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Customer Sales By Class 
CU10.42c 
  

 
 
CU10.42c View  
 
Description: 
 
The report shows a monthly two year chart of revenue.  The data is broken out by department 
and can be filtered based on Inventory item, sales person, project (where applicable). 
 
 
 



       

  

Customer at Risk of Loss Report 
CU10.20 
 

 
 
CU10.20  View 
 
Description: 
 
The report shows customers that are at risk of being lost based on recent inactivity.  It displays 
customers with 0 or negative revenue in last 3 periods and revenue in last 12 periods in 
excess of $10,000. 
 
 



       

  

Multi Customer Top 10 Winners Rolling 3 
CU10.10 
 

 
 
CU10.10 View 
 
Description: 
 
The report Identifies repeat customers (those with activity in both the prior 3 months and 3 
month period before that) demonstrating the largest revenue % increase. Current month 
ranking and rolling 12 revenues included shows significance to total operations. Included in the 
report are only customers with sales in last 3 months that are above baseline of $10,000. 
 
 



       

  

New Business by Customer  
AR10.30 
  

 
 
AR10.30 View  
 
Description:  
 
The report displays current month new customer business. It identifies new customers as any 
customer with billing in current month, and a net of 0 billing in the 11 months prior. The 
information defaults to sorting in descending order by current month billed amount.  Previous 
months can be reviews by altering the period and year information. 
 
 
 



       

  

New Projects Stated in Last X Days  
PA10.22 
 

 
  
PA10.22 View 
 
Description: 
 
Identifies new projects started within the last X days based on project start date. Indicates new 
projects which are lagging based on days between start and first activity. Shows estimated 
project duration, actual duration and Estimate at Completion (EAC) Revenue. 
 
 



       

  

Potential Lost Business by Customer 
AR10.35 
 

 
  
AR10.35 View 
 
Description: 
 
The report displays customers at risk of lost business based on a rolling 6 period basis. It 
includes customers with no billing in the current and prior month, but have billings in the prior 4 
months.  The report adjusts the data based on the Period and Year that are specified. 
 
 
 



       

  

Revenue Prior YTD Variance % and Forecasting Graph 
CU10.40c 
 

 
 
CU10.40c View 
 
Description: 
 
The report analyzes cumulative YTD revenue performance relative to the prior year. Each bar 
represents that month's YTD revenue variance % over the same month YTD last year. The line 
represents current year monthly YTD revenue dollars. The report can highlight performance 
trends over time when attempting to forecast Year End Revenue results.    



       

  

Rising Stars, Falling Stars Rolling 3 Period Method 
CU10.25 
 

 
 
CU10.25 View 
 
Description: 
 
The report shows rising and falling star customers.  Customer ranking are based on customers 
whose rolling 12 month revenue was in top 50%. It then compares the last three months to 9 
months previous and indicates change in rank between last 3 months and 9 months prior.  
These customers may not be the biggest customers, but they have either increased or 
decreased the most of your customer base. 
 
 



       

  

Top 15 Revenue Clients 
SN10.12 
 

 
 
SN10.12 View 
 
Description: 
 
The report shows the top 15 customers by future contract billings. The information can be 
broken out by customer and customer class and can be filtered department and year. 
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