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Summary

Make commissions your #1 sales
performance and motivation lever

A. Better understandingof the commission plan p.2
B. Real-time visibility: a motivating catalyst p.4
C. Building effective commission plans p.6
D. Dynamic animation of the commission plan p.8
E. Appealing UX: A key factor for adoption p.9
F. Integrated sales challenge: An additional commitment driver p.10

Save a considerable amount
of time to devote 100%
to your business

A. Automated commission calculation p13
B. Commission data just a few clicks away p.14
C. Quick configuration and modification of commission plans p.15
D. Scalable commission plans a few clicks away p.16
E. Error and conflict prevention p17
F. Feedback system for quick problem resolution p.18
G. Reliable commissions: More time for business p19
H. Simplified commission validation and payment process p.20

100% reliable commissions
for total sales team trust

A. CRM integration for reliable, real-time data p.23
B. Removing human errors through automation p.24
C. Automated verification of calculation formulas p.25

D. Total transparency for self-testing p.26
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Summary

Retaining top Sales talent

A. Building lasting trust p.28
B. Personalized support and follow-up p.29
C. Providing the best tools for success p.30
D. Creating commitment with sales challenges p.31
Align the Sales team

with the Operations, Finance
and HR teams

A. Easy in-app exchanges and comments p.33
B. Complete visibility of the commission process p.34
C. Visibility and transparency for improved collaboration p.35

The final word... 0.37



=» Introduction

In the competitive world
of sales, companies are
looking for ways to
optimize their sales
teams’ performance.
According to a study by
The Bridge Group, 65% of
B2B companies state that
sales team productivity is
their number 1 challenge.

qobral

Among the many levers available,
commissions stand out as one of the most
effective tools for stimulating sales
motivation and commitment. However,
simply offering commissions is not enough
to guarantee success. Today, it's essential
to switch from Excel or Google Sheet to a
commission tool to exploit their full
potential!

To understand this, Qobra's teams went to
meet many Heads of Sales, experts
involved in the design and management of
commissions within prestigious companies
such as Spendesk, Hosman, Pennylane,
Welcome to the Jungle, Partoo, Glady, and
many others. Their experience and
feedback provide us with valuable insight
into the positive impact of switching from
Excel or Google Sheet to a commissioning
tool for sales teams.



https://www.qobra.co/blog/excel-calculate-commissions
https://www.qobra.co/blog/excel-calculate-commissions
https://www.qobra.co/customer/spendesk
https://www.qobra.co/customer/hosman
https://www.qobra.co/customer/pennylane
https://www.qobra.co/customer/welcome-to-the-jungle
https://www.qobra.co/customer/partoo
https://www.qobra.co/customer/glady
https://www.qobra.co/blog/checklist-steps-to-building-a-high-performance-sales-team
https://www.qobra.co/blog/checklist-steps-to-building-a-high-performance-sales-team
https://www.bridgegroupinc.com/
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Better understanding
of the commission plan

KEY FIGURE

; /o The complexity of commission plans can
sometimes be an obstacle to sales

motivation. By providing an at-a-glance
detailed analysis of commission formulas
and performance criteria, commission

According to a Quotapath and

Global Surveyz survey, 77% of .
— ] tools give sales reps a better
commission managers say their nde:

understanding of compensation

sales reps find it difficult to mechanisms and encourage them to adopt
understand their compensation behaviors aligned with company objectives.
plans.

This helps boost sales staff's confidence in
the compensation system, and motivates
them to make extra efforts to achieve their
objectives.
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https://www.qobra.co/blog/top-sales-commission-tools
https://www.qobra.co/blog/top-sales-commission-tools
https://www.quotapath.com/blog/new-sales-compensation-trends-report/
https://www.quotapath.com/blog/new-sales-compensation-trends-report/
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Yelcome
tothejungle

4 Qobra allows us to make the
subject of variable more transparent
and intelligible for teams.”

Pierre-Gaél Pasquiou

Chief Sales Officer
at Welcome to the Jungle

QPretto |

4 sitting down with the sales rep
to explain how his commissions
work on Excel, today, | don't need to
do that anymore."

Barthélémy Morin
Head of Sales at Pretto

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 3
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qobrat

Real-time visibility:
A motivating catalyst

KEY FIGURE

2%

According to Palette’s study The

state of sales compensation, 32%

of sales reps have real-time
visibility of their commissions, and
know exactly how much they will
earn after a deal.

Sales rep

Compensation history

Payment breakdown

£46,000,00 (25 %)

@ United Kingdom

France

£84,000

of payment

DoDo>PEOSH IO

Germany

Italy

£5,673,00
£4,958,00
£4,656,00
£4,226,00
£3,812,00
£3,430,00
£3,104,00
£2,717,00
£2,09,00
£1,937,00
£1,667,00
£1,404,00

£1,205,00

November >

£415 000,00 of payment

Statement ™ 10 validate

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

One of the main advantages of commission
tools is the real-time visibility they offer
sales reps. Unlike traditional commission
calculation systems (Excel, Google Sheet),
which are often opaque and subject to
processing delays, these tools enable sales
reps to track their progress on a daily basis.
This increased transparency is a powerful
motivator, as it enables sales reps to see
directly the impact of their actions on their
remuneration!

This permanent clarity enables sales reps to
set themselves concrete, measurable
objectives, thus fostering their commitment
and determination to achieve their goals.


https://www.palettehq.com/blog/the-state-of-sales-compensation-2023
https://www.palettehq.com/blog/the-state-of-sales-compensation-2023
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% .,:-"'I,—_
@ pennylane o L/

i t's crazy, a Sales person can
literally log on to Qobra every day,
see if they've unlocked their
commission gas pedal, the impact
it's having on their variable and so it
goes a long way to having teams
that are super motivated on a daily
basis."

Thibault Lemaitre
Sales Manager chez Pennylane

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

€ spendesk

fid Over the year 2022, we're
averaging 123% individual
performance, and Qobra is part of
one of the links that brings that
motivation and makes us perform
on a daily basis.”

Clémentine Platel-Paris
Head of Sales Southern Europe
chez Spendesk

qobrat
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Building effective
commission plans

KEY FIGURE

61,9%

According to a Qobra & Modjo
study on variable compensation in

France, 61.9% of employees using
commission calculation and
management software exceeded
their targets, compared with just
30.1% of those using Excel or
Google Sheets.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

By analyzing past performance, market
trends and the company's strategic
objectives, Qobra makes it possible to
define optimal compensation structures
that motivate sales reps to meet and
exceed their targets.

Thanks to detailed data analysis, Qobra
identifies the most effective motivational
levers for each team, enabling commission
plans to be tailored to individual needs. This
tailor-made approach, impossible with
traditional spreadsheets, helps maximize
sales force engagement and optimize sales
performance for the company as a whole.


https://25927705.fs1.hubspotusercontent-eu1.net/hubfs/25927705/%C3%89tude%20sur%20la%20r%C3%A9mun%C3%A9ration%20variable%20en%20France.pdf?utm_source=blog_qobra&utm_medium=article&utm_campaign=benchmark_blog_qobra
https://25927705.fs1.hubspotusercontent-eu1.net/hubfs/25927705/%C3%89tude%20sur%20la%20r%C3%A9mun%C3%A9ration%20variable%20en%20France.pdf?utm_source=blog_qobra&utm_medium=article&utm_campaign=benchmark_blog_qobra
https://25927705.fs1.hubspotusercontent-eu1.net/hubfs/25927705/%C3%89tude%20sur%20la%20r%C3%A9mun%C3%A9ration%20variable%20en%20France.pdf?utm_source=blog_qobra&utm_medium=article&utm_campaign=benchmark_blog_qobra

1. MAKE COMMISSIONS YOUR #1 SALES PERFORMANCE AND MOTIVATION LEVER

Some commissioning tools, such as Qobra,
go beyond automating commission
calculations. In fact, their capabilities
enable companies to build effective
commission plans through in-depth analysis
and efficient data processing.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

@ rayFit

fid t's not just a tool for
salespeople, it's also for managers
since it's a performance monitoring
tool that's incredible. It allows
managers, on a daily basis, to go
out and challenge their Sales
people and push them to perform."

Clément Paul
Sales Director chez Payfit

qobrat
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Dynamic animation
of the commission plan

In addition to calculating and managing

commission plans, a tool such as Qobra

offers companies the possibility of €5 spendesk
dynamically animating their plans through
personalized, interactive communication.
Sales reps are regularly informed of the
evolution of their commissions, their
ranking in relation to their colleagues, and quite interesting since it boosts
current sales challenges. motivation in real time, our Sales

people are quite fond of that."

il The gamification aspect, with
integration on Slack or by e-mail is

This regular transparency and recognition
boosts saleg mgtlvat!on and gncourages Clémentine Platel-Paris
them to maintain their commitment over the Head of Sales Southern Europe

long term. chez Spendesk

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 8



1. MAKE COMMISSIONS YOUR #1 SALES PERFORMANCE AND MOTIVATION LEVER

Appealing UX:

qobrat

A key factor for adoption

Unlike traditional solutions such as Excel or
Google Sheet, commissioning tools like
Qobra offer an intuitive and attractive user
interface, which plays a key role in their
adoption by sales reps. With a smooth,
pleasant user experience, these tools
generate interest and commitment from
users, which translates into a high adoption
rate.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

For example, Qobra is one of the
commissioning tools with the highest
adoption rate on the market, with an
average of 3 out of 4 sales reps logging on
to the platform several times a month. For
some companies, the connection rate is
even 100%!

A gamified interface motivates sales reps to
connect regularly, encouraging interaction
with the tool and reinforcing their
commitment to the company's objectives.
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Integrated sales challenge:
An additional
commitment driver

{_ Eric Haillet

1200,00 €

Yo g

L%

.
= & seloger JN A’.
y

Marilyn George  Kierra Workman ~ Cristofer Ekstrom

i Qobra's challenge functionality
enables sales reps to challenge
each other, which creates

As discussed in a white paper on sales emulation. It's a real additional
challenges, these are proven tools for motivational lever!"

boosting the motivation and performance of

sales teams. Integrated with commissioning QuentinBourdsix

tools, these challenges become even more Sales Ops Manager chez SeLoger

effective by enabling sales reps to track in
real time their positioning in relation to set
targets and the performance of their
colleagues.

This feature, praised by many Qobra
customers, contributes to creating a
dynamic and competitive working
environment, conducive to achieving sales
targets.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 10


https://marketing.qobra.co/spiff-and-sales-challenge-the-ultimate-playbook
https://marketing.qobra.co/spiff-and-sales-challenge-the-ultimate-playbook
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Sales rep
Compensation history ’1’ £5673.00
; 8 £4,958,00
!
4 £4,656,00
' ® === £4,226,00
o
) & ' £3,812,00
I g - £3,430,00
M ta ‘ & £3,104,00
' £2,717,00
Répartition des commissions (o] - £2,109,00
rance  £46,000,00 (25%) ,'E_
@ United Kingdom P £1,937,00
France
£184,000 e £1,667,00
Nt Y of payment
Italy T [} £1,404,00
ﬁ - £1,205,00
November >
£41 5,000,00 of payment

Statement 13 to validate

Ready to make sales challenges
and commissions
your humber 1 sales
performance lever?

Discover Qobra

Y CoachHub Doclolib  @AGICAP €3 spendesk

Seloger FEIGARO g pennyiane gol celonis

Classifieds



https://www.qobra.co/get-a-demo

qobrat

Save a considerable
amount of time

to devote 100%
to your business
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qobrat

Automated commission

calculation

KEY FIGURE

1%

According to Palette’s study The
state of sales compensation, 71%
of companies have to update
spreadsheets, verify data, manage
version control and perform other
manual commission-related tasks.

Automated commission calculation is one of
the most popular features of commission
management tools. By connecting directly
to the CRM, this tool eliminates the need to
manually retrieve data and process it on
spreadsheets.

This saves Sales Directors and Sales

Managers valuable time, enabling them to
concentrate on higher value-added tasks.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

€ spendesk

fid 'm only going to log on a few
times a month to check that the
integration with Salesforce is
working properly, that the
information being sent automatically
to Qobra is correct. Which is
actually the case, since today it only
takes a few seconds to check and
be sure that at the end of the

month there won't be any
discussions at all."

Clémentine Platel-Paris
Head of Sales Southern Europe
chez Spendesk

13


https://www.palettehq.com/blog/the-state-of-sales-compensation-2023
https://www.palettehq.com/blog/the-state-of-sales-compensation-2023
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Commission data just
a few clicks away

Commissioning tools offer unprecedented & T
accessibility to commissioning data, giving ‘
sales managers easy access to relevant @ PayFit
information with just a few clicks. Whether
viewing the performance of a team, a
salesperson or a specific deal, data is
available in real time, enabling informed
decisions to be made quickly and for all teams on a single tool.”
efficiently.

i Qobra makes it possible to
centralize all compensation models

Clément Paul
Sales Director chez Payfit

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 14



2. SAVE A CONSIDERABLE AMOUNT OF TIME TO DEVOTE 100% TO YOUR BUSINESS qobral

Quick configuration and
modification of commission
plans

150 VARIABLES

,qobrn" q « Name Target Achievement
Total MRR
o s SUM of MRR
© Ad SUM of Churn
ey Setting up or modifying a commission plan
P Integrations can sometimes be time-consuming and
resource-intensive.
[ D [ e

To remedy this, some platforms like Qobra
have developed no-code commission plan
editors, which now make it a simple, quick
task that can be carried out by any Sales
Manager.

In just a few minutes, Sales Managers can
define or modify commission rules,
beneficiaries, payment frequency and much
more, without having to invest hours in
tedious processes.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 15


https://www.qobra.co/blog/when-change-sales-commission-plan

2. SAVE A CONSIDERABLE AMOUNT OF TIME TO DEVOTE 100% TO YOUR BUSINESS qobrat

Scalable commission plans
a few clicks away

Managing commission plans can be a major
challenge for sales managers, especially in
dynamic environments where objectives
and organizational structures change
rapidly.

Unlike spreadsheets, commissioning tools
make any commission plan scalable in just
a few clicks, offering unrivalled flexibility to
adapt to market and company changes!

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 16


https://www.qobra.co/blog/sales-commission-mistakes-to-avoid

2. SAVE A CONSIDERABLE AMOUNT OF TIME TO DEVOTE 100% TO YOUR BUSINESS

Error and conflict
prevention

Reducing commission calculation errors is a
major benefit of commissioning tools,
contributing to the peace of mind of Sales
Directors, Sales Managers and Salespeople
themselves.

By avoiding remuneration errors, a major
problem with traditional solutions (Excel,
Google Sheet), commissioning tools also
eliminate the need to go back and forth
with different stakeholders to resolve
issues. The transparency and real-time
visibility offered by platforms like Qobra on
the operation of the commission plan and
on current and past individual commissions
reduces questions and queries.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

qobrat

(s
® parteo ‘ ’

il When a Sales person has
questions about his or her
commissioning, instead of him or
her and me taking time, the visibility
we have on Qobra means we can
get an answer almost
instantaneously."

Guillaume Call
Directeur Commercial chez Partoo

17
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Feedback system
for quick problem resolution

el
Lok

Some of the tools on the market, such as A\“""
Qobra, offer sales reps a feedback system :
directly on commissions, enabling them to hosman ‘
quickly identify those responsible in the
event of an error, and to resolve problems
in just a few minutes.This feature enhances
transparency and communication within the
sales team, while reducing the time needed
to resolve commission-related issues. slightest error, there's a chat in
Qobra too, which allows us to
quickly comment on the error if it
happens, but in any case, it's much

‘ less the case than before."

i Qobra allows us to see exactly
which commission corresponds to
which property, and if at the

Anatole Oger
Sales Manager chez Hosman

arJo

il There's the possibility of
creating a personalized message
with each sales rep to get more
information on this or that amount.
This greatly facilitates dialogue."

Adrien Petit
Directeur des Ventes chez Arjo

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 18
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Reliable commissions:
more time for business

KEY FIGURE

The transparency offered by commission
o tools guarantees sales reps that their
o commissions are 100% reliable, so they
don't have to spend hours recalculating

them every month.

According to Salesforce State of On the scale of a company with 50 sales
Sales, sales reps spend only 28% of reps, this represents a considerable time
their week on sales, the rest on saving of around 4 hours per month per
essential but tedious tasks such as sales rep, or around 2,400 extra hours per
data entry, data verification and year that can be devoted to productive
sales activities!

commissions.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 19


https://www.qobra.co/blog/time-saving-sales-commission-tool
https://www.qobra.co/blog/time-saving-sales-commission-tool
https://www.salesforce.com/resources/research-reports/state-of-sales/
https://www.salesforce.com/resources/research-reports/state-of-sales/
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Simplified commission
validation and payment

process

Validating commissions can be a tedious
and time-consuming process, often
requiring back-and-forth between sales
people, managers and HR or finance
departments.

A

arJo

fif There's no risk of errors in
commission calculations, so it
makes it easier to check before
sending to payroll, with only
particularly high or low amounts
attracting our attention and
requiring a quick check."

Adrien Petit
Sales Director at Arjo

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

© pennylane  _f

i 'm pinged directly by the Sales
Operations teams, who ask me to
check that the commission amounts
are the right ones in Qobra. Then, |
only have one click to make and it's
done."

Thibault Lemaitre
Sales Manager at Pennylane

Qobra simplifies this process by automating
the sending of commission slips to payroll,
and enabling quick and easy validation of
amounts by the appropriate managers. This
saves a considerable amount of time and
avoids costly errors when paying sales
staff.

20
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Sales rep
Compensation history ’1’ £5673.00
; 8 £4,958,00
!
4 £4,656,00
) ® == £4,226,00
o —
) <> £3,812,00
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Statement 13 to validate

Ready to make sales challenges
and commissions
your humber 1 sales
performance lever?

Discover Qobra

Y CoachHub Doclolib @AGICAP €3 spendesk

Seloger FEIGARO g pennyiane gol celonis

Classifieds



https://www.qobra.co/get-a-demo

qobrat

100% reliable
commissions
for total sales
team trust




3.100% RELIABLE COMMISSIONS FOR TOTAL SALES TEAM TRUST qobrat

CRM integration for reliable,
real-time data

The integration of commissioning tools with
CRM systems enables sales data to be

retrieved in real time, without the need for seLOger

manual input. This direct connection

ensures that the data used to calculate 4 By using Qobra to calculate our
commissions is always up-to-date and commissions and organize our sales
accurate. Sales managers can therefore challenges, we ensure data

have complete confidence in the figures reliability because we're linked to
presented, knowing that they are based on our CRM in real time."

reliable, up-to-date data.

Théo Manachem
Sales Ops Manager at SelL.oger

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 23



3.100% RELIABLE COMMISSIONS FOR TOTAL SALES TEAM TRUST qobral

Removing human errors
through automation

KEY FIGURE

o Automated commission calculation is one of
the key benefits of commission
, o management tools like Qobra. By

eliminating manual adjustments and
erroneous data entry, these tools
considerably reduce the risk of human
error.

According to a Qobra & Modjo
study on variable pay in France,
46.1% of employees receiving
variable pay have already suffered
at least 1 error in the amount of {

their variable pay.

QA Pretto A .

A commissioning tool follows precise, pre-
integrated calculation rules, and is intended
for pre-selected employees. Ultimately,
automation ensures that every member of
the sales team is remunerated fairly and
accurately, thus reinforcing trust and
satisfaction within the team. Barthélémy Morin
Head of Sales at Pretto

i Qobra completely eliminates
input errors, it's much more
reliable.”

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 24


https://25927705.fs1.hubspotusercontent-eu1.net/hubfs/25927705/%C3%89tude%20sur%20la%20r%C3%A9mun%C3%A9ration%20variable%20en%20France.pdf?utm_source=blog_qobra&utm_medium=article&utm_campaign=benchmark_blog_qobra
https://25927705.fs1.hubspotusercontent-eu1.net/hubfs/25927705/%C3%89tude%20sur%20la%20r%C3%A9mun%C3%A9ration%20variable%20en%20France.pdf?utm_source=blog_qobra&utm_medium=article&utm_campaign=benchmark_blog_qobra

3.100% RELIABLE COMMISSIONS FOR TOTAL SALES TEAM TRUST

qobrat

Automated verification
of calculation formulas

Commission management tools like Qobra
automatically check calculation formulas for
errors and inconsistencies. This feature
ensures that calculations are carried out
accurately and in compliance with
established rules. Sales managers can
therefore rest assured that commissions
are calculated fairly and transparently,
thereby boosting sales teams' confidence in
the compensation system.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

Yelcome
tothejJungle

4 With Qobra, there's no potential
discussion around calculation
errors."

Pierre-Gaél Pasquiou

Chief Sales Officer
at Welcome to the Jungle

25



3.100% RELIABLE COMMISSIONS FOR TOTAL SALES TEAM TRUST qobrat

Total transparency
for self-testing

Unlike traditional spreadsheets, commission

managerr?en.t tools offer total transparency Yelcome
on commission calculations and enable tothejJungle
sales team members to check their own
remuneration. This autonomy in data
verification strengthens sales staff's
confidence in the compensation process,
and reduces potential conflicts linked to and intelligible for teams."
calculation errors. Sales managers can thus

build a climate of trust and collaboration Pierre-Gaél Pasquiou

within their team, fostering motivation and Chief Sales Officer

performance. at Welcome to the Jungle

ffl Qobra allows us to make the
subject of variable more transparent

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL? 26
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4. RETAINING TOP SALES TALENT

Building lasting

trust

As mentioned above, a commission
calculation and management tool
establishes essential reliability and
confidence in one of the most sensitive
subjects for the sales population:
commissions.

With total transparency of information, a
commission tool offers sales staff the
certainty that their remuneration is
calculated accurately and fairly. This
confidence in the remuneration process
strengthens the bond of loyalty between
sales reps and their company.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

qobrat

4\
Yelcome & /
tothejJungle <&l u

i e also believe that talent
needs to have a certain
transparency and alignment from
the teams, and in this sense Qobra
meets our expectations
extraordinarily well."

Adrien Vicard
Head of Sales at Welcome to the Jungle

28



4. RETAINING TOP SALES TALENT

qobrat

Personalized support

and follow-up

Real-time visibility of commissions,
combined with a clear understanding of the
commission plan, means that salespeople
feel fully supported in their work.

Commissioning software enables sales
managers to create clear, measurable
objectives, and salespeople to monitor their
performance on a daily basis. This
proactive approach fosters salespeople's
professional development and reinforces
their sense of belonging to the company.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

8 glady

M Qobra plays a key role in
building loyalty, because when a
new SDR arrives at Glady, we
introduce him or her to the SDR
business and the various
performance indicators. We then
present them with a letter of
objectives. And it's at this point, in
fact, that the SDR can start tracking
his day-to-day performance
indicators directly in Qobra."

Thomas Lepoittevin-Dubost
Head of SDR at Glady

29



4. RETAINING TOP SALES TALENT

qobrat

Providing the best tools

for success

KEY FIGURE

84,2%

According to a Qobra & Modjo

study on variable compensation in
France, 84.2% of employees
satisfied with their variable
compensation model benefit from a
commission calculation and
management tool. Conversely,
45.7% of employees using Excel or
Google Sheets are not satisfied with
their variable compensation model.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

Sales people are attracted to companies
that invest in the best tools to help them
achieve their goals. Platforms like Qobra
provide sales people with the tools they
need to succeed, boosting their motivation
and loyalty to the company.

For example, the regular distribution and
sharing of information via Mail and/or Slack
on objectives achieved and successes,
plays a major role in achieving better results
for sales reps, and therefore better
commissions. Ultimately, this makes the
best salespeople want to stay with a
company where they earn a good living.
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4. RETAINING TOP SALES TALENT qobrat

Creating commitment
with sales challenges

Animating the commission plan with sales
challenges is an effective way of creating
commitment and strengthening cohesion
within sales teams. These stimulating
challenges offer opportunities to
collaborate and surpass one's limits,
reinforcing the feeling of belonging to the
company.

By encouraging positive interaction
between team members, sales challenges
help to create a dynamic and motivating
working environment, encouraging sales
people to stay and invest fully in their work.
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5. ALIGN THE SALES TEAM WITH THE OPERATIONS, FINANCE AND HR TEAMS qobrat

Easy in-app exchanges
and comments

g

"” Blandine Naudé

Activités -

Hey @Carrie Gates

Je viens de vérifier ma rémunération dans Qobra et je pense qu'il
me manque cette opportunité que j'ai gagnée ce mois-ci.
Pourrais-tu jeter un ceil ? Bonus qualitatif

Q Pretto /

Edge Emergency Generator

€ Victor Tourneur
&

i Between the Sales Ops and
Sales teams, it has completely
g, U i qu b a8 ko Saosforcm b 1 veres streamlined exchanges."

apparaitre dans Qobra paie.

) Blandine Naudé

2 e q
Super, tout est bon pour moi ! 5l Your statement has been validated Barthélémy Morin
Au fait, merci pour le bonus qualitatif que tu viens Your statement was validated Meedl ol Gelae el Bt
Open Qobra to see more !
& #YWKJ99G8C Just now

Exceptional Bonus for Ashley !

G @6

Some tools, such as Qobra, offer an
integrated feedback system that enables
sales, operations and finance teams to
communicate easily and at any time on
commission-related topics. Whether it's to
discuss a specific commission, a
commission plan or a particular case, in-
app exchanges guarantee fluid and
efficient communication, contributing to
better collaboration between the different
teams.
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5. ALIGN THE SALES TEAM WITH THE OPERATIONS, FINANCE AND HR TEAMS

Complete visibility
of the commission

process

Thanks to a commissioning tool, from the
collection of sales data to the payment of
commissions, all teams involved benefit
from total visibility of the commissioning
process. This transparency enables sales,
operational and financial teams to follow
every step of the process, from recognition
to final remuneration.

WHY DID +150 SALES LEADERS OPT FOR A COMMISSION TOOL?

(s
® parteo ‘ ’

i Qobra provides visibility almost
from A to Z, from remittance,
recognition to payment."

Guillaume Call
Sales Director at Partoo

qobrat
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5. ALIGN THE SALES TEAM WITH THE OPERATIONS, FINANCE AND HR TEAMS qobrat

Visibility and transparency
for improved collaboration

A

The visibility and transparency offered by a

tool like Qobra makes it easy for sales,

operations and finance teams to find and arJo
distribute commission-related information.

. I . obra allows us to have a
This accessibility reduces potential ifo

conflicts and back-and-forth between common discourse that avoids
different teams, promoting smooth and misunderstandings and therefore
efficient collaboration. By aligning sometimes lengthy exchanges with
objectives and processes between the the teams concerned.”

various stakeholders, Qobra contributes to

strengthening cohesion and overall Adrien Petit

company performance. Sales Director at Arjo
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5. ALIGN THE SALES TEAM WITH THE OPERATIONS, FINANCE AND HR TEAMS qobrat

Sales rep
Compensation history ’1’ £5673.00
; 8 £4,958,00
!
£ £4,656,00
) ® == £4,226,00
o —
) <> £3,812,00
I P - £3,430,00
" ta ‘ & £3,104,00
' £2,717,00
Répartition des commissions (o] - £2,109,00
rance  £46,000,00 (25%) e
@ United Kingdom P £1,937,00
France
£184,000 e £1,667,00
Mot Y of payment
Italy S [} £1,404,00
ﬁ L £1,205,00
November >
£41 5,000,00 of payment

Statement 13 to validate

Ready to make sales challenges
and commissions
your humber 1 sales
performance lever?

Discover Qobra

»CoachHub Doclolib @AGICAP €3 spendesk

Seloger FEIGARO g pennyiane gol celonis

Classifieds



https://www.qobra.co/get-a-demo

=> T he final word...

There's no denying that
commissions play a
crucial role in motivating
sales teams and boosting
their performance.
However, to fully exploit
their potential, it is
imperative to investin a
modern and efficient
commissioning tool.

qobral

Testimonials from over 150 sales managers
who have adopted Qobra show that these
tools offer much more than just automated
commission calculation. They provide real-
time visibility, ease of configuration and
unrivalled reliability, enabling companies to
concentrate fully on their core business.

By adopting the right commission tool,
companies can not only boost the
performance of their sales teams, but also
build a climate of trust, encouraging the
retention of top talent. What's more, by
aligning sales teams with operational and
financial teams through greater
transparency, these tools play an essential
role in achieving the company's strategic
objectives.

So, whether you're looking to optimize the
motivation of your sales team, save time so
that you can focus fully on your business, or
reinforce trust within your organization,
investing in a modern commissioning tool is
a wise choice, backed by tangible feedback
and field-proven expertise.
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By taking the time to answer the interviews
conducted by Qobra, our Head of Sales
customers are able to provide all their peers
with a list of the real benefits of
implementing a commissioning tool for their
sales teams, and more broadly for their
company.

qgobrat



To find out more

5 benefits of
abandoning Excel to

calculatefelelanlaalSilela I

Sales commission tool:

Excel vs. internal

solution vs. software

(7

View artice 5
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qobral
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Sales rep

Compensation history ()’ £5673.00
i £4,958,00
) —
& £4,656,00
® == £4,226,00
© mm £3,812,00
v 4 812,
f - £3,430,00
& £3,104,00
6 £2,717,00
Répartition des commissions (¢ - £2109,00
e £46,000,00 (25%) '{L
United Kingd! ¥ £1,937,00
Fra
''''' £184,000 e -« £1,667,00
Germany ‘,; ment
Italy o ﬁ £1,404,00
e wm £1,205,00
November >
£415,000,00 of paymen

Statement

+100 +200M€  +15 000 G
CUSTOMERS MANAGED USERS * XX X%

COMMISSIONS

Qobra, who are we?

Qobra enables companies to align their
Operations, Sales Reps and Finance teams on the
topic of variable commissions!

Qobra makes it easy to calculate and manage employees' variable commissions, helping

each of its customers to make variable pay their primary driver of sales rep motivation and
performance, as well as an essential element of attractiveness and loyalty.
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