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Session Goal

In this session we will walk through quick reporting basics you can use to
empower marketing and sales teams to follow up with prospects and
measure performance at the same time.

PR T

We will cover:

e Reports
e Dashboards

e ListViews
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1. Salesforce Data & Relationships Basics

2. Reports & Dashboards 101

3. List Views
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4. Demos & Resources




Data and
Relationships



It’s the data model for me VR g

by SERCANTE

¥

A data model is a way that data is stored in a table or database, so that it is
logical and easy to understand.

[The ?SHTTVI:: gxlfjilcs’rheeT 1 [ Columns represent )
Fields
\ /
Country Salesperson Order Date OrderlD Units
United Kingdom Allan Webb 12/6/2016 10392 Cells represent a Specific 1
Canada Jason Randolph 4/28/2019 10487 Field on a Record
Rows represent d States  Cassie Goodman 6/1/2019 10582 1
Records n Daniela Morales 8/3/2019 10677
t¢od States  Cassie Goodman 10/15/2019 10772 10
United Kingdom Allan Webb 11/2/2019 10867 7
United States  Cassie Goodman 1/20/2020 10962 11
France Darius Trevino  3/10/2020 11057 12
Canada Jason Randolph 5/1/2020 11152 19




The Salesforce Data Model

( The entire Excel sheet W

IR Drenes

— is the Object = Lead

%0 Adam Blitzer

Title Company
Account Executive Kerluke Group

Phone (2) wv
432.422.0863x978

Open - Not Contacted

Lead Owner

Working - Contacted

&3 sara Hernandez

Name

Adam Blitzer

Compan

Kerluke Rows represent
Title Records = Adam
AEcH Blitzer

Lead Sou

Industry
Hospitality

+ Follow Send Engage Email Add to Nurture List New Case v
Email
ablizter@example.com
Closed - Not Converted Converted v Mark Status as Complete
Btioiie Cells represent a Specific
432.422.0863x978

Field (Email) on a

Columns represent
Fields = Email

Record =
ablitzer@example.com

139
Email
ablizter@example.com
Website
http://www.heaneyparisian.net/unde-tenetur-sapiente-neque-doloribus-laborum
Lead Status

Open - Not Contacted




The Salesforce Data Model

Campaign }

pardot
Lead

Account }
E Prospect

E Contact
Opportunity




Data and Relationships

You know what they say...
garbage in, garbage out.

We've got to keep it clean.

Or else...

I will find you...




Tips For Keeping Your House Clean

1

Align On What
Matters To
Leadership

Focus on
segmentation data
that you need and
how it will be used by
your team

Work with your team
to decide what data
they need in their
reports and how
regular does it need
to be updated

Decide On The
Minimum
Required
Information

If your processes for sales
and marketing require it
for all prospects, then you
need it, so make it
required

If you don't need it for a
core function don't ask for
it or use an alternative
way of collecting it like
progressive profiling or
enriching tool

3

Make It Easy For
Users &
Prospects

Ensure it is easy to input
data into your Account
Engagement forms and
into Salesforce

Use picklist when
possible and keep an eye
on miscellaneous values

Be consistent with the
way Prospect input their
data

Enforce
requirements

Use Javascript on your
forms to ensure you
collect the data needed
before submission

Create validation rules to
validate data upon entry
into Salesforce to prevent
saving of records without
the minimum information
required

iR
5

Ingest, Process
and Refine
Data
Consistently

Turn to external
services to append
missing data
(Clearbit/ZoomInfo)

Clean against a known
list using
ProspectUpdater

Leverage Engagement
Studios for regular
clean up & processing



by SERCANTE
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Tips For Keeping Your House Clean

by SERCANTE

1. Align On What Matters
e What segmentation data do you need and how will it be used?
e What data do you need in your reports and how regular does it need to be updated?

2. Decide what is the absolute minimum required information
e If your processes for sales and marketing require it for all prospects, then you need it, so
make it required.
e Ifyou don't need it for a core function don't ask for it or use an alternative way of
collecting it like progressive profiling or enriching tool.

3. Make it easy on Users and Prospects
e Ensureitis easy to input data into your forms; use picklist when possible.

4, Enforce requirements
e Create rule to validate data upon entry into Salesforce or use Javascript on your forms to
ensure you collect the data needed before submission.

5. Ingest, Process and Refine Data Consistently
e Turn to external enhancement services to append missing data (Clearbit, RingLead,
ZoomlInfo) or clean against a known list using ProspectUpdate by Sercante Labs



Reports &
Dashboards 101



Salesforce Reporting Glossary

by SERCANTE

e Report - A report returns a set of records that meets certain criteria,
and displays it in organized rows and columns. Report data can be
filtered, grouped, and displayed graphically as a chart

e Report Format - A report format decides how you want to use the
data to tell a story. Either aggregate data, compare different
variables, or compare multiple reports together.

e Report Type - A report type defines the set of records and fields
available to a report based on the relationships between a primary
object and its related objects. Reports display only records that meet
the criteria defined in the report type.

e Filters - Additional criteria applied to a report to limit and refine
results.

e Dashboard - A dashboard shows data from source reports as visual
components, which can be charts, gauges, tables, metrics, or
Visualforce pages.



Report Formats IR Drenes

Report
Format

Tabular

Summary

Matrix

Joined

Description

Tabular reports are the simplest and fastest way to look at data. Similar to a spreadsheet, they
consist simply of an ordered set of fields in columns, with each matching record listed in a row.
Tabular reports are best for creating lists of records or a list with a single grand total.

Summary reports are similar to tabular reports, but also allow users to group rows of data, view
subtotals, and create charts. Use this type for a report to show subtotals based on the value of
a particular field or when you want to create a hierarchical list, such as all opportunities for your
team, subtotaled by Stage and Owner.

Matrix reports are similar to summary reports but allow you to group and summarize data by
both rows and columns. Similar to a Pivot table. Use this type for comparing related totals,
especially if you have large amounts of data to summarize and you need to compare values in
several different fields, or you want to look at data by date and by product, person, or

geography.

Joined reports let you create multiple report blocks that provide different views of your data.
Each block acts like a “sub-report,” with its own fields, columns, sorting, and filtering. A joined
report can even contain data from different report types.



Report Formats

Tabular summary :
You are making a ou are comparing x

list of something and y to find some
sort of relationship

Matrix

You are comparing up
to 4 variables (2x2) to
find some sort of
relationship

MAR DREAM

Joined

You are comparing two
separate reports in
one view; data is not
dependent in each
other

PARDOT PEAK 7.1
CONVERSION CANYON 2.6

REVENUE RIVER 3.9



Report Examples

e New Leads Today

e User Adoption

Report: Leads n
P Y Edit | v
Unqualified Leads by Source Q ¢ !
H Record Count Lead Source
e (Campaign Performance -
Cold Call @
Marketing Event
. Social Media @
e Lead Conversion e
Other ®
Lead Source T |¥| | FirstName ¥ | LastName |¥| Title ¥ Company | Account ¥|  Email v| Street
-(22) Gabe Hotkins cTo Daugherty, Will and Keeling ghotkins@example.com 664 Estell Shores Apt. 349
e Account Performance
Hamid Basirat Sales Manager Leuschke-Ziemann hamidbasirat@example.com 6973 Casper Field
Shannon Laughlin Customer Service Representative Schmeler Inc slaughlin@example.com 7343 Dickens Junction Suite 064

e Top Accounts



Dashboard Examples

e [Executive Summary

e Campaign Performance
e Return on Investment
e Sales Performance

e Benchmark Tracking

AMin

by SERCANTE

E Dashboard
D i Gen Perfor

Refresh | Edit | Subscribe = ¥
As of Oct 28, 2022, 9:52 AM-Viewing as Sara Hernandez
New Leads by Source “ | Top 5 Lead Sources = ,‘ Top 5 Source for Unqualified Leads
Last 90 Days Al Time Al Time
Lead Source Record Count
Record Count
-9 100

Phone Inquiry @
Partner Referral @
Web ®

View Report (New Leads by Source)

View Report (Matrix Report)

Record Count
@
o 8
o

9

Social Media

E
@ Marketing Event
. B

; §
S 5 & = Cold Call

Website
Lead Source

View Report (Unqualified Leads by Source)

>




Planning For Reports



Why We Use Reports and Dashboards

3

We love making strategic decisions
based on facts/data and personal
experience > Emotions and hunches

We love seeing what is working (and
what isn't)

You can create customized views for
different people

It helps us visualize the data without
starting at tables in Excel

Plus they're pretty to look at (or they
can be)

v

YOU WANT ME TO HELP?



So...What Should We Report On?

These are the primary, must-have reports for all marketing teams.

e New Leads by Source
o |dentify where the leads are coming from and understand why

e Qualified/Unqualified Leads by Source
o Align with Sales and create feedback loops to understand your customer
and target personas to deliver the best Leads to your team

e Campaign Influence
o Understand what stage of the lifecycle a prospect engaged the most

e Engagement History for Marketing Assets
o View which assets are helping drive inbound traffic and what needs to be
discontinued or renewed



New Leads by Source

View new leads and which inbound Source is generating the most volume. Use the filter
Created Date is Last 30 Days (or more relevant time frame for your business). Group by

Source B
. Report: Leads
New Leads by Source
Total Records
1
Record Count
Lead Source T ¥ | FirstName ¥ LastName ¥ Title |¥ Company /Account v | Email v| Street ¥| Rating ¥ Lead Owner v,
-(1) Sam Smith " Gidgets & Gadgets Co. sam@ggco.com - - Sara Hernan dez
Subtotal
Total (1)




Unqualified Leads by Source

Let's add a layer to that last report. Sometimes Leads are marked unqualified by sales
after the handoff. Could there be a trend in a specific inbound Source?

Create a new Leads report. This time filter by Leads with Status ‘Unqualified’ and
created All Time.

‘= Outline

Y Filters @

Filters
Add filter...

Show Me
All leads

Create Date
All Time

Lead Status
equals Unqualified

v

Report: Leads
Unqualified Leads by Source

Total Records

103

Lead S First Nam Last Nam«

-(22) Gabe Hotkins
Cynthia Ani Boldy
Hamid Basiral t

cTo
coo

Sales Manager

v| Company | Account

Daugherty, Will and Keeling
Lynch-Bartoletti

Leuschke-Ziemann

v | Email

ghotkins@example.com
cboldy@example.com

hamidbasirat@example.com

QnYG‘Edi(v

ol

Lead Source

-0

Cold Call @
Marketing Event

Social Media @
Website

Other @

v| Street
664 Estell Shores Apt. 349
343 Macie Road

6973 Casper Field




Campaign Influence

Use campaign influence reporting to see where marketing is providing a helping hand
on the deal and where we are interacting with Leads

Dashboard

2 = - Refresh Edit Subsciibe | ¥
Campaign Influence Dashboard (Lightning) = =
Set of Campalgns with Influenced Opportunitles reports displaying varlous Informatlon on Influenced and closed won opportunitles.
As of Aug 3, 2020 1:44 PM-Viewing as Adam Erstelle
- Total Influenced Opportunities ® 1 Total Influenced Pipeline "
From opportunities created All Time From opportunities created All Time
L]
View Report (Opps Created by Campaign (First)) View Report (Opps Created by Campaign (Firs

All Influenced Pipeline by Campaign Type - First Touch Model All Influenced Pipeline by Campaign Type - Last Touch Model Al Influenced Pipeline by Campaign Type - Even Distribution ... *

From opportunities created All Time From opportunities created All Time From opportunities created All Time
Campaign Type Campaign Type Campaign Type
Sum of Revenue Share Sum of Revenue Share Sum of Revenue Share
Content @ Content @ Content @
Demo @ Demo @ Demo @
5216x s314k

$483x Email @ Email @ Email @
Event @ Event @ Event @
Othor @ Other @ Othor @
S Social Media @ s Social Media @ Social Media @
2.6m Training @ 2.6M Training @ Training @

Website Website Website

View Report (Opps Created by Campaign Type (First)) View Report (Opps Created by Campaign Type (Last)) View Report (Opps Created by Campaign Type (Even))




Engagement History Reports

If you haven’t enabled these already, there are a few steps we need to
take.

1. Login to your Salesforce instance

2. Navigate to Setup

3. Search for 'Report Types' in your Quick Find search bar

4. Click on 'New Custom Report Type' and fill in all required fields

These are the included reports:

Engagement Metrics on Campaigns
Engagement Metrics on Landing Pages
Engagement Metrics on List Emails
Engagement Metrics on Marketing Forms
Engagement Metrics on Marketing Links



Engagement History Reports

Use connected campaigns and Salesforce reporting to get Pardot asset data in
Salesforce. The most common request is Email send data.

-7 Report: Engagement Metrics on List Emails Q - c Edit
[l_‘_i New Report :

Total Records Average Unique Click Through R. Maximum Unique Opt Outs

299 15.80% 289

Name 7 ¥ | Unique Click Through Rate |v| Click To Open Ratio |v| Total Opens v Total Emails Delivered in Campaign v | Unique Email Clicks in Campaign | v

1 2.50% 5.00% 101 40 1
2 100.00% 100.00% 1 1 1
3 39.53% 75.56% 159 153,614 5,064
- 30.47% 70.91% 149 153,414 5,064
5 42.11% 72.73% 14 94,932 3,801
6 38.75% 79.49% 82 94,932 3,801
7 4091% 75.00% 24 73,359 1,965
8 . n 40.00% 72.73% 55 73,359 1,965
9 84.44% 100.00% 56 76 62
10 100.00% 100.00% 3 2 2
11 100.00% 100.00% 9 76 62
o ————————————————



https://www.google.com/url?sa=i&url=https%3A%2F%2Fwww.salesforceben.com%2Fthe-drip%2Fhow-to-build-a-pardot-email-campaign-overview-report-in-salesforce%2F&psig=AOvVaw2dnqsbhzrNx9_HreT-llnk&ust=1667062809707000&source=images&cd=vfe&ved=0CAwQjRxqFwoTCID67omzg_sCFQAAAAAdAAAAABAP
https://www.google.com/url?sa=i&url=https%3A%2F%2Fwww.salesforceben.com%2Fthe-drip%2Fhow-to-build-a-pardot-email-campaign-overview-report-in-salesforce%2F&psig=AOvVaw2dnqsbhzrNx9_HreT-llnk&ust=1667062809707000&source=images&cd=vfe&ved=0CAwQjRxqFwoTCID67omzg_sCFQAAAAAdAAAAABAP

Use Data To Cut Through The Noise

Your dashboards should tell a story. Ask yourself these questions before
you start building them out:

Who is audience for this report?

Should everyone in the organization be able to see this report?

What decisions will the person seeing this report want to make?

Are we comparing or summarizing a dataset?

s this report for long-term or short-term data reference?

How do would the target audience for this report want to slice the data?
Is there anything | can do to allow them to self-serve and reduce friction?
Are there reports already built that could be tweaked to support the
business needs?

Does this report answer the question being asked clearly?



Access Matters

If you as a User cannot interact with an Object in Sales Cloud or you don't have access to the folder

where the Report or Dashboard is hosted, you will not be able to see it or the data will be filtered off
and you won't get the whole story.

ﬂi
) v
B == COME ON. GIVEIME THE KEY.




Let’s Build



Dashboards!

Now that we have our foundation, let’s build a dashboard.

This dashboard will be for our executive leadership team. They love numbers,
and they don't have time for a deep dive on all the things. Only the
need-to-know for this group.

e Leads generated in the last 90 days
e Highest lead generation source

e Overall email, form, and landing page performance
e ROI



Executive Summary Dashboard

Q Dashboard Refresh Edit Subscribe v
Executive Summary
As of Oct 28, 2022, 10:08 AM-Viewing as Sara Hernandez
New Leads by Source £ | Top Lead Gen Sources £ 7 NetNew Demos - ROI &
Last 90 Days All Time Eampsion fiame
Sum of Opportunity Amount
Record Count Events Opt-in @
0 20 40 60 80 100 FY22 - AMER - NetN... @
Social Media Social Media @
Cold Call

Lead Source

Marketing Event

Website

View Report (New Leads by Source) View Report (Summary Report)

View Report (Campaign Influence - Net New Demos)




List Views for Sales



The Handoff

It's a tale as old as time. Marketing generates leads. Sales doesn’t follow up
with them and they stay in the Salesforce leads abyss.

Why?

Lack of awareness
Don't trust them

Aren't qualified

.ﬂ@q_é;ock




What is a List View?

0V 1R DRe

It's a customized view on any given object in Salesforce. You define the

criteria, Salesforce populates the list.

AMin

by SERCANTE

Leads
Recently Viewed v ¥

4 items| LIST VIEWS

All Open Leads

1 My Unread Leads
2 « Recently Viewed (Pinned list)
3

Recently Viewed Leads
Today's Leads
View - Custom 1

View - Custom 2

iq

3x978

98

487x605

Mo...

New Import Add to Campaign

2, Search this list...

Email v
ablizter@example.com
ablitzer@example.com
sam@ggco.com

justine.monahan@example.com

Change Status

B~ || B

Lead Status

Open - Not Contacted
Open - Not Contacted
Working - Contacted

Open - Not Contacted

v

Change Owner

¢l

v | Own...
SHern
SHern
SHern

SHern

v

v




An Actionable Report

by SERCANTE

Different from a report, our sales team can select which list they want to view
right from the object search layout screen.

From there, they can select records to edit, add to a list, add to a campaign,
delete, etc.

New Import Add to Campaign Change Status Change Owner v
2 items selected Search this list... B~ | E-|C| L] €Y
- Name 1T v | Company v | State/... v | Email v | Lead Status v | Created Date v | OwnerA... v | Unrea... v
1 v Daemon Targaryen Dragon Stone ' | ] 28/2022, 9:51 AM SHern v
2 v Daenerys Targaryen The Red Keep 28/2022, 9:49 AM SHern v
Update 2 selected items

3 Harry Potter Ministry of Magic 28/2022, 9:48 AM SHern v
4 Laenor Velaryon Driftmark Cancel 28/2022, 9:52 AM SHern v
5 Luna Lovegood Ministry of Magic Open - Not Contacted 10/28/2022, 9:48 AM SHern v
6 Rhaenyra Targaryen Dragon Stone Open - Not Contacted 10/28/2022, 9:51 AM SHern v

7 Sara Hernandez Sercante Open - Not Contacted 10/28/2022, 9:49 AM SHern v
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Key Takeaways

A i e

~No

Data is king! Keep it clean, and be realistic about what the report will show
Start small and grow with your team as priorities change

Use reports as a stand alone AND as the foundation for dashboards.
Dashboards should tell a story. Be concise and prescriptive about what
format type and components you choose to include.

Reporting and analytics are foundational to making strategic decisions
and impacting organizational change.

Access is key to earning trust in reports

Marketing, IT and Sales can work together to build trust in the data,
develop a process for feedback and overall improve reporting for the
organization
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Key Resources AR DReaws

Ligchtning Experience Reports & Dashboards Specialist Superbadge

How to Build a Pardot Email Campaign Overview Report in Salesforce

Pardot and Salesforce Marketing Reporting: A 101 Guide

Discrepancies between Salesforce Report and Pardot Dynamic List

How to Choose a Salesforce Marketing Reporting Tool

Salesforce Native Reporting: Get More From Your Data



https://trailhead.salesforce.com/content/learn/superbadges/superbadge-lex-rd
https://www.salesforceben.com/the-drip/how-to-build-a-pardot-email-campaign-overview-report-in-salesforce/
https://thespotforpardot.com/2021/11/11/pardot-and-salesforce-marketing-reporting-a-101-guide/
https://help.salesforce.com/s/articleView?id=000381823&type=1
https://thespotforpardot.com/2022/10/10/how-to-choose-a-salesforce-marketing-reporting-tool/
https://thespotforpardot.com/2022/09/16/salesforce-native-reporting-get-more-from-your-data/

Demo and Q&A



Sara Hernandez
sara@sercante.com

Marcos Duran
marcos@sercante.



