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So, what is the impact of good sales 
pay & management practice?

• Clearly performance & productivity….
• But there are two “quiet” factors that most 

often go unnoticed
– Managing sales force turnover
– Retention of “keepers” into the future (say 5 

years)
• Next slides tell the tale of the tape
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The sales force experience 
curve

Sales Force Effectiveness vs. Job Experience
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What is it worth to keep a new 
(solid) rep?—Future profits

Present Value of Sales Rep 5-year Profit Contribution
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And, performance does matter!
Impact of Sales Rep Growth on Bottom Line

$227,787

$159,473

$115,706

$59,665

12

21

32

16

$-

$50,000

$100,000

$150,000

$200,000

$250,000

Sales Rep Growth: at 120% of Plan Sales Rep Growth: at Plan Sales Rep Growth: at 80% of Plan Sales Rep Growth: at 60% of Plan

Fi
ve

 Y
ea

r 
To

ta
l N

et
 C

as
h 

Pr
es

en
t V

al
ue

0

5

10

15

20

25

30

35

Ti
m

e 
to

 C
as

h 
Br

ea
ke

ve
n 

(in
 M

on
th

s)

Five-year Cash Net Present Value
Breakeven--months (in Months)


	University of Wisconsin�Executive Education�Compensation and the Sales Force
	Section #5�Economics of sales force retention
	So, what is the impact of good sales pay & management practice?
	The sales force experience curve
	What is it worth to keep a new (solid) rep?—Future profits
	And, performance does matter!

