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KWT Sales Campaign Policy 
Owner/Department: IBU–KWT, Sales


	 

Brief
	
SMSA Express Sales Department to introduce a sales campaign aimed to promote revenue, customer and product growth with activity-based focus in a competitive structure. The campaign will be rolled out for the full year 2024 evaluated on a quarterly basis, incentivizing the best performers for each quarter.

	


Purpose
	
· Increase product focus revenue growth (Express, Domestic & Road Freight (LTL/FTL), Airfreight. Warehousing & Projects (MRM, Cold Chain etc.) 
· Increase penetration in the Market. 
· To accomplish objectives on targeted revenue, product, activities, and reward best achievers within the sales group.

	




Responsibilities
	
· Field Sales, Indoor sales & Territory Managers to pipeline their opportunities and actively work towards winning the new business and revenue targets between 1st Quarter to 4th Quarters 2024.
· Sales coordinator – Prepare Weekly/ Monthly dashboard of the competition with scores and rankings displayed on notice board.
· Sales Manager – To monitor and administer any conflicts within the team and or Campaign.
· Finance Department – Check and review numbers declared for commission, approve, and arrange incentive payments in Payroll.



	









Guidelines

















	
· Each individual Territory manager Field Sales Executive and or Indoor Sales Executive will participate separately and will be measured separately.
· Revenue per month will be communicated by the sales coordinator based on the published Targets for Q1, Q2, Q3 and Q4 for each salesperson.
· Each Salesperson pipelines his opportunities and segregates and targets customer based on products and work on winning this business potential.
· Salesman works actively to win these customers business between 1st, January 2024 until 31st December 2024
· The weekly/ Monthly dashboard of the competition with scores and rankings will be displayed on the sales notice board.
· Overall Average 85% has to be achieved to qualify for the incentive payout. 
· Final Result of the campaign will be published in the last week of April 2024 for Q1, last week of July 2024 for Q2, last week of October 2024 for Q3, and last week of January 2025 for Q4.
· The campaign will end on 31st December 2024 and this period will close for all revenue or activity calculations. 
· Eligible members are the Field, Indoor Sales executives, and Territory Managers of the KWT Sales Team (Express & SFD).
· If any dispute is incurred, the Country Manager will have the final decision to resolution.
· Any misuse or mis-declaration of data for the campaign will lead to disciplinary action i.e. changing account of existing territories, wrong declaration of activities and or any other misconduct.











Campaign Rewards for the best 3 Sales person

1) Winner	750.00 KWD
2) 1st Runner Up	600.00 KWD
3) 2nd Runner Up	400.00 KWD



Criteria , Score and Incentive Calculation 



	SALES TEAM (EXPRESS & SFD)

	Criteria 
	Weight
	Target
	Achieve
	Achieve %
	Score

	
	
	
	KWD
	
	

	Revenue
	60%
	     11,950 
	         9,550 
	91%
	54%

	Express Inbound / Outbound 
	30%
	       6,000 
	         4,500 
	23%
	14%

	Airfreight Inbound / Outbound
	30%
	       3,500 
	         2,500 
	21%
	13%

	Warehousing and Fullfillment
	10%
	       1,000 
	            800 
	8%
	5%

	Domestic /Ecom  LMD
	5%
	          700 
	            750 
	5%
	3%

	Road Freight LTL/FTL- Inbound /Outbound
	25%
	          750 
	         1,000 
	33%
	20%

	 
	 
	 
	 
	 
	 

	KPI's 
	40%
	 
	 
	80%
	32%

	Number of Visits
	20%
	480
	520
	20%
	8%

	Activated Win
	40%
	5
	5
	40%
	16%

	New Business
	40%
	       1,000 
	            500 
	20%
	8%

	 
	 
	 
	 
	 
	 

	Projects
	10%
	1
	 
	 
	10%

	MRM - Health Care - SDC
	100%
	1
	1
	100%
	10%

	 
	 
	 
	 
	 
	 

	Total of Revenue Target Achieved
	54%
	 

	Total of KPI's Achieved 
	32%
	 

	Total of Project (Bonus)
	10%
	 
	 
	 
	 

	Total Score Considered for Incentive
	96%
	 
	 
	 
	 











Important Notes: -

1) Activated Win:   
a) Accounts signed and traded during the period 1st Jan 2024 to 31st March 2024 for Q1, 1st April 2024 to 30th June 2024 for Q2, 1st July 2024 to 30th September 2024 for Q3, and 1st October 2024 to 31st December 2024 for Q4.
b) Accounts signed during Jan 2023 and never traded but traded during January to December 2024. 
2) New Business: All revenue generated from the activated wins during the campaign period.
3) Any Project signed off against a contract, implemented or in progress bonus will apply. 
4) To be eligible for the incentive pay out, Revenue Achievement has to be Minimum 70% and Overall score has to be 85% even if the salesperson is in the ranking.
5) Criteria for Airfreight to be capped at 100%
6) Criteria for Number of visits to be capped at 100%
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