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The sales department is undoubtedly one of the most important departments 
in an organization. That’s because the sales team can increase the organiza-
tion’s revenue and, ultimately, promote its growth. While every company wants 
to boost their sales, most of them tend to forget the essential aspect of a sales 
program—the people behind the numbers.

Sales Performance Management, popularly known as SPM, is the art and 
science of getting the most out of your sales team. Sales Performance Manage-
ment is a data-driven approach to planning, managing, and analyzing sales 
performance. One of the best strategies of SPM is sales incentive compensa-
tion. Sales incentive compensation can be used to motivate salespeople to 
meet the organization’s goals or metrics over a certain period. It can be both 
monetary and non-monetary and is aimed at enhancing the performance of 
salespeople.

But can offering sales incentives motivate these employees to maximize their 
potential? This may work, but not all the time. Research shows that offering 
more incentives does not necessarily mean an increase in the sales staff’s per-
formance. In fact, in some instances, it can weaken the organization’s objec-
tives.

PAGE 3

Scope of Sales Performance
Management software

1



This is why organizations must be careful when it comes to administering sales incen-
tives. They must consider the types, timing, and implementation of sales incentives if 
they want to motivate their sales representatives and align their performance with the 
company’s goals.

Sales performance management software is gaining popularity in many organizations 
thanks to the incredible benefits it offers. The SPM software market is expected to 
grow by 12.9% between 2022 and 2032. This could be attributed to the rising need for 
accurate measurement and tracing of sales metrics and the mitigation of Information 
Technology [IT] employees. What’s more, the global SPM software market is expected 
to see an increase in revenue from $1.68 billion in 2021 to $6.3 billion by 2032.

The truth is that almost all companies across various industries are faced with the chal-
lenge of enhancing the performance of their sales staff. They are constantly investing 
resources and time to find an effective strategy that can motivate and engage their 
sales team. It is no secret that SPM has become an integral aspect of any sales organi-
zation. The administrative team depends on a blend of systems and processes that 
enables them to be more resilient and dynamic with a company’s ever-changing 
needs. This is where sales performance management solutions come in. The software 
provides automation solutions that can boost efficiency, accuracy, and analytics in the 
ever-changing sales department. 
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As already stated, SPM solutions offer incredible 
benefits to an organization. We are in a very 
competitive market, so how a company brings 
its products or services to the market is equally 
important as what the company is selling. Even 
the best products can rarely sell themselves. On 
the other hand, a great sales team, when paired 
with an effective sales strategy, can sell literally 
everything.

This is why sales managers must strive to inno-
vate not only in the products or services they sell 
but in the way they sell them. By inventing how 
they sell, sales managers can stand out from the 
crowd regardless of the products or services 
they are selling. This is why SPM software is 
important: it allows sales professionals to come 
up with sales strategies that can boost sales. 
Here is how sales performance management 
software can benefit your business.

1. Automation of manual tasks

One of the most incredible benefits of sales per-
formance management software is that it helps 
organizations automate their time-intensive, 
manual tasks. Automation is an important func-
tion of SPM. Some sales managers still use 
simple and basic spreadsheets, which involve 
downloading data, organizing it based on differ-
ent metrics, and creating pivot tables manually 
to analyze performance. This is not only 
time-consuming, but there is also a higher 
chance of making a mistake. While you can use 
Excel, especially if you are a small team, as your 
teams get bigger and processes become more 
complex, using Excel can become infeasible.
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Thankfully, sales performance management 
software can help boost efficiency by auto-
mating manual processes. The software can 
automate and simplify most of your manual 
and complex processes, such as payout 
approvals, lead distribution, setting up alerts 
and tasks, etc. The software also supports 
sales teams’ weekly activities; therefore, sales 
managers do not have to spend more time 
sifting through lead records.

Automating processes means that the sales 
team will have more time to innovate better 
sales strategies, thereby helping the company 
stand out.

2. Make better, data-driven decisions

Data is an essential asset for any organization. 
SPM software offers sales managers easy 
access to detailed and comprehensive charts 
and valuable data, which they can use to 
make better decisions that can help boost 
sales. Data can help the managers with sales 
forecasting and calculating incentives and 
payouts.

3. Boost transparency

SPM software incorporates tools and process 
functions that automate and connect 
back-office sales processes, such as planning 
and compensation, with front-office sales 
functions. Because of the functions and the 
number of teams usually involved, some form 
of transparency is required. SPM software can 
act as a single, connected platform that 
merges information and promotes transpar-
ency for all stakeholders. What’s more, trans-
parency is crucial in variable compensation as 
it keeps sales representatives motivated and 
driven to continue doing their best for the 
company.
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4. Improved sales productivity

All companies aim to maintain a productive sales team. However, keeping the sales 
team more productive is often a challenge for many organizations. This could be 
because sales representatives have to handle several objections and rejections in 
their daily lives. This can leave them demoralized and less productive. But with 
effective sales performance management software in place, an organization can 
easily boost the productivity level of its sales professionals.

This is because sales performance management software typically comes with 
built-in sales productivity tools, such as training resources, real-time coaching, 
courses, and more. These can help sales managers to assess their sales pitches and 
re-evaluate their strategies while marketing. Sales performance management soft-
ware basically helps sales representatives evaluate their own strengths and weak-
nesses instead of focusing on best practices. This enables sales managers to imple-
ment the necessary training whereby they work on the strengths and weaknesses 
of the sales representatives.

5. Streamlined operations

Every organization wants to streamline its operations as much as possible in order 
to achieve efficiency. Thankfully, they can easily achieve that with sales perfor-
mance management software. That’s because SPM software easily integrates with 
the company’s current software, such as CRM, ERP, HRIS, etc., leading to stream-
lined operations.
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If you want to get the most out of your sales performance software, there are plenty 
of things you need to look for when choosing one. Here are some of the things that 
you need to pay attention to when choosing sales performance management soft-
ware.

Scalability

Every business owner plans to expand their business with time. As your business 
expands and grows, you need SPM software that can meet your sales operation 
needs without compromising performance. You need to look for SPM software that 
can easily scale up or scale down, depending on your business needs.
 
Flexibility

Your business needs to keep on changing as well as business regulations. This is 
why you must ensure that your ideal sales performance management software will 
offer you maximum flexibility and configuration options for maximum perfor-
mance.

Access to real-time data

With access to real-time data, the sales performance software will allow you to 
monitor, plan, and react to the constantly changing business world and speedily 
implement new organizational goals.  With real-time data for training and qualifica-
tions [T&Q], sales managers can monitor in real-time any gaps in sales territory cov-
erage and fill them. 

On the other hand, real-time data for managing incentive compensation can help 
sales representatives better understand the effect any deal will have on their earn-
ings, particularly if that deal entails any kind of discounts. Finally, with real-time 
sales forecasting, it is possible for the sales manager to share information regarding 
future sales with other departments of the organization, such as supply chain, 
finance, etc.

Predictive analytics

As a company, if you are looking for ways to stay ahead of the stiff competition, you 
must use predictive analytics as it can help you with planning. Without predictive 
analytics, it is pretty challenging for sales managers to test future scenarios and see 
what actions can be implemented for the best results. On the other hand, with pre-
dictive analysis, sales leaders can know in advance what to do in various circum-
stances and take action in a timely manner.
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 System integration

Another feature that you must look for in sales performance management soft-
ware is the ability to integrate with other systems. Of course, for a business to 
run efficiently, it must have certain systems in place. Some of these systems 
include CRM, ERP, HRIS, etc. Your SPM software will depend on these systems 
for data. This is why you must ensure that the sales performance management 
software can integrate with these other systems for streamlined operations. The 
software should have direct connectivity via API or built-in ETC functionality for 
smooth integration.

Ease of use

You shouldn’t go for sales performance management software that is too com-
plicated to execute and use.  The quality of the software’s user experience will 
have a huge effect on how fast your sales team will learn how to use it. The more 
complex the software’s interface is, the more time and resources you will invest 
in training the staff to use it. So, if you are looking for an excellent user experi-
ence, choose sales performance management software with an easy-to-use 
interface.

Workflow automation

Sales processes can be quite difficult and tedious to manage. One of the best 
ways to make them better is by automating them. This is where sales perfor-
mance management software comes in. It automates manual and tedious sales 
processes. So you must ensure that the SPM software you are purchasing can 
automate these processes seamlessly.
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Now that you know what sales performance management software is, why it is 
important, and what to pay attention to when looking for one, it is time to choose 
one and implement it in your organization. 

This software can make your organization stand out from the crowd and stay one 
step ahead of the competition. But with so many SPM software providers available 
today, it is up to you to do your due diligence and make sure that you choose the 
right provider. Remember that choosing the right SPM solutions provider can make 
a huge difference in maximizing the software’s potential.

One of the best SPM solutions is the SPM solutions from InnoVyne Technologies.

InnoVyne Technologies is a software consultancy agency that deals 
in sales performance management [SPM] solutions. This reputed 
agency partners with sales organizations to handle the efficiency, 
automation, and transparency that these organizations face in their 
daily sales operations and incentive compensation processes.

The agency’s expert team, through their strategic solutions and 
professional services, has been serving clients in North America 
since 2008. The agency’s certified team deeply understands the 
sales industry and technology, how to provide higher value, how to 
successfully implement the solutions, and how to make the solu-
tions drive maximum results.

If you are currently processing incentives manually using spread-
sheets, spending too much time processing incentives, or your 
sales team is frustrated with transparency and lack of access to 
real-time data, it is time to consider a SPM solution with InnoVyne 
Technologies.
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