
Sales Performance Management
Tools to incentivize individual sellers and teams to drive more profitable growth 
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ABOUT THIS SHORTLIST 
 
Sales performance management (SPM) systems are designed to help both individual 
sellers and management optimize sales processes and drive more effortless growth. 
While salesforce automation (SFA) and other CRM systems may track sales activi-
ties, SPM systems are designed to integrate data from various sales-related systems 
and activities to better inform and instruct sellers towards their best path to quota. 
In turn, management can get a more holistic and intelligent view of how sellers are 
performing, and make more proactive decisions given the richer data set inside SPM 
systems versus CRMs as it pertains to the actual selling motions in play. 

Continued advancements in leveraging AI and large language models has driven much 
of the innovation in this sector. Users can now leverage AI to automate quota and 
territory planning, inject real-time coaching into the sales process, add more person-
alized gamification and incentives, and better correlation and summarization of sales 
interactions to guide next actions and best paths to attainment. Leading vendors in 
this sector are adopting more composable, no/lo code platforms to enable users to 
better configure the systems and utilize AI as they see fit. 

The ideal outcome is improved forecast accuracy, higher conversation rates, shorter 
sales cycles and increased revenue. On a management level, sales performance 
management provides the opportunity to analyze and evaluate overall operational 
efficiencies and the effectiveness of individual sellers, identify and recognize success, 
improve timing and content of coaching, establish contextual and personalized seller 
training based on identified team wide best practices. In many cases, these tools also 
tackle broader challenges of territory management and commission or compensation 
management. 
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Constellation evaluates more than 20 solutions  
categorized in this market. This Constellation ShortList 
is determined by client inquiries, partner conversations, 
customer references, vendor selection projects, market 

share, and internal research.

The Constellation ShortList™ presents vendors in different  
categories of the market relevant to early adopters. In addition,  
products included in this document meet the threshold criteria  
for this category as determined by Constellation Research. This  
Constellation ShortList of vendors for a market category is  
compiled through conversations with early adopter clients,  
independent analysis and briefings with vendors and partners.

LIKE WHAT YOU SEE?  
 
Consider partnering with Constellation Research on your 
go-to-market-strategy. Email ShortList@ContellationR.com 
for more info.

To learn more about Constellation Research Shortlists visit: 
www.constellationr.com/ShortList

mailto:ShortList@ContellationR.com
http://www.constellationr.com/ShortList


FREQUENCY OF EVALUATION
 
Each Constellation ShortList is updated at least once  
per year. Updates may occur after six months if  
deemed necessary. 

EVALUATION SERVICES
 
Constellation clients can work with the analyst and the 
research team to conduct a more thorough discussion of 
this ShortList. Constellation can also provide guidance in 
vendor selection and contract negotiation. 

Martin Schneider
Vice President & Principal Analyst
Martin Schneider has had a unique career that has spanned 
both analyst and marketing practitioner roles, focused on 
high technology and related industries. The unifying fac-
tor has always been both a keen analysis of go-to-market 
trends, while also having achieved success as a marketing 
leader. Schneider started his career as a journalist covering 
B2B technologies, and quickly transitioned into a leading 
analyst covering application software for the 451 Group in 
NYC, where he specialized in CRM, marketing automation, 
and business intelligence/analytics technologies.
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Digital Marketing & Sales Effectiveness

Next Generation Customer Experience

Future of Work

ABOUT CONSTELLATION RESEARCH 
 
As an award-winning Silicon Valley-based strategic  
advisory and futurist analyst firm, Constellation Research 
serves leaders and organizations navigating the challenges 
of digital strategy, business-model disruption and digital 
transformation. Constellation works closely with solution 
providers, partners, C-suite executives, board of directors, 
and its Constellation Executive Network of buy-side leaders 
to lead the way in research coverage and advise clients how 
to achieve valuable business results. 

THRESHOLD CRITERIA
Constellation considers the following criteria for  
these solutions:

•	 Consolidate account and customer insights from across 
internal data sources 

•	 Incorporate external data sources for market context
•	 Leverage AI to process data, specifically to identify key 

trends and patterns for predictable growth planning, 
forecasting and performance 

•	 GenAI powered coaching and establishment of auto-
mated actions to optimize action 

•	 Integration to CRM and other enterprise systems
•	 Automated activity capture across channels 
•	 Digital assistant that supports text and  

voice interaction 
•	 Mobile accessible 
•	 Recommended actions in customer account context
•	 Cross functional collaboration 
•	 Data and performance-based coaching 
•	 Territory management and planning
•	 Commission/compensation and incentives  

management 
•	 Quota management and planning 
•	 Robust reporting on performance, objectives and goals, 

and conversion analytics 
•	 Integrated training and coaching environment with rec-

ommendations for improvement or course correction

https://twitter.com/
https://www.linkedin.com/in/martinaschneider/
https://www.constellationr.com/users/martinschneider
https://www.constellationr.com/business-theme/marketing-transformation
https://www.constellationr.com/business-theme/next-generation-customer-experience
https://www.constellationr.com/business-theme/future-work

