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“Sales and Service Excellence /s a phenomenal
resource for sales professionals who want fo grow and
achieve more in their careers.”

—Tom HopxiNs, AMERICA'S #1 SALES TRAINER Www. lLeaaderExcel.coml




by Joseph DiMisa

ALES COMPENSATION, OR

incentive pay, enables
managers to reward sales-
people for positive results and to align
this pay with the strategy and goals of
the business. Such compensation, done
correctly, helps managers attract, retain
and motivate top salespeople. Done
incorrectly, it can result in turnover,
bad behavior, and increased sales costs.

As you design your sales compensa-
tion, address this question: What is the
organization or the sales force trying to
accomplish? Sales compensation design
that proceeds without a clear answer
will fail. A compensation plan is put in
place to motivate and reward certain
sales behavior. The behavior can range
from selling more products and retaining
and renewing current contracts, to acquir-
ing new customers. Before designing a
plan, you must know what you want
to achieve. You can’t create the end
product without the right input first.
Knowing the strategy helps you under-
stand what the organization wants to
do, provides a road map, helps you
define success, and enables you to tie
pay to the achievement of success.
Sales compensation may comple-
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Reward salespeople for positive results.

ment other forms of pay, but sales com-
pensation must recognize and reward the
unique responsibilities of a salesperson’s
job. In no way is compensation a proxy
for managing sales professionals. Man-
agers need to manage reps by teaching,
motivating, and driving behavior. Compen-
sation becomes the means to focus reps
on the right goals and reward behavior
that produces sales results.

Growth Management System
You can change your compensation
plans in pursuit of better results, but if
compensation issues (fair pay) are real-
ly caused by something else (high quo-
tas), fixing compensation won't help.
High-performing sales teams—those
that consistently lead in terms of rev-
enue, operating profit, and total share-
holder return—identify and address
their growth strategies and develop
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systematic approaches to sales. They
group all of the elements that support
growth into four distinct categories:

* Direct: The strategic course you
take with customers and products.

® Organize: How you structure sales
to meet directional goals.

* Execute: How you plan to implement
directional and organizational goals
(where compensation comes into play).

* Support: The tactics, technology and
processes you deploy to realize strategy.

These four areas, highlight how mar-
ket factors and business strategy drive
sales execution and ultimately tie it to
incentive compensation. To build growth
capability, successful sales teams devel-
op and align their ability to direct with
a strategy, organize around target mar-
kets, execute to the objective and sup-
port the organization. Upstream stra-
tegic decisions and downstream tactics
must align. Within the execute circuit,
compensation is an important compo-
nent that is built upon strategic ele-
ments and supported by other groups.

Pay Is Not Always the Problem
Organizations too often point to
sales compensation as the source of or
solution for various problems. If an
organization has high turnover or is
not meeting sales objectives, it is easy
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