
Building Stronger Sales Results

BI WORLDWIDE recognized the need for a multi-level incentive program  
to increase dealer product sales. By implementing a GoalQuest® rules  
structure, total sales increased by 21.4% over the previous year.

A leading manufacturer of construction  
and work site equipment wanted to 
increase their share of the profitable 
after-market parts and supplies business.
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Challenge 

increase product sales by  
15% over the same period  
as the prior year.

Solution

Bi woRldwide implemented a 
GoalQuest program for dealers 
that operated for 90 days.

Results 

 • Total sales increase over prior 
year actual: 21.4%

 • Percentage of participants 
exceeding their baseline  
and goal: 82.1% 

 • Program Roi at the  
gross margin level:  
24-to-1

82.1%  
of participants 
exceeded their 
baseline & goal

OTHER RESULTS
The chart below shows service team goal achievement 
by goal level selected. Goal Level 3 required the highest 
percent increase over the prior year. 
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The growing number of low-priced oil filters, lubricants and 
other disposable and maintenance products had cut into their 
parts and supplies business.  Because equipment owners 
and operators still visited their nationwide dealer network 
for replacement parts, the service vice-president saw the 
opportunity to motivate parts counter people at the dealerships 
to offer maintenance items to all service customers.     

The customer’s overall goal for this program was to increase  
product sales by 15% over the same period as the prior 
year. This would add over $1,000,000 in margin to both 
the company and their 200+ dealers. 

BI WORLDWIDE and the customer’s service management team  
analyzed past sales data and reviewed the annual plan to design  
a challenging, yet attainable, GoalQuest program. GoalQuest is 
a rules structure that focuses on driving lift from all sectors of   
               the performance bell curve. 
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Building Stronger Sales Results

While most incentive programs focus on moving the top 20% of sales people,  
the reality is your biggest lift and highest potential comes from your middle and  
low performers (the other 80%). 
                           
In order to provide fair, yet challenging goals for dealers of all sizes, the dealers 
were divided into several groupings by revenue size. The largest dealers had lower 
percentage increase goals (but higher absolute dollar increases) and smaller 
locations had higher percentage increases. Utilizing this baseline approach, each 
dealer team had an excellent chance to select and achieve its goal. Using the prior 
year’s actual results as a baseline, three goal levels were set for each dealer group. 

The program was designed to operate for 90 days in the second calendar quarter 
of the year. Dealer service managers received printed announcements timed to be 
received the same day that an email announcement was sent from the GoalQuest 
website.  Dealership service department employees selected their goals as a team 
and would share in the awards equally. 
 
The program utilized the GoalQuest format including: 
•  Three level self-selected goal structure with step-up goals
•  Exponential rewards reflecting the degree of difficulty
•  All-or-nothing rewards approach
•  Award point accumulation and online awards catalog

Not only did product sales increase by 21.4%, 6.4% more than the manufacturers 
goal, the program ROI at the gross margin level was 24-1. The dealers significantly 
increased their product sales, and 82.1% of them exceeded their baseline and goal.
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