
CRM: Sales Performance Dashboard
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The Sales Performance Dashboard provides information to Managers, helping them determine the best possible sales opportunities 
to assist the salesperson in finding the ‘best’ deal. Managers should review the prior day’s customer visits daily with salespeople. 

Sales Performance Dashboard- Manager’s View

Assist the salesperson:

 Set and review appointments

 View ‘In Showroom’ customers

 View appointments

 View no-show appointments

 Review recent customer visits

 Coach, review, and inspect activities and find 
actionable customers

Figure 1: Sales Performance Dashboard Manager’s View Example
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Access Manager’s Dashboard:

Click ‘Dashboards’

Rollover ‘Sales’

Select ‘Sales Performance 
Dashboard (MGR view)

3

Select a Salesperson's 
name to open the 
dashboard details.
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Figure 3: Sales Performance DashboardFigure 2: CRM 

Sales Performance Dashboard- Manager’s View
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Press                     to view details from the 
previous day

The Sales Performance Dashboard allows Managers to review the Salesperson details for the current or prior day’s performance.

Figure 4: Sales Performance Dashboard – Salesperson details example

User Statistics

 Time logged in
 Task completed vs. 

task due (date)
 Appointments set
 Sold closing % (looking 

for 30%)

Recent Showroom Visits

 Displays customers that 
visited but did not 
purchase

 Flags track Manager’s 
activities

Manager Review Indicator

 Gray: No Manager review 
with the Salesperson on this 
date

 Green: Manager review with 
the Salesperson did occur 
on this date

Month to Date

Traffic Report: Ups vs. 
Solds and Closed

Review Salesperson
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Inbound/Outbound Calls

For Dealerships with 3rd party vendor inbound/outbound calls, Managers can listen to 
all calls made or received by the salesperson by selecting the          icon next to the call 
length value.

Figure 5: Sales Performance Dashboard – Salesperson details example

The         icon opens up a 
larger display of the data 
from a particular segment. 

Review Salesperson Continued

Emails sent by the salesperson can be reviewed 
by selecting the icon.
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The flags contained on the Opportunity Details Page correspond to ones displayed on the Sales Performance Dashboard.  The flags 
denote the current status of tasks, such as sent emails, notes, set appointments, and call logs to a customer.  

Opportunity Details Display

The flag statuses are as follows:

 Gray: No Manager on the deal (Figure 5)
 Red: No Manager action taken
 Yellow: Manager viewed opportunity- no 

call or appointment tasks completed
 Green: Manager task is complete

Figure 6: The gray flag indicates that no manager is listed on the deal
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Manager Activity Flags:

 Grey: No Manager on the deal

 Red: No Manager action taken

 Yellow: Manager viewed opportunity-
no call or appointment tasks 
completed

 Green: Manager task is complete
 Click-to-Call or phone call logged
 Sent email
 Scheduled appointment
 Confirmed appointment
 Added notes or comment

Figure 7: The flags on the Opportunity Details Page and Sales Performance Dashboard represent the same status

View Opportunity Details Flags:  Sales Performance Dashboard
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university@eleadcrm.com

Support:  (877) 859-0195


