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[bookmark: _j1kmod8j5w9c]BI Solution HLD
[bookmark: _6wms2kfm489r]Overview
For some organizations, mostly global companies, the majority of the selling process takes place via phone calls\online meetings. In the last few years a few companies established for one purpose - to allow those organizations to analyze their selling calls with their prospects in order to find opportunities to improve their sale process. Among the available data we can find there some covariates that can massively influence on the chance to close a deal. Those can be identified as the amount of words that had been spoken during the call, the hierarchy level of the organizer of the call. Number of participants from the selling side (where you can assume on a technical\management\senior peer involvements when this amount is more than one), amount of participants from the prospect side, the number of times that the pricing topic was mentioned, etc. 
Once those covariants are founded, some take outs can be applied on the sale process and we can assume that it improve its outcome.
* In order for the take outs will be meaningful and most accurate it’s crucial that they will be based on a large enough data set (the bigger the better as long it’s not losing its relevancy). 

Goals
· Increase win rate by finding the major elements that most affect the probability to win a sale opportunity and implements take outs from the dashboard to improve the sales process during the call.  

[bookmark: _hm5mtl5lhkjo]Objectives
· Understand the current status of the sales performance in terms of win rate.
· Identify which covariate has significant impact on the probability to win a deal.

[bookmark: _jfyrkpew2ij5]
[bookmark: _9dbyqfyrted2]KPIs Architecture
	Objectives
	KPIs
	Measures
	Data Source

	Understand the current status of the sales performance in terms of win rate

	Win Rate
	Count(Opportunity ID w/ Status now = Won deal)/Count(Opportunity ID)
	Gong (Calls recording system) 

	
	# of leads
	Count(Opportunity ID)
	Gong

	
	# of unique calls
	Count(Call ID)
	Gong

	
	Calls per lead
	# of unique calls/# of leads
	Gong

	Identify which covariate has significant impact on the probability to win a deal
	Win rate per dimension
	Average(Win Rate) per dimension’s value
	Survey Results; Client; Account Manager



[bookmark: _f492blo9yy0l]Data Requirements
	#
	Source
	Table Name
	Table Details (Type, #Rows, Key field/s)

	1
	Gong
	Calls
	Transaction Table - Contains all calls’ details, Key = Call ID

	2
	SalesForce
	Organizer
	Dimension Table - Contains organizer’s details, Key = Organizer Email Address




Entities Relationship Diagram
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