Sales Force/PowerBl/Tableau

Workbook Category

Customer Facing

Workbook Tithe

Cusbomes Quarberky Business
Reviews (OBR)

Purpose;/When to use

Purpase: Download ready-to-use graphics and cetail
for customer-facing presentations

Uses: Customer facing presentations, dawnload
cuskomer detail

Customer's curnent fiscal / calendar year sales,
historical ssbes trerd and detsil far QBRs with
customenis). There are four (4) options based on
needs (calendar year ws fiscal year, PL3 vs PLE],
2= well az one (1) repart specifically far
distributor

Customes Orders

Go Gets Report

Purpase: Identify orders/customers for Inside Sales
feams to follew up on

Uses: [dentify patertial acorns, identfy custamers

sales rep or irside sales team should follaw up an

nvoked arders within the fast 8 days

Customer Orders

Order intakes & Backlog
Report

Purpose: |dentify orders & customers with open /
backog onders

Usps: View the treand of orders aver current fiscal
year, future ssles from open orders with sumimany o
help with forecasting: cetailed arcer information to
troubleshoot customer onders

Listing and summary of crders placed but nat
yet shipped (backlog)

Customes Orders

Backlag by Fiscal vear

Purpase: Identify orders/oustomers with arders in
Backlog

Uses: View of future sales from orders nat shipped
with summany to help with forecasting: detailed
arder information to troubleshat customer orders

Listing and summary of orders booked but not
et shipped (badidog)

Purpase: Analyze customer base using oustomer
classifications

Customer classification by Sales Regian,

Embcrn:;'i E::’u LL:lDrncl Aequisition & - |dexviify Pew, Recuring, Returning, Mok Yet T:rr:-l“q', Plu:un I-evel1-dasl'hll:|ald with new
by . v

Segmentatian urn A nahysis Renmmed, or Lost Cirs ST e CUStomer and new cUsiDmer sales year over year
ar territary far fallow up on sales compansen
Purpase: Analyze custamer segmentatian and their Customer classifications applied at the Custamer

Customes trends by customer count, order size and frequency Group level regardless aof anyg rs applied (ie.

- . Long Tail Performance ) o P ) P ) . e .

Segmentatian Uses: [dertify Larg Tail, Mid Tail, and Large Ta territory, pracuct] with akility to drill down into
Custiomers by time penad or customer size product portiolia, historical sales and order KPls
Purpase: Track sales of customer-specific assays

Cimstomar A Assay Trackes from early stage development to market Summary and detail of ‘designed in" customes-

Uses: Track trends is assay sales, wse in discussions
with customers

specific assys

Pricing Strategy

Purpase: Empower LEC's commercial team to
develop pricing strategies & evaluate pricing
appartunities within their accounts

Uses: Downlead and populate LG OO Tool (found
fhere on the SRC)

Customer camparisen detail for populating the
VD tood

Sales Analytics

Diatabaok Anabysis

Purpase: Identify customer and products trends
Uises: Pivot information noemally done in Excel, wiew
1op customers, distribuwtar’s top end wsers, and top
products, wiew procuct, acorn and service plan
analysis

Customer, product, acom and servioe plan
amalysis by sales regian or territory

Sales Perfoemanice

Sales Performance Tracker
Kon

|nstrum: H

Purpase: Track quarterly and annual performance by
ferritary and products

Uses: Track perfarmance agairst target, business
resiemy with manager

Quarterly analysis against sales target by
territory and nstruments

Sales Performanice

Sales Performance Tracker

Sales Performance Tracker
[Territary),

Purpase: Track quarterly and annual performance by
region, terrtary, procuct and customer

Uses: Track perfarmance agairst target, business
review with manager, view top oustomers against
prior year quarter performance

Cuartery analysis against sales target by region,
territory and product
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