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Case Overview

Kate Creevy , founder of Designs by
Kate (DBK) sells jewelry via direct sales.
Her business had been vastly successful
over the first five years, however,
according to trajectories, the company's
top-line growth has slowed. Kate
believes that this decrease is due to
sales reps not wanting to grow in the
company and become sales leaders,
managers, and directors which is key to
the company's business model. In order
to solve the problem, Kate is
considering reworking her incentives
system, or hiring more national trainers
to inform the reps of the incentives.




- Representatives are mostly woman
from 25-50 years old

. Representatives earn a base commissic
25% of sales &

- Sales exceeding 1000$ receive 32%
commission

« Recruiting 3 reps forms a Level 1 team in
which the leader earns 5-12% commission of
those members' sales

~ * Recruits from Level 1 team members f ..

constitutes a Level 2 team in which the “ W
leader earns 3-8% commission of those |

members' sales

- This system continues on through levels :
and 4 "



