
Stage Specific Reporting
Tailoring Your Reporting to Your Pipeline

Leading Versus Lagging Indicators
Performance of your business efforts are measured by the indicators that you track.
While most business typically focus on lagging indicators, leading indicators are of
equal importance in understanding if the actions being driven by your team are
producing the desired results.

The type of data you collect and the
reports you build will vary
depending on where you are in the
relationship your prospect or client.
In early stage development it is
important to be aware of the
behaviors of your audience and the
effectiveness of your marketing
efforts to draw their attention. As
relationships mature, the focus shift
to the management of opportunity
impact on your organization and
awareness of client satisfaction.

Number of Calls Made, Emails Sent or
Meeting Scheduled
Number of Conversions, Demos or
Presentation

Leading indicators look forward toward
future outcomes. These are typically inputs
that drive progress to achieving
established goals.

Examples:

Total Sales Last Month
Conversion Rates
Number of Deals Created, Won or Lost
Number of New Customers

Lagging indicators look back to determine
whether an intended result has been
achieved. These are typically the outputs
that measure the performance toward
achieving established goals.

Examples:
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Reporting After Client Adoption

Studies have shown that it can be up to 5x harder to acquire new clients when
compared to nurturing existing customer for growth. Common metrics to report on
during this stage are customer lifetime value, cost of customer retention or monthly
reoccurring revenue.
 

Another critical measure here is how effective you are in servicing your customer's
needs. Two key measures during this stage are the Net Promoter Score, which
measures how likely your customers are to recommend your organization, as well as
satisfaction surveys that your customers use to gauge how satisfied they are or
measure the level of difficulty experienced when interacting with your team. This is
commonly done by using a series of both qualitative and quantitative questions that
ask the audience to rank their thoughts or experience on a sliding numerical scale.
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Early Stage Reporting

In the early stages of relationship
development it is important to
implement reporting that will help you
monitor what is most effectively driving
visitor activity to your business. By
tracking metrics such as page visits,
email open rates and form submissions
you will gain visibility to the audience
you are attracting. This data can also
be used to report on the effectiveness
of your marketing efforts by measuring
trends such as conversion rates or
content download rates.
 

During these early stages of client
attraction, marketing experiments can
also be an effective way to predict how
your content will perform among your
target audience. This can be done by
testing similar content pieces in
parallel, commonly referred to as A/B
Testing, then compare how each
performed. These reported results will
allow you to measure and improve the
effectiveness of your content.

Revenue is a key metric used to
measure the financial performance of
any business. Typical metrics include
total revenue, revenue by region or
market, new versus existing business or
year over year growth. Generally less
reported on are the performance
based metrics and activities that
analyze the key indicators that can
show your team is headed in the right
direction, or can help uncover
underlying issues that are preventing
success.
 

One performance measure is quota
attainment. The rate at which your
team is meeting quota, or not. This can
be a telling trend that points to the
effectiveness of your goal setting
strategy. If less than 60% of you team is
hitting quota, maybe your expectation
is unrealistic, if over 90% they might be
coasting on low hanging fruit. Other
areas to consider are tied to how you
track your sales funnel. Look for steep
drop offs in between each stage that
could indicate that members of your
team are not qualifying enough,
perhaps giving ineffective presentation
or simply doing poor negotiation to
optimize opportunity value.

Opportunity Impact Reporting
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Looking to evaluate your current reporting strategy?
Let us help walk you through step by step to define the upfront measurables, the metrics to track and

the reports that will allow you to increase performance awareness.

Whether you are looking to build your reporting strategy from the ground up, or
refining your existing structure to provide key insights into how your business is

performing, remember it is important to keep in mind that each stage of your process
will have unique requirements, inputs and indicators. Combined with an effective use

of leading and lagging indicators, you can build a successful roadmap to help monitor
the success of your business.
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Kallan Sales Development works with manufacturing organizations to help them
develop effective sales strategies that create sustainable pipeline processes and

enablement solution that promote business growth and customer success. 
 

Follow us or subscribe to learn more as we discuss this topic.
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