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The Study of Incentive Program for Sales Representatives: A Case Study
from one IC/FPD Supplier of the Equipment and Key Components in Taiwan
during its Infant Stage
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Master Program of Management for Executives
National Chiao Tung University

ABSTRACT

This research aims to evaluate various incentive programs in response to the infant stage for
starting up enterprises. To find out the issues affected in particular, or any gap between
those propositions in achieving sales goal (or market). The principle objectives were to
gather and aggregate the views of managersinwvarious newly established (below five years) of
enterprises by means of in-depth interview. The issues/gaps between different stages within
enterprises’ in designing effectiveness of incentive programs have been addressed and
prioritized for its development.

It is vital to attract good talented sales-people-to-market suitable products for achieving its
success in a short period for any starting up enterprise, especially for those agent companies
in dramaticaly competing semiconductor industry in Taiwan. The effectiveness of incentive
system allows the enterprises to keep talented people when it comes to developing new
products and technologies and to quickly adapt to shifts in the industry. The challenges in
achieving its goal including the uncertainty competing environment, the length of agent
contract, loayty of employees and limited resources in the newly established enterprises.
How those contextual issues impact on its desigining of incentive programs for organization’s
development and whether the strategic incentive programs being effective to support its
business objective during its infant stage were discussed in the dissertation.

The theoretical concepts and framework surrounding the idea of incentive programs were
considered by various interviewees from industry, which were applied to examine its relevant
criteria of being an effective incentive system. This finding of the project concludes those
incentive systems were accordance to the infant stage of enterprises including stationary
reward, pays on a piecework basis as well as the budgeting reward, draws bonus buy stock,
the stock option, and a mix of the above systems. The stationary reward, pays on a
piecework basis and the budgeting reward systems are the major motivative programs for
sales people.

This project has concluded those experiences was expected for new starting up enterprise to
develop for its sustainability with suggestions to overcome the problems in its internal and
external constrains such as motivation, supportive resources and better equipped to manage
change...etc.
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