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	                          Best Salesman Award & Reward Policy & Procedure
Owner: Director, Sales & Marketing
Department: Sales



	Brief
	SMSA Express Sales Department XE "SMSA Express: SMSA Transportation Company Ltd. Licensee of Federal Express Corporation FedEx" 

 XE "SMSA Express: SMSA Transportation Company Ltd. Licensee of Federal Express Corporation FedEx."  awards and rewards top performers per region in terms of percentage achieve against target.

	Purpose
	The purpose of this policy is to identify the process, parameters and procedure in determining, awarding and rewarding the best salesmen in a fiscal year.

	Persons Affected
	Telesales Executives, Account Executives, & Territory Managers.

	Responsibilities
	· Sales Executive receives target on a quarterly basis with monthly breakdown.

· Sales Executive must achieve at least 92% of their target in one quarter in either domestic or international to qualify. (exception shown in guidelines)

· National Sales Administrator records their achievement every quarter both domestic and international.
· National Sales Administrator sends record to NSM at the end of fiscal year and advise which sales executive qualify.

· National Sales Manager decides which saleman per region wins base on the guidelines below.

· National Sales Manager will send letter of recommendation to MD for the approval of the awards and rewards.

· National Sales Manager sends the approval to HR for the preparation of plaque/certificate.

· National Sales Manager sends the approval to finance for the release of the monetary reward.

· National Sales Manager sets up schedule of the awarding with the top management.



	Guidelines
	1. Quarterly target achievement is being monitored by NSA which is also being sent to all RSMs and NSM with monthly achievement.

2. 92% achievement of target is considered as passing.

3. Sales Executive must not have a failing percentage of both domestic and international in a single quarter in order to qualify (except when all “persons affected” are the same). 

4. Sales Executive must not have 3 quarters with failing percentage on either domestic or international in order to qualify (except when all “persons affected are the same).

5. Average percentage of combined domestic and international achievement will be the basis but must consider the number 3 & 4 guidelines. 

(In the example 1 shown below, Salesman A wins it even though he failed his domestic in Q1 & Q3 due to end of year average)
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(In the example 2 shown below, Salesman B wins it even though Salesman A has higher end of year percentage because Salesman A has 3 quarters with failing grade on either domestic or international. This is covered in guideline number 4)
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6. Sales Executive should have completed 4 quarters in Sales Department in one fiscal year. This applies to new hire or transferree employee. 

7. Any dispute should be brought immediately to their RSM. RSM must then inform NSM immediately. NSM will decide base on the circumstances and guidelines above following the general guidelines below.



	General 
	Any exceptions to the policy must be approved by the CEO or Managing Director.
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