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10 CRM Dashboard Metrics Every Organization Should Track

While every organization uses CRM data differently, certain metrics consistently provide
valuable insight into performance and operational health. When included in a CRM
dashboard, these metrics help teams monitor activity, identify trends, and make better

decisions.

Based on Aspen94's CRM implementation experience and industry reporting best
practices, here are ten metrics commonly used in effective CRM dashboards.

The following metrics are not universal for every organization, but they provide a strong
starting point for building a clear and actionable CRM dashboard.

Metric

Pipeline or Opportunity
Value - shows the total
value of opportunities
currently in progress

Deal or Process Stage
Distribution - shows how
records or opportunities
are distributed across
different stages of a
process

Lead or Record Creation
Trends - Tracking how
many new records are

Why it matters

Helps teams understand
the potential value of
upcoming business and
monitor overall pipeline
health

highlights bottlenecks and
helps teams understand
where activity is
concentrated

helps teams understand
whether engagement and
outreach efforts are

Recommended
visualization

Bar chart or standard KPI

Funnel chart

Line chart
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created over time helps
organizations monitor
growth and activity levels

Conversion Rates - track
how records move from
one stage to the next—for
example, from lead to
opportunity

Activity Completion
Metrics - tracks activities
such as calls, meetings,
tasks, or follow-ups

Performance by Team or
Owner - Comparing activity
or outcomes by team
member or department
helps organizations
monitor performance
trends

Revenue or Value Trends -
Tracking revenue or
opportunity value over time
provides insight into
business growth and
forecasting

Target Progress - track
progress toward goals
such as revenue targets,
lead generation targets, or

increasing or decreasing

helps organizations
understand the
effectiveness of their
processes and identify
areas for improvement

provides visibility into
engagement levels and
team productivity

highlights strong
performance and identifies
areas where additional
support may be needed

helps leadership
understand whether
performance is trending
upward or downward

helps teams stay focused
on key objectives

Bar chart or standard KPI

Bar chart or standard KPI

Leaderboard or bar chart

Line chart

Target meter
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activity goals

Customer Engagement tracks email interaction, Bar chart or table chart
Metrics - Tracking meeting activity, support
interactions with cases, account activity

customers or prospects
helps organizations
understand engagement

levels

Data Quality Indicators - High-quality data improves Standard KPI or table chart
track data health metrics reporting accuracy and

(missing field values, decision-making

duplicate records, etc.)
CRM dashboards work best when they highlight a focused set of meaningful indicators
rather than displaying every available metric.

By selecting metrics that reflect organizational goals and structuring them in a clear
dashboard layout, teams can quickly identify trends and make informed decisions.

For organizations using Zoho CRM, these metrics can easily be incorporated into
dashboards using the platform'’s drag-and-drop reporting and visualization tools.
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