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Audience

Preface

Oracle Fusion Applications is a complete set of applications for performing business
tasks across your enterprise. These applications are based on business process models.
Many of the common features and functionality are available to all users, while others
are available in select pages or flows.

Part of the Oracle Fusion Applications offering is an ad-hoc query and self-service
reporting solution that provides an easy to use interface for business users to perform
current state analysis of their business applications.

This guide contains information about using Oracle Fusion CRM Applications to
perform current state analysis of business applications.

This document is intended for users of Oracle Fusion CRM Applications who want to
perform current state analysis of their business applications.

Documentation Accessibility

For information about Oracle's commitment to accessibility, visit the Oracle
Accessibility Program website at
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=docacc.

Access to Oracle Support

Oracle customers have access to electronic support through My Oracle Support. For
information, visit
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=info or visit
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=trs if you are
hearing impaired.

Related Documents

For more information, see the following documents in the Oracle Fusion Applications
documentation set:

»  Oracle Fusion Transactional Business Intelligence User’s Guide

»  Oracle Fusion Applications Common User Guide



Conventions

The following text conventions are used in this document:

vi

Convention Meaning

boldface Boldface type indicates graphical user interface elements associated
with an action, or terms defined in text or the glossary.

italic Italic type indicates book titles, emphasis, or placeholder variables for
which you supply particular values.

monospace Monospace type indicates commands within a paragraph, URLs, code

in examples, text that appears on the screen, or text that you enter.




Part |

Key Accounts and Products

This Part describes how to answer business questions related to key accounts and
products.






1

How Do | Find the Top Ten Accounts by
Revenue?

This tutorial shows you how to find the top ten accounts by revenue.

This tutorial shows you how to how to find the ten opportunities that can bring in the
most revenue if they close. This potential revenue is referred to as Open Opportunity
Revenue in the tutorial. You can also use Closed Opportunity Revenue, which is
revenue from closed opportunities for a customer, or Expected Opportunity Revenue,
which is the revenue amount multiplied by the win probability from opportunities for
a customer.

How to Find the Top Ten Accounts by Revenue

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Processzes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Processzes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch Edul&@n CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Download ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Hetwork

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.
2. Click Create and select Analytics.

How Do | Find the Top Ten Accounts by Revenue? 1-1
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Contents

Creates |v [
= B Analysis i
[= Report %tbrs

The Select Subject Area list is displayed.

3. Select the Sales - CRM Customer Overview subject area.

Select Subject Area
[ S3ES - BACKIOG HISTOrY

[fﬁ] Sales - Backlog Lines

| Sales - Booking Lines

jll Sales - CRM Customer Overview |

[fﬁ] Sales - CRM Customers and Contacts Real Time

[fﬁ] Sales - CRM Customers and Sales Rezources Real Time
[fﬁ] Sales - CRM Forecasting and Pipeline Revenue Real Time

4. Expand the subject area folder (by clicking the arrow next to the folder) and select
these columns to include in the analysis:

s From the Customer folder: Customer Name

s From the Customer folder: Party Type Code

= From the Pipeline Facts folder: # of Opportunities

= From the Pipeline Facts folder: Open Opportunity Revenue
For each column that you want to add:

a. Select the column in the Subject Areas list.

b. Click the Add button (the right arrow button to the right of the Subject Areas
list) to move it to the Selected Columns list.

Create Analysis: Select Columns Back Mext Finish
Select columns to include in the analysis.

Subject Areas @ Selected Columns /
5 | UpporUnTY

= 2 Opportunity Extension 1 Name Intera ction Hidden
b B3 Territory % Customer Name Default E| 0

= [ Territory Hierarchy Customer Name Default El ]

= [0 Revenue 4 Add # of Opportunities Default El [l

k= [0 Lead ﬁ Open Opportunity Re'| Default E| ]

[= r_—l Lead Extension 4 | [0 | »
> [7 Currency

5. Click Next.
6. Specify the views to include in the analysis as follows:

Click the Table box and select Table (recommended).
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How to Find the Top Ten Accounts by Revenue

Create Analysis: Select Views
Select views to include in the analysis.

Title Top Ten Accounts By Revenue

Table [ Table (recommended) -

Layvout Table above Graph -

7. In the Title field, enter Top Ten Accounts By Revenue.
8. Click Next.

9. To further define the table to include only related account information, exclude
Party Type Code (by selecting it, clicking Move To, and selecting the Excluded
option on the Move To menu):

Table Layout
Columns _
Customer Number Prompt For
‘Party Type Code Section By |
# of Opportunities Excluded
Open Opportunity F‘.&'.f&nuek =

[= Additional Layout Options

10. Click Next.

11. Add a filter to show only the "organization" party type by performing the
following steps:

a. Click Add Filter and select Party Type Code.
b. In the Operator column, select is equal to.

c. In the Value column, enter O.

How Do | Find the Top Ten Accounts by Revenue? 1-3
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~ | Filter

Indicates Incomplete Filter (not applied to report)

Show | Data Satisfying All Fiters [=]

Statug Column Operator Value Actiong
Party Type | is equal to El o b4
ok Add Fiter -

12. Add a filter to show only the ten accounts with the highest amount of revenue by
performing the following steps:

a. Click Add Filter and select Open Opportunity Revenue.
b. In the Operator column, select is ranked last.

c. In the Value column, enter 10.

~ | Filter

Indicates Incomplete Filter (not applied to report}

Show | Data Satisfying All Fiters [ |

Status Column Operator Value Actiong
Party Type | i= egual to El 0O R
Open Oppe| is ranked lafw | | 10 b4

gk Add Fiter -

13. Sort Open Opportunity Revenue from high to low by performing the following
steps:

a. Click Add Sort and select Open Opportunity Revenue.
b. Select High to Low.
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~| Sort

Crder | Column Sort Actions

i) Low to High

Sort By |Open Opportunity Revenue @ High to Low P R

gk Add Sort -

~| Filter
(=] Indicates Incomplete Fitter (not applied to report)

Show | Data Satisfying All Fiters [ |

Status Column Operator Value Actions
Party Type | i= egual to El 0O R

=  Open Oppe| is ranked lafw | b4

gk Add Fiter -

14. Click Next.
15. Leave the default settings on this page and click Next.
16. Save the analysis as follows:
a. In the Analysis Name field, specify a name for the analysis.
b. In the Save In list, select the folder where you want to save the analysis.

The folder in which you save the analysis controls whether the analysis is
available only for your personal use or available to other users.

If you save the analysis in My Folders, then it available only for your personal
use. If you save the analysis in Shared Folders/Custom, then it is available to
all users who can access Shared Folders/Custom.

c. Click Submit, then OK in the confirmation dialog.

The final report is saved in the specified folder. You can now navigate to the analysis,
which looks like this:

Top Ten Accounts By Revenue

Customer Mumber | # of Opportunities |Open Opportunity Revenue
1204 32 111,405,000
266 54 42,833,751.2
183 69 28,815,221
189 53 22,836,275
302 37 20,911,278
269 32 13,033,751.2
180 21 11,010,800
272 32 10,733,751.2
275 48 10,733,751.2
177 11 10,000,000
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2

Which Are the Top Ten Products by Closed
Revenue?

This tutorial shows you how to create a new Fusion report to determine which
products rank in the top ten by closed revenue. A Fusion report is based on an
"analysis" that defines the information that you want to see in the report. So to create a
new Fusion report, you first need to create an analysis. The folder in which you save
the analysis controls whether it is only available for your personal use, or whether
other people can use the analysis.

How to Identify the Top Ten Products by Closed Revenue Amount

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Processzes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Processzes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch Edul&@n CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Download ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Hetwork

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.
2. C(Click Create and select Analysis.

Which Are the Top Ten Products by Closed Revenue? 2-1
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Contents
Create |v L:I
= B Analysis i

L=  Report %tbrs

The Select Subject Area list is displayed.
3. Select the Sales - CRM Opportunities and Products Real Time subject area.

Select Subject Area m
[ Zales - CRM Interactions and Customers Real Time ~
[fﬁ] Sales - CRM Interactions and Opportunities Real Time
[fﬁ] Sales - CRM Opportunities and Competitors Real Time

[ﬁi] Sales - CEM GQuota Management

[ Sales - CRM Sales Activity

[ﬁi] Sales - CEM Usage Acceleratar Current
[ﬁi] Sales - CEM Usage Acceleratar Summary

4. Expand the subject area folder (by clicking the arrow next to the folder) and select
these columns to include in the analysis:

From the Product folder: Sales Catalog Hierarchy Base Level Name
From the Pipeline Detail Facts folder: Closed Opportunity Line Revenue

For each column that you want to add:
a. Select the column in the Subject Areas list.

b. Click the Add button (the right arrow button to the right of the Subject Areas
list) to move it to the Selected Columns list.

Selected Columns /
Marme Irteraction Hiclden
Zales Catalog Hierarchy Baze Level Name | Default b |:|
Closed Oppaortunity Line Revenue Default W |:|

5. Click Next.
6. Specify the views to include in the analysis as follows:

Click Table (recommended) from the Table box, and click Bar (recommended)
from the Graph box.
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Create Analysis: Select Views
Select views to include in the analysis.

Title

Table | FH Table (recommended) -

Graph |y Bar (recommended) -

Layout  Table ahove Graph -

7. In the Title field, enter "Top Ten Products by Closed Revenue" as the title of the
analysis.

Create Analysis: Selact Views
Zelect viewys to include in the analysis.

Title Top Ten Products by Closed Revern

Table [ Table (recommended) -
Graph | Bar (recommended) -

Layout  Tahble above Graph -

8. Select the Preview box to preview the view in the analysis.

The view is displayed with data.

Which Are the Top Ten Products by Closed Revenue? 2-3
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Presviesy Eh

Top Ten Products by Closed Revenue

Sales Catalog Hierarchy Base Level Mame Closed Opportunity Line Revenue
1 TE 15K Rprm HD (SATA)

22" Widescreen LCD Monitar - 166001050 (WSXGA+) 94,000
3 Year Gold Service Plan For Sentinel Servers 3,132,585
300 GE 15K Rpm HD (SATA) 2,000
4 Year Platinun Service Plan For Green Servers 1,000,000

500 56 15K Rpm HD (SATA)
FE0O0RT Servers

G 5B

SO00RT Servers 43,400,000
Alliance Business Software 2,243,323
Consulking 20,000
Consulting Services 32,400
D5 150 Green Servers 731,000
[ 450 Green Servers

D5 650 Green Servers 54,000
Dia 750 Green Servers 13,305,000
D5 850 Green Servers 6,000,000
D5 950 Green Servers 960,000
DG150-20 Green Rack Server 515,500
DG150-30 Green Rack Server 9,953,676
DG150-50 Green Rack Server 750,000

[153350-10 Green Rack Server

[i5A50-20 Green Rack Server

[i5A50-50 Green Rack Server

DGASO-60 Green Rack Server 400,000
Rows 1 -25

9. Click Next, then click Next again in the Edit Table and Edit Graph windows to
accept the default table and graph layout.

Back Met Finish | Cancel

Preview | [gh

Top Ten Products by Closed Revenue

10. In the Sort and Filter window, click Add Sort and select the Closed Opportunity
Line Revenue measure.

Create Analysis: Sort and Filter
Zort columns and apply fiter.

w | Sort

Ho E‘-O-Itill_(! .1!}!}Iie<l. click "Add Sort’

Sales Catalog Hierarchy Base Level Name |

Closed Oppotunity Line Revenues

11. Add a filter to show only the top 10 products by closed opportunity line revenue
by performing the following steps:

a. Click Add Filter and select Closed Opportunity Line Revenue.
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b. In the Operator column, select is ranked last.

c. In the Value column, enter 10.

~ | Filter

Indicates Incomplete Fiter (not applied to repart)
Showe | Data Satizfying &l Fiters  »

Status Column Qperatar “alue Actions
Clozed Opportunity Line Revenue] lis ranked last 10 x
gk Add Fiter -

12. Click Finish.
13. Save the analysis as follows:

a. In the Analysis Name field, specify a name for the analysis such as Top 10
Products by Closed Revenue.

b. In the Save In list, select the folder in which you want to save the analysis.

The folder in which you save the analysis controls whether the analysis is
available only for your personal use or available to other users.

If you save the analysis in My Folders, then it is available only for your
personal use. If you save the analysis in Shared Folders/Custom, then it is
available to all users who can access Shared Folders/Custom.

c. Click Submit, then OK in the Confirmation dialog.

Create Analysis: Save
Erter analyziz name and location to save it

Analysiz Namel Top 10 Products by Clozed Revenue I

Description

Save In

=[] My Folders
=] Shared Folders

You can now navigate to the analysis, which looks like this:

Which Are the Top Ten Products by Closed Revenue? 2-5
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Sales Catalog Hierarchy Base Level Mame Closed Opportunity Line Revenue

Elite Yario Series 9,325,000

[E150-30 Green Rack Server 9,953,676

DE350-30 Green Rack Server 10,500, 000

Ulkra Wario EP S00 Power Server 10,978,951

D3 750 Green Servers 13,305,000

Sentinel UM:x-9500 Laptop 13,455,799.8

lkra Pro Dia 650 Green Rack Server 13,522,551

Sentingl Power 7S04RT Server 16,785,865

Elite Yario EF £00 Power Server 33,642,499,2

SO00RT Servers 43,400,000

Closed Opportunity Line Revenue

50,000,000 000
% 45000000000
T 40,000,000.000
S 35,000,000.000
.?g 50,000,000.000
2 25,000,000 000
é 20,000,000 000
< {5,000,000.000
 10,000,000.000
2 5 000,000 000
0.000

P52 4F95 ¥T90 HIUE P92 LSP 493E £dFY

~ B = 2SS0 T8 Tha ":UCFE?"H_‘Q

& = = = g
-
Sales Catalog Hierarchy Base Level Mame

Refresh - Print - Export
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Part li

Sales Quota and Performance

This Part describes how to answer business questions related to sales quota and
performance.






3

How Near or Far Am | in Meeting My Sales
Quota for the Quarter and Year?

This tutorial shows you how to determine current and past sales quota achievement.
s "How to Evaluate Sales Quota Performance for the Quarter”
s "How to Evaluate Sales Quota Performance for the Year"

You can add the analyses shown in this tutorial to the sales dashboard. For more
information, see "How do I Embed a Report in a Sales Dashboard?" in Oracle Fusion
Applications Reporting and Analytics Handbook.

How to Evaluate Sales Quota Performance for the Quarter

You use the Current Period Performance analysis to evaluate your sales quota attained
for the current forecast period. Your sales quota is the revenue target assigned to your
territory for a given forecast period. Managers and territory owners assign quotas to
users.

In this tutorial, the current forecast period is Q3. The administrator configures the sales
calendar forecast periods.

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Processzes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Processzes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch Edul&@n CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Downlead ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Network

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.

How Near or Far Am | in Meeting My Sales Quota for the Quarter and Year? 3-1



How to Evaluate Sales Quota Performance for the Quarter

2. From the Contents pane, expand the following folders (by clicking the arrow next
to each folder):

Shared Folders
Sales
Analytic Library
Embedded Content
Opportunity and Revenue Management

r

Reports and Analytics

Contents
[ 5 Create |v @[

W [ 5alkes |
7 [ Analytic Library
= [ Competitors
[= [ Customers
[= [ Demand Generation
7 [ Embedded Content
[= [ Customer Analytics
7 [ZJOpportunity and Revenue Management
Bob Pipeline Report
Current Period Performance
Past Period Performance
Customer Revenue Trends

3. Click Current Period Performance, and select View.

Ty Analysis
Createc] By Systam Account
Last Run Date 7513 &:14 AWM

Mores...

The Current Period Performance analysis is displayed.

Current Period Performance

Quota Attained

150%

125%

100% Target Quota $2,008,454.00
759, — Closed Revenue £677,600.00
50% Difference £1,330,854.00

Open Revenue |5142,708,004.00
25% Quota Attained 29%,

0
34%

Refresh -Print - Export

3-2 Oracle Fusion Applications CRM Reporting and Analytics Handbook



How to Evaluate Sales Quota Performance for the Year

4. Evaluate the following analysis elements to determine your sales quota
performance for the current quarter:

»  Target Quota — Set revenue amount you are required to sell for the quarter.
Managers and territory owners set target quotas for users.

s Closed Revenue — Closed (won) opportunity revenue assigned to you with a
close date that falls within the quarter.

» Difference — Difference between your target quota and closed revenue.

= Open Revenue — Open opportunity revenue assigned to you and scheduled
to close within the quarter.

= Quota Attained — Percent of the target quota you already attained for the
quarter. In this tutorial, you have reached 34 percent of your target quota for
the quarter.

How to Evaluate Sales Quota Performance for the Year

You use the Past Period Performance analysis to view your sales quota performance
for the year.

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ Recenttems~ Favorites~ Watchlist~ Tags Spaces
Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Proceszes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Proceszes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch edulﬁu CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Downlead ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Network

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next
to each folder):

Shared Folders
Sales
Analytic Library
Embedded Content
Opportunity and Revenue Management

How Near or Far Am | in Meeting My Sales Quota for the Quarter and Year? 3-3
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r

Reports and Analytics

Contents
Create |v (e

W [ 5alkes |
7 [ Analytic Library
= [ Competitors
[= [ Customers
[= [ Demand Generation
7 [ Embedded Content
[= [ Customer Analytics
7 [ZJOpportunity and Revenue Management
Bob Pipeline Report
Current Period Performance
Past Period Performance
Customer Revenue Trends

3. Click Past Period Performance, and select View.

Type Analysis
Created By System Account
Last Run Dats 7812 814 AN

[ E =T

The Past Period Performance analysis is displayed.

Past Period Performance

Quota Attained

150%
125%
100% Target Quota 51,707,187.00
759, Closed Revenue (£1,201,005,00
[ Difference $505,182.00
50% — -
Quota Attained L
25%
0
T0%

Refresh -Print -Export

4. Evaluate the following analysis elements to determine your sales quota
performance for the year:

s Target Quota — Set revenue amount you are required to sell for the year.
Managers and territory owners set target quotas for users.

s Closed Revenue — Closed (won) opportunity revenue assigned to you with a
close date that falls within the year.
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How to Evaluate Sales Quota Performance for the Year

= Difference — Difference between your target quota and closed revenue.

= Quota Attained — Percent of the target quota you already attained for the
year. In this tutorial, you have reached 70% of your target quota for the year.

How Near or Far Am | in Meeting My Sales Quota for the Quarter and Year? 3-5
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Am | Closing Revenue in Line with My

Forecast?

This tutorial shows you how to analyze individual sales performance by comparing

closing revenue with sales forecast figures.

This tutorial is aimed at sales representatives.

How to Verify that | Am Closing Revenue in Line with My Forecast Figures

Sales representatives can analyze their own performance by following these steps.

1. From the Navigator menu, select Reports and Analytics.

Home MNavigator~ Recent tems - Favorites ~ Watchlist~ Tags Spaces

Marketing
Welc Lead Qualification
Sales
Sales Dashbeard
Customers
Opportunities
Ef Business Plans
Manage Sales Forecast
Territories and Quotas
Man Recommendations
from Employess
Customer Data Management
File Import
1 Data Import
Workforce Management
Workforce Processes
Incentive Compensation
Sales Compensation

Co

Manager Resources
Manage Users
Workforce Processes
My Information
My Account
My Portrait
Workforce Processes
Tools
Reports and Anahdics
Schedul OCESSES
Download'Tesktop Integratio...
Customer Center Tool
Download ADF Desktop Integr...
Person Gallery
Resource Directory
Oracle Social Network

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next

to each folder):

Shared Folders
Sales
Analytic Library
Embedded Content

Opportunity and Revenue Management
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Reports and Analytics

Contents
Create |v &=
W [ Gales
W [ Analytic Library
[= [3) Competitors
[= [3) Customers
[= [7) Demand Generation
W [ Embedded Content
[= [3) Customer Analytics T
7 [JOpportunity and Revenue Management :

m

Customer Revenue Trends
Lucy Harris Pipeline Report
Mateo Pipeline Report

Mateo Pipeline Reportsmall
NewPast Period Performance
NewPipeline

Opportunities At A Glance

4 [ | +

3. Click Current Period Performance, and select View.

The Current Period Performance report is displayed.

Currert Period Performance

Guota Attained
150%
125%
Target Quota 92,176.00
100% Clc:edfe\renue $$23?,?15.31
75% — Difference -$145,539,31
Open Revenue | $209,002,95
0% — Quota Attained ZE3%
25%
o
258%

Refresh - Print - Export

I can now use this report to analyze my Closed Revenue against Target Quota.
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Is My Team Closing Revenue in Line with
Their Forecast?

This tutorial shows you how to analyze team sales performance by comparing closing
revenue with sales forecast figures.

This tutorial is aimed at sales managers and sales vice presidents.

How to Verify that My Team is Closing Revenue in line with Their Forecast

Sales managers and vice presidents can analyze team performance by using the
following steps to create a new analysis.

For example, the chart in the following analysis compares month-to-month closing
revenue with forecast, against quota.

Mo-to-Mo Forecast Comparison {Submission Comparison)
90,000,000.000
75,000,000.000
i)
= .
c Territary
2 £0,000,000.000 -ote
1 Latest
= 45,000,000.000 Il Forecasted
= Open
] Latest Won
S 30,000,000.000 -
= Faorecasted
[T
15,000,000.000 l
- ™M R
o o o o o o o (2] o) o o o
T - Lo0L T X omoo& o o®o%o3
§ § 2 & £ 3 2 2 & 38 2 &
Month

1. From the Navigator menu, select Reports and Analytics.
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Home Recent tems -

Navigator

Marketing
Lead Qualification
Sales
Sales Dashboard
Customers
Opportunities
Business Plans
Manage Sales Forecast
Territories and Quotas

Welc

Ef

Man Recommendations
from Employees
Customer Data Management
File Import
L] Diata Import

Workforce Management
Workforce Processes

Incentive Compensation
Sales Compensation

Co

Fawvorit

~ Watchlist

Manager Resources
Manage Users
Waorkforce Processes

My Information
My Account
Wy Portrait
Waorkforce Processes

Tags Spaces

Tools
Reports and Anahtics
Schedul OCESSEs
Download'Tesktop Integratio...

Customer Center Tool
Download ADF Desktop Integr..
Person Gallery
Resource Directory
Oracle Social Network

The Reports and Analytics page is displayed.

2. In the Contents pane, click Browse Catalog.

INFUSION,

Recant ltems ~  Favoritey

Homa MNavigator ~

Reports and Analytics

Contents
Creats |v

L= 3 Shan

3. In the Oracle BI Catalog window, click New, then Analysis.

(€ Oracle Bl Catalog

& g | géa v Page~ OSafety~ Tools~ 'ﬁw

Home | Catalog

Administration

® Advanced

Dashboards + B& Open ~ | Signed In As

E Folders

el

Type |All

User View -/ [F+ @ | & [2]68 v | les o/ v 7w R Analysis and Interactive Reporting
) [+ g
([ Dashb\_td

) My Folders
[ZJ shared Folders

El Tasks
My Folders
& Expand

[&] Archive

Analyses | Lastl "7 Filter
Dashboard Prompt
? Condition

Published Reporting

Expand | More

DH | Last Modified

Expand | More +

Drafts | Last Mod

Expand | More ~

Drills | Last Modif| Sub Template

Expand | More Actionable Intelligence
r& Agent

GS | LastModified {8} action

Expand | More « Performance Management
Scorecard

My Dashboard | a

Created By Mate KPI
Expand | Open | E| S KPT Watchiist

4. In the list of subject areas, click Sales - CRM Forecasting.
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Select Subject Area

ﬁ Sales - CRM Customer Overview _

ﬁ Sales - CRM Customers and Contacts Real Time

ﬁ Sal
@

gles Resources Real Time

ine Revenue Real Time
ﬁ Sales - CRM Interactions and Customers Real Time

ﬁ Sales - CRM Interactions and Opportunities Real Time
ﬁ Sales - CRM Opportunities and Competitors Real Time
ﬁ Sales - CRM Opportunities and Partners Real Time

£ | >

[ Create Direct Database Request
Create a new SOL request that will be sent: directly to the
database, The results of the request, if any, can be
displayed and manipulated within Answers, and
subsequently incorporated into Inkeractive Dashboards and
Delivers,

Create Analysis from Simple Logical SOL

Create analysis by entering simple logical SGL to Oracle BI
Server,

5. In the Subject Areas tab, expand the Time area, and drag Enterprise Period to the
Selected Columns area.

Untitled Horie

_ Criteria hl Results\{ Prompts\{ Advanced

EISubject Areas @ &~ ,ﬁ‘&;
= @ Sales - CRM Forecasting ke’ Egelected Columns
= (3 Time

Double click on column names in the Subject Areas pane to add them to the analysis, Once added, drag-and
properties, formula and filkers, apply sorting, or delete by clicking or hovering over the button next to its na

T et

Enterprise Period 5

E'"E =TanTaL 3

Enterprise Quarter

l?ﬁ'c",'Enten:urise Time
[5ales Forecast
[CaForecast Ttem
DForecast Ikem Extension
[ Territory

[Product EIFilters

[CDEmployves Add filters ko the analysis criteria by clicking on Filker option For the specific column in the Selected Columns p.
[ Resource Extension Filter pane header. Add a saved filker by clicking on add button after selecting its name in the catalog pane.
3 opportunity

DOpportunity Extension " add Filters Here.

[ Customer

[ 5ales Account Extension
[ Industry

[ 5ales channel

[ currency w

6. In the Subject Areas tab, expand the Facts\Revenue Forecast Facts area, and drag
Latest Forecasted Open and Latest Won - Forecasted to the Selected Columns
area.
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Untitled
Criteria r\ResuIts \[ Prompts \[ Advanced
ElSubject Areas @ W~ | [5p|aE
= [JFacts ~ Ssel d Col
=] DRevenue Forecast Facts Selected Columns
- Expected Forecast Double click on column names in the Subject Areas pane to add them to the analysis, Onc
p
[ Lakest Expected Forecast them, Edit & column's properties, Formula and filkers, apply sorting, or delete by clicking o
S Unadjusted Forecast
E Latest Unadjusted Forecast Time Revenue Forecast Facks
E Unadjusted Best Case Farecast B Enterprise Period 5 i[5 Latest Won - Forecasted 55 3 Latest Forecasted Oper
- Latest Unadjusted Best Case Forecast
S Unadjusted Worst Case Forecast
G- Latest Unadjusted Worst Case Forecast
E Forecast Adjustment
[3- Latest Forecast Adjustment ElFilters
E CE iR forecast Add filters to the analysis criteria byficking on Filker option For the specific column in the
Latest Adjusted Forecast filker button in the Filker pane he#der, Add a saved filker by clicking on add button after se
G- 1tem Adjusted Forecast
[3- Latest Item Adjusted Forecast )
[3- adjusted Best Case Farecast Add Filkers Here.
G- Latest Adjusted Best Case Forecast
S Adjusted Waorsk Case Forecast
< ¥

7. In the Subject Areas tab, expand the Facts\Territory Quota Facts area, and drag
Territory Quota to the Selected Columns area.

Untitled

Criteria r\ResuIts\[ Prompts\[ Advanced

ElSubject Areas @ W~ ,@&E

= @ Sales - CRM Forecasting Eiselected Columns
[ Time

[ 5ales Forecast

[Forecast rem

[AForecast rem Extension

Double click on column names in the Subject Areas pane to add them to the analysis, Once
them, Edit & column's properties, Formula and filkers, apply sorting, or delete by clicking or

[ Territory Time Revenue Forecast Facts
[ Product B Enterprise Perind & [3 Latest Won - Forecasted 5 3 Latest Forecasted Open
CJEmployvee
[IResource Extension
[ opportunity
03 Cpportunity Exkension
[ Customer ElFilters
[ 5ales Account Extension Add Filters to the analysis critesiet®y clicking on Filker option For the specific column in the S¢

[ Industry filker button in the Filtewpefie header. Add a saved filter by clicking on add button after seh
[ 5ales channel
03 CUrrency

[Facts

Add Filters Here.

o=

[E Territory Adjusted Quota
Efy, e i
E Territary Quaka ¥TC
E Territary Quaka QTD

8. In the Filters area, click the filter icon, and select "Time"."Enterprise Period".
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Home | C: =0 5 1ashboards g Mew 1 Signed In As Bala Gupt.
HE

[Fag
ElSelected Columns @

Double click on column names in the Subject Areas pane to add them to the analysis, Once added, drag-and-drop columns to reorder
them, Edit & column's properties, Formula and filkers, apply sorting, or delete by clicking or hovering over the button next ta its name,

Time Revenue Forecast Facks Territory Cuuoka Facks
E Enterprise Period = D Latest Won - Forecasted 5 D Latest Forecasted Open = D Territory Cuaoka =

ElFilters "Time"."Enterprise Period" %
Add filkers to the analysis criteria by clicking on Filker option Far "Revenue Forecast Facts"."Latest Won -Parecasted
filker button in the Filter pane header, Add a saved filker by clicl "Revenue Forecast Facks","Latest Forecasted Open” 2

"Territory Quota Facts","Territory Quota”

Ad More Columns ...

9. At the New Filter dialog, select is equal to/is in from the Operator list, click the
down arrow next to the Value field, select the box next to Jan-13, Feb-13, Mar-13
and so on to Dec-13, then click OK.

"New Filter [x]

Column Enterprise Period
Operator | is equal to [ is in w
Yalue > &
|:| Dec-12 ~
Jan-13
Feh-13
[ convert] Mar-13
Apr-13
Mary-13
%dunJ 3
w13 v
Eearch.. [Limited Yalues| Al tslues

|:| Protect

Help OF || Cancel

After you click OK, you see Jan-13; Feb-13; Mar-13; and so on displayed in the
Filters area.

Eselected Columns & %

Double click on column names in the Subject Areas pane to add them to the analysis, Once added, drag-and-drop columns
to reorder them, Edit a column's properties, Formula and filters, apply sorting, or delete by clicking or hovering over the
button next to its name.

Time Revenue Forecast Facks Territory Cuuoka Facks
E Enterprise Period = D Latest Won - Forecasted 55 D Latest Forecasted Open = D Territory Cuaoka =

ClFilters PR »
Add filters ko the analysis criteti. ific column in the Selected Columns pane, or by

clicking on & 'on in the Filter pane header, Add a saved filker by ch button after selecting its name in

5 Enterprise Period is equal ta [/ iz in Jan-13; Feb-13; Mar-13; Apr-13; May-13; Jun-13;
ul-13; Aug-13; Sep-13; Oct-13; Mov-13; Dec-13

[N

10. Click Results to display the Results tab, then click New View and select Graph,
then Line-Bar, then Default.
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11. Click Edit View at the top of the Graph area.

=l = ] =5 (2R
v@.vmtam(@@|&.|mﬂu§
Compound Layout Title |
[ Table
Title ER Pivot Table %/x
Graph  * ¥
Tabe % oo i e B/ %
N Gauge B Line
I Furnel > & area »
Enterprise Period Lakesk W ® Map O Pie titory Quota
Jan-13 «
F:;-IS TP Fileers [ Line-Bar » [ Default (Standard)
Mar-13 ‘E Selection Steps & Time Series Line & Sta i
Apr-13 Other Views  » [ﬁl Pareto ﬁ Ska Default (Standard)
May-13 3,765,720 =9 Scatter 5,990,559
Jun-13 3,741,580 = 52,087,512
13 ERLLiE 62,165,731
f0g-13 Radar 52,165,731
Sep-13 2,349,174 52,263,736
Oct-13 52,341,127
Hav-13 52,341,127
Dec-13 52,439,623

Graph
Latest Won - Forecasted, Latest Forecasted Open, Territory Quota Edit vie
40,000,000.000 40,000,000.000
= 45,000,000.000
E 75,000,000.000 40,000,000.000
= 35000000000 & Latestiion
£ 50,000,000.000 gooocooo0 L W
= = orecazte
it 25,000,000.000 = Terttory
S 45,000,000.000 20000000000 5 Mgyt
= @
. 15000000000
S 30,000,000.000 10,000,000000 2w Forecaster
= REN
= 5000000000 el
& 15,000,000.000 nooo =
5 -5,000,000.000
0.000 -10,000,000.000

£ f-uep
924

e
£ -dily
£ -
£l-unp

e
-y

Enterprise Period

£l-tag
a2l
£ l-hon
-2

12. In the Layout area, drag Latest Won - Forecasted from the Lines (Vertical Axis 2)
area to the Bars (Vertical Axis 1) area, then drag Territory Quota from the Bars
(Vertical Axis 1) area to the Lines (Vertical Axis 2) area.
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Sk e @ &% &

3; | ﬁ Line-Bar ﬁ Default {Standard) [ oefaut v d.

Latest Forecasted Open, Latest Won - Forecasted, Territory Quota

Bars (Vertical Axis 1) Group By {Horizonkal Axis)

~40,000,000.000 90,000,000.000
‘g' 35,000,000.000 0,000,000.000
"
i‘ 30,000,000.000 70,000,000.000 Latest
T 25,000,000.000 §0,000,000.000 = WEForecasted
8— = Open
= 20,000,000.000 50,000,000.000 g Latest Wion
= R
E 15,000,000.000 40,000,000.000 E Forecasted
ElLayout
Graph Prompts
Drop here for graph prompts
Sections @_ [] Display as Slider
Drop here For sectioned view
iine=nan M_\
Megsures [ e unified scale Bars and Lines Sample

Latest Forecasted  Territory Quota

= Enterprise Period

| E Latest Forecasted Open

| - [ Latest won - Forecasted |

Show In Legend

ary Color By (Horizonkal Axis)

Lines {vertical Axis 2)

! Measure Labels

E Territory Cuaoka

N, ;

13. Click Done.

Compound Layout

Open
| Latest Won -
Forecasted
Latest
Forecasted
Open
| /\/\/\ Latest
“wian -
Forecasted
Territory
CQuota

Enterprise Period

[ show Subject Area Folders

Table Lﬁ/ ﬁ_

Enterprise Period Latest Won - Forecasted Latest Forecasted Open Territory Cuaoka

Jan-13 2,601,245 0 51,614,411

Feb-13 7,262,489 150,000 81,614,411

Mar-13 6,547,931 11,071,189 81,912,942

apr-13 12,902,781 -344,635 51,990,334

May-13 3,765,720 2,604, 185,641 51,990,334

Jun-13 3,741,880 35,128,516.609 82,087,512

Jul-13 52,165,731

Aug-13 350,000 52,165,731

Sep-13 2,349,174 82,763,736

Oct-13 82,341,127

Mov-13 82,341,127

Dec-13 52,439,623

Graph %/ 3
Latest Won - Forecasted, Latest Forecasted Open, Territory Quota
~ 40,000,000.000 90,000,000.000
é.",' 35,000,000.000 §0,000,000.000
[2:]
— 30,000,000.000 70,000,000.000
= o o Latest won
& 25000,000.000 §0,000,000.000 = -
& = Forecasted
S 20,000,000.000 50,000,000000 5 Latest
x “Z |l Forecasted
i 15,000,000.000 40,000,000.000 E Cpen
. = .
= = Territary
g 10,000,000.000 30000000000 & w20
z 5,000,000.000 l 20,000,000.000
2 oo | L I | 10,000,000.000
4
-5,000,000.000 T m = » = = = » w o =z o 0.000
R T - RO - B
Domomom oo Y nn oo oo
Enterprise Period

I can now use this report to analyze latest won forecast, latest forecast open, and

quota.
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14. To save the analysis, click the Save Analysis icon near the top-right corner.

i ‘fl‘-lr:'.-'-.'v B& Open « | Signed In As Mateo Lopez
[Crter . esils pronpts | advanced
[= Subject Areas Bl & - BhEW G- ST Eh EFE = =8

= @Sales - CRM Fipeline i | Compound Layout
B2 Time LAl I

| Home | Catalog | Favorites » | Dashboards «

| Save Analysis I
—

15. Save the analysis as follows:
a. In the Name field, specify a name for the analysis.
b. In the Save In list, select the folder in which you want to save the analysis.

The folder in which you save the analysis controls whether the analysis is
available only for your personal use or available to other users.

If you save the analysis in My Folders, then it available only for your personal
use. If you save the analysis in Shared Folders/Custom, then it is available to
all users who can access Shared Folders/Custom.

The following example shows My Folders as the Save In target directory and
"Month to Month Comparison Revenue V Forecast" as the Name for the

analysis.

Save As [x]
Folders Fa|Ga | FaveIn .
My Folders iMy Folders v 3 ~
[T shared Falders 3 _temp

[Dorafts

My Dashboard %
[ 5ubject Area Contents

Opportunity Watch Real Time original
Opportunity Watch Real Time RE

hJ
Mame
Month ko Month Comparison Revenue ¥ Forecast
Descripkion
Help OF || Cancel
c. Click OK.

5-8 Oracle Fusion Applications CRM Reporting and Analytics Handbook



Part lli

Pipeline

This Part describes how to answer business questions related to the sales pipeline.






6

Is Our Overall Pipeline Healthy Enough to
Meet Sales Goals?

This tutorial shows you how to access the Pipeline analysis to determine if your sales
pipeline or your team's sales pipeline is healthy enough to meet sales goals.

This analysis provides information about opportunity revenue and sales stage target
revenue. By comparing opportunity revenue to sales stage target revenue, you can
determine pipeline health.

How to Access the Pipeline Analysis

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Processzes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Processzes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch Edul&@n CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Download ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Hetwork

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next
to each folder):

Shared Folders
Sales
Analytic Library
Embedded Content
Opportunity and Revenue Management
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% [Z:0pportunity and Revenue Manacement :
Bob Fipaline Report
Current Pericd Parformance
Currant Revenus At Stake
Customer Revenue Trands
Lucy Harris Pipeline Report
Mateo Pipeling Report
Mates Pipeline Reports mall
MemPast Pariod Parformance
MeswPipline
Opportunities At A Glance
Crpportunities At A Glance Real Time
Crpportunity List Report
Cipportunity List Report for Current Cuartsr
Crpportunity Watch
Crpportunity Watch Real Time
Crpportunity Watch Real Timea Damo
Ciriginal Current Pericd Parformance
Crriginal S pportunity Watch Real Time
Crriginal Past Pericd Performance
Original Pipeling Report
FPast Pericd Parformance
EE Pipeliye Report
Stal 0

O pportunities

3. Click Pipeline Report and select View.

Ty Analysis
Createc] By Systam Account
Last Run Date 7513 &:14 AWM

e

Mores...

The Pipeline analysis is displayed.
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View
81.20%
41 20%
35.30%

32.10%
25.50%
a7 - Cla...

OE - Megotistion

05 - Agreement
04 - Presentation
03 - Building %i=ion

02 - Discovery
1 - Gualification

Less than
30%

Between
30% and
0%

More than
7l

H7os

4. Use the View option to change the analysis' view from Funnel (the default view)

to the Table or Graph view.
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How Does My Current Forecast Compare
with My Pipeline?

This tutorial shows you how to compare your current forecast with your pipeline.

Forecasting future sales is a method of providing predictions of future revenue for
specific time periods. Typically, sales managers create a sales forecast for a sales

territory and for a specific time period. The forecast includes revenue from all
opportunities that meet the set criteria.

Sales representatives can see the current forecasts for their territories (as well as past

and future forecasts) from the Manage Sales Forecasts page. The forecasting data on
that page includes the following terms:

»  Closed revenue - the actual revenue for the target territory that was closed during
the forecast period

= Pipeline - the total revenue that is scheduled to close within the forecast period

= Quota - the revenue target associated with the expected performance of a sales
representative's territory for a given forecast period

How to Compare Your Current Forecast with Your Pipeline

1. From the Navigator menu, select Manage Sales Forecast.

INFUSION,

Home Navigator~ Aecent ltems~ Favorites ~ Watchlist~ Tags Spaces

My Infor
My A

Coll Custom er Data Managem ent Percon Gallery
File Import Resourcs Directory
Data Import Oracle Social Network

Workforce Management
Workforce Processes
Incentive Com pensation
Salks Compensation
Manager Resources
Lei Workforce Process

2. In the Current Forecasts pane of the Manage Sales Forecasts page, click a revenue

forecast - that is, a forecast whose Forecast Type is Revenue - for the territory that
you want to examine.
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INFUSION,

Homa MNavigator~ Hecant ltams ~ Favorites ~  Watchlist~ Tags Spacas

Manage Sales Forecasts

Manage Sales Eorecasts

~|Current Forecasts

Actions v View v Format- | @  subomit || B

*Forecast Tearritory Mame Forecast Type

TGI'I_'ID:II'Y Fresza Dua &7 Cucta (USD)

Cate

Q42014 - 20120805 Yacific North Westarn Region - Sarvers  Revenua TEAS a/513 2,008 454,00
»|Past Forecasts

»|Future Forecasts

»|My Revenue ltems in Other Territory Forecasts

» | Adjusted Forecast C hanges

3. A Revenue Forecast: <Period> page is displayed, available either for viewing or
editing. If you are in the time period for updating forecast information, you can
edit the forecast; otherwise you can only view the forecast data.

The lower part of the page contains one or more forecast-related tabs. The Forecast
Items tab is always displayed. The Forecast Summary and Forecast Analysis tabs
are available if a sales administrator has enabled them.

The following figure shows an Edit Revenue Forecast page, with the Forecast
Items tab visible, and the Forecast Summary and Forecast Analysis tabs enabled.

Manage Sales Forecasts

Edit Revenue Forecast: @3-2013 - 2013/08/05 | 2| Currency |USD US Dollar

Actions » View » Format « E_?‘_.,. Submit == 12

Pipalinel Unadiusted Adjustment Adjusted|  Closed
* Territory Name Teritory Owner | Quota (USD) IFEJQ‘D] Forecast (UsD) Forecast] Revenue|!
T (USDY | Item |Summary (UsDy|  (Ush)
Pacific North Westem... |"Lisa Jones 2,008,454.00] 11,921,175.00] 4,625,150.00| 0.00 0.00|4,625,150.00)75,000.00|1
~|Pacific North Western Region - Servers: Details |2
Start Date  7/1/13 End Date  2/30/13
= Show Mare
Forecast Summary Forecast ltems Forecast Analysis
Forecast Criteria (Probability = 70)
Actions » Vieww Formatw | [4 7 % @ Aduste 2] EP  Forecastltems [Al =]
Unadjusted Adjusted
Product | Product ) Sales Sales .
Cpportunity A Status |~ Indicators Forecast Forecast
Type |Name Account Channel (USD) (USD)

> ltem  Elite Vari... Pinnacle Tech Cloud In... "Pinnacls T... Open |Indirect ¢} ({j) 1,000,000.0 1,000,000.00
= Group | BO00RT... |LT-Data Center Recumi... "PinnacleT... Open | Direct [+ @ | 500.000.00( 500,000.00

In this page, you can view both your adjusted and unadjusted forecasts for the
territory, and compare these forecasts with your pipeline.
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4. If the Forecast Summary tab is enabled, click that tab to see more details about the
current and previous forecast and the current pipeline.

Edit Revenue Forecast: Q3-2013 - 2013/08/05 (2 Currency | USD US Dollar
Actions ~ View ~ Format - E?‘.J‘ Submit == M
Pipeline| Unadjusted | Adjustment Adjusted Clased
* Territory Mame Teritory Owner | Quota (USD) |PU.QD1. Forecast (UsD) Forecast| Revenue |t
St (USD) | Item | Summary (Uso) Uso)

Pacific MNorth Western... | "Lisa Jones 2,008,454.00] 11,921,175.00{ 4,625,150.00| 0.00 0.00/4,625,150.00| 75,000.00|L

v|Pacific North Western Region - Servers: Details |2

Start Date  7/1/13 End Date 2/30/13
= Show More

Forecast Summary Forecast Items Forecast Analysis

v|Product Summary 2|

Forecast by Product =]
Total Adjusted Forecast 4,625,150.00 USD Total Best Case  7,525.000.00 USD
Actions + View v Format~ | g2 Filter by Adjusted Forecast Recalculate on Save | = = 2
Current Forecast Previous Forecast Current Pipeline
Product At Risk
Adjusted Forecast Won (%) () Adjusted Forecast|  Change (%) Pipeling
- Tatal 4,625,150.00 1.62( 98.38 0.00 Q 11,821,175.00

The Forecast Summary tab allows users to enter adjustments at an aggregate level
by product and time. Specifically, instead of adjusting forecasts from an individual
line item level, managers can view the aggregate product forecast and make
summary adjustments at that aggregate level.

5. If the Forecast Analysis tab is enabled, then click that tab to see one or more
forecast-related, context-sensitive analytic reports.
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Actions = View = Format « Q Submit EER
) | Unaclusted| Adjustment Adjusted | Clasec
* Tarritory Name g?;::_w Cucta (LISD) p:ﬁgggel Forecast (USD) Forecast| Revenus
i (USD)| ftem|Summar (USD)|  (USD)
Pacific Morth Western...  LisaJones 2,008 454,00 11,921 175,00 4,625 150,00

000 000 462515000 7500000
il

J |
~|Pacific Morth Western Region - Servers: Details

n

Start Date 71443 End Dater 230143
[ Show More

Forecast Summary Forecast ltems Forecast Analysis

*Reports | Opportunity Contribution to Forecast

Opportunity Contribution to Forecast
‘Which opportunity contributes the most amount of revenue to this forecast?

u Annual Server
Maintanence

Annual Server
W Maintenance - DG
Servers

M Elte Server Upgrade

™ Green Rack Server
Opportunity

LT-Data Center
Recurring

™ LT-Data Center
Recurring-2

Pacific Utility Network
M Annual Server
Maintenance

.Pinnacle Tech Cloud
. . Infra Q3
Adjusted Forecast by Opportunity

6. Select additional analytic reports to view from the Reports menu.

Opportunity Contribution to Forecast
ity Contribution to Forecast

Forecasted Revenue by Sales Channel
Forecast Revenue by Customer
Farecast Trend

Farecast Comparizon

7.

In the Revenue Forecast page, you can also see additional forecast and pipeline
details, by selecting more columns.

To select other columns, click View, then Columns, then select from the displayed
column list.
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Actions Fn:u'mal - & Submit =EER
. Columns L
* Territory M
& | Show Al
Pacific Mo .
Detach Forecast
f + Territory Cwner
Collapsa
Forecast T
Expand All Beloy vpe
Forecast Partizipation
Collapse All Below
Start Date
Expand All
End Date
Collapsea All
Territory Freeze Date
Show as Top
! Due Data
G to Top
: ¥ Quola (USD)
Scroll to First Ctrl+Home o
+ Pipaline (LISC)
Scroll to Last Cirl+End

Recrder Columns...

Unforecasted Pipeline (S0
+ Unadjusted Forecast (USD)
Adjustment (USD) 3
+ Adjusted Forecast (LUSD)
Best Case ltem Adjustment (USD)
Worst Case ltem Adjustment (USD)
+ Closed Revenue (USD)

+ Status

View and analyze past and future forecasts by expanding the appropriate Past
Forecasts and Future Forecasts panes in the Manage Sales Forecast page. The
columns and options on these panes are similar to those in the Current Forecasts

pane.
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How Long Is It Taking Me and My Sales Team
to Convert Leads to Opportunities?

This tutorial shows you how to view the average number of days it takes to convert
leads to opportunities.

If you are logged in to Fusion Applications as a sales manager or vice president, then
you can see the average number of days that it takes you and your sales team to
convert leads to opportunities.

If you are logged in to Fusion Applications as a sales representative, then you can see
the average number of days that it takes you to convert leads to opportunities.

How to View the Time It Takes to Convert Leads to Opportunities

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing Manager Resources
Welc Lead Qualification Manage Users
Sales Workforce Processzes
Sales Dazhboard My Information
Customers My Account
Opportunities My Portrait
Buszinesz Plans Workforce Processzes
E f Manage Sales Forecast Tools
Territories and Quotas Reportz and Anahtics
Man Recommendations Sch Edul&@n CERSES
from Emplovees Download Desktop Integratio...
Customer Data Management Customer Center Tool
File Import Download ADF Desktop Integr...
4 Cata Import Person Gallery
Workforce Management Resource Directory
Workforce Processes Oracle Social Hetwork

Incentive Compensation
Sales Compensation

Co

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next
to each folder):

Shared Folders
Marketing

Dashboards
Leads
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Reports and Analytics
Contents

[ 5 Creste |v (]

[= )My Folders
7 [ Shared Folders
= [ Custom
[= [ Customer Data Management
[= [J055_Executive_Demos
= [DS5_Cther_Reparts
= [JEnterprize Cortracts
[= [JFinancials
[= [ Functionsl Setup
[= [)Fusion Tap
= [GSE — Business Planning Reports
= [GSE_Marketing
[= [ 3SE_Service
= [)Human Capital Management
= [JIncentive Compensation
7 [Marketing
[= [ &nalytic Library
= [0 Segmentation
= [ Subject Area Contents
e Dashboards
b= 3 Custamer Insight (B28)
t= [ Custamer Insight (B20)
WV EjLeads
[ Lead Conversion
| Lead Generation
= Lead Status

[ U Performance
[= [JPartner

3. C(lick Overview, and select View.

[yp= Analysis
Created] By System Account
Last Run Dater 7/&M12 8:14 AM

1 Edl

owre. .

The Leads dashboard is displayed.

If you are a sales manager or vice president, then the Overview tab shows the
average number of days that it takes you and your sales team to convert leads to
opportunities.

If you are a sales representative, then the Overview tab shows the average number
of days that it takes you to convert leads to opportunities.
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é Refresh -Print -Export

Note that if you do not select a year and quarter, then the data displayed
represents all data entered in the application.

4. To display data for a specific year and quarter, select the appropriate values, and
click Apply.

Year Cruarter
2013 =] |201301 =]

| Apply || Reset v |

The data displayed is updated based on the year and quarter selected.

Qverview

SN e e e e ——

Year Quaner
2013 =l [m3g3 >

|
= of Leads E o

-
Average = of Days to Assign Leads m

L

Refresh -Print - Export

How Long Is It Taking Me and My Sales Team to Convert Leads to Opportunities? 8-3



How to View the Time It Takes to Convert Leads to Opportunities

8-4 Oracle Fusion Applications CRM Reporting and Analytics Handbook



9

What Are My Forecast and Closed Revenues
for the Quarter? How Do They Compare
Against My Quota?

This tutorial shows how to view forecast and closed revenue for the current quarter,
and how to compare that revenue against quota. The tutorial is based on the point of
view of an individual sales representative.

Forecasting future sales is a method of providing predictions of future revenue for
specific time periods. Typically, sales managers create a sales forecast for a sales
territory and for a specific time period. The forecast includes revenue from all
opportunities that meet the set criteria.

Sales representatives can see the current forecasts for their territories (as well as past
and future forecasts) from the Manage Sales Forecasts page. The forecasting data on
that page includes the following terms:

s Closed revenue - the actual revenue for the target territory that was closed during
the forecast period

= Pipeline - the total revenue that is scheduled to close within the forecast period

= Quota - the revenue target associated with the expected performance of a sales
representative's territory for a given forecast period

How to Find Your Forecast and Closed Revenues for the Quarter and
Compare Them Against Your Quota

1. From the Navigator menu, select Manage Sales Forecast.

INFFUSION,

Home Navigator~ Focant ltems +~  Favorites ~  Watchlist~ Tags Spaces
My Inform ation

ks Dashboard

Cu Is

O pportunities aports and Analytics
S Bl Ll =" lec =t

cC Customer Center Tool

Gair Contracts Dromwnboad ADF Deskiop Intedr. ..
coll Custom er Data Managem ent Person Gallery

File Import Resource Directory

Drata Import Cracle Social Network

Workforce Management
Workforce Processes
Incentive Com pencation
Salkes Compensation
Manager Recources
Le: Workforce Processes
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2. In the Current Forecasts pane of the Manage Sales Forecasts page, click a revenue
forecast - that is, a forecast whose Forecast Type is Revenue - for the territory that
you want to examine.

INFUSION,

Homa MNavigator~ Racant [tams Favoritas ~ Watchlist~ Tags Spacas

Manage Sales Forecasts

Manage Sales Eorecasts

~|Current Forecasts

Actions v View v Format- | @  subomit || B

*Forecast Tearritory Mame Forecast Type TE’”_"D:"Y Foz2mE bz v

Date
Q42014 - 20120805 Yacific North Westarn Region - Sarvers  Revenua TEAS a/513 2,008 454,00

Ccta (LS00

»|Past Forecasts
»|Future Forecasts
»|My Revenue ltems in Other Territory Forecasts

» | Adjusted Forecast C hanges

3. A Revenue Forecast: <Period> page is displayed, available either for viewing or
editing. If you are in the time period for updating forecast information, you can
edit the forecast; otherwise you can only view the forecast data.

The lower part of the page contains one or more forecast-related tabs. The Forecast
Items tab is always displayed. The Forecast Summary and Forecast Analysis tabs
are available if a sales administrator has enabled them.

The following figure shows an Edit Revenue Forecast page, with the Forecast
Items tab visible, and the Forecast Summary and Forecast Analysis tabs enabled.

Manage Sales Forecasts
Edit Revenue Forecast: @3-2013 - 2013/08/05 | 2| Currency |USD US Dollar

-y

Actions ~ View » Format E_?‘_.,. Submit == 12

Pipalinel Unadiusted Adjustment Adjusted|  Closed
* Territory Name Teritory Owner| CQuota (USD) IFEJQ‘D] Forecast (UsD) Forecast] Revenuel:
T (USDY | Item |Summary (usoy|  (Ush)
Pacific North Westem... |"Lisa Jones 2,008,454.001 11,921,175.00] 4,625,150.00( 0.00 0.00/4,625,150.00] 75,000,001
~|Pacific North Western Region - Servers: Details |2
Start Date  7/1/13 End Date  2/30/13
= Show Mare
Forecast Summary Forecast ltems Forecast Analysis
Forecast Criteria (Probability = 70)
Actions » Vieww Formate | [d4 7 % @ Aduste 2] Ep  Forecastltems [Al =]
Unadjusted Adjusted
Product | Product ) Sales Sales .
Cpportunity A Status |~ Indicators Forecast Forecast
Type |Name Account Channel (USD) (USD)

> ltem  Elite Vari... Pinnacle Tech Cloud In... "Pinnacls T... Open |Indirect ¢} ({j) 1,000,000.0 1,000,000.00

v

Group |BOOORT... |LT-Data Center Recuri... "PinnacleT... Open | Direct [+ @ | 500.000.00( 500,000.00
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In this page, you can:

= View and compare your forecast and closed revenue for the current period -
typically the current quarter

= View and compare your forecast and closed revenue against your quota for
the current period

4. If the Forecast Summary tab is enabled, click that tab to see more details about the
current and previous forecast and the current pipeline.

Edit Revenue Forecast: Q3-2013 - 2013/08/05 (2] Currency | USD US Dollar
Actions » View ~ Format « E?‘J‘ Submit == M
Pineline| Unadjusted | Adjustment Adjusted|  Clased
* Tenitary Name Teritory Owner | Queota (USD) RJ.QDTI Forecast usn) Forecast| Revenue |t
L (USD) | Item Summary (Uso) sy

Pacific MNorth Western... | "Lisa Jones 2,008,454.00/ 11,921,175.00| 4,625,150.00| 0.00 0.00/4,625,150.00| 75,000.00|L

v|Pacific North Western Region - Servers: Details |2

Start Date  7/1/13 End Date 2/30/13
= Show More

Forecast Summary Forecast Items Forecast Analysis

v|Product Summary |2

Forecast by Product [=]

Total Adjusted Forecast 4,625,150.00 USD Tctal Best

7.525,000.00 USD

Actions + View v Format~ | g2 Filter by Adjusted Forecast Recalculate on Save | = = 2

Current Forecast Previous Forecast Current Pipeline
Product At Risk
Adjusted Forecast Won (%) (o0 Adjusted Forecast|  Change (%) Pipeling
\ 7o)
- Tatal 4,625,150.00 1.62( 98.38 0.00 0 11,821,175.00

The Forecast Summary tab allows users to enter adjustments at an aggregate level
by product and time. Specifically, instead of adjusting forecasts from an individual
line item level, managers can view the aggregate product forecast and make
summary adjustments at that aggregate level.

5. If the Forecast Analysis tab is enabled, click that tab to see one or more
forecast-related, context-sensitive analytic reports.
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Actions = View = Format « Q Submit EER
) | Unaclusted| Adjustment Adjusted | Clasec
* Tarritory Name g?;::_w Cucta (LISD) p:ﬁgggel Forecast (USD) Forecast| Revenus
i (USD)| ftem|Summar (USD)|  (USD)
Pacific Morth Western...  LisaJones 2,008 454,00 11,921 175,00 4,625 150,00

000 000 462515000 7500000
il

J |
~|Pacific Morth Western Region - Servers: Details

n

Start Date 71443 End Dater 230143
[ Show More

Forecast Summary Forecast ltems Forecast Analysis

*Reports | Opportunity Contribution to Forecast

Opportunity Contribution to Forecast
‘Which opportunity contributes the most amount of revenue to this forecast?

u Annual Server
Maintanence

Annual Server
W Maintenance - DG
Servers

M Elte Server Upgrade

™ Green Rack Server
Opportunity

LT-Data Center
Recurring

™ LT-Data Center
Recurring-2

Pacific Utility Network
M Annual Server
Maintenance

.Pinnacle Tech Cloud
. . Infra Q3
Adjusted Forecast by Opportunity

6. Select additional analytic reports to view from the Reports menu.

Opportunity Contribution to Forecast
ity Contribution to Forecast

Forecasted Revenue by Sales Channel
Forecast Revenue by Customer
Farecast Trend

Farecast Comparizon

7.

In the Revenue Forecast page, you can also see additional forecast and pipeline
details, by selecting more columns.

To select other columns, click View, then Columns, then select from the displayed
column list.
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Actions Fn:u'mal - @

* Territory M

Pacific Mo

Columns

Freeze

Detach

Collapse

Expand Al Bakow
Collapse All Below
Expand All
Collapsea All

Show as Top
Goto Top

Seroll to First Ctrl+Home
Scroll to Last Cirl+End

Recrder Columns...

Submit =EER
*

Show Al
Forecast
" Tarritory Cwner
Forecast Type
Forecast Partizipation
Start Date
End Date
Territory Freeze Date
Due Data
" Cota (USD)
+ Pipeline (LISD)
Unforecasted Pipeline (S0
+ Unadjusted Forecast (USD)
Adjustment (USD) 3
+ Adjusted Forecast (LUSD)
Best Case ltem Adjustment (USD)
Worst Case ltem Adjustment (USD)
+ Closed Revenue (USD)

+ Status

8. View and analyze past and future forecasts by expanding the appropriate Past
Forecasts and Future Forecasts panes in the Manage Sales Forecast page. The
columns and options on these panes are similar to those in the Current Forecasts

pane.
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Part IV

Opportunities

This Part describes how to answer business questions related to sales opportunities.
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What Are the Top 10 Open Opportunities?
What Are Their Days to Close and Total

Revenues?

A Fusion report is based on an "analysis" that defines the information that you want to
see in the report. So a Fusion report is based on an analysis. This tutorial shows you
how to use a Fusion report to analyze open opportunities by answering the following

two questions:

= What are the top 10 open opportunities by revenue?

= How many days do they have to close and what are their revenues?

How to Identify the Top Ten Opportunities by Total Revenue and Their

Days to Close and Revenue

1. From the Navigator menu, select Reports and Analytics.

Home MNavigator~ Recenttems. Favorites~ Walchlist~ Tags Spaces

Marketing
Welec Lead Qualification
Sales
Sales Dashboard
Customers
Opportunities
Business Plans
Ef Manage Sales Forecast
Territories and Quotas
Recommendations
from Employees
Customer Data Management
File Import
L] Diata Import
Workforce Management
Workforce Processes
Incentive Compensation
Sales Compensation

Man

Co

Manager Resources
Manage Users
Waorkforce Processes
My Information
My Account
Wy Portrait
Waorkforce Processes
Tools
Reports and Anahtics
Schedul OCESSEs
Download'Tesktop Integratio...
Customer Center Tool
Download ADF Desktop Integr..
Person Gallery
Resource Directory
Oracle Social Network

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next

to each folder):

Shared Folders
Sales
Analytic Library
Embedded Content

Opportunity and Revenue Management
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Reports and Analytics
Contents

[5 create |v (e

7 [JSales
7 [ Analytic Likrary

= [ Competitors

= [ Customers

= [ Demand Generation

% [JEmbedded Contert

L= [ Customer Analytics
7 [ Cpportunity and Revenus Managemernt

Biob Pipeline Report
Current Period Performance
Current Revenue At Stake
Cuztomer Revenue Trends
Lucy Harris Pipeline Report
Maten Fipeline Report
Maten Pipeline Reportsmall
MeswvPazt Period Performance
MesPipeline
Opportunities At & Glance
Opportunities At & Glance Real Time
Opportunity List Report
Opportunity List Report for Current Quarter
Opportunity Westch
EZopportunity Wiatch Real Time |
Opportunity Watch Real Time Demo
Original Currert Period Performance

3. Click Opportunity Watch Real Time and select View.

[yp= Analysis
Created] By System Account
Last Run Dater 7/&M12 8:14 AM

The Opportunity Watch Real Time analysis is displayed. The top 10 opportunities
in the analysis are sorted by their value, or revenue.
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Action

=]

i

o0 D D O o o m

Opportuniby

Tebwork, Kpress
Service Deal Q2

Metwiork ¥press
new server deal
0z

Metwiork ¥press
Server Upgrade
By Server Service

LT-Diaka Center
Recurring-2
Pinnacle Server
Maintenance
Metwiork ¥press
Elite Servers
Tebwork, Kpress
System Upgrade
Metwiork ¥press
Service Deal

Tebwork, Kpress
new service deal

Sales
Account

Tebwork,
Apress Corp
Mkt
spress Corp

Mkt
spress Corp
Business
W'orld
Pinnacle
Technologies
Pinnache
Technologies
Mkt
spress Corp
Tebwork,
Apress Corp
Mkt
spress Corp
Tebwork,
Apress Corp

WValue
450, 000, 00, 00

$30,000,000,00

6,000, 000,00
47,000,000, 00
6,000, 000,00
45, 00000, 000, 00
45,000, 000,00
45, 00000, 000, 00
4,000, 000, 00

4,000, 000,00

Sales

Skage

Mame

o1 -
Qualification
of -
Cualification

of -
Cualification
o1 -
Qualification
of -
Cualification
o1 -
Qualification
of -
Cualification
o1 -
Qualification
of -
Cualification
o1 -
Qualification

4L F Rrows1-10

This report displays the following:

What Are the Top 10 Open Opportunities? What Are Their Days to Close and Total Revenues?

Days
o}
Close

]
Frobability

o))

45

23

45

]

70

55

65

=l

60

55

65

]

All open opportunities in the current quarter, sorted by value (total revenue),
with the highest value opportunities at the top of the list

Number of days before each opportunity is set to close

Sales account associated with each opportunity

Win probability for each opportunity
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What Is the Opportunity Revenue
Distribution Across Sales Stages?

This tutorial shows you how determine opportunity revenue distribution across all

stages of the sales pipeline.

You can add the analysis shown in this tutorial to the sales dashboard. For more
information, see "How do I Embed a Report in a Sales Dashboard?" in Oracle Fusion
Applications Reporting and Analytics Handbook.

How to View Opportunity Revenue Distribution Across Sales Stages

You use the Pipeline analysis to determine the total opportunity revenue, organized by
sales stage, that is scheduled to close within the current forecast period. Sales stages
represent the progression of an opportunity though the sales process.

1. From the Navigator menu, select Reports and Analytics.

Home Mavigator~ HRecent tems -~ Favorites ~ Watchlist~ Tags Spaces

Marketing
Welc Lead Qualification
Sales
Salez Dazhboard
Customers
Opportunities
Buszinesz Plans
Ef Manage Sales Forecast
Territories and Quotas
Man Recommendations
from Emplovees
Customer Data Management
File Import
4 Data Import
Workforce Management
Workforce Processes
Incentive Compensation
Sales Compensation

Co

Manager Resources
Manage Users
Workforce Processzes
My Information
My Account
My Portrait
Workforce Processzes
Tools
Reportz and Anahtics
Sched ule{:'z:: CERSES
Download Desktop Integratio...
Customer Center Tool
Download ADF Desktop Integr...
Person Gallery
Resource Directory
Oracle Social Hetwork

The Reports and Analytics page is displayed.

2. From the Contents pane, expand the following folders (by clicking the arrow next

to each folder):

Shared Folders
Sales
Analytic Library
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Embedded Content
Opportunity and Revenue Management

r

Reports and Analytics

Contents
Create |v e

W [ sales =]
W (3 Analytic Library
[ [ Competitors
= [ Customers
> [[7) Demand Generation
% [[2)Embedded Content
= 3 Customer Analytics
7 [ZJOpportunity and Revenue Management
Pipeline Report
Current Period Performance |

3. Click Pipeline Report, and select View.

Ty Analysis
Createc] By Systam Account
Last Run Date 7843814 AN

..........

The Pipeline analysis is displayed.

Pipeline Report
Shnwl Funnel 'l

B84 27%
5.933%
6.881%
44 28%
3.107%

Sales Stage: 01 - Qualification
Actual: 3147,526 994 83
Target: 5229,537,545.00

b

__--"-'.'.-._'_-
05 - Negotiation
05 - Agreement
04 - Presentation

03 - Building Vision
01 - Qualification

Refresh -Print -Export

m Less than

49.559% 30%
Between
30% and
T0%
Wore than

07_Co.. W70%

4. With the Funnel view selected, move the cursor over the colored areas of each
sales stage in the funnel to determine the opportunity revenue currently in that

stage and scheduled to close within the current forecast period.

In this tutorial, the current (Actual) opportunity revenue is over 147 million
dollars with 64.27 percent of the sales target revenue as met in the Qualification

stage.
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When the administrator defines the sales process, each sales stage is assigned a
given quota factor, typically ranging from 1 to 3. In addition, managers and
territory owners set user quotas.

The sales target for each sales stage is automatically calculated by multiplying the
current user's quota by the sales stage quota factor.

5. Optionally, from the Show menu, select Graph or Table to change the analysis
display as shown in the following figure.

Pipeline Report

Show | Graph

Funnel
280,000,000 Graph
240,000,000
200,000,000 Opportunity
@ WLine
= 160,000,000 Revenue
[E]
Z 120,000,000 Sales Stage
ol == Target
80,000,000 Revenue
40,000,000
0 | W |-
B & 2\
© 'b.é? @‘(9(\ (? '@{P @ f @ @é\ ° -
"0
& @:'hé’ Q@-f 8 ‘g;? o
Sales Stage
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Competitors

This Part describes how to answer business questions related to competitors.
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Who Are My Top Competitors and What Is
Our Revenue Exposure to Them?

This tutorial shows you how to create an analysis to determine your top competitors
and your revenue exposure to those competitors, that is, the revenue at stake in
currently open opportunities where there are competitors.

How to Identify Your Top Competitors and Your Revenue Exposure to

Them

1. From the Navigator menu, select Reports and Analytics.

Home MNavigator~ Recenttems. Favorites~ Walchlist~ Tags Spaces

Marketing
Welec Lead Qualification
Sales
Sales Dashboard
Customers
Opportunities
Business Plans
Ef Manage Sales Forecast
Territories and Quotas
Recommendations
from Employees
Customer Data Management
File Import
1 Data Import
Workforce Management
Workforce Processes
Incentive Compensation
Sales Compensation

Man

Co

Manager Resources
Manage Users
Waorkforce Processes
My Information
My Account
Wy Portrait
Waorkforce Processes
Tools
Reports and Anahtics
Schedul OCESSEs
Download'Tesktop Integratio...
Customer Center Tool
Download ADF Desktop Integr..
Person Gallery
Resource Directory
Oracle Social Network

The Reports and Analytics page is displayed.

2. In the Contents pane, click the Browse Catalog icon.
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INFFUSION,

Home Mavigator~ Hecant|tems~ Favorieg

Reports and Analytics

3. In the Oracle BI Catalog window, click New, then Analysis.

& Oracle Bl Catalog - v ] dsh v Page~ Safety~ Tools~ @~

ORACLE 21! Search ©® Advanced | Administration | Help v | Sign Out

Catalog b B Open ~ | Signed In As Mateo Lopez
User View -/ [F+ @) | & [21]68 B~ | les 7 iy Tiv R Analysis and Interactive Reporting fen Items | (2)
ﬁ

I Dashbltd

Home | Cataleg | Favorites ~ | Dashboar

E Folders @E{g Type | All (| Show More Dg
) My Folders

[CJshared Folders G Analyses | Lastl 7 Filter Lopez
Expand | More + Dashboard Prompt
? Condition
G DH | Last Modified Published Reporting
Expand | More ~ Report
Drafts | Last Mod Report J§b| pez
] i3 Data Model
Expand | More + Style Template
G Drills | Last Modif 5ub Template z E
Expand | More + Actionable Intelligence
] t& Agent
G GS | LastModified 8% Action
g Is Expand | More « Performance Management
L= Scorecard
My Folders IT_— My D:Esdhmrdhel 8 o1
: =l rea v Ma
& Bxpand *)eEis &dl Expand | Open | E{ B KPT Watchist

4. Select the Sales - CRM Pipeline subject area.

Select Subject Area
@ sales - CRM Interactions and Customers Real Time -

i Sales - CRM Interactions and Oppertunities Real Time
@ Sales - CRM Opportunities and Competitors Real Time
i sales - CRM Opportunities and Partners Real Time

@ Sales - CRM Opportunities and Products Real Time

anagement
@ sales - CRM Sales Activity i
@ Sales - CRM Usage Accelerator Current

il Sales - CRM Usage Accelerator Summary -
[ Create Direct Database Request

5. In the Subject Areas list, expand Competitor, then double-click Competitor
Name.This automatically adds Competitor Name to the Selected Columns list.
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|§OracIeBIAnswers | | M- v [ g v Pagev Safetyv Tools~ @~ ?

ORACLE Busi Sign Out (@]

Administration | Hel

gned In As Matec Lopez ~

_ criteria ' Resulis | Prompts | Advanced H&A |G
El Subject Areas @ W~ | [|as
IH [ secondary Uates .
[AEmployee El Selected Columns @ #
[JEmployee Organization ||| Double dick on column names in the Subject Areas pane to add them to the analysis. Once added, drag-and-
[AResource Extension drop columns to reorder them, Edit a column's properties, formula and filters, apply sorting, or delete by dicking
[ Opportunity or hovering over the button next to its name.

[ Opportunity Extension
[AHistorical Sales Stage
Arevenue
[IRrevenue Extension
3 customer

[ 5ales Account Extension <« m =

(@ Contact = Filters T »

[CAProduct

ETerritory Add filters to the analysis criteria by dicking on Filter option for the spedfic column in the Selected Columns

Eaindustry — | || pane, or by dicking on the filter button in the Filter pane header. Add a saved filter by dicking on add button
¥ after selecting its name in the catalog pane.

E 3 Col

Competitar
Competitor Name =

m

Add Filters Here.

B competitor Threat Level C

E Competitor Row ID
[ FRAramnetitar Futancinn -

6. Restrict the analysis to exclude blank competitor names, that is, for opportunities
where there are no competitors, by performing the following steps:

a. Click the icon beside Competitor Name, and select Filter.

o, 3

b. Select is not null for the Operator.

"New Filter (]
Column  Competitor Name
Operator E
[ElProtect Filter
[ convert this filter to SQL
| Help | | OK  Cancel

c. Click OK.

7. In the Subject Areas list, expand Facts, then Pipeline Facts, and double-click Open
Opportunity Revenue.
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| Criteria _Results | Prompts | Advanced = |

[z Subject Areas @ 6 - @5%

CY =/ Selected Columns
y Double click on column names in the Subject Areas pane to adc

=] Pipeline Fact:
i Fipe ne = . the analysis. Once added, drag-and-drop columns to reorder th
“# of Upportunities column's properties, formula and filters, apply sorting, or delete

u-- # of New Opportunities or hovering over the button next to its name.

[j--# of Open Opportunities

[_i** of Referenced Opportunities

u--# of Won Referenced Opportunities
* Opportunity Revenue

 Average Opportunity Deal Size

*Closed Opportunity Revenue

- Expected Opportunity Revenue =l Filters N

Prior Opportunity Revenue Add filters to the analysis criteria by clicking on Filter option for t

- Opportunity Amount Change column in the Selected Columns pane, or by clicking on the filter

Sales Stage Target Revenue — | || the Filter pane header. Add a saved filter by clicking on add butt
Days Stalled | || selecting its name in the catalog pane.

‘Sales Stage Target Attainment (%)
‘Leads to Opportunity Conversion (%)

Competitor Pipeline Facts
{5 competitor Name = [1 Open Opportunity Revenue =

< | 1

[

“F Competitor Name is not null

- # of Closed Opportunities
- # of Days to Close
* Opportunity Amount Change (%)

m

~ [ o o P

[j--AII Resource Average Deal Size
[j--cluse Rate
u--# of Lost Opportunities
[# [22) Pipeline Detail Facts .
[Z3) Win Loss Facts

8. To enable the highest value revenues to be displayed first, click the icon beside
Open Opportunity Revenue, select Sort, then Sort Descending.

: PFipeline Facts
[ open opportunity Revenud :

< m Sort Ascendng
@ Edt formua
Eil Column Properties Add fscending Scrt
S Filter #ddd Descznding Sort
riteria by clicking on Filter option R oelete Jear Sart
1 a saved filter by clicking on add button after selecting its na ear All Sorts in Al Cdumns

9. Restrict the analysis to the top 10 highest value revenues, by performing the
following steps:

a. Click the icon beside Open Opportunity Revenue, and select Filter.

: Fipeline Facts
} z Open Opportunity Revenu
Sart ¥
@ Edit formua
v Column Properties
Filker
rriteria by clicking on Filter aption fo &K oelete

b. Select is in top for the Operator, and leave 10 as the default Value.
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=]

i New Filter (=]

Column OP&n Opportunity Revenue

operator  [EYIYE S - |

Value

105

Add More Options~ | Clear All

[O] Protect Filter

[ convert this filter to SQL

Help OK = Cancel

c. Click OK.
10. In the Subject Areas list, expand Time, then double-click Quarter.

 criteria | Results | Prompts | Advanced

= Subject Areas @ m v @li

EI@ Sales - CRM Pipeline * l[E'selected Columns
B £ Time ) ) ) i
Q" Double click on column names in the Subject Areas pane to add them to the analysi
= e column's properties, formula and filters, apply sorting, or delete by clicking or hover
- Competitor | Pipeline Facts ' Time
Q Week H — =t —
Q" Date g Competitor Name =5 m 2 Open Opportunity Revenue 3=, E Quarter 3=,
& pay name I~
Q-- Enterprise Quarter
Q-- Enterprise Year 7 | =
Q" Enterprise Period
% Time I Filters
%- Enterprise Time Add filters to the analysis criteria by clicking on Filter option for the specific column ir
[73) Secondary Dates | || the Filter pane header. Add a saved filter by clicking on add button after selecting its

) Empl F i [
|_ZJ Employee [ Competitor Name is not nul

[22) Employee Organization L = . o
) Resource Extension || AND 7 Open Opportunity Revenue is in top 10

|22 opportunity

11. To get a preview of the analysis so far, click the Results tab.
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Criteria | §

N

Prompts | Advanced

EISubject Areas @AV E BB BT E B @
E [ sales - CRM Pipeline * || compound Layout
[ Time
|21 Secondary Dates Title Q]/ b4
[2) Employee |
[Z2) Employee Organization 3 Table % / x
[Z7) Resource Extension
[Z2) Opportunity
(23 opportunity Extension [ Competiter Name Open Opportunity Revenue Quarter
[ Historical Sales Stage Aberdeen LLC 2,425,000(2013 Q 2
[ Revenue Advanced Micro Devices, Inc 2,100,000 2012 Q 3
[0 Revenue Extension Facus Networks 1,422,145 2012 Q 3
(23 customer Aberdeen LLC 1,325,849.43 2013 Q 3
[ sales Account Extension Aberdeen LLC 998,685 2012 Q 3
(23 Contact Focus Networks 996,754 |2013 Q 3
DPrUdUCt hd Aberdeen LLC 800,000 2012 Q 4
E Catalog -{:.1. &b 7 m L Focus Networks 760,000 (2012 Q 4
List |Al EI j Entgrasys 400,000 (2012 Q 3
. ‘Whitman Hardware 300,000 2012 Q 3
[ 1My Folders

12. To enable Open Opportunity Revenue to display local currency values, with no
decimal places, perform the following steps:

Click the Criteria tab.
b. Click the icon beside Open Opportunity Revenue, and select Column

a.

Properties.

. Pipeline Facts :
} 2 Open Opportunity Revenu E_:' E Quarter 5::,

9
9

riteria by clicking on Filter option fo

c.
d.

=h

X

Time

Sart ¥

Edit formua

Column Froperties

Filter
Celete

In the Column Properties window, click the Data Format tab.

Select Override Default Data Format.

For Treat Numbers As, select Currency.

For the Currency Symbol, select the currency you require (the following figure

shows $).

Leave the default value of 0 for Decimal Places.
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-

[ Column Properties [x]

| Style | Column Format Data Format Conditional Format Interaction Write Back

Override Default Data Format]

Treat Numbers As El
currency Symbol (D~ |
Negative Format | Minus: -123 El
Decimal Flaces |0 El

Use 1000's Separator

Help Save as Default ~ | OK | Cancel

h. Click OK.
13. To get a preview of the analysis, click the Results tab.

& Subject Areas @RS A BB BIFT Eo FE

El ([ sales - CRM Pipeline * || compound Layout
B 3 Time
3] E] Secondary Dates Title % / x
& [ Employee |
&[> Employee Organization 3 Tahle hsZ &R
e2] E] Resource Extension
& [23 opportunity
o b "
[ 23 Opportunity Extension fCompetitor Name Open Opportunity Revenue Quarter \\
e2] 3‘L‘]Historical Sales Stage Aberdeen LLC £2,425,000 (2013 Q 2
& ERE\"E”UE Advanced Micro Devices, Inc $2,100,000 |2012 Q 3
[ [Z7) Revenue Extension Focus Networks $1,422,145|2012 Q 3
& [23) customer Aberdeen LLC $1,325,849 |2013 Q 3
£3] E] Sales Account Extension Aberdeen LLC $998,685 (2012 Q 3
&3] E]Contact Focus Networks $906,754 (2013 Q 3
& [ Product - Aberdeen LLC $800,000 2012 Q 4
[ Catalog %:) 615 / m L[ | |Focus Networks $760,000 |2012 Q 4
= ﬂ j \Ent?rasys $400,000 |2012 Q 3 J
WWhitman Hardware $300,000 |2012Q 3 4
@ [“AMy Folders — e

14. If this displays the output that you want, then you can save the analysis at this
point, by continuing at step 15.

If you want the analysis to display only the most recent quarter's data, then
perform the following steps to supply a filter:
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a. Click the Criteria tab, then click the icon beside Quarter, and select Filter.

Time

Al g8 Quarter‘fi,
& st >
@ Edit formua

m Ea Column Properties
S EED

le specific cold A oelete

b. Enter or select the most recent quarter (in the example, 2013 Q 3) for the Value.

i New Filter (]

Column Quarter m

Operator | isequal to/isin E

-

Add More Options ~  Clear All

O] Pratect Filter

O convert this filter to SQL

Help OK = Cancel

c. Click OK.
d. Optionally, preview the analysis, by clicking the Results tab.

| criteria | Resutts | prompts | Advanced

EISubject Areas @RV S B IR B ID  En HE
= [@Sales - CRM Pipeline “ || compound Layout
[ Time
|_2) Secondary Dates Title %/ ®
[ Employee
|2 Employee Organization = TH{R %/ ®

|2 Resource Extension
|_2) Opportunity

[ Opportunity Extension [ Competitor Name Open Opportunity Revenue Quarter
[ Historical Sales Stage Aberdeen LLC $1,325,849|2013 Q 3
[ Revenue Focus Netwaorks $096,754 /2013 Q 3

| Revenue Extension
["21 Customer

15. To save the analysis, click the Save Analysis icon near the top-right corner.

| | Home | Catalog | Favorites v | Dashboards v | J§ New +
Criteria > § " Prompts | Advanced )
Esubjectaress @M G D B BN FIF Eo BE L g M

Save Analysis
=] @Sales - CRM Pipeline i | Compound Layout

CATime [ I

16. Save the analysis as follows:
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a. In the Name field, specify a name for the analysis.
b. In the Save In list, select the folder in which you want to save the analysis.

The folder in which you save the analysis controls whether the analysis is
available only for your personal use or available to other users.

If you save the analysis in My Folders, then it available only for your personal
use. If you save the analysis in Shared Folders/Custom, then it is available to
all users who can access Shared Folders/Custom.

The following example shows Shared Folders/Custom as the Save In target
directory and TopCompetitors as the Name for the analysis.

=

p
Save As @
Folders = [ | Saveln
[ My Folders , &l/Shared Folders/Custom B E-
Bl |3 Shared Folders | [ customer Relationship Management Gy My list
[ backup (2% Dashboards G My list1
E |23 custom o
(&% Dashboards (&) Finandials
| 7] customer Relations . | |[Z) Functional Setup
[ Financials [2) Human Capital Management
L] Functional Setup |} Incentive Compensation
|1 Human Capital Mar
|3 incentive Compens| |4 (3 Procurement
|7 Procurement — | Projects
[ Projects [ supply Chain Management

|_7) Supply Chain Mana ICNE
|_) Customer Data Manage
|__) DS5_Executive_Demas .
DSS_0Other_Reports

L] pss. o P {_TopCompetitors
| ") Enterprise Contracts ooz
| 1 Financials

| 1 Functional Setup -
rl | T | [

c. Click OK.

You can now navigate to the analysis, which, if you saved the analysis for all quarters,
looks like this:

Competitor Name Open Opportunity Revenue Quarter

Aberdeen LLC §2,425,000 2013 Q 2
Advanced Micro Devices, Inc $2,100,000(2012 Q 3
Focus Networks $1,422,145(2012Q 3
Aberdeen LLC $1,325,849 2013 Q 3
Aberdeen LLC $908,685 2012 Q 3
Focus Networks $£006,754 12013 Q 3
Aberdeen LLC £800,000 2012 Q 4
Focus Networks £760,000 2012 Q 4
Enterasys £400,000 2012 Q 3
Whitman Hardware £300,000 2012 Q 3

If you saved the analysis for the most recent quarter, the analysis looks similar to the
following:
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Competitor Name Open Opportunity Revenue Quarter
Aberdeen LLC $1,325,849 2013 Q 3
Focus Metworks $996,754 12012 Q 3
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13

Which Were the High Value Opportunities
that We Most Recently Lost to Our

Competitors?

This tutorial shows you how to create an analysis to determine which were the high
value opportunities that were most recently lost to competitors.

How to Identify the High Value Opportunities Recently Lost to

Competitors

1. From the Navigator menu, select Reports and Analytics.

Home MNavigator~ Recenttems. Favorites~ Walchlist~ Tags Spaces

Marketing
Welec Lead Qualification
Sales
Sales Dashboard
Customers
Opportunities
Business Plans
Ef Manage Sales Forecast
Territories and Quotas
Recommendations
from Employees
Customer Data Management
File Import
L] Diata Import
Workforce Management
Workforce Processes
Incentive Compensation
Sales Compensation

Man

Co

Manager Resources
Manage Users
Waorkforce Processes
My Information
My Account
Wy Portrait
Waorkforce Processes
Tools
Reports and Anahtics
Schedul OCESSEs
Download'Tesktop Integratio...
Customer Center Tool
Download ADF Desktop Integr..
Person Gallery
Resource Directory
Oracle Social Network

The Reports and Analytics page is displayed.

2. In the Contents pane, click the Browse Catalog icon.
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INFFUSION,

Home Mavigator~ Hecant|tems~ Favorieg

Reports and Analytics

3. In the Oracle BI Catalog window, click New, then Analysis.

& Oracle Bl Catalog - v ] dsh v Page~ Safety~ Tools~ @~

ORACLE 21! Search ©® Advanced | Administration | Help v | Sign Out

Catalog b B Open ~ | Signed In As Mateo Lopez
User View -/ [F+ @) | & [21]68 B~ | les 7 iy Tiv R Analysis and Interactive Reporting fen Items | (2)
ﬁ

I Dashbltd

Home | Cataleg | Favorites ~ | Dashboar

E Folders @E{g Type | All (| Show More Dg
) My Folders

[CJshared Folders G Analyses | Lastl 7 Filter Lopez
Expand | More + Dashboard Prompt
? Condition
G DH | Last Modified Published Reporting
Expand | More ~ Report
Drafts | Last Mod Report J§b| pez
] i3 Data Model
Expand | More + Style Template
G Drills | Last Modif 5ub Template z E
Expand | More + Actionable Intelligence
] t& Agent
G GS | LastModified 8% Action
g Is Expand | More « Performance Management
L= Scorecard
My Folders IT_— My D:Esdhmrdhel 8 o1
: =l rea v Ma
& Bxpand *)eEis &dl Expand | Open | E{ B KPT Watchist

4. Select the Sales - CRM Pipeline subject area.

Select Subject Area
@ sales - CRM Interactions and Customers Real Time -

i Sales - CRM Interactions and Oppertunities Real Time
@ Sales - CRM Opportunities and Competitors Real Time
i sales - CRM Opportunities and Partners Real Time

@ Sales - CRM Opportunities and Products Real Time

anagement
@ sales - CRM Sales Activity i
@ Sales - CRM Usage Accelerator Current

il Sales - CRM Usage Accelerator Summary -
[ Create Direct Database Request

5. In the Subject Areas list, expand Customer, then double-click Customer Name.
This automatically adds Customer Name to the Selected Columns list.
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Home

Catalog

Signed In Az Mateo Lopez

_ Criteria ' Results " Prompts | Advanced B&®
El Subject Areas @ W~ | [v|ad
S| E.ﬁ SSES - CRM Pipeline * ||[E selacted Columns & %
Time
Bs dary Date: = Double dick on column names in the Subject Areas pane to add them to the analysis. Once
econdary Hates added, drag-and-drop columns to reorder them. Edit a column's properties, formula and filters,
[AEmployee — | || apply sorting, or delete by dicking or hovering over the button next to its name.
[ Employee Organization
[JResource Extension =
: Custol
[ Opportunity Eu; n;,er Name =
21 Opportunity Extension ;= LUSTOMEr hame s
[Historical Sales Stage
EARevenue
[EIRevenue Extension (l t — K
H|E Filters T »
'|| Add filters to the analysis criteria by dicking on Filter option for the spedfic column in the
Selected Columns pane, or by dicking on the filter button in the Filter pane header. Add a
5 Customer Unique Name saved filter by dicking on add button after selecting its name in the catalog pane.
=~ . T .
F] I r

In the Subject Areas list, select Competitor, then double-click Competitor Name.

Signed In As Mateo Lopez

m

Evel

B co

mpetitor Threat L

evel T

_ Criteria ' Resulis | Prompts | Advanced 35 @
El Subject Areas @ W~ | [ |as

[ARevenue Extension -

B Customer = Selected Columns @ %

DSales Account Extension Double dick on column names in the Subject Areas pane to add them to the analysis. Once

B Contact added, drag-and-drop columns to reorder them, Edit a column's properties, formula and filters,

EProduct apply sorting, or delete by dicking or hovering over the button next to its name.

roduc

A Territory | - .

[ Industry : Customer | Competitor _

= 3 Com Customer Name Competitor Mame =

4 i | »

B competitor Row ID
[£3 Competitor Extension
[Qreference
[AReference Extension

FoAmzrlatinn Sniwea

H|El Filters

g »

! Add filters to the analysis criteria by dlicking on Filter option for the specdific column in the
Selected Columns pane, or by dicking on the filter button in the Filter pane header. Add a
saved filter by dicking on add button after selecting its name in the catalog pane.

Restrict the analysis to exclude blank competitor names, that is, for opportunities

where there were no competitors, by performing the following steps:

a.

Click the icon beside Competitor Name, and select Filter.

: ustomer : Competitor
;;E Customer Name &=, ;:E Competitor Nanje
Sart ¥

@ Edit Formula

4 1
= Filters

add filters to the analysis criteria by dicking o$
Selected Columns pane, or by dicking on the filt

b. Select is not null for the Operator.
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"New Filter

8.

Column  Competitor Name

Operator [T I - |
[ Protect Filter

[ convert this filter to 5QL

Help OK || Cancel

c. Click OK.

In the Subject Areas list, expand Opportunity, then double-click Opportunity
Name.

9.

Untitled Home | Catalog
Criteria Results Prompts Advanced
~| Subject Areas @ W [EHeE
A

7 (@ Sales - CRM Pipeline ~| Selected Columns

L= [ Time

& Bas dary Date Double dick on calumn names in the Subject Areas pane to add them to the analysis. Once added, drag-an
_‘_) ELTE Y AN delete by dicking or hovering over the button next to its name.

= CZEmployee

L= [JEmployee Organization

L= [DResource Extension Customer Competitor Opportunity

H customer Name = - B Competitor Name . ° B Opportunity Name 5

- opportunity ID . -
B- Close Date | =
B sales Stage Name ~| Filters
B Maximum Days In Sales St Add filters to the analysis criteria by dicking on Filter option for the spedific column in the Selected Columns
E #Days in Stage add button after selecting its name in the catalog pane.
8- status
B Closed Flag 4 ¥ Competitor Name is not null
B Lost Flag
B risk
B Budget Available Date

In the Subject Areas list, expand Time, then double-click Date.

Untitled Home | Catalog
Criteria Results Prompts Advanced
~| Subject Areas @ W [ERLE

7 ([ 5ales - CRM Pipeline | Selected Columns

7 [3Time
ouble dICK on Column Names In e subje £3s pane a em € analysis, LUNCe added, arag-an
v Double dick I in the Subject Ar to add them to th lysis, O dded, di
[ Y CICKING Or NOVEring over e bu nnex Is name.
g Qearne delete by dicking or hoveri the button next to its
[~ Quarter

- Maonth

m

Customer Competitor Opportunity Time
B customer Name = B Competitor Mame = B Opportunity Name = B Date I

= me
E Enterprise Quarter
E Enterprise Year
&- Enterprise Period
[= lil1i'c"."l'|me
[> % Enterprise Time
> [3JSecondary Dates
= CJEmployee
= [JEmployee Crganization
> [JResource Extension

4| 1}
~| Filters

Add filters to the analysis criteria by dicking on Filter option for the spedfic column in the Selected Columns
add button after selecting its name in the catalog pane.

{ " Competitor Name is not null

10. In the Subject Areas list, expand Facts, then Win Loss Facts, and double-click Lost
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Untitled Home | Catalog | Favorites v | Dashboards v [ New ~ | B® Open ~
Criteria Results Prompts Advanced
~| Subject Areas @ & SE
* || ~/ Selected Columns
> 1) Pipeline Facts Double dick on column names in the Subject Areas pane to add them to the analysis. Once added, drag-and-drop columns to reorder them. Edit

and filters, apply sorting, or delete by dicking or hovering over the button next to its name.

I [ Pipeline Detai Facts
7 [ Win Loss Facts
3= of Competitors Customer Competitor Opportunity Time Win Loss Facts

E-- Win Rate of Revenue Lines E Customer Name 5 E Competitor Name 5 E Opportunity Name = E Date 5. B Lost Competitive Opportunity Revenue =
3 # of Won/Lost Opportunities

[3 # of Won/Lost Opportunity Revenue Lines
3 Oppartunity Prior Win Probability

(3 Opportunity Win Probability 4| n
- Opportunity Win Probability Change ~| Filters

# of Lost Opportunity Revenue Lines
# of Won Opportunity Revenue Lines
# of Lost Competitive Opportunities
# of Won Competitive Opportunities Y Competitor Name is not null
# of Lost Competitive Opportunity Revenue Lines
# of Competitive Opportunities

# of Won Competitive Opportunity Revenue Lines
Closed Competitive Opportunity Line Revenue

# of Competitive Won/Lost Opportunities 4
Competitor Win Rate of Opportunities

E" Competitor Win Rate of Opportunity Lines
E" Competitive Opportunity Revenue

E" Competitive Opportunity Line Revenue

i Lost

Add filters to the analysis criteria by dicking on Filter option for the spedfic column in the Selected Columns pane, or by dicking on the filter butto
a saved filter by dicking on add button after selecting its name in the catalog pane.

(20 2 0 ) ) i

m

D
E" Lost Opportunity Line Revenue
[3- sum of Won/Expected Opporturity Revenue
[3- Reference Win Rate
(3 all Resource Win Rate
[3 Closed Competitive Opportunity Revenue
3 win Rate

I [ Sales Cyde Facts i

11. To enable the highest value revenues to be displayed first, click the icon beside
Lost Competitive Opportunity Revenue, select Sort, then Sort Descending.

Win Loss Facts
B Lost Competitive Opportunity Revenud

('m L Sort Ascending
@ Edit formula Sork Descending
I % Column Properties Add Ascending Sort
? Filter Add Descending Sort
lected Columns pane, or by dicking on the fil
® Delete Clear Sort

Clear All Sorts in All Columns

12. Restrict the analysis to the top 10 highest value revenues, by performing the
following steps:

a. Click the icon beside Lost Competitive Opportunity Revenue, and select
Filter.

' Win Loss Facts

Lost Competitive Opportunity Reven

% Sork b
@ Edit Formula

% Colurnn Properties

ected Columns pane, or by dicking on the filte
% Delete

mn

b. Select is in top for the Operator, and leave 10 as the default Value.
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Mew Filter 2R
Column  Lost Competitive Opportunity Revenue
Operator  |is in top lz‘
Value
103

Add More Options » | Clear All

[ Protect Filter

[ convert this filter to QL

oK Cancel

c. Click OK.

13. To shorten the column heading for Lost Competitive Opportunity Revenue - to
Lost Revenue, for example - perform the following steps:

a. Click the icon beside Lost Competitive Opportunity Revenue, and select
Column Properties.

g Vin Loss Facts

Lost Competitive Opportunity Reven

% Sark L
@ Edit Formula
T Filker

R Delete

ected Columns pane, or by dicking on the filte

b. In the Column Properties window, click the Column Format tab, select
Custom Headings, then enter Lost Revenue for the Column Heading.

Column Properties @R
Style Column Format Data Format Conditional Format Interaction
Headings [ Hide
Folder Heading |\Win Loss Facts &|
Column Heading ELost Revenue I &|

Custom Headings
Contains HTML Markup

Value Suppression

XXxX_| [XX] XXxx
AXLX KK | HExR
XXX XX | xxxx
KX x| KK | o

XX

Suppress @ Repeat

OK. Cancel
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14. To enable Lost Revenue to display local currency values, with no decimal places,
perform the following steps:

a. Inthe Column Properties window, click the Data Format tab.
b. Select Override Default Data Format.
c. For Treat Numbers As, select Currency.

d. For the Currency Symbol, select the currency you require (the following figure
shows $).

e. Leave the default value of 0 for Decimal Places.

Column Properties @8

Style Column Format l Data Format I Conditional Format Interaction

[ Override Default Data Formatl i

Treat Numbers As | Currency [ |
Currency Symbol [ $ 1=
Negative Format | Minus: -123 El

Decmal Places |0 =]
[#use 1000's Separator

ﬂ Cancel

f. Click OK.
15. At this point, the Criteria for the analysis displays the two filters:

~| Selected Columns

Double dick on column names in the Subject Areas pane to add them to the analysis. Once added, drag-and-drop colun
or delete by dicking or hovering over the button next to its name.

i 'Win Loss Facts
Bl [# LostRevenue &

{ Customer
;EE Customer Mame

i Competitor
H competitor Name =

4 | n

~| Filters

Add filters to the analysis criteria by dicking on Filter option for the spedific column in the Selected Columns pane, or by
on add button after selecting its name in the catalog pane.

Y Competitor Mame is not null
AND"F Lost Competitive Opportunity Revenue is in top 10

16. Click the Results tab to show the preview results for this analysis:
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Compound Layout
Title % / u
Table /7 R
Customer Name Competitor Mame Opportunity Name Date Lost Revenue
Automotive_101933301 343 AIT Test 12855 2013/05/17 12:00 AM | £25,610,808
Automotive_101933301 Dell KROptySmith2 2013/05/02 12:00 AM | §5,400,000
Orglead02970_32 ACMptro0132266795  |0SN_CompletelistClosed 20130605 12:00 AM | §4,901,829
Retal_102255204 Hewlett-Packard BIQA_MOO_Opty7 2010/01/31 12:00 AM | 1,491,375
Automotive_101933301 ACmptir00132266795  |AIT_MNoAccess 2013/05/16 12:00 AM |  $1,477,476
Communications_101713351 | Themis BIQA_MOO_Optyd 2010/02/19 12:00 AM | §521,500
PRM Image Services Dell PRM Salem Image MAEast 23 (2012/05/04 13:11:48) 2012/05/04 12:00 AM £362,500
Natural Resources_102283142 [Naovell BIQA_MOO_Optys 2010/01/31 12:00 AM $231,062
PRM WD Solutions Dell PRM Parker WD Channelwest 31 (2012/05,04 12:02:03) | 2012/05/04 12:00 AM £112,500
Automotive_101933301 CUSTOMER._ 101548046 | GiriAITFlow_inync 20130515 12:00 AM 5104,925

17. To save the analysis, click the Save Analysis icon near the top-right corner.

mpts | Advanced

S - B TR §-&F

EIE- N R R

GLI)
| Save Analysis

Compound Layout
Title % / N
Table % / X
Customer Name Competitor Mame Opportunity Name Date Lost Revenue
Automotive_101933301 343 AIT Test 12855 2013/05/17 12:00 AM | §25,610,5308
Automotive_101933301 Dell KROptySmith2 2013/05/02 12:00 AM | 65,400,000
Orglead02970_32 ACMpHT00132266795 | OSN_CompletelistClosed 2013/06/05 12:00 AM | §4,901,829
Retail_102255204 Hewlett-Packard BIQA_MOO_Opty7 2010/01/31 12:00 AM | 1,491,375
Automotive_101933301 ACMptr00132266795 | AIT_NoAccess 2013/05/16 12:00 AM | 61,477,475
Communications_101713351  |Themis BIQA_MOO_Optyd 2010/02/19 12:00 AM £521,500
PRM Image Services Dell PRM Salem Image MAEast 23 (2012/05/04 13:11:48) 2012/05/04 12:00 AM £362,500
Natural Resources_102289142 [Novell BIQA_MOO_Optys 2010/01/31 12:00 AM $231,062
PRM WD Solutions Dell PRM Parker WD ChannelWest 31 (2012/05/04 12:02:03) [ 2012/05/04 12:00 AM £112,500
Automotive_101933301 CLSTOMER._ 101548046 | GiriATTFlow_inync 2013/05/15 12:00 AM §104,925

18. Save the analysis as follows:

a. In the Name field, specify a name for the analysis.

b. In the Save In list, select the folder in which you want to save the analysis.

The folder in which you save the analysis controls whether the analysis is
available only for your personal use or available to other users.

If you save the analysis in My Folders, then it available only for your personal
use. If you save the analysis in Shared Folders/Custom, then it is available to
all users who can access Shared Folders/Custom.

The following example shows Shared Folders/Custom as the Save In target
directory and Hival Comp_Losses as the Name for the analysis.
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'SaveAs

]

(]

Folders

[y Folders
B [£3 shared Folders

[C2) backup
[C7] custom

[27) customer Data Manage

|:| DS5_Executive_Demos
[C7] DSs_other_Reports
[27) Enterprise Contracts
[C7 Financials

[C7) Functional Setup

[27) Fusion Tap

[27) GSE — Business Plannin
[C7) GSE_Marketing

[l

Save

{ | /Shared Folders/Custom EI m ﬂ v
[ customer Relationship Management % My list

(2% Dashboards 7 My list1

[ Financials

[ Functional Setup

[2) Human Capital Management

|7 Incentive Compensation

« [ Procurement

" [ Projects
[ supply Chain Management

[E] 1cne

[07) GSE_senvice

[0 marketing
[C7 Partner

[C2) Human Capital Manage
|:| Incentive Compensatior

4 | m | b
Help OK || Cancel
S |
c. Click OK.
You can now navigate to the analysis, which looks like this:
Customer Mame Competitor Name Opportunity Mame Date Lost Revenue
Automotive_101933301 343 AIT Test 12855 2013/05/17 12:00 AM | $25,610,808
Automotive_101933301 Dell KROptySmith2 2013/05/02 12:00 AM |  §5,400,000
Orglead02970_32 ACmptir00132266795 | OSM_CompletelistClosed 2013/06/05 12:00 AM | §4,901,329
Retai_102255204 Hewlett-Packard BIQA_MOO_Opty7 2010/01/31 12:00 AM | §1,491,375
Automotive_101933301 ACmptir00132266795 |AIT_NoAccess 2013/05/16 12:00 AM |  §1,477,476
Communications_101713351 | Themis BIQA_MOO_Optys 2010/02/15 12:00 AM £621,500
PRM Image Services Dell PRM Salem Image MAEast 23 (2012/05/04 13:11:48) 2012/05/04 12:00 AM £352,500
MNatural Resources_ 102289142 |Novell BIQA_MOO_Optys 2010401431 12:00 AM 231,062
PRM WD Solutions Dell PRM Parker WD ChannelWest 31 (2012/05/04 12:02:03) |2012/05/04 12:00 AM|  $112,500
Automotive_101933301 CUSTOMER._101548046 | GirATTFlow_inync 2013/05/15 12:00 AM|  $104,925
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