


performance management

performance management is a comprehensive approach
that involves the maximum amount of dialogue among all
the stakeholders. Performance appraisal on the other
hand is primarily a top-down assessment for
grading/rating employees performance periodically



Main Purposes of Performance Management

• Individual Rewards (Base and Incentive)

• Feedback for Sub-Ordinate (Plus and Minus)

• Recognition of Superior Performance

• Documentation of Weak Performance

• Personnel Decision-Making

• Future Goal Commitments (Planned 
Achievements)









Trends in Managing Performance

Superior Performance leads to Superior Rewards

Issue: How to objectively measure specific goals!

Appraising/Evaluating

Managing Performance

VERSUS



Measuring Performance

Final review of subordinate 
results measured against 
esta-blished or revised 

goals

Periodic review periods 
providing feedback on 

interim results measured 
against established goals

Joint agreement on 
subordinate goals and 

measures

Department-specific goals 
Measures of department 

performance

Organization’s common 
goals Measures of 

organization performance

Supervisor lists goals and 
measures for subordinate

Subordinate proposes 
goals and measures for his 

or her job

New inputs provided

Inappropriate goals eliminated



























Appraisal interview





Appraisal Interviews

• Schedule the interview 10 to 14 days in 
advance.

• Provide subordinates with a “guide” to follow 
in planning for the interview.

• Consider which of the following approaches to 
use:
– Tell-and-sell method

– Tell-and-listen method

– Problem-solving method (generally preferable)



Performance Appraisal
Interview Needs

• Trained Interview Techniques

• Honesty in Appraisal

• Well Planned Structure

• Carefully Conducted

• Feedback Openness

• Adequate Time (more than one session 
occasionally)



The 360º Appraisal Interview
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Tell-and-Sell Interviews

1. Supervisor persuades employee 
to change in a prescribed way.

2. Employees sees how changed 
behavior will be of great 
benefit.



Tell-and-Listen Interviews

1. Supervisor covers strengths/weaknesses for 
first half

2. Solicits employee’s feelings about comments

3. Deal with disagreement, non-defensively

4. Negotiate future concrete objectives



The Problem Solving Interview

1. Discuss strengths and weaknesses since last review

2. Explore feelings of sub-ordinate

3. Listening, accepting, and responding are essential

4. Stimulate growth (performance) job

5. Discuss problems, needs, innovations, satisfactions and 
dissatisfactions since last review

6. Listen and respond with goal of helping person and 
productivity.
































