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Welcome and introductions

Total Rewards Survey Results Review

Xavier Baeten, Professor in Reward & Sustainability 

8 Questions Every Sales Leader Should Be Asking That Will 
Impact Your Go-To-Market Strategy

Matt Blanchard, Vice President of Sales for the EMEA, Varicent

Paul Peters, Director of Product Marketing, Varicent
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Presenter Profile

Xavier Baeten, Professor in Reward & Sustainability

Xavier is an expert in how rewarding can help organisations achieve their strategy and 

give them a competitive advantage.

Xavier Baeten obtained a Master’s degree in Applied Economics (Ghent University), a 

Master in Tax Legislation and Accountancy (Vlerick Business School) and a degree of 

Doctor in Applied Economic Sciences (Ghent University). 

He heads up the Vlerick Reward Centre (composed of 2 knowledge- and research 

centres; the Centre for Excellence in Strategic Rewards and the Executive Remuneration 

Research Centre) which has long-term collaborations with more than 50 firms that 

participate regularly in the centres’ workshops and take part in its action-based 

research.
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Presenter Profile

Matt Blanchard, Vice President of Sales for the EMEA

Matt has been in the Incentive Compensation Management industry for over a decade, 

having successfully held positions at Practique Associates, Merced Systems and NICE 

systems prior to joining IBM to lead the European Sales Performance Management 

practice. Matt is passionate about helping our customers at all stages of the journey, 

from business case creation and executive project sponsorship, through to point of 

seeing the true return on investment that can be gained from automating what is 

sometimes considered a cumbersome process.
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Presenter Profile

Paul Peters, Director of Product Marketing

Paul Peters, an accomplished and strategic marketing professional with over 20 years of 

experience helping software clients make better decisions and take better actions. 

Areas of focus include finance, sales management, sales operations, and human 

resources.
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Total Rewards Survey 
Results Review

Xavier Baeten, Professor 
in Reward & Sustainability
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8 Questions Every Sales Leader 
Should Be Asking That Will Impact 

Your Go-To-Market Strategy

Matt Blanchard, Vice President of Sales for the EMEA
Paul Peters, Director Product Marketing
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Context of questions

Sales Performance Management is a cross functional discipline that 
reaches across the organization.

Impacts Finance, Human Resources, Sales, Sales Operations, IT, Line of 
Business, Services, and Support

Practitioners interviewed for the video have varied levels of experience 
from 5 - 17 years with a focus on process improvement, finding 
efficiencies, and improving organizational effectiveness.

Sales incentives are an ideal example for Total Rewards:

“Building an effective sales compensation plan starts with good 
market data but also requires sound judgment regarding how the 
data are used especially for particular roles.” 

- Willis Towers Watson May 30, 2019
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Magic Quadrant for Sales 
Performance Management

Sales performance management solution as a 

suite of operational and analytical functions that 

automate and unite back-office operational 

sales processes, implemented to improve 

operational efficiency and effectiveness. 

SPM core capabilities include incentive 

compensation management (ICM), territory 

management and quota management 

2020 Gartner Magic Quadrant 
for Sales Performance Management
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8 Questions Every Sales Leader Should Be Asking 
That Will Impact Your Go-To-Market Strategy

Motivation - How do you shape the right conditions to motivate sellers?

Design - How do you assess and evolve the design of these plans?

Communicate - How do you communicate plans and changes?

Develop - How does your organization develop strategies?

Evaluate - How do you use analytics and data to evolve?

Discover - Which programs identify new ways to reach organizational goals?

Maximize - Who or what helps you to maximize results?

Understand - Do you set aside time to understand and review?
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Video
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First 4 Questions: Impact on your go-to-market strategy

Motivation - How do you shape the right conditions to motivate sellers?

Design - How do you assess and evolve the design of these plans?

Communicate - How do you communicate plans and changes?

Develop - How does your organization develop strategies?
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Second 4 Questions: Impact on your go-to-market strategy

Evaluate - How do you use analytics and data to evolve?

Discover - Which programs identify new ways to reach organizational goals?

Maximize - Who or what helps you to maximize results?

Understand - Do you set aside time to understand and review?



© Varicent 2020

Questions
& Answers
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