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Motivate Saas Sales Teams and
Accelerate Revenue




Agenda

« About Xactly

» Best Practices for Motivating & Compensating
Saas Sales Teams
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About Xactly

Leader in on-demand sales
performance management

Target companies with 5,000 or
fewer payees

Focused on automating key
business processes for finance
and sales

World-class management team
with 35+ years of combined
domain experience

Pioneering a New

Managing $2 billion+ in

compensation Paradigm in Automating
Significant customer and partner Sales Performance.
traction
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Experiencing the Benefits

More than 200 Customers
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2008 - 2009 Awards & Recognition
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Automating the Process of Compensation

On-Demand HR/Payroll
Hosted Repository Processing

ORACLE
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+ Sales Compensation
Analytics

* Product Profitability
Analytics

+ Customer Analytics

- Sales Performance
Analytics .
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On-Demand Sales Performance

Management
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On-Demand Sales Performance

Management

xactly incent
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Post-Sales
Business
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On-Demand Sales Performance Management

‘ ORACLE
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Reporting
& Analytics

Post-Sales
Business
Data

~ InfoNow

Workflow
Rewards &

Incentives

Forecast/
Planning

Price click. done.
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xactlyquota & territory

xactly rewards

xactly credit assignment

xactly a1 m_vwﬂ 1CS

xactiydata management
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Best-of-Breed On-Demand Sales

Compensation Management

« Award-winning product

xactly Incent

xctyincent £ A e  Intuitive compensation plan
T S — design, iImplementation and
maintenance

Flexible, rules-based
compensation engine

\ojo8j07

« Real-tfime visibility into incentive
compensation plans:
commissions, bonuses, draws,
SPIFs

« Real-time “what if"
calculations

« Web-based reporting for the
entire organization

exchang » Plan Document and
(et 39 Certification Letter
configuration, roufing and
tracking
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Sales Compensation Challenges for Saas

Companies

Paradigm is a subscription model

Renewals are the lifeblood of the business

The key metric is Annual Recurring
Revenue

No SaaSl vendor is an island

Customer success is THE paramount issue
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Subscription Model Challenges &

Approaches

Paradigm is a subscription model

+ How do you pay and keep reps motivated?

* Multi-year contracts
- Pay on annual contract and anniversary date

- Must have ability to clawback if customer cancels
a multi-year dedl

» Two tfeams:
- Customer acquisition and customer renewal
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Subscription Model Approaches

xactlyrewards setup telp-Logeut (A PEXCHANEE (oot Rowords v ||

Get Creative

« Use Non-cash Rewards:

¥actly Rewards 15 @ comprehensive
non-cash rewards solution to help

Introd Xa ly Reward
. ucmg ety ewﬁf : Pay on annual contract

ferm & value

sales, marketing, and call centers
motivate and reward behavior
through innovative contests, o
programs, and special pe'ﬁ:rman\:e e
incentive funds (SPIFs). —
Xactly Rewards features the ety
greatest selection of value-oriented |-
tangible reward offerings for g
immediate selection and
redemption.
= Merchandise
vaei and Leisure W e
porting Events, Concerts, Shows |
Mvenbure Par.kags

SPIF on multi-year
confracts

SPIF on discount rates

LEARN HOW YOU CAN TAKE ADVANTAGE
OF XACTLY REWARDS TODAY.

Watch Xactly is for Closers |

SPIF on add-on sales
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Up-sell-Cross-sell—Referral and Team

Incentives: “Drive More Wallet Share”
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Home Mortgage

g Savings Account

Checking Account
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Renewals are the Lifeblood

of the Business

Fima (L 0 oy :
i Renewal :’*Sﬁ

Company Confidential

Renewals are the lifeblood of the business

* You must earn your customer’s business
every single year

e Separate responsibility of renewals from
new business

* Reward your customers for referrals
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The Key Metric is Annual Recurring

Revenue

ﬁ The key metric is ARR
-_ 3

e Challenge is revenue recognition

— 3-year deal can only be recognized 1/36

— Determine what your ideal annual contract
value is

— Must get innovative with compensation
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Company Confidential Incent right. Sell more.~



No Saal Vendor is an Island

Company Confidential

No SaaSl vendor is an island

e Build the right ecosystem for the long-term
e Compensate based on mutual referrals

* Do the integration to enhance the user
experience
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Integration with Leading

On-Demand CRM Apps

- Opportunity: Acme - 1,200 Wi Moila Firefox Start Page = -
e - Setup - Help & Training - Logout exchange E]
xactlylNCENT P
(‘Home | About Xactly Incent | Tncen |
Search ) 2
Search Al > « Back to List: Opportunities
o Actiufies D1 | Actiity Hstory D1 | Cortsct Roles 1 | Partners 101 | Compsttors [ | Proucts (Standsrd Price oo 131 |
Hotes & Attachmerts b1 | Stace History (10
CLimitto items | own
opport
Acvanced Search... @ xc:ctly" Estimated Incentives for Opportunity: Acrme - 1,200 Widgets
—
fcreatevew.. [~ |
Estimated Totals
Recent Items _. Borus $0.00 -y '] -y T
@) Acme- 1,200 Widgets 2 o § Commission $103.75 = i H
) salesforce.com- 2,000 Grand Total $103.75 i W - .
WWidgets Current Attarment Hew Attanment
<) Olabal Media - 400 Widgets - =
) CEEIRAIIMEE o | Product Quantity Price  Description Bonus  Commission c 55 O
() Acme - 200 Widgets
20P Cable Set 250 75.0 Cable sets $00 $50.0
Universal Router 10 250000 multiple sale discount given $0.0 $500
@ Recycle Bin Platinum Plan 10 250000 multiple sale discount given $0.0 $375
Created By  Admin User, 3/10/2007 11:08 PM Last Modified By  Larry Aaron, 9/14/2007 12:05 AM
g
Open activities Open Actviies tieln @
Mo recors to cispiay
Activity History oo 2 can | riail rerge | activey istory telp @)

Narecords to dispiay

ORACLE siebel CRM Gn Demand

) Search ) Home | 1] Calendar | 7 Leads | 7] Accounts

Customer Care | Training | Admn | My Setup | Deleted Items | Help | Sign Out

Contacts | {1 Opportunities |, Service | % Reports| % |

-] Create.
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Welcome Barry White - Help = Sup

Rewards
Oppackurity

a
L servce Rsauest | Crearzoar = ] Ol ] viespn
a; . = Incentive Compensation Statement Created: Fri O¢t 05 14:39:38 POT 20
Taik Region: WA East Company: Universal Tech 1
= Recently Viewed Currency:USD Manager: David Stillwell (1003
Salary: 20,000.00 USD OTE: 90,000.00 USD Personal_Contact Number: (972) 555-1315
B 1000 m13sGraphes ...

3 Favorite Records = YEAR-2007 Incentive Plan Summary
NEAR ment] | Actual Y10 summary
w| EAVMENT (USD)

0
‘Quota:Hardware Revenue Quota 2007

1 ncentive Target UsD B Pryments s
2000

1 Favorite Lists.

(@ =F:\el M4 PARTNER

BrAw (USD)
ATTAINMENT ()

= Incentive Results
Your Payments

Total Pending (USD)

.00

JAN-2007 FEB-2007, MAR-2007
200 000

Total Released (USO)

SETIEL 17,861.48 6,165.72 .00 0.
Quiota Attainments

JAN-2007  FEB-2007  MAR-2007 QTR-1-2007 < QVR-2-2007 . QTR-3-2007 | QTR-4-2007
Hardware Revenue Quota 2007 (USD) 12500000 12500000 135,000.00  375,000,00 37500000  450,000.00  450,000.0
Hardware Revenue Guata 2007 Credt (USD) 68,0000 79,120.00 12684500  274.765.00  259,309.78 0.0 (X
<

>
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Customer Success Is

THE Paramount Issue
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Customer success is THE Paramount issue

* Must have a dedicated customer
success team

* The power shift has moved to the
advantage of the buyer

e Saal vendors must focus on renewals
separate from sales
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Saal Customers & Lessons Learned

. sdlesjorece.conm
Focus is Customer (Bypccess On Demand”
Success

- Hire ‘farmers’ to plant seeds
to up-sell and cross-sell

1}‘*(. SUCCESSFACTORS
- Ferformance & Talent Management

- Quantifying contract RIGHT
value for commission NOW
payments

» Holding & releasing Cencur
payments based on LRI

contract terms

M

BIGMACHINES®

=, OpSource

The Business of Web Operations
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Sales Performance Center of Excellence

www.spmcoe.com

*A proven SPM implementation S 9 6F
methodology EXCELLENCE

HOME COMMUNITY RESEARCH & BENCHMARKS RESOURCES

User Login
If\r‘nu are already 3
Please enter your user |

*Sales performance
management best practices

sIndustry benchmarking
services

«Community, collaboration, _ :
o SPM Rapid Deployment Methodology Guide
neiworkl n g Unlock the secrets of a successful SPM project. You finally have the Sales Perfor- Lmdm'

mance Management tool you have always been wanting. Now, how do you get it set
up fast, efficiently and effectively because your CS0 wants' it done yesterday.

.s PM Kn OWIed g ebase This guide will help you lay out your implementation strategy to quickly and effec-

tively deliver a SaaS SPM Solution by leveraging solid rapid deployment methodolo- Turn That Frown Upside Down
gies and best practices in SPM... By Chnistopher W. Cabrera
Difficult though it may be, 1've been looking

b ReUSq ble leam miore for reasons to stay optimistic amidst the

avalanche of negative news about the

assets: compensation e
. W downioad file
structures and rules, business etoral Sesoicn = Part 11

Scenarios, iem pques By Christopher W. Cabrera

I'm sure everyone has seen the coverage a

Dreamforce 2008

Dreamforce couldn't come a minute too soon. None of us can contral the economy,

major oil company received recently when
they announced a quarterly profit of nearly

but all of us want to win every deal and keep every customer. That's what the Dream- 417 BILLION. ..

force experience is all about: customers like you who are ready to succeed in any
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Call or visit our web site

o learn more:

hitp://www .xactlycorp.com
1-866-GO-XACITLY




