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“By 2026, 65% of B2B sales organizations will 

transition from intuition-based to data-driven 

decision making….” 
Gartner (2024)

Sources: 

Huguley, T & Rietber, S. (2024, February 22). 5 CSO Actions to Maximize Sales Analytics Impact. Gartner ID G00807308

Microsoft Stock Images  
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“By 2027, B2B organizations that 

unite key performance 

indicators and analytics 
to align the execution of 

commercial functions

will improve customer 

retention and growth 

by 50%.”
Gartner (2024)

Sources: 

Huguley, T & Rietber, S. (2024, February 22). 5 CSO Actions to Maximize Sales Analytics Impact. Gartner ID G00807308

Microsoft Stock Images  
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“Commercial organizations are awash 

in data, but they can easily lose sight 

of the right questions to ask and the 

best ways to act on the answers…

Sources: 

Torres, A. (2023, February 6). Use Gartner’s Sales Analytics Framework to Deliver Insights that Improve Sales Results. Gartner ID G00781455

Microsoft Stock Images   

…Ironically, the net result of this flood 

of information is a drought of insight.”
Gartner (2023) (2023)
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In this session, we will explore how to better use 

data to drive revenue growth  

Develop Data Determine KPI Drive Results with CRM &SFA Dig Into Installed Base 

Slides 9 - 17 Slides 19 - 26 Slides 28 - 35 Slides 37 - 43
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Develop data 
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Where organizations want to 

be in analytics 

Where organizations typically 

are in analytics 

How mature is your organization’s data?

Sources: 

Microsoft Stock Images   
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Can you answer all of these questions for your 

business? 
Analytics Maturity Model 

Sources: 

Quinlan, P. & O’Sullivan, D. (2024, January 30). Improve Your Service Capabilities With an Analytics Maturity Model. Gartner ID G00800106 
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All analytics and insights 

start with data 

Sources: 

Microsoft Stock Images   

Key concept
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Descriptive Predictive Prescriptive

What happened? 

Why did it happen? 

What will happen? How can we make it happen?  

What should be done? 

The more mature your data, the more advanced 

analytics you can do
There are 3 widely accepted types of data / analytics 

Key concept

Least mature Most mature

Sources: 

Torres, A. (2023, February 6). Use Gartner’s Sales Analytics Framework to Deliver Insights That Improve Sales Results. Gartner ID G00781455
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Examples of insights by maturity level

Sources: 

Quinlan, P. & O’Sullivan, D. (2024, January 30). Improve Your Service Capabilities With an Analytics Maturity Model. Gartner ID G00800106 
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Can AI do this for me?

Short Answer: 

You still need good data 

And you need to know what questions 

you want to answer in advance

Sources: 

Microsoft Stock Images   
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How are we performing in a specific vertical market?

Sources: 

Internal CHVAC Sales Enablement & Data Analytics team dashboard
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What’s bad about the 

data in this 

Opportunity? 

Sources: 

Internal CHVAC Sales Enablement & Data Analytics Salesforce example
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5 things you can do to improve your data quality 

1 2

3 4

Nominate a data 

steward

Start small & 

simplify  

Standardize & 

document

Automate where 

possible 5 Reduce manual 

entry & free text

Sources: 

Torres, A. (2023, February 6). Use Gartner’s Sales Analytics Framework to Deliver Insights that Improve Sales Results. Gartner ID G00781455

Bedi, A. K. (2024, January 11). Maximize Sales Analytics with Data Governance, Quality, and Collaboration. Gartner ID G00803843
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Determine your key 

performance indicators
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Sources: 

Wikipedia

Microsoft Stock Images 
Key concept

Key Performance 

Indicators 

Type of performance 

measurement to evaluate 

the success of an 

organization on critical 

objectives
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Steps to effectively track KPI 

1. Define 2. Collect 3. Monitor 4. Analyze

Clearly define your 

key metrics

Create a plan to 

collect the data 

Regularly track 

performance 

Analyze results to 

make decisions

Key concept
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1. Define your key performance indicators (KPI) 

• What are your standard “run-the-business” 

metrics? 

• What are your organizational goals? 

• What are your major initiatives? 

• What are your critical success factors for 

achieving those goals? 

• Who do you need to get buy in and 

alignment?

Sources: 

Microsoft Stock Images 
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Example: Increase services revenue by 10% in 2025. 

Sources: 

Microsoft Stock Images 

How? 

• Increase revenue on service maintenance 

agreements by 10% in 2025. 

• Sell a service maintenance agreement on 

50% of installed equipment in 2025.

• On time renewal of maintenance agreements 

100% of the time.  
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Things to determine: 

• Where the data will 

come from

• Who is responsible for 

collecting data 

• Where the data will be 

recorded 

• How often data will be 

pulled 

2. Determine how you’ll collect your data 

Key concept
Sources: 

Internal CHVAC Sales Enablement & Data Analytics team dashboard
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3. Monitor performance with a scorecard

Sources: 

Internal CHVAC Sales Enablement & Data Analytics team dashboard
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4. Analyze performance to make decisions 

Determine when you’ll take corrective action 

based on performance against targets 

Track actions to take and results

Sources: 

Microsoft Stock Images 
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5 actions to take now for KPI 

1 2

3 4

Define your KPI 

and targets

Create a data 

collection plan

Create a scorecard 

and owner

Schedule regular 

cadence to review 5 Track corrective 

actions

Key concept
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Drive results with CRM 

and salesforce 

automation 
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• Enable customer intimacy  

• Pipeline & forecast metrics

• Sales productivity & effectiveness 

• Lead management 

• Better campaigns 

• Single view of customer

• Reporting 

Why do you need a CRM / SFA system? 

Sources: 

Microsoft Stock Images

Wood, G. (2023, June 26), Drive Powerful Sales Performance with Gartner’s Analytics Dashboard Framework. Gartner ID G00786010 Key concept
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It still all starts with data 

Sources: 

Microsoft Stock Images

Wood, G. (2023, June 26), Drive Powerful Sales Performance with Gartner’s Analytics Dashboard Framework. Gartner ID G00786010

“Customizing the sales analytics dashboards to deliver 

the exact business intelligence the sales teams need 

starts with deciding early the timing, strategy, and 

organization of data inputs.” 
Gartner (2023)
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Sources: 

Internal CHVAC Salesforce example 
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All key fields filled out

✓ Job name is descriptive

✓ Account Name correct

✓ Vertical Market filled out & accurate

Sources: 

Internal CHVAC Salesforce example 
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More accurate fields = more insights 

Sources: 

Internal CHVAC Salesforce example 
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Sales Velocity = (opportunity volume) * (average deal size) * (success rate) / (average cycle time) 

Standard sales metrics to track

Opportunity 

Volume / Pipeline 

Creation 

Average Deal 

Size 

Success Rate / 

Win Rate

Average Cycle 

Time

Number of deals with a 

close data in 1Q, 

measured at the 

beginning of 1Q

Average value of deals 

won in 1Q

Ratio of won deals in 

1Q to initial pipeline

Average time from 

opportunity creation or 

conversion to deal 

close among deals 

won in 1Q

Sources: 

Rietberg, S. (2024, September 20). Quick Answer: What Metric Should Be Featured in All Executive Sales Dashboards? Gartner ID G00742448

Rietberg, S. (2024, April 2). Determine What Really Drives Productivity with Comparative Seller Performance Metrics. Gartner ID G00778469

Compare sellers on these 4 metrics to identify top performers
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Use seller performance on metrics to improve

If top performers excel in this metric… Consider investing in these for the rest of the team

Opportunity Volume / Pipeline Creation 
• Third party prospecting data 

• Lead routing technology 

• Training on early stage qualification activities

• Opportunity qualification methodology redesign

• Channel program redesign & partner recruitment

Average Deal Size • Cross-sell / upset training and collateral

• Pricing exception policy, process and tools

• Territory planning 

Success Rate / Win Rate

• Sales methodology training and tools 

• Account planning process and tools 

• Proposal creation, negotiation, and objection handling

• Virtual selling tools 

• Digital sales rooms

Average Cycle Time
• Seller productivity tools 

• Digital sales rooms 

• Evaluate sales stage metrics 

Sources: 

Rietberg, S. (2024, April 2). Determine What Really Drives Productivity with Comparative Seller Performance Metrics. Gartner ID G00778469



35

5 steps for better CRM data & insights 

1 2

3 4

Nominate a 

steward

Standardize as 

much as possible

Clean and maintain
Reduce free text 

fields 5 Set clear 

expectations

Sources: 

Wood, G. (2023, June 26), Drive Powerful Sales Performance with Gartner’s Analytics Dashboard Framework. Gartner ID G00786010
Key concept
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Dig into your installed 

base
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Sources: 

Vivek, J. (2023, April 3). How Installed Base Selling Can Be a Safe Harbor in Stormy Seas. Forbes Business Council.

Microsoft stock images. 

“Assess the maturity of your 

installed base selling process, 

people, data, and tools… 

Regardless of maturity level, invest 

in a solid data foundation.”
Forbes (2023)
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Sell more to your existing customers

Types of Data 

• Customer account & contact information 

• Type of asset 

• Asset location 

• Age of asset 

• Service history / last service date

• Service contract information / status

• Service contract effective dates / expiration

• Number of assets at a site 

• …

Sources:

Microsoft stock images. 
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Example: Asset Linking Tool 

Sources: 

Internal CHVAC Salesforce example 
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Sales opportunities from installed base data 

• Assets on a site not under an agreement 

• Upcoming service agreement expiration 

• Upsell to higher tier service agreement 

• Assets installed but not on agreement 

• Break fix service completed

• Time for preventative maintenance 

• Warranty expirations 

• Open quote follow up

• Recent start up 

• Aged asset

• …

• Generate reports and send via email 

• Manually filter in a spreadsheet 

• Marketing campaigns 

• Outbound calling campaigns 

• Create tasks in CRM/SFA

• Use machine learning for complex models 

• …

Key concept

Potential Triggers  How to Action 
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Example: Prospector

Sources: 

Internal CHVAC Salesforce example 



42
Sources: 

Internal CHVAC Salesforce example 
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5 steps to uncover sales opportunities in your 

installed base

1 2

3 4

Determine what 

data you have

Clean up and 

enrich data 

Identify triggers that 

align to KPI

Identify targets for 

triggers 5 Develop action plan 

for targets

Key concept
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Recap
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Today, we explored how to better use data to drive 

revenue growth  

Develop Data Determine KPI Drive Results with CRM &SFA Dig Into Installed Base 

Slides 9 - 17 Slides 19 - 26 Slides 28 - 35 Slides 37 - 43
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Data is life

It’s also revenue

Sources:

Microsoft stock images. 



If you would like to receive PDH 

credit for this session, please be 

sure to provide your feedback in 

the applicable session survey.
(Also available via the event App!)

*Surveys close 6/4/25

Breakout Workshops

Thank you!
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Bonus: Don’t forget your 

leads
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Sample metrics for lead gen and management

Awareness
Create awareness of the Trane brand, systems, services, and 

expertise in sustainability solutions

Interest
Pique a potential customer’s interest in Trane’s products 

and services

Nurture
Actively nurture a specific contact with marketing 

campaigns

Sales Ready
Turn a contact into a marketing qualified 

lead (MQL) and hand to sales 

Example TacticsMarketing Stages Example KPI

Search

Webinars 

Trade Shows

Social Media

…

Email

Targeted Content

Classes 

Newsletters

…

Web Forms

Email Campaigns

Free Trials

Case Studies

…

MQL loaded into Salesforce

MQL dispositioned by Sales

…

Intention is to generate awareness

Intention is to be in consideration set

Intention is to generate leads

Intention is for sales to qualify

Social media impressions

Search rankings

Webinar attendance

New contacts collected

Emails open rate

Social media clicks 

Number of form submissions 

Email click rate 

Page views 

Content downloads or opens

# MQL generated 

$ Funnel added 

% MQL converted to Opps.

$ Bookings 

Sales Qualify
Turn a lead into a sales opportunity

Intention is to convert quickly 

Time to respond

$ Funnel added 

% Opps converted to wins

$ Bookings 

Inside sales disposition

SDR playbook 

…



This presentation is protected by U.S. and international copyright laws. Reproduction, distribution, display, and use of the presentation without written permission of Trane is prohibited. 

All trademarks referenced in this document are the trademarks of their respective owners. |  © 2025 Trane. All Rights Reserved. 
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