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Summary of Improvements

400 Field Sales Compensation Improvements Segmented by...

Operating Activity Areas

Administrative Support

(36)
Funding & Accounting Commissions / Overrides
(60) (124)
Rep Financing
(84) Allowances
(96)
Direct / Secondary Improvement Requirements
Improvements
_ (by %)
Technology Capabilities No Yes
Secondary
Physical Infrastructure No Yes
Product Service Offerings No Yes
Direct
Business or Distribution Strategy No Yes
Regulatory Issues / Approvals No Yes
Improvement Implementation Timeframes
Improvements
(by %)
Timeframe (months) Complexity Technology
Immediate (1-3) Low None Immediate
Secondary (3-6) Moderate Some Secondary
Long Term (>6) High Major

Long Term

Operating Practice Areas

@ Rep Compensation @ Field Sales Management

— Commissions and Overrides - Rep Management
— Set Ups — Administration

— Corrections — Producer Reporting
— Commissions Payment
- Allowances — Producer Recruitment

— Training and Development

— Rep Financin
P S — Sales Operations / Management

- Funding and Accounting — Prospect Development
— Rep Booking — Contact / Meet / Quote
— Secondary Compensation Management
— Production / Compensation
— Administrative Support and Review
Other — Branch-Level Improvement
Programs

— Documentation Support
— Disbursements

— Technology Effectiveness
— Training and Development

— Account Management
— Billings / Collections
— Customer Reporting / Statements

Possibly-Related Organizations

- Compensation Development
(HR)

— Contracting and Licensing

— Compliance, Legal

Representative Improvements

% of Total Improvements

Commissions and Overrides: Revisions

Changes in rep commission schedules (e.g. new products) o
are inadequately planned, increasing processing backlog by 31 /O
over 40% on average. Clearer process documentation and

standard errors and recalc tasks can reduce this by two-thirds.

Allowances: Manual Calculations

Most allowance calculations are automated, but 7%
must be performed manually, consuming more than
15% of organizational capacity. Calculation procedures,
documentation and service commitments are highly
inconsistent, generating 30% of related errors.

Rep Financing: Guidelines

No formal and consistent guidelines exist for establishing,
reviewing and resetting financing limits. Reps targeted as
“high potential” frequently perform far below expectations.
Roughly 30% of reps receiving financing fail to achieve
revenue targets within the specified timeframes.

Funding and Accounting: Customer Service

Almost 30% of payment checks are currently issued late,
resulting in dissatisfied reps. Backlog errors and workload
capacity issues consume over 50% of staff capacity (up
recently from 10%) assigned to the 1-800 support line.

Administrative Support: Staff Training

No formal training program currently exists. While
commission request forms (rep vouchers) generate over 70%
of rep queries, only ad hoc, on the job, voucher training is
provided to staff. Staff routinely place reps on hold, increasing
dropped calls and dissatisfaction.
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