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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Please insert your completed assignment ( in word format)  here:

1.i. A performance management team main tasks are:
 
I. Designing and managing a plan for measuring workers performance-oriented to the improvement of the organization’s goals and business achievement, considering:
a) Planning – setting reachable performance expectations and goals for groups and individuals;
b) Monitoring – continuously measure performance and provide to both individuals and groups ongoing feedback on their progress;
c) Developing – evaluate and provide training and developmental opportunities to increase the capacity to an enhanced performance;
d) Rating and Appraisal – appraise an individual or a group performance considering the standards defined in the performance plan and assign a summary rating of record based on the work performed during the appraisal period;


e) Rewarding – recognize employees, either individually or as members of a group, for their performances and acknowledging their contributions to the organization’s goals and mission.  

II. Measure customers’ and stakeholders’ levels of satisfaction;

III. Improve communication between employees, managers and employers;

IV. Audit the progress and accomplishment of the organization goals.

1.ii. Since personal effectiveness entails making use of both personal and professional resources at our disposal in an organization to achieve enhanced performance, motivation is the drive stimulus for the individual to act or behave towards the accomplish that best performance.

1.iii. For an organization to thrive and prosper, its managers must have the ability to solve daily problems of many sizes and ranges. Consequently, one of the main tasks of a manager in an organization is to guide their teams towards achieving objectives by eliminating conflicts, frustration and misunderstandings. He, or she, needs to have the ability to think through all the facts, analyze the situation and find a workable solution that helps to build collaboration and cooperation between individuals.  

1.iv. 
a) The most suitable incentives for a cleaner would be a non-monetary reward such as a one-night stay in a hotel or a spa voucher, in a contest of the “employee of the month reward”.

b) For a salesperson, the best incentive would be giving every month a monetary bonus for reaching the goals before 15th of the month.


c) For a nurse, it would be a suitable public recognition reward for the “nurse of the month”, plus during the Nurse Week recognition party with staff and patients.

d) The best way to motivate a shop assistant in to reward her or him with a percentage off on any product he or she sells.  

1.v.  List of types of financial incentives:

· Good wage;
· Bonus payments;
· Fringe benefits;
· Promotion opportunity;
· Commissions varied;
· Extra payments for over time.

         List of types of non-financial incentives:

· Good working environment;
· Responsibility to make decisions;
· Promotion opportunity;
· Being praised for good work;
· Interesting work;
· Long term contract;
· Feeling challenged by work.




Case Study

Considering the new manager is facing a team of unmotivated 20 people, the following chart states John’s objectives for the annual performance management plan, likewise the measures the manager can choose for and the timeline:

	Objectives
	Measures
	Timeline

	Raise levels of communication between management and store employees
	· Listen to the staff motives for lack of motivation and what are their expectations, fostering feelings of involvement and commitment; 
· Check staff perceptions about the rival store and reinforce competitivity as an advantage.
	First two weeks

	Review and, if needed, redefine a strategic plan for the store that aligns both the company’s objectives and staff expectations
	· Calibrate the company’s goals to the store internal performance management process, choosing for SMART goals and staff performance objectives;
· Identify priorities, in particular sales objectives and the role of each staff member in achieving those goals.
	Next 
two weeks

	If needed and when reasonable, review job positions
	· Redefine tasks and roles, aligning in the staff members expectations.
	One week later

	Build capacity to enhanced performance, and
	· Provide training and workshops for each staff member;
· Promote team-building events.
	Ongoing





	Action
	Measures
	Timeline

	Develop a reward strategy to boost higher sales
	· Create and publish a chart of the monetary monthly sales reward;
· Foster a culture of “The Employee of the Month”;
· Set a non-monetary reward for individual or teams that had the best performance every quarter;
· Implement a year event outside the store to reward the staff of their performance.
	15 days after each month, quarter and once a year (Ongoing tasks)

	Build a culture of ongoing feedback
	· Start every week with a small meeting to set weekly goals and tasks based on the former week performances;
· Encourage store members to meet in the regional event once a year to share experiences.
	Weekly and year basis
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