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Does your Compensation Program drive the right
Behavior?

Inc

I CANT GIVE YOU
A BONUS BECAUSE

REMIND ME AGAIN I I SHOULDN'T TELL YOU

WHY MY BONUS IS THIS, BUT WE MODEL

ANOTHER DIVISION TIED TO THE OUR EMPLOYEE COMPEN—
HAD HUGE LOSSES. PERFORMANCE OF SATION PROGRAM
STRANGERS? AFTER PRACTICAL

\

www.dllbert.com scottadams®acl.com
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Agenda

* Business Pain & Drivers for Change

* IBM Solution overview & Value Proposition
« Customers

* Live Demo

© 2012 IBM Corporation
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Today's priorities of sales organizations

2012 viost Important Sales Priorities

Pressure in sales -
4
organizations to
grow and
become more
efficient
Yt-

VENTANA

And finance
leaders are Sales Compe?sationlspend as a.

. . ercentage of annual revenues Is U
recognizing the } 0 11.5% ron 10.7%
growing
magnitude of
compensation

CSO .f.%;:’" 7=
Chief Sales (fficer

© 2012 IBM Corporation



| |
K]
I
1n
|||
m
&
/
.
VS
A Y

SmarterAnalytics

How Is Incentive Compensation Managed today?

Home Grown
22%

© 2012 IBM Corporation
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Drivers of Change summary

e "«'n

Business
Enablement

1

Efficiency &
Accuracy.

e e

Reduce Errors

Mergers &
Acquisitions

Shorten Cycle Times

Business
Reorganizations

Replace Technology

SIX Regulations

/1\

Risk
Reduction

Internal Audit

© 2012 IBM Corporation
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Why Companies Adopt Sales Performance Management
Technology
Organizations adopting Reduce errors Reduce processing  Recuce IT/Admin
SPM technologies by more than times by more than staffing by more than

Bonus Overpayment estimates:
* Accenture: 3-5 %

* Deloitte: 4-7%

* Gartner: 2-8%

© 2012 IBM Corporation
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Compliance with SIX Regulations

-
Figure 12: Degree of compliance with SIX Exchange Regulation compensation disclosure rules Companles Surveyed
Top 10 companies 2010, out of the SMI and SMIM sample (based on a scorecard developed by PwC)
SMI companies SMIM companies
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40% r Roche Kiihne & Nagel
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Swatch Logitech
20% i i T Swizs Re Meyer Burger
10% | Swisscom Mobel Biocare
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IBM Solution overview &
Value Proposition
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Key Sales Operations & Management Processes

Strategy &
Plan Design

Sales Strategy
Sales Coverage
Model

Incentive Measures

Budgeting

Territory Optimization

Plan Setup &
Administration

Quota Administration

Hierarchies

Territory Definitions

Crediting Rules

Plan Distribution

Compensation
Processing

Compensation
Calculations
Credit Assignment

Payment

Dispute Resolution

Adjustments

Reporting,
Analysis &
‘Correction’

Results vs Objectives

Earnings Estimation

Forecasting &
Modeling

Audit Trail

Coaching

© 2012 IBM Corporation
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IBM Sales Performance Management overview

Territory Management Quota Management

Manage crediting and frequent sales coverage
changes across territories

Plan and distribute quota targets efficiently across all levels
of your sales organization

Channel
Management

Incentive
Compensation

Build, model and administer €$£ Gain a single, accurate view
variable pay programs that drive of your entire sales force and

desired sales behavior Territory Quota all your distribution channels

Management Management
E

. IBM
Incentive ) Channel
Compensation Sales Performance & Incentive Management

Compensation Management

© 2012 IBM Corporation
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Seamless CRM Integration

jf)rce

y_ “ Microsoft
Dynamics CRM

SAPd

ORACLE

» Single Sign-On to access SPM &
CRM information from a single
screen

= Data synchronization is automated

= Easy access to plan documents,
team reports and quota & territory
management tools

© 2012 IBM Corporation
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Example salesforce.com Integration

. salesforce.com - Developer,., o

€« C | B htips:/ina?.salesforceicom sarviet/serviet Integration?lid=01rA0000000ES8ic=1

Dan Huddle » Help.

Home Leads Accounts Opportunities +

Y
)

"VARICENT"

My Dashboard My Plans My Earnings Top Performers

dhuddie.rtiggvaricent.com — Message Center — Reguest Assistance — Logout

Sales Representative Dashboard

Below i an overview of your perfarmance ofthe current pay period including your sales summary and You must fulfll a1l 3 categories in order to qualify for
team ranking, incentive compensation and pipeline. President's Club

aw pre

Current Rank: 4 Category Current Need

£1,100,000 Y¥TD Sales §1.852,156 Mews Custamers: 12 3
YTD Attainment: 91 1 % ‘Growth Product Sales $112,500 $87 500
5 o Target $223.427 Stratenic Sales Count i Done!
§to Rank1: 424,520

RTI Rewards:
D Commissions

§1,86?,550 [ §15,852 hly Balance: 12,234 Poinis

Here are your current pipeline overdew and top opportunities. Please riote that forecasted compmissions are for reference only and are subjectto change until the
oppotunities are confirmed closed

New  Strategic  Growth  Forecasted

Qualification Opty ID Account Stage Amount Client? Sale? Product? Commission
CAMAD1S  Grand Hotels Kitchen Generator Commit $50,000 it it ¥l $1.375
CAMADZ1  Express Logistics Standby Generators Commit §75,000 i M ] $1,742
CAMAD13  Express Logistics SLA Commit  $540,000 i M it $11,220
CAMBOOE  University of AZ Installations Upgide $125,000 A 2 i 2,244
Actively Engaged CAMAD4S  United Oil Installations Upside $60,000 I it ki 51,421
Upside CAMCO15  United Oil Portable Generators Upside $150,000 I M il 2,473
ommit CAMFODT  United Qil Standby Generators Commit 10,000 I+l K| ¥ 5286
W Closed CAMADZE  United Qil Refinery Generators Commit  $270,000 I8l i Il 4,655
CAMDAAS  GenePoint Lab Generatars Engaged  §6745,000 o 1§ ¥l $13,956
Copyright 2010 RT Internationsl Lid; Highly Confidential
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IBM Value Proposition => Realized Benefits

» Added 5-6 hours of selling time per sales rep per month / more trust
and enthusiasm

* Modeling allows simulation of plan changes prior to roll out =>
Improved plan management increased profit margins by 25%

* Increased Cross-sell ratio (products owned per customer) increased
from 2 to 5.66

» Payout process reduced from 2 months to 2 days.

« Went from hundreds of spreadsheets with manually entered data to
one simple system => 80% cost decrease on existing
Systems/Services

» Reduced time to set up new plans by 50 days annually

« Over $1 million in reduced commission overpayments lead to
system payback in 1st year

* Reduced number of questions and disputes by 90%

© 2012 IBM Corporation
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Key Differentiators

52

Business oriented

Configure vs. code

Visual comp design approach
Management buy-in

Mobile device enabled

Business Flexibility

Meet changing needs
Speed to market

Commissions, MBOs, long
term incentives, non cash
benefits, etc.

Integrated Product

Calculation engine, ETL,
workflow, reporting, etc.

Flexible data model

Performance & Scalability

Built for high transaction
Volumes — Imports, calculations,etc.

Cloud and Enterprise deployments

Proven CRM & ERP integration

© 2012 IBM Corporation
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% VARICENT

an [BM* Company

. Live Demo
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