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Profile: Account Management/Territory Management

We have proposed two basic concepts for the sales incentive design:

Account Management Territory Management

Definition • Assigned large accounts
• Focus on increasing volume and share of 

wallet
• Develop stronger relationships with multiple 

client contacts

• Assigned territory
• Focus on pipeline and number of 

opportunities
• Add more new clients

Market 
Characteristics

• Large client and large projects
• Solution selling
• Requiring broader understanding of the client

• More transactions
• Value/benefit selling
• Market segmentation critical

Incentive design • Targeted bonus
• Established goal
• Longer payout period – quarterly to annual

• Commission
• Quota based – goals matter less
• Payout period quarterly

Pros • Better ability to reflect strategy
• Support value-added solutions

• Clear link between pay and performance
• Simple mechanics

Cons • Doesn’t always “fire up” sales people • Generally more costly
• Difficult to differentiate for growth, new 

products, etc.
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Outside sales reps are typically more expensive
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Success Profile Summary

KEY ACCOUNTS 
MANAGEMENT / 

BUSINESS 
DEVELOPMENT IV

SALES 
REPRESENTATIVE V TELESALES I

TOP 3 
RESPONSIBILITIES

Marketing
Client & Customer 
Management (External)

Client & Customer Management 
(External)

Needs Assessment Sales Marketing
Product & Solution Development Marketing Needs Assessment

TOP BEHAVIORAL 
COMPETENCIES

Manages complexity 3 Customer focus 4 Customer focus 2
Drives results 3 Drives results 3 Ensures accountability 1
Customer focus 3 Plans and aligns 3 Manages complexity 1

TOP TRAITS
Confidence 6 Focus 6 Focus 7
Striving 6 Optimism 6 Humility 6
Optimism 6 Trust 6 Trust 6

TOP DRIVERS
Collaboration 7 Structure 6 Structure 8
Challenge 6 Collaboration 6 Challenge 6
Power 6 Challenge 6 Independence 5
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Inside sales teams are often evaluated on a mix or result and 
activity metrics; all approaches have their drawbacks

IS teams are often measured monthly. But companies should carefully weigh the benefits of recency with the drawbacks of 
paying on random fluctuation. 
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Managers try to understand the 
exempt vs. non-exempt status of their 
inside sales team
 Non-exempt employees are entitled to 

overtime and exempt employees are not
 Under federal law, the inside sales exemption 

applies only to employees who:
− Earn more than 150% of the minimum wage
− Derive more than 50% of their income from 

commission, and
− Work in the “retail and service industry”

 Culture- does this result in a culture clash if 
an organization has both field and inside 
sales that carry significant quota but are paid 
differently?

 Competitive hiring- If a great rep is looking at 
two positions hourly vs. salary, they tend to 
chose salary. Does hourly carry a stigma?

 Overtime- Non-exempt requires the payment 
of overtime, how is this calculated through 
time system? What about remote workers? 
Are they considered exempt?

 Flexibility- Many organization offer flex time of 
you meet your quotas such as bonus 
vacation time. For example if you work 70 
hours one week and none the next, what 
does that do to the equation?

Inside Sales & the Exempt vs. Non-exempt

Non-exempt by-products
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Key Accountabilities

Outside Sales Inside Sales

Territory
Management

Route planning
Visibility to the client

More outbound than inbound
Locate leads and opportunities 
to pass on

Account 
Management

Account planning
Team building
Solution selling
Growth and share of wallet

Often inbound, some outbound
Upsell and service focus
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Who Owns the Client?

Outside Sales Inside Sales

Inside Sales Technical
Fulfillment
“Boots on the ground”

Account planning – frequently 
National or Key

Outside Sales Account planning
Team building
Solution selling
Growth and share of wallet

Often inbound, some outbound
Upsell and service focus
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Map the roles in business development

Identification Acquisition Delivery

Pipeline

Opportunity

Upsell/ 
Consulting
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Segmentation for Inside Sales and Outside Sales

2015 Heat ..

Rewards Level Revised  /  Account Retention
Participating

Other Retained
Silver

Other Retained
Sterling Silver

Other Retained
Gold
Other

Platinum
Other

Grand Total

200000

150000

100000

70000

40000

30000

20000

10000

0

Grand Total

5
2

132,997
0

136,987
0.07

1
1

17,323
0

17,843
0.01

2
2

48,709
0

50,170
0.03

2
1

66,965
0

68,974
0.04

126
20

2,037,566
1

2,098,693
1.08

50
14

264,625
0

272,564
0.14

46
16

640,555
0

659,772
0.34

10
8

248,743
0

256,205
0.13

11
6

382,347
0

393,817
0.20

7
3

352,099
0

362,662
0.19

2
2

149,197
0

153,673
0.08

47
2

1,600,262
1

1,648,270
0.85

9
1

67,703
0

69,734
0.04

12
1

145,822
0

150,197
0.08

2
1

47,745
0

49,178
0.03

11
2

392,358
0

404,129
0.21

7
2

322,825
0

332,510
0.17

1
1

95,626
0

98,495
0.05

5
1

528,183
0

544,028
0.28

299
21

7,957,982
4

8,196,721
4.24

58
19

362,962
0

373,851
0.19

104
20

1,546,223
1

1,592,609
0.82

49
18

1,192,027
1

1,227,787
0.63

31
15

1,087,611
1

1,120,239
0.58

45
14

2,271,431
1

2,339,574
1.21

6
5

486,739
0

501,341
0.26

2
2

214,993
0

221,443
0.11

3
2

502,887
0

517,973
0.27

1
1

293,110
0

301,904
0.16

9
2

611,864
0

630,220
0.33

2
1

57,104
0

58,817
0.03

2
1

128,990
0

132,859
0.07

3
1

216,542
0

223,038
0.12

2
2

209,229
0

215,506
0.11

168
20

8,772,922
5

9,036,110
4.67

9
5

51,597
0

53,145
0.03

23
11

351,260
0

361,798
0.19

33
16

851,051
0

876,582
0.45

24
12

810,645
0

834,965
0.43

45
17

2,385,752
1

2,457,325
1.27

14
9

1,177,738
1

1,213,070
0.63

12
9

1,463,560
1

1,507,467
0.78

4
3

675,303
0

695,562
0.36

4
3

1,006,016
1

1,036,197
0.54

75
19

5,439,423
3

5,602,606
2.90

8
5

141,706
0

145,957
0.08

8
6

205,253
0

211,410
0.11

11
10

392,059
0

403,821
0.21

13
9

682,077
0

702,540
0.36

16
10

1,398,525
1

1,440,481
0.74

14
11

1,675,765
1

1,726,038
0.89

4
3

708,087
0

729,330
0.38

1
1

235,951
0

243,030
0.13

24
4

3,492,553
2

3,597,330
1.86

1
1

3,539
0

3,645
0.00

2
1

29,756
0

30,648
0.02

4
1

89,840
0

92,535
0.05

6
1

217,877
0

224,414
0.12

7
2

371,342
0

382,482
0.20

2
2

168,226
0

173,273
0.09

2
2

2,611,973
1

2,690,332
1.39

753
21

30,045,571
16

30,946,938
16.00

127
20

750,426
0

772,939
0.40

196
21

2,872,645
1

2,958,824
1.53

110
21

2,740,471
1

2,822,685
1.46

96
19

3,349,863
2

3,450,358
1.78

126
21

6,514,517
3

6,709,952
3.47

44
18

3,692,592
2

3,803,370
1.97

35
15

4,091,729
2

4,214,481
2.18

11
7

1,886,277
1

1,942,865
1.00

8
6

4,147,051
2

4,271,463
2.21

                                  
                                     

                                    
       

2015 Heat ..

Rewards Level Revised  /  Account Retention
Participating

Other Retained
Silver

Other Retained
Sterling Silver

Other Retained
Gold
Other

Platinum
Other

Grand Total

200000

150000

100000

70000

40000

30000

20000

10000

0

Grand Total

5
2

132,997
0

136,987
0.07

1
1

17,323
0

17,843
0.01

2
2

48,709
0

50,170
0.03

2
1

66,965
0

68,974
0.04

2
2

149,197
0

153,673
0.08

2
2

149,197
0

153,673
0.08

47
2

1,600,262
1

1,648,270
0.85

9
1

67,703
0

69,734
0.04

12
1

145,822
0

150,197
0.08

2
1

47,745
0

49,178
0.03

11
2

392,358
0

404,129
0.21

7
2

322,825
0

332,510
0.17

1
1

95,626
0

98,495
0.05

5
1

528,183
0

544,028
0.28

106
19

4,961,186
3

5,110,022
2.64

49
18

1,192,027
1

1,227,787
0.63

45
14

2,271,431
1

2,339,574
1.21

6
5

486,739
0

501,341
0.26

2
2

214,993
0

221,443
0.11

3
2

502,887
0

517,973
0.27

1
1

293,110
0

301,904
0.16

9
2

611,864
0

630,220
0.33

2
1

57,104
0

58,817
0.03

2
1

128,990
0

132,859
0.07

3
1

216,542
0

223,038
0.12

2
2

209,229
0

215,506
0.11

159
20

8,721,325
5

8,982,965
4.64

23
11

351,260
0

361,798
0.19

33
16

851,051
0

876,582
0.45

24
12

810,645
0

834,965
0.43

45
17

2,385,752
1

2,457,325
1.27

14
9

1,177,738
1

1,213,070
0.63

12
9

1,463,560
1

1,507,467
0.78

4
3

675,303
0

695,562
0.36

4
3

1,006,016
1

1,036,197
0.54

75
19

5,439,423
3

5,602,606
2.90

8
5

141,706
0

145,957
0.08

8
6

205,253
0

211,410
0.11

11
10

392,059
0

403,821
0.21

13
9

682,077
0

702,540
0.36

16
10

1,398,525
1

1,440,481
0.74

14
11

1,675,765
1

1,726,038
0.89

4
3

708,087
0

729,330
0.38

1
1

235,951
0

243,030
0.13

24
4

3,492,553
2

3,597,330
1.86

1
1

3,539
0

3,645
0.00

2
1

29,756
0

30,648
0.02

4
1

89,840
0

92,535
0.05

6
1

217,877
0

224,414
0.12

7
2

371,342
0

382,482
0.20

2
2

168,226
0

173,273
0.09

2
2

2,611,973
1

2,690,332
1.39

427
21

25,108,809
13

25,862,073
13.37

10
1

71,242
0

73,379
0.04

46
15

685,867
0

706,443
0.37

100
21

2,491,728
1

2,566,480
1.33

54
16

1,879,905
1

1,936,302
1.00

119
21

6,162,418
3

6,347,290
3.28

44
18

3,692,592
2

3,803,370
1.97

35
15

4,091,729
2

4,214,481
2.18

11
7

1,886,277
1

1,942,865
1.00

8
6

4,147,051
2

4,271,463
2.21

                                  
                                     

                                    
                         

Current Market 
Segmentation

Re-Allocated
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Inside Sales can be the bigger job

1. Territory Rep

2. Inside Seller

3. Growth Seller

4. Business Development Manager

5. Product Marketing

Farmer

Inside 
Sales

Terr.
Rep

BDM

Product 
Marketing

Growth 
Seller
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