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Commissions Are More Than a Paycheck

This Sales Compensation Guide supports effec-
tive program development for independent soft-
ware vendors (ISVs) in Software-as-a-Service
(SaaS) and On-Demand environments. It includes
articles that describe the steps involved in:

« Defining business and sales objectives

« Describing territories and target markets

« |dentifying revenue and commissionable events
« Designing the sales compensation plan

« Presenting the plan and gaining buy-in

« Plan administration and commission payments

We are pleased to make this information available
to the industry and hope it will help accelerate the
growth of SaaS and On-Demand companies.

Please feel free to contact us with questions about
compensation plan design or on building a par-
ticular program.

We have been providing successful sales, strate-
gic marketing, and business development leader-
ship to technology companies for over twenty
years and will be pleased to assist in the success-
ful development of your sales strategy and team.

Compensation Guide Table of Contents

A successfully focused compensation plan is key
to deploying a highly motivated sales organization
that can accelerate revenue growth.

Included in this guide are important process rec-
ommendations, ideas for helpful tools used in
growth-focused plan administration, and commen-
tary on how different environments benefit from
various approaches.

The guide is organized to support the compensa-

Establishing the Compensation Plan’s Foundation

tion plan development process, and it is designed
to help achieve SaaS and On-Demand business
objectives by attracting high-production sales
professionals.

Our goal is to enhance ISV transformation. Be-
yond this guide, we are available to provide addi-
tional support and detailed recommendations.
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