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 The ultimate goal of any sales 
compensation plan should be to support 
and drive the business initiatives of an 
organization. And that will look different 
company by company.

However, there are several key things 
to keep in mind as you develop your sales compensation plan no matter 
what industry you are in, what product or service you sell, or the size of your 
organization. 

 •  Form a cross-functional team of key stakeholders to develop your sales 
plan. The team should include individuals from senior leadership, sales, 
operations, human resources, IT, payroll and finance.

 •  Gather input from departed and current sales employees to consider how 
aspects like territory and sales cycles could affect plan design. 

 •  Do your homework to understand how you compare to the market from a 
total compensation perspective to make sure you are competitive.  

 •  Understand what you expect for the base salary and what you expect for 
the incentive pay. Don’t pay twice for the same thing. 

 •  Focus on three to five elements/behaviors you want to drive. Anything 
more than this makes it hard to understand what is important and what 
you are truly incentivizing. Keep it simple.

This sample document is only an example and is based on the laws in effect at the 
time it was written. MRA-The Management Association, Inc. does not make any 
representations or warranties regarding the appropriateness or prudence of using 
this information for any particular individual or situation. Your company should add, 
delete, or modify the content of this document as needed to suit your purposes. This 
material is for your information only and should not be construed as legal advice. In 
some circumstances it may be advisable to have legal counsel review final documents 
prior to implementation. 
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Organizations looking for a 
template to use to develop their 
sales incentive plans quickly 
realize there is no “one-size-fits-all” 
approach.

One-Size-Fits-All 
Doesn’t Work for Sales 
Compensation Plans

Sales compensation plans 
should vary by organization—

even in the same industry.

MRA’s HR Hotline can help you!

866-HR-Hotline | 866.474.6854

InfoNow@mranet.org

mranet.org/24-7/hr-hotline
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MRA helps you create powerful teams and a safe,  
successful workplace with talent, tools, and training.
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As one of the largest nonprofit 
employer associations in the nation, MRA:

Serves 4,000 employers
covering one million 

employees worldwide. 

200 HR experts 
with more than 2,000 years of 

collective knowledge, experience 
and expertise.

Holds more than
2,000 Training 

events annually.

Offers more than
1,000 HR Guides 

templates, toolkits, and more.

MRA is Your TotalHR® Resource.


