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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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Sales Effectiveness: Top Performer List
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Fiscal Quarter  FiscalYear  Region Industry
(All Choices) = 2008 + (Al Choices) » (Al Choices) -
A
tg"/' Top Performers List
User HName Revenue Closed Revenue # of Opportunities # of Wins Avg Sales Cycle
Taylor, Ryan  13,757,400.00 USD| 1,883,000.00 USD
Smith, Jeff 8,111,600.00 USD| 1,143,300.00 USD 20
Jones, Donna | 7.9681,200.00 USD| 738500.00 USD 173
McAlligtair lan| 7.833.800.00 USD| 703.500.00 USD a8
Fizgcal Year is equal to 2008
and RANK(Revenue) is less than or egual to 20
and User Name is not egual to or is not in Unspecified
Printer Friendly - Download
A

Data was refreshed as oft

1/28/2009 8:18:37 PM

The Top Performers List report is a
simple list report that shows the
top 20 sales people and their total
revenue, closed revenue, number
of opportunities, and number of
wins. The ranking is on the
Revenue column, so it is possible
that the number of opportunities,
for instance, can be a small
number but still show on this report
If the revenue associated with
those opportunities is large enough
to be in the top 20.
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Sales Effectiveness: Quarterly Sales

Effectiveness Analysis

R

This report provides a quarterly
breakdown of opportunity win rate,
average deal size, or average sales
cycle. This is another example of
using a column selector to provide
users control over what data they
see. Suppose you need to see this
type of information broken down by
month. You could simply enable the
Fiscal Qtr/Yr column in the column
selector and add the Fiscal Mth/Yr
column. This would enable users to
select the time unit. Another option
would be to replace the Fiscal
Qtr/Yr column in the report and
save the report as a new analysis.
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The Team Sales Effectiveness
Analysis report is another example
of using the column selector view.
If you are not seeing data on this
report, it is likely due to the filter on
the Manager Name column.
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This team report shows the
number of open and closed
activities for each employee
reporting to the manager running
the report. This report employs the
Activity History Analytics subject
area. This means that any
activities created today will not
appear on this report. Any activity
that closes today would still show
as open on this report.
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The Team Win Rate Analysis
report provides managers with a
guick summary of their team
members’ win or loss rate. The
Win Rate and Loss Rate columns
are metric columns available in the
Opportunity History Analytics
subject area. These columns do
not appear as fields in the
database. The win and loss rates
are calculated and stored as metric
columns in the analytics data
warehouse.
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The Team Average Sales Cycle
Analysis report provides managers
with a quick summary of their team
members’ average sales cycle or
average deal size.
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