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Executive Summary

One of the key pillars guiding sales compensation strategy is
attracting, retaining, and motivating top performers. But leaders are
now taking a different lens towards their sales compensation
programs to find new efficiencies and safeguard the business
against a volatile market.

It is against that backdrop that CaptivatelQ conducted its first-
annual survey on the state of sales compensation. Our findings
revedl significant disconnects between what sales reps and
managers want and need — and what their companies are
currently providing.

For reps, these disconnects span a desire for more variable pay,
greater visibility into compensation, and the ability to forecast
earnings. Managers are more concerned about adapting to
changing business dynamics: They want to become more agile
and roll out plan changes with ease. Sales reps and managers alike
report spending too much time confirming commission accuracy
or dealing with pay disputes.

After all these years, leaders still grapple with how to align their
compensation strategy with the top initiatives of their sales
organization while keeping reps happy.

To help you think through your current approach, we've surveyed
hundreds of sales reps and managers, asking them about their pain
points and how they approach compensation. Based on our

findings, leaders may want to consider the following actions to drive
performance:

© increase variable pay as a percent of total compensation
© rrovide visibility into earnings on potential deals

© streamline compensation management

o Maintain remote work models

(5 ) Equip your team with a best-in-class tech stack

STATE OF SALES COMPENSATION 2022
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Introduction

With a murky economic outlook, the mood is mixed in the C-suite today. Companies are experiencing soaring operational costs, while passing price
increases onto customers. Rising interest rates are constraining capital. And the list of tech companies slowing hiring is growing day by day.

But sales leaders are optimistic about growth and hiring prospects. In CaptivatelQ's first-annual report, State of Sales Compensation 2022, nearly

three-quarters of sales managers (74 percent) said it was somewhat or significantly more easy to recruit and hire quality candidates than a year
ago.

However, not all sectors are prospering equally. Sales reps in software and services report feeling greater insecurity than six months ago, while most
wholesale reps are riding the wave of increased demand.

STATE OF SALES COMPENSATION 2022
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Changing Compensation
Plans to Address Evolving
Business Dynamics

While a variable expense, sales compensation typically represents the Are you deploying any of the following tactics amidst the changing
largest go-to-market (GTM) investment for businesses. As a result, economic environment?
managers frequently adjust compensation plans to reflect the latest 60%

economic and industry trends.
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Nearly two-thirds of sales managers (60 percent) are currently doing
just that. Examples of such policy changes might include hold and
release and clawback approaches, to avoid paying sales reps for
deals that fall through or customers who don't pay.
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comp of new reps spiffs targets/quotas comp off poor
structures performers

As the staff who find, vet, and book deals, sales teams carry an
outsized responsibility for the financial health of their employers. So
leaders must strike a balance between optimizing cost structures and
preserving employee morale.




1Q

Motivating and Engaging
Sales Teams is Essential to
Success

As a sales manager, it's your job to ensure that your team performs —
and to do that, you need to motivate, engage, and provide the tools
needed to deliver results.

Yet, as seen in the survey, there appears to be a great disconnect
lbetween what sales reps and managers have today and what they
actually need. Misalignment spans pay practices, compensation plan
changes, essential technology, visibility into current and future
commissions, and more.

The good news is that companies and their sales leaders have the
ability to solve these issues with new tech and data-driven insights. By
doing so, they can motivate and engage their sales force to focus on
driving business goals even as the market and customer buying
patterns evolve.

“Despite looming recession, C-suite leaders are more confident about their own companies,” Qualtrics, July 8, 2022,
www.qualtrics.com/blog/recession-news/

Introduction

Three Factors the C-suite Believes
Improve Corporate Success

530/0 Agree

Deploying new technology

450/0 Agree

Accelerating innovation and new products

420/0 Agree

Increasing operational efficiencies'

Adopting a best-in-class sales stack helps enable
companies to provide reps with modern
capabilities, operate more efficiently, and sell more
products and services.

STATE OF SALES COMPENSATION 2022
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The Great Disconnect in Sales Organizations Today

Most revenue leaders are constantly testing new ways to deploy incentives that yield meaningful ROI. Yet, there’s a danger that
they're losing touch with what their sales staff actually want, which could negatively impact morale and productivity. And this is
happening today.

To maintain momentum and deliver growth and profitability over the coming months and years, sales organizations should
consider bridging these seven disconnects.

7 Sales Team Disconnects that Hurt Company Performance

Pay Mix Visibility

More than half of closing sales reps (51 percent) say Most reps (92 percent) believe clearer visibility into

25 to 49 percent of their pay is variable, but an 51% compensation is a strong motivator, yet just over a 922
equal percentage would like that raised to at least quarter (26 percent) have access to

a 50/50 split between base and variable. real-time insights.



Forecasting Productivity

Nearly three-quarters of sales reps (71 percent) say Despite the abundance of higher-value activities,
the ability to forecast earnings would improve their 71% nearly half of all reps (42 percent) still spend 42%
motivation, yet only 28 percent can do so today. valuable time each pay period recalculating

commissions.

Effiency Flexibility

Despite sales organizations investing in Nearly all of managers (95 percent) want the ability
streamlining cross-functional processes, 53 539 to flexibly change plans to reflect new business 952,
percent of sales managers still spend significant dynamics, yet existing programs often limit their

time (two to three days per pay period) resolving ability to remain nimble.

commission issues.

Tech Stack

Nearly all reps (95 percent) say a best-in-class

sales tech stack is essential to their success, yet 95%

outdated legacy solutions still abound, limiting reps
true potential.



Navigating through
Economic Uncertainty

Businesses are grappling with rising operational costs and
leaning on their sales teams to maintain or deliver growth.
Yet, sales teams are increasingly weary — of navigating
economic uncertainty, growing demands, and new
processes — while their needs are not being met.

Almost Half of Sales Reps are Experiencing
Greater Job Insecurity

Nearly half of all sales reps (46 percent) say they feel
somewhat or significantly less secure in their jobs than
they did six months ago, due to the increased uncertainty
in U.S. economic developments. Those in services sales
roles feel the most insecure, with nearly two thirds (64
percent) saying they feel less secure. Software is a fast
follower, with over half (56 percent) saying the same.

How has the increased uncertainty in the U.S. economy impacted your
feeling of job security compared to six months ago?

Sales Reps
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Significantly less Somewhat less No difference More secure
secure secure
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The sentiment of reps closely mirrors market trends.
Services and software sales are not enjoying the
favorable business climate they experienced last year,
which led to soaring total compensation. On the other
hand, wholesale reps, who sell the inputs others need for
production, will likely have good job security this year.
That's because the global wholesale market is expected
to grow 10 percent in 2022, to reach $46 billion in sales.?

Navigating through Economic Uncertainty

How has the increased uncertainty in the U.S. economy impacted your
feeling of job security compared to six months ago?

Sales Reps

Percent

® Software e Services o Wholesale

50

44% ‘ﬂ’

Significantly less Somewhat less No difference More secure
secure secure

STATE OF SALES COMPENSATION 2022
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Navigating through Economic Uncertainty

What Sales Reps Want —
And How Management
is Delivering

Which of the following would be most helpful in making you

Sales reps have a large wish list for changes that would feel more secure in your current role?

make them feel more secure;
30%

30 - e
(1) Comp plan adjustments ’s
Almost a third of reps (30 percent) want their o . .
(2] . % %
compensation to reflect the economic inflation that & — — (e
@ o
has encompassed the past months. Nearly two- @ £15- 4%
thirds (60 percent) of managers have already made 3 104
plan adjustments.
5 -
e Adjust base/variable splits 0
Adjusting comp Adjusting Lowering Slowing hiringof  Adding new spiffs
. for inflation base/variable targets/quotas new reps
Most sales reps surveyed want the opportunity to split

boost upside with more variable pay, while
managers are willing to give it to them. This could be
a win-win as reps are more motivated and leaders
are spending more efficiently.

STATE OF SALES COMPENSATION 2022
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Navigating through Economic Uncertainty

© Lower targets or quotas

Tied with adjusting pay splits, 19 percent of reps

responded that they'd feel more secure if targets or
quotas were lowered, and a third of managers have
granted this wish. ate

Are you deploying any of the following tactics amidst the changing
economic environment?

60%

50 -
© Reduce hiring of new reps

FY
o
1

41% 39%

The fourth preferred tactic of reps (18 percent) is 33%

wanting their managers to slow the pace of hiring,
and it could be because the heightened competition
influences prospecting. Although likely for different
reasons, 41 percent of managers have reduced
hiring. Sales managers are looking to drive more
revenue with current teams to avoid the associated
costs of recruiting and onboarding.

29%
25%

Sales Managers
Percent
N w
o o
| |

S
1

o

Adjusting comp Slowing hiring of  Adding new spiffs Lowering Reducing base Laying off poor
structures new reps targets/quotas comp performers
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Drilling Down into Sales Compensation Structures

So many macro-environment changes have occurred that sales compensation structures should be revisited, within reason. There are two key
aspects to building this foundation: your coverage model and compensation program.

Sales leaders can test current practices and solutions to make sure they will deliver desired revenue, protect reps against uncontrollable
downsides, and help with retention. Meanwhile, sales reps just want to see their hard work pay off.




Drilling Down into Sales Compensation Structures

Sales Reps Want More Variable Pay

More than half of sales reps (51 percent) say they have 25 to 49 percent variable pay. However, they'd like it to be higher: either a 50/50 spilit or
even higher variable proportion. Managers feel similar and are willing to meet reps’ demand for greater variable pay.

Pay mix needs to be appropriate to the role and its impact on sales. The findings indicate that managers feel confidence in their ability to do so.

How is your salary structured in terms of base vs variable pay? What is your preferred pay structure?

60 60 —

® Sales Reps
51% Sales Managers
50 — 50 —
43%
40 40 - 38%
35%
z 32% 5 31% . 31%
5 301 g 30+ 29%
26% 24%
20 7 207 16%
1% 14%
10 - 9% 6% 10 -
j =
Less than 25% of my 25-49% of my pay It's split 50/50 between More than 50% of my Less than 25% variable 25-49% variable split 50/50 between More than 50% variable
pay is variable is variable base and variable pay is variable pay pay base and variable pay

STATE OF SALES COMPENSATION 2022
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Meeting sales reps’ requests for more variable pay can be
a win-win when it meets a felt need and motivates reps to
outperform. Most reps (92 percent) say their companies
don’t cap variable compensation, meaning their upside is
potentially boundless.

Drilling Down into Sales Compensation Structures

Ninety-two percent of reps say
their companies don't cap their
variable compensation.

STATE OF SALES COMPENSATION 2022
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Managers are
Accountable for Meeting
Management
by Objectives

Managers have sales objectives they need to meet, in
addition to guiding teams to achieve quotas and specific
targets. Nearly three-quarters of these leaders have
management by objectives (MBOs) included as part of
their personal compensation.

MBOs are typically strategic and could include goals such
as increasing win rates, boosting average deal size, and
decreasing sales cycles and costs.

This is a powerful way to keep managers accountable to
help move the business forward — not just guide teams to
achieving quota.

Seventy-three percent of sales
managers have MBOs included in
their comp plan.
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Companies Safeguard
Commissions to Sustain
Profitability

One challenge all businesses face is determining when to
pay reps for booked revenue — and how much to hold
back if deals fall through, transaction value decreases, or
customers don't pay. Most reps say their companies use
clawbacks to protect their profitability and include
managers in clawback policies.

For reps and managers alike, a good portion of
commision is held back, pending customer payment. Our
survey found that about two-thirds of sales reps and
managers say 26 to 75 percent of commissions are held
back pending payment.

These commission practices ensure that sales teams are
focused on bringing in customers who will successfully
implement and reap value from companies’ products
and services, while safeguarding their compensation
spend from activities that don't benefit the business.

Drilling Down into Sales Compensation Structures

Do comp plans include clawbacks for failed or reduced value of transactions?

80 -

70 4

60

50

40

Percent

30 -

20 -

5 4

0

® Sales Reps

7% Sales Managers

62%

37%

25%

5%

— 1%

Yes No Don’t know

What percent of commission is held pending invoicing or payment?

40 -

35

30

25 -

20 -

Percent

15

10

36%

34%

33%
— 31%

22%

Nn%
8%

4%
1% 1%

1-25% 26-50% 51-75% 75-99% 100% Don’t know
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Drilling Down into Sales Compensation Structures

Companies Tailor Commissions to Help Drive Sales

Team Performance

The survey reveadled that more than half of reps say their company has
different commission plan structures, between similar teams in various

departments. In addition, managers may want to tailor individual plans Are comp plans structured the same for similar sales teams, or is

to achieve specific goals.

Being able to create customized structures is often necessary for 60
companies. However, existing tools can make it difficult for teams to
adjust commissions to best fit their business needs. Leading 50
commission management solutions enable managers and operations
teams to: 40

30

Percent

e Design compensation structures that are unique and tailored to
each different team

Sales Reps

20 -
e Model the impact of changes to understand their impact on the

sales team 10

e Update plans as needed to reflect current business conditions,

increasing organizational flexibility

e Use benchmarks, data, and clear documentation to provide
transparency and focus team communication

42%

there a different structure for each team?

56%

3%
B

Single comp structure
across similar teams

Different comp structures Don’t know
across similar teams

STATE OF SALES COMPENSATION 2022
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Factors Influencing | S
CO m pen sqtion :il?r:r:lr:cg:cseaslss Compensation is Linked to
Changes

J 88%

Eighty-eight percent of firms consider sales
compensation planning as instrumental to their
success, but just 40 percent are good at it

There are many factors that influence
compensation structures, some outside of
organizations’ full control.

® Market changes 4X

* M&A Firms are 4x more likely to achieve sales

e Entering new regions objectives if they're effective at planning.

® New products and services 560/
e Competitor actions =

Over half of sales managers report that their
* Customer |oss teams hit quota less than 75% of all pay periods.
e Internal leadership changes Companies often set quotas top-down without
any meaningful data analysis or collaboration,
which is a missed opportunity to use real-time
visibility and forecasting to boost performance.

# Sales Planning Practices, Sales Management Association Research Report, March 30, 2022, page
11, salesmanagement.org/resource/sales-planning-practices/

41bid, page 15.
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Key Trends Across
Compensation Structures

10-20x

The most frequent quota to on-target earnings
(OTE) ratio for both sales reps (43 percent) and
managers (44 percent) is 10 to 20x.

What's the quota-to-OTE ratio for your comp plan?

50 -

40 4

2 30 -
8

[0]
o

20 4

10 1

0

3% 3%

N
|3
52

19%

28%

7%

@ Sales Reps

Sales Managers

2%

Less than 5x

5-10x

10-20x

20-30x

Over 30x

Don’t know
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10-25%

Most reps (62 percent) have a 10 to 25 percent
portion of compensation that’s due to team-
based incentives, keeping the focus on
individual achievement.

What share of your variable compensation is based on
overall team performance?

Percent

Sales Reps

70 4

60 -

o1
o
1

H
o
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w
o
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N
o
1

o
1

o

6%

62%

31%

1%

Less than 10%

10-25%

Over 25%

Don’t know
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4-6 metrics

Four to six metrics are most commonly used to
measure sales reps’ performance and determine
compensation, while 22 percent have seven to
ten metrics.

How many metrics/components are in your comp plan?

Sales Reps

Percent

60

N
o
1

10 1
4%

o4 BN

20%

52%

22%

2%
]

1%

My comp is
based on a single
metric

It has 2-3
metrics

It has 4-6 It has 7-10
metrics metrics

It has 10+
metrics

Don’t know



What do your personal comp plan’s accelerators look like?

60 S ® Sales Reps
52% Sales Managers
50 -
|| X 43%
o 40 4
. 35%
$ 30-
On average, accelerators for sales reps are 1.25
to 2x, while managers most commonly have 1.5 20 +
N% 100
to 2x. o . 1% 10%
—_— 3% 3% 1%
| =

1.25-1.5x 1.6-2x Over 2x Our comp plan Don’t know
doesn’tinclude
accelerators




24

Understanding What Motivates Teams and
Drives Performance

Sales compensation structures should reflect a company’s business strategy and well-honed analysis of what motivates reps to succeed.
Companies have to balance rep-friendly incentives with their financial and operational requirements.

The good news is that many reps are motivated by variables that relate to compensation management. They want real-time data and
streamlined processes so they can review and dynamically adjust their behavior.

@ | |
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Both Sales Reps and
Managers Want Greater
Visibility into
Compensation

Nearly all (92 percent) sales reps and managers believe that
having visibility and comprehensibility into compensation
processes is essential to staying focused on the job. That's
hardly surprising, since sales teams are highly motivated by
the ability to understand how they're performing against
quota so they can maximize their earnings.

How important is it to clearly understand how your compensation is
calculated to stay motivated to hit your sales targets?

100 92% 92% ® Sales Reps

Sales Managers

80 +

60

Percent

40 ~

20
8% 8%

Very/Somewhat important Not very/Not at all important




m Understanding What Motivates Teams and Drives Performance

Yet, with many firms still using spreadsheets or homegrown systems, reps and managers might only have access to static dashboards. That's
because payouts are shared every pay period via the statement rather than real-time reports. Only about a quarter of respondents say they
receive a running breakdown of their payout, with metrics and visualization throughout a pay period and as it closes.

What level of detail is provided in your commission statements?

40
33%
30 26% 26%
" — —
o
S e
C
o & 207
Qo 2
O
(72] 14%
10
1%
0 —
Idon't receive I receive basic payout info or I get details behind my payment I receive a clear breakdown of my I receive a running breakdown of
commission statements rudimentary statements but they are not clear payout and all the details behind it my payout that includes metrics

and visualization, within the
period as well as at the end

STATE OF SALES COMPENSATION 2022
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Few Sales Reps Can
Currently Forecast
Future Earnings

Only about a quarter of reps have the ability to forecast
potential earnings, despite the fact that expectancy
theory is known to push teams to outperform. Expectancy
theory posits that knowing how to achieve a reward, along
with valuing it, translates to higher motivation.>

Consistent with the theory, more than half of sales reps
respondents say modeling potential earnings would
significantly improve their motivation, and 69 percent of
managers agree. Addressing this gap would help
companies reap more value from their incentive program.

> The Future of Compensation Management: Let's Get Motivational, CaptivatelQ, www.captivateig.com/resources/motivational-incentive-comp

Understanding What Motivates Teams and Drives Performance

Would having visibility into potential earnings on new deals improve motivation?

70 - 69% ® Sales Reps
60 - 59% Sales Managers
50
=~ 40 -
c
8
o,
& 304 28%
23%
20 4
12%
10 8%
B
O -
We already have this Significantly improve Somewhat improve No difference
motivation motivation
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Reps and Managers
Agree: They Need a
Best-in-Class Sales
Tech Stack

Technology has transformed how marketing, sales and
customer teams function, as well as the back-end
operations that go along with it. So, it's no surprise that
sales teams and managers want to automate even more
processes to remove non-value-added work.

Most reps (95 percent) think having a leading tech stack
will help them reach their sales goals. Managers are even
more convinced, with almost all agreeing. Despite this,
there’s a lot of variability in tech when it comes to what's
deemed essential.

Understanding What Motivates Teams and Drives Performance

Do you agree that having a best-in-class sales tech stack is essential to
reaching targets?

Percent

70

60 -

50 -

40 -

30

20

10

64%

44%

Agree completely

51%

35%

® Sales Reps

Sales Managers

5%

K

Agree somewhat

Disagree somewhat
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Understanding What Motivates Teams and Drives Performance

Yet not all solutions are viewed equally by sales organizations: Having an incentive compensation management (ICM) solution is second to sales
engagement tools in managers’ eyes. Two-thirds of managers say it's essential to have sales engagement software like Outreach and Salesloft

and ICM software like CaptivatelQ.

Sales reps agree. The top three capabilities they need from their stack all relate to compensation:

¢ The ability to forecast potential earnings on future deals
e Accurate and trustworthy compensation reports

® Access to real-time data on potential earnings

Top-rated essentials to success

80 -
64% 63% 6 o
e 1% 61% °
w 604 22 61% > 60% 58% 58% 57% 56
— — (]
o — —
Q
e 5
0 ¢ 40 -
o 8
O
wn
20
0
Ability to forecast Accurate and Real-time data on A portal for sales A single place to On-demand access to A unified customer Review audio/video Automation of comms
potential earnings on trustworthy reports of current and future enablement materials manage pipeline training content insights portal recordings of past to prospects
future deals my comp commissions earnings prospect meetings
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Managers Want to Change Commission Plans Frequently

Remaining nimble with high-impact programs to reflect the changing market is a critical capability for companies to stay competitive. Sales
managers specifically value the ability to change commission plans easily to help ensure their team hits performance targets. Most managers
(95 percent) say this capability is very or somewhat important. Further, if they had this capability, more than half would change plans quarterly,
while about a third would change them monthly.

How important is it to be nimble and adjust comp plans to ensure that your How frequently would you adjust comp plans and structures (if they were
team hits their performance targets? easy to make in your system)?
60%
60 - 60
53%
50 50

40 - 35% 40 -

32%
30 - 30 -

20 4 20 4

Sales Managers
Percent

Sales Managers
Percent

10 - 5% 10 - 6% 8%
1%
0 0
Very important Somewhat important Not very important Monthly Quarterly Every 6 Annually Less frequently
months than annually

30
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Managers are also rolling out spiffs to accomplish specific
business goals. More than a third offer spiffs once a
quarter, while another third offer them monthly and 11
percent offer them weekly or even more frequently. Being
able to do this more easily helps managers keep teams
targeted and focused.

Understanding What Motivates Teams and Drives Performance

How often do you offer spiffs?

Sales Managers

Percent

50 -

40 -

30 4

20

10

2%

14%

39%
35%

N%

We don‘t
offer spiffs

About once
per year

About once Monthly Weekly or
per quarter more
frequently

STATE OF SALES COMPENSATION 2022
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How ICM Platforms Can
Make Sales Teams
More Efficient

ICM tools provide access to data and processes that can
help solve these common issues:

Compensation Clarity

72 percent

Most sales managers (72 percent) see compensation
questions from their team every or most pay periods.

How frequently does your team have questions about how their
compensation is calculated?

Sales Managers

t

Percen

50

40 4

30

20 -

10

23%

49%

25%

4%

Every pay period

Most pay periods

Rarely

Never
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Dispute Resolution

2-3 hours

Nearly half of sales reps (46 percent) spend two to three
hours each pay period recalculating their commissions,
which is time they could be selling.

Understanding What Motivates Teams and Drives Performance

On average, how long does recalculating commissions take?

Sales Managers

Percent

50 -

40 -

30 -

20 -

10

16%

46%

26%

Nn%
6%

Less than an hour

1-2 hours 2-3 hours 3-4 hours 4+ hours
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Understanding What Motivates Teams and Drives Performance

How long do you spend each pay period resolving commissions questions
or disputes?

60 -
53%
. 50 -
Trust in Accuracy
v 40 -
2+ days :
o]
: o 33%
Nearly two-thirds of managers (64 percent) spend more g 8 30+
than two days resolving pay questions or disputes every @ )
pay period. s Ll
10 - 8%
3% 3%
0
No time l1day or less 2-3 days 4-5days More than a week

STATE OF SALES COMPENSATION 2022
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Gaining Insights into
Sales Hiring, Retention
and Attrition

Having a compelling compensation structure and
understanding of rep motivation enables managers to
more successfully attract and retain top talent. This is
critical as this group is constantly recruited and may be
fielding multiple offers. Most reps (92 percent) feel very or
somewhat comfortable that they could find a new role
without too much difficulty.

It's also worth noting that sales managers will lay off
substandard performers to protect organizational
performance. In 2020 when COVID disrupted the market,
the business and professional sector (which includes
sales) faced both voluntary and involuntary attrition rates
of 69 percent.®

¢ Bureau of Labor Statistics. (2022). Annual total separations rates by industry and region, not seasonally adjusted. www.bls.gov/news.release/jolts.t16.htm

How comfortable are you in your ability to find your next sales role?

Sales Reps

Percent

60 -

50 -

40 -

30 -

20 4

10 4

0 4

42%

50%

8%
I

1%

Very comfortable

Somewhat Not very comfortable Not comfortable at all
comfortable
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Most Managers Let Low-
Performing Reps Go
After Six Months

New sales reps only have a few months on the job to meet
targets, or they're at risk of losing their jobs. Less than a
quarter of managers said they would begin exiting new
hires after one to three months of poor numbers, while
only 68 percent would wait longer than six months. Sales
reps have a similar understanding of what's expected, as
a maijority (68 percent) would start looking by the six-
month mark if they hadn't hit their numbers.

Period for reps’ to begin looking for a new role vs. period for sales managers to let a
rep go due to missed targets

70 4 ® Sales Reps
60 - 53% Sales Managers
50

40 4

Percent

30 -
20 -
12%

10
1%

0_

1-3 months 4-6 months 7-12 months 1+ year This doesn't factor Don’t know
into my decision



Gaining Insights into Sales Hiring, Retention and Attrition

Poor Compensation Processes Lead to Attrition

There are a number of reasons why reps might look for other work. Two of the top four reasons cited from our survey related directly to
compensation processes. Over 40 percent say they'd consider leaving if they lack visibility into how compensation is calculated, and 36 percent
would do so if they routinely encountered inaccurate statements.

Which of the following would make you consider leaving a role?

60 -
50 -
42%
—_— 39%
o,
q 40 e se% 34% 32%
2 = — ) 30% 29%
X . A
0 S 30 — o
o ¢
O
wn 20 -
10 4
0
Lack of visibility into Lack of useful data Inaccurate Absence of automated Disorganized and Poor sales Lack of visibility into
how comp is and insights on compensation communication tools poorly managed CRM enablement materials previous prospect
calculated prospects meetings
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Gaining Insights into Sales Hiring, Retention and Attrition

How frequently do you find your compensation to be calculated accurately?

70 -
60
50 45%
(2]
0] 343
@ ¢ 40 - 4%
@
9D < 30+
3
Reps consistently experience these issues across 20
companies, indicating an opportunity to digitally 10 - o
transform ICM processes. Only 34 percent of reps and 0
. . . Always Most of the time Sometimes Rarely Never
managers say their compensation is always calculated
accurately, meaning that payment processing is a source Do you recalculate your statement manually to check that your payout is
of ongoing friction and distrust. That may be why 93 dccurate?
percent of reps recalculate their compensation manually 70 4
either every pay period or some of them. 60 - 1o
50
(713 42%
0]
@ ¢ 40 -
D 5
9D < 30+
O
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20 -
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Every time Some of the time Never
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What Sales Reps Look
forin a New Job

So, what happens when sales reps look for their next role?
Compensation is only the fourth deciding factor, cited by
50 percent of reps as very important. Ahead of pay are:

® The technology their prospective employer offer Sdles technology
(58 percent)

Sales leadership team

e The sales leadership team (57 percent)

e Company culture (51 percent) Company cuiture
Pro tip: If you're trying to attract sales candidates, try

sharing messages at interviews about how your company
provides tech-enabled processes, coaching, and support.

Total compensation

Company trajectory

Very important

58%

57%

51%

50%

48%

Somewhat important

39%

37%

42%

45%

46%

How important are these factors when deciding your next role?

Notimportant

2%

5%

7%

4%

6%




Working Remotely Helps
Keep Sales Teams
Focused

After two years of remote work, many companies are
committed to embracing a hybrid work model. Just under
half of reps say they work in a hybrid remote/in-office
model, while 36 percent are fully onsite. Another 11 percent
is fully remote.

Remote work has been a boon to many digital workers,
enabling them to balance their professional and personal
obligations. Specifically, more than three-quarters of reps
say they find it somewhat or significantly easier to stay
motivated and their managers agree. This is likely due to
remote work removing distractions and unnecessary
meetings, keeping the focus on selling.

Gaining Insights into Sales Hiring, Retention and Attrition

Does your company have a remote-work policy?

60 -

50 46%
n 40 36%
o T —
g .
7] 8 30 -
o e
O
%) 20 4

1M%
10 - — 7%
0 . [ 1
I work fully remote I work fully in the office, I work partially remote, Our company does not
though our company offers partially in the office offer remote work

a remote-work option

Is it easier or more difficult to stay motivated while working remotely?

70 4 ® Sales Reps
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60 4 54% Sales Managers
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Gaining Insights into Sales Hiring, Retention and Attrition

How important is remote work to your decision to remain at

your current company?
Further, remote work has become an important tool in 60 J
recruiting and retaining new staff. Most reps (88 percent) 50 45% ray
. , . . 73 o
say their employer’s remote-friendly policies have been S 40
. . . . . - X : ’
instrumental in their decision to stay at their jobs. @ f
. . el © 30 T
Managers agree that a favorable remote work policy is S
. . . - . . 20 4
important in their ability to hire and retain staff.
10
o -
Very important Somewhat Not very Not at all
important important important
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Action Plan for Improving Sales Performance

Times of economic uncertainty can also be times of great breakthroughs. Companies innovate more, people find new ways to execute, and
teams rally and over-deliver.

With this in mind, CaptivatelQ offers the following action plan for improving these processes, so that companies can create a well-oiled sales
machine of motivated reps all doing their best to outperform.

/\}' © Increase variable pay as a percent of total compensation "~ © Maintain remote work models

© rrovide visibility into earnings on potential deals ggg (5 ) Equip your team with a best-in-class tech stack
N

Ar © streamline compensation management

X~
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~* Increase variable pay as percent of total compensation

Sales reps are willing to risk more of their base pay to gain more upside with variable compensation. Companies should survey their staff on
what they want and consider giving it to them. Enabling sales reps to reap greater compensation from their efforts will help companies keep
top talent longer, while also remaining more cost-efficient, as reps only get paid more when they deliver.

Provide visibility into earnings on potential deals

One of the best ways to motivate teams to outperform is to give them the ability to simulate the impact of their compensation by seeing how
each deal they close impacts quota, multipliers, and bonuses. When you put this data in the hands of users, they can look at it at any time,
model the impact of key actions, and track their progress. That's a powerful tool to keep sales rep motivation high.

_', streamline compensation management

Sales reps want commission plans to be changed to address the latest market and business developments, and managers want the freedom
and streamlined processes to do so. ICM platforms enable managers to model the impact of these changes, and use data-driven insights to
communicate new terms with the broader team. By doing so, companies can be more responsive to the market, and sales teams get the
insights they need to focus on revenue-driving activities.



@ Maintain remote work models

As sales becomes increasingly virtual, it's less essential to have teams under one roof. Top reps have proven they can sustain and even
improve performance while working remotely, so in order to retain and attract them, that trust needs to be reciprocated.

~0f  Equip your team with a best-in-class tech stack

Reps who have a modern sales tech stack — across pipeline generation, deal execution, and GTM operations — dre better able to navigate
changes and achieve success. In fact, our survey found that 95 percent of sales reps agree that having a best-in-class sales stack is essential
to reach their sales targets.



IQ

CaptivatelQ conducted an online
survey from June 24 to July 7, 2022.

Participants included:

3 0 O individual contributors

(account executives and managers)

]0] leaders
StCIte Of SCI Ies Com pensqtlon (sales managers, directors, vice presidents,

2022 S U rvey MethOd()Iogy and chief revenue officers)

Firmographics:

Firms ranged in size from 101 to 15,000
employees

Industries included B2B retail,
manufacturing, services, software, and
wholesale

All respondents were U.S. based

Note: Due to rounding, not all percentage totals in
our report may add up to 100%.
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About CaptivatelQ

CaptivatelQ, the agile commission solution, enables companies to consistently
align revenue teams with evolving business goals. Combining flexibility with
ease of use, CaptivatelQ offers leading companies like Gong the ability to build
any commission plan, save days in payout processing, and motivate sales reps
through real-time visibility.

To learn more, visit www.captivateiq.com and follow @captivateigq.
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