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	Brief
	This policy governs the process of proposing, approving, and implementing rate increases for our shipping services. The requester justifies the increase, approvers assess and decide, and the Sales Administrator executes the approved changes. Monitoring, feedback, and periodic reviews ensure transparency and effectiveness in adjusting rates while considering client satisfaction.

	Purpose
	To establish guidelines for implementing rate increases in our shipping services.
This policy aims to ensure a transparent and justified process for implementing rate increases, balancing the needs of the company with those of our clients.

	Persons Affected
	All employees involved in sales administration, sales staff, and the finance collection team.

	Responsibilities
	Requester: Should be a sales member or sales manager or tele-sales executives.
Approvers: Those responsible for approving the rate increase, which may include management or relevant decision-makers.
Sales Administrator: Manages the implementation of approved rate increases.
Sales Staff/Finance Collection Team: Implements and communicates the new rates to clients.

	Guidelines
	1. Initiating a Rate Increase:
· Requester submits a proposal for a rate increase for one or more customers, providing justification and supporting data.
· Approvers review the proposal and make a decision based on its merit and impact.
2. Approval Process:
· Approvers evaluate the proposed rate increase, considering market conditions, competitive pricing, and financial implications.
· If approved, the Sales Administrator is notified to proceed with implementation.
3. Communication and Implementation:
· Sales Administrator communicates the approved rate increase to the, Affected Customers, Concerned Sales Staff and Finance Collection Team.
· Sales Staff and Finance Collection Team update pricing in relevant systems and inform clients of the changes.
4. Monitoring and Feedback:
· The Finance Collection Team monitors revenue collection following the rate increase.
· Sales Staff gathers feedback from clients and communicates any concerns or positive responses to the management.
5. Review and Adjustment:
· Periodic reviews of the implemented rate increase will be conducted to assess its effectiveness from the sales administrator.
· Adjustments may be made based on market trends, feedback, and the overall impact on the company.
6. Exemption process: 
· The sales member can seek an exemption for one or more customers to retain their business, depending on the customer volume or the competitor actions. The exemption approval is under the centralized authority of the country manager.
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