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Adaptability

• Difficulty modifying comp plans based on strategy changes

• Difficulty releasing comp plans quickly for new fiscal years & new 

product releases

• High cost of administration of homegrown solutions 

IT, 

Operations

Alignment

• Sales targets don’t make sense with respect to broader corporate 

objectives

• Failure to consistently meet key performance targets… & really 

understand why

• Selling channels under-motivated or performing

Sales,

Executive

Financial Control

• Lack of control & visibility into large sums of cash payouts for

incentive-based programs

• Fear of/actual loss of millions of dollars in overpayment & comp

errors

• Inability to account for variable compensation effectiveness

Finance

Why Incentive Comp Matters?



ORACLE INCENTIVE COMPENSATION

Oracle Incentive Compensation

Collect, Calculate, Pay



Incentive Management in OIC

Automated Incentive Flow

Analytics & Reporting

Analytics & Reporting

•Resource Views

•Management Views

•Attainment Tracking

•Ad Hoc Analysis

•Transaction Drill

Maintain Paysheets

•Open Collections

•Import/Export

•Maintain Transactions

•Approvals

•Draws, Recovery

•Calculation Process

•Estimates

Plan Execution

Plan Execution

•Reusable Building Blocks 

•Flexible Plan Rules

•Match To Strategy

Plan Design & Model

Plan Design & Model

Align & Credit

•Assess Risk

•Statistical Modeling

•Plan Copy



Oracle Incentive Compensation

Enterprise Incentive Management

Payroll

Employees

Payables

Resellers

Vendors

Partners

Agents

Territory

Management

Estimating

Quotes

HR

Resources

Partners

Resellers

Vendors

Agents

Modeling

Forecast Accruals

Quota Planning

Standard Reports

Commission Statements

Performance Reports

Year to Date Summary

Administrative Reports

+ End User Layer 

Seeded Workbooks

Oracle Business Intelligence

Compensation Data Mart

Role-based Dashboards

Flexible personalization

Web 2.0

Gadgets

Social CRM

Flexible

Open

Scalable 

Market Leader

Oracle

Orders

Legacy Systems

Invoices

Payments

Open API’s

Direct  Table Map

SOA
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Extending the Value of OIC

 Robust Analytics & Reporting

 “What If” Modeling

• Plan Costing

• Plan Scenarios

• Forecasting Accruals

• Quota Setting

• Territory Optimization

• Data Mining

 Dispute Resolution

 Projected Compensation

 Next Generation Business Applications



Incentive Management in OIC

Automated Incentive Flow

Manage Motivate

Analytics & Reporting

Analytics & Reporting

•Resource Views

•Management Views

•Attainment Tracking

•Ad Hoc Analysis

•Transaction Drill

Maintain Paysheets

•Open Collections

•Import/Export

•Maintain Transactions

•Approvals

•Draws, Recovery

•Calculation Process

•Estimates

Plan Execution

Plan Execution

•Reusable Building Blocks 

•Flexible Plan Rules

•Match To Strategy

Plan Design & Model

Plan Design & Model

Align & Credit

•Assess Risk

•Statistical Modeling

•Plan Copy



Plan Modeling & Forecasting

Flexible

Open

Scalable 

Market Leader



Crunching The Numbers

History + What If

=

My Sales Credits are “X”



Is It Correct?

What’s The Risk?



What’s Risk…Answered



Update and Re-run



Generate Quota Import to OIC



Pass New Quotas to OIC via Open API 



Modeling Best Practices

Modeling Environment

Production Environment

Oracle Incentive Compensation

Modeling Tools

Simulation Reports

R
e
f
i
n
e
 
&

 
R

e
t
e
s
t
 
M

o
d
e
l

Oracle provides the tools to Model:

 Territories

 Quotas

 Attainment

 Accruals

 Compensation Plans

Disparate Data Sources

Oracle Incentive Compensation

Self-Service Reports

& Analytic Dashboards

Payment Processing

via Payroll / Payables

Bi-Directional XML Synchronization

Sales

Invoice/ 

Billing

Payables HR
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Projected & 

Estimated  

Compensation

A Day in the Life…

Empowering Sales & Improving Behavior

Gadgets

Reporting 

& Analytics

Compensation Plan 

Acceptance



Gadgets: Accurate Calculations

Recent Transactions:

• Real-Time Performance Visibility – No need to wait until the end of 

the quarter to see total performance and commission due.

• Minimize “shadow accounting”

Top Customers:

• Impact total sales, earnings, and “rate of return” per customer

• See potential subsequent or repeat revenue of customers

• RSS feeds by customer

Top Products:

• Drive Behavior of the sales channel to sell the most profitable 

products – Visibility into most lucrative products

• Shopping the Plan – Drive focus on which products to sell and which 

will provide the biggest earnings rate
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IT

Media &

Retail

Successful Customers Select Oracle!

Telecom



Finance 

Healthcare

Successful Customers Select Oracle!

Manuf.



Incentive Compensation Value & ROI

Improved adaptability

Improved alignment

Improved financial controls

• Improved regulatory compliance & financial 

predictability

• Reduced administration errors & over payments 

• Improved accountability over incentive expenditure

• Aligned with corporate goals

• Increased sales & channel partner productivity

• Full sales line of sight for focused sales execution

"Our implementation of Oracle 

Incentive compensation improved 

accuracy, provided more control and 

reduced interpretation and subjectivity 

of compensation plans”

ADP Inc

"Our implementation of Oracle 

Incentive compensation provided a  

low cost of ownership with tight 

integration to backend systems in a 

global rollout”

Silicon Graphics

"Our implementation of Oracle 

Incentive compensation improved call 

center agents productivity with 

alignment to corporate objectives.”

British Telecom PLC

• Improved time to market with new products & business 

initiatives

• Accelerated new fiscal year compensation rollouts

• Reduced incentive management staffing costs



OIC Solution Summary

 Largest live EIM install-base

 Global market momentum

 Penetration of key verticals – Fin, Retail, Tech, and Telco 

Oracle is #1 in Enterprise 

Incentive Management

 Complete end-to-end solution set

 Flexible, scalable design to adapt to complex plan requirements

 Open architecture for ease of integration with external systems

Enterprise solution with 

best-of-breed capabilities

 Improves financial control and cost management

 Delivers compensation adaptability and  effectiveness

 Ensure sales and partner channel alignment with corporate 

objectives

Drives cost-effective 

management of 

compensation programs


