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SALESGLOBE@

Our Story: DataDriven, Creative Probler$olving for Sales

We are rethinking sales.
SalesGlobe is a datdriven, creative problemsolving firm for sales
that solvesyour most important sales challenges.

A Goto-Market
A sales Organization Design

A Sales Capacity and Goal Design

A Talent Assessment and Planning

MICHELLE SEGER A Strategic Account Programs
Partner

A Sales Compensation
A Quota Setting

A Technology Readiness
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The Story on roles
Emergence of hybrid sales

Pandemic changed
how people work,
most salespeople
forced to work
“inside"  their
homes

I

Pre -pandemic, inside
sales fastest 3
growing role
15:1 @(@

A Low Productivity

A Connections with customers

A Lower cost of sales and each other

A 24/7 Support

A Center of excellence A pandemic

© 2021 SalesGlobe

@salesglobe

Relationship with
4 remote work
LOVE hate

Higher
Productivity
reported é
for now!

5 3. Inside sales

1. The emergence is in flux

of the hybrid 2. Field sales Q 4
sales Role is not dead A
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sales Role
Field sales is not
dead

? ? inside sales is in
flux

cog O The evolution
0 A of the hybrid
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The Story on roles

Changing expectations

Changing
Expectations
v/ Customers
v/ Employees
v/ Employers
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1. Many offices \.
Remain Closed

2. Geographic

boundaries
EVP Must The war
matter less Change!
for
talent is

on!

@salesglobe

Building a sales culture
atopC

- Level goal

Incentive
compensation is
more important
than ever!

pay increase
demands!

But'itsis not
a Panacea
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THE SALES ROLES OF THE FUTURE

7

INSIDE SALES
ROLE

A Center of excellence remains in flux
A Geographic boundaries matter less
A Talent pool opens up

A Higher productivity being reported!
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WHAT YOU NEED TO KNOW

V Lead generation and deal
gualification z high demand role

V Challenges with onboarding and entry
level hires

V Creating a career progression is key

A Not just entry level
A More aggressive pay mix

A New skills
A Taking discovery to a new level
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THE SALES ROLES OF THE FUTURE

@ FIELD SALES
ROLE

A In person interaction is required for
success

A Geography could matter more

A Could be best positioned to fill a
hybrid sales role!
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WHAT YOU NEED TO KNOW

V New skills and training required
A Virtual selling
A New method-problem solving
A Outcome based or solution
selling

V Not everyone will make the transition
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THE SALES ROLES OF THE FUTURE

ES

AN O THE HYBRID WHAT YOU NEED TO KNOW
O [ oALES ROLE V New skills and training required

i g A Virtual selling

Definition: A New method- problem solving

A Outcome based or solution
O&i OI A0 AEAI A OAI AO OT 1 A OEEWIXEI 1 OPAT A

a significant amount of time virtual, _ N
withsomeinBAOOT 1 ET OAOAABET 1 \é Not everyone will make the transition
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A Will still meet customers in person

A 69% of companies plan to hire field
sales roles over the next 12 months
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THE WAR FOR TALENT AND CHANGING EXPECTATIONS

CHALLENGES

A 5 offers for every job applicant today A Pushback on gedlifferential pay

A Companies begin to hire the best

e A Company pressure to manage
sales talentz inside sales pany p g

expenses

A Applicants asking for increases in pay
20% or more
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The war for talent and Changing expectations

CHALLENGES
A 5 offers for every job applicant today

A Companies begin to hire the best
sales talentz inside sales

A Applicants asking for increases in pay
20% or more

A Pushback on gedlifferential pay

A Company pressure to manage
eXpenses
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HIGHER PAY

DEMANDS/
RESPONSES

V Pay for performance plans become a
priority

V#l OBl OAOA OEEAZO Oi
V More aggressive pay mix

%

EvP musr
CHANGE!

V Rethinking incentive eligibility



SALESGLOBE@

CHANGES THAT WILL IMPACT COMPENSATION

EMERGING AND CHANGING
ROLES

BULDING A SALES CULTURE

e AN e el s
SETTING CHALLENGES

Objectives & Measures &
Quotas Priorities
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CHANGES TO INCENTIVE COMPENSATION

A Increasing Pay Levelg Target Pay
A More Aggressive Pay Mix
A Plan Thresholds on the Increase

A Individual AND Team Targets and
Measures

A Pay for Performance Plans

C-Level Goals
& Sales Roles

Objectives &
Quotas
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Performance
Threshold

Measures &
Priorities
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