
ibm incentive compensation management
ibm incentive compensation management is a comprehensive solution designed to
streamline and optimize the processes related to employee incentives and
compensation plans. This technology-driven approach helps organizations align
their sales performance and business goals by automating complex
calculations, ensuring accuracy, and enhancing transparency in compensation
processes. IBM incentive compensation management (ICM) caters to various
industries and scales with business growth, providing robust analytics and
reporting tools. With its ability to integrate with existing enterprise
systems, it facilitates efficient management of commissions, bonuses, and
other incentive schemes. This article explores the key features, benefits,
implementation strategies, and best practices of IBM incentive compensation
management. The following sections provide an in-depth understanding of how
IBM ICM can transform incentive compensation administration for businesses.

Overview of IBM Incentive Compensation Management

Key Features of IBM Incentive Compensation Management

Benefits of Implementing IBM Incentive Compensation Management

Implementation Strategies for IBM Incentive Compensation Management

Best Practices for Maximizing IBM Incentive Compensation Management

Overview of IBM Incentive Compensation
Management
IBM incentive compensation management is a specialized software solution
designed to automate and manage the entire incentive compensation lifecycle.
It enables organizations to design, calculate, and administer incentive
programs efficiently while ensuring compliance and accuracy. IBM ICM supports
complex commission structures and various payment plans, making it adaptable
to different organizational needs. As sales compensation plans become
increasingly intricate, IBM ICM addresses the challenges of manual
calculation errors and delayed payments. The platform provides a centralized
system for managing commissions, bonuses, and rewards, offering real-time
visibility into incentive payouts and performance metrics.

Purpose and Scope
The primary purpose of IBM incentive compensation management is to enhance
the efficiency of compensation administration by automating calculations,



approvals, and adjustments. It covers a wide range of incentive types,
including sales commissions, performance bonuses, and quota attainment
rewards. The scope extends across multiple industries such as finance,
telecommunications, manufacturing, and retail, where incentive compensation
plays a crucial role in motivating sales teams and driving revenue growth.

Historical Context and Evolution
IBM's commitment to enterprise software innovation has evolved over decades,
and its incentive compensation management solution reflects this legacy.
Initially focused on basic commission tracking, IBM ICM has transformed into
a sophisticated platform incorporating advanced analytics, cloud
capabilities, and integration with customer relationship management (CRM) and
enterprise resource planning (ERP) systems. This evolution has allowed
organizations to adapt to dynamic market conditions and complex compensation
models.

Key Features of IBM Incentive Compensation
Management
IBM incentive compensation management offers a range of features designed to
address the challenges of managing incentive plans at scale. These features
ensure accuracy, compliance, and flexibility while providing actionable
insights to drive better business decisions.

Automated Commission Calculation
The solution automates commission calculations based on predefined rules and
complex compensation plans. It supports variable rates, tiered commissions,
overrides, and accelerators, reducing the risk of errors and minimizing
manual intervention.

Plan Design and Modeling
IBM ICM allows organizations to design and model various compensation plans
tailored to different roles and business objectives. Users can simulate plan
changes and forecast payout impacts before implementation to ensure alignment
with company goals.

Integration Capabilities
Seamless integration with CRM, ERP, and other enterprise systems enables data
synchronization and real-time updates. This integration ensures that
compensation calculations are based on accurate and up-to-date sales and



financial data.

Compliance and Audit Trails
The system maintains detailed audit trails and supports compliance with
regulatory standards. Transparent record-keeping and approval workflows help
organizations meet internal controls and external audit requirements.

Analytics and Reporting
IBM Incentive Compensation Management provides comprehensive analytics and
reporting tools that offer insights into sales performance, compensation
trends, and payout effectiveness. These tools empower management to optimize
incentive plans and improve sales outcomes.

Benefits of Implementing IBM Incentive
Compensation Management
Adopting IBM incentive compensation management brings multiple benefits that
positively impact both the organization and its salesforce. These advantages
contribute to improved operational efficiency, enhanced motivation, and
better financial control.

Increased Accuracy and Reduced Errors
Automated calculations and validation rules significantly reduce errors
common in manual compensation processing. This accuracy ensures timely and
correct payments, fostering trust between employees and management.

Enhanced Transparency and Communication
IBM ICM provides clear visibility into compensation plans and payment details
for both employees and managers. Transparent processes improve communication
and reduce disputes related to incentive payouts.

Operational Efficiency and Cost Savings
By automating routine tasks and streamlining workflows, organizations can
reduce administrative overhead and accelerate payment cycles. This efficiency
translates into cost savings and better resource allocation.



Improved Sales Performance
With the ability to design motivating compensation plans and track
performance in real time, businesses can drive higher sales productivity and
align incentives with strategic objectives.

Scalability and Flexibility
IBM ICM’s flexible architecture supports business growth and changing market
conditions. Organizations can easily update compensation plans, add new
incentive programs, and accommodate new sales roles or territories.

Implementation Strategies for IBM Incentive
Compensation Management
Successful deployment of IBM incentive compensation management requires
careful planning, stakeholder engagement, and adherence to best practices.
This section outlines key strategies to maximize the solution’s
effectiveness.

Assessment and Planning
Begin with a thorough assessment of existing compensation processes, data
sources, and business requirements. Define clear objectives and scope for the
IBM ICM implementation to ensure alignment with organizational goals.

Stakeholder Collaboration
Engage sales leadership, finance, HR, and IT teams early in the process to
gather input and secure buy-in. Collaborative efforts help identify potential
challenges and foster a shared commitment to success.

Data Preparation and Integration
Ensure data accuracy and consistency by cleansing and validating sales,
payroll, and performance data. Establish robust integration points with CRM
and ERP systems to enable seamless data flow.

Configuration and Testing
Configure compensation plans, rules, and workflows in the IBM ICM platform.
Conduct comprehensive testing scenarios to validate calculations, plan logic,



and system performance before going live.

User Training and Change Management
Provide targeted training for administrators, managers, and sales
representatives to ensure proficient use of the system. Implement change
management initiatives to facilitate smooth adoption and minimize resistance.

Best Practices for Maximizing IBM Incentive
Compensation Management
Optimizing the use of IBM incentive compensation management involves adhering
to best practices that enhance system performance, user experience, and
business outcomes.

Regularly Review and Update Compensation Plans: Continuously evaluate
plan effectiveness and make necessary adjustments to keep incentives
aligned with evolving business objectives.

Leverage Analytics for Decision-Making: Utilize reporting tools to
identify trends, forecast payouts, and assess the impact of compensation
on sales performance.

Maintain Data Integrity: Implement strict data governance policies to
ensure the accuracy and completeness of input data.

Foster Transparent Communication: Share compensation plan details and
payout information openly to build trust and motivate sales teams.

Automate Approval Workflows: Use system capabilities to streamline
approvals and reduce processing time.

By following these best practices, organizations can fully realize the
benefits of IBM incentive compensation management and create an environment
where incentive programs effectively drive desired behaviors and results.

Frequently Asked Questions

What is IBM Incentive Compensation Management (ICM)?
IBM Incentive Compensation Management (ICM) is a software solution designed
to automate and streamline the process of calculating, managing, and paying



sales incentives and commissions, helping organizations improve accuracy and
motivate their sales teams.

How does IBM ICM improve sales compensation
accuracy?
IBM ICM improves sales compensation accuracy by automating complex commission
calculations, reducing manual errors, providing audit trails, and ensuring
that incentive payments align with predefined business rules and policies.

Can IBM Incentive Compensation Management integrate
with other business systems?
Yes, IBM ICM can integrate with various enterprise systems such as CRM, ERP,
and HR platforms, enabling seamless data flow and ensuring that compensation
calculations are based on accurate and up-to-date information.

What industries benefit most from IBM Incentive
Compensation Management?
Industries such as financial services, telecommunications, manufacturing, and
healthcare benefit significantly from IBM ICM due to their complex sales
structures and need for precise incentive compensation management.

Does IBM ICM support different types of incentive
plans?
Yes, IBM ICM supports a wide range of incentive plans, including commissions,
bonuses, SPIFFs, and multi-tiered compensation structures, allowing
organizations to tailor plans to their specific sales strategies.

How does IBM Incentive Compensation Management help
with compliance and audit requirements?
IBM ICM provides detailed audit trails, role-based access controls, and
comprehensive reporting features, which help organizations maintain
compliance with regulatory requirements and facilitate internal and external
audits.

Is IBM Incentive Compensation Management scalable
for growing businesses?
Yes, IBM ICM is designed to be scalable and can handle increasing volumes of
data and users, making it suitable for both mid-sized companies and large
enterprises as their sales operations grow.



What deployment options are available for IBM ICM?
IBM ICM offers flexible deployment options including on-premises, cloud-
based, and hybrid models, allowing organizations to choose the best fit based
on their IT strategy and infrastructure.

How does IBM ICM enhance sales team motivation and
performance?
By providing transparent, timely, and accurate incentive calculations and
payments, IBM ICM helps build trust and motivation among sales teams, which
can lead to improved sales performance and higher employee satisfaction.

Additional Resources
1. Mastering IBM Incentive Compensation Management: Strategies and Best
Practices
This book offers a comprehensive guide to implementing and optimizing IBM
Incentive Compensation Management (ICM) solutions. It covers key features,
configuration techniques, and strategies to align sales incentives with
business goals. Readers will find practical tips to enhance accuracy,
compliance, and employee motivation through effective compensation plans.

2. IBM Incentive Compensation Management for Sales Teams: A Practical
Approach
Focused on the sales perspective, this book explores how IBM ICM can
streamline commission calculations and improve transparency. It provides
real-world examples of sales incentive plan design and management, helping
organizations drive performance. The text also discusses integration with CRM
systems for seamless data flow.

3. Implementing IBM Incentive Compensation Management: A Step-by-Step Guide
Designed for project managers and IT professionals, this guide walks readers
through the end-to-end process of deploying IBM ICM. It details system
requirements, data modeling, workflow setup, and testing procedures. The book
emphasizes best practices to ensure a smooth implementation and successful
user adoption.

4. Advanced Analytics in IBM Incentive Compensation Management
This book delves into the analytical capabilities within IBM ICM, teaching
readers how to leverage data for insightful decision-making. Topics include
predictive modeling, trend analysis, and performance measurement. It aims to
help businesses optimize incentive structures based on actionable
intelligence.

5. Optimizing Sales Performance with IBM Incentive Compensation Management
This title focuses on maximizing sales productivity through well-designed
compensation plans using IBM ICM. It discusses motivational theories, plan
design principles, and how technology facilitates effective incentive



management. Case studies illustrate how companies have improved sales
outcomes by integrating IBM ICM.

6. IBM Incentive Compensation Management: Technical Architecture and
Integration
A resource for technical architects and developers, this book explains the
architecture of IBM ICM and its integration with enterprise systems. It
covers APIs, data synchronization, and security considerations. Readers gain
insights into customizing and extending the platform to meet unique business
needs.

7. Compliance and Risk Management in IBM Incentive Compensation Management
This book addresses regulatory and compliance challenges faced when managing
incentive compensation. It explores how IBM ICM supports audit trails,
controls, and reporting requirements. The text also discusses risk mitigation
strategies to safeguard against fraud and errors in compensation processes.

8. Designing Effective Incentive Plans with IBM Incentive Compensation
Management
Focusing on the art and science of incentive plan design, this book guides
readers through creating fair and motivating compensation structures. It
highlights how IBM ICM tools facilitate plan simulations, scenario analysis,
and adjustments. The goal is to help organizations align incentives with
strategic objectives.

9. IBM Incentive Compensation Management: User Training and Change Management
This book emphasizes the human side of IBM ICM implementations, detailing
training methodologies and change management techniques. It provides
strategies to ensure user engagement, reduce resistance, and promote system
adoption. Practical advice helps organizations achieve lasting success with
their incentive compensation programs.
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who spend most of their time on existing clients and minimal time generating new business -- and
threaten to walk away with your customer base if you scale back paychecks! Incentive programs are
seductively powerful but complicated instruments. Without careful planning and implementation,
they can be too stingy to motivate, too complex to understand, too quick to reward mediocre results,
and too difficult to implement. But a well-designed and implemented incentive program is an
essential tool for building a motivated, highly effective sales force that delivers the results you need.
The Complete Guide to Sales Force Incentive Compensation is a practical, accessible, detailed
roadmap to building a compensation system that gets it right by creating motivating incentives that
produce positive outcomes. Packed with hundreds of real-life examples of what works and what
doesn't, this important guide helps you: Understand the value of building an incentive plan that is
aligned with your company's goals and culture. Avoid the common trap of overusing incentives to
solve too many sales management problems. Measure the effectiveness of your current incentive
program, employing easy-to-use tools and metrics for pinpointing its weak spots.  Design a
compensation plan that attracts and retains successful salespeople, including guidelines for
determining the correct pay level, the best salary incentive mix, the proper performance measures,
and the right performance payout relationship. Select an incentive compensation plan that works
for your organization -- then test the plan before it is launched. Set territory-level goals that are
fair and realistic, and avoid overpaying the sales force because goals are too easy, or demoralizing
salespeople by having goals that are too difficult or not fairly assigned. Create and manage sales
contests, SPIFFs (Special Performance Incentive for Field Force), and recognition programs that
consistently deliver the intended results. Manage a successful transition to a new compensation
plan and build efficient administration systems to support your plan. Every year, corporations spend
$200 billion compensating their sales forces, with extremely mixed results. Make sure every dollar
you spend is helping to achieve your goal of creating an empowered, effective sales force that drives
your company's success. Packed with ready-to-use formulas and assessment tools and a wealth of
insights from frontline sales managers and executives, The Complete Guide to Sales Force Incentive
Compensation is your hands-on, easy-to-read playbook for crucially important decisions.
  ibm incentive compensation management: World of Workcraft Dale Roberts, 2016-03-03
Research demonstrated some years ago that there is a strong positive correlation between ’play’,
’fun’ and organisational performance. More recently, organisations have started to wrestle with the
idea of how to engage the skills and motivation of the video game generation; as customers and as
employees. The practical application of gamification is part of the disruptive innovation that offers
businesses radical new ways of working, learning and performing. In a nutshell, gamification is the
concept of applying engaging elements of game theory to non-game applications. An example would
be to create a game to learn something new for work. Companies need to embrace the idea of
blending games with work. And in order for that to happen, gamification must have a basic
knowledge base and skill set, as well as both theory and practical application of its core principles.
Dale Roberts’s World of Workcraft provides the context and background to the need for and
potential benefit of gamification as a means of turning a traditional corporate culture and structure
into a dynamic community. He also provides guidance on how to (and how not to) introduce these
concepts successfully.
  ibm incentive compensation management: Compensation Management Bhattacharya,
2009
  ibm incentive compensation management: The Book on Incentive Compensation
Management David Kelly, 2014-04-10 Making Incentive Compensation Management - ICM -
projects and operations more successful.
  ibm incentive compensation management: Managing Compensation (and Understanding It
Too) Donald L. Caruth, Gail D. Handlogten, 2001-02-28 This text is a lively, well-written, and
carefully illustrated guide to the mysteries and mystique of how people are compensated for their
efforts in all types of organizations. With clear discussions of what works, what doesn't, and why,
this intensely practical handbook it covers such topics as job evaluation; job pricing; employee



benefit programs; pay for performance; and the compensation of executives, sales personnel, and
international employees. Executives and managers with no special training in pay determination and
management will find it an easily accessible handbook that not only makes clear how compensation
systems are conceived and developed but most importantly, how they are implemented and
administrated. Its logical presentation and full coverage makes the book valuable as a text for
upper-level college students as well as a solid instructional resource for teachers. The authors open
with an overview of compensation and its role in organizations and then move to the legal
environment in which compensation is embedded and the laws that govern it. They describe current
and traditional views of motivation and elucidate the importance of job analysis and its end
products--job description and job specification. The role of compensation surveys and their use in
assigning monetary rates to jobs are discussed. A topic of special interest to executives in New
Economy organizations will be the purpose and importance of benefits, particularly indirect
monetary compensation, stock options, and other pay for performance incentives. Caruth and
Handlogten address the challange of compensating teams and pay special attention to the, often
unique, problem of compensating uppermost management, sales people, and employees abroad. The
text concludes with practical suggestions for the on-going maintenance and management of
compensation systems and how to adapt them to changing organizational circumstances.
  ibm incentive compensation management: Computerworld , 2003-10-20 For more than 40
years, Computerworld has been the leading source of technology news and information for IT
influencers worldwide. Computerworld's award-winning Web site (Computerworld.com),
twice-monthly publication, focused conference series and custom research form the hub of the
world's largest global IT media network.
  ibm incentive compensation management: CIO , 2001-02-15
  ibm incentive compensation management: Performance Mark A. Stiffler, 2006-07-06 A
unified approach to performance management that integrates organization and employee
performance Performance provides a practical framework for rethinking what performance
management is and how it can be used to better execute strategy. It clearly presents a unified
approach for aligning, measuring, rewarding, reporting, and analyzing the performance of an
organization and its people that enables executives and managers to move beyond today’s
incomplete and fragmented approach to performance management. Featuring real-world
illustrations and intuitive, practical, and actionable steps to creating a performance-driven
organization, this essential guide will fundamentally change how you think about your organization’s
performance.
  ibm incentive compensation management: Sales Force Management Joseph F. Hair, Jr.,
Rolph Anderson, Rajiv Mehta, Barry Babin, 2020-09-16 The second edition of Sales Force
Management prepares students for professional success in the field. Focused on the areas of
customer loyalty, customer relationship management, and sales technology, this practical resource
integrates selling and sales management while highlighting the importance of teamwork in any sales
and marketing organization. The text presents core concepts using a comprehensive pedagogical
framework—featuring real-world case studies, illustrative examples, and innovative exercises
designed to facilitate a deeper understanding of sales management challenges and to develop
stronger sales management skills. Supported with a variety of essential ancillary resources for
instructors and students, Sales Force Management, 2nd Edition includes digital multimedia
PowerPoints for each chapter equipped with voice-over recordings ideal for both distance and
in-person learning. Additional assets include the instructor's manual, computerized and printable
test banks, and a student companion site filled with glossaries, flash cards, crossword puzzles for
reviewing key terms, and more. Integrating theoretical, analytical, and pragmatic approaches to
sales management, the text offers balanced coverage of a diverse range of sales concepts, issues,
and activities. This fully-updated edition addresses the responsibilities central to managing sales
people across multiple channels and through a variety of methods. Organized into four parts, the
text provides an overview of personal selling and sales management, discusses planning, organizing,



and developing the sales force, examines managing and directing sales force activities, and explains
effective methods for controlling and evaluating sales force performance.
  ibm incentive compensation management: Datapro Directory of Microcomputer
Software , 1998
  ibm incentive compensation management: The Talent Masters Bill Conaty, Ram Charan,
2010-11-09 If talent is the leading indicator of whether a business is up or down, a success or a
failure (and it is) . . . do you know how to accurately judge raw human talent? Understand a person's
unique combination of traits? Develop that talent? Convert what supposedly are soft subjective
judgments about people into objective criteria that are as specific, verifiable, and concrete as the
contents of a financial statement? The talent masters do. They put people before numbers for the
simple reason that it is talent that delivers the numbers. Success comes from those who are able to
extract meaning from events and the forces affecting a business, and are able to look at the world
and assess the risks to take and the risks to avoid. The Talent Masters itself stems from a unique
combination of talent: During a forty-year career at General Electric, Bill Conaty worked closely with
CEOs Jack Welch and Jeff Immelt to build that company's worldrenowned talent machine. Ram
Charan is the legendary advisor to companies around the world. Together they use their
unparalleled experience and insight to write the definitive book on talent—a breakthrough in how to
take a business to the next level: • Secrets of the masters. The specifics on how companies regarded
as world-class—GE, P&G, Hindustan Unilever (and others)—base their stellar performance decade
after decade on their systems for finding and nurturing leadership talent. • Intimate and systemic.
Why deep knowledge and intimacy with your talent and a systemic rhythm of reviews are the
foundation for creating a steady, selfrenewing stream of leaders for all levels of an
organization—from first-line supervisors to the CEO. • The competency that lasts. Financial results,
market share, brand, and legacy products all have a half-life that seems to grow shorter by the year.
Talent is the only competency that endures. • What to do Monday morning. The Talent Masters tool
kit provides the specific guidelines for assessing and improving your company’s talent mastery
capabilities.
  ibm incentive compensation management: Big Data Analytics Kim H. Pries, Robert
Dunnigan, 2015-02-05 With this book, managers and decision makers are given the tools to make
more informed decisions about big data purchasing initiatives. Big Data Analytics: A Practical Guide
for Managers not only supplies descriptions of common tools, but also surveys the various products
and vendors that supply the big data market.Comparing and contrasting the dif
  ibm incentive compensation management: Sales Management Thomas N. Ingram, Raymond
W. LaForge, Ramon A. Avila, Charles H. Schwepker, Jr., Michael R. Williams, 2012-01-31 Updated
throughout with new vignettes, boxes, cases, and more, this classic text blends the most recent sales
management research with real-life best practices of leading sales organizations. The text focuses on
the importance of employing different sales strategies for different consumer groups, and on
integrating corporate, business, marketing, and sales strategies. It equips students with a strong
foundation in current trends and issues, and equips them with the skills needed for the 21st century.
Updates for this edition include: --New Opening Vignettes provide recent examples of leading sales
organizations. --New Sales Management in the 21st Century boxes include new sales executives and
personal comments. --New Ethical Dilemma boxes give students the opportunity to address
important ethical issues, many as role-play exercises. --New and revised chapter cases with related
sales management role-playing activities. --New and revised techniques in the Developing Sales
Management Knowledge and Developing Sales Management Skills activities. --New or expanded
coverage of social networking in recruiting and selecting; virtual sales training; promoting ethical
behavior in sales organizations; compensation of sales managers; and how to optimize the use of
sales contests. An instructor's manual with learning objectives, a test bank, PowerPoint presentation
materials, and more is available online to adopters.
  ibm incentive compensation management: Human Resource Management Jean Phillips,
2021-01-15 Formerly published by Chicago Business Press, now published by Sage Human Resource



Management: An Applied Approach prepares future HRM professionals to effectively utilize
strategies and tools to advance their careers and support the growth and development of those they
manage. Author Jean Phillips adopts an engage by example method, encouraging students to take
action and create a lasting impact in the field of HRM that goes beyond theoretical learning. The
Third Edition features new end-of-chapter exercises, company examples throughout the book, and a
new section called Using This Knowledge at the end of each chapter, providing additional support
for knowledge application. Through case studies, videos, and exercises, students will develop their
personal skills and gain practical experience in applying various HR concepts, enabling them to
become better managers and more effective leaders. This title is accompanied by a complete
teaching and learning package. Contact your Sage representative to request a demo. Learning
Platform / Courseware Sage Vantage is an intuitive learning platform that integrates quality Sage
textbook content with assignable multimedia activities and auto-graded assessments to drive student
engagement and ensure accountability. Unparalleled in its ease of use and built for dynamic
teaching and learning, Vantage offers customizable LMS integration and best-in-class support. It′s a
learning platform you, and your students, will actually love. Assignable Video with Assessment
Assignable video (available in Sage Vantage) is tied to learning objectives and curated exclusively
for this text to bring concepts to life. Watch a sample video now. LMS Cartridge: Import this title′s
instructor resources into your school’s learning management system (LMS) and save time. Don′t use
an LMS? You can still access all of the same online resources for this title via the
password-protected Instructor Resource Site. Learn more.
  ibm incentive compensation management: Profiting from Intellectual Capital Patrick H.
Sullivan, 1998-03-31 Tools and techniques from today's leading intellectual capital innovators:
Xerox, Dow Chemical, Hewlett-Packard, Avery Dennison, Eastman Chemical, Rockwell, and Skandia
Patrick Sullivan . . . has brought together some of the best thinkers and best thinking on the subject
of intellectual capital. Anyone who hopes to profit from intellectual capital will profit from Profiting
from Intellectual Capital.-Thomas A. Stewart Author of Intellectual Capital: The New Wealth of
Organizations. A comprehensive collection of the key ideas for effectively managing intellectual
assets in the twenty-first century.-Hubert St. Onge Senior Vice President, Strategic Capability,
Mutual Life of Canada. The first thorough exposition of how companies manage and extract value
from their intellectual capital. The discussion of 'best practices,' as well as the high level conceptual
examination of various intellectual capital issues, is an important contribution to this fast-growing
field.-Baruch Lev, PhD The Philip Bardes Professor of Accounting and Finance, Stern School of
Business, New York University, and Director, The Intangibles Research Project at New York
University. This is a remarkable compendium of analytic approaches to that most elusive of
management goals-managing intellectual capital. It gives our 'state-of-the-practice' knowledge a
most substantial boost.-Larry Prusak Managing Principal, Knowledge Management, IBM
Corporation. Sullivan brings together strategic management and intellectual capital. The
combination is powerful.-Russell L. Parr Senior Vice President, AUS Consultants. In today's
postindustrial economy, technology and knowledge-based companies are superseding traditional
manufacturing enterprises at a rapid rate. But as tangible assets give way to invisible,
information-centered ones, most firms still know very little about their intellectual capital and what
it can do for them. While a number of books and articles have already been written about the
knowledge-creation and information-sharing aspects of intellectual capital management, Profiting
from Intellectual Capital takes the next step-examining how companies can develop financial
benefits and extract ever more value from their intellectual capital. Divided into three sections, the
book is filled with the practices and procedures of companies that are in the vanguard of ICM-Dow
Chemical, Xerox, Rockwell International, Skandia, and Hewlett-Packard. The first part of the book
presents essential terms and concepts, along with basic material on the principles of value
extraction and a discussion of the usefulness of values in the management of intellectual capital. The
two subsequent sections offer methods for IC measurement, management, and monitoring, as well
as important techniques for extracting value-including such practical initiatives as creating an



intellectual property database, patent trees, and more. Profiting from Intellectual Capital is essential
reading for today's forward-thinking executives, attorneys, accountants, and other professionals.
Because while knowledge is power, knowledge can be profits, too.
  ibm incentive compensation management: Forbes ASAP. , 2001
  ibm incentive compensation management: The Handbook of Board Governance Richard
Leblanc, 2016-05-31 Build a more effective board with insight from the forefront of corporate
governance The Handbook of Board Governance provides comprehensive, expert-led coverage of all
aspects of corporate governance for public, nonprofit, and private boards. Written by collaboration
among subject matter experts, this book combines academic rigor and practitioner experience to
provide thorough guidance and deep insight. From diversity, effectiveness, and responsibilities, to
compensation, succession planning, and financial literacy, the topics are at once broad-ranging and
highly relevant to current and aspiring directors. The coverage applies to governance at public
companies, private and small or medium companies, state-owned enterprises, family owned
organizations, and more, to ensure complete and clear guidance on a diverse range of issues. An
all-star contributor list including Ram Charan, Bob Monks, Nell Minow, and Mark Nadler, among
others, gives you the insight of thought leaders in the areas relevant to your organization. A
well-functioning board is essential to an organization’s achievement. Whether the goal is furthering
a mission or dominating a market, the board’s composition, strategy, and practices are a
determining factor in the organization’s ultimate success. This guide provides the information
essential to building a board that works. Delve into the board’s strategic role in value creation Gain
useful insight into compensation, risk, accountability, legal obligations Understand the many
competencies required of an effective director Get up to speed on blind spots, trendspotting, and
social media in the board room The board is responsible for a vast and varied collection of duties,
but the singular mission is to push the organization forward. Poor organization, one-sided
composition, inefficient practices, and ineffective oversight detract from that mission, but all can be
avoided. The Handbook of Board Governance provides practical guidance and expert insight
relevant to board members across the spectrum.
  ibm incentive compensation management: Compensating New Sales Roles Jerome A.
Colletti, Mary S. Fiss, 2001 Now updated to cover the online selling arena--the most comprehensive
guide to building an innovative sales compensation plan.
  ibm incentive compensation management: Effective Strategy Execution Bernd Heesen,
2015-09-04 This book demonstrates how an improved strategic management approach, leveraging
established management concepts in conjunction with the innovative technology solutions offered by
business intelligence, can lead to better performance. It presents the three main barriers to effective
strategy execution and explains how they can be overcome. Creating a shared understanding of the
strategy at all levels of the organization using a Value ScorecardTM and following the Strategic
Alignment ProcessTM allow organizations to measure and monitor performance. Strategic
Alignment Remote ControlTM is presented as the ultimate tool for managers to remain in control of
their business. Seven case studies from different industries across the globe provide examples of
how the organizational performance can be improved. They include companies like Daimler,
Tetra-Pak, Würth, Germany's Federal Employment Agency, the city of Aix-Les-Bains, and Giesecke &
Devrient. Additional examples from organizations like Disney, Marriott, Volkswagen, Avis, FedEx,
and Harrahs help to demonstrate how applying the concepts introduced adds unique value. The
second edition of this book has been updated and improved. Additionally it includes a separate
section on decision-making under uncertainty and the results of a survey on the adoption of business
intelligence.
  ibm incentive compensation management: CIO , 2001-02-01
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