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	Retail Incentive Policy  

Owner/ Department: IBU-UAE,SSC



	  Brief
	SMSA Retail Department prepares computes & submits Monthly Sales Incentive Report.

	Purpose
	To achieve revenue growth in challenging environment and addressing the complexities necessitates having thoughtful compensation models that provide clear motivation for how our Retail team can continue to sell effectively, align their attention to services in accordance with country and corporate strategy. 

	Persons Affected
	All Retail Staff 

	Responsibilities
	Retail Executives and Supervisors collects the data of achieved Revenue vs Target from each Retail Service Center at the end of the month to prepare monthly Incentive Report and send it to CS & Retail Manager for his review and approval. 
CS & Retail Manager reviews the report approves it and forward it to finance department for their review.
Finance team review the computation for Incentive report and make sure that the calculations are correct prior to approval. If not, then makes necessary corrections. Target and achievement are checked for accuracy in figures. 
Any uncollected amount or freight charges related to a damage/ lost shipment will be reduced from the revenue achieved in the respective reported period and deducted as per company policy and procedure.
Finance team forward this report to Finance manager for validation then forwards Incentive Report to HR department and sign it from the Country Manager to proceed for payment as per the company policies.  


	Guidelines
	The Retail Incentive Reports shows the monetary incentive that Retail Executive & Supervisors are entitled for based on their performance.

Incentive Report will also show the incentive amount achieved by particular Retail Executive & Supervisors on the following month. 

Retail Executive & Supervisors should ensure that figures provided are accurate. 

Incentive will be stopping once employee have resigned and will be added to EOSB. 
INCENTIVE CALCULATIONS.

Incentives are calculated and paid on the Revenue/ GP as per the below: 

· On Revenue achieved for: Outbound IN/Out, Domestic, SMSA Economy Express and LTL 

· On Gross Profit achieved for:  FTL, Airfreight and other freight products 
Incentive Calculation
Revenue Achieved
Express In/Out Domestic , LTL
FTL and other freight products ( GP) 
Up to 5000

NIL

NIL
Over 5000 
5%

2.5% 
 MAXIMUM DISCOUNT THRESSHOLD POLICY .

Eligibility for Standard Commission: A Retail Executive is eligible to receive the standard commission percentage if the following conditions are met:
· The applied discount does not exceed 25% of the published retail rate sheet.
· A minimum 20% gross profit (GP) is maintained for FTL and other freight-related products.

Commission Adjustment for Discounts Exceeding Threshold: If a discount greater than 25% is approved by the Country Manager, the standard commission will be adjusted as follows:
· 2.5% commission for revenue-related products.
· 1% commission for gross profit (GP)-related products.

Commission Distribution: The Retail Supervisor is entitled to 15% of the total commission earned by the Retail Executive on the business they generate. Additionally, the Retail Supervisor is entitled to commission on their own direct sales, following the same conditions and structure outlined above.


	Description
	To calculate achievement of all Retails individually and promote the cash business  in terms of Revenue/GP achieved. 

	Affected Services
	Revenue Based Services

· Domestic, Express Out/In,  Freight including LTL , FTL & all other related freight services.  


	Rules/Workings
	No Incentive in following cases: - 

· During Probation Period.
· If warning letter issued by HR (No Incentive for 3 months).
· Employee absent on any particular calendar for more than 15 days.

Incentive Programme Rules: - 

· Employee covered under this Incentive Programme are Retail Executive and Supervisors. 
· Incentive will be calculated on monthly basis based on achieved revenue. 

· Source of information for Incentive is Monthly Revenue Report from all RSC. 

· Leaves and vacations are excluded. 

· Any Retail Executive gets a warning letter he will not be eligible for incentive for 3 Months period. 
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