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Group Exercises
ALL GROUPS ANSWER 3 AND 4
GROUPS 1-4 ANSWER 1 AND 2
GROUPS 5-9 ANSWER 5 AND 6
1. When OfficeSolutions, a software producer, went into business, it needed to establish market share quickly. To accomplish this, it decided to pay the sales force a straight commission. After two years, the company had a large base of business, but customers began to complain that salespeople were not spending enough time with them on post sale service and problem solving. The salespeople said they did not make any money on problem solving and would rather spend their time finding new customers. What’s more, salespeople spent little or no time selling the new products on which OfficeSolutions was staking its future. They said they could sell the old products more easily and earn more money for both themselves and the company. How might the company rework its compensation plan to begin to resolve this issue?
2. A sales manager says, “You can never hold enough sales contests for your salespeople. The more, the merrier. They are guaranteed to increase your business.” Evaluate this statement.
3. Assume you are taking a selling job right out of college. What would be your own ideal compensation mix? Why?
4. Given the following information from evaluations of the performance of different sales representatives, what can you conclude about why the reps are not achieving quota? (Assume each is not making quota.)
a. Rep 1: Achieved goals for sales calls, phone calls, and new accounts; customer relations are good; no noticeable deficiencies in any areas.
b. Rep 2: Completed fewer sales calls than goal. Many phone calls, but primarily with one firm. Time management analysis shows the sales rep spends a disproportionately large amount of time with one firm. New accounts are low; all other areas good to outstanding.
c. Rep 3: Number of sales calls low, below goal. Telephone calls, letters, proposals all very low and below goal. Evaluation shows poor time utilization. Very high amount of service-related activities in rep’s log; customer relations extremely positive; recently has received a great deal of feedback from customers on product function.
5. Are sales just a numbers game, as one sales manager claims? She believes that all you have to do is make the right number of calls of the right type, and the odds will work in your favor. Make 10 calls, get one sale. So, to get two sales, make 20 calls. Is this the right approach? Why or why not?
6. Jackie Hitchcock, recently promoted to district sales manager, faced a new problem she wasn’t sure how to resolve. The district’s top sales rep is also the district’s number one problem. Brad Coombs traditionally leads the company in sales but also in problems. He has broken every rule, bent every policy, deviated from guidelines, and has been less than truthful. Jackie knew Brad had never done anything illegal, but she was worried that something serious could happen. Brad also does not prepare call reports on time, fails to show up at trade shows, and doesn’t attend sales training programs.
How should Jackie handle this problem? How does a sales manager manage a maverick sales rep? Specifically, how can the performance evaluation process help Jackie deal with Brad?
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