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CHOOSING A PERFORMANCE MEASUREMENT APPROACH AT SHOW ME THE MONEY
Show Me The Money should use the results approach to measure performance. This is a practical approach since the account executive regularly does sales calls personally, and their managers often do not check on their behaviours. Therefore the company is concerned about the sales produced and not about the behaviour of the employee (Eisend, Evanschitzky& Gilliland,2016).
The results approach is suitable for the account executive's job since he is skilled in the expected behaviour for his career.He has the essential skills, abilities and knowledge to analyze the customer's need to ascertain that the main market facilities product could satisfy the customers and meet their expectations. In that scenario, the account executive is aware of the precise behaviours desired to attain the anticipated results. He also has enough skills to correct problems that come about when the expected results are not achieved.
The account executive's results and behaviours have a clear relation as his job comprises repetitive errands. The result of finishing the needed documentation to hand over the customer to clients services for ongoing support will only happen if he displayed the appropriate skills when carrying out the other tasks before such as performing as a prime contact for the customer in the process of conversation and offering support to the customer through the few first payrolls. This will show progress in his performance as he will draw more customers (Borman, Brantle & Hanson, 2014).
The results approach is appropriate since there are various ways that the account executive can perform his task appropriately. He can program and call the clients and also aid sales agents in presales energies when it is essential. The account executive is always up-to-date with the leading market software changes and service systems, trends and changes in tax and wage law, and the PC industry. Putting stress on the results could benefit since it would encourage the sales agents and other employees to attain the anticipated outcomes in innovative and creative modes (Marcus, Taylor, Hastings, Sturm & Weigelt,2016).
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