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Compensation and Incentives

In the sixth survey of an ongoing series, BCG partnered with the American Association of Inside
Sales Professionals to assess compensation, bonuses, and other incentives. The results show that
companies still set targets primarily on the basis of historical performance, which means that they
are missing an opportunity to use compensation and rewards more strategically to reinforce and
reward the right behaviors in sales teams.

Despite the emergence of analytical tools that can better predict customers’ buying
behavior, sales executives report that they continue to rely heavily on traditional approaches
in determining seller targets—although they also express a desire to improve.
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The pandemic has compelled companies to review and reassess their
compensation and incentive structures in light of the shift to virtual selling
and the new ways of working that are emerging.

“THE PAY GAP BETWEEN INSIDE AND FIELD SALES IS ..” Share of companies that say COVID-19
has triggered a review of compensation
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Source: BCG survey, July 2021, fielded to AAISP membership. !
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