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Sales Force Performance Reporting

Sales Performance Reporting provides insight into expected and actual achievement of the
members of the sales organization. Executives and sales managers can view dashboards summarizing
sales representatives’ quota achievements, detailed reports on sales representatives’ pipelines, and

benchmark reports that compare sales representative performance. Drilling to pipeline detail can
reveal factors contributing to the over- and under-performance of regions and/or representatives. By
constantly reviewing sales representative performance versus quota and benchmarked relative to rel-
evant peers, sales management can proactively develop performance improvement plans for under-
performing sales representatives and provide appropriate motivational recognition for top performers.

Sample Report: Sales Performance versus Plan
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