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Our customer is a leading global information services 
provider, and a Fortune 100 company. The company 
improved pipeline data hygiene on its Salesforce CRM 
instance to bring down overdue deal value from $111M 
to $53M in 4 weeks by creating more user-centric 
process flows with Whatfix. 


They had made a significant investment in Salesforce, 
and customized it heavily to cater to its specific needs. 
In a short amount of time after implementation, 
overdue opportunities accumulated to a value worth 
$111M, as a result of sellers entering dirty, incorrect, and 
incomplete data into Salesforce. When sellers lost 
track of their deals, they often closed them and 
marked them as ‘lost’ or ‘dropped’. 


The quality of their CRM data was extremely poor, 
which led to issues across compliance, reporting,  
and forecasting.


With Whatfix, personalized pop-up notifications were 
implemented to remind sellers of overdue 
opportunities. A custom flow was created that led 
them straight to a curated list of their respective 
overdue opportunities.


This drove behavior change, which as a result directly 
translated to actual ROI. Overdue deal value decreased 
from $111M to $53M in only 4 weeks. To put this into 
context, if we assume 10% of deals “lost” or “dropped” 
are recovered, and assume a 20% close rate, this in 
itself would drive an additional revenue of $1.2M. 


It’s a classic example of how userization of the most 
basic processes, such as updating opportunity data on 
an enterprise CRM, generates significant value for  
large organizations.



Case Study: A leading information services company 
userized their basic CRM processes to generate 
significant revenue and ROI, powered by Whatfix
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