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AndrisA. ZOLTNERS, Prabhakant SINHA, Sally E LORIMER : The Complete Guide to Sales Force I ncentive
Compensation: How to Design and Implement Plans That Work before purchasing it in order to gage whether or
not it would be worth my time, and al praised The Complete Guide to Sales Force Incentive Compensation: How to
Design and Implement Plans That Work:

0 of 0 people found the following review helpful. Great GuideBy MaccaProvided great deal of options when offering
compensation to clients3 of 3 people found the following review helpful. The best | have foundBy Andrew Ehlenl
have purchased and read just about every Sales Comp book on . Thisis by far the most comprehensive and contains


http://f3db.com/pub/links.php?id=B00IN12BPK

the most real-world examples. Very pleased with this purchase.0 of 0 people found the following review helpful. The
Complete Guide to Sales Force Incentive CompensationBy Joe T. TruebloodAn extremely good book for
understanding the specifics of different approaches to sales compensation along with appropriate rationales.

If yoursquo;re like most sales leaders, your incentive program is a constant challenge, as you try to jumpstart sales,
energize a geographically dispersed and autonomous workforce, and motivate salespeople to achieve ambitious
revenue goals. And sometimes it seems like you just donrsquo;t know what works; your products and markets are
changing, the incentive program that was so successful last year no longer produces the desired results, or perhaps the
generous incentive program you created has yielded a corps of highly paid salespeople who spend most of their time
on existing clients and minimal time generating new business -- and threaten to walk away with your customer base if
you scale back paychecks! Incentive programs are seductively powerful but complicated instruments. Without careful
planning and implementation, they can be too stingy to motivate, too complex to understand, too quick to reward
mediocre results, and too difficult to implement. But a well-designed and implemented incentive programis an
essential tool for building a motivated, highly effective sales force that delivers the results you need. The Complete
Guide to Sales Force Incentive Compensation is a practical, accessible, detailed roadmap to building a compensation
system that getsit right by creating motivating incentives that produce positive outcomes. Packed with hundreds of
real-life examples of what works and what doesnrsquo;t, this important guide helps you:Understand the value of
building an incentive plan that is aligned with your companyrsquo;s goals and culture.Avoid the common trap of
overusing incentives to solve too many sales management problems.Measure the effectiveness of your current
incentive program, employing easy-to-use tools and metrics for pinpointing its weak spots. Design a compensation
plan that attracts and retains successful salespeople, including guidelines for determining the correct pay level, the best
salary incentive mix, the proper performance measures, and the right performance payout relationship.Select an
incentive compensation plan that works for your organization -- then test the plan before it islaunched.Set territory-
level goalsthat are fair and realistic, and avoid overpaying the sales force because goals are too easy, or demoralizing
salespeople by having goals that are too difficult or not fairly assigned.Create and manage sales contests, SPIFFs
(Specia Performance Incentive for Field Force), and recognition programs that consistently deliver the intended
results.Manage a successful transition to a new compensation plan and build efficient administration systemsto
support your plan.Every year, corporations spend $200 billion compensating their sales forces, with extremely mixed
results. Make sure every dollar you spend is helping to achieve your goal of creating an empowered, effective sales
force that drives your companyrsquo;s success. Packed with ready-to-use formulas and assessment tools and a wealth
of insights from frontline sales managers and executives, The Complete Guide to Sales Force Incentive Compensation
isyour hands-on, easy-to-read playbook for crucially important decisions.

"A comprehensive guide to effective compensation programs for all environmentq|..]large or small or the products are
complex or simple." -- Stephen Grimaldi--V P, Compensation Benefits, GE Consumer Finance--Americas'This book
expertly balances qualitative and quantitative considerations for devel oping and implementing sales force incentive
programs." -- Bill Kotcher-Market Manager, UGI/AmeriGas Propane"this guide answers all the compensation
guestions your organization is asking-or should be asking." -- Mark A. Bate--President, MasterBrand Cabinets
Inc./HomeCrest CabinetryThe authors use examples of real-world challenges of scores of companiesto create a
roadmap to effective sales force compensation. -- John T. Early-- Vice President Sales and Marketing, Harley-
Davidson Financia Services, Inc. [dguo;[ The authors] wrote a definitive book on this topic... | highly recommend
it.rdquo; -BusinessWeek Online ldquo;Andris Zoltners, Parbhakant Sinha, and Sally Lorimer wrote a definitve book
on thistopic, The Complete Guide to Sales Force Incentive Compensation: How to Design and Implement Plans that
Work (Amacom, 2006). Itrsquo;s about 500 pages long and costs $65. That may sound expensive until you realize
thatrsquo;s the cost of about 30 minutes of consulting, and less than the price of one |squo;please donrsquo;t leave us
to work for our competitorrsgquo; lunch, | highly recommend it.rdquo; --Michelle Nichols, BusinessWeek.com
columnist """ Rich with real examples and analysis, thisis the best book | have seen on sales force compensation."" --
Philip Kotler, S. C. Johnson Distinguished Professor of International Marketing, Kellogg School of Management,
Northwestern University Idquo; The 3-Cs framework in this excellent book takes a strategic approach to compensation
that is practical and really motivates for the right results.rdquo; -- Neil Rackham, author of SPIN Selling Idquo; This
book does awonderful job of highlighting how sales force incentives fit within the overall context of the sales
effectiveness system.rdquo; -- Jeff Foland, Vice President of Sales, United Airlines Idquo; This brilliantly architected
book is not just alsquo;must read,rsquo; it is alsquo;must act uponrsquo; if you want to improve your bottom
line.rdquo; -- Kash Rangan, Malcolm McNair Professor of Marketing, Harvard Business School |dquo; The authors use
examples of the real-world challenges of scores of companies to create aroad map to effective sales force
compensation.rdquo; -- John T. Early, Vice Presidentndash;Sales and Marketing, Harley-Davidson Financial Services
Inc. Idguo; Tapping into awealth of academic and workplace experience, this guide answers all the compensation
guestions your organization is asking -- or should be asking.rdquo; -- Mark A. Bate, President, MasterBrand Cabinets



Inc./HomeCrest Cabinetry Idquo;A comprehensive guide to effective compensation programs for al environments,
whether the sales force islarge or small or the products are complex or simple.rdquo; -- Stephen Grimaldi, Vice
Presidentndash; Compensation Benefits, GE Consumer Financendash; Americas ""This book expertly balances
gualitative and quantitative considerations for developing and implementing sales force incentive programs."" -- Bill
Kotcher, Market Manager, UGI/AmeriGas Propane ""This book provides clear instruction for the important problems
of how to set goals, how to measure performance, and how to effectively manage change."" -- Peggy Forssell,
Director, Sales Operations, Summit, NJ* About the AuthorANDRIS A. ZOLTNERS (Evanston, IL) is a professor of
marketing at the Kellogg School of Management at Northwestern University. nbsp;PRABHAKANT SINHA
(Evanston, IL) teaches courses on sales force effectiveness at Kellogg, the London Business School and the Indian
School of Business. They are founders and co-chairmen of ZS Associates, a global business consulting firm, and
coauthors of The Complete Guide to Accelerating Sales Force Performance (2001). SALLY E. LORIMER
(Northville, MI) is a consultant specializing in sales and marketing, aformer principal at ZS Associates, and a
coauthor with Zoltners and Sinha of Sales Force Design for Strategic Advantage (2004).



