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Revenue Insights

What Is Revenue Insights?
Mperativ’s Revenue Insights uses the key tenets of data journalism to 
analyze time series data and bring to surface critical marketing stories and 
data narrativess. Using Revenue Supply Chain filters, Insights can be used to 
analyze granular aspects of your business ranging from industry segments, 
locations, products, campaigns and lead sources. Insights is very flexible and 
eliminates the need to spend days or weeks preparing for board meetings 
by massaging data in spreadsheets. The core data narratives included in 
Insights are Revenue Generated, Revenue Objectives, Pipeline Growth, 
Pipeline Coverage, Cost Per Milestone, Segmentation Analysis, Cohort 
Analysis, Key Metrics Cheat Sheet and Marketing Programs Budget. 

How did you come up with your visual  
design for Revenue Insights?
We were angry about weak UX design across CRM, marketing automation 
and business intelligence platforms, which has historically been a point of 
frustration for end-users. Mperativ emphasizes powerful visual design as a 
core company value. As part of our UX design process, Mperativ interviewed 
hundreds of stakeholders across marketing, sales, revenue operations, 
customer success, finance and venture capital (key stakeholders of the 
information in board meetings).
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Revenue Generated
Revenue Generated Insights allow you to view revenue generated by 
calendar year or fiscal year from won opportunities. In addition to showing 
the total revenue closed, the report also breaks down won opportunities by 
new logo deals and expansion deals. The report is quite powerful because 
it also supports the broad array of Mperativ filters to analyze specific 
segments of the business – industry, location, product, campaign, lead 
source, etc. Essentially, marketing has the ability to not only see where 
revenue originates from, but also the ability to rapidly click on any revenue 
metric and see the detailed opportunities behind it.

Figure 6: Revenue Generated Interactive Visualization



006

Revenue Insights

Revenue Objectives
Revenue Objectives allow you to track measurable revenue targets for your 
company to achieve in a given year. Revenue objectives are typically formal 
goals established by the executive team and approved by the board. The 
executive team is often partly compensated based on whether or not these 
objectives are achieved. Revenue Objectives track goals on a quarterly 
basis and allow you to easily visualize whether or not a goal has been 
met. If a Marketing Leader is being asked to contribute 30% of New Logo 
opportunities and 30% of expansion opportunities, it can now be tracked 
throughout the year.

Figure 7: Revenue Objectives Interactive Visualization
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Active Sales Pipeline Growth
Active Sales Pipeline Growth (ASPG) shows the sales pipeline added for a 
specified year (calendar year or fiscal year). It allows a user to see the total 
pipeline carried over from the previous year, pipeline added quarter over 
quarter and pipeline retired quarter over quarter. The user can also easily 
see total pipeline added for the year. ASPG enables a user to understand how 
rapidly they are building pipeline and to see pipeline growth momentum for 
new logo pipeline and expansion pipeline. This report also supports filters so 
you can analyze pipeline growth across specific segments of the business.

Figure 8: Pipeline Growth Interactive Visualization
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Active Sales Pipeline Coverage
Active Sales Pipeline Coverage Identifies pipeline coverage for a specified 
period of time and compares it to the new logo, expansion and total revenue 
objective for the same period in time. This chart can be run based on Annual 
Contract Value (ACV) or Total Contract Value (TCV). The pipeline coverage 
is calculated by dividing the pipeline coverage number by the revenue 
objective. For ex, If the pipeline coverage is $10M and ACV Objective is $3M 
then the pipeline coverage is 3.3x ($10M/$3M)

Figure 9: Pipeline Coverage Interactive Visualization

Revenue Insights
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Cost Per Milestone
Cost Per Milestone measures the level of marketing efficiency in relation 
to demand engine output. It assesses revenue supply chain momentum 
in relation to marketing expenditure. Essentially it allows us to measure 
revenue supply chain output in relation to every dollar spent on marketing 
during the same period in time. The goal of this report is to transform 
marketing metrics into a dollar driven language that the rest of the 
company understands and values. It also enables marketing to establish 
Cost Per Milestone baselines that they can use to drive efficiency 
improvements that better optimize The Revenue Supply Chain.

Figure 10: Cost Per Milestone Interactive Visualization
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Revenue Insights

Segmentation Analysis
Segmentation Analysis allows you to split your customers into different 
groups based on industry or location. This in return gives the ability to 
understand The Revenue Supply Chain by segment, create tailor-made and 
relevant advertisement campaigns, and optimize overall brand positioning. 
Segmentation analysis helps you better understand when to enter a segment, 
the velocity of a segment, and successfully position yourself against your 
competitors and understand trends so you can target your audience with 
the right marketing messages.

Figure 11: Segmentation Interactive Visualization
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Cohort Analysis
Cohort Analysis tracks customer groups based on the year they were 
acquired. A time-based cohort analysis is critical for understanding customer 
retention, expansion and churn. Ideally, revenue grows year-over-year and 
as the business matures average sales price goes up. In addition, Cohort 
Analysis uses Compound Annual Growth Rate (CAGR) to measure growth. 
By looking at a holistic view of customer growth over time, marketers can 
assess the health of any customer cohort and make strategic decisions 
around the larger marketing mix.

Figure 12: Cohort Analysis Interactive Visualization
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What is the Key Metrics Cheat Sheet?
Choosing the right metrics to monitor is critical for making key decisions 
to fuel growth. To properly evaluate your business, you need historical 
metrics to track the growth and identify trends. The Key Metrics Cheat 
Sheet provides quarterly snapshots of critical metrics to track growth and 
return on investment. You can filter the Key Metrics Cheat Sheet to look at 
specific segments of your business or look at your business in aggregate. 
It also allows you to arm finance with critical metrics for building financial 
models and forecasting growth.

Figure 13: Key Metrics Interactive Visualization

Revenue Insights
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What is Marketing Program Budget?
Most leaders track marketing budgets using spreadsheets or financial 
tracking applications that are siloed from operational data. Mperativ enables 
marketing leaders to track quarterly marketing spend to ensure you stay 
within your planned, annual budget. Mperativ tracks marketing budget 
and actuals on a quarterly basis. The budget is broken into two categories 
-- Demand Generation and Brand Generation. At the start of a year, the 
marketing leader enters the planned quarterly budget. At the end of each 
quarter, the marketing leader inputs the actuals to track whether they are 
over or under budget.  We do this at the high-level rather than item by item to 
ensure annual budgets are not exceeded. Most importantly, budget data is 
tracked over time, which allows us to measure marketing output of a year’s 
worth of revenue growth for every dollar spent on marketing.

Figure 14: Marketing Budget Interactive Visualization
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