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 Name  __________________________________  Manager___________________________  Date: _________
Average

	Factor
	Level 1
Minimal
	Level 2
Adequate
	Level 3
Strong
	Level 4
Great
	Rank

	Consistently Achieves Sales Goals (Revenue and Market share)
	Fails to meet sales goals. Requires constant support and lacks initiative in prospecting and closing deals.
	Meets some goals but inconsistently. Shows activity but struggles to convert prospects. Needs additional training.
	Consistently meets or exceeds sales goals. Actively seeks new business and builds strong relationships. 50% of sales come from new customers.
	Consistently surpasses sales targets. Acquires high-value customers. Recognized as a top performer in the industry.
	

	Time
Management
	Struggles to manage time effectively. Reacts to urgent tasks rather than proactively planning. Wastes time on non-revenue-generating activities. Has difficulty prioritizing key tasks.
	Plans but lacks structure or discipline in execution. Inconsistently follows through. Activity doesn’t produce results. Focuses on comfortable, low-impact tasks rather than high-value opportunities. 
	Effectively plans and prioritizes tasks. Uses scheduling tools, CRM, and task management systems to stay organized. Balances prospecting, client meetings, follow-ups, and internal responsibilities. Avoids distractions and works efficiently.
	Highly disciplined and structured in managing time. Plans work weeks in advance. Uses technology and automation to optimize productivity. Rarely wastes time. Can mentor others on time management strategies. Operates with a high level of urgency and focus.
	

	Manages Sales Pipeline
	No clear prospecting strategy. Reactively engages clients instead of proactively identifying new business. Unorganized.
	Engages in some prospecting but lacks consistency. Fails to track or nurture leads effectively. Needs direction.
	Builds and manages a strong sales pipeline. Consistently nurtures leads and moves them through the sales funnel. Spends marketing $ wisely. 
	Strategically maintains a full pipeline, prioritizing high-value prospects and ensuring long-term business growth. Primary focus is on new customer acquisition. Can teach others.
	

	Title Industry Knowledge  & Problem
Solving
	Lacks understanding of the title industry. Cannot clearly articulate value to customers. Asks the wrong questions.
	Understands the basics but relies more on personality than expertise. Escalates complex issues.
	Has deep industry knowledge and confidently addresses customer concerns. Represents the company well. Respected.
	Industry expert. Proactively solves customer challenges, sells across all sectors (residential, commercial, builder), and adds significant value.
	

	Works Well with the Team
	Works in isolation. Does not communicate or collaborate with escrow officers or team members.
	Engages with the team inconsistently. Shows favoritism and lacks clear communication.
	Helps to resolve and address customer concerns. Works closely with all escrow officers. Invites EOs to join in sales calls. Sells the whole team. Upbeat and positive in all interactions. 
	Fully integrates with the team, ensuring seamless sales-to-closing transitions. Supports struggling escrow officers and enhances team success.
	

	Leverages Community Events and Relationships
	Avoids community involvement. Does not leverage relationships for business growth.
	Has some community presence but does not actively convert relationships into business.
	Strategically serves in key community organizations. Volunteers time and energy to build strong ties to the community. These relationships lead to business and customer loyalty.
	Highly visible leader in the community. Holds leadership roles and strategically converts relationships into consistent business.
	

	Customer
Service (NDP)
	Does not participate in the NDP (Non-Directing Party) program.
	Occasionally participates but does not integrate it into the sales strategy.
	Fully engaged in the NDP program, follows up with prospects, and conducts post-closing debriefs.
	Leads the NDP program, consistently converting prospects into long-term customers. Works closely with escrow officers to maximize success.
	

	Competitor Awareness & Market
Intelligence
		Lacks awareness of market trends and competitors. Relies on outdated sales tactics.



	



	



	



	Aware of competitors but does not use that knowledge strategically.
	Keeps up with market trends and competitor strategies. Uses insights to differentiate offerings.
	Leverages deep market intelligence to anticipate shifts and position the company proactively.
	

	Maximizes the benefits from marketing and CE classes
	Doesn’t actively participate in these events.
	Will go to these events but doesn’t know how to engage the people or follow up. 
	Is aware and supports all marketing activities.  Wisely spends marketing dollars on impactful activities. Takes advantage of every opportunity to engage customers and build relationships.  
	Tremendous follow up on all marketing and sales activity.  Nobody falls through the cracks. Sets appointments for follow ups immediately.  Conversion rates are tracked and high – 25% turn into business. 
	

	Tracks Activity and Results (CRM)
	Doesn’t track activities or contacts. Limited accountability and visibility into their activity levels and contacts. 
	Records basic information about sales calls and contacts. Meets minimum standards for use of technology but does not use data for planning and improving. 
	Records all sales activity information and uses that information to plan follow-up visits and create their own sales forecast. Leverage this data to improve interactions. 
	Sales data is fully integrated into sales strategy and tactics. Uses this information to prioritize efforts, captures all data and ensures that it is tied to marketing efforts. 
	

	Culture &                Environmental Fit
	Causes conflict, ultra independent, or not open to coaching or feedback. Blames others. No evidence of going the extra mile.
	Fits the culture but struggles with adaptability. Views feedback as criticism rather than growth.
	A winning attitude consistently demonstrates ownership and desire to learn. Naturally helpful. Seeks and accepts input and direction. Embraces challenges. 
	A culture champion. Always customer and service focused. Seeks coaching and direction. Self-aware – changes based on input. 
	

	Talent Scout
	Has limited knowledge of key industry players. Does not engage in identifying potential hires.
	Knows some professionals but does not actively recommend talent. Limited network within the title industry.
	Proactively identifies and refers strong candidates for escrow, title, and sales positions. Recognized as a trusted industry connector.
	A key influencer in industry hiring. Consistently spots top talent, builds relationships, and brings high-value recruits to the company.
	

	
	
	
	
	
	



	Appraisal Summary and Justification (Summary of your accomplishments and contributions)

	








	Career Goals, Hopes and Aspirations Discussion:








	Development Goals/MBOs for Next Year (SMART)
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