Basic Sales Compensation Terms
by Hal Slater

Since sales is still more art than science,plans.
the performance of individuals may vary * Salary plus commission (or bonus)
greatly. The factors that make a difference are Under this plan, the salesperson receives a
intangible, with inner ‘drive’ and desire rank- regular salary like regular employees as well
ing high as determinants of success. as a payment based upon some aspect of sales
For these reasons, salespeople perform performance over a given period.
best under a merit system and, for business * Draw against commission
purposes, commissions (a set percentage of the Under this plan, the salesperson receives

sales) are a good way to calculate the value Bfgular advances against future commissions.
performance. There is often an established limit to the total

Even for the best performers’ economic to be advanced and, if employment ends with a

and market forces combined with long sales negative balance, the deficit is usually not
cycles can result in an irregular cash flow ~ recoverable. _ o
under a straight commission pay plan. Main- ~ * Guarantee against commission
taining a household and supporting a family Under this plan, the salesperson receives a
can be extremely difficult under these condi- Minimum periodic income even if commis-
tions. This, in turn, can make it difficult to sions do not reach that level. This is similar to
attract the more stable type of individual you @ draw but the payments do not accumulate to
want for a great sales team.

As an alternative to the ‘feast or famine’
cycle of straight commission, there are three
common plans in use. Let’s begin with a

definition of terms used in sales compensation Order Yours
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« Training

* High Need

* Few Options
 Qualifications

= Training

- Experience
 Low Need

- Creativity

- Differentiation

« Maintenance
 Min. Training
- High Need

« Familiar Item

- Prospecting

» Min. Training
» Low Need

» Differentiation

"I would recommend Hal to anyone who
has a need to persuade convincingly and
gently."

Denis Waitley , Ph.D., speaker, author of
The New Dynamics of Winning

"Hal Slater is a masterful presenter
whose original insights represent a quantum
leap in the Art of Selling.”

Brian Tracy , speaker, author of
The New Psychology of Selling

“The most practical, ‘street smart’
application of NLP to sales yet to come to
my attention. Hal seems to be at the cutting
be repaid against future commissions. edge of converting sales from an art into a

Each p|an has many ramifications, more learnable discipline. H.I.S cqstomejr centered
than can be covered in one article. In generafPProach to communications will produce
sales positions that require a high level of ~ "esults for anyone who uses it.”
technical skill or training command higher ~90hn Grinder , Ph.D., co-Founder of
salaries and sales positions that require morgleuro Linguistic Programming

personal selling skills command higher incen- "It's like ESP. I've never seen anything

tive compensation. Thus, many members of like it before... The good thing about this

high tech sales teams often earn high Sala”eépproach is... you won't get any closing
but their bonuses may be less than 25% of agjstance.. the ideas alone are worth at

their earnings. Lower tech sales such as autQeast ten times the price of this video.."

mobiles, some home improvements and othegslling Power Magazine (Video Review)
require very little technical training and com-

missions may be 100% of earnings.

INCENTIVE

"The program stimulated me... | am
much more aware of the interviewee's
feelings in certain situations... It allows you
to read or anticipate people's actions or
thoughts... and a much better grasp on the
totality of the incidents."

Sgt. R. Corey, Hostage Negotiator
San Diego Police Department
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"We showed immediate results during
the week following many of the sessions. A
residual benefit has been an outstanding
decrease in employee turnover which
means we now have a more experienced
and productive sales team."
K. Wittmayer, Sales Manager
Cash Lewis Company, San Diego
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