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Introduction - Key Adoption Strategies 

Salesforce is a game-changing business tool that provides numerous business benefits. It 

can help you elevate customer experiences, drive more leads, close more deals and achieve 

more significant return on investments. However, organizations that want to improve on 

the technology have to establish the right adoption strategies to enhance efficiencies as 

Salesforce adoption without proper guidance, could be an obstacle for organizations to 

meet their business objectives. This document discusses the key strategies that will help 

organizations to improve Salesforce adoption and to meet their business goals. The key 

strategies are shown in the diagram below: 
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  Key Goals – Aligning Business goals to    
  Salesforce Adoption

Salesforce adoption can mean different things to different people and selecting the right 

goals sets the company in the best possible direction. Aligning with the right measures 

is critical to business success and will drive not only acceptance of Salesforce but the 

achievement of goals. It also helps the organization to focus on the most critical priorities 

and when set properly, business goals can motivate the teams, drive engagement and 

accelerate results. The key goals established must address each of the following:

A clear purpose for the organization/business to invest in Salesforce Cloud

Use S.M.A.R.T. method (specific, measurable, achievable, realistic and timely)

Commitment towards the program success

Methods to validate and prove that the projected outcome is achieved

Establish the business objectives that support the overall goal

Promote the reason to measure or prove results of a project, initiative, or 

organization

Gather inputs on the current causes of pain from various sources

While establishing the key goals, it is always necessary to identify the obstacles including 

business and technical issues, potential risks that could impact the goals. At any point in 

time, end-user experience is critical to successful user adoption and provides valuable 

input in order to redefine the goals. It helps you 

Design the ideal end-user experience

Evaluate how Salesforce will fit into this experience

Ensure that valuable end-user information is documented

Conduct periodic follow-up surveys
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Success Metrics

Measuring user adoption is critical to the success of Salesforce implementation. 

It is a good indicator of the effectiveness of Salesforce deployment and provides valuable 

insight into how the application is being used. It helps you develop a vision, track progress, 

develop processes and generate measurable business value.

Key lead & lag indicators that can be included in the metrics are:

The Run rate for the month or quarter

Top 5–10 deals that will close in a month or quarter

Deals expected to close in a month or quarter

 
To track the quality of the metrics, it is critical that you review them as part of the 

governance model of the organization. These are some of the best practices that need to 

be considered: 

Bind KPIs to the organizational strategy

Bridge the gap between business goals and system capabilities

Translate objectives into system capabilities 

Create reports and dashboards to capture measurements

Let the business requirements steer the technology — not the other way around 

(reverse engineer)

Determine who owns the data in Reports and Dashboards

Decide on the Reports and Dashboards management discipline

Evaluate if Salesforce meets the needs of the business
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Business Processes
Every organization needs to have a well-defined business process to identify key 

processes critical to business success, discover efficiencies for users and customers and 

realize a greater ROI in Salesforce investment.

The person/team that defines the business process should have a clear understanding of 

the company’s business objectives, document them and leverage them to maximize the 

technology to enable the processes including workflow, data validation, and record types 

among the others. 

You can take advantage of built-in Salesforce capabilities that can boost user adoption. 

For instance, with Record Types, you can control users’ access to different fields. However, 

without Record Types, your users will have to scroll through dozens of fields to find the ones 

they need, which could result in frustrated users who avoid using Salesforce. You also need to 

conduct periodic walk-through sessions with them to observe how they are using Salesforce. 

Cross-functional approvals and sign-offs should happen through Centre of Excellence or 

steering committee, and existing processes must be reviewed every quarterly/half-yearly/

yearly in order to optimize the use of Salesforce.

Roadmap
A Salesforce Roadmap sets the vision for how your organization will get the 

maximum out of Salesforce, especially by taking it beyond CRM. It helps you align everyone 

in the organization to a common goal. A roadmap gives you a complete understanding of all 

of your business software systems and not just Salesforce. Without this analysis, it’s much 

more difficult to be truly effective with a Salesforce system that might not align with your 

business goals.

A Salesforce Roadmap will:  

Describe critical business challenges you’re trying to solve by implementing 

Salesforce 

Define the reports you need in order to manage your business effectively 
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Identify all systems and data that will need to be integrated and address how they 

should be integrated 

Explain how you can achieve a complete 360-degree view of the customer at all 

times

www.demandblue.com
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We're There!
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Training & On-boarding

An important project can fail when the end users do not know how to use 

Salesforce, whereas well-trained Salesforce users know how to leverage Salesforce to 

save time and drive productivity. One of the most crucial benefits of Salesforce is that it 

promotes a higher user adoption. This results in an increase in people using the system and 

using it correctly, which drives efficiency. It is essential that you devise a clear training plan, 

get user feedback and further incorporate them into your training programs. 

An On-boarding plan is as essential as the training plan because, for new reps, it not only 

trains them on Salesforce, but also inspires them to be the best. Create relevant groups for 

new hires so they can get the support they need and incorporate features like Chatter to 

get new reps up and running quickly.

Release Management Plan

A well-planned Release Management strategy improves agility by ensuring all 

members of your team work together to achieve objectives that are aligned with your overall 

business goals. It enables you to empower key stakeholders to drive success and positive 

business results. We suggest that customers follow the best practices set by Salesforce. 

Following the processes established by Salesforce will help you stay in compliance and will 

improve the Supportability you will get from Salesforce.

Aligning your release with Salesforce release

Many organizations face challenges when they have to release their code while Salesforce 

is making upgrades. The typical questions include:

How to test the changes?

Should we release our changes before or after the Salesforce release?

What is the business value of our changes when compared to the business value of 

the new features released by Salesforce?

What features can we plan to uptake from the new release?

How many users are affected by the internal release?
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How many sandboxes are available for testing internal changes with regard to 

Salesforce’s new features?

 

While most organizations release their features early by reducing the scope of the release 

and deploying their changes before the new features hit the Sandbox, others test the 

changes on Sandbox for the new release and wait for the new Salesforce release to hit 

the Production org. Once the new release is in the production org, you can deploy your 

organization’s new features in the production org. The time window between your 

deployment and Salesforce’s new release need not be too long since you have tested the 

changes on a preview Sandbox by then. However, it is highly recommended that you have 

a time gap between your schedule and Salesforce’s release.

Change Management

Successful Salesforce roll-out is not defined 
by project completion, success is defined by 
end-user adoption 

Moving to Salesforce enables you to improve organizational efficiencies in various ways. 

To ensure a smooth transition to Salesforce, you want to consider the following Change 

Management strategies.

Salesforce implementation can mean a huge transformation for an organization and change 

management is critical to the success of Salesforce adoption. Change Management is the 

key to driving user adoption and empowers you to transform your organization. However, 

to ensure a smooth transition to Salesforce, you want to consider the following Change 

Management strategies

Form a change Management team – A responsible Change Management team should 

be formed which should ideally include the upper management, a representative from 

impacted groups, and most importantly the end-users.

Project Kick-off with End-users – While a usual Kick-off includes the key stakeholders and 

the core project team, it is just as important to have the end-users participate in the launch. 

This will give you an opportunity to announce what change is coming, why the change is 

being made, its impact and above all, its benefit to them.
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Provide Resource Materials – If Salesforce is new to the users, insufficient system 

knowledge could lead to fear of change. So, provide the necessary resources and time to 

get an understanding of the new system.

Make an honest communication – Announce it early if there is going to be a project delay 

or any other concern that they need to be informed about. Having to find out just before 

launch that it has been pushed another month could be deflating to morale.

Announce the training plan early – Include training dates and format as part of regular 

communication. It will allow them to prepare mentally, plan their work accordingly to avoid 

any scheduling conflicts.

Maximizing your Salesforce investment

It is critical that you have a strategic approach towards Salesforce adoption as a well-planned 

Salesforce implementation helps you make the most out of the new CRM experience and 

maximizes return on investment. Salesforce adoption needs to be end-user focused right 

from planning to the launch and post-launch. The users need to be trained and supported 

and given strong reasons why the Salesforce adoption adds value to the system. Encourage 

feedback and comments from them every step of the way and incorporate their thoughts 

to improve their experience and adoption rates.

Facing challenges with Salesforce adoption or looking for strategic guidance along the 

way? 

To find out more about how to drive customer experience and engagement through 

successful Salesforce adoption, Talk to our team!

https://www.demandblue.com/contact/



