
TOO MUCH TECH?
5 reasons why one system is better than

many for incentive calculation
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Is it possible to have too much technology in your workplace? Experts say yes. Though 

it’s easy to be mesmerized by the next big digital opportunity in today’s market, chances 

are many of us are adopting far more tech than we need—and wasting a lot of time and 

resources in the process and experiencing, what is now referred to as, ‘technology 

fatigue’.

It is certainly not any different for managing one of the most crucial aspects of sales and 

human resources, sales commissions. A typical sales incentives process in organizations 

is where they use CRMs to track lead status, transfer that data to Excel sheets, formulate 

complex formulae to calculate incentives, and then roll them out individually. This process 

is manual, slow, and prone to errors. And most surprisingly, this is not even an exception. 

It is a rule.

 

Organizations use a plethora of software to do one single thing. Automate incentives. But 

when they follow this highly manual process, they can never automate incentives 

completely and rely on part automation. Thus, employees use more tech, which is 

inefficient in function and use, leading to technology fatigue.

 

Today, the most agile businesses are working on finding the tech balance—adopting only 

the technology that will keep their company running strong. 

 

At the heart of what we create is a philosophy of 'why have many when you can have 

one?' Why should five pieces of software be required when the job could be handled by 

a single, well-designed, software?

 

This rationale behind our approach to product development is based on more than just 

efficiency, as you'll discover below in our 5 reasons why a single, consolidated, system is 

preferred over many disparate systems.
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1. Multitasking

Using multiple platforms and systems for 

automating sales incentives can result in both sales 

reps and commission managers having to multitask 

to achieve their goals. It is widely believed that 

multitasking is counterproductive to effective 

functioning. Reynol Junco, an American psychologist 

and education and social media researcher notes 

"...research in cognitive science shows that there are 

clear performance decrements when trying to attend 

to two tasks at the same time".

And, while there's been much discussion over the impact of the increasing role of 

technology within sales, and the emergence of digital natives, most experts have 

concluded that members of the 'net generation' are no better at multitasking than older 

generations, making it clear that using too many software for different tasks, all at once, 

does hamper productivity.
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2. Attribution

It can often be a significant challenge to measure the performance contribution of each 

tool when working with numerous technologies and systems. Having this level of 

transparency is vital in order to ensure that every aspect of the setup has value.

 

A single system, with comprehensive reporting, should allow for better attribution of 

success to allow you to make much faster, qualified, decisions on what is and isn't 

working. It also helps you effectively track the events and stages in case of errors which 

can be challenging in the case of employing multiple disconnected systems. Ideally, you 

need access to efficient reporting within a single system, where, in under 30 seconds you 

can understand key performance metrics and find the answers to questions like;
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What are the total sales
made by my team?

How many sales reps
qualify for this program?

How many leads stand
converted by each rep?

What is the incentive structure
applicable to this cohort?

What is the progress that each
rep has made in the competition?

1 3 5
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3. Collaboration

With multiple systems come multiple logins, 

different levels of knowledge, and different user 

access levels. Adopting a single system ensures 

that everyone within your business is working 

from the same page and can help provide clarity 

over the status of tasks and work assignments. It 

also guarantees a shared knowledge of how to 

get the best out of the platform you're using and 

helps to lessen the impact of staff attrition and 

absences; the more people familiar with the 

system, the less reliance on a single person or 

team.

 

The efficiency of teams collaborating within a single piece of software often means that 

more can be achieved with the same number of staff. This helps improve the scope for 

expanding your business operations, without the need for increasing the size of your 

team.
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4. Time

5. Complexity

Having to use many systems to achieve tasks that could 

be achieved by one has an obvious impact on time. Often 

you'll need to enter the same data over and over again in 

different places to ensure that no data is lost across a 

range of systems. Adopting a single system approach 

cuts this admin time down dramatically and helps those 

responsible for these tasks focus their time on actions 

that benefit your business.

Generally, with more systems comes the 

potential for increased complexity. Technology 

should exist to facilitate sales, not complicate it 

and while complexity for admins and management 

is a frustration, complexity for your sales teams is 

a disaster. A simple, easy-to-follow tech solution 

makes the job easy.

 

Without an integrated system, calculating incentives manually can be a real headache 

consuming many hours of tedious and painful work and the above situations are a 

testimony to the same. Manually calculating incentives and disbursing them does part 

automation and makes the entire thing useless. It takes you back to square one.

That’s exactly where Compass helps you.
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Compass is Lego for Incentives

With Compass, an incentive automation software, you can easily build logic with n 

number of variables where your only input is defining the variable and Compass will take 

care of your incentives no matter how complex. Apart from easy incentive calculation, 

Compass helps you motivate your sales reps with gamified sales contests with a library 

of templates to choose from. Compass is also created to handle complex tax implications 

across geographies and tax brackets, to enable seamless payouts.

 

Sales incentives have been and will continue to be, effective ongoing management tools 

for organizations. But with Compass, you won’t have to worry about them at all.

BOOK A DEMO NOW

Leverage the Compass advantage!


