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What Is a Compensation Plan

m A strategy of compensation designed to
reward the good and intended behavior of
Independent sales agents

= A mechanism that motivates people to
achieve more than they otherwise would

= A vehicle for companies to recruit
and retain people to sell their
products to others




Direct Selling Business Models

Internal
Consumption Retall Sales

= Consumption Modd!:
Relies on distributors to personally buy and

consume product

= Retail Modéd.
Relies on distributors to find customers who buy

and consume product




Strategies Compared

= Retall Biased Model m Internal Consumption
Prime Objective; No retail profit
protect the retail profit Must heavily load
of the sellers initial compensation
Kit cost high enough for recruiters
SO customers do not Low Kit Cost
join solely for discount Pricing strategy

Pricing strategy must focuses on wholesale
support retall price price




Selling: Retailing or Recruiting

Retail Selling

Internal Consumption

Purchase Price

Wholesale Price

Retall Price

N/A

Profit to Seller

Purchase Price

$75

Commission Paid
by Company

Profit to Saller

$0

The Seller’s profit comes
from the customer

Commission Paid
by Company

$15 -
$35

The Seller’s profit comes
from the company




Focus on the Behaviors

If a compensation plan focuses on
behaviors, it getsresults. If it focuses
on anything else, at best it confuses.
At wordt, it can kill the company.




Five Golden Behaviors

m Selling

= Recruiting

= Develop Managers

m Develop Leaders

= Retention / Consistency

-




Three Different Types of Reps
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Selling

m $25 - $35 net hourly
reward

Get money into their
pockets quickly
= Team overrides take
too long for most
90 days: in or out ~

Most sponsor nobody 10 20 30 40 50 60 60 80 90100
In that time - -$$ / Hour

Attrition




Recruiting

m Recruiting isking
m Y our best prospects are your customers

m Recruiting is aresult of:
¢ Sales presentations (parties)
¢ Prospecting systems
¢ Trust
¢ Opportunity (Reward)
¢ Competence (Training)
¢ $3$ per hour
¢ Retention breeds retention




Build Managers

= Managers sall, recruit, & train (duplication)
= They work within their group
m Future leadersin training

= Managers are created by:
¢ Competence (Training)

¢ Mentoring & Coaching others |

¢ Developing ateam ;

¢ Opportunity (Reward) -
v g

¢ Consistency




Bulld Sales L eaders ﬁf‘

m Sales Leaders build managers and |eaders
They teach them to be independent
m L eaders work outside their group within

their downline
They leverage their time with thelr rising stars

= Competent leaders are always the result
of building competent Managers




Managers & Leaders

| 3%
\X H Consultant

B Managers

O Leaders




Retention

= Key to growing your
business

= Early rewards build
commitment
¢ $25-$35 / hour
Mminikmum
= Gradually build
golden handcuffs

10 20 30 40 30 60 60 80 S0 100




Five Golden Behaviors

m Selling

= Recruiting

= Develop Managers

m Develop Leaders

= Retention / Consistency
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