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Introduction

 These dashboards show some commonly used metrics 
for sales management based on standard fields. 

 You can easily customise the dashboards to fit the 
needs of your organisation, e.g. your target levels and 
organisational structure.

 The dashboard has been organised so that the top 3 
graphs are on top of each column to make it possible to 
have them on the home page.
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Closed Sales YTD

� Setup

� This dashboard component is based on 
a Matrix report which summarises all 
closed opportunities for the current 
fiscal year

� Objective

� Gain aggregate insight into how your 
business is running in your current 
fiscal year

� Compare closed volume to the overall 
fiscal year target  
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Closed Sales QTD

� Setup

� This dashboard component is based on 
a report which summarises all closed 
opportunities for the current fiscal 
quarter

� Objective

� Show the revenue closed this fiscal 
quarter

� Compare achievements with targets, 
base and stretch
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Closed Sales by Country

� Setup

� This dashboard component is based on 
a summary report which summarises all 
closed opportunities this year by billing 
country

� Objective

� Identify the business value in each 
country

� Take action on regional business units 
lagging behind revenue targets
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Closed Sales by Industry

� Setup

� This dashboard component is based on 
a matrix report which summarises all 
closed opportunities by industry and 
closed month

� Objective

� Monitor and compare revenue 
achievements by month and industry 
segment
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New Business Pipeline

� Setup

� This dashboard component is based on 
a matrix report. The information is 
summarised by Sales Stage and 
Account Type

� Objective

� Overview of the sales pipeline by stage

� Identify where your new opportunities 
comes from � existing base or new 
customers



8

Key Opportunities (Pipeline)

� Setup

� This dashboard component is based on 
the opportunity summary report with 2 
specific filter settings: Amount greater 
than USD 400.000 and Close Date Next 
90 Days 

� Objective

� Identify current key opportunities to 
ensure they get the right attention
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Neglected Opportunities 

� Setup

� This dashboard component is based on 
the opportunity summary report with 3 
specific filter settings: Stage not equal 
to Closed Won, Expected Revenue 
greater than USD 150.000 and Last 
Activity less or equal 30 Days 

� Objective

� Identify opportunities which need your 
immediate attention

� Engage in corrective action (ensure the 
opportunities are worked on or update 
not logged activities)
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Top 10 Partner Opportunities 

� Setup

� This dashboard component is based on 
a matrix report summarised by Partner 
and Opportunity Name

� Objective

� Insight on the effectiveness of your 
Partner Relationship Management 
(PRM)

� Identify the largest current partner 
opportunities to support them correctly
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Top 5 Sales Reps

� Setup

� This dashboard component is based on 
an opportunity matrix report 
summarised by Opportunity Owner

� Objective

� Identify who your top deal closers are  
year to date

� Get the top performers to share 
knowledge and best practices
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This Year vs Last Fiscal Year 

� Setup

� This dashboard component is based on 
an opportunity matrix report 
summarized by Closed Month and Close 
Date

� Objective

� Compare current fiscal year with last 
year�s sales by month

� Will help understanding cyclical 
variances
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Existing vs New Customer Revenue

� Setup

� This dashboard component is based on 
an opportunity matrix report 
summarized by Account Type and Close 
Date

� Objective

� Identify what customer type revenue is 
coming from and enhance CRM 
activities accordingly
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Opportunities by Rep 

� Setup

� This dashboard component is based on 
an opportunity summary report 
summarised by opportunity owner

� Objective

� Identify the total amount of each sales 
rep

� Help to identify who is recording 
opportunities accurately
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Win/Loss Ratio 
� Setup

� This dashboard component is based on 
a summary report summarised by sales 
stage

� Filters need to be set to include the 
correct record values (closed won, lost)

� A 2nd report handles the Win 
percentage figure (custom formula)

� The color highlighting is setup in the 
dashboard component

� Objective

� Effectiveness of deal closure

� Examine why deals are get lost, know 
why deals get won
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Lead Status 
� Setup

� This dashboard component is based on 
a lead summary report summarised by 
Lead Status

� Objective

� Identify number of leads without any 
activities 

� Distribute leads to your sales reps and 
ensure their correct handling
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Lead Source
� Setup

� This dashboard component is based on 
a lead summary report summarised by 
Lead Source

� Objective

� Identify which lead sources generate 
leads and which don�t

� Allocate marketing budgets to the right 
lead generating sources
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Thank you
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