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Organizations have adopted automated
solutions for a variety of processes such as
payroll, expenses, and other financial functions;
however, Incentive Compensation Management
(ICM), which arguably is one of the most
complex and dynamic financial processes,
continues to be managed widely through the use
of spreadsheets.

Incentive Compensation Management

(ICM) is the process of accurately collecting
and managing sales and revenue data to
correctly determine and evaluate incentive
compensation. It takes into consideration how
sales performance is aligned with corporate
strategy, and uses various metrics to determine
how the organization is performing based on
these metrics.

ICM goes beyond the scope of just Sales
Performance Management (SPM) within

the sales division. It looks at how incentive
compensation can drive the behaviour

of employees. For instance, if incentive
compensation is calculated accurately and
administered properly, it can lend a hand to
motivating the right type of behaviour for
improved employee performance, which in turn
will generate more revenue. This whitepaper
will discuss the current business problems that
organizations face with the administration of
incentive compensation, and how oberoSPM
solution addresses these issues.
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THE CURRENT BUSINESS PROBLEM
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1. COST OF ERRORS

Many companies rely on spreadsheets in order to calculate incentive compensation.
Often times, data is being combined from multiple areas such as Finance and sales
divisions in order to perform the necessary calculations for compensation management.
This method can lead to potential data errors and a discrepancy in administrating
compensation in a timely manner. Manual data manipulation can also compromise its
integrity, making it difficult to analyze performance.

2. SHADOW ACCOUNTING

Sale agents spend approximately 5-10% of their time doing “shadow accounting”, rather
than focusing their attention on revenue generating activities.

3. UNTIMELY DELIVERY OF INFORMATION

Incentive compensation can change based on fluctuations in revenue over time. If data
is not made available in a timely manner, it is difficult for organizations to make frequent
tactical and strategic decisions to improve performance.

In order to effectively manage compensation, organizations must find a way to reduce
administrative time and effort, obtain accurate data to administer incentive compensation
properly, and make important and timely decisions to improve sales performance, which
ultimately affects the organization’s bottom line.
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THE SOLUTION

HOW OBERO SPM
TRANSFORMS

THE INCENTIVE
COMPENSATION
MANAGEMENT (ICM)
PROCESS

In order to effectively manage compensation,
organizations must find a way to reduce
administrative time and effort, obtain the right
data to administer incentive compensation
accurately, and make important and timely
decisions to improve sales team performance,
which ultimately affects the organization’s
bottom line.

OberoSPM seamlessly automates the sales
commission calculation process and allows
Sales Organizations to assign plans to sales
agents. While other software is limited by
single dimensional calculations, OberoSPM

can be configured to calculate and assign your
compensation plans by ANY level of granularity

including by geography, by product lines, and by

agent.

OberoSPM can create graphical, easy to read
commission statements, dynamic dashboards,
and a variety of sales reports that can include
any level of detail to provide the information
you need to make informed business decisions
in real-time.
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ROBUST ANALYTICS AT EVERY LEVEL

Personal Dashboard Charles Paris Current Period September ﬁ'?ﬁ.ﬁaﬁ!#a
Commission Top Opportunities Sales (6 Months)
YTD Net Commission 19,163 Name Status Value Hardware
(ST RN umbrella Corp. Probable  [SENES000N 560,000

Jabot Cosmetics Qualified $ 55,000 S

Commission Breakdown Jabot Cosmetics Engaged $ 45000 $40,000 e
Jabot Cosmetics Pending Sale § 41,000 + +
w $20,000

' = Hardware Cerp. Qual 34,000 0
= Services Details @ Mar Apr May Jun Jul Aug
= Software

Sales Pipeline Deknlls @
Details @

$250,000 |
Team Standings

Sales 1/4 $200,000 |
Forecast 2/4 s Software
;;dm” U: w Services $150,000 |
Profitability 2/ = Hardware
Gaee $100,000 |
$50,000 |
Oual Forecest
Profaaaty Quota
Actual Forecast Total Quota  Attainment s0 |
Software $ 165066 $§ 101,744 $ 266810 $ 75,000 220% Q12014 Q2 2014
A Services $ 342,134 § 65406 $ 407,540 $ 75,000 456% mUnweighted W Weighted
Hardware $ 48786 § 88,660 $ 137446 | § 75,000 65% e

DASHBOARD CAPABILITIES

Obero SPM provides you with the capability of creating individual dashboards that
provide a snapshot of how you are performing in real-time.

The above dashboard shows a graphical representation of total quota attainment by
product line, agent standing vs. team, commissions earned, and even lists the top 5
opportunities by value.

This information assists in enabling the right behavior from sales agents. For instance,
knowing the top 5 opportunities by revenue will encourage the sales agent to focus his/
her attention on closing higher revenue generating opportunities.
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PROFITABILITY ANALAYSIS BY AGENT

. - : , GlobeWare
Sales Force Effectiveness and Profitability Analysis Scenario Actual Year 2013 mwmolws
Gross Sales vs. Annual Salary Costs Breakdown

$3,500,000

$3,000,000 ’

42,500,000 i r~ 86% = Annual Salary

$2,000,000

$1,500,000 m Variable Compensation

$1,000,000 u Direct Sales Expenses
’5°°-°:g el ® Allocated Indirect Cost of Sales
§0  $50,000 $100,000$150,000 $200,000$250,0005300,000$350,000$400,000
Annual Salary
3%
Gross Profit
Allocated Gross Margin After Sales Total Sales
Variable Direct Sales Total Direct Indirect Cost Total Cost (Before Sales Fully Allocated Comp as % Comp as %

Sales Rep Annual Salary Compensation Expenses Costof Sales  of Sales of Sales Gross Sales COGS Comp) Profit Margin  of Revenue of Gross Sales

Charles Paris 65,000 29,396 10,403 104,799 7,600 112,399 2,616,513 889,614 1,726,809 1,614,500 62%

Jessica Armold 366,917 24,892 3,732 395,540 7,600 403,140 3,238,000 | 1,100,920 2,137,080 1,733,940 54%

Jessica Fletcher 56,000 21,682 1,390 79,072 7,600 86,672 2,194,000 745,960 1,448,040 1,361,368 62%

Nancy Drew 371,500 18,996 3,640 394,136 7,600 401,736 2,329,700 792,098 1,537,602 1,135,866 ELLY  17%]

GRAND TOTAL 859,417 94,966 19,165 973,547 30,400 1,003,947 10,378,213 @ 3,528,592 6,849,621 5,845,673 57% 9%
GlobeWare Technologies Inc. 28/04/2014 13:21

OberoSPM offers a variety of sales reports that can include any level of detail based on
the type of analysis required. The above report shows sales force effectiveness by agent.
This report provides a clear picture of sales revenue generated by each agent, the cost
of goods sold, and profitability earned per agent. It also shows annual salary vs. gross
sales by agent. Based on this report, it appears that although Michael Hammer is earning
more than John Brown and Jessica Arnold, he is less profitable than these agents. Sales
Managers can analyze this data and make adjustments to their compensation plans to
address such variances.
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COMMISSION STATEMENTS

. ‘ lobe Wz
Variable Compensation Statement Year 2013 ppiEcRuoRRaIcE
Current Period Year to Date
# of Qualified Deals 3 Software Hardware Services YTD Actual Commission
Qualified Revenue 43,869 Attainment % 220% 65% 456%

Earned Commission 1,755 7 Quota 75,000 75,000 75,000
Effective Comm % 4% Actual Sales 165,066 48,786 342,134
Adjustments - Actual Commission 6,603 1,951 12,400
Adjustments - : -
Details @ Details @
= Earned Commission
= Actual Commission
= . . i Software » Hardware ® Services
Quota Attainment Status Last 5 Qualifed Deals
£400,000 Deal Close Date Value Commission
Rich Industries #VALUE! 36,315 3,632 Qualified Deals by Month
UL VBC of America 2013/07/08 3,388 S8 s
SR VBC of America 2013/05/08 4,166 i .
$250,000 Acme Corp. #VALUE! 3,563 285
$200,000 "S3%  \wayne Enterprises SVALUE! 35,957 e
$150,000 - = Quota 41
$100,000 40 —
$50,000 - 39
$0 38
Software Hardware Services Jul Aug

No Sales Organization is complete without commission statements. OberoSPM can
create graphical, easy to read commission statements for sales agents that provide a

high level overview of commissions earned. The example below shows four quadrants
highlighting relevant information for sales agents at a glance. Sales agents can determine
their current commission standing, sales based on product line, quota attainment, and
recent lead generation activity in one single report.
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