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ABOUT THIS GUIDE

Our Compensation Guide provides the most in-demand jobs and compensation
ranges for 2022. These ranges reflect just over 1200 company and candidatesourced compensation levels across the U.S. Nearly 80% of the companies are
privately held, private equity-backed, or founder-run. The average company revenue
is $150M, with 85% ranging from $20M to $800M.
Our seasoned Recruiters understand the marketplace, offering real-time insight and
the most up-to-date information on competitive compensation.
Contact us for additional information about your specific region and position.
TurningPoint Executive Search
760.434.5401
turningpointexecsearch.com

SALES
JOB TITLE

AVERAGE TENURE

SALARY RANGE

OTE

Sales Entry Level

0 - 1 Years

$46k - $52k

$60k - $100k

Sales Junior Level (Inside or Outside)

1 - 3 Years

$60k - $80k

$90k - $150k

Senior Sales (non-mgmt,
Inside or Outside)

8 - 15 Years

$110k - $150k

$200k - $325k

Senior Business Development /
Account Management

8 - 15 Years

$129k - $175k

$175k - $255k

Sales Operations/Enablement

8 - 19 Years

$135k - $245k

$160k - $275k

10 - 22 Years

$145k - $230k

$175k- $275k

Sales Manager (Overseeing 1 - 4)

6 - 13 Years

$139k - $155k

$180k - $225k

Sales Director (Overseeing 5 - 15)

9 - 17 Years

$162k - $210k

$200k - $275k

VP Sales

12 - 23 Years

$182k - $280k

$250k - $425k

CRO / CSO

15+ Years

$225k - $410k

$325k - $550k

Success
JOBS Client
IN DEMAND

*Note: New Business professionals ("Hunters") earn a slightly lower salary and a much higher commission compared to Account Managers ("Farmers")

MARKETING
JOB TITLE

AVERAGE TENURE

SALARY RANGE

OTE

Marketing Entry Level

0 - 1 Years

$46k - $52k

0 - 10%

Marketing Junior Level

1 - 3 Years

$55k - $76k

5 - 10%

Marketing- Social Media/ Digital/
Research (non-mgmt)

3 - 8 Years

$81k - $122k

10 - 15%

Marketing - Customer/Brand
(non-mgmt)

7 - 15 Years

$118k - $159k

10 - 20%

Senior Marketing
(non-specialized, non-mgmt)

9 - 18 Years

$121k - $162k

10 - 20%

8 - 25 Years

$95k - $175k

10 - 20%

Marketing Product Development

12 - 22 Years

$118k - $173k

10 - 20%

Marketing Manger (Overseeing 1 - 4)

10 - 19 Years

$131k - $183k

10 - 25%

Marketing Director (Overseeing 5 - 15)

12 - 22 Years

$165k - $245k

15 - 30%

Marketing VP

13 - 30 Years

$212k - $300k

20 - 40%

Chief Marketing Officer

18+ Years

$275k - $395k

20 - 40%

JOBS PR/
IN Communications
DEMAND

OPERATIONS & LEADERSHIP
JOB TITLE

AVERAGE TENURE SALARY RANGE

OTE

Operations Junior

4 - 9 Years

$70k - $150k

10 - 15%

Operations Non-Management

8 - 15 Years

$115k - $145k

10 - 20%

Operations Management

12 - 21 Years

$130k - $225k

10 - 20%

COO/GM

15 - 31 Years

$200k - $550k

20 - 50%

President

18 - 35 Years

$250k - $550k

30 - 100% +
equity 0.5 - 5%

CEO

18 - 35 Years

$310k - $650k

40 - 100% +
equity 1 - 5%

*Note: Equity component is based on company structure and was present in less than 30% of President roles and approximately 60% of CEO roles

JOBS IN DEMAND

SALES

MARKETING

OPERATIONS &
LEADERSHIP

Inside Sales

Director of Growth Marketing

Demand Planner

Sales Enablement

Demand Generation

Supply Chain Leader

Customer Success

Marketing Data Scientist

Chief Experience Officer

Sales Operations

Customer Experience

Chief Diversity Officer

Sales Engineer

Leaders

VP Customer Journey

Channel Sales

SEO Digital Marketing

Remote Work Officer

Chief Revenue Officer

Social Media Manager

Operations Research Analysis

Chief Customer Officer

Operations Manager

CURRENTS TRENDS
SUPPLY & DEMAND
The Great Resignation made big headlines in 2021.
The voluntary quit rate reached its highest level since the government began tracking two decades ago.
While the number of job openings returned to 99% of pre-pandemic levels, the number of workers
employed or looking for a job remained stagnant.
So, where have all the applicants gone? An unexpected surge in retirement among Baby Boomers
combined with employee "pandemic epiphanies" has decreased the number of job seekers in many
industries. A large number of employees have not returned to previous jobs as they have been "awakened"
to what is possible and no longer want to live to work. Instead, they want to be in control of their career.
Employees are taking this opportunity to obtain improved compensation, career options, and the
possibility of not returning to work at all.

40+ MI LLI ON
EMPLOYEES VOLUNTARILY
QUIT IN 2021

CURRENTS TRENDS
ATTRACTING & RETAINING EMPLOYEES
While there have been considerable shifts in the labor market before, the latest mass movement comes
with a big difference- today's workers have choices. Many employees want more from their job – and are
getting it. They are taking this opportunity to demand increased compensation and benefits, as well as
previously-considered perks such as tuition assistance and relocation packages. Employees have had a
taste of working remotely, and they are unwilling to go back to the way things were.
To retain your current employees, talk about career progression focusing on their medium and long-term
career goals. Managers and leaders must support and encourage their staff to consider other positions
within their company rather than losing them to a competitor. Most importantly, flexible scheduling and
the option for employees to work remotely must be included. According to the Chief Economist at
LinkedIn, applicants are 2.5 times more likely to apply to a remote job, and 1 in 7 jobs are off-site, as
opposed to one in 67 jobs pre-pandemic.

APPLICANTS ARE

2.5 TIMES
MORE LIKELY TO
APPLY TO A REMOTE
JOB

CURRENTS TRENDS
KEYS TO RETAINING TOP TALENT

Schedule "career
conversations" with your
team to discuss career
goals and your vision for
their future with the
organization. Be open to
supporting their desire to
move to. a different
department, team, or role
within your company.

Proactively discuss the
option of offering a
permanent work from
home or hybrid schedule
to current employees.

Conduct a thorough
compensation review and
increase key/high-impact
positions immediately.

CURRENTS TRENDS
CHANGING FACE OF SALES
Marketing, Sales, Operations, and Product Development are working more closely than ever.
This has elevated the importance of many key sales roles.

SALES ENABLEMENT
Teams dedicated to ensuring
the Voice of the Customer is
heard, and translating these
insights into relevant and
easily accessible collateral.

SALES OPERATIONS
Focusing on streamlining the
back office integration,
customer adoption, and
pipeline management.

CLIENT SUCCESS
Engaging and supporting
new clients, post sale, to
maximize and accelerate
adoption of the company's
products and services.

The gap between Inside and Outside Sales compensation has narrowed significantly. In many cases,
salaries differ by 10%-15%, and the career path for Inside Sales professionals is no longer restricted to
an Outside Sales/Account Executive position.

LOOKING AHEAD
How can employers engage their teams in the midst
of this power shift? Leaders need to take a proactive
approach to raising compensation by reviewing
current levels and adjusting their benchmarks. While
some of the biggest pay hikes have gone to those
changing positions (upwards of 18%-30%), nearly 50%
of companies plan to raise compensation levels for
current employees in 2022 to keep pace with new
hire levels and inflation.
Positions that were previously geographically offlimits are now viable opportunities thanks to the
expansion of remote work. The talent employers
traditionally found around the corner have migrated
to smaller, more affordable cities. At a minimum,
hybrid work should be an option. To combat the
decline of women in the workforce and entice them
to return, employers need to offer flexibility and even
part-time positions.
Employees don't want lip service when it comes to
diversity and inclusion efforts. They want to see
leaders actively engage in initiatives that will make a
significant difference in DEI within the workplace.
Targeted hiring strategies and inclusive leadership
that respect diverse voices should be the norm.

WHY TURNINGPOINT?
KNOWLEDGABLE

EXPERIENCED

PERSONALIZED

Our expert Recruiters understand the
kind of people you need: decisionmakers, forward-thinkers, leaders who
can enhance your unique culture.

Combining in-depth research, direct
recruiting, and comprehensive inperson screening, our seasoned
recruiters have a proven track record
of finding and placing top talent.

Leveraging our collaborative,
partner-oriented mindset,
guarantees our clients a high-touch,
candid, and efficient experience.
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