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s t u d y i n g  y o u r  a u d i e n c e ’ s

Attention

Arousal

Valence
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Long-term memory

EEG
ECG

Eye tracking

GSR



phonev i r tua lface - to - face hybr id

presentat ion, modal i t ies
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A f f e c t i v e  n e u r o s c i e n c e

Phone Virtual Face2face Hybrid
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Ave rage  o f  ampl i tude

GSR s igna l s  conf i rm more
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Shared understanding

Collaboration

Cooperation

Engagement

virtual

phone

face-to-facebra in



which modal i ty  leads to
b e t t e r  b r a i n  
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o v e r  h y b r i d

Go fully virtual 
for high level sales 
presentations



s h o u l d  y o u  i n c l u d e  t o  u s e  1  f i l e  a c r o s s  m o d a l i t i e s ?

o n e p r e s e n t a t i o n ,      
f o u r m o d a l i t i e s



C l e a r  a n d  r e p e a t e d  1 0 %  m e s s a g e1
s h o u l d  y o u  i n c l u d e  t o  u s e  1  f i l e  a c r o s s  m o d a l i t i e s ?



r e m e m b e r i n g  t h e

I D E A L

Align corporate goals 
with sellers’ goals

Incent right to sell more

D I D  R E M E M B E R

Ensure that your sales reps' goals are aligned 
with your own so that you can motivate them 
to sell more.

That this software/service provides companies 
and their sales personnel a novel way to track 
compensation and boost sales. 

Xactly helps find a way to incentivize employees 
and to reach an overarching common goal and 
drive sales

How to align company goals with employees' 
goal by compensating employees the right way



r e m e m b e r i n g  t h e

I D E A L

Align corporate goals 
with sellers’ goals

Incent right to sell more

G I S T  M E M O R Y

Getting the right compensation 
is very important.

Making tracking 
compensation easier

This software solution provides more 
intelligent approach to sales comp

How we can make compensation system easy 
for any companies by providing the solutions 



m e m o r y  f o r

3  P H A S E S :

Planning

Executing

Optimizing

Planning. Designing. Executing.

I know it started with a P. E. O.  
Planning? E? Optimize? 

Organize, Analyze & Act

Automate, Collaborate, Enhance

Assessment, design, and implementation

Assess produce evaluate

Assessing, design, implementing

Measuring, strategy, improvement

Performance, opportunity, expandability

Forecasting, execution, and... commission?

Compensation, Bonuses  & Benefits

Initial Investment, Recurring Revenue, 
Termination Fees



Last slide, Hybrid Face-to-face

Last slide, Virtual Last slide, Face-to-face

Last slide, Hybrid Virtual

I hope you will be 
open to another 
discussion where 
we can talk about 
these 3 phases of 
sales performance, 
planning, 
executing and
optimizing, in
more detail.

“
“



o v e r  h y b r i d

Go fully virtual 
for high level sales 
presentations

Design a 
presentation that 
works across 
modalities

• Clear and repeated 10% message 
(3 times verbally and 7 times visually)

• Slides that follow universal design rules 
(contrast, balance, unity, proximity)

• Combination of logical and emotional 
language permeating through the script 

• Language that builds mental pictures

• Harnessing complexity

• Fast paced (average of 33 animations 
per slide, a slide change every 30 
seconds)
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