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Converting Data Into Knowledge 
 

 

  

Product Guide 
 

 
Decipher’s business intelligence solutions help you accurately analyze sales 

performance to increase revenue, minimize risk, and reduce the cost of sales. 
 
 

Conventional CRM applications capture transactional information and present 
snapshots of your current sales pipeline, but they only provide half of the information 

you need to make the best decisions.  Adding Decipher analytics provides the 
critical elements required to track sales activities over time, understand why things 

are happening, and optimize your sales performance to improve bottom line results. 
 
 
 

Your Sales Pipeline is the heart of your revenue generation machine.  If 
it is healthy, the prospects for you business are good.  If it is unhealthy, 

your future may be in jeopardy. 
  

 
 

Designed and built for sales organizations, Decipher’s suite of solutions are easy to 
use, offer rapid deployment, and provide immediate value without the issues and 

costs of installing and maintaining traditional hardware and software. 
 
 

Decipher can help arm you with a deep and actionable understanding of your sales 
process, your sales performance, and where your highest impact challenges and 

opportunities exist. 
 
 
 
 
 
 
 
 

Decipher analytics allow you to view data in a variety of formats 
including vertical and horizontal bar graphs, stacked columns, 

line graphs, and pie charts. 
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Introduction 
 

  
 

Decipher tracks over 30 fundamental sales analytics and measurements.   
 
 
 

With this extensive portfolio, Decipher provides each company the ability to 
configure a report package that directly addresses its most pressing business 

intelligence needs. 
 
  
 

Decipherôs report packages can be constructed to address critical business 
challenges such as: 

 
Improving Pipeline Velocity 

Improving Win Rates 
Enhancing Profitability 

Achieving ROI on your CRM Investment 
 
 
 

Since your Sales Pipeline is the engine of your business, Decipherôs report 
packages can also be tailored to address the three primary categories of the Sales 

Pipeline-to-Profitability (P2P) Cycle: 
 

Pipeline Analytics 
Order Analytics 

Post-Sales Analytics 
 
 
 

Decipher solutions offer value across the Sales Pipeline to key stakeholders 
throughout the organization including: 

 
Executive Management 

Sales & Marketing Management 
Sales Operations & Support 

IT Management 
 
 
 

Our expertise can help you decide which reports and metrics are most 
relevant to your specific situation. 
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Business Challenge Analytics 
 
 
The steady progression of opportunities through your Sales Cycle significantly 
impacts the success of your enterprise.  Poor visibility into pipeline trends, though, 
can lead to a Sales Pipeline that is unknowingly bogging down and putting your 
revenue potential in jeopardy. 
  
 

According to the Gartner Group, the average company loses the 
equivalent of 10% of total annual sales simply due to a lack of 

visibility into sales activities. 
 
 
 
 

Improving Pipeline Velocity 
 
 
Regardless of the length of your Sales Cycle, the longer an opportunity or prospect 
ages in your pipeline, your chance of a successful win drops significantly. 
 
Looking for inefficiencies in your pipeline and increasing velocity is made easier 
with Decipher’s analytics.  Identifying inefficiencies such as ñleaksò in your sales 
pipeline, lead source quality, reps with poor contact rate ratios, as well as tracking 
sales yield can help you reprioritize sales efforts, reconfigure your sales force, or 
alter your mix between direct and indirect sales channels. All aimed at improving 
your cost of sales and boosting profits and throughput of your sales process. 
 
 

According to a 2008 Forrester Research study, over 50% of businesses 
rated average or worse in the use of sales activity analysis, such as 
pinpointing potential “quick wins” or opportunity management, leading 

to slowed or negative growth rates and diminished profits. 
 
 
 

Pipeline by Age  
 
To drive more revenue, increasing pipeline 
velocity is a key objective.  A healthy sales 
pipeline should show that "young" opportunities 
are in the early stages and "older" opportunities 
are generally in the later stages.  Drilling down 
into specific opportunities that are aging poorly 
will help define which ones can be and should be 
un-stuck and which ones are dead with wasted 
efforts that should cease.  Viewing aging over a number of quarters helps you clearly 
understand your sales cycle, how it might be changing, and can also drive changes 
in marketing or sales strategies that will improve pipeline velocity.  
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Pipeline Leakage  
 
A significant sign of poor health is a ñleakyò 
pipeline.  Analyzing conversion rates from one 
stage to the next, particularly trending them 
over time, can identify where the leaks are 
occurring and help you plug them before they 
get out of control.  
 
 

Contact Rates  
 
The entry point to sales success is live (phone 
or in-person) contact with a prospect. No 
contact, no deal.  Keeping a close eye on 
contact rates by key dimensions such as rep or 
channel is critical for any sales manager.  
Contact rate metrics shown by lead source, for 

example, can also help focus on which lead generation sources are most effective in 
driving highest contact rates. 
 
 

Sales Yield 
 
Yield is the ratio of closed sales to number of 
prospects being tracked in your sales pipeline. A 
weakening sales yield signifies falling close rates 
or can indicate pursuit of poor quality sales 
prospects (for example, poor prospects may 
result from weak or deteriorating lead generation 
programs) ï either of which signify sales and 
marketing issues that will harm your revenue 
and profitability growth if not corrected quickly. 
 
 

Pipeline by Channel  
 
When alternative sales channels are part of your selling strategy and process, 
comparing between channels is a critical on-going analysis.  A channel strategy is 

typically implemented for specific reasons such 
as increasing market reach or penetrating key 
markets.  Pipeline by Channel reveals whether 
this strategy is paying off or is having 
challenges and, if so, pinpoint where so 
proactive action can be taken.  
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Improving Win Rate 
 
 

The ability to optimize the sales pipeline can often mean the difference 
between an organization’s success and failure.  In today’s economic 

environment, the need for better business intelligence to improve “Win 
Rate” can be especially critical. 

  
 
Ideal solutions for improving pipeline performance enable real-time assessments to 
be made of all opportunities, across pipeline stages, by multiple dimensions such as 
geography, sales rep, an opportunity type so that prospects can be prioritized 
appropriately and corrective actions can be implemented that will fix stuck or off-
track opportunities.  Pipeline performance improvements require precise, data-driven 
decisions.  Decipher delivers the precision your business demands.  
 
 
In addition, history is a good predictor of future achievements.  Analyzing 
historical wins by a variety of characteristics such as industry, revenue size, 
or profitability can provide powerful insights and help you duplicate success, 
 
 
 

Sales Cycle for Wins  
 
Setting sales priorities starts with knowing the status of each opportunity in the sales 
pipeline. You want to see a good proportion in 
later, close-to-closing stages.  In addition, the 
ability to compare the same data over a time 
horizon, for example by quarter for the past 5 
quarters, allows you to determine if your Sales 
Cycle trend is changing in a positive or negative 
manner and implement the appropriate actions. 
 
 

Win / Loss 
 
As mentioned earlier, history can be a good predictor of future success.  Decipher 

provides 
the ability 
to analyze 
historical 
wins by a 
variety of 
attributes 
including 
customer 

type, industry, product, and revenue size.  These insights can be used to refine 
sales forecasts and, more importantly, provide the ability to improve sales priorities 
and performance to better duplicate these previous wins.  
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Pipeline by Age  
 
To drive more revenue, increasing pipeline velocity is a key objective.  A healthy 
sales pipeline should show that "young" opportunities are in the early stages and 

"older" opportunities are generally in the later 
stages.  Drilling down into specific 
opportunities that are aging poorly will help 
define which ones can be and should be un-
stuck and which ones are dead with wasted 
efforts that should cease.  Viewing aging over 
a number of quarters helps you clearly 
understand your sales cycle, how it might be 
changing, and can also drive changes in 

marketing or sales strategies that will improve pipeline velocity.  
 
 

Pipeline by Region  
 
For a sales force that has multiple geographies, such as regions, sales priorities and 
forecast expectations often need this addition dimension (note: we are using ñregionò 
generally and Decipher can easily be set up to 
show these analyses according any other 
geographic dimension according to how you 
manage your business).  Comparisons between 
regions can reveal strengths and weaknesses to 
address in your pipeline.  Looking at the data but 
over a time horizon, for example by quarter for 
past 5 quarters, can reveal trends that are 
moving in positive or negative directions. 
 
 

Pipeline by Rep  
 
Setting sales priorities also requires facts about the pipeline of each sales rep. 
Resources are always scarce and need to be focused on not just the best 

opportunities or channels but often where the 
best performing reps can be brought to bear. In 
addition, good sales reps performance can 
vary over time and gaining visibility into these 
changes, particularly negative changes, is best 
viewed by assessing and as needed drilling 
into your sales pipeline by rep. 
 
 

 
 

Pipeline by Channel  
 
When alternative sales channels are part of your selling strategy and process, 
comparing between channels is a critical on-going analysis.  A channel strategy is  
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typically implemented for specific reasons such 
as increasing market reach or penetrating key 
markets.  Pipeline by Channel reveals whether 
this strategy is paying off or is having challenges 
and, if so, pinpoint where so proactive action can 
be taken.  
 
 
 
 

Pipeline by Type (new or existing)  

 
It is critical to have a healthy balance of new and 
existing (repeat) customers in your pipeline. 
While the exact balance is driven by your unique 
business goals and situation, typically pipeline 
snapshots and trends that reveal extremes are 
early warning indicators of trouble ahead. 
 
 
 

Pipeline Leakage  
 
 
A significant sign of poor health is a ñleakyò 
pipeline.  Analyzing conversion rates from one 
stage to the next, particularly trending them 
over time, can identify where the leaks are 
occurring and help you plug them before they 
get out of control.  
 
 
 

 
Contact Rates  
 
The entry point to sales success is live (phone or in-person) contact with a prospect. 
No contact, no deal.  Keeping a close eye 
on contact rates by key dimensions such 
as rep or channel is critical for any sales 
manager.  Contact rate metrics shown by 
lead source, for example, can also help 
focus on which lead generation sources 
are most effective in driving highest 
contact rates. 
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Enhancing Profitability 
 
 
Profitability is often an elusive and poorly understood area of sales analytics.  When 
the effort to assemble profitability data is undertaken, however, the payback can be 
very significant.  While metrics focused on quantities and revenue are critical to any 
business, decisions can be improved many times over by adding view of profitability 
by product, channel, region, or sales rep. 
 
 

The 80 / 20 Rule 
 

A rule of thumb in many product categories, regardless of industry,  is 
that 80% of the profits are generated by 20% of the products sold. 

 
 
Wouldn’t you like to know precisely each month and over time, which of 

your products are in that 20%? 
 
 
Profit by Product & Profit Margin by Product 
 

Understanding your productôs profit level and 
profit margin is critical, regardless of whether 
your have only one product or an extensive suite 
of offerings.  
In addition to 
helping 
prioritize 
product 

development resources, profitability analytics 
provide you the ability to more accurately 
manage price points, promotions, and discounts 
on bundled offerings.  
 
 
 
Profit by Channel & Profit Margin by Channel 
 
Different sales channels, such as websites, call centers, physical stores, and partner 
sales, have different expense structures and can carry unique costs of sales.  The 
ability to analyze not only profit but profit margins can be critical to how your 

company 
prioritizes 
sales efforts 
to provide 
the largest 
impact to 
your bottom 
line.  
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Profit by Region & Profit Margin by Region  
 
For a sales force that has multiple territories, such 
as by region or other geography, sales priorities 
and forecast expectations often need this 

additional 
dimension.  
More 
importantly, 
profit and profit 
margin comparisons between regions can reveal 
strengths and weaknesses that directly impact 
your allocation of resources. 
 

 
 
 
Profit by Rep & Profit Margin by Rep 
 
Your growth potential is directly related to the abilty of your reps to effectively sell 
your products.  Resources are always scarce and need to be focused on not just the 

best 
opportunities 
or channels 
but often 
refinements 
can be made 
to ensure your 
best 

performing reps are brought to bear on the top opportunities.  In addition, even a 
historically good sales repôs performance can vary over time and gaining visibility 
into these changes, particularly negative changes, is best viewed by assessing and, 
as needed, drilling into your sales forceôs profitability levels. 
  
 
 

Achieving ROI from CRM Investment 
 

 
 

Many organizations continue to miscalculate the real business benefits 
they expect to achieve from stand-alone CRM systems.  As a result, they 

often fail to realize a  ROI that satisfies their expectations. 
  
 
Traditional Customer Relationship Management (CRM) can be a complex and costly 
investment.  Current ñService as a Softwareò (SaaS) solutions delivered over the 
internet, such as that offered by Salesforce.com, have changed the game and 
significantly reduced the costs to implement and maintain. 
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Todayôs CRM systems do well by enabling the capturing of current prospect and 
customer information and transactional inputs across the sales process.  However, 
they continue to lack depth by failing to make historical data available. 
 
Consequently, CRM systems typically are only able to produce single dimension and 
static reports.  Sales teams, and sales and executive management are frustrated 
from why things are happening and how to improve bottom line results.  
 
Achieving ROI depends upon improving key success levers that will provide the 
sales results necessary to justify the CRM investment.  Decipher helps its 
customers achieve the ROI they are seeking by providing insights that will improve 
key levers such as growing the number of opportunities in the sales pipeline, raising 
the opportunity-win ratio, increasing average sales price, and lifting margins on each 
won opportunity ï all with an easy to use application that is inexpensive to 
implement and low cost to own.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

DecipherTech ROI Calculator.  

 
Enter data about your business and expectations you might have for improvement 
across key sales performance levers ï and the calculator will show how long it will 
take for your investment in Decipher to pay itself back.  Youôll see for yourself the 
remarkably fast payback Decipher can achieve even with aggressive improvement 
goals in your sales performance.  Every day after Decipherôs payback period is 
achieved adds to the value your CRM investment is delivering and helps you to 
finally capture the overall ROI on CRM you previously found so elusive. 
 
DecipherTech’s ROI Calculator is available online at:   www.deciphertech.com. 

http://www.deciphertech.com/
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Sales Pipeline to Profitability Cycle 
 
 
The success of any business depends on acquiring, growing, and retaining profitable 
relationships with customers.  The heart of the process is the Sales Pipeline ï where 
sales opportunities are managed from qualification to closed sale.   
 
As a foundation, it is critical to understand the distinct stages of the Sales Pipeline.  
Each business is different and the investment of time to define a process that 
specifically matches your business needs is well worth the time.   
 
Stages might include lead qualification, customer need assessment, opportunity 
prioritization, customer decision, and negotiate and close.  Once stages have been 
identified, companies must be able to clearly describe how to advance from one 
stage and document the typical time required to move from one stage to the next. 
 
 

The ability to optimize the Sales Pipeline can often mean the difference 
between an organization’s success or failure. 

 
 
 

The three most common categories used to help drive a companyôs Sales 
Pipeline-to-Profitability (P2P) Cycle are Pipeline Analysis, Order 

Analysis, and Post-Sales Analysis. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Many businesses struggle, though, with myriad pipeline management challenges 
such as determining which accounts should be of highest priority, what actions will 
best spur the sales process, and whether and how to reapportion pipeline 
opportunities to maintain a healthy distribution across the sales force.   
 
The difference, then, for the most successful sales organizations is the ability to 
identify and take the best steps to achieve measurable improvements in sales 
pipeline performance. 
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Pipeline Analytics 
  
 

Pipeline analytics allows real-time assessments to be made, so that 
opportunities can be prioritized or corrective action can be taken to fix 
those that are stuck or off-track.  It also provides historical trending for 

improved budgeting and forecasting. 
 
 
 

Pipeline by Stage  
 
Setting sales priorities starts with knowing the 
status of each opportunity in the sales pipeline. 
You want to see a good proportion in later, 
close-to-closing stages. In addition, the ability 
to compare the same data over a time horizon, 
for example by quarter for the past 5 quarters, 
allows you to determine if your Sales Cycle 
trend is changing in a positive or negative 

manner and implement the appropriate actions. 
 
 

Pipeline by Age  
 
To drive more revenue, increasing pipeline 
velocity is a key objective.  A healthy sales 
pipeline should show that "young" 
opportunities are in the early stages and 
"older" opportunities are generally in the later 
stages.  Drilling down into specific 
opportunities that are aging poorly will help 
define which ones can be and should be un-stuck and which ones are dead with 
wasted efforts that should cease.  Viewing aging over a number of quarters helps 
you clearly understand your sales cycle, how it might be changing, and can also 
drive changes in marketing or sales strategies that will improve pipeline velocity.  
 
 

Pipeline by Region  
 
For a sales force that has multiple geographies, 
such as regions, sales priorities and forecast 
expectations often need this additional 
dimension (note: we are using ñregionò generally 
and Decipher can easily be set up to show these 
analyses according any other geographic 
dimension according to how you manage your business).  Comparisons between 
regions can reveal strengths and weaknesses to address in your pipeline.  Looking 
at the data but over a time horizon, for example by quarter for past 5 quarters, can 
reveal trends that are moving in positive or negative directions.   
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Pipeline by Channel  
 
When alternative sales channels are part of your selling strategy and process, 

comparing between channels is a critical on-
going analysis.  A channel strategy is typically 
implemented for specific reasons such as 
increasing market reach or penetrating key 
markets.  Pipeline by Channel reveals whether 
this strategy is paying off or is having challnges 
and, if so, pinpoint where so proactive action 
can be taken.  
 

 

Pipeline by Rep  
 
Setting sales priorities also requires facts about 
the pipeline of each sales rep. Resources are 
always scarce and need to be focused on not 
just the best opportunities or channels but often 
refinements can be made to ensure your best 
performing reps are brought to bear on the top 
opportunities.  In addition, even a historically 
good sales repôs performance can vary over time 
and gaining visibility into these changes, particularly negative changes, is best 
viewed by assessing and, as needed, drilling into your sales pipeline by rep. 
 
 

Pipeline by Type   (e.g. new or existing)  
 
It is critical to have a healthy balance of new 
and existing (repeat) customers in your 
pipeline. While the exact balance is driven by 
your unique business goals and situation, 
typically pipeline snapshots and trends that 
reveal extremes are early warning indicators of 
trouble ahead. 
 

 
 

Pipeline Leakage  
 
A significant sign of poor health is a ñleakyò 
pipeline.  Analyzing conversion rates from one 
stage to the next, particularly trending them over 
time, can identify where the leaks are occurring 
and help you plug them before they get out of 
control.  
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Contact Rates  
 

The entry point to sales success is live (phone 
or in-person) contact with a prospect. No 
contact, no deal.  Keeping a close eye on 
contact rates by key dimensions such as rep or 
channel is critical for any sales manager.  
Contact rate metrics shown by lead source, for 
example, can also help focus on which lead 
generation sources are most effective in driving 
highest contact rates. 

 
 
 

Order Analytics 
 

  
Decipher can easily integrate your ERP, Order Management or shipping system 
data sources so that your delivery performance can be monitored, more deeply 
understood, and improved.   
 
 

Decipher delivers visibility into order status and improves service to 
individual customers.  It gives management the information needed for 

making strategic decisions to reduce customer churn. 
 
 
 
In addition, deeper insights such as average delivery time, backlog, and order 
analysis can provide a sales rep with information to better position, choose the 
timing of, and approach to up/cross selling more appropriately. 
 
 
 

Average Delivery Time 
 
Analyzing average time from order to delivery 
to the customer, including views by types of 
customers, geographies, channels or 
products, gives important insight into your 
best and worst areas of delivery 
performance. 
 
 
[this call out paragraph is repeat of 
Backlog Aging which follow??] Averages are useful metrics but can 
misleading if there are specific areas, specific order types, or specific 
customers that have significant positive or negative variation to the average.  
Additional aging analysis of your backlog can help reveal if these variations 
exist and where to look deeper for causes and resolution. 
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Backlog Aging 
 
Averages are useful metrics but can be 
misleading if there are specific areas, 
specific order types or specific customers 
that have significant positive or negative 
variation to the average ï aging analysis of 
your backlog can help reveal if these 
variations exist and where to look deeper for 
causes and resolution. 
 
 

Backlog to Sales 
 
Decipher can help you determine if increases in this ratio are due to a recent jump in 
orders and whether it is a positive and sustainable trend or is due to difficulty in the 
fulfillment process that is hampering timely booking your backlog as revenue.  
Likewise, are decreases in this ratio due to a fall in orders or the result of increased 
efficiency in the fulfillment process? 
 
 

Order Analysis 
 
A variety of analytics are possible for looking at your sales orders. For example, 
Average Sales Price is useful for identifying customers with orders of below average 
size which might in turn be high priority customers for cross or up-sell efforts (and 
setting priorities and sales goals accordingly). 
 
 
 

Post-Sales Analytics 
 

  
Post-Sales Analytics can present the information you need to enhance your revenue 
and your profits. 
 
 

History can be a good predictor of future success or failure.  Post-Sales 
Analytics can provide powerful insights that help you duplicate success 

and avoid sales losses. 
 

 
Views of key metrics such as sales results, pipeline yield, and win / loss as well as 
analysis of  profitability by region, channel, customer, product and sales rep provide 
insight for making strategic and tactical decisions ranging from sales priorities, 
advertising, pricing through to product strategy decisions. 
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Sales Cycle for Wins  
 
Setting sales priorities starts with knowing the 
status of each opportunity in the sales pipeline. 
You want to see a good proportion in later, 
close-to-closing stages.  In addition, the ability 
to compare the same data over a time horizon, 
for example by quarter for the past 5 quarters, 
allows you to determine if your Sales Cycle 
trend is changing in a positive or negative 

manner and implement the appropriate actions. 
 

 
Sales Results 
 
These fundamental analyses assess sales results by time period, sales rep, product, 
channel, geography and more, looking for trends and positive and negative 
variations that warrant further and deeper analysis. 
 
 

Sales Yield 
 
Yield is the ratio of closed sales to number of 
prospects being tracked in your sales pipeline. A 
weakening sales yield signifies falling close rates 
or can indicate pursuit of poor quality sales 
prospects (for example, poor prospects may 
result from weak or deteriorating lead generation 
programs) ï either of which signify sales and 
marketing issues that will harm your revenue and 
profitability growth if not corrected quickly. 
 
 

Win / Loss 
 
As mentioned earlier, history can be a good predictor of future success.  Decipher 

provides 
the ability 
to analyze 
historical 
wins by a 
variety of 
attributes 
including 
customer 

type, industry, product, and revenue size.  These insights can be used to refine 
sales forecasts and, more importantly, provide the ability to improve sales priorities 
and performance to better duplicate these previous wins.  
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Revenue Concentration 
 

To further improve your selling priorities, 
revenue concentration is a very useful metric.  
To do so, identify relationships that correlate to 
your highest revenue generation.  Sort these 
results by attributes such as product type, 
customer type, or marketing channel to 
determine strategies that can improve results 
going forward. 

 
 
 

Average Sales Price 
 
Your growth potential is directly related to maintaining or increasing the value of 
what you are selling.  Tracking selling prices over time indicates if your customersô 
perception of your value is going up or down. 
 
 
 

Profitability 
 
Even though it is often challenging to assemble 
the correct data required to perform profitability 

analytics, the 
payback 
from such an 
effort is 
usually significant.  Metrics that measure order 
quantities and revenue are important, but 
decisions 
based on 

sales results can be greatly improved by the 
addition of profitability analytics by product, sales 
rep, region, or channel. 
 
 
 

Lead Source Quality 
 
Effective lead generation is the fuel for your pipeline. Identifying which lead 
generation sources are most effective for creating high quality pipeline opportunities 
will ensure that the best performers get top priority. 
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Role Based Analytics 

 
 
In todayôs business environment the margin for error is smaller than ever and the 
value of clear insights ï true business intelligence ï is higher than ever before. 
 
Executive management as well as sales, marketing, operations, and IT management 
all face unique challenges.   Conventional CRM applications capture transactional 
information and present snapshots of your current sales pipeline, but they only 
provide half of the information you need to make the best decisions. 
 
 

Decipher analytics provide the critical elements that help you 
understand why things are happening and optimize your performance to 

make better decisions to  improve sales performance and bottom line 
results. 

 
 
 
 
 

Executive Management 
 
 

Decisions made throughout the sales Pipeline-to-Profitability (P2P) 
Cycle can often mean the difference between an organization’s success 

and failure. 
 

Decisions made on facts, sourced from sound analyses of the current situation and 
past performance and trends, are essential to making the right and successful 
decisions. 
 
 
 

Sales Cycle for Wins 
 
Senior executives want to know that sales priorities are being set effectively and that 
the sales pipeline is being efficiently managed.  Summarized and trended views of 
the sales pipeline is the starting point.  A good 
and hopefully growing proportion of 
opportunities should be found in later, close-to-
closing stages.  View data over a time horizon, 
for example by quarter for the past 5 quarters, 
can reveal whether the trend is changing in a 
positive or negative manner. 
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Sales Yield by Region
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Pipeline by Age 
 
Similarly, pipeline velocity is vital for driving more revenue through your sales 

pipeline.   Analyzing your pipeline should show 
a healthy number of opportunities that are 
relatively "young" and that the "older" 
opportunities are clustered in the later stages.  
Reviewing aging over a number of quarters 
helps you clearly understand your sales cycle, 
how it might be changing, and can also lead to 
modifications to your marketing or sales 
strategies to increase pipeline velocity. 

 
 

Backlog to Sales 
 
Looking at the trend in this metric is a valuable management exercise.  If this ratio is 
increasing, understanding whether it is due to recent jump in orders or is due to 
difficulty in the fulfillment process (hampering the booking of your backlog as 
revenue in a timely fashion) is an important financial insight. 
 
 

Sales Yield 
 
Yield is the ratio of closed sales to number of 
prospects being tracked in your sales pipeline.  
A weakening sales yield signifies falling close 
rates or can indicate pursuit of poor quality sales 
prospects (for example, poor prospects may 
result from weak or deteriorating lead generation 
programs) ï either of which signifies sales and 
marketing issues that will harm your revenue 
and profitability growth if not corrected quickly. 
 
 

Win / Loss 
 
Evaluating your sales wins by attributes such as customer type, industry, product, 
revenue size, or profitability can yield powerful insights about sales performance.  
For executive management, it is also an important means to understand why sales 
forecasts might be deteriorating and lead to refinements to current forecasts based 

on results 
of periodic 
win / loss 
analysis. 
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Average Sales Price 
 
The growth potential of your business is directly related to increasing the customer-
perceived value of what you are selling. Reviewing sales order prices over time 
gives valuable insights about trends in your customersô perception of your value, 
which reps or channels have positive or negative trends, where effective or 
ineffective cross or up-selling is occurring. 
 
 

Profitability 
 
Profitability is typically a poorly utilized area of 
sales analytics.  When the effort to assemble 

profitability 
data is 
undertaken, 
however, the 
payback can be extremely significant.  While 
metrics focused on quantities and revenue are 
critical to any 
business, 
decisions 

can be improved by adding view of profitability 
by product, sales rep, region or channel. 
 
 
 
 
 
 
 

Sales & Marketing Management 
 

  
Conventional CRM applications capture transactional information and present 
snapshots of the current sales pipeline situation.  This is only half of the information 
needed to make optimal decisions.   
 
Decipher ads the critical element of historical data to help you understand why 
things are happening so you can achieve the best possible sales performance and 
bottom line results. 
 
 
 

Sales & Marketing Managers need to be able to answer questions such 
as “What is the health of my sales pipeline and what can be done to 

improve it?” 
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Pipeline by Stage 
 
Senior executives want to know that sales priorities are being set effectively and that 
the sales pipeline is being efficiently managed.  
Summarized and trended view of the sales 
pipeline are a solid starting point.  A good and 
hopefully growing proportion of opportunities 
should be found in later, close-to-closing 
stages.  In addition, when viewed over a time 
horizon, for example by quarter for the past 5 
quarters, can review whether the trend in 
changing in a positive or negative matter.   
 
 

Pipeline by Age 
 
Pipeline velocity is vital for driving more revenue through your sales pipeline.  
Analyzing your pipeline should reveal plenty of opportunities that are relatively 
"young" and the "older" opportunities should generally be in the later stages.  Drill 

down into specific opportunities that are not 
aging well will help either un-stick ones with high 
potential or drive decisions to end wasted efforts 
on dead ones. Viewing aging over a number of 
quarters helps to clearly define the sales cycle, 
how it might be changing, and can also spark 
changes in marketing or sales strategies that will 
enhance your pipeline velocity. 
 

 

Pipeline Leakage 
 
Analyzing stage to stage conversion rates 
and trending them over time will pinpoint 
where "leaks" are occurring or worsening.  
 
 
 
 
 

Additional Pipeline Views 
 
A variety of additional views can be valuable depending upon your business and 
strategy, such as by region or other geography, by sales rep or channel, and by type 
of customer. 
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Sales & Marketing Managers need to be able to answer questions such 
as “What is the state of my order fulfillment and what opportunities do I 

have to improve it?” 
 
 
 

Average Delivery Time 
 
Analyzing average time from order to delivery 
to the customer, including views by types of 
customers, geographies, channels or 
products, gives important insight into your 
best and worst areas of delivery 
performance. 

 
 

Backlog Aging 
 
Averages can be misleading if specific areas, 
specific order types or specific customers have 
significant variation to the average.  Aging your 
backlog isolates where these variations exist 
and improves understanding of causes and 
possible resolution. 
 
 

Backlog to Sales 
 
Determine if increases in this ratio are due to recent jump in orders is a positive and 
sustainable trend or is due to difficulty in fulfillment hampering timely booking of your 
backlog as revenue. 
 
 

Order Analysis 
 
These views, such as Average Sales Size to identify below average orders, can 
provide powerful leverage to increase the value of each sale such as raising focus 
on cross or up-sell (and setting priorities and goals accordingly). 
 
 
 

Sales & Marketing Managers need to be able to answer questions such 
as “Where is our lead generation marketing investment achieving the 

best results and which improvement opportunities should I focus on?” 
 
 

Lead source quality 
 
Lead generation powers your pipeline.  Identifying the sources for lead that are most 
effectively driving high quality pipeline opportunities will ensure that the best 
performers get necessary investment and top priority. 
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Contact rates 
 
The starting point for the sales process is 
typically phone or in-person contact with a 
prospect. No contact, no deal. Closely 
monitoring contact rates (by dimensions such 
as sales rep or channel) is an important activity 
for sales managers. In addition, contact rate 

metrics by lead source, for example, points out which lead generation sources are 
most effective in driving high contact rates 
 
 

Average Sales Price 
 
Pricing is a critical component of sales and marketing strategy.  Reviewing sales 
order prices over time gives valuable insights about trends in your customersô 
perception of your value, which reps or channels have positive or negative trends, 
where effective or ineffective cross or up-selling is occurring. 
 
 
 

Sales & Marketing Managers need to be able to answer questions such 
as “What are my sales results and where should I focus to improve 

future performance?” 
 
 

Sales Yield 
 
Maintaining or better yet improving the yield of 
your sales pipeline over time is an important 
sales result metric. Yield is the ratio of closed 
sales to number of prospects being tracked in 
your sales pipeline. A weakening sales yield 
signifies falling close rates or can indicate pursuit 
of poor quality sales prospects (for example, 
poor prospects may emanate from weak or 
deteriorating lead generation programs. 
 
 

Win / Loss 
 
Evaluating your won and lost sales by 
attributes such as customer type, industry, 
product, revenue size, or profitability can yield 
powerful insights about selling priorities and 
performance. Of equal importance, it can be 
used to improve sales forecasts by refining the 
current forecast based on win / loss analysis 
results. 



1-888-8-DECIPHER            www.deciphertech.com 
1-888-833-2474              services@deciphertech.com 

25 

0-10 days

11 -20

21 -30

31 -45

45+

Average Delivery Time by Rep

E
x
p
e

c
te

d
 O

rd
e

r 
V

a
lu

e

 

Revenue Concentration 
 

Revenue concentration is an analysis that 
identifies customer relationships that correlate 
to high revenue generation (e.g., large order 
sizes, repeat sales, short replenishment 
cycles).  Sorting these results by attributes 
such as product type, customer type, or 
marketing channel are very powerful tools to 
determine strategies that can improve sales 
results going forward. 

 
 
 

Average Sales Price 
 
Your growth potential is directly related to maintaining or increasing the value of 
what you are selling.  Tracking sales order prices over time gives valuable insights 
about trends in your customersô perception of your value, which reps or channels 
have positive or negative trends, where cross or up-selling success is occurring. 
 
 

Average Delivery Time 
 
Analyzing the average time from order to 
delivery to the customer, trended over multiple 
time periods gives important insight into your 
best and worst areas of delivery performance 
and how that is changing over time. Additional 
views by dimensions such as product, 
customer, region (or other geography), or 
channel can give insights that further identify 
where extra management attention should be 
given. 

 
 
 

Backlog to Sales 
 
Monitoring trends over time and diving into periods where changes have been 
significant will reveal if positive changes in this ratio are due to increases in orders, 
and if it is a positive and sustainable trend, or conversely is due to difficulty in 
fulfillment that is hampering booking of the sales backlog as revenue in a timely 
fashion. 
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Profitability 
 
Profitability is often an elusive and poorly utilized 

area of sales 
analytics. 
When the 
effort to 
assemble 
profitability data is undertaken, however, the 
payback is usually significant. While metrics 
focused on quantities and revenue are critical to 

any business, decisions based on sales results 
can be improved many times over by adding 
views of profitability by product, sales rep, 
region, or channel. 
 
 
 
 
 
 
 
 
 

Sales Operations & Support 
 

  
Operations & Support are key members of the extended sales team.  As 
a professional you want to allocate more time and effort to supporting 

and delivering the most strategic information possible. 
 
 

 
Typically the ability to deliver the most critical and strategic information available is 
blocked by a lack of a central, well-organized and efficient data store, hindered by 
rudimentary tools like spreadsheets and report writers, burdened by routine tactical 
requests for reports, and providing end user support. 
 
Decipher can transform Sales Operationss & Support  into a more strategic role by 
making routine the availability of the exact insights the sales team, sales 
management and senior executives demand ï and are not readily available from 
Salesforce ï such as historical trends and multi-dimensional analyses that address 
deeper questions about ñWhy is this happening?ò and ñWhat can be done to 
improve?ò. 
 
 
Time previously spent reviewing ad-hoc data requests and lengthy paper-based 
reports with sales and executive management can be eliminated.  Decipher 
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delivers the ability for self-service through easy to use, yet powerful drill-down 
functionality inherent in Decipherôs dashboards.  
 
 
Decipher enables you to broaden your reach and increase collaboration.  
Creation of a single dashboard can be published to multiple users across the 
organization who can then gain easy access to Salesforce and other data sources 
where before this may have been impossible or too costly. 
 
  
Maintain peace of mind that control and safety of your vital sales data is totally 
assured.  Decipher is a Certified Salesforce AppExchange partner, using the 
Salesforce security model and role hierarchy, user access controls, and data sharing 
rules you already have in place with Salesforce.  
 
 
 

 IT Management 
 

 
 

IT management is a tough enough job without additional headaches 
CRM systems often bring such as poor data access, weak analysis tools 

and expensive up-front investments in hardware and software that fail 
to deliver business results and a clear ROI. 

 
 
  
Total cost of ownership in IT is under constant pressure and Decipher helps you 
relieve this pressure. It does not require expensive up-front investments in 
hardware and software, is truly easy to use with one-click access to key metrics, 
requires little training and on-going support, and delivers immediate value at a low 
cost both initially and on-going. 
 
The power of sales analytics increases 
as data from often disparate systems 
is brought together. Decipher is a 
ready-made solution to seamlessly, 
and automatically with zero added 
cost, integrate with Salesforce plus 
enable connections to almost any 
other structured or unstructured data 
source you may have including 
spreadsheets and text files.  
  
Sales pipeline and customer data 
ranks high among an organizationôs 
most sensitive information. Decipher protects critical company data by managing 
access through role-based security, data partitions (your data is never mixed with 
other companiesô data), strong password requirements, and password encryption. In 
addition, Decipher provides disaster recovery and business continuity protection.  
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Decipher provides the highest level of security assurance with hosting in secure 
data centers incorporating external intrusion detection, firewalls with DMZ, and SSL. 
  
Decipher analytics are designed with the IT Manager in mind. Our BI SaaS 
solutions are delivered over the internet, can be integrated with existing CRM and 
other systems, and comes in a variety of packages designed to fit both your 
company’s needs and your IT budget. 
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 Report Index 
 
 
 

Pipeline 
 

 
 
 
Pipeline by Age 
 
 
 
 
 
 
 
Pipeline by Stage  
 
 
 

 
 
Sales Cycle for Wins 
 
 
 
 

 
 
Pipeline by Type 
 
 
 
 
 
 
Pipeline by Region by Age 
 
 
 
 
   
 
Pipeline by Channel by Age 
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Pipeline by Rep by Age 
 
 
 
 
 
 
Pipeline by Region by Stage 
 
 
 
 
 
 
Pipeline by Channel by Stage 
 
 
 
 

 
 
Pipeline by Rep by Stage 
 
 
 
 

 
 
Pipeline by Region by Type 
 
 
 
 

 
 
Pipeline by Channel by Type 
 
 
 
 

 
 
Pipeline by Rep by Type 
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Wins & Yield 
 

 
 
 
Wins by Industry  
 
 
 

 
 
 
Wins by Employee Size   
 
 
 

 
 
 
Wins by Annual Revenue  
 
 
 

 
 
 
Wins by Revenue 
 
 
 
 
 
 
Sales Yield by Region   
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Sales 
 

 
 
Sales 
 
 
 
 
 

 
Sales Cycle for Wins 
 
 
 
 
 
 
Sales by Region 
 
 
 
 
 
 

 
Sales by Channel 
 
 
 
 
 
 
Sales by Product 
 
 
 
 
 
 
Sales by Rep by Month 
 
 
 
 
 

 



1-888-8-DECIPHER            www.deciphertech.com 
1-888-833-2474              services@deciphertech.com 

33 

 

Profit 
 

 
 

 
 

Profit by Region 
& 

Profit Margin (%) by 
Region 

 
 

 
 
 

Profit by Channel 
& 

Profit Margin (%) by 
Channel 

 
 

 
 
 

Profit by Product 
& 

Profit Margin (%) by 
Product 

 
 
 
 

Profit by Rep 
& 

Profit Margin (%) by 
Rep 
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Additional Analytics 
 

 
 

 
Average Age by Stage 
 
 
 
 
 
 
 
 
Order Backlog by Region by Age 
 
 
 
 
 
 
 
Average Delivery Time by Rep 
 
 
 
 
 
 
Pipeline Leakage:   
Stage Conversions Rates by Month 
 
 
 
 
 


