Your Pipedrive reporting guide

Pipedrive - Built with Datapipe

Start with the overview. Then review deals won and lost, and finish with the open pipeline.

Explore the report

01 Overview
Won amount, win rate and the open pipeline by stage.

02 Won & lost
Deals won and lost by week and pipeline, with deal details.

03 Open pipeline
Open deals by stage, weighted amount and past-due deals.

Read the numbers correctly

Use your own data

1 Add Pipedrive as a data source in Datapipe.

Choose your project and connect your Pipedrive account.

2 Create this dashboard.
Authorize Google Sheets separately when prompted.

< Save your private Data Studio copy.
Datapipe refreshes the same workbook.

Waon deals use their won time and lost deals their lost time, in UTC. Amounts stay in each deal's cumency.

Win rate is won deals divided by won and lost deals in the selected dates.

Open pipeline is your current pipeline when the data was read. Weighted amount uses the deal's probability, or its stage probability.

Sample data



Sales overview
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Won amount and win rate use deals closed in the selected dates (UTC). Open pipeline is your current pipeling; weighted amount uses the deal or stage probability.



Won and lost deals
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Currency: UsSD (1 -
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Closed deal details

Deal Pipeline

1. Kinross Dental — Brand refresh Sales pipeline

2. Zenith Coworking — Analytics Sales pipeline
setup

3. Bramble Analytics — Paid media  Sales pipeline
management

4. Hartwell Schools — SEC retainer  Sales pipeline

a. Wexford Insurance — SEQ Sales pipeline
retainer

G. Inkwell Publishing — Referral Partnerships
parinership

7. Bramble Analytics — Paid media  Sales pipeline
management

8. Foxglove Legal — Brand refresh  Sales pipeline

9. Pemberton Hotels — Brand Sales pipeline
refresh

10. Inkwell Publishing — Website Sales pipeline
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Deals closed in the selected dates (UTC), won or lost. Days to close runs from the deal's create date to its won or lost time. Amounts stay in each deal's currency.



Open pipeline
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Currency: USD
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70

Open deals by stage
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Deal

Everly Qutdoor —
Referral partnership

Thornbury Wines —
Referral partnership

Ashgrove Studio —
Referral partnership

Jasper Fitness —
Analytics setup

Foxglove Legal —
Brand refresh

Meridian Solar — SEO
retainer

Pemberton Hotels —
Brand refresh

Zenith Coworking —
Analytics setup

Inkwell Publishing —
Website redesign

Greyline Logistics —
Paid media
management
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Your current open pipeline when the data was read. Weighted amount is the amount times the stage probability, or the deal's own where the pipeline allows it. Past due means the
expected close date has passed.



