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Leveraging Your Business
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Search

Contacts
Last Name

First Name

Email

Advanced

Create
Account
Appointment
Contact
Expense
Household
Lead
Opportunity
Service Request
Solution
Task

History

4 Ruth Peterman

[~]

@ Home | m Calendar ‘ E‘ﬁ Leads | H]_E Accounts | |?B Opportunities | E Forecasts ‘ @I Dashboard | @ Reports | L4

Opportunity Homepage Help Tutorial

» All Opportunities

All Closed Opportunities

All Large Opportunities

All Recently Created Opportunities
All Recently Modified Cpportunities

# My Forecast Opportunities
My Opportunities

My Top Opportunities
Manage Lists

[:lEDate Ernmiy ey

7f21{2006 Confirm lunch meeting
7272006 4 Research competition
79006 4 RFI follow-up
&/2/2006 1 Practice product demo

Schedule project team
meeting

AUTO-CREATED: Review

Opportunity

Action Rentals - (4) Eog 20
Action Rentals - (7)
Stellariay Pro

SLP Process Corp. - (5)
Peacock 3000

Jones Parts Inc. - (5)
Peacock 8000

Hartman and Assoc, - (12)
Phoenix 1000
Action Rentals - (7}

contract with Legal
AUTO-CREATED: Review

Stellariay Pro
Action Rentals - (7}

contract with Legal

8/10/2006 RFI follow-up

8/16/2006 =+ Assess customer's needs
8f17/2006 1 Marketing presentation
Show Full List

Stellariay Pro

Training Company - (4
Stellariay Pro

Training Company - (4
Stellariay Pro
Diamond Corp. - (3
Stellariay Pro

Recently Modified Opportunities
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Printer Friendly

Action Rentals - (7) Stellarjay Pro
Hartman and Assoc. - (12) Phoenix 1000
Armex Corp. - (9) E

Spirit Technology - (6) Phoenix 2000
Action Rentals - (4) Egg 20

Bayfair Brothers - (47) Griffin 10
Armex Corp. - (Z) Phoenix 1000
Sunday Associates - (10) Eag 50
Hartman and Assoc. - (1) Griffin 10
May Rental - (23) Fastiet 97

Show Full List

Display: By:
Revenue B |mausty B
3.79% 7T B8.55%
12.37%
39.8% —
21.93%
1I3.57'\1
B asometive B Financal Services
| | High Technology | | Manufacturing
Media & i T icali
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Leveraging Your Business
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Pipeline Velocity Analysis

Current Sales Stage Avg Days in Stage Hist Avg Days in Stage Days Stalled

Pt *Aa i DITX 72T NIXINX
Building Vision 25 ﬁ\h 32
Short List 34 AA 2 12

Selected 21 ‘ l 25

Negotiation s\ Pipeline Velocity Analysis

Stalled Deal Report

Opportunity |Account-Singular] Probability Sales Close  Forecast
Age Region Name Name % Stage MNext Step Date Flag
Y27 inn
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'“ 1 1. Organizational Roll-up - Current Forecast
— — Tuncu~up
— forocast -

N - Fizscal Mth/Yr Closed Revenue Quota % Forecast Revenue Forecast % Quota Best Case Revenue Total Pipeline Revenue

- I — 2005/ 01° $3,975,000 9% 4,360,000 1248 $6,233,000 514,500,000
- - 2005/ 02 §3,734,000 93% 4 116,000 129% $5,753,000 513,700,000
: 2005/ 03 23,614,000 7% 24,230,000 130% 25,163,000 £14,000,000
e —
= — P )
: — 2. Pipeline Analysis 3. Historical Analysis

B
—
Historical Pipeline Quality Trends Historical Forecast Trends
- ANANSEs..,
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Siebel CRM OnDemand
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Leading Companies Worldwide Use
CRM On Demand
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