Writing Down the Rules
T here’s a Qoicden mule Tor wriling rules, it's “keap @ gimphe.” Fulkag
shoulkd always be Tree of industry jangon, sasily undersiood, apacilic,
shraight feraand and abowa all, Tair Gal a sacond opinicn bElfone offi-
cialy relkagsing them by giving & copy of the rules 1o sevaral polentisl
parlicipants for leadback.

Far programs wilh a close-andad budost

ofladog Yiour Cwm Odde: "Eam & swaepetakas eniry B0 every case
you sell, 20 fhices who Sall the most have the best chanca of hasing
their Ghckat drawn.”

sHit-ard-Win of Buy-in: “The top 50 who achieva the objactive get
the award, thoss who neach af least 50 parcant of their abjective can
o' A premium and by inke the aeand.”

«Oly e Top Win: “Thea top 50 achiesars and (hsair spouses win the
award” or “The ihres peaple who submit the greatest numiber of
acceqded s win.”

ol Imepual Thinds: “Famicipans. ama diviced inba threa groups (each
accounting fer ena third of the aponsors fofal wolimea) and the top 20
parficipants in aach Qroup win”

»Taka-Cina Board: “Sall X amolnt and wou gal B choose an anse-
lape o Te prize board that may ba worth Up 1o 100000 painks, plis
SArvaS a8 an antry in a ona milion-point swespsiakas ”

For peograms with an mmmmum

«Bagic: "Eam 100 points for each sale yol make”™ o "Eam 500
points per unit solkd plos 1,000 bons points per maonth.”
«Two-lor-0ne: “Farficipating distributors can aarm 10,000 points per
F1.000 in incremental purchase increase, providing they buy & cersn
nurnksar of points o pase aleng s thair cugtoman:.”

*Retroactive; "You have to reach a minimum goal belore eaming any
proings, Dl payoll is retroactive o indude all sales onca the goal is
parsad.”

«Team Bomus: “Abong with the individual points, each parson wil be
aligible for a 5,000-point bonis quartar i all the peaple on the team
imisal theair zales goal.”

win or will not want to compets if ey
won't be rewarded, espacially if fhey
surpass ther goals bul don't gquite
make it to the achigwver lavel

Open-ended programs: In this  plan,
avary participant who meats the goal wins.
Everyone is mofivated to paricipate and
do his or her job. The challanga of this type
of program is thal wou won't know for cer-
tauin whad e costs will b undil the prodram
has ended. You will have o forecast costs
during the planning stagas.

You can package a dealer incantive
program in any number of creative
ways, but you will have o choose (he
mathod for motivating the target audi-
anca and measuring their prograss.

+ With a win/win structure, newver
assurma thatl the old 80020 rula—E0
parcant of your voluma comas from
20 percent of your work force—is
applicable in every casa. Calculale
the ratio of your work force that pro-
duces most of the valume and award
accordingly. For example, you may
choose to offer a few tiered levels of
marchandise awards or mora axpan-
sive dams lo your lop parfofmers.
The objact s o sirike a balance
betwesan an award large enough 1o be
a motivator and one that fits within
your budget.

» Pacing—or faking into account your
industry's seasonal cyclas—should
nevar be overlookad. [t wouldn't pay,
for example, to run a program that is
shorler than a selling cycle; you won't
gat the maximom benefil from it
Althouegh most seccessful programs
fun during peak saasons, don't fule oul
the skw ones—during a kean period

small or large budgets:

Close-ended programs: This plan caps the
percantage or numbar of paricipants who can
win the award. You will know in advance exact-
by how much i budget, if for axample, only the
op 25 dealers will win tha awards.

Close-ended programs can fall short when it
comas o mofivating, howevar, because some
dealars may feal they don’t have a chance o

thay can help bridge a gap.

+ Choose an applicable method o measure
success in terms of sales pedormance,
progress towards goals of a change in bahavior,
whethar it's calculating the unils $old in a given
period, dollars in sales or aishe displays made.

+ Decide also how you'll record and com-
municate progress to the participants. A short
three-month program, for example, might call



