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Converting Data Into Knowledge

De c i p hbesméssintelligence 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
snhapshots 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. Ifitis u
your future may be in jeopardy.

nhealthy,

Designed and built for sales organizations, De ¢ i p hseite d@ 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.
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Decipher analytics allow you to view d
including vertical and horizontal
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.

Deci pher 6s r e p de donstpuatedkoaddess criticalrbusiness
challenges such as:

Improving Pipeline Ve locity
Improving Win Rates
Enhancing Profitability
Achieving ROI on your CRM Investment

Since your Sales Pipeline is the engine of your business, Decipherd seport
packages can also be tailored to address the three primary categories of the Sales
Pipel ine -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 M anagement
Sales Operations & Support
IT Management

Our expertise can help you decide which reports and metrics are most
relevant to your specific situation.

DECIPHERTECH

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




Table of Contents

Business Challenge AnalytiCS  ....ovieiiiiiiiiii e 4
Improving Pipeling VEIOCItY  .......oooviiiiiiiiiiiiiiiiieeeeeeeeeeeeeeeee e 4
[aaT ol o)V T To I YAV /] o I = 1 (= 6
Enhancing Profitability  ...........oooiiiiiiii 9
Achieving ROI from CRM INVESIMENT  .....ooiiiiiiiii e 10

DecipherTech RO | CalCUlatOr . .....ccooiiiiiiiiiiiicieee e 11

Sales Pipeline to Profitability Cycle  ....coiiiiiii e 12
PIpeling ANAIYEICS  ..ooveeiiiiie e 13
Order ANAIYLICS ... 15
POSt-SaleS ANAIYLICS  ..vviiiiiii e e 16

Role Based ANAIYLICS  ..cuuiiiiiiiiiiciie et 19
EXECUtIVE MaNagEMENT ...t e e e e e e e 19
Sales & Marketing Management ......cooooiiiiiiiiiiie 21
Sales Operations & SUPPOIT  ..ueuiiiie e e e ettt s e e e e e e e eeeaarnn e eeeeeeennnes 26
IT MANAGEIMENT ...t e e e e e e e e e e e e e e e e s e e e e ennnn s 27

T 010 T 1= RN 29
PIPEIINE oo 29
WINS & YIEIU oo 31
Y= 1= USRS 32
L 0 ) 1| PP 33
Additional ANAIYLICS  ..oooiiiiiiie 34

1-888-8-DECIPHER www.deciphertech.com 3

1-888-833-2474 services@deciphertech.com



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 int o 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
withDeci phapaiytes | dent i fying inefficiencies s
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 Res earch study, over 50% of businesses
rated average or worse in the use of sales activity analysis , such as
pinpointing pot ent opportunify managerkentw jleading o r
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 i

are generally in the later stages. Drilling down

into specific opportunities that are aging poorly m l i

will help define which ones can be and should be | . | | | |

un-stuck and which ones are dead with wasted M-

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 L eakage

A significant sign of
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 i
get out of control. o o

i — ... | Contact R ates

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) 1 either of which signify sales and -
marketing issues that will harm your revenue T e e e e e e e

S FS—— ——

and profitability growth if not corrected quickly. o

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
= ] asincreasing 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 anorganizatt on 6s success lann d ofdaaiylbusr ee.c 0
environment, the need for better business intelligence to improve n \ih
Rateo 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
guarters, allows you to determine if your Sales =
Cycle trend is changing in a positive or negative
manner and implement the appropriate actions.

FENI==E0S [ TT————
™

Win /L oss
As mentioned earlier, history can be a good predictor of future success. Decipher
S ~ ] provides AR = = o
. ~. | the ability ==
. // 7| to analyze =
: -
- " : variety of
e tt 'byt
g —— attriputes
/‘_-—I_ - . .
- // - - = 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
N BN . understand your sales cycle, how it might be
o= changing, and can also drive changes in
marketing or sales strategies that will improve pipeline velocity.
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Pipeline by R egion

For a sales force that has multiple geographies, such as regions, sales priorities and
forecast expectations often need this addition dimension (note:we ar e usi ng
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 T -
moving in positive or negative directions.

Pl by Rephon by Age

EREY

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.

H
sgente

Pipeline by Type (new or existing) - ——

o
e

It is critical to have a healthy balance of new and
existing (repeat) customers in your pipeline. P
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 L eakage

=~ A significant sign of p
~ | 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 R ates

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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