Achieve Optimal Sales Performance

/A EQ\I;EEAGE by Measuring These Four Key Metrics

SalesLeverage RevOps Performance Analysis™

The first step towards optimization is understanding the current state of your revenue organization. After all,
you can'’t fix what you don’t understand or improve what you can’t measure. With the SaleLeverage RevOps
Performance Analysis, you can accurately assess the state of your organization using four key scoring indicators
critical to sales, technology, marketing, and revenue organization. This analysis provides measurable clarity and
empowers you to take actionable steps to boost performance.
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A sales process analysis that focuses on quality and A root indicator analysis that draws a clear line of
conversion, not merely speed or volume. This goes far measurable value between marketing effort and
beyond the typical lagging vanity metrics that sales teams spending to actual pipeline revenue.

report on week to week in their CRM.
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The aggregate measure of how all three efficiency ratios
affect the revenue organization from a performance and
profitability standpoint.

A way to effectively measure if the tech stack that you've
invested in is truly delivering the desired outcomes and also
identifies potential redundancy and overspending.

The SalesLeverage RevOps Performance Analysis offers a strategic roadmap to predict success and fine-tune
targeted areas through actionable insights. This proprietary method encourages ongoing optimization and
provides a definitive plan for maximizing revenue using measurable KPlIs.
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