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ü  Leading provider of cloud-based incentive compensation 
solutions for employee and sales performance 
management


ü  Company founded in 2005


ü  870 customers worldwide*


ü  More than 425 employees


ü  Locations in San Jose, Denver, Washington D.C., UK, and 
India 


Company Overview 

*As of January 31, 2016 
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INCENTIVES	
  MATTER.	
  

“Incen&ves	
  are	
  very	
  important	
  for	
  keeping	
  a	
  sales	
  team	
  

mo&vated.	
  I	
  have	
  an	
  old	
  saying:	
  if	
  you	
  put	
  a	
  cauliflower	
  up	
  

as	
  a	
  prize,	
  salespeople	
  will	
  compete	
  for	
  it.”	
  
	
  
	
  
	
  

Helen	
  Peake	
  
Sales	
  Manager,	
  Yell	
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Incentive
s Matter  
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The	
  Millennial	
  Misunderstanding	
  

Source: www.2020workforce.com/tag/employee-satisfaction/ 
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For	
  Example…	
  

Corporate	
  Objec3ves	
  Plan	
  

≠	
  
•  >	
  Revenue	
  

•  >	
  Acquisi3on	
  

•  >	
  Premium	
  Products	
  

•  >	
  Reten3on	
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How	
  many	
  carrots	
  
are	
  in	
  our	
  plan?	
  



A	
  BeJer	
  Way	
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Very	
  
Leveraged	
  

Quota	
  
Problem!	
  

Accelerated	
  
Plans	
  Not	
  
Delivering	
  

Leads	
  to	
  
Turnover	
  

The	
  Secret	
  of	
  CuMng	
  Edge	
  Companies:	
  Saas	
  &	
  Cloud	
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WHY	
  YOU	
  HAVE	
  TO	
  LOOK	
  BEYOND	
  THE	
  AVERAGE	
  

We	
  are	
  offering	
  less	
  incen<ve	
  to	
  
top	
  performers	
  vs.	
  our	
  peers.	
  
	
  

This	
  results	
  in	
  a	
  quota	
  
performance	
  curve	
  where	
  we	
  have	
  
too	
  many	
  reps	
  at	
  the	
  lower	
  end,	
  
and	
  not	
  enough	
  at	
  the	
  top.	
  

We	
  are	
  offering	
  more	
  incen<ve	
  to	
  
low	
  performers	
  vs.	
  our	
  peers.	
  



GiRs	
  -­‐	
  Analysing	
  our	
  
Xactly	
  Insights™	
  data	
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Gi_s	
  -­‐	
  Analysing	
  our	
  Xactly	
  Insights	
  data	
  

•  Xactly	
  customers	
  that	
  are	
  using	
  Insights	
  show	
  3-­‐5	
  %	
  higher	
  quota	
  adainment	
  

•  Gender	
  gap:	
  Our	
  Insights	
  product	
  has	
  shown	
  that	
  women	
  outperform	
  men	
  by	
  3%,	
  but	
  are	
  actually	
  paid	
  7%	
  less!	
  	
  

•  Companies	
  that	
  pay	
  compe<<vely	
  at	
  the	
  75%	
  percen<le	
  or	
  higher	
  see	
  50%	
  less	
  turnover	
  

•  Companies	
  that	
  “peanut	
  buder	
  spread”	
  quotas	
  across	
  similar	
  roles	
  see	
  14%	
  less	
  quota	
  adainment	
  than	
  those	
  that	
  
stagger	
  quotas	
  accordingly	
  	
  

•  Op<mal	
  amount	
  of	
  people	
  credited	
  per	
  deal	
  is	
  5,	
  specifically:	
  1	
  Account	
  Exec,	
  1	
  Solu<ons	
  Consultants,	
  2	
  Sales	
  
Managers,	
  1	
  Senior	
  Sales	
  Manager	
  	
  

•  2	
  -­‐	
  3	
  measures	
  per	
  plan	
  will	
  show	
  op<mal	
  rep	
  performance	
  	
  

•  The	
  best	
  cross-­‐selling	
  reps	
  make	
  the	
  best	
  sales	
  managers,	
  not	
  your	
  top	
  performers!	
  	
  


