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Startup Selling Tuesday Training: 
Building Your Sales Team 



Modules in this series so 
far… 

Module 1: When to hire 

Module 2: Outsourcing & 
Managing a Virtual Team 

Module 3: Sourcing & recruiting 
talent 



Module 4: Interviewing & 
Screening candidates  

Module 5: Sales Compensation 
Plans (TODAY!) 

Module 6: Onboarding & Managing 

What’s ahead… 



TODAY: 
Sales Compensation 

 

Plans  
 



+  Why is this important? 



Willing to pay … 



Too little? 



Or too much? 



Lose a candidate 



The Right Plan 



The Right Person 



The Right Behavior 



A long relationship 



5 Key Principles 



1. Incentives = Behavior 







2. Pay competitive to 
market rates  



3. Overpay performers 



www.saastr.com/your-1-sales-rep-should-be-driving-an-m6-convertible-
and-not-buying-a-panerai-watch 

 



4. Pay on cash received, 
not AR 





5. Equity as a bonus 



+  Now what? 



+  Tools & Resources 



BOOK RECOMMENDATION:  
 
Compensating the Sales 
Force: A Practical 
Guide to Designing 
Winning Sales Reward 
Programs  
 
by David J. Cichelli



www.saastr.com/your-1-sales-rep-should-be-driving-an-m6-convertible-
and-not-buying-a-panerai-watch 

 



www.saastr.com/a-framework-and-some-ideas-for-your-first-sales-comp-plan/  



+  Homework Assignment 



1. Interview reps & CEOs 
at similar companies 



2. Refer back to your KPIs



3. Sketch & Describe a 
Comp Plan





3. Post your plan ideas to 
Facebook for review


