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Overview of Client
& Project:

A digital marketing firm in the United
States faced several challenges,
oarticularly with the implementation
and optimization of Salesforce
Einstein features. These issues
iIncluded difficulties in effectively
utilizing automation tools and
maintaining robust data governance
oractices. Additionally, the team
struggled with integrating Einstein's
poredictive analytics into their existing
workflows, leading to inefficiencies in
decision-making processes. Ensuring
data quality and compliance with
regulatory standards also presented
ongoing concerns that needed to be
addressed.
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Key Challenges:

» Einstein Conversation Insights

» Sales Cadences » Flows

Solutions Provided:

To address these challenges, a series of targeted
solutions were implemented:

Einstein Conversation Insights:

® Set up Einstein Al to capture and analyze meetings,

poroviding the firm with valuable Iinsights into
conversation content and client engagement. This
step enabled the team to tailor their sales strategies
more effectively.

Einstein Activity Capture:

® |ntegrated Google events and contacts with

Salesforce, ensuring seamless data synchronization
between platforms. This improved event tracking and
contact management, leading to more efficient sales
operations.

Einstein Lead Scoring:

® Applied lead scoring based on sales rep performance

and engagement metrics. This enhancement helped
porioritize high-potential leads, facilitating a more
focused and efficient sales process.

Sales Cadences:

® Automated and optimized the sales process by

incorporating insights from the previous steps. This
streamlined workflow led to accelerated deal closures
and increased overall sales efficiency, contributing to
quicker deal wins

Flow Automation:

Developed and implemented flow automation to
streamline repetitive tasks and processes. This further
enhanced efficiency by reducing manual effort,
ensuring consistent follow-ups, and facilitating
real-time updates across Salesforce, thereby
boosting overall productivity.

» Einstein Activity Capture » Einstein Lead Scoring

Results:

Enhanced Client Interaction Insights :

® Through Einstein Conversation Insights, the
team gained valuable insights into client
interactions, leading to more informed sales
strategies and improved engagement.

Seamless Data Integration :

® The integration of Einstein Activity Capture
resulted in better event tracking and contact
management across platforms, leading to
more cohesive and efficient operations.

Improved Lead Prioritization :

® Einstein Lead Scoring increased lead
prioritization accuracy, enabling the sales
team to focus on high-potential leads and
Improve conversion rates.

Streamlined Sales Process :

® The implementation of Sales Cadences led to
faster deal closures and greater overall sales
efficiency, significantly boosting the
company's sales performance.
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