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the future of engaging rewards




The Sales
Incentive
Journey

Turning Engagement into Success

Revenue goals keep rising. Markets keep shifting.
And your sales team? They're expected to

deliver more with less margin for error. In this
environment, incentives aren’t just nice to have,
theyre essential. But here’s the truth: sales
incentive programs only drive performance when
designed with intention.

At Hinda Incentives, we know incentives do more
than reward results. They sharpen focus, fuel
effort, and create the momentum that transforms
daily activity into outstanding performance.
When they’re done right, incentive programs
inspire. When not, they risk causing confusion or
wasted effort.

That’s why we created The Sales Incentive Journey
- 3 clear, proven framework for understanding

how participants choose to engage in, commit

to, and advocate for your incentive program. This
guide is built on decades of experience helping
organizations spark the behaviors that move
numbers in the right direction.
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Consider this eBook your roadmap to smarter,
sharper incentive strategies. To help you build
programs that motivate individuals without
adding complexity and delivering impact where it
matters most.

You've done the hard work; researched, designed,
secured buy-in, and built a program that promises
real discretionary effort. The ROI looks strong. The
strategy is solid. Now comes the critical moment...
Will your participants engage? And how much
effort will they put in?

Understanding that journey is the key to unlocking
performance. Let’s dive in.



STEP ONE:
Awareness

Every participant starts in the same place, they
don’t know your program exists. Your first job is
simply to get on their radar and provide them
enough information so they can see why the
program matters.

Awareness isn't about flashing the shiny reward
and saying, “You could win a TV!” It’s about helping
participants understand the program’s purpose.
They need to see how it supports their goals,
strengthens customer relationships, and aligns with
what they already care about. If they don’t believe
in the product or behavior you’re promoting, they
won’t put it in front of their customers.

During the awareness phase, make sure
participants quickly understand:

+ What you want them to do
- Why it matters
- What they gain by doing it

These are the essentials that spark interest. Keep
them simple and clear. If you can capture the
“why”in a couple of sentences, you have their
attention. If you can't, the rest of the program will
struggle to stick.
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STEP TWO:
Knowledge

Once participants grasp the basics, they're
ready for more. This is where you deepen their
understanding - not just of the program, but of
how it benefits them, their customers, and their
day-to-day work.

Training That Builds Confidence

A salesperson’s reputation is everything,
especially in B2B relationships. If you're launching
a program to drive sales of a new product, sales
representatives need to feel confident explaining
how the product solves real customer challenges
and delivers value. This approach earns trust and
helps cultivate future business.

But if a product is presented without clear benefits?
That can impact customer relationships, fast.

The right training positions representatives as
experts, reinforcing credibility, and developing
customer confidence. Clear, knowledgeable

product conversations lead to more meaningful
engagement. Make sure the people representing
your products have the necessary training and
materials to confidently sell them.

Make the Admin Simple

Next, tackle the administrative side.

Any required steps to claim sales or report
activity - from logging in to the program website
to confirming submission of documents - should
be clear and introduced early to avoid confusion.
Salespeople will do admin work as long as it’s
quick, predictable, and visibly worth their time. If

4 | The Sales Incentive Journey

the time spent outweighs the reward, participation
drops. Clarity and simplicity win here.

And because administrative steps can be easy to
forget, especially for reps who only claim sales
once or twice a month, make sure everything lives
in a central, always-accessible place. Your incentive
partner’s platform should support this. The right
platform keeps the program clean, intuitive, and
easy to manage for everyone.

Connect the Dots

Participants also need to see how the incentive
program fits into the bigger picture. Share any
dealer spiffs, customer incentives or special
promotions to support their efforts. When ‘pull’
marketing attracts customers through your
distribution partners and ‘push’ strategies energize
your sales team, you build a dynamic system that
captures attention and grows revenue.

A Quick Word of Caution

If you work through independent distributors, loop
in their leadership before you approach their sales
teams. Leadership needs to see how the program
benefits their organization just as much it benefits
the reps. You may even want to set goals and
rewards specifically for distributor management to
keep them invested. Once they're on board, getting
their team engaged becomes much easier - and
you gain a crucial ally in driving performance.



-



iring enrollment or activation increases
itment and creates urgency. Programs that

proposals all signal whether participants are on
track. These “steps to success” allow organizations
to forecast results and intervene early when
performance stalls.

= _Fast starts create momentum

- Short-term promotions at launch, such as bonus
= points or accelerated earnings, capture attention,
and build early wins. Early success builds
confidence, which fuels sustained engagement.

Engagement does not end when the selling stops.
Reward fulfillment and recognition moments shape
how participants remember the program - and how
motivated they feel to participate again.



STEP FIVE

Optimization

Markets shift. Products change.
Competitors respond.

Optimization ensures your program adapts in real
time. Engagement naturally rises and falls, even
among top performers. The role of optimization
is to support participants through both positive
swings and slowdowns.

Effective optimization focuses on three areas:

1. Communications
Consistent, branded communication keeps

programs visible. Multi-channel approaches
outperform email alone. Reminders, success
stories, and aspirational reward content will

reinforce participation and help motivate.
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2. Progress reporting
Progress reports are among the most-read
communications in any program. They help
participants visualize success and understand
what remains to be done to achieve their
goals. Manager roll-up reports create
accountability and encourage coaching
conversations.

3. Promotions
Short-term promotions reignite focus.
Competitions and targeted bonuses tap into
intrinsic motivation while keeping budgets
predictable. Promotions can drive outcomes or
specific behaviors, such as training completion
or lead generation.



STEP SIX:

Advocacy

A small percentage of participants will become
advocates for the program - and they are
invaluable.

Advocates understand the program, achieve
results, and willingly share their success.
Their credibility carries more weight than any
communication from leadership.

Elevating advocates

Highlight top performers through newsletters,
meetings, and recognition moments. Encourage
them to share tactics and lessons learned. Their

stories provide practical guidance and inspire peers.
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Partnering with managers

Managers play a critical role in identifying and
recognizing advocates. Providing visibility into
team performance empowers leaders to reinforce
positive behavior and sustain momentum.

Recognizing advocates

Formal advocate recognition - through elite
tiers, spotlight features, or advisory group roles -
celebrates impact and inspires others to level up.
These top contributors often become influential
partners, helping shape and strengthen future
program strategies.
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Hinda Incentives creates experiences that
engage, inspire, and reward the people who drive
organizational success. Through incentive and
recognition solutions, Hinda helps businesses use
recognition intentionally to support engagement
and performance.

Hinda’s solutions include sales and channel
incentives, employee recognition and service
milestone programs, and customer and
partner engagement initiatives tailored to
each organization’s goals. These solutions are
supported by strategic program design, enabling
technology and reward fulfillment services
that help organizations deliver recognition with
purpose and consistency.

To learn more, visit hinda.com
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