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A LITTLE ABOUT US:  

We work 
exclusively with 
nonprofit and 
educational 
institutions—and 
we are committed 
to your success.    

KELL Partners has helped over 1,000 
nonprofits implement and adopt the 
Salesforce platform. Whether your 
Salesforce goals are limited to a 
single department or span your entire 
institution, KELL Partners provides the 
best practice expertise to get you up 
and running on Salesforce, along with 
the hands-on training, guidance and 
consulting you need to ensure long-
term success.

Every implementation, big or small, 
requires some upfront planning.  We’ve 
put together this workbook designed to 
walk you through the things you need 
to think about—and answer—before 
embarking on this journey. 

No matter where you are in the process 
now, there are a few things you need to 
start thinking about in order to get your 
project off to the right start. 
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Are you ready to get the 
most out of Salesforce?  
Use this guide as a workbook—take 
notes, share what you learn with 
your colleagues—and start making 
technology work for you.
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1 BEGIN WITH 
THE END IN 
MIND 

7 STEPS TO SUCCEED WITH SALESFORCE 
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Did you know Steven R. Covey’s advice applies to Salesforce too? 

It’s true, when planning your implementation it’s valuable to envision 

what your work life will be like when it’s done. But don’t just dream it; 

document it. Think about how your use of Salesforce might change 

how you work. It’s ok if you’re not sure, but write it down. Think of 

the reports and dashboard analysis you’ll want to see quickly – and 

write it down. Think of how your coworkers and leadership team will 

interact with the data – and yup, write it down. Lastly, think about how 

your other technologies will work in sync with Salesforce (e.g. your 

website, your email, your accounting system) and document your 

objectives, questions and dreams. Write those down too.

Whether you tackle this implementation yourself or hire help, 

understanding your vision for the end goal will significantly affect the 

path to get there.
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» Who are the key stakeholders? 

What teams will use or interact 

with Salesforce, and what is 

most important to each of them? 

» Write down your high level 

goals, then write down any 

smaller goals and wishes.

» Prioritize what’s most 

important. Don’t get fancy 

with your math, just mark 

“must have” vs. “nice to have” 

items so you can engage 

in a conversation with all 

stakeholders when necessary.  

» You don’t know what 

you don’t know, so don’t 

limit your ideas of what’s 

possible by what you’ve 

done in the past. If you 

have a goal, write it down, 

no matter how audacious it 

may seem.

1

PRO TIP »  
Get yourself to 
Dreamforce, 
which is about 
everything 
Salesforce and 
takes over San 
Francisco every 
year.  Or check 
out the many 
other Salesforce 
events.

7 STEPS TO SUCCEED WITH SALESFORCE 

Lessons learned/Tips to consider:
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BUDGET YOUR 
MONEY AND 
YOUR TIME 
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The Salesforce Power of Us program grants 10 licenses to qualifying 

nonprofits, but it’s the kind of “free” like when someone surprises you 

with a free puppy. There are implicit and explicit costs involved for 

your organization. Even if you choose to DIY your implementation, 

don’t discount the time you and your staff will spend doing so. Those 

hours could be spent on other important initiatives and it may make 

more sense to bring in an expert to get you going faster. Create a 

budget for your implementation that clearly shows both the time and 

dollars you anticipate spending.
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» Can you phase in your 

project or do you need 

everything right now? 

Be realistic—understand 

your tolerance as an 

organization. Faster doesn’t 

always mean better.

» Can the various 

departments contribute 

to make sure the system 

will work for them?  Do they 

have the bandwidth?

» If you don’t have budget for 

something today, put it on 

a roadmap, but make sure 

that what you are buying and 

implementing today can grow 

with you.  

» Create a 5-year total cost 

analysis, considering 

implementation 

fees, support 

costs, licensing 

fees and fees 

from third-party 

applications. 

PRO TIP »  
Download this 
sample 5-year 
TCO calculator 
and insert the 
various fees 
you’ll incur. If you 
choose to work 
with KELL, we’ll 
do this for you.

7 STEPS TO SUCCEED WITH SALESFORCE 

Considerations for Planning Your Budget:2
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KNOW THY 
DATA 
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Your data is your most valuable asset after your staff. This probably 

seems pretty obvious, but understanding where your data is coming 

from, who is compiling that data in your organization and cleaning 

it up can save you time when you migrate your data to Salesforce. If 

your organization is using several Excel files or different applications 

to store data, you may end up with the same data in different formats.

It’s critical to think about how you want to compile data so that 

different teams in your organization can continue to use and share it 

in the future. For example, how your development team is tracking 

contacts may be different than how your programs and marketing 

teams are tracking similar contacts, but both are crucial to efficiency 

within your organization.

3
7 STEPS TO SUCCEED WITH SALESFORCE 

© KELL Partners 11



» What data has been collected 

that is no longer beneficial?

» Do you need to migrate all 

historical data?

» Can you consolidate your data 

sources? More sources = more 

complexity in migrations = 

more cost.

» Can someone on your team 

import records or manually 

enter data into your new 

system? Manual re-entry  

has some very positive benefits 

to consider.

» Is there a team member at 

your organization with deep 

insight to all of the fields in 

your data? In other words, 

is there a secret decoder on 

staff?

GO DEEPER »  
Read our  
latest guide  
6 Pro-Tips For 
Migrating Data 
to Salesforce  
that offers 
practical advice 
based on KELL’s 
experience 
performing over 
1,000 Salesforce 
data migrations.  

BONUS PRO TIP » Read this blog post: The Most Thorough Data Migration Advice You’ll Ever Get for FREE. 

7 STEPS TO SUCCEED WITH SALESFORCE 

Data Preparation Checklist:3
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SETUP YOUR 
CONTACTS 
CORRECTLY 
(THE FIRST TIME) 
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Your contacts are the heart and soul of your data. Knowing how to set up 

your constituent relationships is a critical step to your ongoing success with 

Salesforce, especially if you are fundraising. Individuals might support or 

subscribe to your organization on their own or collectively, with a spouse and 

other family members. Salesforce refers to these collectives as Households.

We recommend that you manage every constituent as an individual contact 

record connected to a Household Account. Even if that Household only 

contains a single member, your organization will benefit from treating 

community members individually and consistently. 

For non-donor business contacts, create an organizational Account for the 

business and then save each individual as a contact linked to that Account. If 

they later become a donor, you can easily switch them to a Household and 

link them back to their business through an Affiliation.
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» List and describe the types 

of constituents you track (e.g. 

donors, volunteers, partners, 

partners, vendors, etc.) 

» List the different types of 

information you need to 

track for each of the types 

of constituents listed 

above, beyond the standard 

Salesforce field list. 

» Write down where new 

records will come from (e.g. 

website contact form, donation 

forms, imported files, staff data 

entry from events).

DIG DEEPER>>  
Our blog - KELL 
Labs - has lots of 
information about 
how to set up and 
migrate your data. 
You might start 
with this KELL 
Labs post about 
the importance 
of Householding.

7 STEPS TO SUCCEED WITH SALESFORCE 

How to plan for contact records4
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EMBRACE 
THE APP 
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The AppExchange (appexchange.salesforce.com) is an online 

marketplace of applications that add functionality to Salesforce, both 

free and paid, and can be an extremely useful place to find tools to 

complement your Salesforce implementation. 

Many are free, and others are offered on a monthly subscription 

basis, but these apps can add substantial capabilities to your system.  

The site can be overwhelming, though. So read reviews and discuss 

any ideas with a consulting partner before you go too far. There’s no 

replacement for experience here!
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» Just because an app is free 

doesn’t mean you need 

it —the excess clutter and 

programming it adds to your 

Salesforce instance may not be 

worth it. 

» Don’t limit your research to 

apps built for nonprofits, 

many of the best nonprofit 

applications are also used 

commercially! For example: 

DrawLoop for mail merge, 

Apsona for data management.

» Don’t install apps into your 

production instance unless 

you’ve thoroughly tested 

them and checked reviews, 

as the long-term ramifications 

and technical complications 

could significantly increase the 

cost.

PRO TIP »  
Use a Sandbox to 
test drive an app 
without having 
to commit to 
installing it within 
your instance. 
Read our KELL 
Labs post on just 
how easy it is to 
set up and use 
Sandboxes.

BONUS PRO TIP » Download Our Cheatsheet:

7 STEPS TO SUCCEED WITH SALESFORCE 

Lessons learned/Tips to consider:5

How To Create A Salesforce Sandbox
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STAFF FOR 
SUCCESS
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When implementing a CRM like Salesforce, you’re never really 

“done”—you’ll achieve milestones, not destinations. So having the right 

staff helps ensure long-term success. While it’s true that Salesforce is 

a technical database, when looking to hire staff to manage your CRM 

you should hire analyst-minded individuals, not IT individuals. “Your 

mileage may vary,” but in our experience the most valuable person on 

staff is the person who can analyze your organizations’ processes and 

envision how to improve them with the CRM. 

Performing the technical work is far easier with Salesforce than with 

other database systems. The more difficult effort is determining what 

needs to be done to support the organization’s needs. Having worked 

with over 1,000 nonprofits and educational institutions over the years 

as technical consultants, one of our favorite jokes is this, “I have the 

answer, but first I need to know the question.”
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» Hiring folks with Salesforce 

experience should be a 

bonus, not a requirement. 

Find candidates who are great 

problem solvers, then train 

them to use your technology.

» Salesforce has incredible 

training options, and many 

are free. Check out trailhead.

salesforce.com to find 

awesome training modules.

PRO TIP »  
The Power of 
Us Hub is an 
amazing resource 
to find new staff 
and seek advice. 
There’s even a 
collaboration 
“Chatter” group/
job board for 
Nonprofit & 
Higher Ed jobs.
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6
» The folks who maintain your 

IT hardware are literally hard-

wired with different skills (and 

are truly amazing!). 

Lessons learned/Tips to consider:

BONUS PRO TIP » Read our KELL Labs post “Staffing Your Salesforce Admin Role”
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7 DON’T BE 
AFRAID TO  
ASK FOR  
HELP 
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If you’ve ever been involved in a database implementation you’ll 

likely agree that success is only realized when you can deftly blend 

the technology with the business needs and manage the change 

across the organization simultaneously. That’s a tall order for any one 

person, especially a person who likely wears many hats. As Salesforce 

consultants we will complement your skills with ours. If you provide 

the organizational requirements and help us understand your priorities, 

objectives and business processes, we’ll handle the techie stuff. 

We’ve never met a database we couldn’t tame or a customization 

we couldn’t build. Our platform knowledge, database jujitsu and 

nonprofit acumen help us deliver success for nonprofits of all shapes 

and sizes. Whether you work with KELL or another firm, you should 

meet with us to learn more about how we can help you realize 

success with Salesforce.
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» Break down your project 

into phases. You really don’t 

need to do it all at once. You’ll 

learn a TON in phase 1 that 

will greatly influence future 

phases. 

» If you’re inclined there are 

likely several tasks you can 

knock out yourself and save 

a few dollars, but leave the 

data work to us. We’ve got 

a library of SQL scripts and 

maps that you definitely do 

not want to have to rebuild.

» Plan for what happens post-

migration. Make sure you’ve 

got a safety net for support 

after launch so you’re not all 

alone.

7

PRO TIP »  
Getting users 
to adopt 
the system 
once you go-
live is often 
overlooked.
Read our Kell 
Labs post: 5 
Tips for Effective 
Salesforce User 
Adoption for 
Nonprofits

7 STEPS TO SUCCEED WITH SALESFORCE 

Lessons Learned
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We hope you’ve found this guide helpful. 
Salesforce is a powerful and essential tool for 
nonprofits, and like any powerful technology, 
the more you understand its capabilities the 
more accurately you can wield it. 

WE WANT TO HEAR 
FROM YOU! 

If you want the lowdown 
on services, solutions, 
support and all the red-
tape defying feats we can 
do for orgs like yours, get 
in touch.

512.851.8411 

INFO@KELLPARTNERS.COM

KELLPARTNERS.COM
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