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O Tableau segundo a Tableau:
analise para o setor de vendas
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Sales Consultant Latam




Temas de hoje

O contexto do Tableau
« Sobre a plataforma de analise do Tableau
» Umabreve demonstragao de analise de vendas

Como a nossa equipe de vendas usa o Tableau
« Valor da analise para sales ops, | deres de vendas e vendedores
* No0ssos paineis mais conhecidos

Recursos para ajudar voce a comecar
« Como gerar um grande impacto com rapidez
« Saibamais e acesse recursos de analise avangada
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Ajudamos @S pessoas aVver e aentender os dados
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Clientes da Tableau
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Tableau para analise
no setor de vendas



Analises de contas estrategicas

Large Deals

force

Qualify

Closed Large Deals | Click below for account nistory Upcoming Large Deals

Gravida Inc.: §598K Consequat KMA Power:
Dolor Vitae 5408K Company:
Joz Ford Inc.:$427K 394K
Softwars: MOL Premium Eric Barnes
Closed Dale: 8/26/2014 JasonStoltz | Software: Fred Jenkins
Sofware MOL  MOL Softwara:
Standard Standard MoL
Closed Date:  Closed Date:  Standard
Arcu Ac Orci Incarparated: S462K 1202772013 117112013 Closed Date:
0/26/2014

Fred Jenkins

Pulvinar Arcu Ltd: S605K Sam.var: MOL Mobile
Closed Date: 9/26/2014
Mariz Porter .
Software: MOL Standard .
Closed Date: 10/2/2013 Euismod Et Foundation: $448K

Eu LLP:$360K Dignissim Magna Ltd:
$246K
EricBarnes
Software: MOL David Ward
Eric Barnes 2 a
Software: MOL Mobile Sial B MOL
Closed Date: 326/2015 Ciosed Date: S

555,760
885,760

ﬁp{x'ﬁhttps://public.tableau.com/profile/tableau.for.saIes.analytics#!/vizhome/ExecutiveSalesforce 10 01 5/LargeDeals




Set Actions

Target

Filter by a selection

Acoes existentes estao vinculadas
a um comportamento, enquanto
SEUEHIECEE aS acoes ‘de set” podem
expressar comportamentos
ilimitados

Target
Design behaviour Use the set in a viz

or a calculation

selection of marks

Launch a URL

Store the
selection in a set

https://www.tableau.com/about/blog/2018/11/8-ways-bring-powerful-new-comparisons-viz-audiences-set-actions-97207
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Set Actions -> Proportional Brushin

Head

consumer Corporate Home Office

4

54

Bars

Category SubCategor..

Tables

Appliances

Set
ouT

Techrology

oK 200K 400K 500K 800K 1000K 12008 1400K

1800K.  2000K

24008 2600K

Sales




O Tableau no departamento
financeiro da Tableau



Como a nossa organizacao de vendas usa o Tableau




Como 0 nosso sales ops usa o Tableau
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o -

V- ]
Melhorar o Fornecer Oferecer
desempenho recursos analise
da equipe de de avancada

vendas autoatendimento
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Analises de contas estrategicas

Customer Socoess
Dunder Mitfilin

Glebal Servies

Luibddmer Frospedt Eagagement i

https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/AccountManagement-360DegreeCustomerView/StrategicEnterpriseAccountProfile

https://www.youtube.com/watch?v=pcws4J9D Hg




Atingimento da Cota

Sales Quota Attainment Dashboard

Worldwide Hit Quota

. Mo
Company Total B ves

Z0M S4M S8M

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

# Hitting Quota
% Hitting Quota
% of Sales by Quota Hitters

CQuota $
west |

Sales 5
) Avg. Quot
S0K 51,000K 52,000K 33,000K 34,000K 35000K $6,000K S7 000K 38000K i

Avg. Sales per Person

All Salespeople Select to View by

Barvara Davis [ T Quo:: (%) or Sales (5)
Betty Clark [N s
carl allen [
—
Christopher Wright I

Daniel Gonzalez _l

pavid Thompsen [N DD

Deborah Adams _

Donald Mitche!l S

Nonmna Walker S—

. 0K 200K, 400K BOOK BO0K. 1000K  1200K Data is up-to-date as of-
3 Achievement: Quota (%) or Sales (3) January 4, 2019

Il https://public.tableau.com/profile/tableau.for.sales.analytics#!/vizhome/QuotaDashboard 1/QuotaDashboard

41

27

65.9%
86.6%
511,825K
$15,603K
275K
3380558




Vendas ao longo do tempo

Ramp Time to X Bookings After Hire
Ramp Time to $350,000 in bookings  (select role and treshold on the right)

201¢ Oct 4 hire(s)

1147 A8YS e

5 hire(s)

7 hire(s)

5 hire(s)

2 hire(s)

:87 days

6 hire(s)

:99 days

4 hire(s)

1112 days

1 hire(s)

2 hire(s)

181.08YS e

1 hire(s)

152 days emmm—

2 hire(s)

Dec 4 hire(s)

Jan 4 hire(s)

Feb 3 hire(s) :”Bd
200 C3YS o

4 hire(s)

4 hire(s)
0 20 40 60 80 100 120 10 60 00 220 240 260 280 300 320 0 360
https://public.tableau.com/profile/ta bleau.for.sales.analytics#!/vizhome/SaIesOnboarcﬁﬁﬁﬁﬁaﬁaﬁﬁﬁﬂmeDash board/SalesRampTimetoBookingsAfterHire




Como nossos | deres de vendas usam o Tableau

Entendimento Apoio ao
avancado dos sucesso do
Negocios vendedor

gy )
t,_i-_,:‘+ob|ec1u



Delimitacao dos territorios ideais

# of Direct HC THRESHOLD: Index vs. Ideal

# of Territories Per Headcount
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Previsao de vendas

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 subregi..| Expected Value

Number of
Transactions

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

Forecast Unseen | Historical reference Month of Quarter Closed
Sales "Commit” Bookings resulting from deals created on/after day 32 in quarter £ T -

12
M

L | 03 7016 M
2m

Sales "Best Cas.. = o

Step 2: Forecast Existing Transactional and Non-Transactional Pipeline

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

Means Any Deal
Less Than... Mutual Int.. Discover Validate Decide Select Commit Total Open
2.0 Amount 7.229 3 03 S

Expected Value
Number of Transacti..

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

Opportunity Name Opportunity Owner .. Day of Close Date Commit = Best Case
Grand Total 19,811,511 617,9
Opportunity - 13160000..

Opportunity - 12306000.. <

Opportunity - 32663200..

Opportunity - 76600000..

;{;6( ﬁ https://public.tableau.com/pt-br/profile/tableau.for.sales.analytics#!/vizhome/SalesForecastDashboard 2/QuarterlyForecastDashboard




$864M
$682M YOV:27% Date Closed
Yo
Product Type

$230M

YOY:-36%

Item Amplified Booking

Region

SubRegion

$0.15M $0.22Mm $0.15M Segment
$0.22m $0.14M (A

$3.16M % $0.43M

$0.15M $ $0.10M

$0.61M

$0.43M $0 411 $0.10M Laverage
$1.65M $1.44MN $0.33M (mi0)

| $1.19M $186M % $0.19M 50% I

SubSegment

Salesperson Account
% Difference in Item Amplified % Difference in Item Amplified 9 Difference in ltem Amplified
item Amplified Baoking Booking Item Amplified Booking Booking Item Amplified Booking Booking

sperson Account from above

Account TopParent Name

$29,464K ¥ ($3,965K)

$677K
($616K)
$6,797K ($10,262¢)

(§121K) (32,581K)
(528K) ; ($1,210K)

(§505K)

€2 21000

Difference in ltem Amplified Difference in ltem Amplified Difference in ltem Amplified
Item Amplified Booking Booking Item Amplified Booking Booking Item Amplified Booking = Booking

https://public.tableau.com/pt-br/profile/tableau.for.sales.analytics#!/vizhome/SalesGrowthDashboard/GrowthRates




Gerenciamento do pipeline de

Sales Pipeline Dashboard

Region Sub Region

Pipeline by Cpportun

s 00am
= [§84,036m
Decide [$43,008M

B

Stages

| B
| B2
553 15401

| &R

$106,818M

Amplified Booking  Expected Booking

Pipeline by Opportunity Size Bucket:

ok [$3m $1M

$705M

455
868331
$204,578M

| $321,047M
Amplified Booking

$55Ba3m

$72.414M

$106,818M
Expected Booking

Pipeline by Sales Representative

e (.

Amplified Booking

# of Transactions

Stage Name

Primary Competit

iFanD eMaker

31%

% of [IRRGECE
36%

etviaker
248

33.243 100%

#of Transactions 9 of Baoking

0.7
77K
7k
655
B 1K
0.6K
332K
#of Transactions

% of Amplified
Booking

| 59,2450
$5,256M
[ 52.850m
$2,643M
M s3.506M
W $2.40am
B 51.320m
Is1172m
$1,838M
$1,457M
Is1330m
7 | $1.062m
7 M $2329m
7 Wsz3zm
| ss78m
7 [svizsam
7| s750M
| s832m
7 Bsis3am
7 |s7Em
| $a64m

Amplified Booking

84 days
82 days
149 days
sdays

28 days

Age of Deal

2 days
8
1 days
1 days
1 days
1 days
& days
80 days
28 days
1 days
1 asys
6 days
& days
o

1 days

ozys

Days Since Last
Activity

42%
Cloud Storage

XEXCECAXCA XL XL X XKLL

Next Step?

$320,850M

$86M

o
$1M

10
$0M

11
$1M

$17M

367M

14
$145M

September

17
$97M

18
$772M

13
$792M

20
$1,581M

21
$20,491M

24
$21,465M

25
$17,480M

https://public.tableau.com/pt-br/profile/tableau.for.sales.analytics#!/vizhome/SalesPipelineDashbaord/PipelineDash

P 1




Como nossos vendedores usam o Tableau

® Q &

Obter dados Acompanhar Melhorar a
de vendas atividades e eficiencia
acionaveis resultados do fluxo de

trabalho
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Acompanhamento
de atividades de
contas e clientes
em potencial

=y

#«® https://public.tableau.com/pt-
br/profile/tableau.for.sales.analytic
s#!/vizhome/SalesLeadAndAccount
ActivityTracker/LeadAccountActivit

yTracking

Who's Hot: Lead & Account Activity Tracking

All Activity By Contact

All Activity By Account
Account &
X-Men
Guardians of the Galaxy
Avengers .
Batman I
Superman .
Spiderman |
Fantastic Four |
Asgard
Daredevil

Green Arrow

0 500 1000 1500 2000
Number of Activities

Trial Activity by Account
Account &
X Men
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0 200 400 600
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X-Men

Trial Activity by Contact
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Nova Prime
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Rogue
lceman

Account

Guardians of the Galaxy
Guardians of the Galaxy
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X-Men
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B Activation
Trial
Website Traffic
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Number of Activities
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Sales Call-Down Dashboard Click here to learn more about Tebleau for Sales Analytics

|You have 16 leads to contact that have interacted with this marketing campaign

What to say Where to drive leads
| ~ R = G
L I S t a d E E Email Template Talking Points 401K Blog Post Retirement Saving Webinar Retirement Customer Story
h I Primed Leads to Contact
Myles|. Nguyen

#® https://public.tableau.com/pt-

UllaQ Carr

In-Dashboard Contact CRM Page
(For example only, not a live page)

DO BN (OOl

1]

Gregory M. Lamb

br/profile/tableau.for.sales.an el
alytics#!/vizhome/Banking- s
Customerlinsights 2/SalesCall-
DownDashboard




Scorecard e
rastreador de
atividades para
vendedores

&

% https://public.tableau.com/p

t_
br/profile/tableau.for.sales.aActivities
nalytics#!/vizhome/Banking-
Customerlnsights 2/SalesCal
|-DownDashboard

Ak

Opportunitics Created l

Commercial Scorecard - «%

Rep Mame

License, Maint., Subsc. Quota
Quota Amount

Allainment

Gap

Expected Value

Active Pipeline Amount

Pipeline Coverage

Activities
Last Week
Opportunities Creoted

Calls
Demos

On-Site Meetings |

Territory Management

Primed Leads + Contacts

Expactation Tatal Past Due Contact
0> 24 hrs old Lead

Account Management

Min Expectation Total Accts

Last wWeek

cats [ |
Demos | |

On Site Mectings j

Total Active Leads + Contacts Task Type

" B
|

Secondary Quota (Services or Transactions)

Quota Amount
Attainment

Gap

Expected Value

Active Pipeline Amount

Pipeline Coverage

This Week This Month

I .
[

Tasks

Expectation
Contact Us

¢f/in 24 heurs

seff-Assigned by due date

Opportunity Trashboard

Engaged thisQ

This Week

This Month

1|

Data was current in ALPO as of
May 292014 9:27AM

This Quarter

Expectation Result

This Quarter



Sales Cockpit: Dashboard Workflow

AT RISK CUSTOMERS MAJOR
3741 6598

Cockpit
de vendas

;@6(?: https://public.tableau.com/pt-
br/profile/tableau.for.sales.an
alytics#!/vizhome/Banking-
Customerlnsights 1/InsightsD
ashboard

—

.
o
-
"




Analise —=:
incorporada no
Salesforce.com ————

e https://www.tableau.com/pt-

br/sfdc-canvas-adapter




Como comecar



Dashboard Starters para Salesforce

Acompanhamento
de contas

Resultados trimestrais Principais contas

s x o @

Tam - eerse o Dpen_ Pesios o Dpen Pesfre B
sl T ey et B R FR o5 e T dmenae (G TL e
Open Pipeline Ellie Rogars's team
Fratal Exprated Ancaint freg. i e i Daen Cpapertanriio ey Ao ol ity
$3,083,000 $19,453 159 75days
a2 Cip o B boie no i cEr Crwaralb Do oetunithan £ oning | &y Dy Fsaisar ot Bpan Sparetcitias et Seird g Darys bt Sage &Ic ki g s Pt
45 -
e PN E Visao geral das Acompanhamento Clientes em potencial
oportunidades de oportunidades de marketing
I i
1 oo I LN
e
b g
[ -2 E £ ‘e

Link de avaliacao gratuita




Recursos de analise de vendas

« Whitepaper: Acelere seu sucesso com o Tableau

 Links para os paineis de analise de vendas nesta
apresentacao

 Avaliacao gratuita do Tableau Desktop
« Treinamento on-line gratuito

e Junte-se auma comunidade do Tableau na sua
regiao

4
+ableau

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




Componentes essenciais do sucesso

1 1

| |

: L der(es) de vendas '

| |

e Foconas demandas do cliente i i
1 1

° | 1 1
lteracao rapida | |

| i

i i

1 1

« Compromisso e intervencao ativa da

lideranca

» Adocao orientada pela liderancga




Perguntase respostas
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