
The 5 Pitfalls of 
Sales Reporting

(and the easiest ways to avoid them)
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It’s that time again—your quarterly reports are due, and the board is 

expecting to be impressed. Sure, you closed a lot of deals and the com-

pany can still make payroll with ease. The numbers do all the talking for 

you, so reporting this quarter’s numbers should be a cinch. Right?

The truth is that numbers do talk, but it’s not always the story we think 

they’re telling. Even after you factor in gross numbers versus net, per 

diems and travel, it’s still easy to make reporting mistakes that can hurt 

your business.

Don’t worry—we’ve got you covered with 5 pitfalls to avoid. 
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1. The “Questionable Integrity” Pitfall
It’s not your personal integrity that’s on the line, 

rather the integrity of your data. If your sales 

information is inaccurate, incomplete, or out of 

date—in other words, lacking integrity—then you 

risk making bad decisions based on bad data.

Here’s how it happens: 

Inaccurate Data 
You get your sales data from several sales representatives 

using several systems like Salesforce, InsideSales or 

your own Excel spreadsheets. That data gets exported, 

potentially massaged, then sent along to you. With so 

many moving parts (and fuzzy math from sales reps who 

have been out of college for too long), you’re looking at 

numbers that don’t represent your company’s reality.

Incomplete Data
Carrying your data in varied silos (again, CRM, 

spreadsheets et al) gives you problems in compiling 

the information when it comes time for Q3 division 

adjustments. If a data source is missing, then you’re 

not looking at the big picture and you can’t make a fully 

informed decision.

Out of Date
Much like your grandmother’s fruitcake, your sales data 

could have gone stale between the time it was generated 

and the time it was reported. Is this data from yesterday, 

last week, or (heaven forbid) last month? You can’t make 

accurate decisions based on obsolete information.

2. The “TMI” Pitfall
Not to be confused with that time you admitted to 

what happened on Spring Break of ’94, the “TMI” (or 

“too much information”) pitfall is when you bog your 

sales personnel down with extraneous information. 

If you’ve ever asked yourself, “How does this report 

with 50 columns of data provide clear insight on the 

3 decisions I need to make?”—then you know what 

we’re talking about. Data gathering is incredibly 

frustrating to the guys who are bringing business 

through your doors, and it dramatically slows your 

production.

If you need a machete and a Sherpa to make it 

through your reports, you’ve definitely hit this pitfall. 

3. The “Rearview Mirror” Pitfall
You need to stay informed on what’s about to 

happen more than you need to know what has 

already happened. The pitfall of always reporting 

where you have been does not help you 

anticipate where you are heading right now. 

It’s easy to fall into this trap, because it’s easier 

to collect yesterday’s data than it is to anticipate 

tomorrow’s results. But if it’s possible to get 

an accurate weather forecast anywhere in the 

world, why should it be so hard to see what deals 

are expected to close by end of business hours 

today? Future-focused sales reporting requires 

making educated guesses with as many relevant 

data points as you can collect. So knowing 

yesterday’s information is important, but using it 

to make tomorrow’s course corrections is crucial.

4. The “Bottleneck” Pitfall
This pitfall occurs when sales data is collected 

but not delivered to the right people. This 

data vacuum requires sales personnel to rely 

entirely on instinct, inevitably resulting in missed 
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opportunities and potential embarrassment. And 

though your instincts are probably pretty good, 

nobody beats your instincts when they’re backed 

with data.  

The “Bottleneck” pitfall often happens when 

your reporting process doesn’t have an effective 

delivery method—like a dashboard, for example. 

Without the right reporting process, you might as 

well arm your team with Magic 8 balls. 

5.  The “Less Is More” Pitfall
Contrary to popular belief, quarterly reporting 

is not always enough. Quarterly reports tell you 

where you have landed, but not where you have 

been—for better or for worse. 

Getting regular updates, even weekly or daily, 

gives you an accurate portrayal of the goings on in 

your market. If one of your sales representatives 

has tapped a new strength, weakness, opportunity 

or threat, you need the means to disseminate that 

information immediately, rather than backtrack to 

figure out what happened months ago.

How to Stay in the Clear
If any of these pitfalls sound familiar, it may be 

time to give Domo a call. Domo gives you a leg 

up in the market by bringing all your sales data—

pipeline, forecasts, close rates and more—into a 

single, dynamic sales dashboard. Give us a few 

minutes at www.domo.com or 1-800-899-1000 

and we’ll give you a free, private consultation.


