
Salesforce Data Hygiene Strategy – Repeatable
Framework & Tools 
 This  comprehensive  strategy  outlines  how  MLVeda  can  help  clients  across industries  keep 
their  Salesforce  data  clean,  accurate,  and  actionable.  We  present  a  repeatable framework 
for  data hygiene,  a curated list  of  tools at  each phase,  evaluations of  key solutions (with when-
to-use guidance), and a sales enablement kit to communicate the value to stakeholders. Good 
data hygiene is critical – poor CRM data costs businesses dearly (hundreds of billions globally 1 ), 
while clean data boosts efficiency and decision-making.

Repeatable Data Hygiene Framework

Our strategy uses a  five-phase framework that can be applied to any Salesforce org or industry. 
The process is continuous and cyclical, ensuring initial cleanup and ongoing maintenance. The 
phases are: Analyze, Identify, Cleanse, Prevent, and Enable. Below is a breakdown of each phase:

Phase 1: Data Quality Analysis & Profiling

In this first phase, we assess the current state of data quality using Salesforce metadata and 
record samples. Key activities include:

• 

• 

• 

Data Profiling: Review core data quality dimensions – for example, Age of data (how old are 
records), Completeness (are key fields populated?), Accuracy (do values match trusted 
sources?), Consistency (formatting standards), Duplication, and Usage 2 3 . Using these attributes, 
we quantify how “healthy” the org’s data is.
Reports & Dashboards: Run or install data quality reports to visualize gaps. For instance, 
Salesforce Labs provides Data Quality Analysis Dashboards that show the percentage of records 
missing key fields, duplicate counts, etc 4 5 . These dashboards quickly highlight problem areas by 
object (Accounts, Contacts, Opportunities, etc). 
Field Metadata Analysis: Analyze org metadata to find unused or poorly used fields. Tools like 
FieldPro (AppExchange) can generate a “field health” report to identify custom fields that are 
mostly empty or not used in reports, indicating candidates for cleanup. This prevents analysis 
paralysis by focusing on fields and data that matter.
• Business Usage Alignment: Importantly, we align our analysis with business needs. Meet with 
business stakeholders to learn which data points are critical for their processes (e.g. Sales needs 
Lead Source on every Opportunity) 6 . This helps prioritize which missing data or inaccuracies truly 
impact operations. We document the “required fields for key business processes” and measure 
those in our analysis.

7 Example Data Quality Dashboard: The Salesforce Labs Data Quality Analysis package 
provides pre-built  dashboards for  CRM data health.  Gauges and charts  summarize 
completeness,  duplicates,  and data age across core objects, giving an at-a-glance assessment 
of overall data quality.
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Drilling  Down: Detailed  reports  (like  the  Account,  Contact  &  Opportunity  Data  Quality dashboard
above) reveal specific gaps – e.g. the number of Opportunities missing Next Steps or Lead Source. These
insights guide targeted cleanup by showing which fields and records need attention.

Executive Buy-In: We use findings from this phase to create urgency. For example, if 30% of
contacts have no email or many leads are dupes, we quantify the impact (e.g. wasted sales
effort, compliance risks) and present this to sponsors. Often, seeing concrete metrics (like “X% of
records are incomplete or duplicated”) on a dashboard convinces leadership to prioritize data
cleanup . This sets the stage for phase 2.

Phase 2: Identify and Prioritize Data Issues

With a baseline in hand, the next step is to identify specific data quality issues and prioritize them. In
this phase we:

Catalog Issues: We compile a list of data problems uncovered: duplicate records, inconsistent
picklist values (e.g. US vs. USA in Country), missing key fields, outdated records (e.g. contacts
with no activity in 2+ years), and any compliance risks (like personal data past retention). Each
issue is categorized by type and business impact.
Root Cause Analysis: For each issue type, we determine why it’s happening. Duplicates might
arise from multiple lead sources or lack of a duplicate check at entry. Missing fields could
indicate optional inputs or poor user training. Inconsistent data could mean lack of standard
picklists or validation rules. Understanding causes guides the right fix (process vs. technical). 
Prioritization: Not all issues can be fixed at once, so we rank them by impact and effort. High-
impact issues are those hurting business metrics or violating policy (e.g. duplicate Accounts
causing sales conflicts, or missing compliance opt-out fields). Quick wins (low effort, high impact)
are tackled first – for example, enabling a simple validation rule to require “Industry” on new
Accounts addresses missing industry data easily. We also factor in volume – e.g. if 5% of contacts
are dupes but 40% of leads lack phone numbers, we might focus on completeness first. We
document priorities and get stakeholder agreement before large-scale cleaning.
Tool Selection per Issue: For each issue category, we outline potential solutions (to be executed
in Phase 3). For example, for duplicates we might use Salesforce Duplicate Jobs or a
deduplication app; for missing data we might plan an enrichment integration (ZoomInfo, etc.) or
internal data fill project; for inconsistent values we might introduce picklist standardization or
run mass updates. We select the appropriate approach and tools for each problem, balancing 
native features vs. third-party apps as needed (detailed in the Tools section below).

By the end of Phase 2, we have a clear “data hygiene backlog” – a list of issues, their root causes, and
a remediation plan for each. Importantly, this plan is tailored to the client’s org structure and industry.
For  example,  a  healthcare  client  might  prioritize  removing  duplicate  patient  records  and  ensuring
regulatory fields (like consent) are filled, whereas a software company might focus on lead duplication
and territory data consistency. The framework flexibly adapts to these needs.

Phase 3: Data Cleansing, Deduplication & Enrichment

This  phase is  the heavy-lifting:  we  execute the cleanup using a combination of  tools,  scripts,  and
Salesforce features. It includes:

Duplicate Resolution: We tackle duplicates in accounts, contacts, leads, etc., using both 
automated tools and manual review for accuracy. Depending on scale, we may run
Salesforce’s Duplicate Job to get an initial list of dupes, then use a tool like Cloudingo or
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DemandTools to merge them in bulk with rules. For example, Cloudingo can automatically
merge records based on predefined survivorship rules and even schedule deduplication jobs

. For complex cases, we involve data stewards to manually decide which record to keep (the
“master”) and what field values to retain – especially if each duplicate has some unique info. The
goal is a single, unified record per entity (account or contact) to eliminate redundancy. We
maintain an audit log of merges (most dedup tools and Salesforce provide merge logs ) so
we can trace what was merged and restore if needed.
Standardization & Cleansing: We correct inconsistent data. This can include normalizing date
formats, state/country names (turning “Cal” into “California”), fixing capitalization, etc. We often
export data to CSV and use Excel or a tool (like DemandTools’ MassEffect module or Talend Data
Prep) to do bulk find-and-replace or apply formulas. Some tools (e.g. Openprise or Talend) allow
building data transformation rules to standardize data in bulk. The end result is more uniform
data (critical for reporting and segmentation). We also use Salesforce features like State/Country
Picklist (to enforce standardized country names) where appropriate.
Fill in Missing Data: For key fields identified as blank, we implement data enrichment. This can
be internal (e.g. ask sales reps to fill missing “Next Steps” on open Opportunities) and/or
external. External enrichment involves connecting to third-party data sources – for example,
using ZoomInfo to append firmographic details (industry, employee count, revenue) or 
Apollo.io to supply missing contact emails and phone numbers. We may run an enrichment job
on a set of records (many enrichment providers let you upload a list of companies or people and
get updated info back, which we then upsert into Salesforce). Enrichment can dramatically
improve completeness – e.g. ZoomInfo can fill dozens of fields with up-to-date info for B2B
contacts . We ensure to respect data compliance (only enriching permissible fields and
honoring opt-outs).
Archive or Delete Outdated Records: Data hygiene also means removing “dead” data. We
identify records no longer needed – e.g. leads with no activity for 3+ years, or contacts that
bounced emails. Working with client stakeholders, we decide whether to archive these (e.g.
export and delete from SF, or mark as inactive). This reduces clutter and storage costs. If deletion
isn’t allowed (compliance or recordkeeping policies), we tag such records clearly (e.g. using a
checkbox “Inactive”) so they can be filtered out of day-to-day views.
Automation Scripts: For repetitive cleanup tasks, we leverage automation. This might mean
writing an Apex script or Batch to clean certain data patterns (for instance, an Apex job to parse
and standardize all phone numbers to E.164 format), or using Salesforce Flow to update related
records (e.g. when a Contact’s email domain changes, update the Account’s domain field
accordingly). These scripted solutions address niche data fixes that tools might not handle out-
of-the-box. We document and deploy them following Salesforce best practices (in sandbox first,
with testing).
Quality Assurance: After cleanup, we run the data quality dashboards and reports again to
measure improvement. For example, if duplicate count was 500 and now it’s 5, or completeness
of “Industry” field went from 60% to 98%, we capture these metrics. This not only validates our
work but also provides a success story to share with stakeholders (“we improved data
completeness by X%”). Any issues that persist or new inconsistencies discovered are noted for
further action. Data cleansing isn’t one-and-done – it’s iterative, so any remaining problems loop
back into Phase 2 identification for future cycles.

Throughout Phase 3, we use robust tools to assist (detailed in the Tools section). Key guiding principles
are: do no harm (take backups or use sandbox for major changes), maintain referential integrity (merge
related records carefully so as not to orphan data like opportunities under duplicate accounts),  and
engage users where needed (e.g. have sales owners verify merges of high-value accounts). By the end of
this  phase,  the  Salesforce  org  should  have  significantly  higher-quality  data  –  duplicate-free,
standardized, and as complete as feasible.
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Phase 4: Prevention & Ongoing Monitoring

After cleaning up, a crucial part of the strategy is  ensuring the data stays clean. In Phase 4, we put
systems in place to prevent the same issues from recurring. This involves configuring Salesforce native
features and possibly additional tools/automation:

Duplicate Prevention Rules: We enable Salesforce’s native Duplicate Management features to
catch dupes at entry. This includes setting up Matching Rules (criteria to consider two records a
potential duplicate) and Duplicate Rules (what action to take when a dupe is found). For
example, we might have a rule that if a new Lead’s email matches an existing Lead or Contact,
alert the user and block save . We tailor these rules to the client’s data (using exact match on
certain fields, or fuzzy matching for names if needed). Native duplicate rules will prompt users in
real-time with possible duplicates, preventing many dupes from ever being created . For
more advanced needs (like cross-object matching or custom matching algorithms), third-party
tools like Plauti or Cloudingo can supplement with real-time APIs to block duplicates at entry ,
but often the Salesforce out-of-the-box rules suffice for most orgs.
Validation Rules & Required Fields: We introduce validation rules to enforce data quality at
the point of input. These rules check conditions when a record is saved – for instance, “if Stage =
Closed Won, then Expected Revenue must be filled” or “Phone number must follow specific format”. By
implementing targeted validation rules, we ensure critical fields are not left blank or incorrectly
formatted. We also leverage page layout required fields (or Lightning record page dynamic
forms) to make certain fields mandatory for users to fill out during record creation or certain
sales stages. A classic example: require Contact Email and Account Industry on creation – this
immediately improves completeness going forward. We balance this with user experience; only
truly key fields are made required (too many required fields can annoy users). Where strict
requirements aren’t suitable, we use soft validation like reporting (e.g. a dashboard of “Accounts
missing Industry” that managers review weekly).
Automation for Standardization: We deploy Salesforce Flow (Lightning Flow) and/or triggers
to automate data quality checks behind the scenes. For example, a before-save Flow on Leads
could automatically capitalize the first letter of the Last Name, or a trigger could enforce that
every Contact’s Account Name matches a certain format, etc. These automations act as “silent
cleaners” – users don’t need to do anything; the system auto-corrects certain inputs. Another
use: schedule a Flow to regularly mark stale records (e.g. close old cases, or set a checkbox if no
activity on an opportunity for 90 days) so they can be reviewed. Salesforce Flow is powerful and
can often implement custom data quality rules without code.
Picklists and Data Standards: We convert free-text fields to Picklist fields where appropriate to
ensure consistency (for example, creating a standardized picklist for “Industry” or “Country” so
users cannot input random values). If the business requires flexibility, we at least implement 
data type controls (like using the Country/Territory Picklist feature which standardizes country
names globally). Consistent picklists eliminate typos and variant spellings that cause inconsistent
reports. We also define naming conventions (e.g. all opportunities must follow a “Account -
Product - Date” naming format) and educate users on them, possibly enforcing via validation or
periodic audits.
Monitoring Dashboards & Alerts: Prevention isn’t set-and-forget – we establish ongoing
monitoring. We configure reports that catch common issues (e.g. a report of “Recently created
contacts missing email or phone” or “New leads marked duplicate by rule”). These can be
scheduled to email data stewards weekly. We also leave the Data Quality Dashboards installed
and encourage admins to check them monthly – any downward trend (say completeness %
dropping or duplicate counts rising) triggers action. If the client has Slack or Chatter, we might
set up alerts (e.g. using Flow or a tool to post an alert when a duplicate rule fires or when a large
number of records are imported without required fields). The idea is to catch slippage early.

• 

14

15

16

• 

• 

• 

• 

4

https://trailhead.salesforce.com/content/learn/modules/data_quality/data_quality_assess_your_data#:~:text=Sometimes%20two%20isn%E2%80%99t%20better%20than,data%20duplicated%20in%20your%20org
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=Key%20Capabilities%3A
https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Preventing%20Duplicates%3A%20Import%20Smarts%20vs,Time%20Blocks


Leverage Salesforce Native Features: Beyond duplicate rules and validations, we also consider
tools like Salesforce Optimizer (which can flag things like fields with lots of empty values or
layouts with too many fields – indirectly data hygiene), and Einstein Data Detect (an emerging
Salesforce tool that uses AI to find anomalies or dupes in data – as of 2025 this is on the horizon
of Salesforce’s AI Cloud offerings). For orgs with Person Accounts or B2C data, we enable 
Address Cleaning via USPS or other address validation services (Salesforce offers USPS address
verification integration via AppExchange). All these native or natively-integrated features help
maintain data quality continuously.
Integrations & Imports Governance: We also address data coming from outside Salesforce. If
the client regularly imports data (via Data Loader or integrations from other systems), we put
guardrails there too. This might mean enabling Data Loader duplicate prevention (some tools
like DemandTools have an import with matching feature to avoid inserting dupes), or using a
staging table approach for integrations where we can run validation rules on incoming records
before they hit core objects. We document best practices for imports: e.g. always run an export
to check for potential dupes before importing new leads, use the upsert operation with an
external ID to avoid duplicates, etc. By controlling data inflow, we prevent the re-introduction of
problems we cleaned.

In summary, Phase 4 establishes a  data governance layer:  a combination of technical controls and
monitoring processes to keep data quality high.  This greatly reduces the frequency and severity of
future issues – instead of a major cleanup every year, the org experiences minor issues that can be fixed
in stride. The payoff is sustainable data hygiene with minimal manual effort.

Phase 5: User Enablement & Data Governance

No  data  strategy  succeeds  without  people’s  buy-in.  In  Phase  5,  we  focus  on  enabling  users  and
sustaining a data-conscious culture:

Training & Awareness: We conduct training sessions for Salesforce end-users and admins about
data hygiene best practices. This includes explaining why data quality matters (e.g. how
duplicates can hurt their sales and how missing data leads to lost opportunities) and showing
them how to use any new tools or processes (like what to do when a “possible duplicate” alert
appears, or how to use a new lead conversion process that avoids dupes). By fostering
understanding, users become partners in maintaining clean data rather than inadvertent
creators of bad data.
Documentation & Data Dictionary: We develop easy-to-consume documentation: data entry
guidelines, field definitions, and do’s and don’ts. For example, a one-pager on “How to properly
create a new Account” with steps to search for existing duplicates first, fill all required fields, and
attach it to the right parent account. We also compile a simple Data Dictionary for key fields,
especially custom fields – clarifying what values are expected, who is responsible for updating
them, etc. This is crucial in larger orgs or cross-functional data, to ensure everyone uses fields
consistently. If the client has an intranet or knowledge base, we publish these guidelines there
for ongoing reference.
Stewardship & Ownership: We help the client establish data stewardship roles. This might be
formal (designating a “Data Steward” in each department who is responsible for that team’s data
quality) or informal (making certain power users responsible for running monthly data checks).
We define responsibilities such as: reviewing data quality reports regularly, coordinating cleanup
of new issues, and being the point person for questions on data. In addition, we push for
executive sponsorship of data governance – e.g. a leadership KPI that “CRM data completeness is
X%” so that it stays on management’s radar. When leadership and ground-level users are jointly
accountable, data hygiene becomes a shared mission.
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Enablement Tools: We provide users with tools that make maintaining data easier. For
instance, we create custom List Views and Reports for them: a sales rep might get a list view “My
Accounts Missing Phone or Industry” – so they can quickly see and update missing info on their
own records. We might deploy Salesforce Path on object records to visually guide reps to fill
certain fields at different stages (common for Opportunities or Leads). We also consider in-app
guidance like Salesforce prompts or help text on fields explaining the importance of a field
(“e.g. Industry is important for segmentation – please select the best match”). By embedding
prompts in the UI, we remind users at the moment of data entry.
Celebrating Good Data: To keep engagement high, we suggest the client includes data quality
in their performance metrics or team goals. For example, a sales team could be rewarded for
having 100% complete contacts in their accounts, or an ops team might gamify who has the
least data errors in a quarter. We also show before-and-after results from our project to the
teams, giving them credit for improvements (“We went from 5,000 duplicates to 50 – great job
team!”). This positive reinforcement encourages users to continue following the process. 
Continuous Governance Meetings: Finally, we recommend the client set up a periodic data
governance review (quarterly perhaps). In these meetings (involving admins, stewards, and
some stakeholders), they review data quality KPIs and any new needs (e.g. new fields added –
how to govern them, new integration coming – how to ensure it doesn’t pollute data). Our
framework provides a template for these governance check-ins so the practice we established
remains in place after our engagement. 

By  empowering  users  and  formalizing  governance,  Phase  5  ensures  that  the  data  hygiene
improvements persist long-term. Salesforce data quality becomes “built into” daily operations, rather
than a one-time cleanup. This phase closes the loop, feeding back into Phase 1 (ongoing analysis) – it’s
an ongoing cycle of improvement . The organization now has not just cleaner data, but also the
knowledge and systems to keep it clean.

Proven Tools for Each Stage of Data Hygiene

Multiple tools and technologies support this data hygiene framework. Below is an up-to-date roster of
recommended tools  (2025),  including Salesforce-native features,  free AppExchange apps,  and paid
third-party solutions. We’ve grouped them by the phase or purpose in which they assist:

Analysis & Profiling Tools

Salesforce Labs Data Quality Dashboards: Type: Native dashboard pack (free). Provides pre-
built reports and charts to assess data completeness, accuracy, and duplicates across standard
objects . Use: Install in any org for a quick, visual data quality audit. Effectiveness: Highly
useful as a starting point or ongoing monitoring; limited to analyzing existing data (doesn’t fix
issues). Compatibility: 100% native Salesforce (managed package). Ease of Use: Easy – just install
and run the dashboards.
FieldPro (Field Metadata Analyzer): Type: AppExchange app (often free for admins). FieldPro
generates a field inventory and health report – it lists all fields on objects and shows usage
stats (e.g. percent filled, last update) to identify unused or low-quality fields. Use: Great for orgs
with lots of custom fields – quickly spot which fields have high blank rates or might be
redundant. Effectiveness: Helps optimize and clean metadata (a form of data hygiene often
overlooked). Ease: Point-and-click UI within Salesforce.
Salesforce Optimizer: Type: Native Salesforce tool (free). While broader than data quality,
Optimizer analyzes org configuration and highlights potential issues. Use: We use it to find
things like reports on fields with missing values, or too many duplicate picklist options, etc. 
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Effectiveness: Good general diagnostic; for data specifics, it’s supplemental. Ease: Very easy – run
from Setup and review PDF report.
Cuneiform / FieldTrip / FieldSpy: Type: Free AppExchange analytics tools. (FieldTrip was a
popular app for field usage analysis; it’s no longer on AppExchange, but alternatives like
Cuneiform exist.) Use: Similar to FieldPro – they profile fields and data completeness. These are
useful if FieldPro isn’t available. Effectiveness: Varies, but generally help to quantify data sparsity
and guide where to focus cleanup .
CRM Analytics (Tableau CRM) Data Prep: If the client has CRM Analytics, we can use a Data
Prep recipe to profile data (find null percentages, unique values, etc.). This is more technical, but
powerful for large data sets or custom objects. Use: Enterprises with Analytics can incorporate
data quality dashboards in their BI.

Cleansing & Deduplication Tools

Salesforce Duplicate Management (Standard): Type: Native (included). Consists of Matching
Rules and Duplicate Rules configurable in Setup. Use: Identify and block duplicates at entry; also
run Duplicate Jobs to scan and list duplicates in existing data. Effectiveness: Good baseline –
catches exact or fuzzy dupes if rules are well configured. It’s free and already in the system .
However, it has limitations (only 3 matching rules active per object, and cross-object matching
limited to Leads->Contact/Account). Best for small-to-mid orgs to handle basic dupes.
Cloudingo: Type: Paid AppExchange app (SaaS by Symphonic Source). Use: A popular Salesforce-
specific deduplication tool. It offers a friendly UI to configure matching logic (exact, fuzzy, etc.),
merge duplicates en masse, and even schedule routine dedupe jobs . Cloudingo can also
prevent dupes in real-time via API and handle cross-object matching (e.g., convert dup Leads to
existing Contacts). Effectiveness: Very high – Cloudingo is known for balancing advanced algorithms
with ease of use . It provides audit trails and even rollback capabilities for merges . 
Cost: Org-based pricing (Standard ~$2,500/year for up to 300k records) . Unlimited users
included. When to use: If an org has >100k records or ongoing duplicate influx, and needs a
robust yet user-friendly solution. For mid-to-large enterprises, Cloudingo is a top choice (trusted
by thousands of SF admins) .
DemandTools (Validity): Type: Paid desktop & cloud toolset. Use: A veteran data management
suite specifically for Salesforce. It includes modules for mass deduplication, mass updates, data
imports, and more. DemandTools can find dupes (with custom matching rules), merge or modify
records in bulk, and even verify emails in real-time . Effectiveness: Very powerful for those
who know how to use it – it’s been an “admin’s Swiss Army knife” for years. It’s especially good
for complex tasks (e.g. updating 50,000 records via Excel and re-importing). Cost: Seat-based
licensing (approx. $132 per user/year for Enterprise edition) . This model is cost-efficient for
small admin teams, but can get pricey if many users need it. Ease of Use: Moderate – the newer
DemandTools has an improved UI (web-based “Elements” component) but still requires admin
expertise to configure rules . When to use: Organizations with a dedicated data manager/
admin who needs comprehensive capabilities beyond deduping (like normalization, bulk
moving records, etc.). Also good when budget is tight for org-wide licensing – one admin license
can do org-wide operations.
DupeCatcher (Symphonic): Type: Free AppExchange package. Use: DupeCatcher provides basic 
real-time duplicate prevention within Salesforce. An admin sets up rules (similar to matching
rules) and DupeCatcher will block or flag duplicates as users try to save them . Effectiveness:
Useful for orgs that haven’t enabled native duplicate rules or want a second layer. However, it
does not merge existing duplicates (no mass dedupe)  and is somewhat redundant now that
Salesforce offers native dup blocking. Also, as a free tool, support is limited and it may not be
updated frequently. When to use: Small orgs on zero budget who need to stop dupes at data
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entry (especially in older Salesforce editions where native dup management wasn’t available).
Otherwise, native features or more modern tools have largely superseded DupeCatcher.
Duplicate Check (Plauti): Type: Paid AppExchange app (native platform app). Use: Plauti’s
Duplicate Check is a 100% Salesforce-native deduplication tool. It runs within SF, allowing
highly configurable matching rules, duplicate scanning, merging, and even real-time duplicate
blocking. Being native, your data doesn’t leave Salesforce. Effectiveness: Strong – it has advanced
rule-based matching (exact, fuzzy with custom weights) and cross-object dedupe support

. It’s great for complex scenarios where you need fine control over matching logic and want
it all inside Salesforce’s security. It also supports scheduled jobs and mass merge. Cost: Volume-
based pricing (typically tiered by number of records analyzed, and requires contacting Plauti for
quote) . Unlimited user seats, since it’s an org install. Ease of Use: Medium – since it’s in
Salesforce, the UI feels familiar, but initial setup of rules can be time-consuming and requires an
experienced admin . No machine learning help – it’s all manually configured. When to use:
Organizations with strict data security requirements or that prefer native apps for compliance
(e.g. government or finance may prefer not to send data to a third-party server). Also a good fit if
you have in-house Salesforce expertise to tweak the matching rules precisely. If real-time, in-org
deduplication is a must and you are willing to configure it, Plauti is a top choice (they brand their
suite as Plauti Data Management, which covers duplicate handling and more).
DataGroomr: Type: Paid cloud app (modern SaaS). Use: DataGroomr is an AI-powered
deduplication platform for Salesforce. It connects to your org and uses machine learning
models to identify duplicates without you explicitly defining rules . It learns from large
datasets to catch non-obvious dupes. You can review and merge through its interface, and even
train custom ML models by confirming or rejecting suggestions (so it learns your data patterns)

. Also features “Importr” to deduplicate during CSV imports and an “Automater” for
scheduling tasks . Effectiveness: High for organizations with messy, large datasets –
DataGroomr’s ML can find duplicates that rigid rules might miss, and it continuously improves. It
also has a very user-friendly UI with side-by-side record comparisons and an “undo” merge
feature to recover mistakes . Cost: Record-based pricing, roughly starting at $1,195/year
for 100k records (with one user) up to ~$4,795/year for enterprise packages . This can be
more cost-effective than Cloudingo for very large orgs (since Cloudingo adds fees for every 100k
above 300k records). Trial available. Ease: Easiest among dedupe tools – minimal setup; you log
in and it scans dupes automatically with pre-trained ML . Great documentation and support. 
When to use: If the client’s org has very large volume of records or limited admin capacity to
configure rules. DataGroomr is ideal for those who want a mostly automated solution and are
open to AI assistance. In 2025, DataGroomr’s ML approach is cutting-edge and often more
efficient than manual rule tweaking . For most orgs not constrained by on-prem
requirements, this is a strong contender.
Others: There are other deduplication/cleansing tools worth noting:
No Duplicates – a newer entrant offering free unlimited trial, with fuzzy matching and scheduled
dedupe jobs (aimed at small orgs) .
Ringlead / ZoomInfo OperationsOS – ZoomInfo acquired RingLead and now offers it as 
OperationsOS, a powerhouse platform combining deduplication, normalization, and enrichment
in one. (We detail ZoomInfo in enrichment below, but it’s a tool spanning multiple categories –
dedupe included, with AI matching and lead-to-account automation ).
Validity’s other tools – e.g. Validity Dupe Blocker (real-time dup prevention, similar to DupeCatcher)
and PeopleImport (for deduplicating as you import new data). These come with the Validity suite
if you license DemandTools and can be useful for specific cases like ensuring CSV imports don’t
create dupes.
Openprise – listed under orchestration, but it also performs deduplication as part of its
workflows, including advanced cross-system deduping and custom logic (useful if an org needs
to de-duplicate across Salesforce and another system simultaneously, for example).
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Enrichment & Augmentation Tools

ZoomInfo (OperationsOS): Type: Paid SaaS + AppExchange integration. Use: ZoomInfo is an
industry-leading B2B data provider. It offers contact and account enrichment with a vast
database of 100M+ professionals and 20M+ companies. In Salesforce, ZoomInfo can
automatically fill in missing fields like direct dials, emails, company size, industry, revenue,
technographic data, and even org charts and intent signals . It has features like territory
assignment workflows, advanced account hierarchy mapping, and intent data integration .
The OperationsOS platform (formerly RingLead) also includes deduplication and routing, so it’s a
comprehensive data management solution . Effectiveness: Very high data accuracy, especially
for North America contacts . ZoomInfo refreshes data frequently, reducing decay. It can
proactively update your SF records on a schedule, and even capture form fills/website visitors to
enrich leads in real-time . Cost: Premium – pricing is not public, typically starts around
$12k/year for a package  and can go much higher depending on data volume and modules.
Geared for mid-large enterprises. Compatibility: Provides a Salesforce managed package for
integration and also API. Ease: Moderate – initial setup requires mapping fields and setting up
rules (likely with support from ZoomInfo). Once running, much is automated. When to use: Best
for B2B companies that rely on large-scale outbound sales/marketing. If missing data on
leads/contacts is a major pain and budget permits, ZoomInfo yields huge productivity gains (one
study noted automated enrichment saves 20+ hours of sales rep time per month that would be
spent on manual research ). Also, if a client wants to improve lead scoring or ABM (Account-
Based Marketing) with firmographics and intent, ZoomInfo is a top choice.
Apollo.io: Type: Paid SaaS + integration. Use: Apollo.io is a combined sales engagement
platform and B2B contact database. For data hygiene, we primarily consider its enrichment
aspect – Apollo has over 250 million contacts globally and can enrich Salesforce leads/contacts
with emails, phone numbers, titles, and more. It also tracks when people change jobs (so you
can update contact status) and provides verified emails and direct dials similar to ZoomInfo. 
Effectiveness: Good and improving – Apollo’s data is quite strong in tech industry and SMB
segments, and it offers tools like job change alerts and bulk enrichment. It may have slightly less
depth than ZoomInfo for very large enterprises or niche fields, but it’s continually growing.
Apollo also allows building targeted lists (like ZoomInfo) that you can import to SF, ensuring new
leads come in enriched. Cost: Generally lower than ZoomInfo – Apollo is known for more startup-
friendly pricing (several thousand per year range for small teams), with a free tier for basic use. 
Ease: Easy – Apollo’s SF integration can be set up quickly and you can enrich records on demand
(e.g. a button to “Find Contact Info” on a lead). When to use: Ideal for small to mid-sized
companies that need enrichment but can’t afford ZoomInfo, or that also want an integrated
dialer/sequencing tool (Apollo provides email sequencing, dialer, etc., which ZoomInfo offers via
add-ons). If a client’s focus is building a prospect database and doing outreach, Apollo provides
both the data and the tool to act on it, which can be a compelling combo.
Clearbit: Type: Paid SaaS + AppExchange. Use: Clearbit specializes in real-time enrichment,
especially for marketing use-cases (like form fills and web traffic). It instantly adds firmographic
details (company size, industry, funding, tech used) and demographic info to leads using its
database of 85+ attributes . For example, if a new lead with just an email comes in,
Clearbit can populate their company info and LinkedIn profile data within seconds. Effectiveness:
Very strong for firmographics and digital insights. Clearbit also provides an API and has products
for ad targeting and visitor identification (reverse IP lookup). It’s highly regarded for quality in
the startup and SaaS space. Cost: Around $12k/year starting  (and up, depending on usage).
They also have smaller packages for start-ups. When to use: If real-time lead enrichment is
critical (for instance, to route leads immediately based on company size or to personalize
website experience), Clearbit is a leader. It’s also a fit for orgs that want to enrich beyond just
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contacts – e.g. to score leads, or integrate data into custom apps (Clearbit is very developer-
friendly with its API-first approach ).
Other Enrichment Tools:
D&B Hoovers (Dun & Bradstreet) – provides company data enrichment (industry codes, financials)
via their Lightning Data package on AppExchange. Good for enterprise and financial data
enrichment, often used in manufacturing or finance industries.
Lusha, Kaspr, Cognism: These are other contact data providers. Lusha offers credits to get contact
info quickly (often used by sales reps via browser extension). Kaspr (by Cognism) focuses on
EMEA contacts and LinkedIn integration . Cognism has a strong compliance stance (GDPR
compliant contacts) and excels in European data . Each has Salesforce integration to push
enriched data. They might be considered if the client’s region focus matches their strengths (e.g.
Cognism for EU, Lusha for simple use cases, etc.).
Social Data Enrichment: LinkedIn Sales Navigator integration can write back some fields (like job
role, profile URL) to Salesforce if configured. Similarly, a tool like 6sense can identify anonymous
web visitors and provide intent data to enrich account records with buying stage predictions

.
Validation Services: While not adding new data, tools like Validity BriteVerify or Twilio Verify can
be used to validate and normalize emails and phone numbers (important for keeping contact
data clean). For example, BriteVerify (by Validity) can scan a list of emails and flag which are
invalid or risky; integrating this into Salesforce (via API or DemandTools) helps maintain a clean,
mail-able email list.

In practice, we often use a combination: e.g. ZoomInfo for core firmographics + an email validation API
for quality, or Clearbit for real-time form enrichment + Apollo for sales prospecting. The choice depends
on  the  client’s  industry  and  budget.  We  ensure  any  enrichment  process  is  accompanied  by
documentation  of  data  sources (so  the  client  knows  where  each  piece  of  data  comes  from,  for
compliance and trust).

Monitoring & Orchestration Tools

(Tools that span multiple stages or provide automation across the data lifecycle.)

Openprise RevOps Data Automation: Type: Paid enterprise platform. Use: Openprise is an end-
to-end RevOps data orchestration solution. It acts as a data quality hub: you can build no-code
workflows that cleanse, deduplicate, normalize, enrich, and route data across systems .
Essentially, Openprise can replace several point tools with one platform: it can pull data from
Salesforce (and other sources), apply rules (e.g. standardize countries, remove titles from name
fields, score leads), enrich from its library of connectors, and then write back clean data. It’s
especially powerful for automating lead routing (assign leads to sales reps based on territory
after cleaning them) and ensuring continuous data quality across marketing and sales ops. 
Effectiveness: Very high for organizations with complex, large-scale needs – Openprise has 300+
pre-built integrations and can handle millions of records, performing real-time or scheduled
tasks . It also supports advanced governance (sandbox simulations, version control for
data flows) which big enterprises need . Customer reviews give it top marks in data
quality category (often 4.9/5) for its comprehensive capabilities . Cost: High-end – custom
enterprise pricing only . Typically only justified for larger orgs (it’s an enterprise-grade tool,
often in the tens of thousands per year). Ease: Moderate – it’s no-code with drag-and-drop, but
due to its power, implementing Openprise still requires significant initial configuration and
understanding of data processes. Usually RevOps or IT teams manage it rather than general
admins. When to use: Mid-to-large enterprises that have multiple systems (Sales Cloud,
Marketing Cloud, Marketo, etc.) and want to centrally manage data quality and integration.
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For example, if an org needs to clean and unify data coming from Salesforce, a marketing
automation platform, and an e-commerce database, Openprise can do that in one platform. It’s
also valuable when an org wants to enforce complex rules that Salesforce alone cannot (or
would require too many flows), as well as when privacy compliance and auditability are key
(Openprise logs and governs every data change). Consider Openprise when data management
needs have outgrown simple tools – it’s the orchestration “brain” that ensures the right data, in
the right format, is in the right place at the right time .
Talend Data Quality & Integration: Type: Open-source and Enterprise software. Use: Talend is a
well-known data integration platform that also offers robust data quality components. With
Talend Open Studio (open-source), developers can create ETL jobs that connect to Salesforce and
perform cleansing tasks (e.g. remove duplicates using algorithms, standardize fields using
reference tables, etc.). The enterprise Talend Data Fabric includes a Data Quality portal with
profiling (identifying nulls, outliers) and even data stewardship workflows. Talend can leverage 
machine learning for data cleaning as well  – for instance, using its “talend.dataquality”
packages or custom Python in workflows to intelligently fix data. Effectiveness: Very high in skilled
hands – Talend can do almost anything with data if programmed: from simple dedupes to
complex entity matching across datasets. It’s akin to coding your own data tool. It’s especially
good for integrating Salesforce data with other sources (e.g. checking SF data against an
external database or running batch address standardization using external APIs). Cost: The open-
source version is free (but requires developer time). The enterprise version is custom-priced
(Talend has moved to subscription models, often significant cost). Ease: Low for non-technical
users – Talend requires ETL developers or those with some coding/SQL background. It has a GUI,
but the concepts are technical. When to use: Large organizations with IT support for data
management, or those that require heavy customization beyond what off-the-shelf tools provide.
For example, if a client wants a nightly job that pulls data from Salesforce, cross-checks against
an internal master data hub, cleans certain records, and loads back – Talend is perfect. Also, if
budget for other tools is lacking but development resources are available, Talend Open Studio
can be a cost-effective toolkit (it’s time instead of money). According to an industry review, 
Talend’s machine learning and automation make data management “smart as well as efficient” ,
so it’s often used by enterprises aiming for AI-driven data governance.
Informatica & MDM Solutions: Type: Paid enterprise software/cloud. Use: Tools like Informatica
Cloud Data Quality or Informatica Customer 360 (MDM) are enterprise-grade solutions to ensure a
“golden record” across systems . Informatica’s solutions can plug into Salesforce
(Salesforce even OEM’s some Informatica tech for certain products after acquisitions) and
provide master data management – identifying that, say, “IBM” in Salesforce and “International
Business Machines” in an ERP are the same, and merging or linking those records. These tools
are heavy-duty and ensure data quality for critical data across the business, not just within
Salesforce. When to use: Typically in very large or regulated enterprises that require a formal
master data management approach. If Salesforce Data Cloud is not an option or if a company
already invested in Informatica, they might use it to handle Salesforce data quality in a more
holistic way.
Monitoring Tools: Aside from dashboards mentioned, there are niche tools solely for
monitoring data quality. For example, Validity Monitor (part of Validity’s suite) can track data
quality metrics over time and send alerts. Another example: custom Apex triggers that log or
notify on data anomalies (if someone tries to bypass a validation via API, etc.). These are
supplementary but can be built if needed (especially for highly audited systems).

The above list is extensive, but it ensures we have the right tool for the job at each step.  Salesforce-
native tools are always our first choice due to ease and cost, but for larger clients or tougher problems,
the  AppExchange and third-party  ecosystem offers  excellent  solutions.  We carefully  evaluate  the
trade-offs (as detailed in the next section) before recommending a toolset to a client.
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Tool Evaluation and Comparison

With many tools available, it’s important to compare their effectiveness, cost, compatibility, and ease
of use. The table below provides a side-by-side comparison of select key tools in the deduplication and
data quality space, along with guidance on when to choose each. (These represent common choices;
other tools would be evaluated similarly.)

Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

Salesforce
Native Dup
Management

Built-in matching
& duplicate rules;
simple setup in SF

. Real-time
alerts to users,
basic duplicate
reports. No extra
cost. Strengths:
No installation
needed, governed
by Salesforce
security, works
well for exact
matches and
simple use cases.

Limited flexibility
(max 3 matching
criteria per object),
no ML or complex
logic. Cannot auto-
merge (alerts
only). Cross-object
handling only
Lead->Contact/
Account. Might let
some dupes
through if data
varies (e.g. “Acme
Inc” vs “Acme
Incorporated”).

Free (included
with
Salesforce).

Small
businesses or
starting point
for any org.
When budget is
zero or needs are
basic. Good
baseline that can
later be
extended with
other tools

.
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Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

Cloudingo

External SaaS app
for Salesforce. 
Rule-based
dedupe with easy
UI and robust
features. Offers 
batch merging,
scheduled jobs,
cross-object
merging, and
real-time API
dedupe . UI
includes
dashboards and
step-by-step
merge wizards

. Strengths:
Very customizable
matching (exact,
fuzzy, phonetic,
etc.), automation
(set it and
schedule), and
handles large
volumes reliably.
Unlimited user
seats. Highly rated
support/
community.

Initial
configuration of
rules required (can
be time-
consuming to
tweak for
perfection). UI,
while intuitive, has
many options –
some learning
curve for complex
setups . Pricing
by data volume:
beyond certain
record count, costs
increase .
Onboarding large
datasets (millions
of records) for first
dedupe can be
time-intensive
(need to index
data).

Org-based
license.
~$2,500/yr (Std
edition, up to
~300k
records); $6k/
yr Pro; $10k+/
yr Enterprise
(higher record
limits) .
No per-user
fees. 10-day
free trial
available.

Mid-sized to
Large Salesforce
orgs needing a 
user-friendly
yet powerful
deduplication
solution.
Especially if
multiple team
members will
run data quality
tasks (unlimited
users). Great
when you want a
set-and-forget
scheduled
dedupe and the
ability to fine-
tune matching
over time. Often
chosen by
enterprises that
prefer a visual
tool with strong
support, and are
okay with an
external app
(cloud) solution.

21 9

76
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25
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https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Cloudingo%20matches%20that%20power%20with,as%20effective%2C%20just%20less%20direct
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Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

DemandTools
(Validity)

Desktop (and now
web) application
suite. Rule-based
matching and
mass operation
toolset. Has
modes for flexible
merging, mass
updates, imports,
etc. . 
Strengths: Very 
comprehensive –
can handle
dedupe, reassign
ownership, bulk
field
normalization, and
more in one
package. Highly 
granular control
(you can script
complex
scenarios, use
Excel for
transformation).
Trusted over
decades in SF
community (well-
tested).

Higher learning
curve: multiple
modules and older
UI (for full feature
set) require
training . The
product is split
between
“Elements” (web)
and classic
(desktop) which
can be confusing.
Lacks built-in ML/
AI – all rules
manual . Seat-
based pricing can
become costly for
big teams
(although the
intention is
typically only
admins use it). No
mobile/web use
for classic modules
(desktop only for
some features).

User-based
subscription.
E.g. ~$2.67/
user/mo
(basic) to $11/
user/mo
(enterprise)

. This
means cheap
if only 1-5
admin users,
but scales with
SF license
count if you
want more
users to have
access. 14-day
trial (with
feature limits)

.

Organizations
with dedicated
data
management
staff or small
admin teams.
Best when you
need a swiss-
army knife for
data – not just
dedupes, but
also complex
mass updates or
external data
loads. If only one
or two power
admins will
handle all data
cleaning,
DemandTools
can be very cost-
effective and
powerful. Also
suitable for orgs
that are already
familiar with it
(e.g. many
nonprofits use
NPSP +
DemandTools).
Use when you
prefer an on-
premise tool
(desktop) for
security or when
Internet access
for tools is
restricted –
DemandTools
can run locally
against SF.

77 78

30

79

80

81
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Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

Duplicate
Check (Plauti)

Managed package
inside Salesforce
(100% native). 
Rule-based
matching with 
very fine control
(supports multiple
match scenarios,
weighting, fuzzy
logic libraries).
Runs fully in-org,
with options for
real-time blocking,
manual review, or
auto-convert/
merge. Strengths:
Data never leaves
SF, satisfying strict
compliance. 
Unlimited users
(governed by SF
perms). Tight
integration – e.g.
use SF reports to
view dupes found
by the app. Good
UI for merge with
field-by-field
selection.
Supports large
data volumes and
complex dedupe
jobs (optimized for
Salesforce Large
Data Volumes).

Requires expert
admin setup –
initial
configuration can
be laborious

. Out-of-the-
box, it does
nothing until you
define rules. No
machine learning –
purely rules, so
maintenance is
needed as data
patterns change. 
Pricing opacity:
Plauti pricing is not
publicly listed; one
must work with
sales (generally
tiered by number
of records, which
can be a “black
box” ). Merging
lacks an “undo” (so
mistakes rely on
recycle bin or
backups) .
Because it’s in SF,
extremely large
dedupe operations
can be slower
(subject to SF
governor limits) –
Plauti mitigates
this with an
optional external
processing mode,
but that moves
away from 100%
native.

Volume-based
(record count)
pricing. E.g.
tiers for X
records in org,
with
Advanced/
Premium/
Enterprise
levels .
Unlimited user
seats. Requires
quote –
roughly, mid-
tier could be
around the
cost of
Cloudingo or a
bit higher for
similar record
counts (exact
figures
depend on org
size). 14-day
free trial (full
features,
limited
volume).

Enterprises with
high security or
compliance
needs, or those
that insist on a 
Salesforce-
native solution.
Common in
industries like
Finance,
Government,
Healthcare
where data
cannot leave the
platform. Also a
fit if the
Salesforce data
model is very
complex – Plauti
can handle
custom objects
and relationships
natively. Choose
Plauti when you
have a skilled SF
admin team
ready to fine-
tune the
deduplication
logic and if
having
everything within
Salesforce (and
under its
permissions/
audit) is a
priority.

34

35

82

83

82
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https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Image%3A%20Plauti%20SetupImage%3A%20Plauti%20Setup
https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Duplicate%20Check%20sticks%20to%20the,time%20to%20setup%20and%20maintain
https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Pricing%3A%20Transparency%20vs
https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=move%20for%20inevitable%20%E2%80%9Coops%E2%80%9D%20moments
https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=Pricing%3A%20Transparency%20vs


Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

DataGroomr

Cloud SaaS for
Salesforce with AI-
driven matching.
Uses pre-trained
ML to spot
duplicates with
minimal config

. UI offers
side-by-side review
and one-click
merge, plus mass
merge and an 
undo function for
safety . 
Strengths: Easiest
setup – basically
plug-and-play, it
starts finding
dupes
immediately. ML
model adapts to
your data; also
allows custom
model training for
special cases.
Continuous
improvements – as
of 2025, it’s
sharpened
accuracy and
reduced false
positives
significantly .
Also includes
import dedupe
and automated
updates. Pricing is
transparent.

Being cloud, some
extremely sensitive
orgs may hesitate
(though it uses
secure APIs –
DataGroomr never
stores creds, it
uses OAuth). While
ML is great, some
admin oversight is
needed to ensure
it’s merging
correctly – initial
review is
recommended to
“teach” it any org-
specific nuances.
For highly
formulaic duplicate
scenarios, rule-
based might be
slightly faster to
configure (AI
covers most
common cases
though). Not a full
ETL tool – focused
on duplicates
(doesn’t do general
mass update or
data transform
outside dedupe
context).

Record-tier
subscription.
Starts ~$1,195/
year (up to
100k records,
1 user) and
scales to
~$4,795/yr (for
millions of
records) .
Additional
user seats
$500/yr if
needed. 14-
day free trial
(with full
functionality,
limits on
volume).

Organizations
of any size
looking for a
“hands-off”
dedupe
solution.
Especially useful
for large orgs
(lots of records)
where writing
exhaustive
matching rules is
impractical – the
AI will catch
dupes across
very messy data.
Also great for
teams with 
limited
Salesforce
admin capacity
– if clients don’t
have someone to
constantly tune
rules,
DataGroomr’s
set-and-forget
model is ideal. In
2025’s AI-first
landscape,
DataGroomr is
often the top
pick for forward-
thinking orgs
that want
efficient
cleansing with
minimal manual
effort .

84
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43

44 85
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https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=DataGroomr%20kicks%20things%20off%20with,call%20in%20a%20Salesforce%20guru
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Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

ZoomInfo
OperationsOS
(Enrich +
Dedupe)

Cloud platform
that combines
ZoomInfo’s best-
in-class data
enrichment with
deduplication and
routing (from the
RingLead
acquisition) . 
Strengths: All-in-
one data quality +
enrichment. It can
match & merge
dupes in
Salesforce and
simultaneously
enrich records
with missing fields
(leveraging
ZoomInfo’s huge
database) .
Offers AI-powered
matching (fuzzy
logic for names,
company
variations) and
real-time duplicate
blocking at entry

. Unique
capability: lead-to-
account matching
(auto-attach new
leads to the right
Account). Also
validates and
standardizes
emails, phones,
addresses globally

. Basically, it
tackles multiple
hygiene steps in
one go.

High cost –
positioned for
enterprise. Also,
complexity:
implementing
OpsOS requires
mapping both
dedupe rules and
enrichment rules,
which can be a big
project. It’s cloud-
based, so similar
considerations as
other external
apps. Focused on
B2B data; if the
org’s data is mostly
B2C or very niche
industries,
ZoomInfo’s
coverage may not
justify cost.

High-end
pricing.
Rough
ballpark:
starting
~$12k/year
and up,
depending on
number of
records and
modules .
This includes
data credits
for
enrichment.
Typically
custom
quoted.

Large
enterprises,
particularly in
Sales/
Marketing-
heavy domains,
that want a 
unified solution
rather than
stitching
together
different tools. If
a client is already
considering
buying ZoomInfo
for data, adding
the dedupe
module makes
sense to
maximize ROI.
Best when the
Salesforce org
suffers from
both duplicate
records and
incomplete data
– ZoomInfo
OpsOS
addresses both
simultaneously
(e.g. cleans out
dupes and fills
blanks in one
process). Also
ideal for
companies
aiming for an AI-
ready CRM –
cleaner and
richer data for
analytics/AI use

.

47

47 48
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48

53

87 88
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https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=ZoomInfo%20OperationsOS%20combines%20deduplication%2C%20enrichment%2C,Salesforce%20records%20with%20verified%20intelligence
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=ZoomInfo%20OperationsOS%20combines%20deduplication%2C%20enrichment%2C,Salesforce%20records%20with%20verified%20intelligence
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=%2A%20AI,emails%2C%20phone%20numbers%2C%20and%20addresses
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=Key%20Capabilities%3A
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=%2A%20AI,emails%2C%20phone%20numbers%2C%20and%20addresses
https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=,Starting%20Price%3A%20%2412%2C000%20annually
https://www.plauti.com/blog/best-deduplication-solutions-on-salesforce-appexchange-in-2025#:~:text=Every%20company%20has%20,the%20pros%20and%20cons%20of
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Tool / Solution
Approach &
Strengths

Limitations /
Considerations

Cost Model /
Pricing

Best Fit Use Case

Openprise
(RevOps
Automation)

Cloud enterprise
platform for data
orchestration
(quality,
enrichment,
routing). Not just a
dedupe tool – it’s a
workflow engine
that can
incorporate
deduplication as
one step in a
larger process. 
Strengths: Can
enforce complex
rules that span
multiple systems
(e.g. ensure
Salesforce and
Marketo have no
dupes between
them by
comparing across).
Offers advanced
segmentation,
data normalization
(e.g. job titles ->
standardized
seniority), and
even an “API
factory” to create
custom data
services .
It’s like having an
automated data
steward 24/7.
Highly flexible and
scalable; top-rated
for customer
satisfaction in data
quality.

Very high cost and
requires a strategic
commitment.
Suited for
organizations that
have already
identified data
automation as a
priority.
Implementation
can take time –
essentially you are
developing data
business processes
in a new system.
Not necessary for
smaller orgs. Also,
because it can do
so much, defining
the scope (so it
doesn’t boil the
ocean) is
important – you
wouldn’t buy
Openprise just to
dedupe 5,000
records; it’s overkill
unless you use its
breadth of
features.

Enterprise
pricing
(custom).
Generally
significant
investment
(tens of
thousands $/
yr).

Mid-to-large
enterprises
with complex
RevOps stacks.
If a company has
multiple CRMs,
marketing
platforms, data
warehouses, etc.,
and needs to 
harmonize data
quality across
all, Openprise is
ideal. Also fits if
the company has
a dedicated
RevOps or Data
Ops team – they
will leverage the
platform fully
(e.g. automating
lead processing
from capture to
CRM insertion,
cleaning data
along the way,
and looping back
insights). Choose
Openprise when
data quality is
part of a broader
data strategy
involving
governance and
automation at
scale .

(Table sources: tool capabilities and pricing based on latest vendor documentation and user reviews
, as well as comparative analyses in 2025 .)
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https://www.getgenerative.ai/top-10-salesforce-data-cleansing-tools/#:~:text=Key%20Capabilities%3A
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https://datagroomr.com/salesforce-deduplication-in-2025/#:~:text=match%20at%20L183%20admin%20PhD,out%20for%20most%20in%202025


Key takeaways from the comparison:

There is no one-size-fits-all; the “best” tool depends on org size, budget, and in-house expertise.
For example, a small nonprofit with one admin might stick to native tools + a free solution,
whereas a multinational company likely needs an enterprise-grade platform or multiple tools in
tandem.
Cloud vs. Native: If keeping everything inside Salesforce is paramount, a native app (Plauti) or
native features are the way to go. But cloud tools (Cloudingo, DataGroomr, ZoomInfo, etc.) often
add AI and ease-of-use that native solutions lack. Many mid-sized companies choose a cloud tool
for its efficiency, unless regulations forbid it.
Cost Consideration: Cloudingo (flat org pricing) vs. DemandTools (per user) illustrates a trade-
off: Cloudingo becomes cheaper than DemandTools as user count grows (no per-user fee) ,
but for a single-user operation, DemandTools could be cheaper. DataGroomr’s record-based
model is attractive for very large data sets (it handles millions of records for a reasonable fee)
whereas Plauti’s unknown pricing model typically scales with data volume in a less transparent
way .
AI/Automation: Tools embracing AI (DataGroomr, ZoomInfo’s platform, Openprise) provide
more future-proof solutions – they reduce manual effort and can adapt over time. Rule-based
tools (DemandTools, Plauti) put you in full control but require constant tuning. As of 2025, many
orgs lean towards AI-first for efficiency , but the choice also depends on trust and the
criticality of accuracy.
When to use each: In summary, use native + free tools for basic needs or as a starting point;
add specialized dedupe tools like Cloudingo/DemandTools when duplicates and mass updates
become unmanageable manually; consider AI-powered or all-in-one platforms (DataGroomr,
ZoomInfo OpsOS, Openprise) when looking to significantly automate and scale up data quality
processes (especially if preparing for initiatives like predictive analytics or AI that demand very
clean data).

When to Use Salesforce Data Cloud for Harmonization

A special consideration is Salesforce Data Cloud (formerly known as SF Customer Data Platform). Data
Cloud  is  Salesforce’s  new  real-time  platform  for  harmonizing  and  unifying  customer  data  across
sources.  Instead  of  cleaning  data  within a  single  Salesforce  org,  Data  Cloud  allows  you  to  bring
together data from multiple systems and resolve identities to create a unified customer profile. The
question  arises:  when  should  a  business  use  Data  Cloud’s  harmonization  and  identity  resolution
features instead of modifying source data in Salesforce?

Use Data Cloud when:

Multiple Systems or Org Silos: If the client has customer data spread across several systems
(multiple Salesforce orgs, marketing databases, e-commerce platforms, etc.), merging or
cleaning data in just one source isn’t enough. Data Cloud can ingest records from all these
sources and use Identity Resolution to link them. For example, a company with separate Sales
Cloud and Marketing Cloud can use Data Cloud to recognize that “John Doe in CRM” and “J. Doe
in email list” are the same person, without forcing those systems to merge records. The unified
profile in Data Cloud gives a 360° view across systems .
Maintain Source Data Integrity: In some cases, you may not want to alter the source data
(Salesforce org) because of legal or operational reasons. Data Cloud lets you build a golden
profile on top of source data, while source records remain as-is. For instance, two business units
might each keep their own Account for the same customer (different orgs or different record
owners) – merging them in one org could be political or problematic. Instead, Data Cloud can
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unify them virtually (identities merged in Data Cloud) to drive analytics or personalized
marketing, without forcing an internal org restructure. This is especially useful in organizations
with multiple Salesforce orgs (common after acquisitions) – Data Cloud can tie customer IDs
across orgs to one identity.
Real-Time Personalization and AI: Data Cloud operates in near-real-time, meaning as new data
streams in (website visits, store purchases, etc.), it updates the unified profile immediately

. If the client’s goal is to deliver personalized experiences (like the example of recognizing an
offline shopper when they go online) , Data Cloud is the tool to do that at scale. It can
instantly merge fragments of a customer’s identity based on predefined match rules (email,
phone, loyalty ID, etc.), enabling actions like real-time product recommendations or consistent
service across channels . Achieving this in a single Salesforce org alone is hard, since the
org only knows about its own data.
Complex Identity Matching: Data Cloud’s Identity Resolution engine can use advanced
matching logic with multiple identifiers and even machine learning in the future. For example, it
can reconcile identities using emails, phone numbers, device IDs, and more in a configurable
ruleset . If an org has a challenge like a customer signing up with different emails on
different platforms, Data Cloud can connect those. In Salesforce CRM alone, you might not even
have all those data points together, or you’d be writing custom matching rules that Data Cloud
handles out-of-the-box.
Noninvasive Golden Record: Traditionally, creating a “golden record” (single source of truth)
meant implementing a Master Data Management system that might push cleaned data back to
each source. Data Cloud flips that – it creates the golden customer profile within its own
database (the Data Cloud), leaving sources untouched. Use this approach when you want a 
single customer ID and profile for analytics or marketing but do not want to delete or merge
the original records in their transactional systems. For instance, marketing can use Data Cloud to
segment and run campaigns on unified profiles (avoiding duplicate outreach to the same
person), while sales teams in each org keep using their local records. Data Cloud acts as an
overlay.
Scale and Performance: Data Cloud is built for handling millions of profiles and large data
volumes with speed (it uses a big data architecture under the hood). If a client is struggling with
Salesforce performance due to millions of records (and dedupe or cleansing inside Salesforce is
becoming slow or hitting limits), offloading to Data Cloud for identity resolution might be
beneficial. It can unify data and then you might only bring the unified insights back into
Salesforce (e.g. tagging records with a unified ID or a flag from Data Cloud).

When to stick to source data cleanup instead: If the client’s data lives primarily in one Salesforce org
(or a couple) and they don’t need the real-time multi-source identity graph, then a classic data hygiene
project  (as  described  in  phases  1-4)  is  usually  sufficient.  Data  Cloud  is  powerful  but  requires  an
additional platform and comes with cost and complexity. For many mid-sized companies, cleaning and
maintaining the data within Salesforce itself (with the tools and techniques we’ve outlined) will meet
their needs (accurate reports, efficient processes). 

In summary, Salesforce Data Cloud is ideal for enterprise scenarios where a Customer 360 across
systems is required. Instead of forcing all data into one Salesforce org and heavily modifying it, Data
Cloud lets you keep data distributed but still achieve a unified, clean view through identity resolution

. A good rule of thumb: if the question is “How do we get a single view of the customer when data
comes from 5+ sources?”, think Data Cloud. If the question is “How do we clean up our Salesforce customer
list?”, stick with the in-org hygiene approach.
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Summary – The Repeatable Data Hygiene Process

Analyze the Data Landscape: Begin with a thorough assessment of current Salesforce data
quality. Use reports and dashboard tools to quantify missing data, duplicates, outdated records,
and inconsistencies . Align this analysis with business requirements to focus on what
matters (e.g. identify which fields are critical for sales or compliance). 
Identify & Prioritize Issues: Catalog all data quality pain points (duplicate Accounts,
inconsistent state names, leads with no email, etc.). Determine root causes (user entry,
integrations, legacy imports) and prioritize issues by business impact and quick-win potential.
This creates a clear action plan for cleanup – tackling the highest-impact problems first.
Cleanse, Deduplicate, Enrich: Execute targeted cleanup actions. Merge duplicate records using
Salesforce merge or specialized deduplication tools (to avoid inefficiencies and conflicting info)

. Standardize values and formats for consistency (e.g. picklist normalization, case
formatting). Enrich missing key fields either through internal efforts or by integrating third-party
data (such as populating firmographics via ZoomInfo or similar) . Remove or archive stale
records that no longer add value. Automate bulk of these tasks with scripts or tools to ensure
efficiency and accuracy.
Prevent Future Decay: Implement governance measures to keep data clean over time. Activate
Salesforce’s native duplicate prevention and validation rules to stop bad data at entry (e.g.
blocking exact duplicate leads, requiring standard formats) . Use flows or triggers to auto-
clean certain fields and maintain consistency behind the scenes. Schedule regular data quality
reports/dashboards to monitor the state of data (early warning for emerging issues). Where
applicable, utilize advanced platforms (like Data Cloud or MDM solutions) for enterprise-wide
identity resolution instead of repeatedly fixing issues in isolation.
Enable & Educate Users: Establish a data-conscious culture. Train users and admins on data
hygiene best practices and the proper use of new tools or processes. Provide documentation
(data standards, field definitions) and easy-to-use reports that empower teams to correct and
improve data in their day-to-day work. Assign data stewardship roles for accountability. Keep
leadership informed with data quality KPIs and progress – making data hygiene a sustained
organizational priority, not a one-time project.

By following this cyclical  process (Analyze →  Identify →  Cleanse →  Prevent →  Enable, then back to
continuous analysis), organizations can dramatically improve Salesforce data quality and maintain
it  long-term.  This  repeatable  framework  is  adaptable  to  different  org  structures  (from  a  single
Salesforce  instance  to  multiple  orgs)  and  industry-specific  data  requirements,  ensuring  a  scalable
approach to “clean CRM” for any scenario.

Recommended Tools by Phase

To support the above process, here is a curated list of recommended tools for each phase of the data
hygiene lifecycle.  We include native Salesforce features, free utilities,  and trusted third-party apps –
selecting the appropriate ones will depend on the client’s exact needs and budget:

Data Analysis & Profiling: Salesforce Labs Data Quality Dashboards (free, pre-built reports to
measure completeness and duplicates) ; FieldPro (free AppExchange tool to analyze field
usage and missing data); Optimizer (native Salesforce report identifying potential data issues);
and FieldTrip/Cuneiform (for field-level data profiling). These help quantify data problems and
target where to clean first. 
Data Cleansing & Deduplication: Native Duplicate Rules and Duplicate Jobs (to detect and handle
dupes within SF) ; Cloudingo (dedicated dedupe app with automation) ; Validity
DemandTools (suite for deduplication, mass updates, imports) ; DupeCatcher (free real-time
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dup blocking) ; Plauti Duplicate Check (Salesforce-native dedupe with advanced rules); 
DataGroomr (AI-powered duplicate identification and cleaning) . These tools (used
individually or in combination) address duplicate merging, mass editing, and bulk deletions – the
core cleanup actions. 
Prevention & Monitoring: Salesforce Validation Rules (to enforce data entry standards, e.g.
required fields) and Required Fields on Page Layouts; Matching Rules and Duplicate Rules (for
ongoing duplicate prevention on create) ; Lightning Flow automations (to standardize or auto-
fill data); scheduled Reports & Dashboards (to keep an eye on data quality metrics). Additionally, 
Openprise (for automated data processing and governance)  or Talend (to script data quality
jobs)  can be used in larger enterprises to systematically enforce rules and monitor across
systems. 
Data Enrichment: ZoomInfo OperationsOS (premium contact/company enrichment and cleaning
platform) ; Apollo.io (cost-effective contact data enrichment with integrated outreach); 
Clearbit (real-time lead and account enrichment for firmographics) ; D&B Hoovers or Equifax
via Lightning Data (for firmographic and credit data); LinkedIn Sales Navigator (to update job roles
and company info from LinkedIn). These tools bring in external data to fill gaps (emails, phone,
industry, revenue, etc.), ensuring Salesforce records are complete and up-to-date. 
Salesforce Data Cloud (if applicable): While not a traditional “tool” in the AppExchange sense,
Data Cloud is recommended when multi-source identity resolution is needed. It can be
considered a solution in the prevention/harmonization phase – using Data Cloud’s identity
engine to avoid duplicate or fragmented customer data across disparate systems, instead of
trying to force all data into Salesforce itself. 

(Sources for tools: Salesforce AppExchange listings and 2025 reviews of top solutions .)

By leveraging the appropriate tools in each phase, we create a toolkit that supports the methodology
end-to-end. Our strategy is not tied to a single product; rather, we mix-and-match  Salesforce native
capabilities (zero-cost) with  best-in-class third-party apps to meet requirements in a cost-efficient
way. All recommended tools are proven in the Salesforce ecosystem with good support and updates as
of 2025.

Sales Enablement Kit – Pitching the Data Hygiene Framework

When engaging Salesforce admins or executive decision-makers, it’s crucial to communicate the value
of  data hygiene in  clear,  compelling terms.  Below is  a  “starter  kit”  of  pitch points  and framework
highlights that MLVeda can use in conversations, presentations, or proposal materials to gain buy-in for
a data cleaning initiative:

The Pain (Why Now?): “Data is the new oil,” but dirty data is like sludge in your Salesforce.
Highlight that poor data quality costs real money – it leads to wasted effort, missed sales, and
faulty decisions. (For instance, studies show bad data costs businesses on average $15 million+
annually and even small CRM datasets can decay rapidly .) If the client is looking towards
AI and analytics, emphasize that AI is only as good as the data – messy CRM data will yield bad
predictions. Now is the time to clean up, especially with Salesforce’s push for AI-ready CRM in
2025.
Signs of Trouble: Paint a picture using the client’s context: sales reps complaining about
duplicate leads, marketing emails going to wrong contacts, low adoption of Salesforce because
users don’t trust the reports (“garbage in, garbage out”). Maybe their dashboards have blanks or
inconsistencies that everyone notices. Use these as rallying points – “We have 5 versions of the
same customer and no one knows which info is right” or “20% of contacts lack email, so our email
campaigns aren’t reaching prospects.” These concrete examples hit home.
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Our Solution (What & How): Introduce the repeatable framework as a structured approach to
solve these pains. It’s not a one-time data dump; it’s a proven, phased process – Assess →
Cleanse → Prevent – that we will customize for the client. Stress that this framework has been
tested across industries (so it’s “cross-domain”) but will be tailored to their org’s unique needs. 
“We start by x-raying your Salesforce data (phase 1) – you get a clear picture of what’s broken. Then we
systematically fix it (phase 3), and just as importantly, put guardrails so it stays fixed (phase 4). Finally,
we empower your team (phase 5) to maintain high standards.” By explaining the methodology, you
assure them it’s comprehensive and systematic, not an ad-hoc patch.
Key Benefits (Value): Clean data pays off in multiple ways – 
Accurate Reporting & Forecasting: Decisions from execs down to reps will be based on
trustworthy data, leading to better outcomes (no more surprises in the pipeline due to duplicate
or missing info) .
Improved Efficiency: Sales and service teams reclaim time – no more hunting for the right
record or reconciling duplicates. For example, automated enrichment can save 20+ hours per
rep per month that was previously spent on research and data entry . Reps can focus on
selling, not data cleanup, which could boost productivity significantly.
Enhanced Customer Experience: With consolidated and complete customer profiles,
interactions are smoother and personalized. Marketing won’t send two catalogs to the same
person at different addresses; support agents won’t ask a customer for information that another
department already has – because the data is unified. This drives customer satisfaction and
loyalty (they feel known and not annoyed by duplicate outreach).
Enablement of Advanced Initiatives: If the client plans to implement AI (Einstein, etc.) or
advanced analytics, clean data is the foundation. Whether it’s predictive lead scoring,
personalized marketing journeys, or multi-touch attribution, those projects will succeed only if
the underlying data is high quality . Our strategy prepares their Salesforce for these high-
value projects – essentially future-proofing their CRM investment.
Compliance and Governance: In industries with data regulations (GDPR, HIPAA, etc.), data
hygiene is not optional – it’s required. We help ensure data accuracy (individual rights like
rectification are easier when data is clean), proper data retention (archiving old records), and
that privacy preferences are respected (e.g. duplicate contacts won’t accidentally bypass an opt-
out flag) . This mitigates risk of fines or reputational damage.
Tooling and Tech: ** Assure decision-makers that we will leverage the best tools for the job –
many of which they may already own (Salesforce features) or are free, supplemented by
reputable solutions for advanced needs. This is cost-effective** and not about upselling
expensive software; it’s about using the right tool at each step to maximize results. We’ll present
options (e.g. free vs paid) with clear ROI rationale for each. For instance: using a free dashboard
to identify issues, then perhaps a short-term license of a dedupe tool to clean up thousands of
dupes rapidly (saving countless hours of manual merges). The cost of tools is dwarfed by the
cost of bad data – that’s an easy ROI argument.
Success Stories/Benchmarks: Briefly mention analogous cases (without breaching
confidentiality): “We performed a similar data hygiene project for a client in your industry – they saw
a 40% reduction in campaign bounce rates and a 15% increase in sales productivity within 3 months,
because reps stopped dealing with duplicate/redundant records.” If MLVeda has any reference
metrics or testimonials, include those. Concrete numbers like “cleaning 50K records improved lead
conversion by X%” make the outcome tangible.
Framework Deliverables: Outline what they get with this strategy: 
Data Quality Audit Report: showing current state (and shocking some people into action, most
likely, when they see how much is off).
Remediation Plan: a clear list of actions and the value of each (e.g. “merge ~1,000 duplicate
accounts, affecting ~$5M pipeline – preventing sales dual effort”). 
Implementation of Cleansing: actual cleaned data (the immediate win).
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Preventative Configurations: new rules/automations set up in their Salesforce to guard quality.
Documentation & Training: so their team can sustain the gains (this includes playbooks, how-to
guides for maintaining data).
Ongoing Monitoring Setup: like dashboards or reports they can use going forward. This shows
it’s a full package – not just advice, but execution and enablement.
Flexible to Their Needs: Emphasize the cross-domain nature – whether they’re in finance, retail,
high-tech, etc., we account for industry-specific data. For example, “We know in healthcare,
practitioner records have unique challenges (like NPI numbers and no duplicates on those), we’ll
incorporate that. In software, you might rely on things like domain-based dupes for leads – we tailor
rules accordingly.” Also, if their org structure is unique (multi-language, multi-currency, large
volume), note that our strategy scales (multi-currency cleansing, handling translations, scaling to
millions of records using tools like Data Cloud or Openprise if needed).
Quick Wins and Roadmap: Decision makers like quick ROI. Outline which improvements can
happen in the short term (next 4-6 weeks) – e.g. “Within a month, we can eliminate virtually all
obvious duplicates and fill in all missing region fields needed for territory assignments – immediately
boosting sales clarity.” – versus longer-term governance – “Over the next 6 months, we’ll work with
your team to instill ongoing data stewardship and integrate a 360° view via Data Cloud, ensuring the
data quality remains high as you grow.” This two-horizon approach (quick win vs strategic
outcome) helps them justify the project (early success) and see lasting value.
Support from Leadership: Finally, encourage that this effort needs sponsorship – but the heavy
lifting will be done by us (MLVeda) in partnership with their admins. We just need their mandate
to collaborate across departments (since data quality touches everyone). Possibly suggest
establishing a small data governance committee on their side – which we can guide initially. This
sets the expectation that the client’s team will be involved (especially at knowledge transfer
stages), fostering ownership.

Using these points, we position the data hygiene strategy not as a tedious “cleanup task,” but as a
business-critical  initiative that  will  drive  efficiency,  revenue,  and  insight.  The  language  should
resonate both with technical  stakeholders (admins who care about a workable plan and tools)  and
business stakeholders (who care about outcomes and ROI). 

In conclusion, the message to take to stakeholders is: Clean Salesforce data is the engine for growth
and AI-ready business  in  2025. Our  repeatable,  cross-domain  data  hygiene  strategy  provides  the
roadmap, tools, and guidance to turn bad data into a competitive advantage – leading to more sales,
happier customers, and smoother operations. Let’s transform your Salesforce org into a trustworthy
source of truth that empowers your team every day. 

Salesforce data enrichment: Best tools for 2025
https://www.rudderstack.com/blog/salesforce-data-enrichment/

Improve Data Quality Analysis
https://trailhead.salesforce.com/content/learn/modules/data_quality/data_quality_assess_your_data

Salesforce Deduplication in 2025 | DataGroomr, LLC
https://datagroomr.com/salesforce-deduplication-in-2025/

9 Best Salesforce Data Enrichment Tools in 2025
https://www.smarte.pro/blog/salesforce-data-enrichment
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