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2026 BUYER GUIDE .

How to Choose a Sales
Promoter Agency in Saudi
Arabia

A practical checklist for brand leaders comparing promoter agencies, managed
staffing partners, and in-store execution vendors in KSA.
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Choose Capability First.
Negotiate Price Second.

In 2026, choosing a sales promoter agency in Saudi Arabia is not just a
staffing decision. The right partner protects compliance, improves
conversion at the shelf, and gives the brand live visibility into field
execution.

What a serious agency delivers

. People Compliance
Trained promoters who can explain, Saudization, payroll, insurance, contracts, and
demonstrate, and convert. HR obligations carried cleanly.

. Visibility . Control
Supervision, coaching, replacement SLAs, and

Geo-attendance, photo proof, stock-outs,
sell-out, and SKU-level reporting. clear escalation discipline.

What it is not

A body-shop sending CVs and walking away.
S , Buyer rule
A flyer-distribution team with no product knowledge.

A manpower vendor with no in-store reporting technology. If an agency cannot explain coverage,
compliance, replacement, and reporting
in writing, the cost saving is usually just
risk moved back to the brand.

™S _ 4 “ = Theoperating model to test

Hire Run Report
Schedule,

Screen, onboard Share evidence,
and certify supervise, coach exceptions and
promoters. and replace. outcomes.
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The 8 Criteria That Separate a Partner From a
Body-Shop

Score each shortlisted agency before comparing price. Low scores on more than two points usually mean
operating risk.

Coverage depth

Riyadh, Jeddah and Dammam are the baseline. Ask
for active promoter strength by city and proof of Tier
2 reach.

Recruitment funnel

Look for communication screening, product aptitude
checks, attitude assessment, and retail readiness
tests.

Saudization compliance

Confirm current classification, salary treatment, and
employment contract registration. Vague answers
are a warning sign.

Training certification

Demand launch training, first-two-week floor
coaching, refresher cycles, and new-SKU
certification.

Proof beats promise

Ask for sample training material,

supervisor routes and

anonymised dashboards. Strong

agencies can show how the
system works before they ask

for commitment.
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Technology, Supervision and Replacement
Are Where Risk Shows Up

A polished proposal can hide weak field control. These criteria reveal whether the agency can actually
manage promoters daily across stores.

Field technology Span of control

Request geo-fenced attendance, photo evidence, A supervisor-to-promoter ratio around 8-12 is

SKU reporting, stock-out alerts and live dashboards. healthy for modern trade. Above 15 often means thin
Ask how the app prevents off-site check-ins. coaching and slow escalation.

Replacement SLA Reporting dashboards

Require same-day replacement in Tier 1 cities and The dashboard should show store-level execution,
next-day replacement in Tier 2 cities. Define the SLA photos, sales inputs and exception alerts. Weekly
in hours, not vague days. Excel is not enough for live operations.

Dashboard signals to request

Attendance by store and Photo proof of planogram
promoter and POSM

SKU-level sales and Supervisor visit notes and
stock-out alerts 4 coaching actions
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Pricing Models You Will See

None of these models is universally right. Match the model to deployment type, category complexity, city
coverage, and the level of management the brand expects.

Best used for Watch-outs

Daily rate Activations, short campaigns, Compounds quickly for long deployments.
peak-week support.

Monthly per promoter Permanent modern-trade Confirm replacement, idle days, supervision and
deployments. reporting are included.
Per visit / activation Low-frequency coverage and Quality drops without minimum guaranteed volume.

secondary cities.

KPI-linked managed Brands with mature data and clear Needs a clean baseline and clear attribution logic.
outcome sell-out targets.

RFP sequence

Ask capability questions first. Only compare price once the agency has proven coverage, compliance,
replacement discipline, field technology and supervisor capacity.
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Seven Questions That Separate Serious
Agencies

Use these before asking for the final commercial sheet. The answers reveal whether the vendor can really
run a promoter program at KSA scale.

What is your current Saudization classification under Nitagat?
How many active KSA promoters are paid above SAR 5,500?
What is your average time-to-fill for replacements?
How does your reporting app prevent attendance fraud?
What is your supervisor-to-promoter ratio?
Can you share an anonymised live dashboard?

Which retailers do you operate inside today?

Channelplay Middle East | Sales Promoter Agency Saudi Arabia Buyer Guide | Draft for review channelplay.me



Channelplay

Decision Guide | 07

What to Do vs What to Dodge

Score coverage, compliance, technology
and replacement before price.

Ask for written SLAs in hours, not vague
“best effort” language.

Review an anonymised dashboard before
contract signature.

Align incentive logic to attendance,
execution and sell-out quality.

The practical test

Dodge this

No clear Saudization position or vague
salary answers.

WhatsApp attendance and weekly Excel as
the main reporting system.

Heavy commitment period without
replacement clauses.

Supervisor ratios that make real coaching
impossible.

Ask the agency to walk you through one week in the life of a promoter: hiring, onboarding, first shift, attendance,
stock-out, supervisor visit, replacement and client dashboard. Good operators can explain the whole chain clearly.
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What Good Looks Like in the Field

Use these anonymised situations as benchmarks when evaluating proposals. The common thread is
not headcount. It is operating control.

e Launch coverage Weekend leakage e No local entity

A brand needs modern-trade A beauty brand loses sales A new entrant needs KSA

coverage across Riyadh and because weekend attendance is execution before its full local

Jeddah within 30 days. The right weak. A managed model links setup is ready. The agency

agency shows compliant hiring promoter performance to carries payroll, staffing and

capacity, product training and a attendance, coaching and operational controls while the

dashboard live before scale-up. sell-out quality. brand focuses on launch
strategy.
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Compliance Is Not a Side Note

The buyer should confirm the agency’s current compliance position before contracting. Rules,
classifications and salary thresholds can change, so make compliance evidence part of the RFP
pack and contract schedule.

Minimum evidence to request

Current Nitagat classification

Qiwa contract registration process

Salary treatment for roles counted toward Saudization
Insurance, gratuity and payroll responsibility

Written replacement and escalation SLA

Official reference checked Buyer protection

HRSD announced implementation of increased Make compliance warranties, replacement rules,
Saudization rates for marketing and sales professions dashboard access and supervisor ratios part of
effective 19 April 2026, with the sales professions rate the contract. Do not leave them as proposal
raised to 60%. Verify the latest official guidance language.

before contracting.

Sources and notes

» Saudi Ministry of Human Resources and Social Development: 2026 announcement on Saudization rates for marketing and sales professions.
 Qiwa: digital labour services platform referenced for employment contract registration.
« Original buyer-guide draft supplied by Channelplay Middle East, May 2026.
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Run a Stronger Promoter
Agency Shortlist

If you are planning a launch, replacing an underperforming field partner, or trying to bring more
control to KSA promoter execution, Channelplay can help you benchmark the eight criteria
against your real store mix.

What we can help with

. Promoter staffing and compliant payroll operations
. Training, supervision and replacement management
Retail reporting, attendance and photo evidence dashboards

Saudi Arabia and GCC field execution planning

Book a 30-minute fit call

Share your category, store list and launch timelines. We will walk through the same
buyer criteria and help you pressure-test what a good agency model should look like.
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