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Case Study: Ameriprise Financial

From operating on a global scale to having very specific salary, merit, and bonus structures, today organizations 

face plenty of complexities with compensation planning. Identifying the right compensation software to help you 

navigate these complexities successfully is key. Compensation tools are certainly not “one-size-fits-all,” but there 

are a few critical qualities you should look for when seeking a solution to meet your needs. In this case study, 

we’ll analyze how Ameriprise Financial, a Fortune 500 company with more than 10,000 employees and locations 

worldwide, was able to overcome their compensation planning challenges using HRsoft’s COMPview software. 

In the following case study, Luke Malloy, VP of Compensation for Ameriprise Financial, will share the specific 

challenges they faced, how they went about selecting a vendor, and how HRsoft has been able to help them 

dramatically improve the efficiency and effectiveness of their compensation cycles.
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The Challenges

Ameriprise Financial has 10,000 + financial advisors throughout the U.S. They also have locations across the 

globe, including Europe, India, and Australia. While they’re known as a financial services company, they’re not so 

simple to categorize; they also have a large-scale protection business, with insurance and annuities offerings. As 

an enterprise, they manage over $800 billion of total assets.

When Luke first became VP of Compensation, the primary focus was to make Ameriprise Financial’s 

compensation process more efficient. While he knew that the success of his team would depend largely on 

the technology they chose to implement to support a more efficient process, he was met with a series of initial 

challenges. 

Challenge #1: Inertia

The compensation system Ameriprise Financial was using prior to working with HRsoft had been in place for 

many years. Their software had been heavily customized to handle procedures for their niche groups, but the 

organization was essentially using bandages and quick fixes as temporary remedies for their complex needs.

Because their organization has many long-tenured HR professionals and leadership members, many key 

stakeholders were unaware of new developments in HR technology, which brings us to our next point.
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Challenge #2: Lack of Experience 
with New HR Software

The company’s HR professionals and leadership 

teams only had familiarity with the tool they 

had been using previously. Thus, it was Luke’s 

responsibility as VP of Compensation to 

communicate the outcomes that could be made 

possible through updated HR technology. 

Challenge #3: Complex Data

Like many organizations, Ameriprise Financial 

sought ways to better manage their complex data. 

While they have many corporate compensation 

plans, there are also many small niche plans they 

must administer. As such, their compensation 

team often finds themselves spending 80% of 

their time on 20% of the population. Nonetheless, 

for their company, there was no way to reduce 

complexity; rather, they needed a system that was 

flexible enough to handle their complex data.

Challenge #4: Global Employees

Ameriprise Financial doesn’t truly consider itself 

“global,” although it does have employees all over 

the world. Not all of their locations are integrated 

with their HR systems and software, but their goal 

was to select a tool that would set them up with 

an infrastructure for the future. This would then 

give them the option to expand and integrate their 

tools and systems globally should they see fit in 

coming years.
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Securing Stakeholder Buy-In

Before any HR or comp team can implement a new solution, they must first gain support from key stakeholders. 

Luke knew successfully securing buy-in from key stakeholders at Ameriprise would lie in his ability to build a 

strong business case. 

Developing a strong business case requires you to look closely at your organization’s needs. Luke knew that 

Ameriprise maintains a strong focus on compliance and risk management, and was able to identify some vendor 

risks with their existing compensation solution. This helped him build a compelling business case highlighting the 

vendor risk management improvement that could be made by moving to another solution. 

However, Luke was faced with a dilemma: the compensation planning system the organization was using at the 

time still worked – although it was, as he puts it, on “life support.” Foreseeing an imminent need to upgrade their 

tool, Luke presented to executive teams a plan showing how COMPview could improve their planning processes. 

They’d no longer simply be using a data entry system; instead, they’d have an intuitive rewards decision tool 

which would improve the efficiency of their compensation planning immensely.

Luke also acknowledged that the existing system still worked, but helped key stakeholders understand the 

importance of taking a proactive approach to find a new solution. No one wants to find themselves in crisis mode, 

so acting before their system created costly problems (or failed completely) was imperative. Being proactive – 

instead of reactive – allowed Ameriprise to give themselves sufficient time to find the best vendor for their needs, 

develop a strategic rollout plan, and implement the new software at the pace that worked best for them.



Copyright © 2017 HRsoft Page  6

Case Study: Ameriprise Financial

The Solution

As you can imagine, selecting the right vendor for compensation management software was going to be critical 

to the success of this project and team.  After an extensive search, Ameriprise selected HRsoft’s COMPview 

solution.  As Luke notes below, HRsoft not only had the best technology but the best people to support it.  

How COMPview Works

HRsoft’s COMPview facilitates a more efficient planning process thanks, in part, to its incredible ease of use. 

Using an intuitive, automated system, it allows the end user to simply click on a cell to receive an exact 

recommendation for an employee – whether it’s an associate located overseas or a stateside HR professional. 

This gives line managers everything they need to make the best decision possible to pay competitively yet 

equitably across various roles.

Why It Worked for Ameriprise 
Financial

In addition to having an in-depth understanding of 

their unique challenges, the team from Ameriprise 

Financial was able to identify precisely what 

they needed in a compensation planning tool. 

In fact, they documented 140 distinct business 

requirements before even beginning to seek out 

vendors.
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For instance, their team was set on finding a 

vendor that “spoke comp.” They observed that 

although there are many compensation solutions 

with excellent technology, their organization 

needed a solution that met at the cross section of 

strong technology and compensation expertise. 

For Ameriprise, the right vendor would have 

to excel on the tech side, but also be able to 

have very specific comp-related conversations. 

Ultimately, it wasn’t just the technology that 

drew Luke to HRsoft, but also its people, who are 

well-versed in compensation and able to provide 

a high-level of support through every step. 

Additionally, Ameriprise worked with the same 

few people from HRsoft throughout the entire 

process. This is important because, as Luke notes, 

the success of the implementation relied heavily 

on building and sustaining a strong vendor/client 

relationship. 

Another reason COMPview proved to be the 

best solution for Ameriprise Financial was it’s 

configurability. The system they had been working 

with before couldn’t be customized to fit their 

evolving needs, so COMPview’s high level of 

configurability was extremely valuable to their 

organization.  

How It Could Work for You

COMPview is unique in the fact that it has a core 

system design yet it’s flexible enough to be 

tailored to accommodate very specific needs. 

Although your compensation needs may be less 

robust than that of Ameriprise, your line managers 

can still receive the same level of support to make 

the best possible pay decisions for your company. 
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The Implementation

For Ameriprise Financial, the implementation was a bit different than what some other organizations might 

pursue. Another challenge they’re working to overcome is getting line managers more actively involved in the 

compensation process. However, they knew it wouldn’t be feasible to roll new technology out to all of their line 

managers at once. Thus, they’ve set a long-term goal of getting their managers more involved in pay decisions, 

supported by a unique implementation plan that actually encompasses many smaller rollout plans. 

They also ensured that their compensation and HR teams were able to fully familiarize themselves with the new 

software to facilitate further training throughout the rest of the organization. Additionally, they’ve tailored training 

sessions to teams’ individual needs, providing a variety of options including short videos, face-to-face sessions, 

and web training. Choosing a range of options has allowed them to be efficient in delivering information to busy 

executives while also ensuring everyone feels comfortable with the tool. 

For Amerprise, HRsoft was the right choice because all of the information needed to use COMPview successfully 

could be communicated in just a few slides and short training sessions. The software can be customized 

according to various specific salary, merit, and bonus structures; can provide salary suggestions based on local 

market data even for internationally-based employees; and can be configured so specific columns and rows are 

viewable, hidden, or read-only. Despite these and many other features, COMPview still maintains a remarkably 

simple end user experience and is therefore easy to train line managers on. 
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Conclusion

Compensation is wrought with intricate complexities and ever-changing factors. While it’s impossible to eliminate 

these aspects of compensation planning altogether, using the right tools can make them easier to work with. For 

Ameriprise Financial, HRsoft’s COMPview is the tool that has allowed their organization to achieve a more efficient 

and effective compensation process. By identifying their internal challenges, seeking technology that provided 

an easy end user experience, and establishing goals for their compensation tool, they were able to partner with 

HRsoft for a successful implementation. Additionally, COMPview continues to support their evolving business 

needs and ongoing goal of giving line managers a more active role in the compensation process. 

See what HRsoft could do for your organization:

About HRsoft

HRsoft is the industry leader for compensation planning and total rewards 

software.  Our cloud based SaaS solutions combine best of breed features 

with an intuitive, easy-to-use interface that simplifies and automates the 

entire compensation process helping companies save time and their best 

employees.   
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