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Terms and Conditions- Eligibility All direct sales employees including all levels are eligible for incentives from the day they join PCL (as specified in the policy). Incentive payouts are annual.


	1. Evaluation of variable target achievement done at the end of year based on  invoicing value for the clients that have gone live. 

	

	2.  If achievement exceeds targets, then variable payout can be maximum up to 200% of the defined variable pay.

3.  Base achievement needs to be 60% of target for the year; else you will not be eligible for any variable pay.



	4. The business which is live as on the date of exit will be considered for payout of incentives.

5. Business that gets live in the next year will be considered as a contribution to the next year’s target. Similarly business booked of the previous year which goes live in this year will be part of this year’s Target.


	

	6. Tax & Deduction will be levied, as per govt. laws on the variable pay amounts to be paid to the employee.


	7. If there are client exits on account of operations failures, then these may be considered towards target achievement. The decision related to such cases will be taken by the management based on prevailing conditions.



8.  Joint deals which are in multi locations and both the offices gets involved. – Sales representative where the client office is located would be getting 30 % of the shared incentive and 70% would be to the sales representative closing the deal.

9.  No one time payment towards Payroll, compliance or LMS to be considered for revenue.


10. Target achieved should be first billing amount based on the number of employees of the first month.

11. The incentive amount will be paid in the month of October.

 
12. Target of Senior Manager:- Senior Manager’s target will be inclusive of his individual target & team target. At the end of the year, 30 % of the variable will be linked to the Team’s target achieved and 70 % of the variable will be linked to his individual target. 

13. Target of Sales Head (AVP)- Sales Head (AVP) will be inclusive of his individual target & team target. At the end of the year, 70 % of the variable will be linked to the Team’s target achieved and 30 % of the variable will be linked to his individual target. 

14. Incentive earned through referencing from consultants / partners or internal resources shall carry 50 % weight age. Remaining 50 % to be retained by the Company.

15. Irrespective of completion of target, the computed variables of heads leading teams or geographies may subject to further alteration at the discretion of management considering overall company performance. 

Confidentiality: This scheme is personal to you and you are requested not to share this confidential information within or outside the organization 


Leave of Absence (LOA) / Long Leave- If an employee has gone on LOA / Long leave at any time during the policy year, the employee may remain eligible for a payment under the terms of this policy. However, the period during which the participant has gone on LOA / long leave during any of the policy period shall be excluded from payout calculation.

Termination An employee, who is terminated on account of misconduct or non-performance, shall not be eligible for incentive during the policy period. 

