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Sometimes...it's a matter of life and death situation
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BERERITRSEREHTEHA?

What will I measure if I want to have a better body shape?

Key Question#1
o RIFWARSAATA

& X7
What better body
shape do I want?

Key Question #2

- REHEMHA?

« What will I
measure?

e

PIs
. Weight /&5

N =

. Muscle Fat Hgfil
A L A5

3. Body Mass Index
e 5 /A EE AR R

. Shape &%

vl b
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A ERAASY
What gets measure gets improve!
MESA Study: How rapidly operational KPIs are displayed

Business
Moviie . Others
Within a shift Longer than a shift
. Only .
of Others display of Others display
information information
within a shift. longer than a shift.

Others have made very little or no improvement. |
They are more likely to only have a manual data collection.

Within a shift Longer than a shift
of Business Movers of Business Movers
display information display information
within a shift. longer than a shift.

Business movers have drastically increased business
performance. They are much more likely to have

automated data collection to generate resuits faster to
operators, supervisors & managers in real time.

MESA Metrics that Matter Revisited:
Public Summary Report of Correlating Plant Performance to Business Performance
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—V|taI S|gn on Operation Effectiveness

Customer \
| Experience }

Solution &
Value
Proposition

No. of dept| Best -5% Yield
Dept 1 100% 95%| 95%
Dept 2 100% 95%| 90%
Dept 3 100% 95%| 86%
Dept 4 100% 95%| 81%
Dept 5 100% 95%| 77%
Dept 6 100% 95%| 74%
Dept 7 100% 95%| 70%
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Measurement on Training effectiveness
- the Kirkpatrick's Model
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Performance improvement require us a measurement standard

-The Kirkpatrick Model ( since 1950’'s)

The Kirkpatrick Model

Level 1: Reaction %’—A ‘}’Tl }i}f‘L
The degree to which participants find the training favorable, engaging and relevant to their jobs
Level 2: Learning —"’jé /j (Ei‘z’]‘;'])

The degree to which participants acquire the intended knowledge, skills, attitude, confidence
and commitment based on their participation in the training

Level 3: Behavior ﬁ'i]

The degree to which participants apply what they learned during training when they are back on
the job

Level 4: Results ﬁ%'a"%

The degree to which targeted outcomes occur as a result of the training and the
support and accountability package



2016 #HrbrifE

1. Customer Satisfaction & #= R
2. Engagement BAE
3. Relevancy #xt#

1. Ilearn and I can doit! %47 REeMI!

1. Process and System 5 &4
2. Reward system ¥ &%

7oA

Short term observation

AL CEIECOUE =S

Assessment and tracking positive result
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45 2 X 697 i
Few Steps to create a successful effectiveness
projects /organization

v Step 1:
v Step 2:

v Step 3:
v Step 4:
v Step 5:
v Step 6:

v Step 7:

Describe exactly what you want | B4k 5L 18 249

Build a team that cares about cross function

effectiveness 4T3 %5 7 £ B FA A 20

Use a model that help analysis # Bl A & o #rA2 &
Work on the process #iAiA%E L4

Present them in an dashboard #7Ti&AU%k &

Shift the curve #3) i £%

Reinforce collaboration A= 3% ¥r4E



Step 1B Rk#hiE A E£H

Describe exactly what you want !



T2y ( BRAZTRAAHT)
Building a Palace ( think for second)



https://rajivawijesinha.files.wordpress.com/2010/08/kremlin-palace-russia.jpg

BAIMAHZ B EN L ? RN E R L ?
What exactly what the organization want and
how do we know we have achieved our

success?



Step 2:1TE 55 T fie

A B

build a team that cares about cross function effectiveness

soD

PE
Critical Process

Improvement | Effectiveness
Governance focus
commercial and Maximize
sales data functional
No.of dept| Best -5% vielw Pffectiveness
Dept1 | 100% 95%| 95% |
Dept 2 100% 95%| 90%
Dept 3 100% 95%| 86%
Dept 4 100% 95%| 81%
Dept 5 100% 95%| 77%
Dept 6 100% 95%| 74%
Dept 7 100% 95%| 70%

BI
Meaningful
Insight
generation

Learning
Talent
development

13



step 3: % F] B EHAEAE use a model that help analysis

360 Business Diagnosis to assess business in a holistic view

____________________________________
SS

Business
creation

______________________________________________

14



Step 4 #HAAZTLAE

A

work on the process

Health

: Check ' : :
Business Framework Ope’;g{c’”a' Diagnosis
CElE Business Assessment Summary

Creation




HP Level Total HP# FIE ze "
LEVEL * w300 871
LEVEL II** 56 29| 3 1% iii ) 285 1002
LEVEL Il 26 | 14| 5 21% “1. 14 120 438)
LEVEL_NO GROUP 299 | 29| 155 W e w1 17
Total %8 102 | 163 89,082,  100% % | GsXﬂa 1142 4070

@ Insight: 50% of hospitals in Level 1 and 2 do not drive business growth.
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Business Overview_ showing where we are

Average Market Size per Hospital vs. Remicade Market
45,000 35%

BAvg. Market Size/Hosp. AProduct A Share
| 38,913

0 40,000 | 30%
£ 35000 | 25.9%
= 23.7% ) 50
‘S 30,000 | 27 150 21.2% A 21.9% =
2 ' A A 19.4% 2
T 25000 | 17.0% A 191% | 20% @
T8 A Average national @
oo | - ________A | _Average nadordar_ | _____________.
@ S 20000 share = 18.5% - 15% S
® 15000 | S
E - 10%
= 10,000 - 8,576
g 6,136 o
o 5,000 - 4,055 ;5 g8p 1836 °
3 H . o o =

0 7 T T - T _ T O%

10 9 8 7 6 5 4 3 2 1
Market Decile

# Hospitals 2 3 7 10 14 22 31 48 85 391

Source: Total Market potential assessment on RA /AS sales (2013.4 - 2014.3)

@ Insight: Sales force is non-competitive at the high potential hospitals.
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7+ Sales interaction /¥ Medical Consultation
7 Details aid /¥ Drug recommendatior
7+ Medical education ¥ Quality physician-
Trialship + patient relationship
7 Medical
Information —
@ Pt management— + Infusion services
CI‘O.SS- scheme A Patient Education Vari
functional program al.’IOUS
capability |# Nurse training /& PAP program C,:_-Ilent
and Qual’ty 72  Drug & Reimbursement ype
scheme
7 \alue dossiers/
/& Hospital listing \'IJ L
/¥ Feature articles
7 Editorial

P-C

/& Creditability, Company Perception/Image, Loyalty
/& Financial Output* (also considered as business creation)




Step 5:1Ti& b4 % & Present them in an dashboard

Company

Sales ()
interaction

Promotional ®
materials

Medical
education o

Trial ship ®
Medical info.
@)

/Scientific
support

Value ®
proposition

Pt ®
management

/patient talk

Publication
support ®

Nurse traininQ

Value ()
dossiers

Drug under
PAP O

Editorial ®

C-I— — I-P —

Medical
consultation QO
/Quality
physician-
patient
relationship
Infusion
+ services
\) PAP program
- Drug ®
reimbursement
Hospital Iisting‘
'b = Feature articles
newspaper
@;13 3 clipping
< P-C <
| | |



Step 6 & 7:

F M2/ 22 AR

Use the 2 management fundamentals

e Shift the curve 7?57'517 By 2% : exit the bottom performers

e Enhance collaboration 7= 3% Wr4E

20



Step 6: 7%"773}] ﬂb &

Shift the curve

Shift the curve to improve people
performance and exit non-
performer in bottom percentile

As another module: SFE is applying Total Quality Management
(TQM)—a data-driven methodology for using standards,

measurements andrepeatable processes to find and eliminate the
sources of salesfailure

RESULTS USING TQSALESM METHODOLOGY

ABC Company: 200 Salespeople
and $200M in Sales

$119.7 Million  $104 Million = $223.7 Million
Total Sales

1110 By replacing the bottom 20% of salespeople with average or above-average performers,
you Increase sales to $223.7 million. Then train the rest of the sales force and get an
additional 5% gain.

21
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We put every sale person in SFE / Ach grid for the
appropriate corresponding action

DSM coaching Best practice
ACH% -
20 1B -
18 16 -
15 14
14 12
12 10
10 s T
-
: ;
4 6
4l | 2
2| 1 iMMe M :
K " &fﬁ'
. ‘ 153
Field day=i#AB Doc SFE K1

coverage Niktr

Improve or Exit

Capability improvement

Illllla.ll g.Lﬂﬂ.ﬂﬂ_HL_Hj

o
P

- X i "

SmbBowE R DS

Fi

B /NTF100%

1. L EAARFRIER100% , SFE KPI ¥4 .




Step 7:77‘? §§ fﬂ"ﬁg

Reinforce collaboration

Enhance Cross functional
Collaboration and Effectiveness
improvement

Strategically, SFE need to transfer to Operation Effectiveness to
create more customer value

As time goes on, our selling process become

more and mare professional
collaboration of each function

and

High
+

= Here now!
-_E Resource Customer
= Dirive Walue Drive
£
-
]
£
E- Relationship Resource
E Cirive Cirive
8
L
8

>
Low Professional requirement High

of performance were not only
(T, but alse functions which

rely on Sale

connect with customers.

=

-]

4

Create
Customer

Value '

‘@
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A model to shape an Excellent Organization

IHRE SIS HES] —
Functional Competency \J%;%o/gﬁission
Leadership Competenc /1

P omp ST

Culture/behavior
Strengthening
Organizational
Capability
e

AENH SR

High Five new sales model
R/ RS

Related policy/system/process
support

24



Make sure we have the right KPIs

ol I Bl izt K BEKP |

sala 10 .

Improve i Achieve improvement
competitiveness

X | X% 3
%%ﬁ?{(iﬂ; Pass Rate ﬁ%ﬁlﬂijb'

Sales increase

Surpassed é\gi,% éé%
X

million) NTS

Taiies

I

I

I

I

: Improve the quality of
| customer value.
I

I

I

I

I

I

e |

m
[
\"4

=t
(=]
o

Talent Development

Rank

X EPrEEEk

|
|
]
|
i increase -ﬁ: %)ﬂé %
E
|
|
]
| _NPS Score '

|
|
|
|
|
|
> |
S &id : ;
X% ; AT B
|
|
|

“

ive-star coach
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In Summary 44
e Performance Improvement is a subject of science and arts

GREAERMNFELIRAGEE

e An effective organization has to be in place to connect the dot

BREELGH —/AITRBRARITA L CH RN

e If you want , many models are in place and are very useful

S A BT A 3] — 7T FAEAR!

e If you want , many models are in place and are very useful

SRR T A 3] — T AR

e Training program should align to the need of the Commercial organization

B RAZLMELA L F 28 K%

e Dashboard display, regular read and timely action to follow up is necessary.

BEEREZRN, RERGZERFRH XA REZLR!

26



