A Final
Word

A the concusion of wWas progrem,
ol b perticipants and non-
pariopants for their opnions
bacausa thairr insight & Invaluabia,

+ Wihat did thay like shau the pro-

gram? Disla?

+ Wit i) Ehey paricipeda in tha
ogrEm againy Why or why not?
+ ¥Whal recommeanciations 9o thay
hava?

+ Hore weollld Ehy rale the pro-
gram cvarall?

Step 7 Evaluating the Resulls
Bravo—your dealer incentive program has had
a succassful run. Mow slep back and raview it
with a post-program evaluation. There are many
valuable insights o be gained at the end of a
program, all of which should be documentad
and forwarded 1o managemant. This detailed
analysis will tall you exactly how successful the
campagn was and point cul ways o rafing naxt
VEAr'S Program.

First, hsten o the adminisirators, whethear your
awen of from an incenfive house. Speak wilh
thern parsonally or conduct a survey o find out
whathar they encountered any snags in the run-
nig of the program and whal alemants they
thought were succassful. Then ask yoursalf such
questions as:

4 YWarae the objectives realistic?

4 How good were communications?

4 What type of participant did or did not
succead?

4 Could fraining support have been betber?
Hicwe?

4 How much did sakes increase by region? By
month? By dealer woluma lavel?

You shoukd also survey dealers for their fead-
back:

4 Was the program fair?

4 Did you reach the level you axpected io
reach?

4 Wera the program ard is rules comemunicat-

ed claarly enough’?

4 Did training make a difference in your
performancea?

4 Wara the standings mailers aasy o undér-
stand and fimely anough?

4 Did you like ke promobonal matesials and
leasers?

4 What did yvou think of the awards offared?

Send questionnairas o those dealers wiho did-
w't participate asking tham why they didn't and
whal might get them involved next year. The
mara mformation you can gather, the better your
nixd program will be.

Femamber: & dealer program is not a cure-all.
It can't solve all of a company’s problams. You
stil have to supply all the ingredients—auality
products, fair prices, good service—io keap your
business prosparous vear after vear.

Last Words
Whan it comes o salacting the perfect award for
your dealer program, consider a Bulova time-
piece. Watches and clocks have been tradition-
ally recognized as excellent awards because of
their visibility, usefulness and beauty. Whethear
tradifional in style or fashionably high-tech,
watches and clocks are available in a wide
range of price points to suil all budgets.

They're also readdy customizable with special
inscriptions or logos, making them parsonal gifts
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