UPSELL STRATEGIES
GLOBAL MARKET TRENDS

This infographic is based on a Global Market Research
conducted by CSM Practice in March 2022.
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Basis of Upsell Quota for CSMs

Net Retention Rate (NRR) 35%
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A periodic bonus based on

NRR of their customer portfolio 12%
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THE MAJORITY RECEIVE INCENTIVES FOR
UPSELLING SERVICES AS WELL AS SOFTWARE

Yes, CSMs get compensated for selling services,
but only if those are recurring (one-time
services are excluded)

Yes, CSMs get compensated for selling any services, L
not just software related upsell revenues 38%
No, CSMs only get compensated for o
software related upsell revenues 4%
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