
End-to-end 
solution 
for all your 
sales target 
setting 
initiatives

Xpower 
sales target 
setting 
platform

• Easy to use

• Cloud-based solution

• 15+ target setting 
methodologies

• A simple process 
aligned with industry 
best practices

• Ensures accuracy and 
fairness in target setting

• Secure and GDPR 
compliant data storage

• Upload and review your 
historical sales data 
using a built-in quality 
dashboard

• Run and test unlimited 
scenarios and establish 
accurate targets

• Perform a retrospective 
analysis to select the 
best approach

• Fine tune targets

• Combine multiple 
products and scenarios 
to set team targets

• Downstream validation 
and reporting to sales 
representatives and 
ability to make fi nal 
adjustments

platform
Target Setting Cycle: Quarterly
Target Setting Period: January–March 
Algorithm Utilized: Historical Sales Contribution
Payout Cycle: Monthly

Configuration Details

Dec Jan Feb March April May June July Aug Sept Oct Nov Dec Jan Feb March

Current Year (CY)CY -1 CY +1

Retrospective Baseline Period Utilized

Baseline Period Utilize

Target Setting 
Lag Period

Retrospective 
Lag Period

Retrospective Target 
Setting Period

Target Setting Period

Payout Period: Jan, Feb, March 
Baseline Period Utilized: May, June, July, Aug, Sept, Oct 
Retrospective Target Setting Period: Aug, Sept, Oct
Retrospective Baseline Period Utilized: Dec, Jan, Feb March, April, May 

Target Setting Cycle: Quarterly
Target Setting Period: January–March 
Algorithm Utilized: Historical Sales Contribution
Payout Cycle: Monthly

Configuration Details

Dec Jan Feb March April May June July Aug Sept Oct Nov Dec Jan Feb March

Current Year (CY)CY -1 CY +1

Retrospective Baseline Period Utilized

Baseline Period Utilize

Target Setting 
Lag Period

Retrospective 
Lag Period

Retrospective Target 
Setting Period

Target Setting Period

Payout Period: Jan, Feb, March 
Baseline Period Utilized: May, June, July, Aug, Sept, Oct 
Retrospective Target Setting Period: Aug, Sept, Oct
Retrospective Baseline Period Utilized: Dec, Jan, Feb March, April, May 

Retrospective Target 
Setting Period
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Scenario building
Create multiple scenarios with the click of a button. Experiment with historical baseline periods, 
different approaches and adjustments and control every variable of your target setting to ensure fair 
targets. With Xpower sales target setting, the possibilities are truly endless.

Built-in retrospective testing
Select the best approach for your target setting using the retrospective analysis, which shows the accuracy 
and any signifi cant bias in your target setting model if the same was applied in the past. Change your target 
setting variables at will and check the impact of the change in the retrospective analysis on the go.

01.

02.

Create multiple target 
setting scenarios

Use different approaches 
to fi nd the right fi t

Analyse using different
baseline periods

Sr No Scenario Name Product 
Name

R2 
(Test vs. 
Predicted)

R2 
(Market 
Potential 
vs. QA)

R2 
(Product 
Sales vs. 
QA)

R2 
(Market 
Share vs. 
QA)

R2 
(Product 
Growth vs. 
QA)

Created 
Date

1 Insuco Evolution Index Insuco 0.9538 0.0323 0.0384 0.0043 0.0006 Feb 4

2 Insuco_Maintenance… Insuco 0.9454 0.0164 0.0256 0.0538 0.0008 Feb 4

3 Dyslipico Sales… Dyslipico 0.934 0.0428 0.2481 0.3351 0.3437 Jan 11

4 Insuco El-PI Insuco 0.8734 0.0100 0.3567 0.2455 0.000 Dec 15

Target Setting Methodology*

Product Forecast for Target Setting Period*

Market Forecast for Target Setting Period

Expected Market Share

Historical Period*

Lag Period

Factor 

select an algorithm
Equal Target
Equal Absolute Growth 
Historical Sales Contribution
Market Potential Contribution
Untapped Potential Contribution
Performance Index
Evolution Index
Sales Contribution & Untapped Potential Contribution
Sales Contribution & Market Potential Contribution
Maintenance plus Historical Sales Contribution
Maintenance plus Untapped Potential Contribution
Maintenance plus Market Potential Contribution
Maintenance plus Sales Contribution & Untapped Potential Contribution
Maintenance plus Sales Contribution & Market Potential Contribution
Performance Index - Evolution Index
Sales Contribution-Product Growth
Market Share-Product Growth

Evolution Index

Target Setting Scenario Configuration
Target Setting Cycle: Quarterly
Target Setting Period: January–March 
Algorithm Utilized: Historical Sales Contribution
Payout Cycle: Monthly

Configuration Details

Dec Jan Feb March April May June July Aug Sept Oct Nov Dec Jan Feb March

Current Year (CY)CY -1 CY +1

Retrospective Baseline Period Utilized

Baseline Period Utilize

Target Setting 
Lag Period

Retrospective 
Lag Period

Retrospective Target 
Setting Period

Target Setting Period

Payout Period: Jan, Feb, March 
Baseline Period Utilized: May, June, July, Aug, Sept, Oct 
Retrospective Target Setting Period: Aug, Sept, Oct
Retrospective Baseline Period Utilized: Dec, Jan, Feb March, April, May 
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Review standard deviation

Review target setting bias Review results across different territory sizes

Review R2 score
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Target Achievement Distribution % 
for Retrospective Periodtribution

Target Achievement % vs. Product Sales
R2 score : 0.0070

Target Achievement % 
vs. Product Sales

Realized vs. Predicted Values for Test period
R2 score : 0.9568

Target Achievement %
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Target adjustments
Make fi nal adjustments by using guardrails (caps and fl oors), setting minimum and maximum 
forecasts or making direct edits for one or multiple PSRs. Changes at one level are also refl ected 
automatically in other levels.

Downstream validation and reporting
Execute a controlled target validation with the sales managers using Xpowers built-in validation. 
The fully automated process prevents any back and forth exchanges and makes validation easy 
and seamless.

Set up a controlled validation request Monitor validation results

Sr.
No

FLSM ID FLSM 
Name

Normalized 
Baseline 
Product 
Sales

Final 
Adjusted 
Goals

Final 
Adjusted 
Goals 
(Editable)

Difference Growth % % Contribution 
to NSM

Max 
Change 
Allowed

Upper 
Limit

Lower 
Limit

Comment

1 TM6FLSM_001 Franz 
Steiner 33,524 39,108 39,208 100.000 16.66% 21.77% 10% 43,018 35,197 increased target: 

new responsibilities

2 TM6FLSM_002 Dominik 
Gebauer 22,127 25,030 25,130 100.000 13.12% 13.95% 10% 27,533 22,527 increased target: 

more potential

3 TM6FLSM_005 Christa 
Bauer 29,787 33,566 33,266 -300.000 12.69% 18.49% 10% 36,922 30,209 decreased target, less 

potential due to KOL…

4 TM6FLSM_004 Bernhard 
Huber 28,149 31,224 31,224 0.000 10.92% 17.35% 10% 34,346 28,102

5 TM6FLSM_006 Agnes 
Zwinger 15,121 17,274 17,274 0.000 14.24% 9.60% 10% 19,001 15,547

6 TM6FLSM_003 Alexander 
Gruber 30,013 33,799 33,799 0.000 12.62% 18.78% 10% 37,178 30,419

Pre Adjustments Goals

Select Product(s)* Validation Cap %: -10

180,000

Insuco

Adjusted Goals

Select*

179,900

Units

Difference

-100

GO CANCEL

EXPORT DATA EXPORT ALL DATA

VALIDATION DATA REPORT

EXTEND DATE CANCEL REQUEST

Select Team Target*

CV Team Q1 Targets

FLSM NSM  FLSMRequest Validation From Validation Status in Progress

Soft Limit Hard LimitValidation Cap %* Request Expires (for NSM)

YES NOPhasing Message for NSM(s)*

YES NOZero Sum Request Expires (for FLSM)

YES NOComment required (*if value changed) Request Expires (for Admin)

Dear Team, please validate your team’s targets. 
Feel free tor reach out to me in case there is a specifi c query. 
Regards, John

DD-MM-YYYY10

DD-MM-YYYY

DD-MM-YYYY

REQUEST VALIDATION

03.

04.

Sr No PSR ID PSR NAME FLSM ID FLSM NAME NSM ID NSM NAME GOAL GROWTH % 
VS BASELINE

CHECK IF HITTING 
FLOOR/CAP?

FLOOR CAP/MAX-
MIN GOALS

FLOOR/
CAP EXCELL 
GOALS

REVISED 
GOALS

EQUAL 
SPLIT 
EXCESS/
DEFICIT

FINAL GOAL FINAL GOAL 
GROWTH

FINAL 
ADJUSTED 
GOALS

ADJUSTED GOAL 
GROWTH

1 TM6PSR_010 Lea Bauer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 9.32% 16,117 369 16,487 11.82% 16,487 11.82%

2 TM6PSR_002 Emilia Schmidt TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.21% Hitting Cap 18,600 -204 18,600 18,600 10.00% 18,600 10.00%

3 TM6PSR_004 Mia Fischer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 10.43% Hitting Cap 13,914 -54 13,914 13,914 10.00% 13,914 10.00%

4 TM6PSR_001 Emma Müller TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 10.00% Hitting Cap 29,013 -1 29,013 29,013 10.00% 29,013 10.00%

5 TM6PSR_011 Ben Hoffmann TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 14.70% Hitting Cap 13,404 -572 13,404 13,404 10.00% 13,404 10.00%

6 TM6PSR_014 Leon Richter TM6FLSM_002 Dominik 
Gebauer TM6NSM_001 Renata Rudolf 12.40% Hitting Cap 15,592 -341 15,592 15,592 10.00% 15,592 10.00%

7 TM6PSR_006 Lina Schäfer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.10% Hitting Cap 20,337 -203 20,337 20,337 10.00% 20,337 10.00%

8 TM6PSR_012 Paul Schulz TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.43% Hitting Cap 19,030 -248 19,030 19,030 10.00% 19,030 10.00%

Floor & Cap Set Min and Max Forecast No Adjustments

Normalized Period for Growth Calculation

Algorithm*

Equal Split Approach

July, August, September, October, November, December 

Floor %*

5

Cap %*

10 GO Make bulk adjustments via rules or manual 
adjust targets for specifi c territories

Sr No PSR ID PSR NAME FLSM ID FLSM NAME NSM ID NSM NAME GOAL GROWTH % 
VS BASELINE

CHECK IF HITTING 
FLOOR/CAP?

FLOOR CAP/MAX-
MIN GOALS

FLOOR/
CAP EXCELL 
GOALS

REVISED 
GOALS

EQUAL 
SPLIT 
EXCESS/
DEFICIT

FINAL GOAL FINAL GOAL 
GROWTH

FINAL 
ADJUSTED 
GOALS

ADJUSTED GOAL 
GROWTH

1 TM6PSR_010 Lea Bauer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 9.32% 16,117 369 16,487 11.82% 16,487 11.82%

2 TM6PSR_002 Emilia Schmidt TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.21% Hitting Cap 18,600 -204 18,600 18,600 10.00% 18,600 10.00%

3 TM6PSR_004 Mia Fischer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 10.43% Hitting Cap 13,914 -54 13,914 13,914 10.00% 13,914 10.00%

4 TM6PSR_001 Emma Müller TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 10.00% Hitting Cap 29,013 -1 29,013 29,013 10.00% 29,013 10.00%

5 TM6PSR_011 Ben Hoffmann TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 14.70% Hitting Cap 13,404 -572 13,404 13,404 10.00% 13,404 10.00%

6 TM6PSR_014 Leon Richter TM6FLSM_002 Dominik 
Gebauer TM6NSM_001 Renata Rudolf 12.40% Hitting Cap 15,592 -341 15,592 15,592 10.00% 15,592 10.00%

7 TM6PSR_006 Lina Schäfer TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.10% Hitting Cap 20,337 -203 20,337 20,337 10.00% 20,337 10.00%

8 TM6PSR_012 Paul Schulz TM6FLSM_001 Franz Steiner TM6NSM_001 Renata Rudolf 11.43% Hitting Cap 19,030 -248 19,030 19,030 10.00% 19,030 10.00%

Floor & Cap Set Min and Max Forecast No Adjustments

Normalized Period for Growth Calculation

Algorithm*

Equal Split Approach

July, August, September, October, November, December 

Floor %*

5

Cap %*

10 GO



30 Cecil Street
#19-08 Prudential Tower
049712 | Singapore
+65 6352 7424
info@xcellen.com www.xcellen.com

Xcellen PTE LTD
Your partner in commercial excellence 

Sales Target Setting

Performance 
fl uctuation

Bias in sales target 
achievement

Mismatch between sales 
performance and total 
incentive payout

Existence of 
too many outliers

Disproportionate 
performance High attrition rate

Company

 Increased fi nancial burden for the company; 
lower ROI

 Lower sales than expected

 Product priorities are not followed 
(e.g. total revenue target is achieved but not 
your goal per product) 

 National targets are not achieved but top 
dollars are paid to high performers  

Sales force

 Decrease in incentives

 Frustration and disengagement 

 Decrease in motivation

 Increase in attrition rates

How can I identify if my target setting process is not robust?
There are several subtle and strong warning signs that one can look out for to 
identify if the target setting process is in need of an overhaul.

Why is accurate target setting so important?
Target setting is the process of allocating targets based on geographic potential. 
Inaccurate target setting impacts both the company and the sales team negatively. 


