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Recently, we published a Whitepaper on the Best Practices to Drive Salesforce Adoption 

– Part I.  It is a comprehensive report that elaborates on the key Salesforce adoption 

techniques and strategies. This Whitepaper is a continuation of the first part – a deep dive 

into the Best practices to Drive Salesforce Adoption - Post implementation.

 

Introduction

Imagine your organization has implemented Salesforce and you are excited to have made 

a perfect Salesforce solution for your team. You have imported all the data, customized 

the Salesforce instance and improved features pertaining to the stakeholder requirements. 

You have even customized the reports and created amazing dashboards. Full of confidence 

and keen on sharing your new expertise, you roll it out to your team and expect to hear that 

productivity has hit an all-time high, but you hear crickets instead.

So what went wrong?

It doesn’t matter how great your Salesforce solution is if your end users won’t use it. It 

does not suffice if you just provide your team with an awesome app, you need to support 

them throughout the entire journey and give them a strong reason to adopt it. You need 

to carefully map the rollout strategy as precisely as you planned the implementation. This 

Whitepaper gives you a broad overview of the top challenges in Salesforce Adoption and 

some of the best practices to drive Salesforce user adoption – Post implementation.

It doesn’t matter how amazing your Salesforce solution 
is if your end users won’t use it

https://www.demandblue.com/best-practices-to-drive-salesforce-adoption/
https://www.demandblue.com/best-practices-to-drive-salesforce-adoption/
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Top 7 Challenges in Salesforce User Adoption

Salesforce User adoption issues can easily disrupt a great Salesforce implementation. 

Decreased Salesforce adoption significantly affects the Salesforce ROI as well as indicates 

that the enterprise likely has issues outside Salesforce including data quality, sales, KPIs 

among the others. These concerns negatively impact an organization’s success in achieving 

their goals as well as cause the CRM implementations to fail drastically. Multiple factors 

need to be considered in identifying why users are not willing to adopt the new Salesforce 

instance. Below are the top Salesforce user adoption problems faced by the enterprises at 

scale.

Lack of 
Communication

7 CHALLENGES
IN SALESFORCE USER ADOPTION

Lack of support 
from executive

 
stakeholders

Resistance
 to change 

Not recognizing 
that Salesforce 
is continuously 
evolving

No Salesforce 
champion

Lack of Salesforce 
training

Poor Data 
Quality
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Lack of communication

Salesforce implementation is a continuous process that makes 

communication of the updates all the more critical. Ensure that you address 

these important questions by the end users.

Why did we implement Salesforce?1. 

How to use Salesforce?2. 

What do I get from it?3. 

What are our major Salesforce problems?4. 

What do the users need Salesforce to do?5. 

Be open to feedback from your end users. Prioritize their interests as they are the end 

users and the new implementation needs to work for them in order for them to adopt it. 

Meet with the users regularly in order to identify what is and isn’t working. Making the 

process complicated (say a user has to fill out around 20 fields before saving the record) 

will frustrate the user and decrease adoption. It is crucial that the users perceive Salesforce 

as an imperative tool they can’t live without.

Lack of support from executive stakeholders

The theory of leading by example is significant in eliminating Salesforce 

user adoption issues. Good Salesforce adoption is driven from the top 

down. Though the enterprise as a whole is eventually responsible for the success of the 

application, the executives play a vital role in following a culture that Salesforce is the 

one-stop application that they should be using all day. The top-level executives need to 

reference data in Salesforce and utilize Salesforce dashboards in meetings to show the 

importance of Salesforce.
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Resistance to change 

Salesforce makes sense only when people use it. However, 71% of Sales reps 

can’t stand the amount of data entry that is required of them according to a 

Hubspot report. Sales reps look at it as a tedious, frustrating and time-consuming process 

that is taking their time away from selling. It would be best if you accentuated the value of 

Salesforce for the sales reps. The Salesforce team should show the users that Data entry 

though may be a time-consuming process, will help them in the long run. Salesforce team 

should also look at options to automate data capture, prepopulate data wherever possible 

to reduce data entry and enable sales team complete their tasks in Salesforce sooner. 

Having the right data in Salesforce enables the Sales team to detect patterns, deliver better 

customer experiences, which would ultimately result in more sales. 

 

Not recognizing that Salesforce is  

continuously evolving

Salesforce admins need to keep the long-term Salesforce roadmap at the forefront of 

communication. Similar to  other technologies , change happens fast in Salesforce as well. 

Salesforce isn’t a tool that can be implemented and then left alone. The Sales function is 

dynamic and goes through lots of changes so does Salesforce which has 3 releases a year 

and adds lots of new features to meet the growing needs of Sales function. This means 

Salesforce needs to be continuously updated and leveraged to meet the growing needs of 

Sales team. The cross-functional team and the key stakeholders of your organization need 

to meet every quarterly to analyze how the present needs are being met and to forecast 

the future needs and the ways in which they need to be implemented.

No Salesforce champion

Your most potent weapon in overcoming Salesforce user adoption challenges 

is the employee who has great expertise with the technology. In most cases, 

this starts with the Salesforce admin. A proficient Salesforce administrator will go a long 

way in encouraging adoption across the enterprise. However, you need to also identify a 

supporter among the user community. For instance, a salesperson must be ready to get on 

board with the new tool and finish more advanced training. Once the others come to see 

how efficient the tool is in managing opportunities and driving sales, they will quickly see 

the value.
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Lack of Salesforce training

Enterprises large and small need Salesforce training for the reps and the 

admins in order to overcome the Salesforce adoption challenges. Though 

there are free tools available, your ideal choice would be to take advantage of the consultants 

in the AppExchange for support specific to your organization. It would be best you worked 

with your Salesforce employee to identify the right consultant based on your budget. 

Salesforce online classes are also a simple and effective way to train your user community. 

You can also join a local user group community to get in-depth insights and feedback from 

the other Salesforce users who have traversed the same path as you.

Poor Data Quality

When data is more accurate, users will understand that they can trust the 

data. You need to plan a strategy to maintain accurate and clean data and 

leverage the data cleansing tools. Ensure that proper data validations are  performed to 

make sure that the data in Salesforce is clean. This will eliminate the need for continuous data 

cleansing and improved data quality. The Salesforce Labs’ Data Quality Analysis Dashboards 

app can be used to identify the completeness of records and any possible issues in record 

data.

www.demandblue.com
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Ways to improve Salesforce Adoption  
Post-implementation

Post-implementation is when the actual User Adoption begins and hence is an 

important phase that can make or break the new Salesforce instance. Here we 

have consolidated some of the best strategies used by seasoned Salesforce 

professionals that drive maximum user adoption and rapid business growth 

Implementation

Make it User-friendly – Configure role specific page layouts for users to 

complete the tasks with minimal effort. Train the users to use the basic and 

most important functionalities and slowly move to advanced features.

Hire a Partner  – Salesforce experts have seen the resistance by end users to adopt new 

implementations and know how to overcome it and avoid it in the first place. Salesforce 

partners can train your user community and provide ongoing support as your organization 

grows and needs change.

Governance – Ensure you have governance strategies in place. Have a strategic plan for 

how the new implementation will be configured and how changes will be managed. You 

also need to see the picklists to drive standardization in data entry.

Integration  – Ensure you provide all the required information to your Sales team in 

Salesforce by integrating Salesforce with other systems. This will improve productivity and 

enable the Sales team to be efficient. They don’t have to login to different systems to get 

the data they need.

Automation – Wherever possible help the Sales team by automating data entry, 

prepopulating data fields. Syncing the email tools like Outlook and Gmail with Salesforce, 

can log all the email communications/events in Salesforce automatically thereby providing 

a complete activity history of an account. 
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Training

Well-planned Training sessions  – A well-organized training program 

during and post-implementation is critical. Salesforce releases new features 

every four months, and it is critical that the employees are up-to-date with 

the newest features. Salesforce trailhead is packed with useful resource and 

training modules on the latest Salesforce releases, which can be used to train the users. 

Check out for some of the Training modules on latest Salesforce releases here. 

Make Training Sessions Interesting – Avoid lengthy training sessions. Prioritize and 

split the training topics as much as possible and make the adoption process fun and 

engaging as well. You can create short videos to demonstrate and train employees on new 

functionalities.

Collaboration

Collaboration as a Culture  – It is essential that you build collaboration 

as a culture from the top down. You need to involve the key stakeholders 

and super users during implementation and post-implementation. Most 

importantly, make things easier for salespeople to do their jobs by using Salesforce than 

not using it.

Salesforce Chatter – Use Salesforce Chatter to communicate with your team. Salesforce 

Chatter provides interactive social media features like news feeds, posting and highly 

collaborative features like file and link sharing and bundles them into a community space. 

You can take advantage of Salesforce Chatter to announce top performers across the 

company Monthly/Quarterly/Yearly

Drive the culture – “If it’s not in Salesforce, it doesn’t exist” – Repeat this phrase 

multiple times during new employee orientation and the CRM implementation process. As 

a manager, if you find things are not being added to Salesforce, you should question “Why 

not?”

Get Feedback  – Finally and most importantly, it is highly essential that you consistently 

get feedback from your users from within the application

https://trailhead.salesforce.com/en/content/learn/trails/sf_release_prep
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Reports & Dashboards

Salesforce offers a powerful suite of Reports and Dashboards that helps 

salespeople and managers easily track the expected Vs actual sales 

revenue

Users 

 

There are different types of Salesforce users. Identify and segment the 

users, and handle each segment appropriately.

Committed  – They are Salesforce super users.

Explorer – These users are prepared to use Salesforce, but need additional training. 

Trailhead will be the right place for these users to start.

Withstander – These users do not want to move to new technology.

Rejecter – These users want to continue with existing business process & tools and do not 

need a change to their work.

Pay attention to each of these types of users and have a strategic approach to encourage 

them to adopt the new Salesforce instance. For example, you can give away rewards/

incentives to the high performers, which will motivate others.

Metrics 

Measure Metrics that Matter – Define metrics based on Company’s 

goals to evaluate your organization’s strengths and weaknesses, motivate 

your sales reps and enable your team to make every action count. 

Include Salesforce in KPIs – Revise employee KPIs to include Salesforce 

including Activities, Contacts created, Opportunities created & closed, win ratios, quality 

of data among the others. 
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Infographics  

How do you Measure Salesforce User Adoption?

USAGE DATA

QUALITY

BUSINESS

PERFORMANCE

Causes of Low Salesforce Adoption

Self

Implementations
No Metrics

Employees uneasy 
with new Tech

Lack of Single

Project Owner

Lack of

Training

Non-involvement

of Users
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Steps to Increase Salesforce User Adoption

Less is More 

Challenge your Organization to focus on a limited number 
of metrics by standardizing reports across departments to 
create continuity and consistency. Leverage folder and limit 
the amount of “Required Information”

Sit down with your End-users

Do not assume that your end users know what you know, 
even if it seems obvious to you. Remember, happy sellers 
are good sellers, so focus on their level of knowledge

Never Stop Learning and Improving

Keep current with Salesforce! With the abundance of 
resources available, this should be easy
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Conclusion

Leading brands ranging from SMBs to Fortune 100s have leveraged DemandBlue’s 

Salesforce expertise and have seen a drastic increase in their employees log in to Salesforce. 

They have placed Salesforce at the heart of their business and now incorporate the CRM 

into their critical business processes. DemandBlue develops a strategic approach from the 

end-user perspective in order to increase Salesforce User adoption for the clients and their 

stakeholders. DemandBlue works with you to build a comprehensive Salesforce roadmap 

that will increase user adoption and drive business growth.

To learn more about how to drive better user experiences and ROI using Salesforce,  

Talk to our team.

Also, you can give us a call at 949-259-2381 or email us at info@demandblue.com

https://www.demandblue.com/contact/
mailto://info@demandblue.com

