AP IRER 24 B 468 A\ R SUCE B B B4R 5T

wm 2

FEARAY I R T R, oK  (1 f iR SRE IR B, BB %2 M H
BB edE BV B TR . SUCE % AT LS 70 R ORIk rR AR 5 N 521 4 i
REAE A N SERTH Nk G BV ST, Wi S 4 s se B AV i) H AR o 1805 #%
M EE B S REE G, ST ST AR S B AR, RABANIIH
TEEKCT SR, RABDN BB 7 ST 5

W RS AR SUSCE L AR S I ER RN, B “RT ORI 2 7 A
BN RAGEE A R X — 3R, LR TIRE A R RGN R . 8
RESCHRBIE FEIEAN R G R s, 4R TR ORES 2 =] H AT B X N I STcs
FIBLR, FE b ¥ A BRI A G B2 Ak, R T RPREG 2 7 51805 1%
JEIB BUFAE B AL AN S B B dabris I BIGL . 5% 85 RAFAE R IR 155
F NIRRT R R DNIATI D ET oy 3 P 3ial -2 ) S N 7 v
A FE DRSS 5 N R G RZ D7 T REAH — € [ FBAT BT 1 H A

KRR SR HEANR BEHE



Abstract

In the development of modern enterprises, more and more enterprise decision
makers realize that performance appraisal is applied to modern advanced enterprise
management tools. Performance appraisal can give full play to the talents of the sales
staff in the insurance industry, and enable the sales staff to enhance individual
performance and team performance, thereby better achieving the enterprise's goals.
Whether the design of the performance appraisal system is scientific and reasonable,
and whether the measures and practices of each link of the performance appraisal are
effective are related to the improvement of the level of human resource management

and the improvement of the performance of individuals, teams and companies.

By systematically and comprehensively explaining the relevant theoretical
knowledge of performance appraisal, the topic of "Optimization of the Performance
Appraisal System of Sales Staff of Taiping Insurance Company" is selected, and the
sales staff of Taiping Insurance Company is mainly studied. Through the interview
method and questionnaire survey method, grasp the current status of Taiping
Insurance Company's performance evaluation of sales personnel, and analyze the
irrationality of the existing system, and find out the existing evaluation system of
Taiping Insurance Company's performance evaluation system at the current stage
Unreasonable, inadequate use of assessment indicators, and limitations of assessment
results, which makes the performance evaluation system of sales personnel in Taiping
Insurance Company more reasonable, prompting Taiping Insurance Company to make
certain breakthroughs and innovations in the field performance assessment of the

insurance industry The goal.
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