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*Salesforce Labs are free, open source solutions built by Salesforce employees. All solutions are provided “as is.” Please refer to the Terms and Conditions outlined in the listing.
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Included Metrics: Included Metrics: 1 Included Metrics:
Opportunity Detail Leads Role
Win / Loss Contacts Profile
Pipe Gen Tasks Geography
Velocity ' Events : By Active Status
Emails
Calls
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*Salesforce Labs are free, open source solutions built by Salesforce employees. All
solutions are provided “as is.” Please refer to the Terms and Conditions outlined in the
listing.
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Conn e;t Usage Data to Business .R_efs_u.lts‘.'_

y .' Key Features : .. Value Intelligence

Runs W|th|n .

Salesforce Trust

Boundary .'. 1 - Business Outcome
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Adapt the Reapes
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Clusters »

Pipeline
Management

($)

s

Active?
Active

#1 User Group #2 User Group #3 User Group

Total Sales $79,4K

2,187 760

760 Inactive

Created Opportunities

Closed Opportunities

Duration Days

Won Opportunities

Win Rate %

Total Sales

Open Pipeline

Closed Pipeline  408.1k

Opportunity Size  6.6K

Won Size  2.9K

$459.6k $256.1k

-

Active 217 Inactive Active 1.2 Inactive

157 140
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Value Intelligence
for Sales Cloud

By Country

Filters UNITED STATES, United States, United States

Clusters =

By Profile v By Role v Active?
All All All

#1 User Group #2 User Group #3 User Group

1 - Business Outcome Total Sales

$73.0k m $449.7k $255.2K

2 - User Analysis m 1.848

1,030

| RIS

Active 486 Inactive Active 145 Inactive Active 673 Inactive

3 - Pipeline
Management

(#)

Created Opportunities

Closed Opportunities

Duration Days

Won Opportunities

Win Rate %

53 138
139
0

61

Pipeline Total Sales

Management

($) Open Pipeline
Closed Pipeline

Opportunity Size

Won Size




Value Intelligence
for Sales Cloud

. By Country By Profile By Role
- v
Filters UNITED STATES, United States, United States All All

4 - User Engagement Leads Created 311

Leads Converted

# of Contacts

# of Emails

# of Calls

# of Events

5 - User Breakdown # by Role

% by Country
United States of America

United States




Where can I make changes to Reupes’?

Analytlcs Studlo > Data Mana

:s: Data Manager

Il Jobs Monitor
S Data Assets
i ' 4 Recipes
¢ Usage
L £ Connections

/+ Data Templates

dll Analytics Studio

er

Home

ﬂ

> Reupes —

Recipes

All Items
26 ltems

Name

VI Userinformation

B VI ContactAggregations

B VI_SalesProcess

B VI_SalesProcessEventsAggregation

B VI_SalesProcessTasksAggregation

B VI_SalesProcessAggregations




Data Reupe Structure . . ng@Bs

Slngle reC|pes that focus on sales objects that are ultlmately aggregated

User
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UserRole

VI_UserInformation
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gregation

Join_SalesProcess

Events. s

User

VI_SalesProcessEv
entsAggregation

Join_SalesProcess
Events

- Tasks °

User s

VI_SalesProcessTa
sksAggregation

Join_SalesProcess
Tasks

v\v

Contact -

VI_ContactAggrega
tions

Contacts

FilterHasOppts Transform_Cohorts

Qutput_VI_SalesPr

ocessCohorts
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Focus the analysis on a time period that requires isolation ..
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& Opportunity

Opportunity
< Lead

7]

1 Year Ago Created 1 Year Ago Filter &
Filter >0

i - ' i o + .
* « *All Filter Dates must pe
the same acrdss all rec

— FILTER
1 Year Ago Filter & >0 ¢ 7’

Filters |T| Preview Columns

3 B { v D ;
. : ; Include Rows Matching A, Opportunity ID A, Account ID

(1OR 2) AND 3 ¢
0067R00001z0GUWQAQ  0017R00002zmIORQA

Created Date 0067R00001z0GV0OQAQ 0017R00002zmkz0OQ)

1 ¢ 1Y
BETWERN L Rar A0y BBt A0 0067R00001z0GVIQAO  0017R00002zmkzwQ)

) 0067R00001z0GV2QA0 0017R00002zmkrRQA
Close Date

BETWEEN 1 Year Ago, 1 Year Ago 0067R0000120GV3QA0  0017R00002zmkvOQH

0067R00001z0GV4QAO 0017R00002zmku3Q

Amount
GREATER THAN 0 0067R00001z0GVEQAO 0017R00002zmkyBQ



Selectlng Crlterla for K-Means Clusterlng - L_@S

Remove dlmen5|ons or meas res that you belleve are not S|gn|ﬁcant to
.2 Sales Users performance or; add your owni:

P TRANSFORM
S Transform_Cohorts ¢'
e Remove All + - +

* Columns Used to Determine Clusters (Minimum: 2) ' 2 »
“e
o X

Transform_Cohorts Search columns
’ # Main.OpptClosedCount
‘. # Main.LeadsCreatedTotal
" H# Main.OpptWonCount
[. # Main.OpptClosedSumAmount
’ # Main.OpptCreatedLeadCount

‘ # Main.OpptCreatedTotal

’ H# Main.OpptPushCountTotal
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'Let’s JumP |n to the Value Intelll 2 eh¢é'Pac'kaé! L.@S

“Cut through t-he noise
and zero in on'what
.,truly matters: Achleve ,
alignment between user
behaviors and business
succe55+ensur|ng eyery @J E
action drives impactful-
- results. -




Measure the i pact of Salesforce usage on : ‘
busmess valu- vith data T

[ Trailblazers Behaviors
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EFFECTIVE USAGE DISTRIBUTION
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*Salesforce Labs are free, open source solutions built by Salesforce employees. All solutions are provided “as is.” Please refer to the Terms and Conditions outlined in the listing.



