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Introduction

The Revenue Operations (RevOps) function, popularized by Salesforce and HubSpot in the 2000s,
gained widespread adoption by the late 2010s as businesses recognized the benefits of a cohesive
strategy for managing revenue operations. Initially, RevOps faced skepticism from traditional
business leaders who viewed sales, marketing, and customer success as separate functions with
distinct goals. Executives were hesitant to invest in a new function without a clear track record,
perceiving it as an unproven theory rather than a practical solution. This skepticism was
heightened by the challenge of demonstrating immediate value as many benefits of RevOps, such
as improved alignment and optimized revenue processes, materialize over time.

However, as early adopters reported substantial improvements in revenue growth, forecasting
accuracy, and operational efficiency, perceptions began to shift. The advent of RevOps tools
equipped with Al capabilities has revolutionized the function, accelerating the transition of
capabilities like prospecting, conversational and emotional intelligence, guided selling, deal
collaboration, and forecast capture from near-core to core competencies. Customer demand and
expectations for these platform capabilities underscore the sector's competitive nature. This is
further evidenced by the active acquisition landscape, where companies are acquiring others to
protect strategic positions, expand capabilities, or gain market share, as seen with Salesforce's
purchase of Troops.ai and Clari's acquisition of Wingman. These deals highlight the vibrant
acquisition market as companies enhance their offerings and capabilities.

An Imperative Rather Than a Choice

In today's rapidly evolving business landscape, implementing RevOps tools is a necessity, not a
luxury. Integrating RevOps tools drives growth, improves profitability, and streamlines operations
across departments. The urgency to adopt these tools is underscored by recent data, trends,
and positive customer feedback on companies such as Regie.ai,' Gong,?® Apollo.io,* and
HubSpot,® highlighting the transformative impact on organizations.

"Regie.ai, Use Cases, 2024

2 Gong, Virgin Pulse Used Gong to Achieve a 4x Jump in its Top-Of-Funnel Conversions, 2024
3 Gong, How Gong Helped Mintel Increase Win Rates by 34%, 2024

4 Apollo.io, Customer Stories, 2024

5 HubSpot, Case Studies, 2024
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https://www.salesforce.com/?ir=1
https://www.hubspot.com/
https://www.salesforce.com/?ir=1
https://troops.ai/
https://www.clari.com/
https://www.regie.ai/blog/falling-for-regie-ai-g2-fall-2024-grid-reports?gclid=Cj0KCQiAx9q6BhCDARIsACwUxu6fzUHjZOD_7iI4vBuxvX0fC8xhHpr7bVH7G9m02LfCTiTiFNSljmMaAtnlEALw_wcB&utm_term=ai%20sales%20tools&utm_campaign=&utm_source=google&utm_medium=cpc&gad_source=1
https://www.gong.io/home/
https://www.apollo.io/
https://www.hubspot.com/products/get-started-cr046?utm_id=607212716859&utm_medium=paid&utm_source=google&utm_term=marketing_hubspot_EN&utm_campaign=Marketing_MQLs_EN_EMEA_UKI_Brand-HubSpot_e_c_campaignid856706782_agid45114446858_google&utm_content=_&hsa_ver=3&hsa_net=adwords&hsa_acc=2734776884&hsa_kw=hubspot&hsa_grp=45114446858&hsa_mt=e&hsa_cam=856706782&hsa_ad=607212716859&hsa_tgt=kwd-298569398281&hsa_src=g&gad_source=1&gclid=Cj0KCQiAx9q6BhCDARIsACwUxu7vhicUdCSbG46_6Q8902GEWX1gAVFYJ0XDDrGLwlHLvEXhwc-cVpIaApNKEALw_wcB
https://www.regie.ai/use-cases/inbound?gclid=CjwKCAjwp4m0BhBAEiwAsdc4aBdo9yEtedbFsPDoAz0kWRGM7WcWxWd94VY-2XwJWAqc1-50zvhirxoCDIQQAvD_BwE
https://www.gong.io/case-studies/achieving-double-digit-lift-across-the-sales-pipeline-how-virgin-pulse-used-gong-to-navigate-economic-uncertainty/
https://www.gong.io/wp-content/uploads/2022/12/Mintel-Case-Study-3.4.pdf
https://www.apollo.io/magazine/articles/customer-stories
https://www.hubspot.com/case-studies
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Transformative impact of RevOps on customer productivity

(11 ) (14
Scaled content production up to Outbound meetings doubled and
@) regie C“ 40%, increased content availability scaled email outreach from 35 to
= ’ by 300%, and campaign conversion 50+ per employee
upwork %)) SMARTLING
(11 (14 ) . ,
4X increase in top of funnel Offering coaching that’s based on real
m conversations and 33% reduction in number has helped Mintel reach an
onboarding time impressive 34% increase in their win
@ pulse rate MINTEL
(11 (14
Saved 5 hours a week, saw an 80% Apollo helped scale revenue 30x
Apollo'io contact match rate, and a 40% thanks to its completg database and
increase in conversion on cold calls prospecting automation tool
Aligned BIZAWAY
e _ - e (14
90% reduction in lead qualifying Increased revenue by 650%
HUbSp t process, and a 96% increase in
conversion on cold calls ‘ & rockcontent
momentive

Strong evidence from improved customer feedback metrics, along with third-party research
from Gartner,® Forrester,” BCG,® LSA,° and the Harvard Business Review, underscores the critical
importance of implementing a revenue operations platform. These sources consistently show
that adopting a RevOps approach enhances organizational efficiency, aligns sales, marketing,
and customer success teams, and drives revenue growth. Highlights from this research are
summarized in the table on the next page.

8 Gartner, Market Guide for Revenue Intelligence Platforms, 2021

" Forrester, The Total Economic Impact of Clari Revenue Platform, 2022

8 Boston Consulting Group, Revving Up Go-To-Market Operations in B2B, 2020
9 LSA, LSA 3x Organizational Alignment Research, 2024

Capabilities of RevOps Tools 2


https://www.gartner.com/en/documents/4007734
https://pages.clari.com/forrester-tei-2022.html
https://www.bcg.com/publications/2020/revving-up-go-to-market-operations-b2b
https://lsaglobal.com/insights/proprietary-methodology/lsa-3x-organizational-alignment-model/
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Company Research Summary

e By 2025, 70% of all B2B seller-buyer interactions will be
recorded or analyzed to extract competitive, deal, and
market insights using Al/ML and natural language

processing (NLP).
G a rtn e r e By 2025, 75% of all B2B sales organizations will replace
@ traditional sales playbooks with Al-based guided selling
solutions.

e Chief Sales Officers (CSOs) cite improving sales analytics
capabilities (58%) and increasing investments in Al to
improve seller effectiveness (54%).

e A sstudy of Clari customers found that sales managers spent
80% less time on forecasting activities.

e Companies that have implemented RevOps platforms have

FORRE STER grown three times faster than those that have not.

e Companies that aligned people, processes, and technology
across their sales and marketing teams achieved 36% more
revenue growth and up to 28% more profitability.

e With tighter alignment with go-to-market teams,
BOSTON organizations have 100%-200% increase in ROI.
m CONSULTING | ¢ Companies that invest in RevOps report 10% -20%

GROUP . . L.
increases in sales productivity.

Harvard e 71% of internet leads are wasted due to slow or no
Business responses.

Review

Al market trends have emphasized the critical need for Al implementation. Activant's article
"Road to Virtual Employees" concludes that leveraging RevOps platforms is the most effective
approach for scaling Al. This perspective is supported by industry leaders, with Goldman Sachs™
reporting a 3000% increase in Al mentions on Russell 3000 earnings calls since 2010, with
significant growth in 2022.

0 Goldman Sachs, Al investment forecast to approach $200 billion globally by 2025, 2023
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https://activantcapital.com/research/RevOps
https://www.goldmansachs.com/intelligence/pages/ai-investment-forecast-to-approach-200-billion-globally-by-2025.html
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Companies on Russell 3000 mentioning Al in Quarterly Reports \\\\ ACTIVANT
18,00%

16,00%

14,00%

12,00%

10,00%

8,00%

6,00%

4,00%

2,00%

0,00%

Jan-10

May-10
Jan-12

May-12

Jan-13

Sep-10
Jan-11
May-11
Sep-11
Sep-12
May-13
Sep-13
Jan-14
May-14
Sep-14
Jan-15
May-15
Sep-15
Jan-16
May-16
Sep-16
Jan-17
May-17
Sep-17
Jan-18
May-18
Sep-18
Jan-19
May-19
Sep-19
Jan-20
May-20
Sep-20
Jan-21
May-21
Sep-21
Jan-22
May-22
Sep-22
Jan-23

Source: Goldman Sachs, Al investment forecast to approach $200 billion globally by 2025, 2023

Although implementing RevOps platforms and Al is imperative, companies must navigate
several key challenges to successfully integrate these systems into their business processes.

Challenges to Adoption

In calls with industry experts, we identified seven major challenges to adoption that companies
typically face:

1. Complex Integration: Platforms must seamlessly integrate with existing systems like CRM,
email, calendars, and other sales tools. Integration complexity is a significant barrier,
especially for companies with entrenched legacy systems or multiple disparate systems.
According to MuleSoft's 2024 Connectivity Benchmark Report," 95% of leaders cite
integration as the top blocker for Al implementation.

2.

Data Silos and Quality: Many organizations struggle with data that is siloed across different
departments. Consolidating this data in a way that is meaningful and useful for a RevOps
platform can be challenging. Additionally, data quality issues can undermine the
effectiveness of RevOps tools, leading to poor adoption and lack of trust in the system.

" Mulesoft: Connectivity Benchmark, 2024
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https://blogs.mulesoft.com/news/connectivity-benchmark-report/
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3. Change Management: Implementing a RevOps platform often requires significant
operational and collaborative changes. Staff resistance, especially if benefits are unclear,
can hinder adoption. According to McKinsey & Company report on Organizational
Transformation,” 70% of change management initiatives fail due to employee resistance
and lack of management support.

4. Skill Gaps: Platforms require technical and analytical skills that are often lacking in sales or
marketing teams. Training and upskilling are necessary to ensure effective use. Salesforce
reports that 62% of respondents feel their organizations are ill-equipped to harmonize data
systems and leverage Al technologies.®

5. Cost and ROI Justification: The cost of implementing a new RevOps platform can be
substantial, including software, training, and change management. Companies need a
clear path to ROI, which can be difficult to project, especially early on.

6. Keeping Pace with Evolving Technologies: The rapid pace of technological change
requires RevOps platforms to continually evolve and adopt new tools like Al and machine
learning, necessitating ongoing investment. According to Accenture,* 89% of UK
executives believe that with rapid tech advancement, innovation with purpose is more
critical than ever.

7. Vendor Overlap and Redundancy: Companies often have tools covering various sales,
marketing, and customer service functions. A new RevOps platform might overlap with
these tools, causing redundancy and confusion about which tool to use.

Overcoming obstacles to implementation and adoption typically requires a clear and detailed
understanding of the expected benefits and capabilities that new systems will deliver. RevOps is
no different.

Critical RevOps Tool Capabilities

As the revenue intelligence market has continued to grow and expand its capabilities, vendors
have started to consolidate around a set of core and near-core capabilities. These tools process
sales force automation (SFA), market automation, sales engagement, sales enablement, customer
success, customer, and external data through Al/ML models. Based on our understanding of the
space and the gracious feedback of experts we consulted, we have schematically shown the
capabilities of third party RevOps tools, along with the core and near-core capabilities that are
common.

2 McKinsey: Organizations do not change. People change! ,2019

8 Salesforce: Connectivity Report, 2024

 Accenture: Technology Trends, 2024

Capabilities of RevOps Tools 5


https://www.mckinsey.com/capabilities/people-and-organizational-performance/our-insights/the-organization-blog/organizations-do-not-change-people-change
https://www.salesforce.com/uk/news/stories/connectivity-report-announcement-2024/
https://www.accenture.com/gb-en/insights/technology/technology-trends-2024?c=acn_glb_accenturetechnogoogle_14070651&n=psgs_0124&gad_source=1&gclid=Cj0KCQjwir2xBhC_ARIsAMTXk86_2yAGhUScWUJb8vtJ-ckQmYmYx2qWnqaeMBIQpoV-fgL8eGIzZQQaAvXeEALw_wcB&gclsrc=aw.ds
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Our view. Capabilities of 3" Party RevOps Tools ACTIVANT
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Core Capabilities

We believe that the core capabilities of RevOps platforms should include:

e Activity intelligence: Tracks, monitors, and provides insight from other platform such as
email, calendars, Zoom, Teams, Slack.

e Al-guided selling: Provides guidance to sellers on what actions to take next, including
setting up calls, drafting follow-up messages, providing conversational guidance, and
forecasting potential for success.

o Opportunity health assessment: Uses activity information, combined with Al insights on the
deal health and potential steps, to improve health as well as determine which deals need
more focus and attention than others.

o Pipeline analytics: Provides sales managers with a view of their team’s pipeline through a
combination of Al, activity intelligence, and sales history.

o Forecast predictions: Provides Al-driven forecasts and recommendations at multiple
stages of the sales cycle.

Near-Core Capabilities

As RevOps vendors continuously seek to differentiate themselves by offering a range of additional
features, we expect these near-core capabilities to become entrenched in the market which will
shift them to required core capabilities over time.

o SFA data capture: Logs accounts, contacts, and activities in SFA and associates them
with an account, contact, lead, and opportunity.

Capabilities of RevOps Tools 6
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o Prospectintelligence: Provides marketing and sales reps with lead data, Al scoring and
guidance on nurturing connections.

¢ Conversational intelligence: Al analysis of conversations between the buyer and seller,
providing active insight to improve interaction quality such as script prompts and
guidance as well as insights on the health of the conversations.

¢ Emotion intelligence: Uses emotional cues from text, audio, or video interactions to
provide insight on the health of customer relationships.

¢ Guided-selling task queue: Provides sales with a list of tasks based off Al analysis of deal
signals and health.

o Deal collaboration: Enables deal teams to collaborate as they engage a customer
through providing one source of truth that funnels customer interaction into one place for
all members to see.

o Forecast capture and audit: Allows managers and leaders to easily submit a bottom-up
sales forecast for multiple levels of the sales hierarchy.

As always, companies face the decision to build or buy additional capabilities.

Acquisitions are Inevitable

The intense competition in the RevOps sector has fostered a dynamic acquisition environment.
Companies are continually seeking to maintain their market share, enhance their current
capabilities, or expand their offerings into near-core areas, thus driving healthy acquisition activity
within the industry. Salesforce, for example, acquired Troops.ai in 2022 to enhance their Al-guided
selling capabilities, LevelJump in 2021 for opportunity health assessment, and Slack in 2021 for a
record $27.7 billion. Similarly Gong acquired Vayo in 2022 to improve their pipeline analytics, and
Xactly acquired TopOpps in 2020 to strengthen their forecast predictions. 6sense acquired Slintel
to enhance prospect intelligence, Clari purchased Wingman in 2022 to develop their
conversational intelligence tools, Smart Eye acquired Affectiva to expand their emotion
intelligence. When it came to deal collaboration, Microsoft decided to acquire Ally.io in 2021.

Using Crunchbase data, we analyzed acquisitions by major RevOps players since 2018. Key CRM
companies like Salesforce, Oracle, and Freshworks have consistently acquired smaller RevOps
platforms to enhance their offerings. Smaller pure-play RevOps companies such as Salesloft,
HubSpot, Gong, Clari, and Mediafly have also made strategic acquisitions to expand their
capabilities and stay competitive. This trend underscores the intense competition and ongoing
consolidation within the RevOps market, reflecting the sector's dynamic nature as both
established and emerging players aggressively enhance their technological capabilities through
acquisitions. We expect this activity to continue.

Capabilities of RevOps Tools 7


https://www.salesforce.com/?ir=1
https://troops.ai/
https://www.gong.io/
https://www.xactlycorp.com/
https://6sense.com/?utm_source=google&utm_medium=cpc&utm_campaign=1724306603&utm_term=6sense&utm_content=g&utm_matchtype=e&utm_adgroup=73025970612&gad_source=1&gclid=CjwKCAjwyo60BhBiEiwAHmVLJTx5Vs013x1wHCc3m9KPqcxFq94vkfGUaEX110VzE8G_VU6BWPEJzxoCpUMQAvD_BwE
https://www.clari.com/
https://www.smarteye.se/
https://www.microsoft.com/en-us/
https://www.freshworks.com/?tactic_id=6525629&utm_source=google-adwords&utm_medium=FWorks-Search-US-Exact&utm_campaign=FWorks-Search-US-Exact&utm_term=freshworks&device=c&matchtype=e&network=g&gclid=CjwKCAjwyo60BhBiEiwAHmVLJReCMJpi3oG8fe4olZNUtfOrPT-fGJLRDTk8t-6t3HDkDLUys54fvBoC_xAQAvD_BwE&gad_source=1
https://www.salesloft.com/
https://www.hubspot.com/
https://www.gong.io/
https://www.clari.com/
https://www.mediafly.com/
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Company Acquisitions Since 2018 B ACTIVANT

5
4 4
: : : I . I I

Gong Clari Outreach MediaFly HubSpot Salesloft Freshworks Salesforce Oracle

Source: Activant analysis using Crunchbase data

Players to Watch

While each company on our market map is impressive, we are particularly excited about the
growth and potential buyouts of the best-in-class players and segments highlighted in red.
However, our market map is not exhaustive and does not include all companies in the RevOps and
Sales Development space. We acknowledge that many companies span multiple segments and
continuously add new features as they grow and expand.

Capabilities of RevOps Tools
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With that said, we are excited about companies represented in Conversational
Intelligence/Marketing, Automated Lead Management and Sales Readiness.

Conversational Intelligence

Vendors in this space often start with a narrow focus and then broaden their scope. Gong, a leader
in the space, initially focused on conversation intelligence but has since expanded into sales
enablement and engagement. Similarly, some vendors are acquired to enhance larger companies'
offerings. Groove and Wingman (now Clari Copilot) were acquired by Clari, and Chorus was
acquired by Zoominfo.

Companies we like include:

e Balto: Provides real-time call guidance and conversational analytics. It uses Al to guide sales
reps during calls and ensure they follow best practices.

o Salesken: Uses Al to provide real-time assistance and insights during sales calls. It focuses on
improving sales conversations and providing actionable intelligence to sales teams.

e Observe.ai: Uses Al to transcribe and analyze sales and support conversations, offering
insights and coaching to improve agent performance.

o Deepgram: Uses deep learning to transcribe and analyze voice data, offering tools for building
conversational Al applications. It focuses on providing highly accurate speech recognition and
analysis.

e Druid: Specializes in creating intelligent virtual assistants designed for various business
applications. The Platform supports multiple languages and has customizable virtual
assistants.
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https://www.gong.io/
https://www.groovehq.com/?utm_source=google&utm_medium=cpc&utm_campaign=BXT1&GA_network=g&GA_device=c&GA_campaign=20984112203&GA_adgroup=156981292486&GA_target=&GA_placement=&GA_creative=689482157704&GA_extension=&GA_keyword=groove&GA_loc_physical_ms=9198104&GA_landingpage=https://www.groovehq.com/%3Futm_source%3Dgoogle%26utm_medium%3Dcpc%26utm_campaign%3DBXT1&utm_source=google&utm_medium=cpc&gad_source=1&gclid=CjwKCAjwnK60BhA9EiwAmpHZw4Sd3gwyY6fL2uCGU5LRVDQS6mc7a1ietxwExWKOkoTo70CeCzqv3BoCrQ8QAvD_BwE
https://www.clari.com/
https://www.zoominfo.com/
https://www.balto.ai/
https://www.salesken.ai/
https://www.observe.ai/
https://deepgram.com/
https://www.druidai.com/
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Automated Lead Management

Vendors specializing in Lead Management are crucial for RevOps platforms, as sales leads are
vital for revenue generation. These vendors drive revenue and are prime acquisition targets for
larger players. Examples include Salesloft's acquisition of Drift, Gong's acquisition of Vayo, all
aimed at enhancing lead generation. These acquisitions help companies protect market position,
increase share, or defensively acquire competitors.

Moreover, lead management vendors can expand into new sectors by adding functionalities and
offering them to their existing customer base. For instance, Apollo.io, began as a lead
management platform and has since expanded into conversational intelligence, coaching,
analytics, and sales engagement, becoming an all-in-one platform. To date, Apollo.io has raised
over $250 million.

We think the following companies are worth watching:

o LeadlQ: Has added features such as sales prospecting, data management and CRM
integration, expanding from its original focus of data collection and enrichment for sales
teams.

o Rocketreach: Uses Al to transcribe and analyze sales and support conversations, offering
insights and coaching to improve agent performance. Notable customers include Google,
Meta, Microsoft, Amazon, Intel, and Disney.

e Echobot: Serving over 300 clients across all industries, Echobot scrapes the data available
on the web to generate actionable insights. The company acquired Leadfeader to identify
web visitors' data and further expand their lead generation capabilities.

e Growbots: Automates outbound lead generation, helping businesses to find potential
customers and set up email campaigns with Al-driven prospecting.

o Albacross: ldentifies anonymous website visitors and turns them into sales leads by
providing detailed visitor information and integrating with CRM systems.

Sales Readiness

Like automated lead management, sales readiness platforms are essential for equipping sales
teams with the knowledge and tools needed to engage effectively with customers, often working
alongside lead management at the top of the funnel. The evolution of these platforms from basic
training tools to comprehensive Al-driven solutions highlights the importance of continuous
learning and real-time support in sales performance. Many all-in-one platforms, such as Gong,
Clari, Mediafly, and HubSpot, integrate sales readiness and training as key features, showcasing
their role in providing a full suite of capabilities. Successful companies in this space include Allego,
and Mindtickle, along with notable acquisitions like Bigtincan acquiring Brainshark, Seismic
acquiring Lessonly, and Salesloft acquiring LeveldJump.
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Interesting players include:

e Saleshood: Sales enablement platform with a focus on training, coaching, and content
sharing to improve sales team performance.

o Workramp: Enterprise learning cloud for employee training and customer education at top
companies like Reddit, Lattice, Intercom, and Workiva.

o Qstream: Offers a microlearning platform designed to boost sales readiness through
scenario-based learning and real-time analytics.

e Spekit: Delivers real-time, in-app training and enablement for sales teams, integrating with
tools like Salesforce to provide contextual learning.

e Commercialtribe: Focuses on sales coaching and readiness, providing tools for video
practice, feedback, and analytics to enhance sales performance.

Other Interesting Players

As mentioned in our RevOps article, we at Activant are particularly interested in innovative
companies like Regie.ai, 11x, Lyzr.ai, Qualified. Please follow the Link to our Article “Road to
Virtual Employees” to learn more about our investment thesis and discover why we are excited
about these forward-thinking companies.

Conclusion

While acknowledging the sector's competitive nature and the challenge of differentiating
capabilities, we value an environment where acquisitions expand platform capabilities, increase
market share, and protect company moats. As Al becomes more entrenched, we expect
capabilities to expand, reducing the need for human input. Additionally, we anticipate a rise in
acquisitions as interest rates ease and equity markets recover, with companies like Salesforce,
HubSpot, and Oracle likely to increase their strategic acquisitions, followed by mid-sized
companies.
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