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CON TDCE M IRANE EXEIT LT

SALES COMPENSATION & INCENTIVES:
DD KEY TERMS, DEFINITIONS & CONCEPTS
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PRACTICAL APPROACHES TO ACHIEVE
SALES FORCE EFFECTIVENESS  SEssioN 2

llUOh"l\)TUﬂ’]SWCUU’]ﬁU\)"IUZJ"I&IﬁUS:EIUﬂO"IUﬁ"I@O
Morning Break: 10.30 - 10.40

DESIGN & MANAGE SALES
D COMPENSATION & INCENTIVES
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IMPLEMENTING NEW SALES :
COMPENSATION & SALES INCENTIVE
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Lunch & Networking: 12.00 - 13.00

-

i

SUCCESS FACTORS FOR EFFECTIVE
SESSONS SALES INCENTIVES PROGRAM
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IMPLEMENTING NEW SALES
COMPENSATION & SALES INCENTIVE  SESsIonS

Afternoon Break: 15.00 - 15.10
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END OF THE PROGRAM 2



