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Agenda

• Value Proposition: Sales Performance & Incentive Compensation 
Management (SPM & ICM)

• Varicent Live Demo
• Incentive Compensation Management
• Territory Management
• Quota Management
• Channel Management

• Praxisberichte Varicent implementation @ F5 Networks & Touring 
Club Schweiz, uvm.



© 2013 IBM Corporation

Value Proposition
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Why Companies Adopt Sales Performance Management 
Technology

Pressure in sales 

organizations to 

grow and 

become more 

efficient

And finance 

leaders are 

recognizing the 

growing 

magnitude of 

compensation
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PaymentPayment
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Framework
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Channel Distribution
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� Increasing Complexity in Distribution Channels

CustomersIndep. Agents

Carrier

Agencies

Direct

Brokers / Dealers

Wholesalers

Captive Agents
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CSO Insights - 2011 Sales Compensation & Performance Management, Key Trends Analysis

How Is Sales Compensation Managed?

How Tough Can it Be?

•Get the checks out on time

•Make sure they’re accurate

•And . . . 

- Be flexible for changing priorities

- Manage complex territories 

- Set accurate quotas

- Generate enthusiasm

- Deliver timely and insightful reports

- Resolve questions and disputes

- Do it with less headcount

- Analyze impact of new plans

- Plan for reorganizations
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Why Companies Adopt Sales Performance Management 
Technology
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Reduce errorsReduce errors

Shorten cycle timesShorten cycle times

Replace technologyReplace technology

Mergers & 
Acquisitions

Mergers & 
Acquisitions

New Comp PlansNew Comp Plans

Sales/Partner 
Steering

Sales/Partner 
Steering

Internal AuditInternal Audit

Deferred 
Compensation

Deferred 
Compensation

Compliance with SOX, 
FINMA, Solvency II, 

Basel III, SIX, FMA, �

Compliance with SOX, 
FINMA, Solvency II, 

Basel III, SIX, FMA, �

Why Companies Adopt SPM Technology
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FINMA minimum standards for remuneration schemes
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Cognos SPM/ICM examples of realized Benefits

• Added 5-6 hours of selling time per sales rep per month / more trust 
and enthusiasm

• Modeling allows simulation of plan changes prior to roll out => 
Improved plan management increased profit margins by 25%

• Increased Cross-sell ratio (products owned per customer) increased 
from 2 to 5.66

• Increased partner productivity
• Payout process reduced from 2 months to 2 days. 
• Went from hundreds of spreadsheets with manually entered data to
one simple system => 80% cost decrease on existing 
Systems/Services

• Reduced time to set up new plans by 50 days annually
• Over $4 million in reduced commission overpayments lead to 
system payback in 1st year

• Reduced number of questions and disputes by 90%
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Cognos SPM/ICM
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Cognos SPM/ICM overview

Incentive 
Compensation

Build, model and administer 

variable pay programs that drive 

desired sales behavior

Channel 
Management

Gain a single, accurate view 

of your entire sales force and 

all your distribution channels

Territory Management
Manage crediting and frequent sales coverage 
changes across territories

Territory 

Management
Quota 

Management

Channel 

Management
Incentive 

Compensation

IBM
Sales Performance & Incentive 

Compensation Management

Quota Management

Plan and distribute quota targets efficiently across all levels 
of your sales organization

CRMERP HR

$£€

BI Other
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Cognos SPM/ICM Key Differentiators
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Business oriented

Configure vs. code

Visual comp design approach

Performance & Scalability

Built for high transaction
Volumes – Imports, calculations,etc.

Cloud and Enterprise deployments

Integrated Product

Calculation engine, ETL,
workflow, reporting, etc. 

Business Flexibility

Commissions, MBOs, long 
term incentives, non cash 
benefits, etc.

Meet changing needs

Flexible data model

Speed to market

Management buy-in

Proven CRM & ERP integration
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Seamless CRM Integration

� Single Sign-On to access SPM & 

CRM information from a single 

screen

� Data synchronization is automated

� Easy access to plan documents, 

team reports and quota & territory 

management tools 
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Example SFDC Integration
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Cognos SPM/ICM for Mobile

� Access Varicent while on the road 
to review reports and deal with 
tasks

� Browser-based access

� Leverages HMTL5 for cross-
device support
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Various quotes, case studies 

and proof points
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Payout process reduced from 

2 weeks to 2 days
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“With Varicent we are now able to see results within 

48 hours of closing our books. In the past this would 

typically take 2 weeks before we could even see 

partial results. Varicent has revolutionized our 

ability to see results, which has enabled better 

customer service”

Faster Cycle Times

21
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Centralized payout administration from 30 to 3 employees for North 
and South America
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“Instead of reps looking back at what they earned, 

they can use Varicent SPM to look towards ways 

to earn more money, and put the 'mojo' into their 

sales performance.”

‘What-If’ for Sales Reps

23
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Q&A
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Next steps (free of charge)
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1. Brochures, slides, short videos, Success stories

2. Standard Demo & high level proposal (1-2 hours)

3. Customized Demo (1-2 hours)

4. Proof of Concept / requirements discovery workshop (1/2 – 2 days)

5. Final proposal, implementation estimates & ROI Total Economic Impact 

calculation

6. Decision Board demonstration
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Forrester Certified Total Economic Impact Analysis
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