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	Brief
	A discount policy is in place by the Sales Department of SMSA to assist all sales staff, with a focus on field sales and tele-sales executives. 

	Purpose
	Sales Discount policy will guide sales staff of the discount allowed and the process entails if it is beyond allowable discount.


	Persons Affected
	The Whole Sales Department 


	Responsibilities
	Sales Executive:
1. Requests rates or discounts for proposals.
Sales Manager:
1. Approves rates or discounts.
2. Signs if the discount exceeds the allowed limit.
Finance Manager:
1. Approves rates or discounts for all regions except the central region.
Country Manager:
1. Approves after Finance Manager's profitability advice (if rates are beyond maximum allowable discount or according to the business strategy).

Process:
 a) If discounts exceed the maximum limit:
· The requester should go to a higher authority to request the discount he needs.
· If Sales Manager is unavailable, Finance Manager steps in.


	Guidelines
	The pre-approved maximum discount for both international & Domestic rates:
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International Business Discount

Authorized position [7| PR

Retail Agent (on cash rates only) Up to 10% Up to 10%

Retail Supervisor (on cash rates only) Up to 20% Up to 20%

Telesales Agent Up to 30% Up to 30%

Account Executive - Account Manager Up to 40% Up to 40%
TeleSales Supervisior - Freight

Manager - BDM (Business Developing Up to 50% Up to 50%

manager)

Sales Manager or Finance Manager if

the Sales Manager is not available Up 0 60% Up 0 60%

+60% - Any proftable business | +60% - Any proftable business
as per Finance MGR advise as per Finance MGR advise

Country Manager
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