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SALES COMPENSATION
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SECTION ]
SALES COMPENSATION & INCENTIVES: KEY TERMS,
DEFINITIONS & CONCEPTS

= jiuguinganuAIRaUINUNISYI8: nagnshe=Uudnisussawamuidnuessie

NagNSAMAUINUNS=AUTLYIY

Components of SALES COMPENSATION Terminology, and Mechanisms
(99AUS=NauvaIAIMOUINUNISYIE AW naln)

Factoring the Base/ Variable Decision
(MSAUIUANTRE Nazaondsningavouiwon1sARAULR)

Pay Mix & Eligibility Setting

(Msnnum Pay Mix ||a:|TiauTvTun'ls§UFi'm0U||nu)
.
Discussion of Key Issues and New Challenges

(onuUsneUs:IRudAry nazus:iaumnetnug)
F 3

SECTION 2 sk

PRACTICAL APPROAGHES TO ACHIEVE SALES FORCE
EFFECTIVENESS |

= uanlun1sSWIUNRLILUVABAUS:aUAUENISD
& AR
Sales Force Management Process

(VUROUIIA=NS:UIUNSUSHISVUALNE)

Morning Break

-y = 10.30-10.45

Sales Force Structure and the link with the Pay Strategies

_ (InsvaswvovnivvieiiaznsidauleuiunagnsAmouinu)

Discussion on how to Manage Sales Force Effectiveness & Results

r. (enUs18ivdSNIsuSHAsTAgWoUs:AnSwalia:uaawsauan)
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SECTION 3

DESIGN & MANAGE SALES COMPENSATION

& INCENTIVES

= 1599NIUVIAzUSHISIWUAINDUINUNS:AUNISYNY

Sales Compensation & Sales Incentive Sales incentives pay-out alternatives
Ps Design Process ® (MuidansnglumsirgAnauINuNS:AUNISYIY)

(VUMOUIIAzNSzUIUNISOONIUUAIRNDUINU

NS=AUNISVIEY) Discussion on the most suitable

® Sales Incentives Programs
Sales Performance Measurement (onUsnefiviwufInouINu 1a=aualanIsvg

(N$IAUS=ENSNIWNISVIY) ﬁ|mn:auc”hhs‘uamw||0ﬂéauiuqﬂﬂvqﬁu)

12.15 - 13.30
SECTlON 4
S EIIPJ, T&%SALES COMPENSATION
2 & T

ﬂ']SUSH"ISIl[LlUﬂ'mOUlanﬂS mUﬂ']SV']fJ

L - ¥ IRAy -

Key Phases for Designing SALES

1),  COMPENSATION & SALES INCENTIVE Roll out the New Sales

E 5 pr , ® Incentives Program
(TunaundrAylunisooniuuAIRBUINU N E . y
% NS-HUNISVIE) (MSIUARIWUATNDUINUNS=AUNISYNE)

Discussion of Critical issues on Sales Incentives Design and Implementation
(OﬁUS’]EJUS:Iﬁue’hﬁ[‘gTUﬂ']SOE)ﬂIIUUIIH:ﬂ']SLi’]IO']II[dUFi']ﬂOU|InunS:l§l:un']SV’]EJU'ﬂ8')

Assessing Designing Implementing
Current Sales — new Sales _— new Sales
Incentives Scheme Incentives Scheme Incentives Scheme

Afternoon Break

15.00-15.15 | \\W'
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SECTION 5
SUCCESS FACTORS FOR EFFECTIVE SALES
INCENTIVES PROGRAM

= 11SUSHISIWUAINBUINUNS=AUNISYIY

Alignment of Sales Force Talent Management and Rewards
(Jd9nowdiSanazn1siaulniunisasgonvig)

Top Priority Sales Goals and Strategic Alignment of Sales Incentive Plan
® (TvdvdrArynantunisanidunisiiussaganviemidinungna:nisidainauinu

i0uinSoviiowanau)

Key Problems and Proven Solutions in Implementing New Sales

o Incentive Program
(JrymindnAcy naznuomaniiviunisAntumMsmMuIwUuAIRaUINUNS=AUNISYY)

HEAL CASE DRIVING SALES GROWTH

SECTION 6
IMPLEMENTING NEW SALES COMPENSATION
& SALES INCENTIVE

= nsifnsnazUs-aunisninsilussioruqINganUNISUSHISTANISS:UUAMOUINU
NS=AURLIUYIE ATIFNISaONIVUS:UURGUS:ANS WA N1sAITUNSAIWS:UUTTYrIIa:
nmuislvAIiaTu naonsuvaARivs:uUAIMaUINUIA:AIItIALNILVISRIKLN=aUAUAN19:
londauludaguu

Dr. Tayat Sriplung

Former Managing Director
Watson & Wyatt (Thailand)

END OF THE PROGRAM
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== Dr. Tayat Sriplung
Former Managing Director
Watson & Wyatt (Thailand)

-and's Top HR Expert

Dr. Sriplung has extensive experiences in managing human
resource and organization change both Thai and International
organizations.

He also has strong expertise in career planning and
development, performance measurement, and communication
management.

In addition, he has solid skills and experience in assessing

organization culture and change readiness.
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KEY BENEFITS OF ATTENDING

® Learn to Design Sales Compensation ® Clear Away All Pressing Issue and
& Incentives Plan Aligned with Your Gain What You Can Apply Back in Your
’ Organization’s Sales Strategy Organization

Learn to make impacts on sales results e Participate & Discuss in Interactive
& driving the right behaviors via the use Environment for Optimum Learning
of financial mechanics & Development

Discuss Critical Issues on “Sales
Compensation & Sale Incentive” to
Foster Sales Excellence

®* Meet & Hear First-Hand Advice
& Consult with the Leading Expert

® Gain Timely & Practical Insights to ¢ Develop New Partnership with the
be successful in “Sales Compensation Speaker & Delegates during the
Design & Implementation” Workshop

WHO WI LL This Masterclass is particularly relevant to all professionals who are
involved in driving top sales performance to achieve sales growth. such as
m management and sales operations professionals
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HR team leaders, especially remuneration & benefits as well as Sales
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HOW TO ACHIEVE DESIRABLE SALES TARGET?

Sales force effects the top and bottom line of business like nobody else.
Successful organization needs to manage its sales force effectively, and drive
sales force to perform up to maximum potential as well as revenue generation.

Many organizations found difficulties in managing sales force effectively,
especially when dealing with how to reward sales force. In-appropriate setting
of sales compensation would certainly reduce motivation and thus impact
revenue target.

In this particular course, delegate will learn best practices, processes, and
how to design sales incentives program.
/i

"”‘# AN, #9
y By the end of the day, delegates will understand how to

Gain overall understanding

Gain overall understanding on how to design Sales Incentives Plan,
terminologies, and process

Apply the knowledge to improve

Apply the knowledge to improve review and revise Sales Incentives Plan

Utilize the knowledge

Utilize the knowledge to roll out the New Incentives Plan

T ——
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MOTIVATE & DRIVE
TOP SALES PERFORMANCE

Sales Compensation & Incentive Programs

m “Sales Compensation & Incentive Programs” is primarily used to drive sales, reduce sales costs,
increase profitability, develop new territory, and enhance margins, “Sales Compensation & Incentive
Programs” have the most direct relationship to outcomes.

mm “Sales Compensation & Incentive Programs” is a business tool for the company to drive sales, motivate
sales forces, and ensure the alignment of sales execution and company’s policies/ targets.

mm By designing effective “Sales Compensation & Incentive Programs” the company can drive not only the
achievement of sales forces as aimed, but also the effective uses of company ‘s budgets. There are
various mechanics / models for designing “Sales Compensation & Incentive” It can start from the

commission based which is the most traditional and familiar approach, to the quota approach which

can be more sophisticated.

¢ Sales Compensation & Incentive: * Insights of Choices of Sales
Key Terms, Definitions, and Concepts Compensation & Incentive: the Tips of

Implementation
e Strategic Approaches to Achieve

Sales Force Effectiveness & Sales * Roll out the New Sales Incentives

Force Retention Program to Achieve Corporate Sales Target
* Designing and Managing Sales ¢ Critical issues on Sales Compensation

Compensation & Incentive Program & Incentive: Design and Implementation

* Sales Incentives Pay-Out Alternatives: °* Best Principles & Proven Practices in

Proven Method and Real Life Example Designing Sales Compensation
& Incentive Programs

¢ The Most Suitable Sales Incentives _ _ R _
Programs in Different Situations ¢ Real Practices in Designing and Managing

Sales Compensation & Incentive Programs
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Class Timetable

* 10 *
When: Online Registration "a"qﬂsmwﬂnﬂ

1 SEPTEMBER 2025 http://www.omegaworldclass.org/register-online/

8.30

Where: -mail:
E-mail Register & Morning Coffee

Grande Centre Point conference@omegaworldclass.org
Ratchadamri . 9.00 - 10.30
CONTACIRUS » ; - Program Commences

***Any updates.c.m date or venue will 089-692-9900 s i 10.30 - 10.45
be promptly notified. 02-158-9892 53 e Morning Break

10.45 - 12.15

Early B|r Program Commences
Registration Fee Regular Price B fusniriadu! 12.15 - 13.30

Lunch & Networking

Fee Per 1 Person 18,500.00 & 12,500.00 13.30 - 15.00
VAT 7 % 1’295.00 875.00 Program Commences
15.00 - 15.15
Total Amount (Bath) 19,795.00 13,375.00 Afternoon Break

15.15 - 16.45

<rae Y
Program Commences

LLCEN Arduuurnuamouleuing

4 FOR ,
o — p B : ]
3U§=F EAHLYBIH Suansanngoun1Bla 200% || gny of Program

**g1U1snN1BAN U 918 3% 16
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