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Introduction
O

 Sales Operations Portal introduced in 2004 to replace
salegforce.com’  ESVSENY

frauccess On Demand™

 Design as a single source for remote access to all
sales related activities: Account management,
calendar, tasks, opportunities

 Used by all field employees : Account Executives,
Sales Consultants, Sales Managers & Directors

 Data related to Sales Opportunities will be the
subject of our analysis
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Introduction- Sales Opportunities

» Life cycle of a Sales Opportunity

Customers -
4 Opportunity
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Objectives Cb
O

1. Taking advantage of data gathered by the
system to predict the likelihood of gpen
opportunities becoming won or lost deals

2. Improve the process to assign resources to
opportunities based on the sales potential

and skill of the sales force

3. Better understand the most influential
factors that lead to a win
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Sales Opportunity- Parameters

New Customer
C%Jstomer - New Business
ne[rs o
US qmer - Expansion
rrals

d Opportunity Type
 Lead Source

1 Revenue Stream grqgamh.g

2 FHRpGHMaintenance
ate
 Opportunity Close Date

 Age (days since creation)

d Amount _ Lost
J Milestone - Order

d Competitors
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Dataset b
O

1 Raw data from ROLAP database exported to'Excel
1 2080 records

1 Opportunity Milestone is response variable
 Naive rule: 86% of opportunities result in orders

Cleanup & Transformations
v Consolidate Regions (from 22 to 8)
v Consolidate Opportunity streams and create dummy
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Opportunity Amount\—@.)*

O Order Rate
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Opportumty Age JQ_( @
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Opportunity Age (Days)

Bin | From To | Count
0 6 216
7 14 192
15 27 212
28 38 178
39 56| 208 l

57 82 189 /
114 200
169 197
269 199
1329 199

QOO ~NOUILDSWNBE

=

=/ New Customer

— Age Distribution: New Customer

- Age Distribution: DSI Expansion
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Loss Rate by Region
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Closing Period

———Order rate
— Mean Rate
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Regression Models

Logistic Regression
input variables | Coefficient| 5t B
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Applications

Shared Reports My Reports  Create Report  Create Document My Subscriptions  History List  Preferences & Help Logout
m Enterprise Applications = Shared Reports = * Field Reports » C. Qpportunity Review = A. Open Opportunities

File = Wiew = [Data = Format - Last update:; 12/9)Z005 5:44:56 PM
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PAGE-BY: ‘Region: | Germarny |

" . . Last Age
Account Mame QOpportunity MName Mext Step Update ({Days) DT
Obtain
Feedback on 1270605 $£33,190.00

Quote/Proposal

Dist - KID - Avroy Acquire the
Shlain Order

S&T Hermes Plus, Dist - S&T Hermes Plus
d.d. - Premium Bronze

KID - Knowledge
Integration
Dynamics (Pty) Ltd.

12/08/05 $£40,5600.00

gg;'ﬁ‘t?]’;" S LS Unknown 12/09/05 $6,501.00
Rabita Electronics & Dist - Rabita - RKH - Acquire the
Trading Est. first project Order
Obtain
Feedback on 12709705 £101,637.00
Quote/Proposal
Obtain
Feedback on 12708705 £1,507,492.00
Quote/Proposal

Esprit Europe Gmbh

12/07/05 $£49,941.00

Germany - Stockmeyer

Servit GmbH - 40 web user

Parfilmerie Douglas Germany - Douglas
GmbH Parfiimerie

Dist. - InsightStrategy -
Insight Strategy Sanofi Synthelabo
upgrade
Dist - Hyperlink - Submit
Tanmia Quote/Proposal
Dist - NCR Kuwait - Acquire the
Wataniya Telecom Order

Finalize
S&T International  Di5t - S&T International Customer £190,000.00

Opportunity probability can be used in conjunction with other data to
determine a master plan for sales efforts
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Acquire the

order 12/07/05 $£3,945.00

Bernd Wiehl

Hyperlink 12/07/05 $£9,994.00

NCR Kuwait 12/06/05 $£42,926.00
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Recommendations
O

Incorporate the predictive model as part of the Sales Force
reports already available.

Automate the process so that the model improves as4more data
IS gathered.

Quantify costs associated with false positives and negatives to
be incorporated into the model.

Add granularity to competitors data (currently missing values)

Investigate why particular regions have lower hit ratio and
losing high amount deals

Include opportunity probability as part of the quota and
commissions system.
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