
Sales performance 
management 
(SPM) Glossary

Sales Performance Management is planning, 
managing, and analyzing your sales 
performance using data-driven functions to 
motivate your sales team and maximize 
productivity. 

SPM replaces the manual sales evaluation 
and management methods in cumbersome, 
error-prone tools such as spreadsheets. 

Another critical benefit is that it helps 
develop a single source of data to easily 
administer and bring transparency and 
viability into the compensation process. 

Therefore, compensation administrators can 
maintain error-free pay calculation and 
processing whereas managers and sales 
representatives can focus on better results 
and higher commissions without worrying 
about shadow accounting or inaccurate, 
untimely payments. 
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Compensation that is dependent upon the level or 
type of achievements e.g. attaining set performance 
targets or sales goals. Compensation payouts may 
fluctuate - increase or decrease - each period 
depending on performance. Variable compensation 
can also include discretionary compensation such as 
bonuses. 

Variable Compensation

Compensation Plan Design

Plan Communication, Distribution & 
Acceptance

Incentive Compensation Management, i.e., 
compensation administration & reporting 

Dispute resolution

Scenario modeling

Reporting & Analytics

Quota & Territory management

Core components of SPM include:
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The total compensation, or total rewards, is a 
comprehensive combination of compensation, 
benefits, or rewards. It spans all aspects of employee 
pay and recognition, including wages, bonuses, 
recognition programs, benefit programs such as 
workplace flexibility, performance management 
programs such as enablement, coaching, and career 
development.

Total Compensation or Total Rewards2

3

Incentive compensation management or ICM 
usually represents the core feature of SPM solutions. 
It is the practice of calculating complex variable pay 
programs and streamlining the reporting and 
analytics functions for commissions and other 
variable compensation (e.g. bonuses). 
 
While many companies previously used rigid, 
unreliable, and error-prone tools such as 
spreadsheets for ICM, an increasing amount of 
organizations have now turned to robust solutions 
that automate and streamline the entire ICM process 
from start to finish while maintaining the integrity, 
accuracy, and timeliness of data. 

Incentive Compensation Management (ICM)
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Compensation Plan Design4

Territory management is the process by which 
organizations define and segment sales territories, 
including geographies, accounts, verticals, etc., to 
ensure optimal utilization and maximum performance 
potential of all sales reps. 

Compensation plan design refers to the fundamental 
process of creating a compensation plan, which 
includes determining plan components such as base 
pay, commissions, and bonuses and structuring them 
as flat commissions or tiered structures for all 
employees or payees affected by variable pay. 
Compensation plan design requires a highly 
thoughtful approach to ensure that all plans 
incentivize the exact behavior and performance 
necessary to achieve the desired sales targets or 
broader strategic business objectives.

Territory Management
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Quota management is the practice of setting, 
distributing, and monitoring the goals or 
performance targets that sellers must achieve 
during a set period to earn their target incentive 
pay. Quota management is used to ensure that 
goals and targets are distributed fairly across the 
seller base and can serve to motivate sellers to 
attain set targets.

Quota Management
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Dispute resolution in SPM refers to the process 
whereby a seller disagrees with their compensation 
payout for a given time period. Usually, disputes 
arise when the seller believes they have not been 
paid the correct total commission on the sales they 
brought in for that period. 
 
While dispute resolution tends to be a clunky 
process, involving a lot of back-and-forth via email, 
organizations utilizing a robust SPM system can 
simplify the dispute resolution process by making it 
significantly easier to flag exactly which transaction 
the rep believes they have not been paid for and 
facilitating the communication between the 
compensation administrators & seller by centralizing 
it in one place. 

7 Dispute Resolution

Scenario modeling, also known as plan modeling as 
it relates to SPM, is the process by which 
compensation administrators can leverage SPM 
software to quickly forecast the impact of plan 
changes before implementing them. Plan changes 
could be as simple as changing commission rates 
for a single plan or can be large-scale such as 
adding new components to multiple plans. Scenario 
modeling helps companies assess and identify 
exactly which changes would drive increased 
business performance, seller retention or lower 
overall compensation costs. 

Scenario Modeling8
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Reporting & Analytics in the context of SPM includes 
compensation administrator, sellers and 
management analysis and reporting. 

Generally, compensation administrators are focused 
on monitoring and analyzing the effectiveness of 
compensation plans. 

For sellers, summary compensation payout reports 
and transactional details serve as critical data. 
Management heavily relies on ensuring they are 
able to fully understand the business or team 
performance, including top performers in need of 
additional recognition or bottom performers in need 
of additional coaching. 

Robust SPM solutions grant not only the flexibility of 
creating multiple types of reports depending on 
unique requirements but also the ease of use for 
business users such as administrators, sellers and 
management to gain quick insight into necessary 
details. 

Reporting & Analytics9
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InnoVyne Technologies is a software 
consultancy that specializes in Sales 

Performance Management (SPM) solutions. 

We partner with sales organizations to address 
automation, efficiency and transparency 
challenges in their sales operations and 

incentive compensation processes.

Our certified experts deeply understand their 
industry and technology, how to provide the 

most value, how to successfully deploy 
solutions, and all the logic that makes their 

solutions drive results.

About InnoVyne
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