 25% 0 0 1 0
5 0% 0 0 0 0

Often feels that what Compliance says goes




