
Best Practices for

Data Collection



Keep a clean Source list – End your old Sources, no Duplicate Names 

The importance of tracking Marketing Costs – ROI Reporting 

Use only Supported Result Values – the consequence of changing Result values

Appointment Resulting – Result ALL Appointments for accurate Close % 

Report “count” metrics – what is “Issued” “Demoed” and “Net” 

Disregard in Statistics – do you have a true 2-step close process?

Final all Sales to ensure a Marketing Opportunity opens for the future 

Agenda
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DATA COLLECTION BEST PRACTICES

Keep your Source list clean

Prevent your Lead Entry team from 
attributing leads to the wrong Sources 

Change the Source Name (even if it has an End date) to prevent eLeads from 
being attributed to the wrong Source.

No Duplicate Names!



Enter your Marketing Costs 

At minimum enter 
your Annual costs! 
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Calculate Cost per Lead, Cost per Demo and Return on Investment 



Appointment Result Values cannot be Edited
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No Custom Result Values are supported

RESULT VALUES
Sold
Demoed, Not Sold
Follow-up
Not Demoed
One Leg
No Show
Not Run
Not Covered
Not Confirmed
Canceled



Appointment Resulting Flow
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Using unsupported Results = No Marketing Opportunity



Appointment Results and Count metrics
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RESULT VALUE DEFINITIONS 
Sold The prospect bought your product and/or signed a contract.  This will create a Sale in the system.

Demoed, Not Sold The sales pitch was completed (a quote was left with the prospect) but the deal was not closed (no signed contract).

Follow-up The product was demoed (or partially demoed) but a follow-up action is needed to close the deal, such as a new price quote or a modified design.

Not Demoed The product demo was not given.  This could be due to the prospect not being properly qualified, the appointment being interrupted, etc.

One Leg Only one decision maker was present during the appointment and both are required.

No Show The prospect was not present for the demonstration.

Not Run The sales rep did not make it to the appointment.

Not Covered The appointment was not run due to an issue with your company.  For example, the sales rep got caught in traffic and could not make the appointment, or he/she was double-booked.

Not Confirmed The appointment was not confirmed by your company and therefore was not run.  This is contingent on your company's specific confirmation practices.

Canceled The appointment was requested to be canceled by the prospect.

Issue = all supported results 
except: Not Covered, Not 
Confirmed, Canceled
Demo = Sold, Demoed Not 
Sold, Follow-up
Net = the Sale has a Net On 
date and is not Canceled



Deactivate Appointment Result Values you do not use 
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Click ‘Deactivate’ next to the Value 

REDUCE RESULTS 
Sold
Demoed, Not Sold
No Show
Not Run
Canceled

Reduce confusion for 
your Sales team! 



Use ‘Result Details’ to tell the full story
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CUSTOM VALUES 
SUPPORTED! 

Examples
• Consolidate One Leg under Demoed, Not Sold
• Consolidate No Show under Canceled



Appointment count fields require Resulting 

Issue = Sold, Demoed Not Sold, Follow-up, Not 
Demoed, One Leg, No Show and Not Run
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No Result = No Report metrics

Close % = Sold / Issue
If your Close % is based on Issue, 
Resulting every Appointment is critical.



Disregard in Statistics – the correct use 
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Disregard = No Report metrics

Follow-up Result = True 2-step Close process

Your Rep is unable to give the Prospect a price, 
and the Prospect does not have an opportunity 
to decline a proposal on their first Appointment.

See also: Understanding Disregard in Statistics  

1. Sales Rep ran the 

Appointment and gave 

a Demo

2. Sales Rep leaves and 

creates a Proposal in 

order to present the 

Prospect with a price.  

3. Sales Rep returns for a 

second Appointment 

with a complete 

Quote, ready to close 

the deal!

https://support.improveit360.com/hc/en-us/articles/4402488631575-Understanding-Disregard-in-Statistics


Disregard in Statistics 
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Be cautious, do not over-use

Close % = Sold / Issue
Be sure not to Disregard any 
Results other than Follow-up

See also: One Click Contractor 
considerations

https://support.improveit360.com/hc/en-us/articles/4402512039703-Troubleshooting-One-Click-Contractor-Integration
https://support.improveit360.com/hc/en-us/articles/4402512039703-Troubleshooting-One-Click-Contractor-Integration


Prospects without an open 
Marketing Opportunity will not 
be pulled into the Call Queue

• Prospect has been Flagged, or 
given a Not Qualified Reason

• Prospect has an open 
Appointment 

• Prospect has an open Sale

Why wouldn’t a Prospect ever come into the Queue?

To ensure you are calling the customer again:

✓Result all Past Appointments

✓Give Sales a Final On date
when the job is finished 
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CONTACT US

How to reach us? 

1. Admins – Use the Help Bot within your 
system: Click Get in Touch

2. Open a Ticket at: 
https://support.improveit360.com/

3. Or Email Us: support@improveit360.com

Support Office Hours: 
Monday – Friday, 9am-5:30pm Eastern time  

https://support.improveit360.com/
mailto:support@improveit360.com
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