TABLEAU
CONFERENCE

#dataforsales m

Tableau On Tableau:
Sales Analytics

Stacey Unck

Sales Readiness Manager

Peter Schmitz S
Enterprise Account I\/Ianager A B
Tableau Software O 0REH/AQ

3 Q ' = A () 2 -
: = ’ (’/':"\‘] ;' - 'I X : / ‘- I - I‘ .I .\.\\- _,/‘ : “ | ; |J L = ‘ (J:Qn\) ‘I-' .: i Y
o = | =X ( \ N A~ = o/ | | A =
= — \'l-. - _-,‘l = \:_ ',I . .I = /] ) ‘ -~ L :. = "‘?‘ i /’_‘\' | | -l .I
' =1 AN = < KA By X =N 2 L) B S A B = L Al &= (X)) =



who we are...



Stacey
Unck

Commercial Sales 2014-20Q
Sales Readiness 2016




-l - " - o ]
T i | % il B (e - I e -1 S T el
a : 3 Wal® =i R B e L e S T R :
i i — B
y | i
5 - - -

* Commercial Sales 2012-2016
Enterprise Sales 2016

ey o — Bl -
J ! I !
.- -:- "
g = »
II - 1I.-

e iy P T L

5':-,:.'.|1'.|._—_Tﬂ_"_.—_".'-'l"|'_l: _%"l o e __;_""'.I'I



what you’ll get

how to best collaborate with your sales team:
Learn how sales people think and what motivates them

|deas for collaboration and iteration to make effective dashboards

what happens when sales people have data freedom:

Liberty and governance for all
Representative made dashboards

a bit more than you expected:
This class will be 70% beginner 30% advanced
We think you can handle it




To make a sales dashboard,
you must think how sales
people think...

« What’'s important?
« What's motivating?
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Quota Dashboards

Quota Dashboard

Company Total
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Harness the competitive
nature of your sales
people

Quota dashboards help
reps know who to emulate

Color and space are
strong visual queues



Scorecards
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Feed the hunger for
iInformation and numbers

Scorecards help reps see where
they have gaps in the activities
that lead to success

A simple format providing
several data points



Who'’s Hot

Sl S— - Point your team in the
FEE —— | right direction

= = Our Who's Hot

— 4 i dashboard keeps us

S — TR e e e s aware of what

S __ customers want to talk
= R to us the most
T E = === Allow the important

= === data to rise to the top
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A story about data...



The importance of well labeled data...

MIMIK CE3 and CES Territory Analysis How to enable Self-service effectively

and clearly
E3 CES

1. Customers=51 1. Customers=54 1 L]
e Ultimat I: O f truth
2. Prospects- 17 2. Prospects- 14 IMmate goal. one source or tru
a. Big Prospects=5 (Mainly Big Prospects= & (Mainly Healthcare)
Healthcare) a.Standout Account= Carhartt
b. Standout Account= Potbelly Clothing = =
5. CoreAccount=5  Creating a Truman Show Experience
3. Core Accounts= 12 b.Hasn"t Expanded in a while
a. Hasn't Expanded in a while i L / S
L AH WL W/ Server
iil. AG iii. PQ
iii. DJE 4. Medium Growth Accounts= 11
5690 Views 22226 Data Sources 1085
Sales Opportunity & @ -
DATA SOURCE - By Erin Gengo = 130,981 views - 4 + Extract: Mov2, 2016, 9:14 AM
4. Me Name 1 Views: All Wo
3. 5m : A
6 P Connections 1 Refresh Schedules 1 Connected Workbooks 510 Details
- FOs {5 Technician Data - Support DB -+ 1685057 83
Spe
Ej Technical Support - Customer Update History 1,526,800 76 About The Sales Opportunity Data Source is the one-stop shop for Sales pipeline analysis,
including opportunity splits. Mot only does it include information on accounts and
6 Case Master 1,104,756 94 opportunities, but adds the granularity required to do product level analysis, along with the
data needed to roll-up by territory.
B Assets 1,016,275 ah
See Sales Opporiunity on Community Site for more details.
[ﬂ Case Master - Extended T08.820 18
5 Kudos from Case Closed Survey 601,722 21 Proiect Tableau Analylics
Ej DRAFT - Technicians Qut - Support DB 440 548 28
Owner Erin Gengo
Ej Opportunities Pushed Last 7 Days - LMS/SST 360547 13
B SenviceNowTasks w1 180834 39 lags Edit Tags
B TFS-Defects e 164477 58 \odified  Aug 31,2016, 4:14 PM
Ej Sales Opportunity 130,978 543
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Drive more effective calls
through self-service



Effective calls happen w/ self-service analytics

Making sure your salespeople have
access to all of the data they need

easily and quickly
e Schedule reoccurring 1x1s and
call shadow sessions for
feedback
— | =« Server admin views are your best
= friend

EEt

o Develop customer facing views

.........
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|dentifying Revenue
Driving KPIs



pay

Mapping out metrics to measure success

00M Customer Analysis
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Prospect Acc

Industry
Business Services

Consulting
Food & Beverage
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Healthcare & Medical

Investment Services
Legal
Manufacturing

= of Pro DOM

ount List/Details

Sales Account ID

0016000000vuHVCAAU
0016000000vuJPfAAM
0016000000nUyNIAAK
0016000000nUyLUAAD

0016000000nUylPAAS

0016000000nVEQOAAS
0016000000rlosQAAQ

0016000000nUtbQAAS
0016000000nUylRAAS

0016000000nUyLWAAD
0016000000nUyNIAAK
0016000000nUyNBAAD
0016000000n
0016000000n\
0016000000nUylgAAC
00160000014tHtGAAU
0016000000j00]G.
0016000000nUybtAAC

0016000000nUyLmAAK
0016000000nUyM: K

Aot

Bof lnt OOM  Annusl Revenue Employ:

Annual Revenue
356,800,000
16,976,281
695,559,560
171,662,503
57,134,410
1,062,757,048
£50,518,609
6,000,000,000
188,554,982
336,600,000
477,087,308
355,681,886
2,588,562,375
1,230,120,002
440,260,000
926,796,047

[]

143,606,877
2,612,475,000
1,390,607,851
394,176,679

e Count
- 3030 days

SFDC/Data.com
Revenue Max
356,800,000
19,488,322

171,662,503
57,629,071

90,918,508
1,262,464,98
189,554,982
336,600,000
238,543,854
382,330,055
2,661,242,580
205,021,667
440,260,000
926,796,047
1,550,371,700
143,606,877
870,525,000
1,350,607,851
384,176,679

Days Left to pay color
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40 40
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4,000 4,000
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16,800
2,500
111,000

28,000

P o o

Prodecs Besp

Prostens Doz

5,000

£ 175

30 2,400
0 3,000
0 5,500
% 2128
0 2,570
3 2522

Reps that win, keeping winning and
stay motivated

Put yourself in your rep's shoes

Discover and Create KPIs that
drive revenue

Show historical views of your data

Did you know you can embed
Tableau in most CRM/ERP
platforms?
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Customer Onsite Planning



Taking customer onsite visits to the next level

i~ Easier planning and ability to have
" data driven conversations make for
the best customer onsites

e ~+ GeoField Best practices
« Beaware of Territory Layouts

e VPN vs Tableau Online

o
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Show the whole picture



80,000 foot view of Accounts
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Please help us not have 30 Chrome
tabs open to research an account

e Account Cliffnotes Dashboard

o Work with your reps to understand
how they research accounts

e ook to data outside your
organization to help reps create a
tailored customer experience



Thinking Outside of the Box



How to get creative w/ Tableau

2 - Mg - - £ IR IF 4 & | standard  ~ gl - oI = Show Me

o TR _ The sky is the limit on what you can

Filters Salesperson Name - - -
LeadContact ID First Name Last Name Email Address
; - . achieve when self-service is enabled
0033200001vhrdJAAQ 2
0033200001viiEPAAQ 3 Lead Cont
0033200001viiXDAAY 4 (Al
0033200001WPn7GAAS 5 @ Contact
m 0033200001vPoPOAAK 6 Lead
0033200001vPoQ3AAK 7 ) \/\/ a | m a r't
0033200001vPoSEAAD 8 AGG(Ine )
Marks 0033200001vPWTEAAD 9 0 500
T . 0033200001vQ3FVAAD 10 ()
0033200001vQ3SeAAK 1
8 0033200001vQ7cBAAS 12 .
Size Text 0033200001vQ8yOAAS 13
. Q 0033200001vQEbBtAAG 14 . O | n e
E:l;\ Tooltin 0033200001vQG1DAAW 15
0033200001vQpPYAAQ 16
m 0033200001vQpY1AAK 17
0033200001vQrbcAAC 18
0033200001vQrNCAAD 19 . . .
s :  Internal Competitions/Iron Viz
0033200001vQrZMAAD 2
0033200001vQ SbWAAW 2
0033200001vQugyAAC 23

events

0033200001w2ige AAA

Don't become a Halloween
_ S_tati_stic

1. Early Bird or Early Grave?

Tha warber vou 03 tha M Sesly P24 e 50 SUrvE

2. Fingers Crossed For Snow...

The worss e weaher e Bk 104 8 13 Junve.

Accidents by Hour sccidents by Weather Type

Low-Risk Costumes.
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