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role-based dashboards

deliver relevant buyer insights to
every member in your organization

With TruVoice, you're receiving continuous insights about your product, positioning, sales execution, and other criteria

that influence buying decisions.

But turning these insights into meaningful actions that drive revenue growth can only be done when the right

insights are shared with the right stakeholders.

Socializing your insights so they're useful and actionable can be challenging, but with role-based dashboards in
TruVoice, you can automatically deliver the most relevant insights to every member of your organization.

impact every role
with buyer insights

Every team in your organization plays a vital part in
driving revenue growth, but to be effective, they need
relevant insights into how buyers make decisions to
execute the right processes, strategies, and behaviors
that drive growth.

With role-based dashboards in TruVoice, you'll provide
every member of your team with the precise insights
they need to personally grow revenue.
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HOW IT WORKS

tailored insights for your stakeholders

With role-based dashboards, every user will see a tailored insight experience based on their assigned role in
TruVoice.

Upon log in, your users will see a custom dashboard, built to show the most applicable insights for their role.
Users can further customize their dashboard views to configure their experience and immediately see the data
they want to see.

Build and customize as many “dashlets” within your dashboard as you’d like to see overall performance,
segmented insights, competitor comparisons, or any other data set within TruVoice.

Socialize useful buyer insights with everyone in your organization.
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See Reasons

Impact Drivers

Reasons cited by buyers for selecting you, or not selecting you.

Reasens You Win % - % Reasons You Lose % - $
Value Perception 100%  $265.1k Value Perception 100%  $265.1k
Data Collected 93%  $185.6k 93%  $185.6k
Responsiveness 85%  $125.2k Responsiveness 85%  $125.2k
Quality of Data Collection 85%  $125.2k Quality of Data Collection 85%  $125.2k
Methods long tithe Methods leng tithe
Quality of Data Collection 85% 51252k Quality of Data Callection 85%  $125.2k
Methods long title Methods long title

Baosed on 100 Wins worth $54.6m Based on 100 Losses worth $54.6m

View All Impact Drivers
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buyer conhdence in their ability to select the solution® and was the primary reasan
they beat out the competition.

) Copv Taxt  + Reaensnate + Shorte g 36
I} Copy Text + Regenerate % Shorter «* Longer

How often are customers mentioning data security as o reason for a loss?
Data security is the 7th most cited reason for a loss. mentioned in 43% of losses (32%
as a major reason, and 11% as a minor reason), accounting for $12.1m?,
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ready to get started?
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