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Does your Compensation Program drive the right 
Behavior?
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Agenda

• Business Pain & Drivers for Change
• IBM Solution overview & Value Proposition
• Customers
• Live Demo
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Today's priorities of sales organizations

Pressure in sales 

organizations to 

grow and 

become more 

efficient

And finance 

leaders are 

recognizing the 

growing 

magnitude of 

compensation
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How Is Incentive Compensation Managed today?
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CSO Insights CSO Insights -- 2011 Sales Compensation & 2011 Sales Compensation & 
Performance Management, Key Trends AnalysisPerformance Management, Key Trends Analysis
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Drivers of Change summary
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Business Business 
EnablementEnablement

Risk Risk 
ReductionReduction

Efficiency & Efficiency & 
Accuracy Accuracy 

Reduce ErrorsReduce Errors

Shorten Cycle TimesShorten Cycle Times

Replace TechnologyReplace Technology

Mergers & 
Acquisitions

Mergers & 
Acquisitions

New Compensation 
Plans

New Compensation 
Plans

Business 
Reorganizations

Business 
Reorganizations

Internal AuditInternal Audit

FINMAFINMA

SIX RegulationsSIX Regulations
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Slide 7

Why Companies Adopt Sales Performance Management 
Technology

Bonus Overpayment estimates:
• Accenture: 3-5 %
• Deloitte: 4-7%
• Gartner: 2-8%
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Compliance with SIX Regulations
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IBM Solution overview & 

Value Proposition
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Key Sales Operations & Management Processes

Results vs ObjectivesResults vs Objectives

Earnings EstimationEarnings Estimation

Forecasting & 
Modeling

Forecasting & 
Modeling

Audit TrailAudit Trail

CoachingCoaching

Compensation 
Calculations

Compensation 
Calculations

Credit AssignmentCredit Assignment

PaymentPayment

Dispute ResolutionDispute Resolution

AdjustmentsAdjustments

Quota AdministrationQuota Administration

HierarchiesHierarchies

Territory DefinitionsTerritory Definitions

Crediting RulesCrediting Rules

Plan DistributionPlan Distribution

Sales StrategySales Strategy

Sales Coverage 
Model

Sales Coverage 
Model

Incentive MeasuresIncentive Measures

BudgetingBudgeting

Territory OptimizationTerritory Optimization

Strategy & Strategy & 
Plan DesignPlan Design

Plan Setup & Plan Setup & 
AdministrationAdministration

Compensation Compensation 
ProcessingProcessing

Reporting,  Reporting,  
Analysis & Analysis & 
‘‘CorrectionCorrection’’
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IBM Sales Performance Management overview

Incentive 
Compensation

Build, model and administer 

variable pay programs that drive 

desired sales behavior

Channel 
Management

Gain a single, accurate view 

of your entire sales force and 

all your distribution channels

Territory Management
Manage crediting and frequent sales coverage 
changes across territories

Territory 

Management
Quota 

Management

Channel 

Management
Incentive 

Compensation

IBM
Sales Performance & Incentive 

Compensation Management

Quota Management

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

CRMERP HR

$£€

BI Other
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Seamless CRM Integration

� 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 
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Example salesforce.com Integration
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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%
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Key Differentiators
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Business oriented

Configure vs. code

Visual comp design approach

Performance & Scalability

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

Cloud and Enterprise deployments

Integrated Product

Calculation engine, ETL,
workflow, reporting, etc. 

Business Flexibility

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

Meet changing needs

Flexible data model

Speed to market

Management buy-in

Proven CRM & ERP integration

Mobile device enabled
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Live Demo


