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When Efficiency Fails in Silos

The form was filled out. The lead was routed. The rep was
notified. And then... silence.

Three days passed before the meeting got booked. But by then,
the buyer's momentum was gone and the deal slipped away.

This kind of delay isn't rare. It happens all the time when ops
teams rely on disconnected tools. One system handles routing,
another handles scheduling, and a third tracks follow-ups. Each
piece works on its own, but the full journey falls apart.

The reality is, today’'s revenue engine moves fast. Buyers don't
wait, sales reps can't afford delays, and ops teams are stuck
fixing problems caused by scattered tech.

And, the bigger your team or motion, the worse it gets. Every
workaround adds complexity, every gap creates risk, and every
missed meeting costs real pipeline.

This ebook explores how to stop the bleeding.

You'll learn:

® How to connect scheduling and orchestration
into a single, smooth workflow

® How to spot where automation fails most often

® How to identify the metrics that matter most

If you're ready to close the cracks in your
funnel and speed up your path to revenue,
keep reading.
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Executive Summary

Many ops teams have solid lead routing in place. But
too often, the process breaks right after assignment.
Scheduling lives in a different tool, alerts get missed,
reps delay outreach, and buyers lose interest. Ultimately,
revenue slips away.

This ebook takes a close look at a common problem:
disconnected systems that create friction between
interest and conversion. \When routing and scheduling
live in separate tools, teams lose time, visibility, and

control.
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’ You'll learn why connecting orchestration and scheduling
in a single workflow makes such a difference. The best
systems don't just assign leads, they drive action. They book
meetings in real time, enforce SLAs, and give your team a \
clear view of every handoff.

ﬂ You'll also explore the risks of fragmented tools. When
one tool updates or fails, the rest fall out of sync. Reps
juggle too many systems and Ops teams spend more time
maintaining than optimizing.

To help you move forward, we've included a gut-check
guide. Ask the right questions before adding another tool
to your stack. Make sure your system can adapt when your
GTM motion shifts.

If you're tired of duct-taped solutions and want to build
a more responsive, scalable revenue engine, this guide wiill
show you how to get there.
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Why Scheduling and Orchestration
Must Work Together

You routed the lead to the right rep. That should be the hard part, but the meeting never got booked.

Routing alone doesn’t move the deal forward. It just puts the ball in someone’s court. Without automatic scheduling,
reminders, and fallback options, too many leads stall.

Here's what starts to break when scheduling lives outside your orchestration flow:
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Leads sit in Reps forget or Buyers lose SLA timers Ops teams No one knows
gueues with no delay reaching interest or get missed chase down where the
follow-up out go with a and buried in issues one ticket handoff actually
competitor spreadsheets atatime failed

Plus, the gaps get wider as your motion grows. More territories, more reps, more complexity. You patch one problem, and another
pops up. The system you built to speed things up ends up slowing things down.

Real orchestration includes everything from lead capture to meeting confirmation to handoffs to customer success. It doesn'’t stop
at assignment. It follows through.
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The Risks of Tool Fragmentation

Your CRM handles routing.
A calendar tool manages bookings.

Marketing automation sends alerts.
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Slack fills in the gaps.

Many ops teams inherit this kind of patchwork setup and it
works, for a while. Then one thing changes, and the whole
thing breaks. A field update fails, next, a calendar rule gets
skipped, and then a lead goes missing.

You end up debugging brittle integrations and building
workaround flows that no one wants to own. Simple requests
become projects and a small change in your GTM plan means
hours of rework.

Meanwhile, reps jump between tools just to book a meeting.
They check one system for assignments, another for calendar
links, and a third for reminders. Nothing feels connected and
everything takes longer than it should.

Plus, when something breaks, it's hard to know where. Was
the lead routed? Did the rep follow up? Did the meeting get
scheduled?

Here’s what tool fragmentation usually causes:

Missed or delayed meetings due to calendar
sync issues

Duplicate alerts across platforms, or no alerts
at all

Workflows that break when territories or
rules shift

Frustrated reps who stop trusting the system

Manual handoffs that depend on someone
remembering

No central view of lead status from form to opp

In addition, data gets scattered. You lose the ability
to track performance across the full buyer journey.
Reporting becomes guesswork.

Connected tools save time; disconnected ones waste it.
The more tools you stitch together, the more fragile the
system becomes.
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What Good Looks Like:
Connected Buyer Journeys

Operational alignment means your systems talk to each other. [t means your workflows run without constant manual intervention.
And, it means the buyer moves from interest to meeting without friction.

When orchestration and scheduling live in one connected system, you remove common blockers. You also give your team a clean,
scalable foundation to support growth.

Here's what strong operational alignment looks like in action:

What Operational Alignment Looks Like Why It Matters

Real-time routing and instant scheduling The buyer books a meeting with minutes, not days.

No leads fall through cracks when sales reps are out or

Consistent coverage logic UG MUES S,

SLA tracking from form fill to booked meeting You can see where delays happen and fix them fast.
Full visibility across the funnel You know exactly what happened to every lead.

Less maintenance, fewer errors, easier updates, less money

Fewer tools in the flow :
spent on overlapping tools

Automation that adapts easily to change Your workflows remain agile as your GTM strategy evolves.

Plus, connected systems give reps confidence. They know the right leads are coming in. They see when meetings get booked.
They trust the process.

When your tools work together, your team can focus on execution, not fixing what broke yesterday.

Back to Table of Contents —



Where Automation Fails Ops Pros

Not all automation is helpful. Some tools create more problems than they solve. They look clean in a demo, but fall apart in real life.
Below is a quick breakdown of where automation tends to go wrong, and what to watch out for:

No Visibility into
What'’s Broken

Solves Only One Over-Customization Breaks When GTM

% ”
It Just Integrates Problem Traps Changes

The claim sounds Some tools handle Custom scripts and New territories? New Leads vanish.
great until you try lead routing, others do workflows can be product line? Round Meetings get missed.
to deploy it. Prebuilt scheduling, and few powerful. But they also robin tweak? Now Reps complain. But
integrations often cover the full journey. break easily. One rule your flow doesn'’t the error logs tell you
miss edge cases. You This forces you to change leads to five work. You're forced to nothing. You spend
end up filling gaps connect systems that other fixes. The more rebuild it from scratch. hours tracing a bug
manually. were never built to you build, the more Again. that lives in four
work together. fragile things get. systems.

If you're spending more time maintaining than optimizing, the system isn’t working for you.
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The Metrics That Matter Most

You've cleaned up your workflows. You've connected routing and scheduling. Now, how do you know it's working?

The right metrics show more than surface-level performance. They reveal where friction still exists, how fast your team responds,
and whether your automation truly drives action.

Here are the ones that matter most:

Lead-to-Meeting This tells you how many routed leads actually turn into meetings. If the number is
Conversion Rate low, your process needs work.

Time-to-Meeting After How long does it take for a lead to land on a rep’s calendar? Long delays usually
Form Fill signal tool gaps or manual steps.

Track how often your team fails to follow up within the promised time. If you don't
measure this, you can't improve it.

Missed SLA Percentage

Disconnected scheduling leads to miscommunication and confusion. Orchestration

MG NS R helps send reminders and confirmations, which reduce no-shows and wasted time.

How quickly are reps reaching out after assignment? A delay here means your

B e routing or alert system isn't helping them move fast.

In addition, look for trends: Are your numbers improving as automation gets cleaner? Are reps spending less time in tools and more
time in conversations?

Better systems lead to better numbers. These KPIs help you prove it.
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Platform vs Patchwork: Questions to Ask
Before You Integrate

If you've ever stitched together routing, scheduling, and alerts, you already know the pain of patchwork systems. Something always
breaks when you least expect it.

So, before you commit to another tool, ask yourself a few hard questions. Better yet, turn this into your pre-integration gut check.

The Patchwork Stress Test

Pose these questions during your next tooling conversation:

Can your meeting scheduler adjust when rep availability

changes?
If not, your handoff may fail the moment someone goes on
PTO.

Can your systems pass data between each other without
custom scripts or manual uploads?

Can your routing logic support new product lines or

territories without a rebuild?
Growth shouldn't require re-architecting your workflows

every quarter.

Because spreadsheets and Zapier chains are not long-term
solutions.

What happens when your sales process changes?
Does your tech help you adapt or force you to start over?

In addition, think about maintenance. Will your ops team spend
more time fixing it than using it? A true platform gives you scale,
flexibility, and visibility. Patchwork gives you more tickets in
your inbox.

Can you track the full path from form fill to booked

meeting in one report?
If not, you'll spend hours stitching together data just to see

what happened.

NI NI N

Back to Table of Contents =



Customer Spotlight: Rebuy’s Unified

Revenue Workflow

Rebuy was growing fast. Their operations team
needed to scale without adding complexity, however
their systems couldn’t keep up with the pace.

Leads came in, but routing and scheduling weren't
connected. This created manual work, delays,

and gaps in visibility. As a result, reps waited for
assignments, buyers waited for meetings, and Ops
chased down errors after the fact.

To solve these challenges, Rebuy connected their

lead routing and meeting scheduling in one seamless
flow. They used LeanData to handle routing rules, rep
availability, and round-robin logic. Then, they paired it
with LeanData Booklt to automate meeting booking
on the spot.

The result was immediate. Reps started getting
qualified meetings without lifting a finger. Leads
no longer sat idle. Ops gained visibility into the full
journey, from form fill to booked meeting.

Rebuy also cut time spent on manual routing. In fact,
they handled higher lead volume without adding
headcount. Plus, the system flexed easily when they
added new products and team members.

8 hours per week per BDR Customer Experience
Time saved from manual processes Improved ability to execute more
now spent prospecting and strategic account management

gualifying leads

8@)%
Operational Agility Operational Time Saved
Easy-to-use Booklt provides flexible and increased control contributes
and on-the-fly changes to workflows to strategic goal of acquiring and

expanding customers more efficiently

“When | saw everything that LeanData could
do, | knew it was the best fit. It's huge to have

everything in one platform.”

— Nicole Looker, CRM Platformm Manager @ REBUY
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What Makes LeanData Different?

LeanData is a purpose-built GTM execution platform designed for speed, precision, and scalability.

Built for Orchestration

LeanData goes beyond simple lead routing to provide end-
to-end orchestration. Key capabilities include:

@® Lead-to-Account Matching

& & Connects leads with existing accounts
automatically.

Reliable Routing
[—C)
Moves leads, contacts, accounts, and

opportunities through workflows with precision.

Buying Group Engagement

B88 Uncovers buying signals from buying committee
members to move deals forward faster.

No-Code Simplicity, Enterprise-Grade Power

Unlike Salesforce Flows, which require Apex coding and
admin expertise, LeanData offers:

Visual, Drag & Drop interface

Easily build and adjust routing rules.

@ Instant Updates

Make changes quickly without adding to IT backlog.

yjz Scalability Without Roadblocks
) Adapts to evolving GTM motions effortlessly.

Back to Table of Contents —



Smarter Matching & Routing at Scale

LeanData's advanced logic goes beyond standard
automation to support:

Multi-tiered assignment rules

Route leads, contacts, accounts and opportunities
based on territories, round-robin distribution, or
SLAs.

Fallback Logic
Prevents stalled deals with automatic rerouting.

Seamless Integrations

100% Salesforce-native; connects with marketing
automation and sales engagement tools.

Proven & Trusted

LeanData is trusted by thousands of companies across

industries.

bHsense

60% increase in
pipeline

C TRIFACTA

25% increase in
opportunity creation

I} inTERCOM

Changes that took weeks
with a contractor are now
done in-house in just hours

49 pendo

Lead response time
reduced from 90
minutes to 10 minutes

CYBRARY

133% increase in
pipeline

zendesk

55 hrs/week saved in
manually managing
routing rules

aEEn
Mist
A Juniper Company
Saved 4+ hrs per

week and eliminated
200 workflow rules

O

AUDITBOARD
167% increase in
accounts reached
each week

Otoast

2x conversion rates

200Mm

Changes that used
to take months now
takes one week or less

db, £~ ~
snowflake
< snowflak

78% reduction in SDR
time spent researching
inbound leads

b BombBomb”

3.5 minutes from
lead creation to
Outreach sequence
(400% decrease)
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About LeanData

From DIY to
Purpose-Built

® L]
4 s bitrise
EBOOK . . (o CUSTOMER STORY

Choosing the Right GTM Execution Solution

5

From DIY to Purpose-Built: LeanData Demo in 100 Seconds Bitrise Revs Up Lead Routing and
Choosing the Right GTM Execution Meeting Scheduling with LeanData
Solution

Get Started Today

Visit LeanData.com to learn more about LeanData's intelligent GTM execution Request Demo
solutions for Automated Scheduling, Matching, Routing, Buying Groups, and
Engagement, or visit us on the Salesforce AppExchange.

Why LeanData?

Today's growth leaders power their B2B selling with LeanData, the gold standard in go-to-market execution and an essential element of the modern
RevTech stack. The LeanData Orchestration Platform, powered by No-Code Automation, simplifies and accelerates coordination of all the people,
processes and plays needed to transform buyer signals into buying decisions. LeanData is inspiring a global movement among its 1,000+ customers
and community of 5,000+ OpsStars worldwide, empowering them with operations excellence that translates into compelling buyer experiences and
competitive advantage.

DlLean
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