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A Framework for

Strategic Incentive Oversight

| Financial Stewardship
Leaders must track not just incentive
spend, but its efficiency (e.g.,
Compensation Cost of Sales) and its
efficiency (eg. Avg. Revenue/ Rep).

Your CFO is asking +

"Are we overpaying on

commissions?"

"Why is Aug. Revenue/ Rep in the
west so low?"

| Talent & Culture

A plan's success is ultimately reflected
in human capital metrics: Attrition, Trust
(Dispute Rate), and Time-to-
Productivity.

Your CHRO is asking @

"Why are our top reps walking
out the door?"

"Is our comp plan seen as fair?"
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| Growth & Velocity

The health of an incentive system is
measured by its output: Quota
Attainment, Win Rates, and Sales Cycle
time.

Your CRO is asking @

"Why are we missing quota

again?”

"How do we get the team to move
faster?”

| Systemic Integrity

The underlying technology must be
measured on its ability to provide a
secure, automated manner of
calculating compensation.

Your ClOis asking +

"How much of our incentive
calculation is still manual?"

"Why does this need so much IT
effort?"




The CXO Dashboard:

Key Metrics for Strategic Incentive Oversight

CFO

CRO

Clo CHRO

Strategic Metric

Incentive
Overpayment

TCO of SPM

Quota
Attainment Rate

B2B Sales Win
Rate

Average Sales
Cycle

Sales Team
Turnover

Cost of Sales
Turnover

Impact of Pay
Transparency

Data Integration
& Transformation
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Industry Bechmark

3-5% of total spend

Key evaluation factor beyond
license fees

43.1% (Cloud Sales, Q4 2024)

~21% (Average across
industries)

90-185+ days depending on
deal size

8.3% (Sales Professionals,
us)

1.5x Annual Salary

59% less likely to leave

Top cause of SPM
implementation failure
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the Incentive Playbook
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Incentive programs are data-
intensive and chronically under-
automated, making them prime for
Al transformation. The complexity
of managing compensation leads to
a disconnect between strategy and
execution.

Lop

Future

The next frontier is the rise of
agentic Al, which promises to create
autonomous workflows that
redefine plan governance. The
challenge is to evolve this with
robust guardrails and human
control.
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Progress

Leading platforms are already
delivering practical Al value.
Capabilities now in production
include natural language Q&A for
instant insights, Al-powered data
intelligence that can validate
thousands of data points to prevent
costly errors.

A Call to

This technological shift presents an
opportunity for forward-thinking
organizations. Industry leaders are
invited to partner with innovators to
pilot emerging Al modules and co-
develop agentic workflows.



The Future of Enterprise Software:

The The

The traditional Software- Agentic Al represents a paradigm shift. These are not
as-a-Service (SaaS) model,  just tools but autonomous systems that can

while revolutionary, has led  understand context, set goals, make decisions, and
to "SaaS sprawl"’, creating execute complex, multi-step tasks across various
data silos. applications.

How Agentic Al Will Transform the SaaS Landscape ¢

The End of the Dashboard:

The user interface is set to be radically simplified. Instead of navigating
complex dashboards, users will issue natural language commands.

From Seats to Outcomes:

Once the "Al" becomes the primary and potentially singular user of the
platform, pricing models will also need to evolve.

The Commoditization of Functions:

As Al agents become capable of plugging into any software to achieve a goal,
undifferentiated SaaS products risk becoming interchangeable utilities.

The New

The future is not a wholesale replacement of SaaS but a convergence. A new,
heterogeneous ecosystem will emerge where intelligent Al agents augment and
orchestrate specialized, high-value SaaS platforms, creating a more adaptive,
personalized, and outcome-driven enterprise.
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The McKinsey Model

for Operational Excellence

| Clarity & Trust:

4 Establish a single, clean source of truth for all performance data.
4 Ensure full plan-to-payout traceability for executive sign-off.

4 Build trust through transparency at all stakeholder levels.

| Speed & Agility: | Governance & Control:

4 Automate end-to-end approval and 4 Implement granular, role-based
dispute workflows. access and controls.

4 Decouple business rule 4 Maintain unalterable, SOX-ready
management from IT dependence, audit trails for every action.
empowering business users. 4 Design clear governance processes

4 Adopt a continuous improvement upfront for every type of exception.
rhythm to adapt to market
changes.

| Intelligence & Insight:

4 Use Al to get answers to your
questions and create custom data
cuts on demand.

4 Proactively measure the metrics
that CXOs care about most.

4 Provide micro-explanations and
insights for better alignment and
decision-making.
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Activating the McKinsey Model:
From Framework to Functionality

McKinsey
Element

Platform Capability

Value Agenda

Clarity

Governance

Processes

Speed

Technology

Structure

User
Empowerment

Rewards

Trust &
Transparency
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"Plan Health" KPIs linking incentives directly to
outcomes like sales growth and margin protection.

A unified, audit-ready data layer that provides a single
source of truth and live traceability.

Automated, end-to-end workflows for credit, approvals,
dispute resolution and many others with embedded
SLAs to accelerate decision cycles.

No-code rule builders, Al-assisted report creation that
allow business users to launch and modify plans in
days.

A flexible hierarchy management engine that mirrors any
organizational model (territories, pods, overlays) and
propagates changes to targets, credits and more.

Self-service diagnostics and embedded calculators that
free the operations team from manual tasks.

Comprehensive support for all incentive types with
forecasting and scenario modeling capabilities.

Mobile-first dashboards, automated dispute resolution,
and "explain-my-pay" features that build rep trust.
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The CXO0's

Operating System for Revenue Execution

Incentivate is the Strategic Operating System for Sales Performance, engineered for
CXO0 impact. We unify operations, intelligence, and governance to help you
accelerate revenue, maximize ROIl, and retain your top talent. Go beyond
commissions—drive your business forward.

info@incentivatesolutions.com
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