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In today’s competitive landscape, Revenue Operations (RevOps) has
emerged as a critical framework for aligning marketing, sales,
finance, and customer success functions to optimize revenue
generation. RevOps offers a streamlined approach to breaking
down the silos that traditionally exist between these departments,
allowing companies to drive predictable revenue growth, improve
forecasting accuracy, and create operational efficiencies.

At dotSolved, we recognize the transformative potential of RevOps,
particularly when integrated with Salesforce, a leading Customer
Relationship Management (CRM) platform. This paper provides a
comprehensive overview of RevOps and explores how Salesforce
can serve as the backbone of a successful RevOps strategy.

uccessful Revenue

Operations is the

key to unlocking
seamless collaboration
across departments,
driving consistent revenue
growth, and turning data

into actionable insights.
When paired with the
power of Salesforce,
RevOps becomes the
engine that propels
businesses toward
predictable success
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A Brief History of RevOps
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RevOps as a field emerged in
response to the need for
greater alignment between
revenue-generating teams
such as marketing, sales, and
customer success. In the
past decade, businesses
increasingly realized that
siloed operations between
these functions led to ineffi-
ciencies, missed revenue
opportunities, and inconsis-
tent customer experiences.
As companies sought to

— q enhance collaboration,

== -ﬂ‘ improve revenue predictabil-

e E i ity, and better use data,
E E g -ﬁi RevOps emerged as a strate-
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Officially recognized as a distinct function around 2018, RevOps encompasses the entire
revenue cycle, including pipeline management, sales enablement, marketing automation,
and post-sale customer success operations. The inherent advantage of RevOps is its ability to
provide unified data visibility, optimize processes across departments, and enhance
customer experiences through a cohesive operational approach. This holistic view enables
organizations to not only streamline their operations but also drive faster revenue growth,
improved forecasting, and better operational efficiency.

The Growing Need for RevOps

Disparate workflows between sales, marketing, and
customer success teams have long been a barrier to
efficient revenue generation. Many businesses struggle
with disconnected data systems, inaccurate forecasting,
and poor visibility into the sales pipeline. According to
Forrester's "The Rise of Revenue Operations" report,
organizations that adopt RevOps are able to improve
collaboration across teams, align goals, and achieve
significant revenue growth. By breaking down these
operational silos, RevOps enables organizations to gain
clarity over their entire revenue process, from lead
generation to customer retention.
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Salesforce Foray into RevOps

Salesforce’s foray into RevOps was a natural .
evolution, building on its leadership in the CRM ithout a

clear RevOps

space. As the world's most widely used CRM
platform, Salesforce already had extensive

capabilities in  managing customer data, strategy,
streamlining sales processes, and integrating even the most powerful
marketing and service functions. Recognizing the .

growing importance of RevOps, Salesforce began tools llke_ Sa.lesforce can fall
incorporating more comprehensive tools and short. Mlsallgnment
solutions that spanned beyond CRM to support between teams and poor
the entire revenue lifecycle. Jos integ ration oftar i
With the introduction of advanced reporting, to missed opportunities,
analytics, and Al-driven forecasting capabilities, :

Salesforce strengthened its position in RevOps by Inaccurate forecaStS’ clale
enabling real-time data visibility across all stalled revenue growth.
revenue-generating departments. Salesforce’s

existing infrastructure provided the perfect

foundation for this shift, allowing businesses to

easily transition from siloed functions to a fully

integrated RevOps approach. Its ability to bring
together marketing, sales, customer success, and
finance teams under one platform made it a go-to
solution for companies looking to maximize
operational efficiency and revenue growth.
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How Salesforce Powers RevOps

Salesforce, with its robust CRM capabilities, plays a pivotal role in RevOps by centralizing
data, automating workflows, and enhancing visibility across the revenue cycle. This
allows businesses to adopt a more holistic approach to managing their revenue
operations.

At dotSolved, we leverage Salesforce to accelerate lead-to-revenue processes, providing
organizations with better insights into their pipeline and a more predictable forecast.

RevOps Benefits

Pipeline Acceleration Data-Driven Forecasting Integrated Workflows

Salesforce enables
faster movement
through the sales
funnel by automating
repetitive tasks and
standardizing
processes across
departments.

The platform’s analytics
and Al-driven forecasting
tools allow businesses to

make informed,
data-backed decisions,
reducing the likelihood of
revenue shortfalls.

By integrating marketing,
sales, and customer
success workflows,

Salesforce provides a
seamless user experience,
ensuring every department
is aligned towards the
same revenue goals.

Key RevOps Metrics to Track

To measure the success of a RevOps implementation, businesses need to focus on specific
performance metrics. At dotSolved, we focus on several critical RevOps metrics, which
include:

This metric helps companies understand the cost
efficiency of their marketing and sales efforts in
acquiring new customers. ‘

Annual
Recurring
Revenue (ARR)

Customer

Lifetime Value
(CLTV)

ARR reflects the stability of revenue streams,
particularly for businesses that rely on subscription

models. '

CLTV measures the total expected revenue from a customer
over the duration of their relationship with the company,
helping businesses focus on long-term customer value. '

Churn rate provides insights into customer retention
and highlights areas where customer success teams

need to focus. '

By continuously tracking and optimizing these metrics through Salesforce’s capabilities,
companies can gain actionable insights to drive revenue growth.
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1. Sales Pipeline

Velocity

2.Average Sales

Key RevOps
Metrics

Price
3.Win Rate

4.Renewal Ratio

5.Forecast

Conversion Ratio

1. Revenue Growth
(Vs) Churn
2.New Logos
Revenue
3.Expansion
Revenue
4.Customer LTV

RevOps
Metrics
for Sales

RevOps
Metrics
for
Marketing

1. Marketing
Pipeline Velocity

2.Conversion Rate

3.Pipeline
Generation &
Influence

4.Cost per Lead

5.Cost per
Opportunity

1. Speed of
Implementation
Process

2.Time to Value

3.Usage Frequency

4.Support Cases
Submitted

5.Time to
Resolution

RevOps
Metrics
for
Customer
Service

dotSolved’s Approach to RevOps Implementation

At dotSolved, we adopt a structured
approach to RevOps implementation,
ensuring that every solution is
tailored to the specific needs of the
client. We begin by conducting an
initial assessment of the existing
business processes, systems, and
workflows. This allows us to identify
gaps and areas for improvement.

Next, we design a TO-BE process—an
optimized version of the current
operations aligned with RevOps
principles. Our team configures and
integrates  Salesforce  with  the
organization’s other business systems
to ensure seamless data flow and
collaboration across departments.
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Finally, we establish a system of continuous monitoring, tracking key performance metrics and
optimizing the Salesforce setup to ensure it evolves with the business.
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RevOps: A Driver of

Digital Transformation

RevOps plays a critical role in the digital
transformation of modern enterprises. By
integrating Salesforce into RevOps, companies
can improve customer experiences, drive
operational efficiencies, and accelerate their
digital journeys. At dotSolved, we work with evops7 pov\/ered
clients to transform key business functions: by Salesforce. is
?

the catalyst for
digital transformation-

Marketin Sales ..

= driving seamless
Automfatlon of Improved pipeline | nteg ration across
campaigns, enhanced management, faster )
lead scoring, and deal closures, and ma rket”’]g’ Sa|e5,
targeted outreach enhanced
strategies powered by lead-to-opportunity customer success, a ale
Salesforce's Marketin conversion rates. .
clolt ° finance to create a

unified, efficient, and

Customer Finance and custo me r-focused
Success Revenue Teams enterprise.
Real-time visibility into Integration of Salesforce
customer interactions, with financial systems
ensuring proactive enables real-time
engagement and tracking of revenue,
higher customer contract management,
satisfaction. and invoicing.

Tailored Solutions for Industry-Specific Challenges

Different industries face unique challenges, and
at dotSolved, we offer customized RevOps
solutions tailored to meet these industry-specific
requirements. Whether it's the complex supply
chains in manufacturing, stringent regulatory
requirements in healthcare, or fast-changing
consumer trends in retail, we have the expertise
to optimize revenue operations across multiple
sectors.
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Proven Success: Case Studies

At dotSolved, we have a proven track record of successful RevOps
implementations across various industries. One such example is our
work with a global technology provider where we significantly
reduced time-to-revenue by streamlining workflows and
automating Salesforce processes. Another example is how we
helped a healthcare provider improve customer retention by
leveraging Salesforce's data analytics and customer success
management tools.

Flexible Engagement Models

dotSolved offers flexible engagement models to meet the diverse
needs of our clients. These include onshore, offshore, and hybrid
delivery models, ensuring cost efficiency and scalability. Our
dedicated teams work closely with clients, ensuring that every
solution is tailored to meet specific business requirements.
Additionally, we offer both fixed-price and time-and-material models
to accommodate varying project scopes.

Conclusion

RevOps, when powered by Salesforce, offers businesses a
transformative approach to revenue management. By aligning
marketing, sales, customer success, and finance teams, companies
can create a seamless, data-driven process that drives revenue
growth and operational efficiency. At dotSolved, we are committed
to helping organizations leverage the full potential of RevOps
through Salesforce to unlock new opportunities for growth and
success.
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As a recognized leader in the US, dotSolved

specializes in delivering cutting-edge business

process automation and technology solutions.

We focus on advisory and value consulting, e
implementation and managed services across

key digital transformation pillars including

Enterprise Resource Management (ERP),

Customer Relationship Management (CRM),

Robotic Process Automation (RPA), Business

Process Outsourcing (BPO), and Al/Data /
Science initiatives.

With our commitment to innovation and

operational efficiency, we help businesses

streamline their processes and accelerate _

digital transformation. Our tailored solutions

are designed to address the unique challenges

of various industry verticals, driving growth, o °
enhancing productivity, and ensuring

operational excellence.

Curious how a trusted Salesforce

RevOps implementation and

managed services partner can .
optimize your revenue a
operations and accelerate

growth?

Let's talk! awy

dotSolved Systems Tech
4900 Hopyard Road, Suite 285,
Pleasanton, CA 94566

O +1925 218 6903 X info@dotsolved.com
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