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Introduction

The Sales Department faced challenges in tracking
and analyzing daily sales activities and
N X performance metrics. Existing manual processes
lacked real-time insights, hindering the identification
of trends, optimization of workflows, and timely
‘ | ( decision-making. Corient Business Solutions
7“‘“--—(* g/“’—“ ) s developed a dynamic Power Bl report integrated

/
. :

— T with the company’s CRM system, enabling

) ) ) actionable insights and improved sales
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" PROBLEM = ~ The Problem?
W ’ SOLU ® Manual sales tracking processes were time-
Y TION consuming and lacked real-time data visibility.

¢ Difficulty in monitoring sales KPIs such as pipeline
growth, conversion rates, and deal closures.
e limited ability to analyze individual and team

performance against sales targets.
. ® |lack of a centralized and customizable
\ J Al reporting solution for deeper sales data analysis.

Corient Solution

Real-Time Sales Tracking:

® Implemented live tracking of key sales metrics
like pipeline growth, conversion rates, and deal
closures.

® Performance Insights:

® Provided detailed insights into individual and

The best accountants team performance against sales targets.

® Dynamic Reporting:

e Designed interactive dashboards with dynamic

filters and slicers for tailored views and in-depth
- Laura Anderson analysis.
e CRM Integration:

are the architects of
financial legacies.
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e Seamlessly integrated CRM data into
Power Bl for comprehensive reporting
and analysis.

Challenges Faced

Data Integration:

e CRM data was siloed and required
extensive transformation fo ensure
consistency and usability.

e Dynamic Reporting Needs:

e Adapting the report to align with the
evolving priorities and preferences of
sales stakeholders.

Overcoming the Challenges

e Utilized Power Query to cleanse and
transform CRM data, ensuring
seamless integration intfo Power BI.

e Conducted iterative feedback
sessions with the Sales Department to
refine the report design and
functionality.

Behind every good

® |ncorporated dynamic filters and business is a great
slicers to enable stakeholders to accountant.
explore data tailored to their specific — Anonymous

needs.
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Result Achieved

1.Enabled real-time visibility into
sales performance and emerging
trends.

2.ldentified areas requiring
immediate attention, such as
underperforming territories and low
conversion rates.

3.Provided accurate and actionable
sales forecasts for better strategic
planning.

Conclusion

Corient’s Power Bl solution transformed the
company'’s approach to sales management,
automating data processing and providing
real-time insights. The interactive dashboard
iImproved decision-making, optimized sales
strategies, and enhanced alignment of
individual and team goals with
organizational objectives, driving significant
growth in sales performance.

The road to success and the road to failure

are almost exactly the same.

— Colin R. Davis




