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Salesforce
Automations

Every B2B Tech Company
Should Be Running

The complete automation playbook for operations
managers scaling from $3M to $100M ARR.

Includes 42 ready-to-implement workflow

diagrams across your entire revenue engine.
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Revenue Pipeline

17 automations

Lead assignment through closed deals and renewals.



1. Auto Lead Assignment

Send new leads to the right sales rep automatically so nothing slips through the cracks.

Revenue Pipeline

YES

Sales #1

Duplicate?

Y

Send Sales
Rep
Notification

\

Create
Followup
Tasks

l1|-.

Assign Lead
EUROPE ~ASIA LATAM
|
Sales #2 Sales #3 Sales #4
\ \ Y
Send Sales Send Sales Send Sales
Rep Rep Rep
Notification Notification Notification
Y \d \d
Create Create Create
Followup Followup Followup
Tasks Tasks Tasks




2. Custom Round Robin Assignment

Revenue Pipeline

Split new leads evenly across your sales team so everyone gets a fair share.

New Lead — > Webform

US/CAN
Lead?

No Ye o }

End Create RR
| — > Custom Object: Round Robin
record
Lead 1
——— > Formula to rotate
or 2?

Assign to Assign to
rep #2 rep #1

l J
!

Delete RR
record

— > Lead Assignment Rules

— > Don't fill up your Salesforce storage

End



3. Lead Qualification & Auto Assignment

Revenue Pipeline

Score each lead and send them to the best rep based on how engaged they are.

Duplicate?

End
Create Lead

R

Assign Lead

ﬁEUROPETASIAiLATAMj

Sales #1 Sales #2 Sales #3
\
[
Send Sales ]
Rep R
Notification N'
\
Create
Followup
Tasks
Lead
Score?
ﬁBelow 50 5f 75+ﬁ
Enroll Low Enroll Med Enroll High
Intent Lead Intent Lead Intent Lead

Nurture Nurture Nurture




4. Performance-Based Lead Routing

Revenue Pipeline
Give your best leads to your best reps so you close more deals.

New Lead

o0

Email—Webinar—Form Blog—Paid Ad
Level 1= l
awareness

Level 2 = Check Email Che.Ck Check Form Check Blog Check Paid
Webinar
Pain Point Content e Content Content Ad Content

Standard
Round Robin

Assign Top Standard
Performer Round Robin




5. Territory-Based Lead Assignment

Revenue Pipeline

Send leads to the right rep based on where the lead is located.

USA LATAM ASIA EUROPE
: ! :
Assign Assign Assign Assign
Rep #1 Rep #2 Rep #3 Rep #4
Lead
Assignment < v v v -
Rules

Notify Rep Notify Rep Notify Rep Notify Rep




6. Sales Stage Process

Revenue Pipeline
Move deals forward in your pipeline automatically when key actions happen.

New
Opportunity

Update

Stage to
Ilopenll

Deal
Updated?

l l i v i l

Proposal
Sent

Prospecting Contacted Negotiation Closed Won Closed Lost

Triggers:

Prospecting = Rep manually starts researching opportunity
Contacted = Rep speaks to opportunity (email or call)
Proposal Sent = Rep sent proposal

Negotiation = Rep is actively negotiating terms

Closed Won = Contract has been signed & invoice received
Closed Lost = Opportunity refused to work with company

Update Date

Deal
Closed?

Yesﬂ

Require
Closed

<
-
C

Reason




7. Deal Stage Management

Revenue Pipeline

Get alerts when a deal sits too long in one stage so nothing goes stale.

Opportunity
Stage

Auto-Update
Stage Date

£ No Yes;l

Send
Manager
Alert

Check
Tomorrow




8. Demo No-Shows

Revenue Pipeline

Send a re-booking email automatically when someone misses their demo.

Meeting

Outcome?

No Show——~Cancel None
l i v i l

Rep Updates Rep Updates End
Activity Activity
v _
Send Email Send Email

to Rebook to Rebook




9. Follow-Up Task Automation

Create follow-up tasks for your reps when a lead takes a high-interest action.

Revenue Pipeline

hpaid Ad Newsletter: Free Trialj
Create Create Create
TOFU Tasks MOFU Tasks BOFU Tasks
USA ASIA LATAM

|

l

_

Sales #1 Sales #2 Sales #3
\J
Send Sales
Rep
Notification N.




10. Proposal Follow-Up

Send reminders after a proposal is sent and notify your team of status changes.

Revenue Pipeline

Proposal Sent

Has
it been "X"
days?

ﬁNo Yesﬂ

Delivered Opened Approved

Proposal
Approved?,

Se.nd Send value Send thank
reminder . .
. add email you email
email
Y
Create
follow up
tasks

Rejected

Notify Sales
Rep

—

Y

—

Notify Sales
Manager

Notify Sales
Rep



11. Proposal to Signature

Revenue Pipeline

Track proposals from sent to signed and flag ones that take too long.

Lead
Requests
Proposal

Create
Proposal

H

Send to
Lead

;

Update
Opportunity
Stage

:

Record
stage entry
date

i

Update
Close
Expected
Close Date

;

Schedule
follow up
actions

Delay for
"X" days

Has
it been "X"
days?

Deli

!

Send

'

N Send value Send thank
reminder ) )
. add email you email
email
l - BIG SMALL
Create l l

follow up

tasks Notify Sales Notify Sales

Rep Rep

Notify Sales

Manager




12. Lead to Discovery Opportunity

Revenue Pipeline

Move leads into your sales pipeline with automatic status and stage updates.

Lead is
interested

L

Convert
Lead

Map Lead
fields

{ Y {

Create Create Create
Account Contact Opportunity
Y
Mark

Opportunity (Sales Qualified Lead)
as SQL

A

Assign
Ownership

A

Update
Opportunity
Stage

b

Record
stage entry
date

4

Schedule
follow up
actions

Sync
discovery
call data

Link call
details to
Opportunity

v

Analyze
performance




13. Closed Won Process

Kick off on

oarding, notify your team, and sync records when a deal closes.

&)

v

@ Verify Deal
Data
Y
Nl Send
Welcome
Email
Y
0. .
) Party in
Slack
Channel
A
0, )
] Notify
Finance
Team
Y
0.
a4 )
Notify CS
Team
Industry
Service
Deal Size Product
Country
—SMALL—"——BIG——
v A
Create Create
Onboarding Onboarding
Steps Steps
Many
Round Robin Account
Managers
Y
Assign
Account
Manager
v
M | send Email
to Schedule
Kickoff Call
v
Wait "X"
Days
- No A Yes——
v v
Notify Sales gaid C“?m F'
Rep Onboarding
Email
v
Notify
Account
Manager?
A
Send
Reminder
Email

Revenue Pipeline




14. Closed Lost Process

Revenue Pipeline

Update records and organize lost deals so you can re-engage them later.

Deal Lost

Pop-up
Screen

Stamp
Closed Lost
Date

A

Stage =
Close Lost

Y

Record Deal
Lost Reason

Reason
Lost?

Do Not Contact: Pricing———Features————Competitor

Backlog for Backlog for Backlog for
"X" Days "Y" Days "Z" Days

Y

Rengage
Lead



15. Closed Lost Review

Revenue Pipeline
Collect feedback on why deals were lost and schedule review sessions.

Deal =
Closed Lost

Deal Size?

o Attach lost reason

lﬁSmall Bigj
» Attach notes

Email detai hedul
« Attach deal size ail details Schedule

« Attach salesperson name to Manager Review
« Attach next-touch date

)

A

» Attach lost reason
; i o Attach notes
Email details
o Attach deal size
« Attach salesperson name

: « Attach next-touch date

y

to Manager

<

Monthly
Review

<
¢

End



16. Renewal Management

Track upcoming renewals and move them through a dedicated pipeline.

Revenue Pipeline

Renewal Date
Available

Yesj

End Create
Renewal
Opportunity

Y

Create
Follow Up
Tasks

Y

Notify Sales
Rep

A4

Notify
Customer
Service

l

Health

Notify
Account
Manager




17. Upsell Management

Revenue Pipeline

Spot upsell opportunities based on customer behavior and assign follow-ups.

Marketing
Signal

Do
we know
them?

FNG Yes ¢
Create Lead Find Contact
What
Signal?
Webinar Af; Form Fill—Pricing Page
Create Create Create Create
Follow Up Follow Up Follow Up Follow Up
Tasks Tasks Tasks Tasks
Notify Sales
Rep /
Account

Manager




Marketing & Demand Ops

9 automations

Nurture, scoring, events, and the marketing-to-sales handoff.



18. Lead Re-Engagement

Wake up cold leads with a timed email series that adapts to their responses.

"X" Days
Since Activity
A4

Send
Email #1

Days or
Clicked?

"X" Days

Send
Email #2

Days or
Clicked?

"X" Days

Send
Email #3

iy
Days or

Clicked

Update Lead
"Engaged"

L

Create Follow
Up Tasks for
Sales Rep

Clicked?

"X" Days

Update Lead
Closed Lost

A

Put Lead in
"Storage"




19. Lead Auto-Responder

Send an instant reply to new leads the moment they come in.

we know

Welcome Back
Thank You Send .
Welcome "Returning Hello Again
Lead" Email What'd we miss the first time?
How Can We Help Lead" Email ! ! !
Create
Follow Up
Tasks
\
.
Notify Lead M |
Owner I




20. Competitor Lead Nurture

Reach out to leads interested in competitors with a targeted email campaign.

Competitor
Interest

A4

"Competitor"
Lead
Nurture

A

"Why You"
Email

D

iy
Days or
Clicked?

1. Comparison One Pager
2.Self-ldentify
3.Competitor Landing Page

——"X" Days

Send
Email #2

Days or
Clicked?

o I‘Jays
Y

Send
Email #3

iy
Days or

Clicked

Update Lead
"Engaged"
——
v
Create Follow

Up Tasks for
Sales Rep

Clicked?

"X" Days
|
v

Update Lead
Closed Lost

i

Put Lead in
"Storage"




21. Lead Nurture Sequence

Warm up cold leads over time with a series of emails that build trust.

Understand Their Pain

* Most companies use
salesforce poorly

« 2-3 example of common

salesforce problems

New Lead

\

Send
Email #1

Days or
Clicked?

————————"X"Days

Show your expertise
Send « Auto-assigning leads
Email #2 » Auto-creating tasks

« Required fields for better reporting

Days or
Clicked?

X" Days Show ROI & Value

« Show 2-3 real examples of
business impact
Send « Mention a client saved time or

Email #3 money (no names needed)

« Show that small improvements
create huge gains

IIXlI
Days or

Clicked

Update Lead
"Engaged"

R
— Y

Create Follow
Up Tasks for

Sales Rep

Clicked?

L"x" Days
v

Update Lead
Closed Lost

y

Put Lead in
"Storage"




22. Discount Offer Campaigns

Send targeted offers to the right audience and track who engages.

Activity

®

NU YGQ ;
Create Find
Lead Contact
Website—DOWthad—Webinar
Send Send Send
Discount Discount Discount
Email Email Email
Opened?

Add to
"Storage"

Notify Sales




23. Hot Lead Management

Flag your hottest leads and get them to sales instantly with full context.

Duplicate
Check

Lead
Score?

High Intent
Download

Hot Lead

Assign Assign . Assign to
. ] .o Assign ] [
Territory . Performance | Round Robin & "Hot Leads" |
Based Based | 1 Queue
i « Name
Notify Sales » Company
Channel / » Lead Score
Owner « Pages viewed / asset downloaded
I « Phone number
Create
Follow Up
Tasks
PR A
Stamp SLA
.p Hot Lead SLA = First Touch — Assigned Date
Field
A

Send

Email #1

NO YES
' |
............. e T TT— )
Reassign to Escalate to Notify Sales
3 ] End
new owner Manager Channel
Send

Email #2



24. Marketing Engagement Score

Sort leads by how engaged they are and follow up based on their score.

New Lead / \ _
New Activity )

A 3
« Email Clicks
» Mailchi
a'_c 'mp Marketing « Email Opens
* Zapier ..
Hubspot Tool Sync « Page Visits
P « Webinar Signup
7/
Y 3
» Look @ recent marketing activity Update « +10 for clicking email
« Assign point values Engagement >« +20 for downloading guide
« Update engagement score on Lead Score « +30 for new meeting booking
P4
50+ 20-49 20 or Less
Add to Add to Add to
Hot List Warm List Cold List
\ { ) \
A4 A4 A4
Notify Sales Run Nurture Run Long
. Nurture
Rep Campaign .
Campaign
\
Y
Assign
Follow Up
Tasks
Update Lead
to MQL
Send
"Hot Email"
Y
Sales » Books Call
Contact? « Lead Responds
Yes
Update Lead

to SQL




25. Win-Back Campaigns

Re-engage lost deals with emails tailored to why they said no.

Deal
Closed Lost

Loss
Reason?
Pricing: Product: Other
Diii::iwt New Feature Cgstom
) Email op)'/
Email Email
Y
iy
Days or
Clicked?
"X" Days Show your expertise
Send « Auto-assigning leads
Email #2 « Auto-creating tasks
nal « Required fields for better reporting
Days or
Clicked?
“X" Days Show ROI & Value
* Show 2-3 real examples of
business impact
Send « Mention a client saved time or
Email #3 money (no names needed)
» Show that small improvements
create huge gains
Y
e
Days or
Clicked?
Clicked

“X" Days

Update Lead
"Engaged"

.

Create Follow
Up Tasks for
Sales Rep

Update Lead
Closed Lost

| G

— v

Put Lead in
"Storage"




26. Webinar Event Management

Handle the full webinar process from invite to follow-up automatically.

New
Webinar

Ready for
Invite?

No Yes:
Wait Send Invite
a Email #1
Send Invite Update
Yes—| Contact to

Email #2
RSVP'd

iy
days til

Send Invite

Email #3 Login Info

1
hour til
Webinar

YESﬁ'

Send Invite S

Email #4

Reminder to
Join + Login

* 1Hour After :
. Webinar |

RSVP?

-
S

Attended?

What You Send
Missed Thank You +
Summary Resources
Update Update
Contact to Contact to
"No-Show" "Attended"
I
A Y
Update Update
"No-Show" Attended
Date Date




Customer Success & Support

10 automations

Onboarding, health scores, surveys, and retention workflows.



27. New Client Onboarding

Start a structured welcome sequence the moment a new client signs on.

Closed Won

Account
Tier?

 Industry

« Company Size

¢ Annual Revenue
« Special Request
« Round Robin

i

|

Account Account Account
Manager Manager Manager
#1 #2 #3
{

Welcome
Email /

Onboarding

.

Training
Materials +
Logins

Send Follow
Up Email

.

Log Follow
Up Note

—

« Update Account
» Assign Account Manager



28. CSAT Surveys

Send satisfaction surveys after the sale and route feedback to the right team.

10th of Month

z
o I
<

End

Find
Account

v

Find
Contacts

J

i—NG Y

Send
Quarterly
Email

End

(1]

]

v

Send
Monthly
Email

End




29. Support Satisfaction Surveys

Ask customers how support went and route good or bad feedback accordingly.

Ticket
Closed

1 « Do not send if surveyed in last X days
Assess 1 « Do not send for internal, duplicate, or auto-closed
i Skip Survey : tickets
e l ...... . « Do not send if ticket type = billing or spam (example)

Send
Survey
Vesﬁ
Notify . Smallgr busu"mess
. 4 « Less interactions
Reminder + Manager .
i 1 « Not too much noise
Record
CSAT Score
Stamp Date
Send Submission
Reminder
Bad———————————————0Okay——\Very Happy
No ¢ ¢
Escalate to Send Thank Send Thank
Manager You Email You Email
S Flag for Google
Follow-Up " q
) review Review
Email
I
Y
Stamp
Manager
Required
Assign to
Manager
—1
A
Manager
Resolves
4
Weekly

Review



30. Support Ticket Routing

Send new support tickets to the right team based on the issue type.

Support
Ticket

-~ Routing .
. Rules .-

* Round Robin
 Ticket Type
~ ¢ Account Type
» Special Request
) e Territory Location

l l

Assign Assign Assign
Rep #1 Rep #2 Rep #3
Notify Rep

o M
u
\J
Stamp SLA

, . » Passes SLA
_.’Escalation"-. |+ Manager Involvement
Rules » Reassignment Rules

) :  2nd Notification




31. Educational Content Delivery

Send helpful product tips matched to how much each customer uses your tool.

Deal
Closed

© Assess » Customer age (30 days, 1year?, etc.)
. Customer » New customer vs. existing customer
*1Time s l """ ; * Blog Click
« Continuous Loop . Trigger « Wait "X" Days

« Max sends per month * Newsletter Engagement

Content
Type?

@ |

4

Product Tips
& Demos

Upcoming Common
Features Mistakes

Clicked?
rNO Yes

End

.

« Contract renewal?

e VIP customer?

« Small account?

Not all should get a notification

X

Notify
Account
Manager

Update

Account
Notes

Optional but can
make it easier to track



32. Beta Testing Management

Recruit testers from your best customers, give access, and collect feedback.

Beta
Testing
Get
Contacts

Send "Beta

Testing"
Email

Accepted?

: —

Send Send
———]
Reminder #2 Instructions
Send Beta
Accepted? )—Yes—| Testing Date
No
v Send Thank
You
Send
.
Reminder #3 v
Collect
Feedback

Accepted?
No
AJ

hNo Yes- v

Send c Sert.
Reminder #2 CI[SeI
Thank You
A

Ye:
Update
Contact
Notes
—
— Y
No

Update Beta
Testing Date

Send
Reminder #3




33. Compliance Updates

Notify customers about compliance changes and track who has responded.

Compliance

Who « Everyone
Impacted? » Old customers
* New customers

Get
Contacts

!

Send
"Compliance
Testing"
Email
Opened?
Yes
Send 2nd
Reminder
A
Opened? Yes End

Send Final
Reminder




34. Account Health Score

Monitor account health and flag at-risk customers before they churn.

Active
Customer =
30 Days

Get
Cases

;

Get CSAT
Scores

;

Get Email
Open Rate

;

Health
Score?

: :

Update Update
Health Score Health Score
"Poor" "Great"




35. Milestone Celebrations

Celebrate when customers hit product milestones with a personalized message.

Active
Customer

Milestone
#1?

» X active users
* Onboarding complete
¢ X days product used

"

: Assess :
! N f Congrats
. Timeline . .
L l ...... . Email
Alert PR S i
Account ] {
- Delay 1 Day -
Manager ] y y |
\i l
Assist I\A;Iccount
Customer a”ager
Email

Value +
Upsell Email




36. Anniversary Celebrations

Send a thank-you message to customers on their yearly signup anniversary.

Anniversary
Date

30
Days
Before?

] Wait for SNOtlfyt

30 Day Mark uppor

Team
# of Years?
1 2-3 3-5 6+
Y
Ship Ship Ship Ship

Gift #1 Gift #2 Gift #3 Custom Gift

l | ] J

- Anniversary

—NO YES—
A4 Y
Wait for Anniversay

Anniversary Email




RevOps & Data Integrity

Date stamps, record hygiene, and internal team processes.



37. Opportunity Stage Date Stamps

Track exactly when deals move between stages so you can spot bottlenecks.

Opportunity
Updated

: : ; l : ;

. L Proposal .
Open Prospecting Qualification Sent Negotiation Closed
v A y y Y A\
Update Update Update Update Update Update
Stage Date Stage Date Stage Date Stage Date Stage Date Stage Date




38. Record Formatting

Clean up names and formatting on new records automatically.

New Lead

Trigger
Automation

Format
First Name

:

Format
Last Name

:

Format
Phone #

:

Format
Website




39. Employee Annual Reviews

Automate the review cycle from self-assessments to manager scheduling.

New Hire
Start Date

Anniversary

Yes—}

Send
Employee
Form

i

Send
Manager
Calendly

Link

o

Send Peer
Feedback
Forms

.

Send
Manager
Email

—

Send End
Reminder #1

Send
Reminder #2

Email
Manager



40. Employee Satisfaction Surveys

Send satisfaction surveys to your team and route results to managers.

New Quarter

L

Find
Employees

Department?

1o

Cf Engineering——Marketing
Send Send Send
Employee Employee Employee
Survey Form Survey Form Survey Form

r

;7 o Yes ;

Send Notify
Reminder Manager




41. Holiday & Birthday Celebrations

Send celebration messages to team members for birthdays and milestones.

Holiday

Assess
Holiday

p 7 T j

« Culture
« Customer Tier
« Good relationship

Gifts
Allowed?

Wait for SNOtlfyt
30 Day Mark uppor
Team
Customer
Tier
i VIP
Y v v AJ
Ship Ship Ship Ship
Standard Premium Exclusive Personalized
Gift Gift Gift Gift
Send
Handwritten
Card
FNO —vzsﬁ'
Wait for Holiday
Holiday Email
(VIP Client? >
fVesw
Notify
Account
Manager
[o]
Send
Personal
Message

Last Holiday

Gift Sent
Date




42. Staff Onboarding

Walk new hires through onboarding with a timed series of emails and tasks.

|
@«

Send
Welcome
Email

H

Send Day 1
Guide

H

* Access
« Company Links
+ Team About Us

« Policies
Company « Security
Modules « Workplace Behavior
« Insurance
« Payroll
»>(_Complete?
(—No Yes—
A v
{ Send Email
Wait for Manager
Meeting
Send Onboarding
Reminder #1 Complete

i

Send
Reminder #2

Send
Reminder #3
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Who is Simply Scale?

You were hired to drive strategy. To optimize revenue operations.
To make the business run smarter. But somewhere along the way,
you became the accidental Salesforce admin — buried in flow
configs, field mapping, and broken automations instead of the
work that actually moves the needle.

Simply Scale is the Salesforce consulting partner built for
B2B tech companies scaling from $3M to $100M in ARR.

We take the Salesforce work off your plate so you can get back to strategy.

Built exclusively for B2B tech Strategy + execution

Proven with high-growth teams Ongoing partnership

Fast, flexible delivery

Simply Scale has been incredible to work with - they have played
a major role in building the foundations of our Salesforce GTM
engine, both on the Marketing and CS sides, and the impact they
have made has been significant. Their Salesforce experience runs
deep and their knowledgeable, patient, and communicative style
has enabled us to move fast with high quality.

ﬁ Carol Jiang
VP of Operations, Overjet




LIKED WHAT YOU SAW?

Want these running
IN YOUR Salesforce?

Get one actionable Salesforce tip every week
from the team that builds these automations

for B2B tech companies every day.

Subscribe Free

gosimplyscale.com/blog
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