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CLIENT NEED

An Oncology client wanted advice in designing the incentive compensation (IC) plan for their launch product in a

market new to the organization.

OUR SOLUTION

It was important for the IC plan to balance between the right mix of rewarding for behavior and rewarding for results to

maximize launch uptake. Therefore, the 159 recommendation relied on a mix of national level awareness metric, national

level uptake speed, and division level commission plan. Payout curves were appropriately set to account for volatility of

sales at launch.

OUR APPROACH

Immerse in available information

Identify and collect various data

sources and metrics to estimate
division level potential for the launch

product

PROJECT OUTCOME

Determine IC design criteria

Align on IC plan components, and for
each component, arrive at appropriate

weights and target goals

=]

Finalize IC Plan

Design IC plan against set
components and criteria and address
cross-geography and launch volatility

biases to finalize territory level IC

plans

Field IC plan for the launch product was approved by the sales leadership. Field personnel
provided positive feedback on the effectiveness of the plan.
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ILLUSTRATION OF IC PLAN DESIGN AGAINST SET CRITERIA
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Author: Sriram Rangarajan | Manager

Sriram Rangarajan is a seasoned professional in Sales and Marketing consulting specific to the healthcare industry. He has
~10 years of consulting experience working closely with large pharma and biotech organizations in the areas of Sales force
strategy, Commercial Operations, Incentive Compensation Design and Marketing Analytics. Prior to joining 159 Solutions,
he worked at ZS Associates, a global leader in Sales and Marketing analytics consulting. Sriram has a masters degree in
Industrial Engineering from the University of Wisconsin-Madison and a Bachelors degree from Birla Institute of Technology

and Science, Pilani, India.
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