MERCER PUBLIC WORKSHOP
EJ LT RTINS
HE MRS R

B2 2 2EMEE%R: QRIRENHEAR, BRUFMIIR R
AR E, ARHEBRBATAIN; HEAREFRK, BTl
HI$H & RN 14 R B in) /L 2

ENTEIHEE R/ Z2IBHHRG: HEARSELERRMYE, HER
FREARK, RESKLEEAT “EHLKX .

BN AN FR2E/ MEBENRR: HEARNIZSMIHAE
EEBEETRT, AftAtiER#ER? FANZIMTIFN SHEHM 5 =
HBRE?

E XA LR R R R, FRATARREIEAIIES? RS THE MM
FROBYME, URIEMHEAREHARHEERR? Xt AH2
RS, BESARHEENRER, FMERNEIXHMEARN+D
%‘ﬁ%%lmfi WItRIESHZE. BINERSERZNIESEN, #
BB IR S ZENAERFEENFHFHARARIET, SIES5H
ERBE—HNHEHMER, BRI HERARHEEBR.
#FIEA L, BRAZHEERNHAFRA—ELFES ., & THRS
LM, EHSERFTTE 1 NSREASHEINELZRIE, &L
FI5MAEHTMIMNE JPLIIRMTEAE, EIRFNEM
KEBESAMINAMSTRIE. SLAUESZ. %BT?%@UE’]VJ-%QX‘N‘ETJEE%H&,
K EETHRES, BUABRFEIYR, ABUFERHERERAINE
SHREz.

RIZHEA

R b 55 I B AL 01 2 o e I R

N E R R R SEELBR R
ANFIRREE RN R B9l S—H 4
ANFFEIR S A Z 51
BHBREE S HR b ERRE R E AR S 514
BB SR R B 5 — B R AR B o4
ALK EE (e B SR

%é%?EEHE’HMk
$HE R HY B A F0IR
o HEMRRIIRK
o RAWHERHM
- EEHEANMERR
- HEARMMES

BESX. HMBAX @ MERCER



HERMEBIR, RIEMNSE
o RAXEBR
o RIE: ZHMEE

o WA

RART: Stt+H-SHEBR SR EITAERTIR
o IREMIER
EAM
Xk
FrME %
AT
SR G-t
A e
SR SR
S RANEES
EIEHM

RIS RBE

LLE S
TRAFHERAMNIRINHEERM AN, HERILEXR
NRBHE RN

o FREFIETHRIFENE S MBI SRR EVHIRIZITH
S5, ZIHERRS 2R SE R E#XER

o EFEEBITNMTEHEARSERKRE X, HENRS
BT ERE, LUERTTASHE A SRR 5

o TR Z

pi

3

FRMR

BRESEHEHMARNEXAR, SREFRTARSEE, #H
B2 MERE. ANTR2E. HEMMEWASRT; FalEil
NRIHE B/ RIEMA N FIRE 1/ 2IERR SN

MARSH & MCLENNAN
COMPANIES A ] 2017 BBLTE
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XX FHITS
SALES INCENTIVE PLAN DESIGN

We hear confusion from general managers: ““My company pays

lots of attention to our sales people, but they still seem unsatisfied
and did not meet the sales targets. The turnover rate is high every

year, is there anything wrong with our sales incentive system? ””

We hear complaints from sales directors/managers: “Our sales
people show no passion in work and can't meet sales targets. |

experience a lot of pressure when facing our general manager.””

We hear feedback from HR directors/finance directors: ““Compared

to the market, our sales people’s salary level is competitive. Why
are they still unsatisfied? How can we evaluate the effectiveness of
our sales incentive plan?”

Facing the challenges above, do we have a solution? How can we
improve the effectiveness of our sales incentive plan to encourage
sales people to meet the company’s sales targets? Mercer’s 2-day
workshop will help you deep dive to Mercer’s ten-step sales
incentive plan design process by aligning with your organization’s
sales strategy. Tools and case studies will be shared to help you
better understand and learn how to design a sales incentive system
that matches your sales strategy while being competitive for sales
force, all on the premise of reasonable pay cost and sales target
completion.

We will take the method of Mercer blended learning: online learning,
offline training and online assessment. Mercer will open 1 related
online module before the workshop. The on line learning and
assessment will help participants preview and review theory,
knowledge, tools and methods, the face to face workshop will focus
on practicing key knowledge, discussing real cases and learning
how to deal with practical HR problems. The highly effective on line
to off line learning method will consolidate learning effect, and bring
participants a fruitful learning journey.

TOPICS COVERED
The Place of Sales Force Rewards
e Fundamentals of sales incentives
e The place of sales force incentives
e Maximizing the effectiveness of the sales effort
---Mercer’s sales effectiveness model
---Elements of sales effectiveness
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Objectives, Process, and Approaches of Sales Force
Rewards

e Six key objectives

e Process: three-phased approach

e Approaches to design

Deep Dive: Mercer’s 10 Sales Incentive Plan Design
Methods and Tools

¢ Reward philosophy
Eligibility
Pay levels
Pay mix
Leverage
Performance measures
Plan mechanics
Performance objectives
Payout timing
Administrative guidelines

Case Study and Wrap-up

BENEFITS TO PARTICIPANTS

e Learn different sales incentive methods corresponding to
different sales modes, and better understand your own system

e Learn to choose the right pay mix and bonus system with
incentives to design sales staff’s salaries, and establish the right
connection between sales incentives and the organization’s
sales performance

e Master improvement methods of the sales force’s performance
management systems by determining different performance
ratings and pay levels, so as to accurately evaluate the sales
force’s performance

e Case studies from different industries

TARGET PARTICIPANTS

Relevant personnel involved in sales incentive plan design,
including but not limited to general managers, sales directors, HR
directors, and sales incentive professionals; Sales
directors/managers and HR directors/managers participate in the
workshop at the same time is highly encouraged
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