





by SERCANTE

Learn. Network. Grow.

MParDreamin’ 2022



Special Thanks To Our Sponsors

Title

SERﬁA NTE salesforce

Platinum
D-SELECT Htensul < tray.io
Gold
[@ FormAssembly  (@)LeanData  sTack MaixiE  THE SPOT
Silver

” MarketingOps D Goldcast ‘E‘oﬂ:{]gﬁlaﬁgg . E\EJ'ﬁ » F I’ O NT A



Intuition is Key (JK)



The whole point of having data
systems is reporting




The Salesforce Reporting Journey (VIR e
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Account Engagement



Target Audience: Marketers
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Strengths and Challenges

Strengths: Things to look out for:

Great at a glance asset Limited ability to customize
performance Detail data must be exported to
Can use dynamic lists for quick other systems for further analysis
view of audiences Cannot track the full journey
Tracks Campaign activity and from Visitor to prospect

related metrics

View General performance of

your marketing assets




Salesforce Reporting



Target Audience: Sales Manager and Operational Personnel
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Strengths and Challenges

Strengths: Things to look out for:

Lots of standard report types for Dashboards must have “like” filters
common data needs and are limited to 3

Ability to create dashboards with No ability to “union” objects

many different operational views together

Can do history tracking to see Objects must be connected via
trends and comparisons lookup relationships to create a join
Connections between objects are Can't create custom “rules” easily
created for you to manage data

Can create custom report types Limited Drill Through

Can get detailed information and Need some creativity for special
graphs needs




Analytics CRM



Target Audience: Strategic Personnel, C-Suite
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Strengths and Challenges

Strengths: Challenges:

Apps available for common reporting needs :
(Sales, B2BMA eto) Need to validate data carefully for

Can create custom dataset from any CRM custom Qata sets
object Some skills needed for advanced

Can create rules to report on special business features and creation

rules Built in apps may not match business
Predictive Analytics can be built into datasets use case or be missing filters

More filters and the ability to bind “unlike Licensing Cost($$)

datasets o .

Advanced bindings and formulas Limited detail data from Pardot
Custom widgets and Dashboards

Ability to flatten data together and create the

visitor to opportunity funnel

Multiple Business unit reporting




questions please reach out to us vi
below. We hope you enjoy the re:
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