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Pre-Built Reports

Opportunities By Account - View a list of all of your Opportunities by account.

Opportunities By Sales Stage - View a list of all of your opportunities by Sales Stage,
Activities By Opportunity - Create and evaluate a list of all of your activities by opportunity.
Accounts By Sales Rep - View a list of all of your Accounts by Sales Representative,
Contact Mailing List - View and print a mailing list of all of your contacts by account.
Employee List - View a full list of your company's On Demand users,

Pipeline Analysis - Perform comprehensive analysis on your pipeline to identify opportunities and challenges.

Oppartunity Revenue Analysis - Perform quick analysis on your Opportunity Revenue,

Pipeline Quality Analysiz - Evaluate the quality of your deals and identify key deals that can be targeted and dosed quiddy.
Team Pipeline Analysis - Perform comprehensive deal analysis by subordinate,

Top 10 Opportunities - View and analyze your top deals,

Higtorical Pipeline Analysiz - Perform comprehensive historical analysis to evaluate current performance vs. past expectations,

Historical Expected Revenue Quarterly Analysis - Compare historical expected revenue achievements against current achievements,
Historical Oppartunity Revenue Quarterly Analysis - Compare historical opportunity revenue achievements against current achievements.

Quarterly Closed Revenue Analysis - Compare dosed revenue achievements from last quarter against current achievements.

Oppartunity vs, Expected Revenue vs, Closed Revenue - Get immediate insight in one view into your quarterly revenue performance.

Sales Stage History Analysis - Analyze pipeline velodty and other sales stage history metrics.

Sales Effectiveness
Top Performers List - View, analyze, and identify vour top performers across regions, industries, and so on.
Quarterly Sales Effectiveness Analysis - Perform quarter-to-quarter sales effectiveness analysis by subordinate.
Team Sales Effectivensss Analysis - Perform indsive sales effectiveness analysis by subordinate,
Team Activity Analysis - Analyze comprehensive team activity to improve team productivity.
Team Win Rate Analysis - Evaluate team win rate effectiveness,
Team Average Sales Cyde Analysis - Analyze team Average Sales Cyde effectiveness.

Customers
Mumber of Accounts Opportunity Analysis - Analyze your total number of accounts with opportunities by different demographics.
Number of Accounts Analysis - Analyze your total number of accounts by different demographics.
Contact Analysis by Opportunity - Analyze your total number of contacts with opportunities by multiple criteria.
Contact Analysis by Account - Analyze your total number of contacts by account aiteria.
Top 10 Customers - View and analyze your top accounts,
Account Analysis - Perform comprehensive analysis on your accounts and customers,
Closed Revenus by Account Analysis - Analyze dosed revenue achievements by sccount demographics.

Service
Service Analysis - Identify key service problems and track service trends in your area,
Seryice Report List - Review a list of your key service requests, Data iz refreshed daily.
Current Service Request Aging Analysis - Analyze and manage the aging of your service requests.
Open Service Request Analysis - Evaluate and analyze your open service requests.
number of Service Request Analysis - Evaluate and analyze your total number of service requests,
Team Service Analysis - Perform comprehensive service analysis by subordinate,

Marketi  Effect
Active Campaign Status - Analyze performance metrics for active campaigns,
Completed Campaign Results - Graph and compare specific performance metrics for completed campaians.
Campaign Effectivensss by Campaign Name - Evaluate selected performance metrics for completed campaigns.

Campaign Effectivensss by Campaign Type - Evaluate selected performance metrice by Campaign Type for completed campaigns,

Lead Followup Analysis - Analyze lead aging, lead followup, and lead status trends.

Lead Source Analysis - Analyze lead volume trends by lead source.

Opportunity Source Analysis by Close Date - Track lead source trends for opportunities based upon opportunity dose date.
Opportunity Source Analysis by Create Date - Track lead source trends for opportunities based upon opportunity create date.
Projected Revenus - Estimate future dosed revenus based on past performance metrics.

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.
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Quick Lists: Opportunities By Account

This report provides a list of sales
opportunities organized by the
accounts to which those opportunities
are related. The report uses the
Opportunities Reporting subject area.

The layout is a simple table, but there
are a few features worth mentioning.
The Account Name, Opportunity
Name, and User Name columns are
all action links.

This report also demonstrates the
green-bar formatting in the Table
view.
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This report is quite similar to the
Opportunities By Account report, and
also uses the Opportunities Reporting
subject area. It contains a simple
Table view with action links on the
Account Name, Opportunity Name,
and User Name columns.
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The Activities By Opportunity report
employs the Activities Reporting
subject area. It too is a simple table,
as most list reports are. This report
employs the ActionLink class and
green-bar styling as well.

This particular report makes a nice
starting point for a report that
provides some aggregated totals of
activities. Remove the Subject and
Date columns, add a metric column,
and you have a completely different
but quite useful report that
calculates the number of activities
by opportunity and type for each
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The Accounts By Sales Rep report
provides sales managers with a list of
the accounts that their subordinates
own. There are action links to the
account record as well as the user
record in the table.

One interesting feature of this report is the method of limiting the data to the sales
reps who report to the manager running the report. Note the filter on the Manager
Email column. This session variable, used on User Email and Manager Email
columns, compares the current user’'s email address to the email address listed in
the filtered database column.

& » INTELENEX



Sorted by account and built from the
Contacts Reporting subject area, this
simple report pulls your contact’s
email, address, and phone number
Information into a table. Action links
will take you to the detail record for
an account or contact.
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Clicking the Employee List link on the
Reports Homepage actually runs the
Employees and Managers List report
and the Employees List report. Running
the Employee List report using the link
on the Reports Homepage provides a
list of all the users and their managers
in the top table. The lower table
provides just a list of the users, without
listing the managers for each user.
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