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Who you are:



1. Broken Funnel, Missed Targets

2. Dirty Data, Clear Consequences

3. Be Your Own Ops Hero

4. Tools That Do the Work for You

5. Clean Data, Compounding Wins

Agenda 
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Trusted data is more important than ever before

Source: ¹Zoominfo (2024); ²Gartner (2021); ³Qlik (2025)

78%
Say that gaps in data 

management prevent them from 
taking full 
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78%
Say that gaps in data 

management prevent them from 
taking full 

advantage of their data

Marketing

Campaigns sent to the 
wrong person

Bad personalization 
tokens

Reporting nightmares

Damage to email 
reputation

Sales

Slower sales velocity

Missed opportunities

Awkward conversations

Customer Success

Lack context for 
conversations

Missed connections

Slower response time

68%
Would consider leaving their 
current role if their company 

didn’t invest in a data 
quality plan

https://www.datamation.com/big-data/nearly-half-large-enterprises-cant-trust-crm-data-single-source-truth/
http://www.validity.com/resource-center/the-state-of-crm-data-health-in-2022-report


Data quality directly affects marketers’ segmentation, campaign ROI, and sales’ lead follow-up speed.

Marketing

Campaigns sent to the 
wrong person

Bad personalization 
tokens

Reporting nightmares

Damage to email 
reputation

Sales

Slower sales velocity

Missed opportunities

Awkward conversations

Customer Success

Lack context for 
conversations

Missed connections

Slower response time

“Data Quality is for my Ops Manager to Manage”

68%
Would consider leaving their 
current role if their company 

didn’t invest in a data 
quality plan



Bad data 
sabotages 
your revenue 
engine
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Broken Funnel Healthy Funnel

Incomplete and messy lead data impacts first touches Clean and complete data boosts funnel conversion

Bad data breaks segments and misfires nurtures Sharp segmentation and personalized outreach

Time and money wasted chasing duplicate leads Teams focused on the right leads at the right time

Manual data work takes time away from your day Automated cleanup keeps you focused on what matters

Bad data stalls funnels and makes reports inaccurate Increased funnel velocity and smarter reports

Healthy data helps everyone



Trusted CRM Data 3

AI tools hallucinate, fail silently, or 
amplify noise when data quality is 
low. 

Dirty data leads to broken 
automations, bad predictions, and 
inaccurate personalization

AI & 
Automation 
Systems

2

1

Smart 
Outcomes at 

Scale

69% of marketers use AI in their workflows. Without good data, 
AI-powered outcomes fall short
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AI, personalization, 
and forecasting 
are only as good 
as the data that 
powers them

Trusted CRM Data 3

AI & 
Automation 
Systems

2
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Smart 
Outcomes at 

Scale





A story from Doola
Arjun Mahadevan; CEO & Founder @ Doola



AutomatePersonalizePredictUnderstandClean Data

Smart AI 
Process

Quality In > Quality Maintained > Success Out

Clean Data → AI Can… 



Dirty Data, Clear 
Consequences 

AutomatePersonalizePredictUnderstandClean Data

Smart AI 
Process

10M in lost revenue annually due to poor data quality (Gartner)

30% of a rep’s time is spent dealing with bad data (Forrester)

3% of companies' data meets basic quality standards (Experian)
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We talk a lot about scaling — but you can’t scale garbage

Clean Data: Precise Segmentation

Bad Data: Missed or mistargeted audiences

Clean Data: Personalization that clicks
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Clean Data: Journey-based automation

Bad Data: Nurtures triggered by the wrong actions 



Clean Data: Precise Segmentation

Bad Data: Missed or mistargeted audiences

Marketing feels it first

Clean Data: Personalization that clicks

Bad Data: “Hi [First Name]” embarrassments

Clean Data: Journey-based automation

Bad Data: Nurtures triggered by the wrong actions 

10M in lost revenue annually due to poor data quality (Gartner)

30% of a rep’s time is spent dealing with bad data (Forrester)

3% of companies' data meets basic quality standards (Experian)



Reps lose trust & Time

1. 3 version of the same lead = wasted touches

2. Incomplete records = weak outreach

3. Inaccurate lead scores = wasted priority

4. Bad handoff = missed first impression

Sales Pays the Price

Clean Data: Precise Segmentation

Bad Data: Missed or mistargeted audiences

Clean Data: Personalization that clicks

Bad Data: “Hi [First Name]” embarrassments

Clean Data: Journey-based automation

Bad Data: Nurtures triggered by the wrong actions 

110%

Strong performance

Initial Display

68%

Performance dipped

After Cleanup



1. Inflated Pipelines from duplicate deals 

2. Misattributed Revenue

3. Dirty Fields wreck reporting dashboards

110%

Strong performance

Initial Display

68%

Performance dipped

After Cleanup

Forecasts fail when the data lies 
and leadership gets blindsided



1. Sales + Marketing fight over lead quality

2. RevOps build workarounds no one understands

3. Everyone creates their “own version of the truth”

When data is broken, so is the alignment

Trust Erodes Across Teams

110%

Strong performance

Initial Display

68%

Performance dipped

After Cleanup



Financial Losses
Immediate monetary 
consequences of bad data

Misguided Decisions

Wasted Resources

Reputational Damage

Loss of Customer Trust

Poor data leads to incorrect 
strategic choices

Inaccurate data results in 
inefficient resource allocation

Bad data erodes customer 
confidence and brand image

Inaccurate information undermines 
customer relationship

The Hidden Costs of Bad Data



Preventing a duplicate might cost 
$1 and correcting it costs $10, 
leaving a duplicate record unaddressed 
can cost a business up to $100.

Ryan Gunn; Founder of Attribution Academy



What did Doola Do?
Arjun Mahadevan; CEO & Founder @ Doola



Be Your Own Ops 
Hero



You don’t need a RevOps 
team to run like one

Take control of your data. No SQL required.



1. You shouldn’t need to block off a full 
day to clean up your CRM.

2. You shouldn’t have to chase RevOps 
for every small fix.

3. And you definitely shouldn’t be losing 
deals because of a field no one knew 
was broken.

Time Is Your Most Precious Resource



02 Review suggested fixes, merge 
duplicates, and clean properties in just 
a few clicks — right from the DQ 
Overview.

 Get automatic alerts when data breaks 
— like critical fields missing, key 
workflows failing, or properties filling 
with junk.

01

Let smart defaults and validation rules 
prevent bad data from entering in the 
first place.

03

Data Quality 
That Works 
While You Work

Set It and Forget It:



Check DQ tool access 
for your users

Validation for key properties 
(phone number, email, etc) 

Visit the DQ Overview 
& Scan Portal

Quick Wins You Can Own Today

You don’t need to overhaul your CRM. 
Start with a few smart moves.



Stop being 
Reactive.
Start being 
Proactive.

Check DQ tool access 
for your users

Validation for key properties 
(phone number, email, etc) 

Visit the DQ Overview 
& Scan Portal



“Data Quality…what? Won’t Ops handle it 
for me?”Today

“DQ checks are embedded, my CRM is 
identifying issues”Oct ‘26

“Automation is handling my DQ, I just have 
to review”EoY ‘26

Your timeline to reinvent Data Quality:
From MS Excel to Automation



The Smart CRM
Helping millions of 
businesses grow better

Tools That Do the 
Work for You 



The Smart CRM
Helping millions of 
businesses grow better



Data Quality Overview
Available with: All Starter Subscriptions 

Free Starter Pro Enterprise Live

Data Quality Overview

The data quality overview provides 
a centralized hub for monitoring 
and managing data quality. 

It offers tools for identifying issues, 
setting up automated cleanup rules, 
and tracking data health over time, 
giving you a comprehensive view of 
your data quality efforts.

The Smart CRM
Helping millions of 
businesses grow better



Manage Duplicates

Manage Duplicates
Available with: All Starter+ Subscriptions 

Free Starter Pro Enterprise Live

The manage duplicates tool helps 
maintain a clean database by:

1. Using an AI-powered model to 
identify potential duplicate 
records

2. Offering a customizable merge 
modal to control how 
duplicates are combined

3. Auto Merge & Custom Rules for 
large volume (DHP+)



Custom Code Actions in Workflows
Available with: Professional+ Subscription 

Free Starter Pro Enterprise Live

Workflows for Data 
Cleaning

Custom code actions in workflows 
allow for advanced data 
management. 

A prime example is automatically 
formatting a property based on 
pre-existing standards. 



Fix Formatting Isuues & Property Insights
Available with: All Starter Subscriptions

Free Starter Pro Enterprise Live

Property Cleanup

Use property validation rules to 
prevent junk data at the source for 
phone #’s in property settings. 

Fix messy formatting (like email 
and locations) with automated 
suggestions, right inside the 
Formatting Issues tool.

Clean up unused or outdated 
properties with Property Insights, 
which flags fields with no data, 
duplicates, or old values.



Enrichment
Available with: All Starter+ Subscriptions

Free Starter Pro Enterprise Live

Enrichment

In the Data Quality Overview, you 
can identify Missing Data and 
check available Enrichment 
Coverage.

With the click of a button, Fill in 
enrichment, fix all missing data 
and keep all records up to date.

Missing 
Data

Enrich



Data Agent
Available with: All Starter+ Subscriptions

Free Starter Pro Enterprise Live

Data Agent

Your personal data operations 
professional. Use the power of 
Breeze AI to answer questions, 
transform your data, and enhance 
your workflows.

Smart Properties are custom 
properties populated with specific, 
AI-driven answers, for data 
insights specific to your 
business—going beyond standard 
data enrichment.

Data 
Agent

Smart 
Properties



Smart 
Properties

Property Anomaly Alerts & DQ Digest
Available with: Data Hub

Free Starter Pro Enterprise Live

Data Alerts

Regularly checks your data health 
and alerts you of potential issues 
in you CRM. 

1. Property update volume 
anomalies 

2. New duplicates alerts

3. Data quality weekly digest



Connected Apps
Available with: All

Pro Enterprise Live

Data Sync / 
Connected Apps

Automatically sync leads, contacts, 
and properties across tools like 
Salesforce, Marketo, Mailchimp, and 
Google Contacts 

App cards surface key data (like 
campaign activity or invoice status) 
directly in CRM records, so reps and 
marketers get the full context 
without switching tabs.

Stay in control with real-time sync 
activity, alerts, and simple setup.

Free Starter



Clean Data, 
Compounding Wins

Scoring
Scoring only works when the inputs 
are reliable. Clean data means reps 

can actually trust the scores, 
prioritize faster, and focus on the 
contacts most likely to convert

Personalization
Personalization isn’t just about first 

names. With clean industry, role, and 
lifecycle data, your content actually 

resonates. It sounds like you 
understand their world

Targeting
When your data is clean and 

consistent, you can build precise, 
high-impact segments - not just by 
persona, but by behavior, lifecycle 

stage, or industry



Clean data doesn’t just fix problems. It powers performance.

Scoring
Scoring only works when the inputs 
are reliable. Clean data means reps 

can actually trust the scores, 
prioritize faster, and focus on the 
contacts most likely to convert

Personalization
Personalization isn’t just about first 

names. With clean industry, role, and 
lifecycle data, your content actually 

resonates. It sounds like you 
understand their world

Targeting
When your data is clean and 

consistent, you can build precise, 
high-impact segments - not just by 
persona, but by behavior, lifecycle 

stage, or industry

Personalization. Scoring. Targeting. All better with Clean Data.



What did Doola Do?
Arjun Mahadevan; CEO & Founder @ Doola
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1. Audit your most-used properties

2. Check for duplicates using the Command Center

3. Spot-check workflows that rely on bad fields

1. This Month

1. Set up property validation and field formatting

2. Create a segment of contacts with missing critical data

3. Align with sales on key fields to keep clean

2. Next Month

1. Build a simple DQ dashboard

2. Schedule monthly check-ins with the Command Center

3. Empower reps and marketers to flag and fix issues

3. Ongoing
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How to 
get started!



Clean up.

1. Audit your most-used properties

2. Check for duplicates using the Command Center

3. Spot-check workflows that rely on bad fields

1. This Month

1. Set up property validation and field formatting

2. Create a segment of contacts with missing critical data

3. Align with sales on key fields to keep clean

2. Next Month

1. Build a simple DQ dashboard

2. Schedule monthly check-ins with the Command Center

3. Empower reps and marketers to flag and fix issues

3. Ongoing

Check in.

Keep Winning.



Clean Data is
a competitive 
advantage…

It’s the foundation
of a successful 
business 



Data 
Model

Prevention 
Tools

Putting The
Pieces Together

Data Model Data 
Cleaning

Prevention 
Tools

Data 
Enrichment



Thank You!



Please Rate Our Session

We hope you enjoyed today’s session.
Please head to the INBOUND mobile app 

to provide your feedback.
Thank you!


