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2018 MID-MARKET STUDY
ON SALES AND INCENTIVES

ONLY 50% OF COMPAMNIES
reported thal they make any farecasting
or tompensaion adiustments. in
response 1o sales force atiriticn,

COMPENSATION CONCERNS
are & oo reason sales reps leave
arganizations wolurtarily, and the averags
cost to replace o repis $15,000

85% OF MIDDLE MARKET
enberpriges still wse spresdshests
to manage incentive plans

USING SPREADSHEETS

46% OF 5ALES REPS WILL
BE PAID INCORRECTLY

after a 5% error In compensation caloulation
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month eompibing waeks spent completing
and analyzing 4+ commission payouis

compensation data using spresdsheets
from spreadsheets

USING AUTOMATION TOOLS
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Organizations can reduce T1% OF COMPANIES
data entry and retriewal tims LIsig avtomated compensation
UR TO 70% tocks spend 2 weeks or less

completing commission payouts

HIGH PERFORMANCE SALES

INCENTIVE PLAN MUST-HAVES

1. Powertul Incentives

2. Challenging Goals

3. Executive Level Collaboration

4. No Cap on Commissions

5. Accurate, Timely Commission Payments

Effactrve sales management practices hedp organizations
ACHIEVE 20% HIGHER QUOTA ATTAINMENT.




