
CRM adoption checklist
Making the system part of daily work after launch.

Adoption fails for predictable reasons. These six habits prevent most of them.

1 Define what each pipeline stage means and what must be true before a record
moves

2 Give every lead, deal, and customer a clear owner

3 Test the setup with the people who will use it before launch

4 Run team reviews and forecasting from the CRM itself

5 Track a small set of adoption signals and investigate the gaps

6 Name an owner for feedback, fixes, documentation, and future changes

7 Managers work from the CRM in every review, not a private spreadsheet

8 Small points of friction are logged and resolved, not worked around

If reviews still run from spreadsheets, the team learns the CRM is optional.

Revlyn  ·  HubSpot expertise and revenue engineering websiteforrev.lovable.app


