
Compensation is the intersection between the 
various functional areas of the business: finance, 
human resources, sales and operations. Managed 
properly, compensation can be a strategic tool for 
organizations to motivate employees and drive 

performance. Managed poorly, it can be a “gray area” of confusion, 
time drain and demotivation.

Compensation management is no longer a combination of siloed 
processes and technologies, but many areas merged into one focused 
discipline. To support business strategy, it’s essential that all stake-
holders and functional areas work together — from the same set of 
data — to engineer effective compensation plans that will reward 
performance and maximize revenue.

Considering that only 20 percent of business strategies are exe-
cuted effectively, it’s important to realize that often strategy is not the 
problem; rather, it’s frequently bad execution. Companies can execute 
their strategies more effectively by linking pay for performance with 
business goals across all departments, most importantly on the rev-
enue-generating and customer-facing areas like sales, services, the call 
center, and marketing.

Aligning Stakeholders with Corporate 
Objectives
Organizations increasingly recognize that deploying multiple pay-
for-performance solutions to manage sales commissions, employee 
bonuses and objectives across different aspects of the business slows 
execution of business strategies and adds administrative overhead.

The key to making the most of your compensation manage-
ment strategies is Pervasive Performance Management. Pervasive 
Performance Management is based on the concept that for orga-
nizations to truly align performance throughout the business, they 
require a single pay-for-performance solution. The solution must 
address the unique variable pay requirements of both sales and the 
broader business, from sales commissions to employee bonuses and 
objectives management.

Linking SPM and EPM
Pervasive Performance Management starts with a robust, flexible 
compensation management foundation that enables organizations 

to offer a complete range of pay-for-performance 
programs. Managing and processing both transac-
tion-driven sales commission plans and a work-
flow-based bonus and objectives-based program 
necessitates strong solution capabilities around 

effective dating, business rules, auditing, and analytics. This is essen-
tial for the effective creation and ongoing management of sales and 
operations pay-for-performance programs.

Pervasive Performance Management brings together Sales 
Performance Management (SPM) and Employee Performance 
Management (EPM). SPM focuses on sales optimization and strong 
sales compensation reporting to improve sales productivity.  EPM 
handles the broader business, such as manager reviews, scoring, 
bonus allocation, objectives management and approval.

Five Key Tenets of Pervasive Performance 
Management
1. A single robust compensation management foun-
dation that supports both sales transaction based commission 
programs and objectives management, including MBO/KSO/Bonus 
programs for the broader business
2. End-to-end Sales Performance Management for 
sales to optimize quotas and territories, manage and calculate incen-
tives, and communicate and analyze sales performance
3. MBO and KSO management for the broader business to 
distribute business objectives, score performance, estimate and allo-
cate bonuses, and calculate and pay accurately and on time
4. Combined pay-for-performance programs: Add crit-
ical MBO/KSO programs such as customer retention to sales plans 
and up-sell and cross-sell elements to non-sales plans
5. Comprehensive pay-for-performance analytics 
across sales and non-sales to continually monitor and improve busi-
ness alignment

Using Technology to Drive Performance
Corporate goals must be supported by technology that allows manage-
ment to make better business decisions and affect quantum changes in 
performance. By ensuring that all stakeholders have access to the same 
information in a timely manner, all areas of the business can be aligned 
to drive bottom-line improvements. Solutions such as the Callidus 
Pervasive Performance Suite provide a single, common compensation 
foundation to deliver corporate alignment in one, unified system.

About Callidus Software
Callidus Software (www.callidussoftware.com, NASDAQ: CALD) is the lead-
ing provider of on-premise and on-demand Sales Performance Management 
(SPM) solutions to global companies across a broad range of industries. Our 
software allows innovative enterprises of all sizes to strategically manage 
incentive compensation, set quota targets, administer producers, and align 
territories, resulting in improved sales and distribution performance.

Unifying Compensation 
Management

For more information: please visit
www.callidussoftware.com
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Unless you’re in the telecommunications industry -- or 
an investor who follows it -- you may not recognize Embarq 
Corp. by name just yet. The company traces its origins back 
to United Telecom, which purchased Sprint in 1991 and con-
tinued to operate under the Sprint name. Embarq was spun 
off by Sprint Nextel in 2006. Headquartered in Overland 
Park, Kansas, Embarq has approximately 19,000 employees 
and operates in 18 states.

Remember that earlier this decade, the telecommunica-
tions industry was in a state of upheaval. New products 
and services were becoming available; new infrastructure 
was required; indeed, the entire playing field was changing. 
Telecoms that had traditionally focused on customer service 
were under pressure to transform into sales organizations.

“Competition was knocking on the door, and we had 
to get into a sales mentality,” says Kim Povirk, General 
Manager, Sales & Service, Consumer Markets, at Embarq. 
“We couldn’t afford to be just a customer service company 
anymore. Our service representatives -- around 3,000 of 
them at the time -- were basically order takers, and we had to 
turn them into salespeople.”

At first, Embarq attempted to implement an incentive pay 
program using a home-grown solution.

“We started with a 90-10 leveraged compensation model 
and over a period of time transitioned to 70-30,” she says. 
“Now, when somebody starts messing with 30 percent of 
your pay, you have the right to expect accuracy, daily deliv-
ery of results, and timely payment. Our homegrown system 
could no longer support any of these objectives. Part of our 
organization is represented by labor unions, and we began 
receiving arbitrations and grievances on the pay and perfor-
mance models. We were under immense pressure to seek an 
automated compensation solution that would address these 
issues for us.”

After considering a few solutions, Embarq -- Sprint at the 
time -- decided to implement the TrueComp® Suite, an incen-
tive management solution from Callidus Software. (In fact, 
three of the five largest telecommunications companies in the 
United States use TrueComp to manage sales performance.)

Povirk explained the drivers behind the company’s selec-
tion of TrueComp:

A platform for strategic compensation. “We became a 
more strategic organization almost overnight, and we needed 
a system that allowed us to implement compensation models 
that would focus our sales representatives on what we need-
ed them to do,” says Povirk. “With TrueComp’s rule-writ-
ing capabilities, we were able to start influencing our reps’ 
behavior in the right direction very quickly.”

Real-time sales performance management met-
rics. “Part of my job is providing our executives, call center 
and retail store managers with the metrics they need to man-
age their teams effectively,” she says. “I draw 70 percent of 
this data out of TrueComp; the rest comes from various cus-
tomer service metrics. This way, we’re able to provide reps 
with scorecards, so they can manage their efforts on a daily, 
weekly or monthly basis. You lose people’s focus when they 
have to wait for results, and wait to find out what the payout 
is going to be. Our reps trust the system. The first thing they 
do when they sign on in the morning is check their reports.”

Robust dispute-management capabilities. “The 
paperwork required for handling grievances and arbitrations 
in our union environment was becoming unmanageable,” 
she says. “Every time we made the decision to close a center 
or even terminate an employee due to poor performance, we 
needed to back up those decisions with accurate and timely 
data. Not only did TrueComp eliminate a huge amount of 
manual work, it gave us the creditability to get out of the 
nightmare we were in.”

“I can’t say enough about the credibility we have with 
TrueComp,” says Povirk. “It’s the only system in the com-
pany that allows us to accurately manage payments and opti-
mize sales performance processes.”
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For more information: please visit 
www.callidussoftware.com.

By Leslie Stretch, President and CEO of Callidus Software Inc.


