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	Example sales compensation components for US-based AE

	Basic compensation components

	Segment
	SMB
	Mid-market
	Enterprise

	Quota-to-compensation ratio
	4-5x
	4-5x
	3-5x

	Base-to-commission ratio1
	60/40
	50/50
	50/50

	Quota basis
	ARR bookings
	ARR bookings
	ARR bookings

	Weighting
	100% net new
	70% new / 30% renewals
	70% new / 20% renewals / 10% expansion

	Commission rate
	8-10%
	8-9%
	7-9%

	Q1 quota goal2
	20%
	20%
	20%

	Q2 target
	25%
	25%
	25%

	Q3 target
	25%
	25%
	25%

	Q4 target
	30%
	30%
	30%

	Payment timing
	Monthly
	Monthly
	Monthly

	Quota attainment basis
	Quarterly
	Bi-annual
	Annual

	Payment basis3
	Contract date
	Contract date
	Contract date

	Ramp period & draws4
	· Month 1: no quota, 50% draw
· Month 2: 50% quota, no draw
· Month 3: 100% quota, no draw
	· Month 1: no quota, 100% draw
· Month 2: 25% quota, 50% draw
· Month 3: 50% quota, 50% draw
· Month 4: 100% quota
	· Month 1: no quota, 100% draw
· Month 2: 25% quota, 50% draw
· Month 3: 50% quota, 50% draw
· Month 4: 100% quota

	Compensation modifiers 

	Upside opportunity / point of excellence
	2-3x for top-decile performers

	Accelerators5
	· Up to 50%: .8x multiplier
· 51-100%: 1.2x multiplier
· 101-130%: 1.25x multiplier
· 131%+: 1.5x-1.75x multiplier

No cap
	· Up to 50%: .8x multiplier
· 51-100%: 1.2x multiplier
· 101-130%: 1.5x multiplier
· 131%+: 2x multiplier

No cap
	· Up to 50%: .8x multiplier
· 51-100%: 1.2x multiplier
· 101-115%: 1.5x multiplier
· 116%+: 2x multiplier

No cap

	Multiyear Kicker
	0.2-0.5x additional commission on each additional year
	0.2-0.5x additional commission on each additional year
	0.2-0.5x additional commission on each additional year



1 Commission is based on how much selling/persuasion is required in the sales process
2 Spread quota consistently across quarters, accounting for seasonal fluctuations
3 Date at which the booking is recognized and the commission is earned
4 Draws offered during ramp are typically non-recoverable (meaning they do not function as advances against future comm\issions, but rather discrete, guaranteed payouts), but some companies opt to make them recoverable
5 Accelerators are applied on incremental amounts in the month when a rep exceeds their total attainment period goal
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