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The market has changed. And so has 

the way we think about compensation

The growth-at-all-costs era is over. Going into 2026, European 
SaaS companies are focusing on scaling sustainably. And it's 
showing in how they pay their sales teams.



We analyzed compensation data from 330+ sales professionals 
across Benelux, DACH and Nordics. Then we spoke to sales 
leaders to break down what it actually means.



What we found is that the days of inflated OTEs and unrealistic 
quotas are behind us in Europe. Companies are designing more 
competitive packages for experienced professionals who deliver 
real results.

The data in this guide comes from real compensation packages, 
not theoretical frameworks or guesswork. We hope you’ll use it 
to make informed decisions about your recruitment efforts.



As we built out this year’s report, we wanted to give you more 
than benchmarks. You'll find the insights and best practices you 
need to build compensation strategies that actually work in 
today's market.



We wish you every success in building a world-class sales team!

Founding Partner, Nobel Recruitment

Vladan Soldat



















































































