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Illustrative 360 Report Charts:

Contents:

Overall Combined Scores (Spider Chart and Bar Chart) Page .2.
Overall Scores (Spider Chart and Bar Chart) Page .3.
Average Scores for each Group of Questions Page .4.
Strengths and Development Areas Page .5.
Group Analysis — Main Chart Page .6.
Group Analysis — Average Score by Question & Group Score / Document Score Page .7.
Group Analysis — Average Score by Relationship & Group Score Page .8.
Notes:

This document uses sample charts and is designed to:

Show How the chart is created.
Offer Suggestions as to what you should look for in each type of chart.

Your Company report may be in a different sequence — the charts used and their order is selected
during the design of the process. Therefore some or all of the charts may be included in the final report.

The Scoring Scale used in this document may also be different to the scale used in Your Company.
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Overall Combined Scores (Spider Chart and Bar Chart)

1= Always 2=Usually 3= Rarely 4=Never

=@ All Other Relationships O Self

Business awareness

Personal approach Driving the business

Managing the team

HE Al Other Relationships O Self

Business awareness

Driving the business

Managing the team

Personal approach

Both of these charts show the same data, Your Company
report may have one, neither or both of these charts.

Shows:

For each 6 Gr o of guistions, the combined average scores
provided by all the people asked and plots these along with the
scores you provided.

Suggestions:

The charts offer an insight into your* s-p le f ¢ e ptheiefora ’
the critical area to look for is how close your perception is to
that of the other people asked.

Ask Yourself:
! What could be causing the difference in perception ?
! How accurate is my self-perception ?
! What are the implications for me of the difference ?
1 How can I change the perception

In the example:

Only in the group of questions concerning business awareness
is self-perception aligned with others.

What is causing the difference ?
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Overall Scores (Spider Chart and Bar Chart

1= Always 2=Usually 3= Rarely 4=Never
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Both of these charts show the same data, Your Company
report may have one, neither or both of these charts.

Shows:

For each 6 Gr o of guistions, the average scores provided by
the relationship type of people asked and are plotted as

bars or lines for each relationship.

Suggestions:

The charts show trends and differences in perception between
the relationships — In a similar way to the charts on page 2 -
but showing the differences between the various relationships.

Ask Yourself:
1 How closely aligned are the perceptions ?
1 Is there a trend in one or more groups ?
! What are the implications for me of the difference ?
1 How can I change the perception ?

In the example:

Within the group — Proactively Manages — the difference .

in perception — Manager (green) to Customers (yellow) is
significant. What could be causing this difference ?

There is a higher scoring trend in the group

Proactively Manages amongst Peer and Manager.
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Average Scores for each Group of Questions

1= Always 2=Usually 3= Rarely 4=Never

Shows:
For each 6 Gr o of guistions, the average scores provided by
all people asked and plots them in order.

Engages the Customer

Suggestions:
The chart shows trends.

Building Team Performance

Ask Yourself:
S gl e 2 g 1 O\I/ergll, do the trends align with what is required in my
role ~

1 Which group of questions should I develop ?
1 What are the implications in my role of the trends ?
1 Does this chart align with the text in the comments ?

Proactively Manages

In the example:
Proactively Manages—i s t he ‘strongest
Engages the Customer -t he ‘ weakest'’

p

grou
(2.

group
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Strengths and Development Areas

1= Always 2=Usually 3= Rarely 4=Never

Shows:

- - - 16, Delivers more than was promised ko the customer where appropriate
The hlgheSt scorlng and the IoweSt Scorlng 11, Listens to and talkspto the team; asks individuals howp;:inzs are
queStlonS that have a score |OW€F (Or hlgher) than the 4. Implements changes ko exdsting processes tl:jat itl_'nptrove |:]gL|Da::jt3'L
- productivity or service,
CUt Off used in the rEport. R 1, Does what they say they will when they say they will

The cut off in this example is set at 2 o
10, Always skays one skep ahead, predicting what is required.

The top 5 questions with an average score of more
than 2 are listed as Areas for Development.

The top 5 questions with an average score of less than 2
are listed as Areas of Strength. o iy .

. . Has a reputation for being approachable and supportive:
In thIS example Only 3 AreaS Of Strength ShOW aS 5. Persists to achieve goals; is not thrown off course by obstacles or @

9, Prepares for all eventualities; draws up contingency plans:

difficuly,

only 3 questions have an overall average of less than 2. 5 i 7

Suggestions:
This chart points directly at your Areas to Develop — these areas should be your primary focus for action planning.
The chart also indicates your Areas of Strength — how could you capitalise on these strengths ?

Ask Yourself:

1 Is there more detail in the Group Analysis charts (page 6) ?
1 Do the comments added (if any) reinforce these areas ?

Note:

The cut-off is designed to separate a Strength from an Area for Development. The cut-off point is set when the client selects the scoring scale.

Typically in a 1 to 4 scale the cut-off will be either 2 (as in the example charts shown) or 3.
In a 1 to 5 scale, the cut-off will be 3 or 4 and a 1 to 6 scale either 4 or 5.
The cut-off is reversed if the scale chosen is a reverse scale for example:

1 If 1=weak and 5=strong the cut-off could be 3.

1 If 5=weak and 1=strong the cut-off could be 2.
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Group Analysis i Main Chart

1= Always 2=Usually 3= Rarely 4=Never

Average Score By Queskion [ Relationship
HSaf O Manager B Direct Repoit

1, Makes effective decisions quickly

02, Accepts respansibility for dedisions made

33, Has the confidence to make decisions
independently if necessary

24, Uses initiative to resolve situations

5, Evaluates situations effectively to ensure
the right decision is made

Shows:

For each 6 Qu e s { thecaverdage scores provided by
the relationship type of people asked and are plotted as
bars for each relationship.

Suggestions:
The charts show trends and differences in perception.

Ask Yourself:
1 How closely aligned are the perceptions ?
{1 Isthere a trend in one or more questions ?
1 What are the implications within my role ?
1 How can I develop in this area ?

In the example:

In questions 2 and 4 the Direct Reports have scored
significantly different to the Self scores.

Both Manager and Directs indicate that questions 2 and 4
are weaker areas, question 1 being both the strongest
and the most consistently scored.
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Group Analysis i Average Score b

1= Always 2=Usually 3= Rarely

Question

Average Scare by Queskion

o1

Score

Group Score | Document Score
4_

This Group Document
Graup/Document

uestion & Group Score / Document Score

4=Never

Shows:
The combined average score from all people asked for each of the
questions.

Suggestions:
The chart indicates trends within a question group.

Ask Yourself:
1 Where am I strong or weak within this group.

Shows:
The combined average score for this Group of questions and compares the
result to the Overall average score for the whole report.

Suggestions:
The chart indicates if this group of questions is stronger or weaker
compared to the rest of the document.

Ask Yourself:
1 How does this group compare ?
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Group Analysis i Average Score by Relationshi

& Group Score

1= Always 2=Usually 3= Rarely 4=Never

Average score by relationship
4 -

Swure

Relationship

Shows:

The combined average score for this Group of questions by the
relationship type of people asked and the results are plotted as a bar for
each relationship.

Suggestions:
The chart illustrates differences in perception between the relationships.

Ask Yourself:
1 How do the different groups of people see me ?
1 What could cause the difference ?

Shows:
The combined average score for this Group of questions both as a number,
in this case 2.71 and graphically on the chart.

Suggestions:
The chart indicates the group average score and uses the cut off (2)
to provide an instant view of Strength or Area for Development.

Ask Yourself:
1 How does this group score ?
1 Looking at the detail on the other charts — what is creating the score ?
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