
Salesforce Marketing & Operations Audit
Current State, Findings & Optimization Roadmap



Salesforce provides a stable foundation for The Client's lead intake and sales process. The core 
lifecycle is clearly understood by stakeholders, routing is functioning as intended, and attribution 
fields are largely in place. The recommendations in this audit prioritize operational efficiency, 
reporting accuracy, and scalability while minimizing disruption to existing business processes. 

The greatest opportunities are not around ‘fixingʼ broken processes, but around four principles

● Improve reporting accuracy before adding complexity
● Reduce manual effort wherever practical
● Consolidate automation into Salesforce where it creates long-term value
● Preserve existing business processes unless measurable improvements exist
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Audit Objective and Purpose



Audit & Assessment
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Stage Definitions in Salesforce
Operational - Needs Improvement
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Strengths Recommendations for Improvement

Stage Definitions in Salesforce
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Lifecycle Governance

Recommendations for Improvement
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Lifecycle Governance
Needs Improvement
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Attribution, Source, & Campaign Governance
Operational - Needs Improvement
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Lead Source Governance
Needs Improvement
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Current Lead Routing Workflow
Operational
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SDR Workflow Assessment

Elevate Dialpad data

Operational



Roadmap & Opportunities



1390 Day Roadmap Prioritization
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Cohesive Opportunity Log
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Additional Recommendations



Thank You


