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Embedded Al in compensation S,
strategy and design:

Al can embed strategy Compensation strategy N R ;‘,\ v 4.,,, / ’j v
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Embedded Al can elevate
compensation from
execution to strategy

Human judgement governs
Al proposals
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Embedded Al in compensation
operations:
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Disputes and exceptions can make the system
smarter
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Market trends

Al does the heavy lifting; humans handle the
judgement
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Embedded Al with the Sales
Organization changes the
ENGAGEMENT expectations

The seller
experience
becomes the tru
measure of
success

Managers
spend less time
explaining pay
and more time

identifying

performance
patterns

Communicati
on stays
human, even
when
intelligence
scales

Clarity brings a
new level of
ENGANGEMEN
T
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KPMG

Some or all of the services described herein may not be permissible
for KPMG audit clients and their affiliates or related entities.

Learn about us: m kpmg.com

The information contained herein is of a general nature and is notintended to address the
circumstances of any particular individual or entity. Although we endeavor to provide accurate and
timely information, there can be no guarantee that such information is accurate as of the date it is
received or that it will continue to be accurate in the future. No one should act upon such information
without appropriate professional advice after a thorough examination of the particular situation.
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