ENCAP

-—rs I

Sales Performance Review Best Practice




Topics

Objective with Target

Approach

Key observations & possibilities

Key issues
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Project Objective

Review of the KPI's considered for the periodic sales review
Review of the KRA'’s derived from these KPI's

Systematic & Methodological approach for regular reviews
with significantly reduced human intervention

Automatic Intelligent output in order to focus on the real
bottlenecks/constraints.

Proper Team hierarchy and issue categorization for relevant
issues for relevant people

Why?

For whom?

What
should be
achieved?

Target with the following details:

Target KPI's and KRA'’s with clear highlighted benefits

A robust tool for review mechanism in order to reduce human
intervention and time spent on data sanctity discussions
Metrics framework for driving decisions.

Some mechanism for inter departmental issue( Sales & Sales
admin & sales and PPC) resolution

‘ How do we

measure
the result?

> Efficacy and ROI of the tool
> Reduction in human intervention

> Multi dimensional data churning will help in predictive
analysis




Benchmarking
the mechanism
of some other

company
Benchmarking
the best
practices as per
business cases

Possibilities with
existing
processes of
client

Exposing the
data to the
outside team (
Sales Team)

Objective
discussion with
the op
management for
top down
approach

KPI breakdown
up to the lowest
level

Discussion with
the Team which
prepares the
data
Suggestions and
improvement
discussion with
executive Team
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Key Points

=  Sales forecasting accuracy should be part of KRA or KPI
Monthly sales forecast will give better clarity as based on

)KPI's and KRA'’s most recent developments.

=  Focussed product sales tracking will help in achieving
better bottom lines.

Review Mechanism

= Regional sales team should evaluate new product
requirement/ marketing issues can also be extended for
people development and fall back possibilities ( HR
perspective) & retail channel visibility of product .

=  Material classification based on RRS will help in
availability issues. Stranger items may be planned with
MTO/ATO. | “




Key points to ponder for availability/Product complaints issues

Sales pattern need to be reviewed for production plan
smoothening, Target to smoothen little skewed sales towards
the end of the month.
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D f- Marketing variability is directly impacting production plan.
e Ine Decoupling of manufacturing and marketing needs to be done by
appropriate inventory norms
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A tool to record customer complaints is must. Training of sales team
on issues and resolutions can help them in providing actionable
prod PEr PErsa feedbacks as well as in empathising with them

\ J




