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1. The circumstance the company is facing is trying to find a new way to practice their sales force management. They don’t seem to have a good way of compensating their sales team in the country that is influencing the sell. There has to be new way for the sales group to receive credit for the sale.

2.  The fragrance company has expanded greatly. It started with just fragrances and now has flavors too. Fragrances become more complex in selling. Marketing groups were responsible for choosing a fragrance that gave the product a competitive edge in the market field. 50% of the firm’s business came from 40 international accounts. Sales representatives would be compensated by salary and bonus. The sales teams don’t have a proper way of tracking their credit on sales made outside their country. 

3. The major problem is that sales teams are not getting compensated for the sales made in other countries. I don’t believe that there is any harm done to customers internally or externally. I think that compensation is a company problem and the customer should never find out what the company is doing to influence the seller. 

4. The goal is for the seller not to feel like his or her job is not getting compensated. To make the seller want to sell more to be able to see and end result to his or her efforts in the job.

5. An objective could for this company would be that each seller try to surpass last month’s sells. 

6. The first person to communicate what the objectives are would be the sales manager in charge or his or her team’s sales. He then will communicate with each individual and set a reasonable goal to for the month. 
7.  The problem this company currently has is that the sales teams are doing what they believe is the best they can do to influence a customer to buy from their company, but in a different country. When doing so the country receiving the sale gets credit for the income coming in and not the sales person influencing the customer to pick that certain country. 

8. I think that once this takes effect the company will see and great effort coming from the sales team to maximize their sales, because they know they will get compensated of their sale.

9.  The actions that must be taken are that management has to compensate their sales staff with a bonus that is fair for each goal achieved. Once the sales person has achieved the goal. They have to make sure and recognize their sales person. Make him or her feel like the company is proud of their effort.
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