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Rewarding the Sales Rep
of the Future

Three Game Changers and What You 
Need to Know NOW!

A WorldatWork Partnership 
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why?
rethink

ÅGo-to-Market

ÅSales Organization Design

ÅSales Capacity and Goal Design

ÅTalent Assessment and Planning

ÅStrategic Account Programs

ÅSales Compensation

ÅQuota Setting

ÅTechnology Readiness

Our Story: Data-Driven, Creative Problem-Solving for Sales

MICHELLE SEGER
Partner

We are rethinking sales.
SalesGlobe is a data-driven, creative problem-solving firm for sales 
that solves your most important sales challenges.
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The Story on roles

Emergence of hybrid sales

Pre - pandemic, inside 

sales fastest 

growing role

15:1

Å Lower cost of sales

Å 24/7 Support

Å Center of excellence

Pandemic changed 

how people work, 

most salespeople

forced to work 

"inside" their 

homes

Fears:

Å Low Productivity

Å Connections with customers 

and each other

Å pandemic

Higher 

Productivity 

reported é

for now!

is the 

party 

over?

LOVE hate

2. Field sales 

is not dead

3. Inside sales

is in flux1. The emergence      

of the hybrid 

sales Role

Relationship with 

remote work
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The Story on roles

Changing expectations

2. Geographic 

boundaries 

matter less

1. Many offices 

Remain Closed

Changing

Expectations

Customers

Employees

Employers

The war 

for 

talent is 

on!

pay increase 

demands!

EVP Must 

Change!

Building a sales culture 

a top C - Level goal

Incentive 

compensation is 

more important 

than ever!

But it is not

a Panacea

V Field sales is not 

dead

V inside sales is in 

flux

V The evolution 

of the hybrid 

sales Role
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ÅCenter of excellence remains in flux

ÅGeographic boundaries matter less

ÅTalent pool opens up 

Å Higher productivity being reported!

VLead generation and deal 
qualification ɀhigh demand role

VChallenges with onboarding and entry 
level hires

VCreating a career progression is key

ÅNot just entry level
ÅMore aggressive pay mix 

ÅNew skills 
ÅTaking discovery to a new level 
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VNew skills and training required 
Å Virtual selling 
Å New method-problem solving 
Å Outcome based or solution 

selling 

VNot everyone will make the transition 
ÔÏ ÈÙÂÒÉÄ ÉÆ ÔÈÁÔȭÓ ÙÏÕÒ ÓÔÒÁÔÅÇÙȦ 

Å In person interaction is required for 
success

ÅGeography could matter more 

ÅCould be best positioned to fill a 
hybrid sales role! 
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VNew skills and training required 
Å Virtual selling 
Å New method-problem solving 
Å Outcome based or solution 

selling 

VNot everyone will make the transition 
ÔÏ ÈÙÂÒÉÄ ÉÆ ÔÈÁÔȭÓ ÙÏÕÒ ÓÔÒÁÔÅÇÙȦ 

Definition: 

Ȱ&ÏÒÍÅÒ ÆÉÅÌÄ ÓÁÌÅÓ ÒÏÌÅ ÔÈÁÔ ×ÉÌÌ ÓÐÅÎÄ 
a significant amount of time virtual, 
with some in-ÐÅÒÓÏÎ ÉÎÔÅÒÁÃÔÉÏÎȱ 

Å Will still meet customers in person

Å 69% of companies plan to hire field 
sales roles over the next 12 months
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Å5 offers for every job applicant today

ÅCompanies begin to hire the best 
sales talent ɀinside sales 

ÅApplicants asking for increases in pay 
20% or more

ÅPushback on geo-differential pay 

ÅCompany pressure to manage 
expenses
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The war for talent and Changing expectations

Å5 offers for every job applicant today

ÅCompanies begin to hire the best 
sales talent ɀinside sales 

ÅApplicants asking for increases in pay 
20% or more

ÅPushback on geo-differential pay 

ÅCompany pressure to manage 
expenses

VPay for performance plans become a 
priority

V#ÏÒÐÏÒÁÔÅ ÓÈÉÆÔ ÔÏ Ȱ! ÓÁÌÅÓ ÃÕÌÔÕÒÅȱ

VMore aggressive pay mix 

VRethinking incentive eligibility
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ÅIncreasing Pay Levels ɀTarget Pay 

ÅMore Aggressive Pay Mix

ÅPlan Thresholds on the Increase 

ÅIndividual AND Team Targets and 
Measures 

ÅPay for Performance Plans


