
 
 

7 Salesforce Revenue Leaks Event Companies 

Miss And How to Fix Them 

Introduction 

Event businesses depend on complex sales cycles. Sponsorships, exhibitor packages, 

partnerships, stand sales, ticketing and multi-event deals all sit inside Salesforce. Yet many 

event organisations unknowingly leak revenue because their systems are fragmented, over-

manual and poorly connected to finance. 

This guide breaks down the seven most common revenue leaks we see in event businesses 

using Salesforce, and the exact fixes that restore visibility, improve cashflow and accelerate 

time to close. 

 

Leak 1: Fragmented Sponsorship and Exhibitor Pipelines 

Many event teams manage sponsorships, exhibitors and partnerships in different processes 

or tools. This leads to duplicate outreach, poor reporting and lost opportunities. 

Fix: 

Standardise all sponsorship, exhibitor and partnership pipelines inside Salesforce with 

consistent stages and clear ownership. This creates one source of truth for event revenue. 

 

Leak 2: Complex Pricing Without Automation 

Event pricing is rarely simple. Early-bird rates, bundled sponsorships, floor-space variations 

and one-off discounts create margin risk when handled manually. 

Fix: 

Use CPQ to automate pricing logic, enforce discount rules, and protect margin while still 

allowing flexible deal structures. 

 

Leak 3: Manual Sales to Finance Handoffs 

Many teams still export data into finance manually. This creates billing delays, errors and 

revenue recognition issues. 



 
Fix: 

Integrate Salesforce with finance platforms such as Sage and NetSuite to automate invoicing 

and reconciliation directly from signed contracts. 

 

Leak 4: Poor Multi-Event Account Visibility 

When the same exhibitor exhibits at multiple shows, teams often lack a full revenue picture. 

This stops effective upselling and account growth. 

Fix: 

Structure Salesforce to show one unified account view across all events, with cross-show 

reporting and contract history. 

 

Leak 5: No Automated Revenue Recognition 

Without product schedules and structured revenue rules, cashflow becomes reactive rather 

than predictable. 

Fix: 

Use Revenue Cloud or product schedules to track revenue pacing across months, quarters 

and multi-event contracts. 

 

Leak 6: Limited CRM Analytics and Forecasting 

Event teams often rely on spreadsheets for forecasting. This hides pipeline risk and slows 

decisions. 

Fix: 

Deploy CRM Analytics dashboards for real-time pipeline pacing, deal velocity, event 

profitability and cashflow forecasting. 

 

Leak 7: Contract and Approval Bottlenecks 

Manual approvals and offline contracts slow deal velocity and introduce version control risk. 

Fix: 

Implement contract automation, approval routing and electronic signatures directly inside 

Salesforce. 

 



 
Quick Audit Checklist 

Ask yourself: 

• Are sponsorships and exhibitor deals managed in one pipeline 

• Is pricing automated or manually rebuilt for each deal 

• Do invoices flow automatically into finance 

• Can leadership see real-time event revenue 

• Are contracts and approvals fully automated 

If you answered no to two or more of these, revenue leakage is already happening. 

 

The Fix Roadmap 

Phase 1: Clean and standardise pipelines 

Phase 2: Automate pricing, billing and recognition 

Phase 3: Deploy real-time analytics and forecasting 

 

About Sweet Potato Tec 

Sweet Potato Tec delivers Salesforce solutions for complex revenue environments. We help 

event businesses streamline sales, eliminate manual finance handoffs, and unlock 

predictable revenue growth across multi-show portfolios. 

Contact us at https://www.sweetpotatotec.com/contact-us/  
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