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Client Challenge

A leading cybersecurity technology provider faced significant hurdles in achieving long-term,
scalable growth due to operational inefficiencies and a lack of actionable insights. The primary
challenges included:

Salesforce Data Integrity Issues: The sales team was not accurately tagging deals
to the correct product use case, making it impossible to get reliable product-level

L(({

metrics or granular SKU-level insights.

Fragmented Data and Limited Visibility: Product managers lacked access to key
metrics such as ARR, ACV, customer adoption, and product quality, limiting their
ability to identify growth opportunities and make informed decisions.
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Timing Constraints for Dashboard Deployment: Product managers lacked
visibility into performance metrics, making it difficult to focus on the right

accounts and align with upcoming compensation changes tied to revenue
growth.

Cross-Functional Misalignment: Siloed data reduced collaboration between
Sales, Marketing, Product, and Support teams, hampering growth initiatives.
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Z Slowed Decision-Making: The lack of reliable insights hindered swift, data-driven
decisions and limited the ability to identify and act on growth opportunities.



The Solution

To enable sustainable growth, | led the creation and implementation of a Product Health
Analytics Dashboard, focusing on actionable insights, cross-functional collaboration, and
scalable decision-making. Key actions included:
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Comprehensive Metric Development: Collaborated with leaders from Product,
Sales, Marketing, Finance, and Support to define essential metrics, including
financial performance, customer journey milestones, adoption rates, product
quality, and churn risks.

Improved Data Quality with a Strategic Approach:

e Integrated real-time data streams into Tableau to ensure accurate
performance metrics.

e Used pipeline data for early-stage insights while leveraging attached
customer quotes for later-stage deals, ensuring high-quality data without
burdening Account Executives.

Scalable Dashboard Design: Designed a user-friendly Tableau dashboard that
provided real-time insights and scalability for future data integration and
additional metrics.

Cross-Functional Collaboration: Conducted workshops and alignment sessions to
ensure all teams had access to a unified, real-time data source. This eliminated
competing views of the same data, fostering alignment and enabling more
effective decision-making.

Measurable Outcomes

The implementation of the Product Health Analytics Dashboard delivered tangible results that

positioned the organization for sustainable growth:

Improved Scalability: Established a framework for real-time product insights,
enabling teams to anticipate and act on growth opportunities.

Cross-Functional Alignment: Provided a centralized source of truth for financial
performance metrics, enhancing collaboration across Product, Marketing, and
Support teams while complementing Sales’ pipeline management in Salesforce.

Data Accuracy and Trust: Resolved data quality issues, boosting trust in the
insights used for strategic planning.



Growth-Driven Outcomes: Empowered product managers to uncover upsell and
cross-sell opportunities, driving measurable ARR increases and enhancing
customer engagement.

Why This Matters for You

This initiative highlights how creating a centralized, scalable analytics tool can drive sustainable
growth by:

e Aligning cross-functional teams around a shared understanding of product and
e customer health.

Q Enabling proactive, data-driven decisions that open new growth opportunities.

'F'/\""‘/' Building a foundation for long-term scalability and operational excellence.

This approach can be tailored to meet the unique needs of your organization, enabling

operational excellence and long-term growth.

Next Steps

>N Want to explore how a similar approach can unlock growth for your business?
NS
Contact me today for a personalized consultation.
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