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Performance Review for Fiscal Year 2010
Fiscal Year 12011 is April 1 2010 to March 31, 2011
Annual Performance Goals:
Copy annual goals and percentage of weight  from the performance plan into the goals sections below.  Complete the feedback section with specific examples or descriptions of the performance in that area and rate (0-100) the percentage of the goal that was achieved during the year.
Goal 1 Weight
 Percent Achieved
Weighted Score
Goal 2 Weight
 Percent Achieved
Weighted Score
Goal 3 Weight
 Percent Achieved
Weighted Score
Enter number as digits only i.e. 26, 78 100.  Use no decimals or percentage signs.
Goal 4 Weight
 Percent Achieved
Weighted Score
Goal 5 Weight
 Percent Achieved
Weighted Score
Goal 6 Weight
 Percent Achieved
Weighted Score
 
Core Values Review:                                                                                                 Am  I  Really Giving  Amazing  Service ?
 
Ratings are based upon whether the associate demonstrates the value or behaviors tied to a customer focused culture.  Please provide specific examples of actions and behaviors that impact internal and external customers. 
  
   0  =  Does Not Demonstrate                1  =  Sometimes Demonstrates               2  =  Consistently Demonstrates
8.2.1.3158.1.475346.466429
Carl Van Leeuwen
6-25-2009
HR Airgas Intermountain
Documenting Corrective Action Plans and Performance Documentation.
Carl Van Leeuwen
Corrective Action Report
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