
	No.
	INDICATORS/CATEGORIES
	RESULTS/STATISTICS

	1
	Total new leads (during the period)
	- Example: 100 new leads.
- Distribution by source.

	2
	Total pending leads (not fully processed)
	- Number of leads not contacted / not closed: 20.
- Comparison with the previous period: Increase or decrease?

	3
	Conversion rate
	- CR = (Number of closed leads / Total leads) * 100%.
- Example: Closed 25/100 leads => 25%.

	4
	Most effective channel
	- Comparison of CR, costs, sales:
· Website: CR - 20%
· Ads: CR - 30%
- Suggestions: Increase Ads budget due to high CR.

	5
	Reasons for non-conversion
	- Too expensive: 30% / Postponed: 25%.
- Solution: Consider adjusting prices, etc.

	6
	Sales evaluation/Suggestions
	- Summary of difficulties and advantages
- Recommendation: Change sales script, etc.

	7
	Plan for the next week/Month
	- Lead goal::...................................................
- Focus channel:................................................




