SMITE -  Initial Decision Form

Team Name

Quarter


Sales Force Creation 2

Sales Number 8














Home Base 














Region














Offer Salary 9














Course No.














Dual Call Days














Area Summary














Area Research














Work Load














Territory Creation 3

Area Numbers





















































































































































Training Course Changes 4

Course No.




Duration (days)




Selling  %




Product  %




Cust/Industry  %






Notes:

1. Complete the decision form carefully & legibly.
2. For Sales Force Creation enter the numbers of the people you wish to hire. You must only enter from the block assigned your team.
3. You must allocate a territory to each person you hire and this may be one or more sales areas.
4. To change a training course you enter its number (between 1 and 3), decide the new duration, and allocate the percentage of time to be spent on product, sales and customer/industry training.
5. To produce sales call analyses for the region, you should indicate this by writing Yes in the appropriate box.
6. To produce sales workload analyses for the region, you should indicate this by writing Yes in the appropriate box.
7. Other decisions cover deciding the number of trainers. The special research is completed if you define, ask for and can be provided with additional information.
8. Sales Number is the unique number that identifies a sales person.
9. The offer salary must be greater than the sales person's current salary. Also, if it is too close to this you will risk the sales person resigning at a later date

Other Decisions 



Region A  (Yes/No) 5




Region B  (Yes/No)




Region C  (Yes/No)




Region D  (Yes/No)




National (Yes/No)




Region A  (Yes/No) 6




Region B  (Yes/No)




Region C  (Yes/No)




Region D  (Yes/No)




Whole Territory (Yes/No)




Area Potential (Yes/No)




Number of Trainers7




Special Research




SMITE -  Territory Decision Form

Team Name

Quarter


Sales Force Changes 2

Sales Number 9

















Home Base 

















Region

















Salary

















Course No.

















Dual Call Days

















Area Summary

















Area Research

















Work Load

















Territory Changes 3

Sales Number 9

















Area Numbers



















































































































































































Sales Staff to Fire 4

Sales Number 9

















Training Course Changes 5

Course No.




Duration (days)




Selling  %




Product  %




Cust/Industry  %






Notes:

10. Complete the decision form carefully & legibly.
11. For Sales Force Changes only enter data that changes
12. If you enter a Sales Number of zero, then the area numbers are deallocated. Otherwise, the area numbers will be allocated to the indicated Sales Number.
13. To fire a sales person you should enter their Sales Number. If, you need to allocate more than ten areas to a sales person or deallocate more than ten areas, you should use two or more columns.
14. To change a training course you enter its number (between 1 and 3), decide the new duration, and allocate the percentage of time to be spent on product, sales and customer/industry training.
15. To produce sales call analyses for the region, you should indicate this by writing Yes in the appropriate box.
16. To produce sales workload analyses for the region, you should indicate this by writing Yes in the appropriate box.
17. Other decisions cover deciding the number of trainers. The special research is completed if you define, ask for and can be provided with additional information.
18. Sales Number is the unique number that identifies a sales person.

Other Decisions 

Notes:

1. Complete the decision form carefully & legibly.
2. For Sales Force Creation enter the numbers of the people you wish to hire
3. You must allocate a territory to each person you hire and this may be one or more sales areas.
4. To change a training course you enter its number (between 1 and 3), decide the new duration, and allocate the percentage of time to be spent on product, sales and customer/industry training.
5. To produce sales call analyses for the region, you should indicate this by writing Yes in the appropriate box.
6. To produce sales workload analyses for the region, you should indicate this by writing Yes in the appropriate box.
7. Other decisions cover deciding the number of trainers. The special research is completed if you define, ask for and can be provided with additional information.
8. Sales Number is the unique number that identifies a sales person.
9. The offer salary must be greater than the sales person's current salary. Also, if it is too close to this you will risk the sales person resigning at a later date

Region A  (Yes/No) 5




Region B  (Yes/No)




Region C  (Yes/No)




Region D  (Yes/No)




National (Yes/No)




Region A  (Yes/No) 6




Region B  (Yes/No)




Region C  (Yes/No)




Region D  (Yes/No)




Whole Territory (Yes/No)




Area Potential (Yes/No)




Number of Trainers7




Special Research




SMITE -  Advertisement Decision Form

Team Name

Quarter


Advertising for Staff 

Advertisement Area 2













Number to Recruit 3













Salary (minimum) 4













Salary (maximum) 4













Product Knowledge 5













Customer Knowledge 5













Selling Skills 5














Notes:

1. Complete the decision form carefully & legibly.
2. The advertisement area is either the number of an individual area or zero to indicate that the whole sale territory should be advertised in. If an individual area is specified, only sales people in it and adjacent areas will respond.  
3. The number to recruit determines the size and cost of the advertisement. If sufficient, suitable sales people are available then twice this number will be interviewed.
4. Salary minimum and maximum, define the likely range of salaries available and will attract the sales people to respond to the advertisement.
5. The product, customer knowledge & selling skills required are defined between 0 (none) and 5 (full expertise).

SMITE -  Recruitment Decision Form

Team Name

Quarter


Recruiting Staff 

Sales Person 2













Salary Offer 3













Home Base 4














Notes:

1. Complete the decision form carefully & legibly.
2. The sales person must be a number shown in the interview report.  
3. The salary offered is the annual remuneration. Ultimately, the sales person will accept or reject the offer based on this, competitive offers and its size relative to the sales persons current remuneration.
4. If you wish, you can change the sales person's Home Base. If you do so, and unlike the normal Home Base change, the sales person will relocate immediately.
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