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1. [bookmark: _Toc412904690]Target Setting Process

OBJECTIVE:

Drive monthly target setting exercise across projects to establish revenue goal and recommending solutions and supporting the collections team to achieve targets and also conduct daily/weekly/monthly reviews with the collections team to ensure performance.

[bookmark: _Toc412904691]OVERVIEW:

· [bookmark: _GoBack]Target cycle for Customer Care is from 7th of the current month to 6th of the next month. The cut-off date for all segments for proposed slabs is 14 days prior to the last date of the cycle closing. The target setting is initiated on the 6th of the month for respective projects where no further payments are expected on the same day. The target setting for the projects where the payments are expected on 6th has to be done on 7th of the month.
· Email trigger for target setting is enabled on the 6th of every month by CRM-IT
· Target setting amount consists of the following components:
Target setting = Default spill over+ Proposed/fresh slabs + New bookings + MyGain + Any additional surplus sales that adds to the revenue to be collected for that specific month





[bookmark: _Toc412904692]CURRENT PROCESS:

· Respective Project In charge sends the finalised SAP generated sheets in the form of Target summary and Target setting to Revenue Strategy team.
· Revenue strategy team consolidates target summary files across projects to generate revenue targets for the month.

Target summary sheet checklist/Data Validation: 
· Due as per construction = Achievable target + Total amount missed
· Achievable target = C1 + C2 
· Total amount missed = Management deviation/Exceptions/Customised schedule + Cancellation notice sent as per SAP








Note: Cancellation notice: These are the cases where Cancellation notice is sent to customers but is not yet cancelled from system.
· Revenue strategy team consolidates target setting file across projects to maintain a client level data for targets rolled out.
[bookmark: _Toc412904693]
New booking:
· Revenue Strategy team liaises with the sales strategy team to understand the new bookings being done across projects for that specific target cycle.
· Average Consideration values for the projects where new bookings are being done are to be considered. Depending on the projects, 

Target for the projects= (Number of new bookings * Average Consideration value * 10% / 19.9%) - Booking amount  





· Post the consolidation of target summary file, discussion is initiated with respective Project In charge wherein manually Management deviations or Cancellation in Progress (CIP) are added back into target or vice versa depending on project specific deviations.
[bookmark: _Toc412904694]OUTPUT:
The final consolidated target summary sheet post checklist validation is sent to the core management team for approval post which the target sheets are circulated to Customer Care Team which is further rolled out at a Project In charge/Team Lead level.

2. Collection Forecasting and Reporting Process
The main objective of carrying out this activity is to forecast the expected collection in the following week basis which the discussions will be conducted by RS team with PI’s regarding the strategy to drive the collection numbers for the forth coming weeks to meet the overall target for the cycle.
Process:
This activity is carried out on the last working day of every week for the next week. The forecast period will be from Monday till the last working day of the week.
The fresh dues for the next week (Sunday’s fresh dues will be added to Monday’s fresh dues) and default as on the closing day of the current week will be shared by RS team with the PI’s on the last day of the current week.
Basis the dues, the PI’s will provide the day wise forecast, client wise forecast and due type for the next week to RS team.


Format:
	Project Name
	COLLECTION FORECAST(Cr)-Week 1

	Particulars
	9-Feb-15
	10-Feb-15
	11-Feb-15
	12-Feb-15
	13-Feb-15
	14-Feb-15
	TOTAL

	MyGain /Easy Gain
	 
	 
	 
	 
	 
	 
	 

	Fresh/Proposed Due
	 
	 
	 
	 
	 
	 
	 

	Default
	 
	 
	 
	 
	 
	 
	 

	Total
	 
	 
	 
	 
	 
	 
	 



	PTP Date
	CRN
	Customer Name
	Project
	Due Type
	Amount (In Cr.)

	 
	 
	 
	 
	 
	 



 Due type = MyGain/Easy Gain (or) Fresh/Proposed due (or) Default
Post receiving the forecast from the projects, RS team will have a discussion with the PI’s on the rationale for arriving at the forecast and accordingly will increase/decrease the forecast to keep it realistic.
Basis the week’s forecast, closing dues at the end of the week is projected.

Reporting format (To the Director-CC):
 Overall dues= Default as on last day of current week + Fresh Dues for the next week
The projects will be sorted in descending order basis the overall dues and the top 10 or 11 projects will be published. The dues of the remaining projects will come in ‘Other projects’ category. MyGain/Easy gain target and stretch target will be decided by RS team basis the forecast from PI’s. Crack Team forecast will be reported separately by Crack Team TL. The same will be reduced from the project’s forecast if there is any overlap. 



	Week 2-:16th Feb'15 To 21st Feb'15
	In Cr

	Fresh Dues
	 

	Default
	 

	Total Dues
	 

	Forecast from top 11 projects
	 

	Forecast from other projects
	 

	Forecast from Crack Team
	 

	Stretch Target
	 

	MyGain + Easy Gain
	 

	Forecast for 2nd week
	 



[image: ]

                                                     







                    

3. Collection Incentive Process:

Note: Employee incentive scheme is not rolled out every month.  It is rolled out as per the requirement of the organization. The policy/rationale mentioned below is subject to changes on a month on month basis depending on the requirement of the organization.


Objective-:

The main objective of driving employee incentives is to ensure that the organization’s goals are met and the effort put in by the employees to go an extra mile is recognized by the management. 

Process:-

Basis the target for the respective month, discussion with PI’s and client level analysis, % of the target will be taken as the minimum threshold for incentive eligibility with DMD approval.
Example: Target -1000 Cr. Basis client level analysis & discussion with PI’s, 70% of target is achievable. Accordingly a minimum threshold for incentive eligibility will be fixed basis RS discretion(in consensus with core CC team). However this rationale might vary month on month basis the organization’s requirement.

PI’s wise target-:

Basis the above rationale, PI wise targets will be published. All projects handled by a PI will be clubbed together.  A grid will be computed basis the threshold like the grid shown below:
	CC incentive proposal for Jan'15 cycle

	PI
	Month Target including MyGain(Cr)
	Threshold 1(in Cr)-70%
	Threshold 2(in Cr)-75%
	Threshold 3(in Cr)-80%

	PI 1
	x
	.7x
	.75x
	.8x

	PI 2
	Y
	.7y
	.75y
	.8y

	PI 3
	Z
	.7z
	.75z
	.8z



Above threshold may vary basis DMD guidelines
The rationale behind clubbing projects under a PI is that the projects can help out each other by lending resources so that the overall objective is met. This is also to encourage the importance of team work.
MyGain/EasyGain target is included in the PI target. The rationale for MyGain/EasyGain target split is basis the past 2 to 4 months trend in terms of MyGain/EasyGain collection and RS discretion. 

Eligible Population(Subject to Changes)-:

1.  The eligible population for the incentive payouts are 2A and below including the support staff which includes Central Ops & registration team, Central support team, CRM-IT, On boarding, Brokerage, Possession  team and Revenue strategy.
2. Incentives for non client facing associates at levels 2,3,4 & 5 are to be paid out on achievement of the overall threshold, as these individuals are not mapped to any particular segment.

Payout Grid:

	      Slabs
	Proposed Payout- For Customer facing associates (RM's & PI's)
	Proposed Payout - For Support Staff


	Threshold 1
	Either fixed amount or % of Monthly CTC
	Either fixed amount or % of Monthly CTC

	Threshold 2
	Either fixed amount or % of Monthly CTC
	Either fixed amount or % of Monthly CTC

	Threshold 3
	Either fixed amount or % of Monthly CTC
	Either fixed amount or % of Monthly CTC



Few Salient features of the incentive plan that are followed-:

1.       Scheme is valid for the X cycle i.e. (cycle start date) to (cycle end date) typically 7th to 6th of next month
2.       MyGain, Easy Gain, ADF amounts and prepayments to be considered for target achievements of the respective segment.
3.       All payments received and entered in SAP between (cycle start date) and (cycle end date) towards interest and Consideration Value to be considered for target achievements
5.       On achieving (threshold 1), individual PI wise achievement will be considered for incentives.
6.       In case slabs not proposed in targets are raised, the same will be added in the segment’s target and proportionately in the thresholds. Similarly, In case slabs proposed in target are not raised, or raised late with due date later than (cycle end date) then the value of the same is to be reduced from the segment’s target and proportionately from the thresholds.
7.       Any increase/decrease in new booking assumed in target vis a vis the actual will be adjusted against the target.
8.       Cancelled/Bounced cheques are to be excluded from the collections to determine actual collection at close of cycle
9.       Cheques dated later than (cycle end date) are not to be entered in SAP, and if entered, the value of the same is to be reduced from the achievement. 
10.   All employees serving notice period are not eligible for incentive payout 

Spot incentives:

Spot incentive budget approval will be requested from ABML sir for driving collections for that particular cycle.  Basis the budget, various campaigns will be run as per RS team discretion. For example, some of the segment wise campaigns are:
1. Top 2 MyGain collectors for the day
2. Top 2 BAU collectors for the day
3. Top 2 default crackers for the day
4. Top 2 projects basis BAU collection
However these are subject to change basis RS discretion.

Crack Team incentives:

Crack team will be given specific tasks and specific targets on a monthly basis depending on organization’s requirement.  Their incentive structure will be similar to the incentive scheme mentioned above but their incentive targets will vary which will be decided by RS team on a month on month basis.
Collection numbers will be shared with Audit for verification and the payout will take place basis the final numbers which will be presented to DMD for final approval.

Annexure

1. Target Setting File
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BRD_Target setting.xlsx
Client level base format

		Project		Segment		Customer Code		Customer Name		Material Code		Approval Till Floor		Building		Building		Wing		Unit/Parking No		Funding		Sanction Updated		Sanction Submitted		Loan Amount		Loan Bank		Booking Date		Registration Date		Possesion Date		Allotment Date		Allotment Received Date		Total Consideration		Demands raised till date		Amount Received		Current Outstanding Due		Proposed Slabs		Un-Billed Slabs		Total Balance.(Current O/s. + Proposed)		Excess Amount		Interest Amt		Last Billing Date		Billing Due Date		Milestone(s) overdue for collection		Milestone(s) propose for target		Unbilled Milestone(s)		C1 Segment		C2 Segment		C3 Segment		Stuck in Approval		Other-1 Segment		Other-2 Segment		KP Amount		Cancellation Notice Date		Amount due against cancellations		Type of Deviation		Amount of Deviation		ADF		Final Target		Check		Balance as per approvals		Total Records		Rm Name

		Lodha Aqua		Aspirational		1223487		FARIDA AKHTAR KESURY		R001001401M0		15		R001		ANTARTICA - A				A-1401		SELF				0		0		BANK OF INDIA		07.06.2011		18.08.2011				29.06.2011				11189178		11189178		11189178		0		0		0		0		0		0		06.05.2014										0		0		0		0		0		0		0				0				0				0		0		0		1		MEGHNA PATEL





Target Sheet

		Project Description		Due as per Construction
 (A)		Due as per Approvals
(B)		Amount due to construction of non-approved Floors
(A-B)		Stuck in Approvals		Achievable Target (C1+C2)		Total Amount Missed (M1+M2)		Total of C1		Registered customer due (C1)		Non-Registered customer due (C1)		Total of C2		Registered customer due (C2)		Non-Registered customer due (C2)		Total of C3		Registered customer due (C3)		Non-Registered customer due (C3)		Management Deviation / Exceptions/Customized Schedule (M1)		Cancellation in progress as per SAP		Inventory to be freed 

		HIGH END PROJECTS

		Codename Bluemoon

		Codename Goldmoon

		Codename Fullmoon

		World One

		World Crest

		Lodha Primero

		Lodha Aristo

		New Cuffe Parade

		Lodha Enchante

		LODHA BELLEZZA

		LODHA GOLFLINKS

		Lodha Venezia

		High End Total		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0



		ASPIRATIONAL PROJECTS

		Lodha Luxuria

		Lodha Luxuria Priva

		Lodha Aqua

		Lodha Fiorenza

		Lodha Aurum

		Lodha Aurum Grande

		Lodha Eternis

		Lodha Meridian

		Lodha Splendora

		Lodha Belmondo

		Lodha Grandezza

		Aspirational Total		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00



		CASA PROJECTS

		LAKESHORE GREENS

		CASA BELLA

		CASA BELLA GOLD

		CASA RIO

		CASA RIO GOLD

		CASA ESSENZA

		CASA UNIVIS

		CASA ROYALE

		CASA PARADISO

		CASA Total		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00



		Residential Total		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0



		COMMERCIAL PROJECTS

		Lodha Supremus, Worli Naka

		SUPREMUS UPPER WORLI

		Lodha Supremus, Kanjurmarg

		Lodha Supermus Thane

		Lodha Supremus Powai

		Lodha Boulevard Thane

		Codename Arcade

		Commercial Total		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00

		MyGain										25.00

		Grand Total (Residential + Commercial)		0.00		0.00		0.00		0.00		25.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0.00		0





		Particulars		Achievable Target		Amount Missed																														 

		High End Total 

		Aspirational Total

		CASA Total

		Residential Total

		Commercial Total

		MyGain

		Grand Total (Residential + Commercial)		0.00		0.00



		Additional Top-Ups

		Project		No of Bookings		Average CV		10%/19% of CV

		A		12		120000000		12.10

		B		23		22300000		3.63

		C		21		11400000		2.14

		D		45		4700000		1.89

		TOTAL		101		NA		19.76
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