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Provide Better Visibility Across the Business

REPORTING
Dashboards Marketing Analytics Sales Trends Customer Profiles

® Create real-time reports and dashboards
on any CRM metric

@® Monitor the effectiveness of marketing
programs, sales opportunities, and support
cases

® Share/restrict access to reports and
dashboards across teams
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SugarCRM Reporting
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Dashboards

® Users can create any number of custom dashboards based on

any variable wit
® Dashboards dis

® Charts can be s
company

nin Sugar
nlay real-time information
nared across individuals, teams, or the entire
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Marketing Analytics

® Understand the ROI of
marketing programs

® Track which channel is
most/least profitable

® Replicate successful
campaigns in a few simple
steps
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Sales Trend Analysis

® Present user-specific information about opportunities
® Consolidate sales data for executives

® Customize charts and reports based on key metrics
@® Drill down on charts to understand performance
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Case Reporting

® Monitor the effectiveness of case responses
@ |dentify and prioritize customer problems
® Measure how issues are resolved across individuals and teams
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Customer Profiles
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