Additional Views
Ranking View:
Accounts within the “Select Top” 40% for Sales
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Ranking View:
Selected Top 40% accounts and from the “North America” Region.



Ranking View:
Top 40 % Sales by Sales Representative



Ranking View:
Top 40 % of Sales by Product



Ranking View:
Top 40% of Sales by Industry



Win/Loss View:
All sales opportunities



Win/Loss View -By Region

Win/Loss View- By Sales Rep



Opportunities View:
Shown By Potential dollars for each Sales opportunity Stage



Opportunities View:
Potential dollars by Sales Representative



Opportunities View- By Product

Opportunities View- By Industry
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Activities View:
Type of Sales related Activities for each month and related Pipeline and Sales dollar charting
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Marketing View:
Marketing Targets, responses with links to same time line of Pipeline and Sales
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