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New Employee Orientation(
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If one of the following cases happens, a trainee should be
dismissed from the company.

Class Manager should report student's results and
observation to the Training Manager timely. The Training
Manager is responsible to make the final decision and timely
inform IE and the hiring manager.

Fail from any NEDP schools that total school score is less
than 70%

Ranked in bottom 10% twice in any NEDP schools
Ranked in bottom 7% of NEDP by professions
Receive 5 "Yellow" cards or 1 " Red" card

Have attitude problem hased anQhservation by Class 37
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