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https://imercer.az1.qualtrics.com/jfe/form/SV_0v1teX852yarofb?m=sippt

CHINA SALES INCENTIVES
PRACTICE SURVEY

MACHINERY & INDUSTRIAL REPORT COVERAGE
RETAIL PARTICIPANT PROFILE PERFORMANCE BONUS
Sales compensation is a critical driver for the sales « Company Performance, + Performance Rating and
force. Packed with market data and insights, the Workforce Size Measurement
2019 China Sales Incentives Practice Survey « Performance Bonus
Report offers comprehensive information on sales SALES INCENTIVE PLAN Quantum
incentive practices in China, which covers: OVERVIEW «  Payout Frequency
. . *  Benchmarking Practice
- Survey data from 2 industries: . Pay Mix Setting TOP SALES INCENTIVE
Retail and Machinery & Industrial +  Total Cash Components « Proportion of Top Sales
- Covers all sales types and levels +  “Honeymoon” Period for «  Type of Top Sales
- Anin-depth study of sales commission, New Joiners Incentive Award
sales bonus and performance bonus
- Case study of company’s practice SALES COMMISSION / SALES TARGET
SALES BONUS ACHIEVEMENT RATIO
e Plan Mechanism * Sales Target
(Threshold, Cap, Achievement Ratio
72% 6% Upside, etc.)
+ Commission Rate SIP OPTIMIZATION
76% of responding 72% of responding 56% of responding ’ Bonus Quantum ’ Frequency of SIP Review
companies are companies reviewed companies plan to * Performance + Governance of Sales
facing sales force their Sales Incentive review their Sales Measurement Incentive Plan
challenges in China Practice in the _ Incentive Practice o Incentive Linkage . Revisions in the Recent
recent 12 months in the next 12 months .
*  Pool Funding 12 Months
Source: 2018 Mercer China Sales Incentives Practice ° Payout Frequency . Expected Revisions in the
< Payout Practice under Next 12 Months

Special Circumstances

R CE DATA DATA REPORT
EFFECTIVE SUBMISSION DELIVERY
INDUSTRY  paTE DEADLINE DATE

- Machinery
TRS Participant RMB 21,500 & Industrial 1 July 2019 30 July 2019 30 October 2019
Industry
"Taxes are included in the fees (6% VAT) Retail Industry 1 April 2019 30 April 2019 31 July 2019

CONTACT US

Learn more today,
click/scan the right
QR code and send us
your contact
information for

“SIP”.
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