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The reason? Poor product f it.

A few inherent problems with CRMs are that-

It is not uncommon for organizations to consider managing sales commissions and incentives on 

CRMs. Logically, the CRM contains all the data you need about your salespeople and their sales 

activity. Therefore, wouldn't it make sense to manage your commission processes in this one 

place that will avoid duplicating effort and data with a separate sales commission software. But 

the question is, is this the most efficient way of calculating incentives?

Unfortunately, the answer is a big NO. 

Successfully running sales commission programs needs to tick a lot of ‘To do’ checklists and it 

is almost impossible to automate considering the scale of customization.

CRM brings all of the benefits of modern enterprise software over spreadsheets. CRM handles 

the CRM tangent very well and is used and loved by companies across the globe but it doesn’t 

handle commissions well, simply because it was not built for that.

CRM allows you to set up custom fields, calculate formulas and configure a few dashboards and 

reports. But it won't allow you to manage commissions except for the most simple cases. 

Anything more and you will need a full development team and custom development on any 

platform is always much more complicated than originally envisioned. It almost always fails to 

deliver crucial functionality because the platform is not fit for its purpose. And leaves you 

hanging to build a new product from scratch thus defeating the entire purpose and crushing the 

cost v/s benefit. 
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A typical commission and incentive calculation program
involves elements like-

CRMs cannot do it. The real problem with current programs is that they are either easy to 

administer or accurate and never both.

 

This is a major reason WHY Compass exists. With Compass, we are building a product that 

addresses both, is easy to administer where you have to define the variables and create logic 

and let Compass take care of the rest to give you accurate results.

The best part, you can have the best of both worlds with Compass because Compass integrates 

seamlessly, not just with Salesforce but with all major CRM tools like Hubspot, Leadsquared, and 

Close.

If you are looking to turbo-charge your sales team by recognizing their value and making them 

feel valued with Compass, book a demo now and we will be happy to take you through the 

platform in action.
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The hard truth is you can’t be strategic even if you are managing one aspect of your sales process 

manually. Because you’re focused on tactical measures instead of strategy—and even worse, your data is 

static, so your decisions are reactive instead of proactive, costing you hundreds of dollars, as you let go of 

your best sales reps, critical time and crucial efforts.

Supercharge your sales team with
the world’s leading commission software.

Book a demo now!


