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Define & Anchor on Core
Success Metrics

¢ Primary: Revenue vs. Plan, Gross Margin,
Renewal Rates

e Leading: Pipeline coverage (>3x), Stage
conversion %, Deal cycle, Forecast accuracy

e Team Health: Rep attainment spread, turnover,
ramp times

e Cadence: Monthly results review, quarterly
leading indicator deep-dive
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Structured Debriefs
(Even When Winning)

e Win Reviews: |dentify repeatable success factors
¢ Plan Surplus Reviews: Redeploy resources
strategically

e Pipeline Surges: Identify leading behaviors

e Cadence: Monthly win reviews, quarterly sharing

sessions
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