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According to the 2021 State of Global Enterprise Sales Performance Report, the most 
influential factor in sales planning decision-making was  “doing things the way they have 
always been done.” That was one point higher than “data analytics and intelligent analysis,” 
which is revealing and says a lot about the most traditional function in the organization.
 
Yes, change is a challenge - perversely, more so when your sales organization is successful. 
“If it ain’t broke, don’t fix it” is a pleasant way to justify putting off repairing a squeaky washing 
machine or a creaky door hinge, but it's not going to cut it for your sales plans. It creates a 
dangerous way to rationalize delaying improvements on how you manage sales and in turn 
the way it influences culture. 
 
Incentive automation doesn’t just affect sales managers and compensation administrators - 
it has positive implications for the entire business.

Proper sales commission automation ticks most of these aspects. Failure to automate 
commissions, if not fatal, can be very costly, often in subtle, and deeply damaging ways.

A well-implemented sales incentive plan often ticks things like:
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01
Defining

incentive plans

02
Communicating

incentives

03
Enrolling

participants

04
Crediting sales

transactions

05
Calculating attained

commissions

06
Measuring sales

effectiveness
(reporting)07

Forecasting and
managing

spend



Here are a few situations where a lack of automation can cause obvious pain:

These are just some of the more obvious pains a lack of automation can cause. However, the 
true and hidden impact of insufficient automation is a gigantic time drain due to a lack of 
credibility.

Having no automated sales rep enrollment 
platform increases the likelihood that 
disgruntled sales employees will quit or sue 
due to misunderstandings regarding 
incentives. And things get uglier if the 
incentive plan was not legally protected.

Failing to provide an automated way for 
sales representatives to easily verify which 
sales transactions they were credited with, 
often results in significant time wasted in 
“shadow accounting” where sales reps 
spend time re-calculating incentives to 
make sure the calculation was correct. 
Representatives also spend hours auditing 
transactions to make sure none was 
missed.

A lack of robust calculation capabilities 
results in errors – often requiring 
last-minute corrections, demoralizing 
claw-backs, or penny-pinching 
adjustments. There is also a risk of more 
significant errors.

www.getcompass.ai



While it might be technically acceptable to distribute old-fashioned commission 
spreadsheets, a modern salesforce does expect an electronic portal where they can enroll in 
incentive plans, review credits, and check rewards. Not providing them with this capability is 
what makes an entire sales operation feel amateurish.
 
And an amateurish-looking commission management environment is a liability and a 
vulnerability. It means that your sales team is much more likely to engage in commission 
disputes, to question your compensation model, and to try to “negotiate” various 
adjustments.
 
And so, that’s where the real cost is because your team isn’t focused on what matters – 
Selling.

That is exactly where Compass helps. Our 
only aim while building Compass was to 
build software for young sales teams to 
help them sell better. That is when we 
understood that the sales teams will only 
use our product if it makes their life better, 
meaningful, and exciting.

Compass is built with tools for program 
design, target-setting, milestone-based 
interactive game templates, live 
leaderboards, program analytics, and a 
global catalog for rewarding with more than 
16000+ options to choose from thus 
helping people-first organizations manage 
incentive programs, end-to-end, efficiently.
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BOOK A DEMO NOW

Leverage the Compass advantage!

With Compass, you can choose from interesting game templates, configure sales programs 
with no-code building blocks by defining variables and logic, all under 10 minutes. To make 
the daily targets interesting, you can split them into parts with a milestone game and reward 
for each achievement and gamify the entire experience and bid adieu to boring sales 
performance management softwares. Compass lets you communicate with your sales teams 
in real-time and offers behavioral nudges that inspire your teams to do more along with 
leaderboards that help them see their and peer scores real-time so that they are always on 
the top of their game.

Compass is an unorthodox product built for orthodox problems in the most orthodox 
function, sales.

For a workforce that has grown up with technology, mobile devices and the internet, your 
sales team is finding innovative ways to use technology to complete tasks and automate 
business processes and make their work meaningful.

Your sales team wants more. They desire and expect consumer-grade UX and UI to 
streamline their workflows. By staying ahead of the curve, you create better experiences for 
not only your employees but clients as well.

At Compass, our only mission is to help the sales fraternity sell, meaningfully.

My team and I would be delighted to take you through a demo of what we've built and how 
we can gamify your incentive programs. Schedule a demo or leave your email id below and 
we'll schedule it for you! Look forward to hearing from you.


