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Pre-Built Reports

As you begin to think about the types of 
reports that you would like to build, the 
prebuilt reports in CRM On Demand 
can be a great resource to you. 

The prebuilt reports are an excellent 
source for reporting ideas as well as for 
examples of many of the different 
functions and views that you will want 
to include in some of your own reports. 

By running the prebuilt reports or 
opening them in Answers On Demand, 
you can learn a great deal about report 
design. 



Marketing Effectiveness: Active Campaign 
Status

The Active Campaign Status report 
examines all of your currently 
active campaigns and allows you 
to view statistics on those 
campaigns. There is a wealth of 
information available through this 
report. The metrics available here report. The metrics available here 
are Return on Investment (ROI), 
Cost Per Lead, Lead Conversion 
Rate, Cost Per Closed Sale, 
Opportunity Win Rate, Opportunity 
Revenue, Closed Revenue, 
Number of Wins, Number of 
Opportunities, and Number of 
Leads.



Marketing Effectiveness: Completed 
Campaign Results

The Completed Campaign Results 
report examines all of your closed 
campaigns and allows you to view 
statistics on those campaigns. This 
is the same report as the Active 
Campaign Status report for your 
closed campaigns. The metrics closed campaigns. The metrics 
included in this report, like the 
previous report, are Return on 
Investment (ROI), Cost Per Lead, 
Lead Conversion Rate, Cost Per 
Closed Sale, Opportunity Win Rate, 
Opportunity Revenue, Closed 
Revenue, Number of Wins, Number 
of Opportunities, and Number of 
Leads.



Marketing Effectiveness: Campaign 
Effectiveness by Campaign Type

The metrics here include Actual Cost, 
Number of Leads, Number of Opportunities, 
Number of Wins, Closed Revenue, Cost Per 
Lead, Cost Per Closed Sale, and Return on 
Investment. 



Marketing Effectiveness: Lead Followup 
Analysis

Use this report to analyze the 
status of your leads dated within 
the last 90 days. The report 
displays the number of leads within 
each stage by Fiscal Year, Fiscal 
Half Year, Fiscal Quarter and Year, 
Fiscal Month and Year, Fiscal Fiscal Month and Year, Fiscal 
Week and Year, Lead Owner, or 
Sales Person based on a selection 
from the column selector.

Examine the filter on this prebuilt 
report and you will see a great 
example of the TIMESTAMPADD 
function along with the CAST and 
CURRENT_DATE functions. 



Marketing Effectiveness: Lead Source 
Analysis

The Lead Source Analysis report 
displays the number of leads dated 
within the last 90 days organized 
by source, lead owner, sales 
person, or campaign name. 

This report also uses the This report also uses the 
TIMESTAMPADD filter to limit data 
to the past 90 days.



Marketing Effectiveness: Opportunity 
Source Analysis by Close Date

The Opportunity Source Analysis 
By Close Date report analyzes 
opportunities that closed in the 
previous 90 days. You are able to 
see the number of opportunities by 
lead source, campaign name, 
owner, or territory.owner, or territory.



Marketing Effectiveness: Opportunity 
Source Analysis by Create Date

The Opportunity Source Analysis 
By Create Date report analyzes 
opportunities with a create date 
within the previous 90 days. You 
are able to see the number of 
opportunities by lead source, 
campaign name, owner, or campaign name, owner, or 
territory.



Marketing Effectiveness: Projected 
Revenue Estimate

This report is a subreport
that is part of a dashboard. 

With the right data in your 
database, this report allows 
you to estimate revenue 
based on leads created in based on leads created in 
the last 90 days, and 
compares lead potential 
revenue to actual closed 
opportunity revenue.


