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Opportunity Risk from Age

Pipeline risk due to age is
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Improve operational efficiency and increase
revenue with Varicent Lead to Revenue.

Close those leaky funnels

Chances are, 40% or more of your leads aren’t being worked. With Varicent, you can take a
snapshot of your Salesforce data and find the inefficiencies in your revenue operations that
are resulting in missed opportunities. From there, you can create, assign, and monitor the
necessary seller actions to fix it. Thanks to snapshot-driven time durations, you will have a
new level of visibility into every lead-to revenue metric.

Key benefits and features

Varicent Lead to Revenue is the only Revenue Operations solution that enhances Salesforce
by surfacing actionable insights to drive deal volume, velocity, and value.

A er2ee @

$3500,000

3,000,000
$2500,000
52,000,000
$1,500,000
1,000,000

500,000

October 012020

p

—> October 312020 Al Funnel Stages - Showall lost pipeline.

o Get the pipeline you've been paying for:
R R Find and action the 40%+ leads you paid for into your

a

ssse s pipeline that aren’t being worked by anyone today.

$1.913,026 -$392,164
B v swes sdoter

652,186




Sales  Home leads v Contacts v  Opportunites v  Accounts v Tasks v Repors v  FunnelCake

Gain visibility into your full funnel:
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Motivate the right seller behavior:

Compare your sellers’ performance metrics, like
sales velocity, win rates, and pipeline coverage, to
appropriately allocate your resources and drive the

necessary behavior changes within your teams.
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Build trust in your pipeline:
Analyze your deal validity to understand the likelihood of each deal closing.

Revenue Intelligence: A smarter way to work

With our Opportunity Health Score in Varicent Lead to Revenue, you can focus your sales teams
on the actions that matter. Personalized based on your Salesforce data, the Opportunity Health
Score analyzes each opportunity at a specific point in time (based on deals you've historically
won and lost) and identifies how healthy or unhealthy each opportunity is.

Armed with this information, you can:
> Improve productivity: Get insights on which opportunities to prioritize.

> Motivate your sellers: See a change in the health (or probability of winning) opportunities
to confirm the effort sellers are making is paying off.

> Boost revenue: Spend time on actions that make the most impact - leading to more
winning deals.




Get started

With Varicent Lead to Revenue, you can improve pipeline health by providing
insights to your operations and leadership teams, creating coaching moments for
managers, and sharing reports to your sellers that turn data into action.

About Varicent™

Varicent is the leading provider of innovative Sales Performance Management software
focused on helping organizations Plan, Operate and Pay to drive sales performance and
growth. With a full suite of solutions to assist in smarter territory and quota planning,
efficient lead-to-revenue operations, and the fastest and most flexible way to pay sellers
accurately and on-time, Varicent is the trusted SPM solution for customers worldwide.
Varicent combines powerful SPM technology with its augmented intelligence-powered
platform to enable customers to quickly and easily see and address sales trends, problem
areas, and opportunities by predicting outcomes and prescribing actions to optimize
revenue.

For more information
To learn more about Varicent, visit www.Varicent.com
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