UPGRADEABLE AWARD RINGS

Establishing an expectation of
consistent performance.

nd for im ed performance
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Progressive ring programs:

blish a tradition ¢

& Recognize your top
\  performers with
‘add-a-diamond” rings.




The award ring subtly but boldly states, "this person has
done something very special’. And, the appeal of an award
nng 15 universal, Whether men or women, young or old,
blue- or white-collar, an award ring is unique, timeless

and perscnal, The simple fact that the ring has been
eamed and not given provides prestige to the wearer

and the program.

Blue Ribbon Rings

Outstanding indnidual, team and department performance
from imermal staff deserve the same accolades often bestowed
on salespeople, distributors, corsultants and franchises. The in-
house workiorce can be your greatest asset,

Sales and Dealer Rings
Sales and dealer organizations are beng asked to perform at
higher levels and In more competitive ways than ever before,
Recognize these "roadwarmiors' for atfaining and sustaining success.

"Of The Year" Rings

Recogrizing the "best of the best', whether it & an indnidual,
a shall or knowledge level or a department or team, helps estab-
lish role modelks and provides tangible proof that "stretch”™ goals

are aftainable

The followang 5 an example of an upgradeable rng program.”
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