
BACKGROUND


For this School Portrait Company, gaining mind share of 650 sales reps who get comfortable calling only on their existing accounts and reactively re-selling existing contracts (programs), may mean the difference between stagnant sales or massive growth. A previous cash program had failed to drive through performance objectives, so the managers at this organization knew it would take a dynamic, eye-catching incentive program to capture the attention of their audience.

OBJECTIVES








· Increase sales of its products through its sales reps with existing accounts and new accounts

· Retain 100% of your previous years accounts

· Increase sales rep revenue by offering 1%, 2%, 3% growth incentives

· Measure the results of all 650 sales reps, 185 territories and 15 Regions on a Monthly basis so Management can analyze and reinforce at all levels.
SOLUTION APPROACH

· An incentive management system was designed where sales reps earn award points for achieving program goals.

Solution Components include:
· Communications:

· Program Launch: a creatively designed program rollout video was shown at the annual conference to 650 sales reps.  Awards catalog, program reference materials, program enrollment instructions were communicated, and a website with individual point bank accounts, program information, and award options was launched.

·  Ongoing Support: monthly e-mail blasts and point statements, promotional sales blitzes that offer additional opportunities to earn points, and quarterly newsletters that feature sales success stories and other related stories of interest.

· Training: a series of web-conferences with supporting materials was used to educate captive sales reps.

· Measurements: Monthly and quarterly analysis of year-over-year performance.

· Rewards: points may be redeemed for over 1,000 merchandise items, individual vacation packages, apparel and magazine subscriptions.

RESULTS

· TBD
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