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Sample Company Dashboard
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TTM Net Income $K 
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 TTM Gross Profit % 
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Gross Profit % 
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 Sample People Scorecard 

August-15

v c

LEGEND: 
Black-Current Year 
Green-Forecast 
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Qualified Leads by Month 
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Closed Sales by Month 
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New Proposals by Month 
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Proposals expected to close next 30 days 
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Proposals expected to close next 60 days 

LEGEND:  
Black - Actuals  
Green - Quota 

Sample Sales & Marketing Scorecard 



Sample Service Department Scorecard

August-15
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