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F& - B1ZNWsZEERE Line Manager - Support to Biz Goal

Assignment Gap Plan

2018 Gap Plan - PARTICIPANTS NAME
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Sales Acceleration Learning Experience

REFINE

Through Customer
Intimacy

Participant

Product
Knowledge

8 Levels of
Application

Core
Manufacturing
Competencies

Presentation
Skills

Webinar

TE Systems &
Processes
Application
Mapping

Presentation

Level 2
Products
Board Mounted
Products

PCB Technology
Sensors, Switches,
Passives, Sockets,

Labeling

NEEVS

Pricing

Consultative
Selling Skills
“Customer
Conversations”

L ———

Business Acumen

Postwork

TE Systems &
Processes

Sales
Call
J Role Play

~

- NN prework

EXPAND (PRIORITIZE

Existing
Opportunities

Level 3
Products
PC Board to
PC Board

Card Edge

High Speed
Connectors
Backplane/
Mid-plane
Orthogonal
Coplanar

v

ECE
Bootcamp

ECE

TE Systems &
Processes
ECE Value

Proposition
Presentation

—

Sales Methodology

Systems & Processes

Where to Play

J

Level 4
Products
Subsystems

Connectors
Wire & Cable
Tooling

Heat Shrink
Tubing
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Account
Strategy

Pricing
Customer
Relationship
Hierarchy
TE Systems &
Processes

Account
Growth Plan

Presentation

Postwork
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How to Win

Levels5,6,7,8
Products

Systems (I/O)

System to
System

Room/
Compartment
Connections

External

Connections

Opportunity
Management

Opportunity
Prioritization

TE Systems &
Processes

Execution
Plan
Presentation

Win the Game!

Legal Case
Study

LEAN

New Product
Launch

Negotiation
Skills

Assignment
Growth Plan
Development

Assignment
Growth Plan
Presentation
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Product Training - Fun and Engaging!
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Account Strategy
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Life by PowerPoint
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real cases

team wisdom
simulation to win
expert judge
manager assess
follow up

team wisdom
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At Product launch round robin
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o - 2FhEBE Results - Be Open

. DOES NOT MEET MEETS EXPECTATIONS EXCEEDS EXPECTATIONS
> /L;\/ \4: 7N notification SUECRT
Struggled to meet rubric Contributions and Performance and
> \%ﬂ: —F announcement requirements; accomplishments were accomplishments were
e EE performance and consistently at expected above expected levels.
accomplishments are less  levels, and all or most Contributions add value
(] H}B'fq: email than expected, and some  criteria are met. beyond the scope of the
or many goals are not met. current role.
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u 15&'{5 WeChat grOUp 1| Dje [FROm - | SUBJECT | RECEIVED |size
@J Foose, Stephanie S.A.LE. APAC C5 Grades Update Fri 5/26/2017 10:38 PM 1 MB
\ 1S . [I]J Foose, Stephanie S.A.L.E. APAC (5 Grades Update  Fri 5/26/2017 10:36 PM 1 MB
> &Hj?( hjzg tro u b I es h Oot| N g [l Foose, Stephanie S.A.LE. APAC C5 Grades Update  Fri 5/26/2017 10:35PM 1 MB
@J Foose, Stephanie S.A.L.E. APAC C5 Grades Update Fri 5/26/2017 10:34 PM 1MB
[I]J Foose, Stephanie S.A.L.E. APAC C5 Grades Update  Fri 5/26/2017 10:34 PM 1 MB
| Eﬂ% make_u p @J Foose, Stephanie S.A.LE. APAC C5 Grades Update Fri 5/26/2017 10:33 PM 1MB
@J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:32 PM 1MB
@J Foose, Stephanie S.A.LE. Grades Update Fri 5/26/2017 10:31 PM 1 MB
] ?il}l_'ﬁ a re ntlce @J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:31 PM 1MB
pp @J Foose, Stephanie S.A.LE. Grades Update Fri 5/26/2017 10:29 PM 1MB
@J Foose, Stephanie S.A.LE. Grades Update Fri 5/26/2017 10:29 PM 1 MB
™ im E; H [I]J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:28 PM 1 MB
~J CoaCh I ng @J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:27 PM 1MB
@J Foose, Stephanie 5.A.L.E. Grades Update Fri 5/26/2017 10:27 PM 1MB
[I]J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:26 PM 1 MB
@J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:25 PM 1MB
@J Foose, Stephanie S.A.L.E. Grades Update Fri 5/26/2017 10:24 PM 1MB
@J Foose, Stephanie S.A.LE. Grades Update Fri 5/26/2017 10:23 PM 1MB
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£ - N\FiJZRE: Fully Cover - From pre-work to post training

| &8 | c | D | E | F | G | o [
First Name STEP 1- Pre-Session Assessn STEP 2 - Pre-session Elearr STEP 3 - Instructor Led Trainir STEP 5A - Real World Application Surve STEP 5B - Post-session AssessnUA 1 UA 2
vanesa Completed In Process Active Chinese S APPL
sean Completed In Process Active Chinese 5 APPL
kinjian Completed Completed Active Chinese 5 APPL
Andy Completed Completed 8/14/2017 9:00 Completed Completed Chinese S C7.AP Ma
Terry Completed In Process 8/14/2017 9:00 Not Started Mot Started Chinese 5 C7.AP Ma
Lucy Completed Completed 8/14/2017 9:00 Completed Completed Chinese 5 C7.AP Ma
Dawei Completed In Process 8/14/2017 9:00 Not Started Completed Chinese 5 C7.AP Ma
William Completed In Process 8/14/2017 9:00 Completed Completed Chinese 5 C7.AP Ma
Siman Completed Completed Active Chinese 5 APPL
Paul Completed In Process 8/14/2017 9:00 Mot Started Mot Started Chinese S C7.AP Ma
lity Completed Completed Active Chinese S APPL
Hanson Completed In Process 8/14/2017 9:00 Completed In Process Chinese 5 C7.AP Ma
Jerry Completed In Process 8/14/2017 9:00 Completed Completed Chinese 5 C7.AP Ma
Sam Completed Completed 8/14/2017 9:00 Completed In Process Chinese 5 C7.AP Ma
Jason Completed In Process 8/14/2017 9:00 Mot Started Mot Started Chinese S CT.AP Ma
Rita Completed In Process 8/14/2017 9:00 Mot Started Mot Started Chinese S C7.AP Ma
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Report to line manager every week for detail tracking
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Support from 2 weeks before mod 1 to half year after mod 6
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FE1T9- BEkE Line Manager Score - Link to Business

"Individual Application Mapping Presentation" Rubric Topic: Application Mapping Presentation

Present the opportunities identified through Application Mapping of your end customer product. A maximum of 10 minutes for each individual class

participant to present their information. 1) Introduce your Application. 2) Present Products that apply to the application. 3) Present TE Contacts who

have assisted your decision making. 4) Introduce SAM - PAM - TAM by Levels of Application, 5) What additional cross business unit value can we bring
to the customer? 8) Samples, specifications and materials will support your presentation.

REVIEWER INSTRUCTIONS: For every question, indicate your rating by typing an Xin the applicable cell. Please ensure there is only

one "X" per item.

Expectations Expectations Expectations
PRODUCT KMNOWLEDGE
Did the individual describe the customer's end product?
Did the individual describe the TE product technologies that can be used in the customer's end product?
Did the individual articulate the rationale for the TE products chosen for the application?
Did the individual associate appropriate proeduct technologies with each Level of Application?
PRESENTATION SKILLS
Diid the individual articulate the core meszage [objective)?
Did the individual use storytelling to enhance the message?
Did the individual demonstrate effective use of media to support the presentation?
Did the individual communicate a "call to action?"
BUSINESS ACUMEN
Did the individual define their SAM-PAM-TAM opportunities by Levels of Application?
Did the individual estimate the revenue potential for their 3AM-PAM-TAM opportunities?
Did the individual show the additive growth these opportunities will have on their assignment in FY 2017 and beyond?
Did the individual identify appropriate next steps to pursue identified SAM-PAM-TAM ocpportunities?
‘Was the presentation SPECIFIC - MEASURABLE - ACHIEVABLE - REALISTIC - TIMELY [SMART)?

Did the individual provide appropriate documentation to support their findings/recommendations?
Did the individual accurately list the appropriate TE resources that they used to obtain data & materials?

Score in 0%

Percentage:
(B0% is Passing)

BIXiCik , FEMRERZEIRIS

Line manager sees participants’ growth by every report.
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> BiENIE direct recognition
= RNETHR(G  thanks email

= EFFEHR promote participants
> {TomAR] Action support

= =582  be speaker

= FOIEER  nominate proactively

= IREMNF  expand application

@ ABEELA F R @%&ﬁﬂﬁ @ W RIR [RTiT i

&




. WAR—HIFR

2016/10/24~12/16

» Top Sales Award 2017
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Participants Feedback
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Luke GUO

@Chesterlfo] & z-
pack opportunity for
you. Customer:
Microsoft

Luke GUC

Chester§@
thanks luke
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Participants Recognition

Semino, Sepehr

D

ORGANIZATIONAL
ANNOUNCEMENT

= IE

connectivity

We are pleased to announce that Sepehr Semino will be promoted to General Manager
RoA effective on October 1, 2017. He will report directly to Bart Otten, Senior Vice-
President and General Manager of Energy Business Unit and continue to be based in
Singapore.
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Discussion
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Thanks for your attention




