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Abstract:

This paperincludes 10 must-have reports foryour CRM data that will give you actionable insights
foryour sales and marketing teams and beyond.

@ About ZoneReporting:

ZoneReporting presents a pre-built reporting solution that’s seamlessly integrated into Microsoft
Power BI, purpose-built to elevate your CRM experience. Supported CRMs include NetSuite,
Salesforce, and HubSpot.

Ourrobust pre-built solution encompasses a dedicated connector, an intelligently crafted tabular
datamodel, an array of key metrics and KPls, and a collection of highly valuable reports. Our mission
is to expedite yourjourney towards establishing a powerful Business Intelligence (Bl) reporting
framework. Instead of investing months or even years, we empower you to launch your Bl platformin
mere weeks, saving you valuable time and resources.

ZoneReportingis your catalyst for unlocking the full potential of your CRM data, allowing you to make
data-driven decisions with ease. Ready to explore our solutionin action? Request a personalized
demo and discover how we can transform your CRMreporting. Your path to streamlined, efficient
reporting begins here.

© Summary:

In this comprehensive white paper, we delve into a vital aspect of your business intelligence:
CRMreporting. We will unveil the primary objectives of each report presented, articulate their
indispensable value in enhancing your business, and provide actual examples of ourreports. This
documentis your ultimate guide to unlocking the full potential of CRM reporting, tailored to your data
within NetSuite CRM, Salesforce, or HubSpot. Explore the top 10 CRMreports that can transformthe
way you harness your customer data and drive unprecedented growth. Here are the reports covered:

1. Opportunity Snapshot & Latest 6. SalesRep GoalPerformance

Opportunities Created and Closed
7. AccountActivity

2. Opportunities by Product
8. LeadsCreationand Conversion

3. Pipeline Cohort Snapshot Analysis
4. Stage Probability Analysis 9. ForecastAccuracy
5. Cohort Probability Analysis 10. Opportunities Wonvs Lost vs Pending
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Report1:

Opportunity Snapshot & Latest Opportunities Created and Closed
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Report1:

Opportunity Snapshot & Latest Opportunities Created and Closed
(Continued)

@ Obijective:

The objective of a sales report that shows a snapshot of all your company’s open opportunities
is to provide a clear and up-to-date overview of the sales pipeline and the potential revenue your
company can generate from these opportunities.

Asalesreport showing a snapshot of open opportunitiesis a valuable tool formanaging and
optimizing the sales process, ensuring the company is on track to meet its revenue goals, and making
data-driven decisions to improve sales performance.

@ Report Value:

1. Pipeline Visibility: It offers a visual representation of all ongoing sales opportunities, allowing
sales managers to see the quantity and quality of dealsin progress.

2. Performance Tracking: It enables the tracking of sales team performance by showing how many
opportunities are at each stage of the sales process. This can help identify bottlenecks and areas
where additional support orresources may be needed.

3. Revenue Forecasting: By including the potential revenue associated with each open
opportunity, the report can be used to forecast future salesrevenue. This is essential for
budgeting and financial planning.

4. Priority Setting: Sales reports can help prioritize efforts by highlighting high-value opportunities
that are close to closing or those that require immediate attention.

5. Resource Allocation: It aids in allocating resources effectively. Forinstance, if there are many
opportunitiesin the early stages of the sales process, it may indicate a need formore lead
generation or prospecting efforts.

6. Strategy Evaluation: Salesreports can be used to evaluate the effectiveness of sales strategies
and tactics. Forexample, if certain types of opportunities consistently fail to progress, it may
indicate aneed torefine the sales approach.
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Report 2:

Opportunities by Product
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@ Obijective:

The objective of a sales report that shows a snapshot of all your company’s open opportunities by-
product is to provide a detailed overview of the sales pipeline with afocus on how different products
are performingin terms of pending or potential sales. Additionally, it helps optimize sales efforts,
product management, and resource allocation to maximize revenue and market share foreach
product category.
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Report 2:

Opportunities by Product (Continued)

@ Report Value:

1.

Product-Specific Pipeline Visibility: It offers a clearvisual representation of all open sales
opportunities, categorized by the specific products associated with those opportunities. This
helps sales managers and teams to see which products are driving the most opportunities and
revenue potential.

Product Performance Assessment: It allows foranin-depth assessment of how well each
productis faring in the sales pipeline. By examining the number and value of open opportunities
foreach product, companies can gauge product-specific demand and effectiveness.

Resource Allocation: The report can assistin allocating sales and marketing resources more
effectively. If certain products have a significantly higher number of open opportunities, it may
suggest aneed to assign more salespeople or marketing efforts to those products.

Sales Strategy Refinement: By analyzing product-specific open opportunities, companies can
refine their sales strategies. Forexample, if one product consistently has alonger sales cycle
ormore stalled opportunities, it may indicate a need forchanges in the sales approach for that
product.

Revenue Forecasting by Product: It aids in forecasting revenue specifically by product. This is
valuable for product-specific financial planning and resource allocation.

Product Prioritization: Companies can use thisreport to prioritize products based on the number
and value of open opportunities, directing attention to those with the most immediate potential
for generating revenue.

Communication and Collaboration: The report can be shared with product managers, sales
teams, and executives to facilitate collaboration and align sales efforts with product strategies.

Decision Making: It provides data-driveninsights for decision-making, such as product
development prioritization, pricing adjustments, and inventory management decisions.

Market Trends Analysis: By examining open opportunities by product, companies can gain
insights into which products are currently in demand and may identify emerging market trends or
customer preferences.
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Report 3.

Pipeline Cohort Snapshot
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@ Obijective:

Apipeline monthly cohort report aims to provide a detailed and structured analysis of how prospects
and leads progress through different stages of the sales pipeline on a cohort basis. The objective of
such areportis to offervaluable insightsinto the efficiency and effectiveness of the sales process,
as well as toidentify trends and areas forimprovement as the business initiatives change through
each cohort. The cohort category can certainly be changed as needed to best serve your business
needs.
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Report 3.

Pipeline Cohort Snapshot (Continued)

@ Report Value:

1. Pipeline Efficiency Measurement: The report allows businesses to measure how efficiently leads
are moving through the sales pipeline. It helps track metrics such as conversionrates, velocity,
and time to close, providing insights into the overall health of the sales process by cohort.

2. SalesForecasting: By examining the progress of cohorts of leads and prospects month by
month, companies can make more accurate sales forecasts and predictions. This is essential for
revenue planning and resource allocation since activities change each cohort.

3. ldentifying Bottlenecks: The report helps identify bottlenecks or slow-moving stagesin the
sales process. When certain cohorts consistently take longer to progress, it canindicate areas
where improvements or additional support may be needed.

4. Lead Source Analysis: It providesinsightsinto the performance of leads from different sources
(e.g., marketing campaigns, referrals, cold calls) as the investment in each changes by cohort.
By tracking the conversionrates of different cohorts by source, businesses can determine which
lead generation strategies are most effective.

5. Cohort Segmentation: The report allows for the segmentation of cohorts based on various
criteria, such as lead quality, geographic region, orindustry. This segmentation helps businesses
tailor their sales strategies for different groups of prospects.

6. Trend Analysis: Overtime, the report canreveal trendsin how leads progress through the
pipeline. Thisinformationis crucial for adapting sales strategies, pricing, or product offerings to
align with changing customer behaviors and preferences.

7. Communication and Accountability: Sharing the report with sales teams and stakeholders helps
create accountability and encourages communication within the organization. Sales teams can
use thereport to understand their performance and make necessary adjustments.

8. Continuous Improvement: The report serves as a tool for continuous improvement. By
identifying areas of weakness orinefficiency, businesses canimplement changesin their sales
process to enhance overall performance.
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Report 4.
Stage Probability Analysis
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@ Obijective:

The objective of areport that shows the probability of your open sales opportunities closing by
stage is to provide a data-driven assessment of the likelihood that sales opportunities at various
stages of the sales process will successfully close. This data-driven approach report canimprove
the accuracy of sales forecasts, enhance the efficiency of sales processes and lead to better overall
sales performance.
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Report 4.

Stage Probability Analysis (Continued)

@ Report Value:

Data-Driven Decision Making: A probability-based report provides valuable data for making
informed decisions regarding sales strategies, resource allocation, and goal setting.

Forecast Accuracy: By calculating the probability of closure at different stages, the report
improves the accuracy of sales revenue forecasting, aiding in budgeting and financial planning.

Efficiency: It helpsinincreasing the efficiency of the sales process by focusing efforts on
opportunities more likely to close, thereby reducing wasted time and resources.

Sales Coaching and Training: Sales managers can use this report to identify areas where sales
reps may need coaching or training to improve their performance.

Pipeline Prioritization: The report helps in prioritizing opportunities by stage based on their
likelihood of closure, enabling teams to focus on those with the highest potential.

Risk Management: It highlights potential risks in the sales pipeline by identifying opportunities
with low closure probabilities, enabling proactive risk mitigation.

Improved Sales Performance: By understanding the probabilities of closure at different stages,
sales teams can work more effectively, which canlead to improved overall sales performance.

. Alignment with Business Goals: The report ensures that sales activities are aligned with the

organization’s strategic goals, helping to achieve revenue targets.

Scenario Planning: Organizations can use the probability data to run “what-if” scenarios to
assess theimpact of changing various factorsin the sales process.
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Report 5:
Cohort Probability Analysis
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@ Obijective:

Whenyoulook at the same data by cohortin areport that shows the probability of open sales
opportunities closing, the primary objective remains focused on assessing the likelihood of
successful closures, but the perspective and insights gained can change. Whenyou look at the
same data by cohort, the objective of the report shifts towards providing insights that are specific
to different groups of opportunities. This approach allows for more targeted and customized
strategies, resource allocation, and decision-making, ultimately leading to more effective sales and
marketing efforts and improved sales performance for each cohort.
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Report 5:

Cohort Probability Analysis (Continued)

@ Report Value:

Segmented Insights: Looking at data by cohort provides more granularinsights, allowing
businesses to understand the unique characteristics and behaviors of different groups of
opportunities.

Customized Strategies: The report allows for the customization of sales and marketing
strategies based on the specific needs and behaviors of different cohorts, leading to more
effective approaches.

Optimized Resource Allocation: It helps optimize resource allocation by directing resources to
cohorts with higher closure probabilities and revenue potential.

Efficient Lead Generation: Companies can fine-tune lead generation efforts to attract
prospects from cohorts that are more likely to convert, leading to higher conversionrates.

Improved Decision-Making: Data by cohort supports more informed decision-making by
considering the unique attributes and challenges of each group. This can lead to more successful
strategies and tactics.

Scenario Planning: Cohort analysis enables organizations to run “what-if” scenarios for different
groups, helping to assess the impact of changes in strategy or targeting for specific cohorts.
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Report 6:

Sales Rep Goal Performance
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@ Obijective:
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The objective of a sales rep goal performance reportis to provide an assessment of how well
individual sales representatives are meeting their assigned goals and targets. A sales rep goal
performance reportis avaluable tool for sales management. Its primary objective is to evaluate and
monitor the performance of individual sales representatives inrelation to their sales goals, leading
to data-driven decision-making, performance improvement, and motivation within the sales team.
Providing this level of visibility to the reps creates a culture of accountability.
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Report 6.

Sales Rep Goal Performance (Continued)

o

10.

Report Value:

Performance Evaluation: The primary objective is to evaluate the performance of salesrepsin
relation to their sales goals and targets. It provides a clear picture of how well each representative
is doing in terms of achieving their assigned objectives.

Goal Monitoring: The report helps in monitoring progress towards sales goals on an ongoing
basis. This ensures that salesreps are on track to meet their targets, and it enables timely
intervention if goals are not being met.

Data-Driven Decision Making: It offers data that sales managers and executives can use to make
informed decisions regarding sales strategies, resource allocation, and coaching or training
needs forindividual sales reps.

Motivation and Accountability: By sharing goal performance data with salesreps, it helps create
a sense of accountability and motivation. Sales reps can see how well they are doing relative to
their targets, which can drive improved performance.

Identification of High Performers and Areas for Improvement: The reportidentifies top-
performing sales reps who consistently meet or exceed their goals, as well as those who may
need support or development. Thisinformation can guide recognition and coaching efforts.

Sales Team Incentives: Sales rep goal performance data can be used to determine bonuses or
incentives for high-achieving individuals and teams, further motivating the sales force.

Sales Strategy Adjustments: If a significant number of sales reps consistently fall short of their
goals, itmay indicate the need for adjustments in sales strategies, target markets, or product
offerings.

Sales Territory Management: The report caninform decisions about territory management by
identifying whichreps are effectively managing their assigned regions or customer segments.

Resource Allocation: It aids in allocating resources efficiently, ensuring that sales teams with a
higher likelihood of reaching their goals receive the necessary support and resources.

Continuous Improvement: Sales rep goal performance reports contribute to a culture of
continuous improvement. They highlight areas where performance can be enhanced and where
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Report7:

Account Activity
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@ Obijective:

The objective of a sales account activity reportis to provide a comprehensive and detailed overview
of the interactions, engagements, and activities related to specific customer accounts. This type of

reportis primarily focused on tracking and analyzing the interactions between sales representatives
oraccount managers and their assigned accounts.

Asales account activity report is a valuable tool for assessing and managing customer relationships
and sales activities. Its objective is to provide a data-driven view of account management, sales
progress, and customer interactions, ultimately contributing to improved customer satisfaction,
revenue generation, and long-term business success.
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Report7:

Account Activity (Continued)

@ Report Value:

Account Management Assessment: The report aims to assess how effectively salesreps or
account managers are managing their assigned accounts. It providesinsightsinto the level of
engagement and activity with each customer.

Customer Relationship Monitoring: It helps in monitoring the quality and depth of customer
relationships by tracking communication, meetings, and interactions. This is crucial for
maintaining strong, long-term customer relationships.

Progress Tracking: The report tracks the progress of various sales activities and initiatives within
each account, such as sales calls, follow-up emails, product demonstrations, and negotiations.

Opportunity Progression: It provides information on the status and progression of sales
opportunities within each account, including stages in the sales funnel and the likelihood of
closing.

Sales Funnel Analysis: The report aids in analyzing the movement of accounts through the sales
funnel, highlighting bottlenecks, stalled opportunities, or areas where accounts are advancing
smoothly.

Account Prioritization: It helps in prioritizing accounts based on their level of activity, potential
revenue, and strategic importance. Thisinforms decisions about resource allocation and account
management strategies.

Communication and Collaboration: The report encourages communication and collaboration
within the sales team and across departments. It enables team members to stay informed about
the activities and status of accounts.

Customer Insights: By tracking account activity, the report can offer valuable insights into
customer preferences, needs, and feedback. This data can be used to tailor sales and marketing
strategies.

Performance Evaluation: Sales managers can use the report to evaluate the performance of
individual sales reps or account managers, identifying high-performing team members and areas
where additional training or supportis needed.
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Report7:

Account Activity (Continued)

@ Report Value:

10. Strategic Decision-Making: The data from the report supports strategic decision-making
regarding sales and account management. It caninform decisions about resource allocation,
account-specific strategies, and customer segmentation.

11. Customer Satisfaction and Retention: By tracking account activity, organizations canidentify
signs of customer satisfaction or dissatisfaction and take proactive measures to enhance
customerretention and loyalty.
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Report 8:

Leads Creation and Conversion Analysis
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@ Obijective:

Areport showing lead creation and conversion analysis is a critical tool for assessing the
effectiveness of lead generation and conversion processes. Its objective is to provide insights into
the performance of marketing and sales efforts, guide decision-making, and facilitate continuous
improvement inlead management and customer acquisition strategies.
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Report 8:

Leads Creation and Conversion Analysis (Continued)

@ Report Value:

1.

Lead Generation Assessment: The report aims to evaluate the effectiveness of lead generation
strategies, channels, and sources. It helps businesses understand which methods are most
successfulin attracting potential customers.

Conversion Analysis: It providesinsights into the conversionrates at different stages of the
sales funnel, indicating where leads are progressing smoothly and where they may be stalling or
dropping off.

Marketing Performance Evaluation: The report allows for the assessment of marketing
campaigns and initiatives by tracking how leads generated through various marketing efforts
progress toward becoming customers.

Sales Funnel Optimization: The report helps identify areas within the sales funnel where
improvements are needed. This may involve refining messaging, sales tactics, orlead nurturing
processes.

Lead Quality Assessment: It aids in evaluating the quality of leads generated through different
sources. By analyzing conversionrates and the lifetime value of customers from different lead
sources, businesses can focus on the most promising leads.

ROI Analysis: Businesses can determine the return oninvestment (ROI) for their marketing and
lead generation activities by analyzing the costs associated with acquiring and converting leads.

Lead Nurturing Evaluation: The report assesses the effectiveness of lead nurturing activities,
such as email campaigns, content marketing, and follow-up strategies, in moving leads through
the sales funnel.

Resource Allocation: Organizations can allocate theirresources more effectively based on
the lead creation and conversion analysis. This includes budget allocation for marketing, lead
generation, and sales efforts.

Identifying Bottlenecks: The report helpsidentify bottlenecks or challengesin the lead
conversion process, enabling organizations to take corrective actions and optimize their
conversionrates.
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Report 8:

Leads Creation and Conversion Analysis (Continued)

@ Report Value:

10. Customer Segmentation: By analyzing lead sources and conversionrates, businesses can
identify customer segments that are more likely to convert and adjust their targeting and
marketing strategies accordingly.

11. Data-Driven Decision Making: It provides data for data-driven decision-making, enabling
organizations to make informed choices about marketing and sales strategies, lead generation
tactics, andresource allocation.

12. Strategic Adjustments: Based on the analysis, organizations can make strategic adjustments to
their sales and marketing plans, optimizing lead creation and conversion forincreased revenue
and growth.
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Report 9:
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Services Robotics FusionDrive

MNova Enterprises StelarWave
Biomedical Entertainment Construction
Biomedical Entertainmentt Construction
Biomedical Entertainmentt Construction
Mobiie Event Gaming

Mobile Event Gaming

Wheeils Fusionfire Green

Blomedical Entertainment Construction
Agricuiture Apex AstralWave
Biomedical Entertainment Comstruction
Fusion NovoTech Synergetic

Total

Opportunity Name:

Audia lacks (3.5mmi) 99 40
Southbridge Chipset 46 5 10

Power Connecior (24-pin ATX) 30 ¥ 40
(CMOS Battery 33 N 20

P52 Ports (Mouse and Eeyboard) 46 .
GPU Cooler 92 Q. 60

‘Graphics Processing Unit [GPU} 21 D ...
Keyboard 29Y 50

Expansion Siots (PO, PO, etc) 71590
USB Wi-Fi Adapter 99 V 20

Audio Ports 38 A 20

Exparsion Cands (Graphics cand, soun..
Expansion Cards (Graphics card, soun..
(Chipset Heat Pipes 87 W 50

Chassis Intrusion Switch 6 N 20
External Graphics Card Dock (6GPU) -
(OMOS Battery 4 X 40

Memory Controller 45 W 60

‘Central Processing Unit (CPU) 5 N 50
Microphene 100 D 70

Transistors 63 V 50

'OMOS Battery 85 X 50

Onscilator 49 F 60

HOMI Port 24 7 60

Hard Drive Bay 32 8 30

BIOS Battery 58 M 70

Existing Bu...
Mew Busin...
Existing Bu...
Existing Bu_.

Stage (PF) Stage (CF)
Purchase Crde...
Design

Design

Concept

Purchase Orde...
Design

Design

Concept

Design

Purchase Orde...
Prototype
Business Case
Purchase Onde...
Production Tool
Production Toal
Production Tool
Production Toal
Desgn

Business Case
Production Toal
Production
Production Toal
Production Toal
Production Toal
Production Toal
Operations/Lo.
Design
Operatiors/Lo_
Design

Purchase Orde...

Design
Purchase Orde—.
Prototype
Business Case.
Purchase Orde...
Production Tool
Production Tool
Production Tool
Production Tool
Design
Business Case
Production Tool
Production
Production Tool
Production Tool
Production Tool
Production Tool
Operations/Lo_
Design
Operations/lo_
Design
Purchase Orde...

Profotype  Closed/Lost

Close Date
A

ar42023
6232023
12/25/2023
22003
2023
4242023
132023
120272023
728023
12023
snzeoe3
10/31/2023
rR0R3
12Na2023
162023
7RI
1/30/2023
10312023
12/31/2023
a2
9172023
0p42023
121872023
970/2023
1218/2023
1202023
2972023

CoseDate Prob  Prob

1CFy
BA2023
6232023
1272972023
10/2/2023
W3
47242023
/32023
122023
72852023
1252023
SMaroes
10312023
T3
12narozs
10672023
T3
1/30/2023
10/31/2023
12/31/2023
ey
9172023
142023
121182023
1202023
1218/2023
1202023

132023

Lai}

100%
00%
0%
0%
50%
100%
5%
0
100 %
00%
0%
100%
100%
0%
0%
0%
100 %
100%
0%
"%
e
5%
0%

80%

Forecast (PF)
Ich)
100%
100%
50%
100%
0%
100%
5%
0%
100%

$102,236,598
£29,120,000
$17,000,000
$3,346,080
$17.812500
$13,000,000
$12,500,000
$11,200,000
19,130,500
$8,316300
$5,580,000
$5,074,990
45,000,000
$4,948451
$4,800,000
$4,500,000
$3.016,535
$2822325
$2,770,109
$2,250,000
$2,250,000
$1,976.270
$1,524.406
1886450
$1,840,000
$1,781,555
0% $377.176,053

W%

0%
0%
20%

100%
0%

5%
0%
5%

0%
100%

Forecast [(OF) PP CF Delta

$102,236 598
$29,120,000
$17,000,000
$16,730,400
$15,000,000
$13,000,000
$12,500,000
$11,200,000

$9,130,800
$6,316.300
$5,580,000
$5,074.990
$5,000,000
45458451
$4,600,000
94,500,000
$3,016535
$2822325
2,770,109
$2250000
52,250,000
$1,976.270
1,524,406
$1,886,450
$1,840,000
$1,781.555

5363263340 (5139

js 5

g
§

EEEEEEEEEEEEEEEEEEEES
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Report 9:

Forecast Accuracy (Continued)

@ Obijective:

Arguably, one of the mostimportant sales reports, yet hardest to create and maintain - this report
can typically only exist in an automated platform. The objective of areport showing your sales
forecast accuracy is to assess and analyze the precision and reliability of your sales forecastsin
comparison to actual sales results. Areport showing sales forecast accuracy aims to evaluate the
reliability of sales predictions, providing data and insights that support decision-making, resource
allocation, and the improvement of forecasting processes. Itis a valuable tool for ensuring that
business plans and operations are based onrealistic sales expectations.

@ Report Value:

1. Evaluation of Forecast Accuracy: The primary objective is to evaluate how accurate your sales
forecasts have beenin predicting actual sales results. This assessment helpsin understanding
the quality of your forecasting process.

2. Data-Driven Decision-Making: The report provides data andinsights that enable data-driven
decision-making for future sales and business planning.

3. Improvement of Forecasting Process: By analyzing forecast accuracy, organizations can
identify areas where forecasting processes need improvement. This caninvolve refining data
sources, methodologies, and models.

4. Budgeting and Financial Planning: Reliable sales forecasts are essential for budgeting, financial
planning, and setting revenue targets. The report helpsin ensuring that these financial plans are
based onrealistic expectations.

5. Operational Efficiency: Accurate forecasts contribute to operational efficiency by reducing
excessinventory, optimizing production schedules, and streamlining supply chain management.

6. Sales and Marketing Strategy Adjustments: Organizations can make strategic adjustments
to sales and marketing strategies based on forecast accuracy. Forinstance, if forecasts
consistently overestimate sales, there may be a need forrevised pricing or marketing tactics.

7. Scenario Planning: The report can be used for scenario planning, allowing organizations to
assess the potential impact of various market conditions on sales outcomes.
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Report 9:

Forecast Accuracy (Continued)

@ Report Value:

8. RiskManagement: Accurate forecasts are essential foridentifying and mitigating business risks,
such asinventory surplus or production shortfalls.

9. Performance Evaluation: Sales managers and teams can be evaluated based on forecast
accuracy. This may be used to identify high-performing individuals and areas where additional
training or supportis needed.
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Report10:

Opportunities Won vs Lost vs Pending

Opportunities Closed - WON 1 Opportunities Closed - LOST ) Opportunities Open - PENDING

Opportunities Won by Start Of Month Opportunities Lost by Start Of Month Expected Fi Wins by Start OF Month

M ]
st D10 s g V1M gy g, BB o )

Industry
| At Fintec!
Telecommunic

Tk i
Rencwabie Energy

Employee Range

i Tedecommu
| Adi

Revenue Range

| An

Transportation Car Tex

@ Obijective:

The objective of areport showing your sales opportunities won vs lost vs pendingis to provide a clear
and comprehensive overview of the outcomes of your sales efforts. Thisreport is a valuable tool for
evaluating sales performance, revenue analysis, and strategic decision-making. It provides insights
into the efficiency of the sales funnel, helpsinresource allocation, and serves as a basis forimproving
sales strategies and outcomes.
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Report10:

Opportunities Won vs Lost vs Pending (Continued)

@ Report Value:

1.

Performance Evaluation: The primary objective is to evaluate the performance of your sales team
by analyzing the distribution of opportunities among those won, lost, and pending. This helpsin
understanding the effectiveness of your sales strategies and the capabilities of your team.

Revenue Analysis: The report enables you to assess the revenue generated from won
opportunities, the revenue that was lost, and the potential revenue pending in the sales pipeline.
Itis essential forrevenue analysis and forecasting.

Conversion Rate Assessment: By comparing the number of opportunities won to the total
number of opportunities, the report providesinsights into the conversionrates at different
stages of the sales process. This can highlight areas of improvement in the sales funnel.

Sales Funnel Analysis: It aids in analyzing the efficiency of your sales funnel by showing where
opportunities tend to get stuck or drop out. Identifying bottlenecks or areas where opportunities
are pending caninform sales process improvements.

Resource Allocation: The report helpsin allocating resources more effectively by showing which
opportunities are pending and the potential value associated with them. It guides decisions on
where to focus additional sales efforts.

Strategic Decision-Making: By examining the outcomes of opportunities, the report provides
dataformaking strategic decisions. It helps you adjust sales strategies and allocate resources
based on the status of pending opportunities.

Customer Insights: The report may reveal insights into customer behavior, preferences, and
buying patterns based on the outcomes of different opportunities. This information can be used
to tailor sales and marketing strategies.

Are you ready to maximize your sales outcomes? Our sales reporting experts are ready to dive deep into
your reporting needs. Request your personalized demo of ZoneReporting for your CRM today.
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Appendix:

Pre-Requisite Best Practices

While every company’s sales processes are different, there are key overlapping metrics and reports
that all sales departments should focus on to maximize their sales performance. The ability to

report timely, accurately and consistently on these metrics/reports is what can set one company’s
sales performance apart from their competitors. Whenimplementing or optimizing your business
intelligence (Bl) reporting tool, the following list of key criteria are a prerequisite to successful
metrics/reports:

1. Automated Reporting & Updates via a Bl reporting platform - As businesses operate at a fast
pace, real-time and frequently updated reports and metrics are highly valued by executives. With
automatic updates that occur at least daily, leadership can proactively manage the business by
reviewing performance as necessary, without having to wait for weekly and/or monthly reporting.
By aggregating and shaping data into aninterconnected tabular data model (something all our
pre-built solutions come with), the process of manual data processing is eliminated, saving time
andresources, and creating a fully furnished platform to work from.

2. NoExcel - Excel places bottlenecks onyour ability to scale. Relying solely on a series of
large spreadsheets to obtain key metrics and reportsis not the recommended approach for
successful sales organizations. Researchindicates that 88 percent of spreadsheets contain
errors, which increases therisk of inaccurate reports being presented to stakeholders.
Additionally, it allows for subjectivity to be broughtinto yourreporting vs data-driven objectivity.
Also, managing these large spreadsheets typically falls on one individual, creating arisk for the
company in case they leave. Therefore, a Bl reporting toolis a necessary pre-requisite.

3. Key Metrics / Analysis - It's been our experience, that CRMs are incapable of sufficiently
generating the key metrics/reports needed by leading sales organizations. This makes it
challenging for organizations to maximize their sales potential and performance. To address this
issue, Blreporting tools are needed to provide a deeper level of data analysis that can handle
transaction-level detail, data from multiple data sources, and sophisticated formulas across your
valuable data. By utilizing Bl tools, executives can gain the necessary insights to make informed
decisions and drive business success.

4. Scalable Platform for your Other Data Sources - While we may only be talking about sales
reporting today via your one CRM, the reality is that you have other key data sources. The
best practice recommendationis to putin place areporting platform that can scale with your
reporting needs. Leveraging a Bl platform such as Microsoft Power Bl allows us to firstimprove
your sales reporting then add in your other key data sources whenyou’re ready so that we can
see your business not just by one department, but across all departments and data sources.
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Key CRM Metrics used by ZoneReporting

Opportunity Create Date vs Close Date : When using a measure with "CD" (close date) on the end of it,
the date axis will lead to Close Date on CLOSED deals and expected closed date on OPEN deals. No "CD" =
create date.

Average Days Open ; Days between when an opportunity was created to when it was closed on CLOSED
deals. On open deals, it is the difference between when a deal was CREATED vs the date of the last refresh.

Average Days Open (Projected) : Days between when an opportunity was created to when it it is expected
to close on OPEN deals,

Projected Revenue or Total Pipeline Revenue ; Total potential revenue on a deal. Mot factoring in
probability or any other factor of potential of deal closing or falling through.

Expected Projected Revenue : Projected Revenue on OPEN deals.

Opportunity Probability : Probability of an opportunity closing.

Weighted Revenue ; Projected Revenue multiplied by Opportunity Probability.
Weighted Probability : Sum of Weighted Revenue divided by Sum of Projected Revenue.
Win Revenue : Total Projected Revenue on CLOSED deals WON.

Actuals + Pipeline Expected Revenue OR Full Forecast ; Total Win Revenue + Weighted Revenue on OPEN
Opportunities by Close Date

Loss Revenue : Total Projected Revenue on CLOSED deals LOST.

Average Deal Size : Total Projected Revenue divided by Total Opportunities,

Win Rate % : Total Opportunities WOM divided by Total Opportunities CLOSED.
Win Revenue % : Total Revenue WOMN divided by Total Projected Revenue.

Close Rate % : Total Opportunities WOMN divided by Total Opportunities CREATED.
Win [ Loss Ratio : Total Opportunities WOMN drnded by Total Opportunibies LOST.
Expected Wins : Total OPEN Opportunities multiplied by Probability.

Leads Created (Company) ; Number OF Leads Created. Company = 1 Lead Created.

Conversion to Account Rate : Mumber Of Leads Converted To Accounts d by Mumber Of Total Leads
Created

Conversion to Opportunity Rate : Number Of Leads Converted To Opportunities divided by Number Of
Total Leads Created
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Key CRM Metrics used by ZoneReporting continued

CRM Days From Parameter : Bracket of “days from™ specified event. LE 80 = 90 days from specified
event. 5000 = fully vested.

Closed Won Revenue 36 By Day Bracket : Percentage of Revenue WON by days from CREATE Date

di d by Total Projected Revenue. The numerator is a cumulative measure,

Closed Won Opps % By Day Bracket : Percentage of Opportunities WON by days from CREATE Date
divided by Total Opportunities. The numerator is a cumulative measure.

ALL Closed Won Revenue 3% By Day Bracket : Percentage of Revenue WON by days from CREATE Date
by Total Projected Revenue CLOSED. The nurmerator is a cumulative measure,

AlLL Closed Won Opps 3% By Day Bracket ; Percentage of Opportunities WON by days from CREATE Diate
divided by Total Opportunities CLOSED. The numerator 1s a cumulative measure.

Cumrent Opps Revenue Prob By Day Bracket ; Current Weighted Probability of all OPEN Opportunities
based on current Average Days Open (Pending).

Stage Analysis - Avg Stage Duration : Average # of days a deal stays within a specific stage in the sales
cydle.

Stage Analysis - Total Projected Revenue : Total Projected Revenue that has passed through a certain
stage.

Stage Analysis - Total Win Revenue : Total Projected Revenue that has passed through a certain stage
and has led to a WON Opportunity (Win Revenue).

Stage Analysis - Win % Of Total Projected By Day : Stage Analysis - Total Win Revenue divided by Stage
Analysis - Total Projected Revenue by days from when the Opportunity first hit the stage selected.

Weekly / Monthly f Quartedy / Annual Qutlook ; The current date range of the date of report OR date
of snapshot forecast selected. LE Selecting 7/27/2023 AND Quarterly Qutiook will yield a date range from
171/2023 to 973072023,

Opportunity History Snapshot - Win + Pipeline : Historical Full Forecast based on selected snapshot
date.

Opportunity History Snapshot XDays - Win + Pipeline : Historical Full Forecast based on X days ago
selected smapshot date.

Snap vs XDays Full Forecast ;: Difference between snapshot selected full forecast vs XDays Ago Snapshot
Full Forecast. What has changed between two snapshot dates?
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