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https://www.linkedin.com/in/jlannelongue/
https://twitter.com/jlannelongue_

Agenda

Notre Plateforme
« [aplateforme Tableau
* [Introduction aux Analyses commerciales

Comment nous utilisons Tableau chez Tableau

« Valeur de nos analyses pour Sales Operation, Managers et
vendeurs

« Nos Tableaux de bord les plus utilises

Ressources pour vous aider a demarrer
« Comment avoir un gros impact rapidement
« Comment apprendre et exemples d'analyses avancees
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Click here to learn more about
Salesforce Data

Dashboard

Amount  §335K (] DS B Closed Won M solution Qualify [ commit [ Discover

Closed Large Deals | click below for account history Upcoming Large Deals | click below for account history

Account History - Transactions Account History - Running Total
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https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/ExecutiveSalesforce_10_01_5/LargeDeals

Comment notre equipe commerciale utilise
Tableau
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Challenges les plus courants

 Les analyses sont lentes et non a jour quand nous en avons besoin
« Toutle monde a ses propres chiffres et personne n'a les memes

« Les Managers doivent reagir, prendre des decisions basees sur l'instinct et
non sur des donnees

 Letemps passe a faire des analyses par les equipes n'est pas passe a vendre

 Les donnees utiles ne sont pas partagees dans un environnement securise
avec les equipes




Comment Tableau est utilise par Sales

Operation
: - I
o £/
— ‘ I Il
Mettre a disposition ~ Ameéliorer la performance Creer des Analyses
des ressources Self de I'équipe avancees

Service




uota Attainment

Sales Quota Attainment Dashboard

Worldwide Hit Quota

. No
. fes

Company Total e —

30M 34M FaM F12M F16M

Regional Total (click to see salespeople in region) Stats- All

41

# Hitfing Quota 27

% Hitting Quota 65.9%

% of Sales by Quota Hitters 86.6%

Quota 5 $11,825K
west R |

Sales 5 $15,603K
50K 51000K $2,000K 53,000K 54000K 35000K 56,000K S7.000K 38000k 0 Quota S275K
Avg. Sales per Person 5380,558

All Salespeople Select to View by

Barbara Davis [ n Quo:: (%) or Sales ($)
Betty Clark _ ®s
carol Alen [ D
Chares Le- |
Christopher Wright [
Daniel Gonzalez [ NNENEGEGE
pavid Thompson [N D
Deborah Adams [N
Donald Mitchell [

Mionna Walker —

0K 200K 400K GOOK 800K 1000K 1200K Data is up-to-date as of:
Achisvement: Quota {3&) or Sales (5) January 4, 2019

Link to Dashboard



https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/QuotaDashboard_1/QuotaDashboard

Optimal Territory Creation

Territory Creation #1

Optimal Postal Code

L K C w

# of Territories Per Headcount

Territory Creation

3 R

3,459 -153 [l

Territory Creation #1

MAP: Territory Builder Driver

Ideal Target =

.647 (+/-182.3 Points)

# of Direct HC THRESHOLD: Index vs. Ideal

695,540

590,271

465612

575,661

650,626

510,078

579,123

634,839

563,548

Territory Creation #1

M NorCal I NY City @ Paw

MAP: Territory Overview

Link to Dashboard
TC18 Presentation


https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/2018_01_03-Public/ManagerReviewTerritoryBuilder
https://www.youtube.com/watch?v=-UoUNWvnI58

Comment Tableau est utilise par les Managers

Meilleur comprehension Meilleur support pour
du business de nos equipesle succes de nos vendeurs

+i+ :
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Sales Forecasting

Quarterly Sales Forecast As Of 8/1/2018

Current State of the Business

Filter by region Mutual Inter.. Discover Validate Decide Select Commit Total Open Closed Won

Amount

Filter by sub regi.. | Expected Value

Number of
Transactions

Step 1: Forecast Business Not Yet Discovered Based on Prior Quarter Results

Month of Quarter Closed

ForecastUnseen | Historical reference
Sales "Commit” Bookings resulting from deals created on/after day 32 in quarter

1

Forecast Unseen
Sales "Likely”

14,000,000

Forecast Unseen
Sales "Best Cas..

[15.000,000

“Transactional” Use Expected Value for Transactional Business: Deals Below: $2,000,000

Means Any Deal
Less Than... Mutual Int.. Discover Validate Decide Select Total Open

Amount 32,875,450 3 38,821,465
Expected Value 1 : 34,0 3 113,158,821
Number of Transacti.. € 0 310

Use Salesperson Forecast for Large Deals: Deals Above 2,000,000

Opportunity Name Opportunity Owner .. Day of Close Date Commit Likely = Best Case
Grand Total 19,811,511

Opportunity - 13160000.. Salesperson -

Opportunity - 12306000.. 5

Opportunity - 32663200..

Opportunity - 76600000..

Link to Dashboard
Sales Spotlight Webisode


https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/SalesForecastDashboard_2/QuarterlyForecastDashboard
https://www.tableau.com/learn/webinars/sales-ops-webisode-1-forecasting

Sales Pipeline Management

Sales Pipeline Dashboard
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| $978m 188days 1 days
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$761M 96days 1 days i i i o o b
|s4eant 1y 80 ez $97Mi  §772M{  §752M . $158IM| $20,491M .  $50M

_LXELEI — -
% of Amplified Days Since Last 24 25 26 28 29
Amplified Booking  # of Transactions Booking Amplified Booking  Age of Deal Activity Next Step? $21,465M | $17,480M | $9,827M 5B Y $20,749M ELERLT)
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Link to Dashboard
Sales Spotlight Webisode



https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/SalesPipelineDashbaord/PipelineDash
https://www.tableau.com/learn/webinars/sales-ops-webisode-2-pipeline

Comment Tableau est utilise par les vendeurs

® Q &

Avoir des donnees Suivre Ameliorer |I'efficacite
utilisables I'activite et du workflow
les resultats

+1+
wtptableau




ead & account activity tracking

Who's Hot: Lead & Account Activity Tracking

All Activity By Account

X-Men Korath
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Spiderman | Groot
Nova Prime
Star-Lord
Asgard Rogue
Daredevil Beast

Gambit

Fantastic Four |
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Link to Dashboard


https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/SalesLeadAndAccountActivityTracker/LeadAccountActivityTracking

Seller Call-Down L

Sales Call-Down Dashboard

Click here to learn more about Tableau for Sales Analytics

You have 16 leads to contact tha

this marketing ca

>

Email Template

Name =
Dolan J. Mayo

Garrison Y. Hahn

Hayfa M. Joyce

Kylie Y. Mendez

Mollie Q. Morgan

Jerome X. Wynn
Kelsey H. Danie!
Myles |. Nguyen
Roanna B. Langley
Ulla Q. Carr
Gregory M. Lamb
Lucian K. Mcdonald
Odysseus | Vincent

Tyrone C. Sheppard

Ht+ableau

Ba

What to say

Talking Points

Primed Leads to Contact

karound

Industry

i

=
=

Ll

Ll

401K Blog Post

Where to drive leads

h.3

Retirement Saving Webinar Retirement Customer Story

In-Dashboard Contact CRM Page

(For example only, not 2 live page)

&

Home Chatier Campaigns Leads Accounts Opportunities Cases Reports  Registraions _ Parner Resources  + v

Contact Detail

Link to Dashboard


https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/Banking-CustomerInsights_2/SalesCall-DownDashboard

Seller Scorecard & Activity
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Sales Cockpit

Sales Cockpit: Dashboard Workflow

+ableau:public

CUSTOMER INSIGHTS

UPSELL OPPORTUNITIES CROSS-SELL OPPORTUNITIES
20,765 3013

Link to Dashboard
TC18 Presentation



https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/Banking-CustomerInsights_2/SalesCall-DownDashboard
https://www.youtube.com/watch?v=tJfP4eXH9tI

Comment bien
demarrer



Salesforce Dashboard Starters

Account Tracking Quarterly Results Top Accounts
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https://www.tableau.com/trial/salesforce-dashboard-starters

Ressources Sales analytics

» Livre Blanc : Maitrisez rapidement Tableau : le
Guide de démarrage

Get on the Fast Track with
Tableau: a Starter Guide for
Sales Ops

 Liens vers Sales Analytics Dashboards
» Version d'essai de Tableau Desktop
* Formation en ligne : training

* Rejoindre notre Tableau Community



https://www.tableau.com/fr-fr/learn/whitepapers/sales-ops-starter-kit
https://public.tableau.com/profile/tableau.for.sales.analytics#!/
https://www.tableau.com/trial/sales-analytics
https://www.tableau.com/learn/training
https://community.tableau.com/welcome

Cles du succes

« Push du leadership et actif dans le
pProcessus

* Focus sur ce que veulent les
utilisateurs

* |teration rapide

« |Leadership conduit I'adoption

Sales Leader(s)

(—

Sales Ops




&

Julien Lannelongue]| jlannelongue@tableau.com
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