Getting started with:
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VWVhat you will learn in this guide

4 FAQ O  Resources

Introduction

 Whatis the Revenue Attribution ¢ How does the Revenue o CRM prerequisite checklist * How does the report define o Useful links
Report? Attribution Report work? engagement?
e Using the report
e \What can you do with the e How is my data stored and
Revenue Attribution Report? orotected by LinkedIn?

e How are objects and fields
shared and used from my

CRM?

o \Whatinformation & permissions
do | need to connect my CRM?

TIP: Use the presentation mode for an interactive experience
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Introducing the Revenue
Attrioution Report
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VVVhat is the Revenue

C

Understand how your Linkedin campaigns influence

Company XY Z's Business

oar CHM.
[ J [ J l >
Manager Time range: 10/25/2021 - 10/24/2022 Ad accoums - gokback window: ays = ny touch atiribution Jata last recelved: 101722, 5:54 AM
r-l U -| O | I e O r o ame Top line
Understand overall effectiveness of Linkedin 55 & marketing channe,
aople
Yartners

Linkedin ad spend Pipeline amount

$1,768,969.22 2. $706,033.19 $2,199,921.50

Performance over time

Understand the performance of Linkedin as a marketing channed over time.

A report enabling you to
demonstrate how your -
marketing efforts are
influencing revenue for
your business.
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\What can you do with the Revenue Attribution Report?

Sync CRM data to understand how

View reports directly from your
metrics are influenced by LinkedIn Q Business Manager Ad Accounts
marketing down the funnel as they o to show how LinkedIn marketing

convert to closed won opportunities.

[ O |@

impacts sales metrics.
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Introduction

How does the Revenue
Attribution Report work®




O o T— e @O

It you haven't already, create your Business
Manager here (best practices).

How does the Revenue
Attribution Report work’

Leverage the CRM Prerequisites Checklist to
ensure your CRM has the appropriate settings.

Revenue Attribution Report sits

within Business Manager.
Sync your CRM to Business Manager.

All you need to do is activate your
Business Manager account, sync

your CRM, and begin!

Use Revenue Attribution Report to track
key metrics influenced by LinkedIn.



https://www.linkedin.com/businessmanager/create
https://business.linkedin.com/content/dam/me/business/en-us/amp/marketing-solutions/images/lms-business-manager/pdfs/en-us/linkedin-business-manager-overview-final-en-us-onboarding-v01.pdf
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FAQ Resources O

How to set up the Revenue
Attribution Report
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Create your Business Manager

Revenue Attribution
Report requires o

Business Manager account name

® his 15 the name Your II.'I1'|i:|II}'3.'-E|'_=‘.'> and partners will use to
l | S-l n eS S O n O g e r identify your business. Learn maore

Business Manager onboarding :
-iS Simp]e! Add yOUr peOp]e, Od How will you primarily use this Business Manager?
accounts, and pages here. 3 et
JPG or PNG; up [ Upload l
Tip: For additional best practices

on how to set up Business Manager,
leverage this resource.

4=



https://www.linkedin.com/businessmanager/create
https://business.linkedin.com/content/dam/me/business/en-us/amp/marketing-solutions/images/lms-business-manager/pdfs/en-us/linkedin-business-manager-overview-final-en-us-onboarding-v01.pdf
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CRM Prerequisites
Checklist

Revenue Attribution Report requires
a Salesforce or Dynamics CRM

sync.

*Supported Salesforce editions: Enterprise, Performance, Unlimited, or Developeredition

FAQ Resources

lt is recommended to use an Integration User
Rather than a personal or generic admin account to avoid
accidental sync disconnection due to permission changes.

Note: If using Salestorce, ensure your Profile has the
AP| Enabled box checked.

Enable CRM sync for all features using credentials
with a permission level of “View" (or Read-Only)
On all objects and fields as listed here.

Ready to connect your CRM!
You'll need your CRM username and password (I using
Dynamics, you'll also need your environment URL).

Salesforce: Professional Edition requires APl Access (may require an additional fee, contact Salesforce support for more information)

**Supported Dynamics editions: Microsoft Dynamics 2026 online (including 0/1 and update 1 releases) and Dynamics 365 (online only), running on version 8.2 or higher



https://help.salesforce.com/articleView?id=000176281&type=1
https://help.salesforce.com/s/articleView?id=sf.admin_userprofiles.htm&type=5
https://www.linkedin.com/help/lms/answer/a1372349
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CRM: How to Sync your CRM to Business Manager

) BUSINESS MANAGER

[ e ..
1. Connect CRM e

S People

f Partner
Head to the Revenue Attribution N e ;‘!
Report Tab to connect your CRM. B roges =1 !

i8s Matched audiences A

Understand how your Linkedln marketing

il. Revenue attribution influences sales outcomes.
| |

Connect your CRM to measure how LinkedIn marketing
influences your sales outcomes such as ROI, revenue,
and opportunities in your pipeline. Learn more

o Invoices

¥ Settings Connect CRM
)
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How to set it up

CRM: How to Sync your CRM to Business Manager

BUSINESS MANAGER

ZX Media
ID: 123456789123456

ﬁ Home 8 login.salesforce.com/?startURL=%2Fsetup%2Fsecur%2FRemoteAccessAu

a2 People salesforce
ﬁ Partner

&2 Adaccoun ts

[ ION ] Login | Salesforce

memememe

@ Pages

ils Matched audiences

SSSSSSSSSSSSSSS

il Revenue attribution

=3 Invoices

Use Custom Domain

¥ Settings

| Microsc

) Check with yo

B Pages https:// E
i8i Matched audiences [
Salesfi

oooooo

*Environment URL only needed for Dynamics CRM connection

LogIn eting ZX Media < CRM connection
nue, ID: 123456789123456

ece

B Microsoft

Pick an account

Sign in to your account

&

Wengin Wang
wnwang@linkedin.biz
Signed in

&
&
&

-|- Use another account

Ben Menfrengensen
cdptest1@Isssrd.onmicrosoft.com
Signed in

Wenqin Wang

com

Signed in

&

wnwang@Inkdprod.com

CCCCC

FAQ Resources

2. Provide Credentials

In order to connect your CRM you
must provide your Username,
Password, and environment URL".

u Tip: Logging in via OAuth enables you to
-® - connectyour CRM without sharing your
credentials with LinkedIn and ensures
longer validity of your CRM connection.
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CRM: How to Sync your CRM to Business Manager

[ BusiNESs MANAGER

3 o S U C C e S S o E ZX Media Revenue attribution report

ID: 123456789123456 . . .
Understand how your LinkedIn campaigns influence sales from your CRM leads. Learn more

| n Home & Salesforce | 90% match rate | Data last received: 8/6/23, 12:42 PM

Q n C e yO U h O Ve S U C C eS SfU ] ] y Time range: 1/1/21 - 3/19/21 Ad accounts: All Lookback window: 60 days ¥ Any touch attribution: any impression is counted as a touch ¥

People

connected your CRM,

Understand overall effectiveness of LinkedIn as a marketing channel.

]J[ cdn J[O ke U p J[O 72 h Ours Aeaecounts Revenue won Return on ad spend Pipeline amount
Pages $5,050,000 31X $1,600,000 $5,800,000
for data to appear.

¢ Matched audiences

Performance over time
Understand the performance of LinkedIn as a marketing channel over time.

Revenue attribution

O View: Revenue won ¥

Invoices

Settings
* @

@ lip: Learn about LinkedIn’s Data
/*\ Handling and Privacy Policies here.

M

Jan 18 Jan 25 Feb 15 Feb 22



https://www.linkedin.com/help/lms/answer/a526798
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CRM: How to Sync your CRM to Business Manager

4. CRM fields T ——

Thes CRM afiribates Liniesdin maries ing (o revenus in e revenue abiribution report

To ensure the revenue metrics
are accurate, navigate to
Settings to confirm which
CRM opportunity amount field
you Use. e

Salestorce
== |

Where do you siore The apporiunity anouni sales?

Sattings
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Introduction How it works

Using the Revenue
Attribution Report
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\What metrics are available in the Revenue Attribution Report?

Revenue won The sum of closed-won opportunities influenced by LinkedIn marketing efforts.
Top line Return on ad spend (ROAS) Revenue won divided by LinkedIn ad spend.
metrics LinkedIn ad spend The sum of ad spend across Ad Accounts owned by your Business Manager account.
Pipeline amount Dollar amount of open opportunities influenced by LinkedIn marketing.
Leads Totalleads influenced by LinkedIn marketing.
Funnel
) Open opportunities Total open opportunities influenced by LinkedIn marketing.
metrics
Closed won opportunities Total closed won opportunities influenced by LinkedIn marketing.
Lead conversion rate The number of influenced converted leads divided by the number of total influenced leads.
Conversion Opportunity win rate Number of influenced closed won opportunities divided by the number of influenced closed opportunities.
metrics Average deal size Average amount across all closed won opportunities influenced by LinkedIn marketing.

Average days to close Average days to close across all closed won opportunities influenced by Linkedln marketing.




Introduction How it works

Metrics: Attribution Models

Revenue Attribution
Report reports on an any
touch attribution model

Any touch attribution is defineo

as leads who have seen or engaged
with your LinkedIn ad within the given
lookback window.

Toggle between how many impressions
or engagements are needed to count as
LinkedIn marketing influence.

[ susingess MANAGER

E] ZX Media
1D: 123456789123456

ﬁ Home

as People

ﬁ Partner

&2 Adaccounts

™ Pages

a1s Matched audiences

||. Revenue attribution

e Invoices

L¥ Settings

FAQ

Revenue attribution report

Urderstana fiow your Cingedin campaigns influence sales from your CRM. Learn more

& Salesforce | 80% metchrate | Data last received: 2/31/23, 1:38 AM

Time range: 1/1/21 - 3/19/21 Ad accounts: Account1 w

Top line
Understand overall effectiveness of LinkedIn as a marketing channel.

Revenue won

$4,990,000 2.9X

Return on ad spend

Performance over time

Understand the performance of LinkedIn as a marketing channel aver

o View: Revenue won w

Lookback window: 60 days w

LinkedIn ad spend
$1,600,000

time.

Resources

~ Attribution model: Any impression is counted as a

Impressions Click

Any impression counts as a touch

The ad must be viewed at least once

Several impression counts as a touch
he ad must be viewed a few times

Many impressions count as a touch

Engagements

Any engagement counts as a touch
The ad must be engaged with at least once
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Reporting: Filter by Ad Account

-ilter your report by

C Revenue attribution report | & salesforce &
n ‘t nnnnnnnnnnnnn your Linkedin cam paigns influence sales from your CRM.
Test
U ID: XXXX

Time range: 3/17/2022 - 3/16/2023 ~ Ad accounts: All ~ Lookback window: 60 days ~ Any touch attribution:  Any impression counts as a touch ~
“ Home Data last received: 3/16/23, 3:36 AM

Top li

Select the d (0P down next o peoste -
ffl Partners Revenue won Return on ad spend Linkedin ad spend Pipeline amount
$8,442,745.61 11.083X $761,757.22 $24,810,198.46

to “Ad Accounts” at the top B s

B Pages Performance over time

O]( J[h e d as h bOO rd (0 b red k i1 Matched audiences “ddhpfm ofLnkedin 5. marker ing chemnel over e
down your report by one or i e i

em Invoices

multiple ad accounts! s

Ti p: —|_ h -iS fe O t U re -iS g re Ot fo r Mar 17 Apr1l May 6 May 31 Jun 25 Jul 20 Aug 14 Sep 8 Oct 3 Oct 28 Nov 22

Y further evaluating marketing
-i m pO Ct O C rOSS B U S ’ d iffe re nt E::;::atq;;'::sunkedln marketing drove leads and opportunities. S::e‘:;':r::rr::eral\ quality and conversion rate of LinkedIn driven leads.
marketing strategies, and more! e e

Leads . 0,732 Opportunity win rate 37.33%
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Reporting: Filter by Campaign

Performance over time

® Understand the performance of Linkedin a5 a marketing channel over time.
r -| e r O E 3 il Revenue attribution

O iew: Revenue won v

A -
ez Invoices

campaign-level -

Drill down top-line report metrics
by campaign.

© Campaigns

Y Tip: More efficiently allocate Understand haw your 19p 100 campoigns {5y revence won) nflences sales ver th last yea.
-® - budget across campaigns by Q Search campaign groups, campalgns,orkfs
understanding what's most P m Aeveniswan Pipeios smount.
effective in influencing 00500 o .
revenue and pipeline

Collapse campalgns -~

Campaigns 1

Camgaign Group 1
MR EretR I0: 187400436

i ) Campaigns 2 also with a ...
Campaign Group 2 with re... ID: 234956236 S400,300 532,000

, , Campabgns 3
Campaign Group 2 with re... - 280736623 530,300 532,000
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Reporting: Custom Lookback Window

[ BusiNESs MANAGER

C Revenue attribution report | @ salesforce

Understand how your LinkedIn campaigns influence sales from your CRM.

Test
ID: XXXX

Time range: 3/17/2022 - 3/16/2023 ~ Ad accounts: All ~ Lookback window: 60 days ~ Any touch attribution: ~ Any impression counts as atouch ~
ﬁ Home Data last received: 3[16/23, 3:36 AM
30 days
Top line
. . 60 days
o Understand overall effectiveness of LinkedIn as a marketing chan
aa People

90 days . L
Partners Revenue won Return on LinkedIn ad spend Pipeline amount

£

& ad . $8,442,745.61 11.083X 180days $761,757.22 $24,810,198.46
accounts

2

Pages Performance over time

Understand the performance of LinkedIn as a marketing channel over time.
in: Matched audiences

(o] iew: Revenue won

al. Revenue attribution $10M

— . $8M
= Invoices
¥ Settings i
36M
$4M
$2M
Mar 17 Apr 1l May 6 May 31 Jun 25 Jul 20 Aug 14 Sep 8 Oct 3 Oct 28 Nov 22 Dec 17 Jan 11 Feb 5 Mar 2

Revenue won

Funnel Metrics Conversions
Understand how Linkedin marketing drove leads and opportunities.

Understand overall quality and conversion rate of LinkedIn driven leads.

Stage Metric Conversion rate

Leads 37.33%

FAQ Resources

Adjust your
lookback window

See how your marketing impacts
dedal size and other funnel metrics

by adjusting your lookback
window to 30, 60, 90, or 180 days.
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Reporting: Custom Time Range

Adjust the time

c Revenue attribution report | & salesforce hd
nnnnnnnnnnnnn your LinkedIn campaigns influence sales from your CRM.
r | l r r Test
102 XHXX
Time range: 3/17/2022 - 3(16/2023 ~ Ad accounts: All ~ Lookback window: 60 days ~  An y touch attribution: y imp h
NH
Last 30 days Start date End date
° Last 90 days 3/17/2022 3/16/2023
fa
The detault time range of the ot g
@e Linkedln ad spend Pipeline amount
't . 't 't 'th -| 't ]( Ga ter \&) March 2022 (=) (¢ March 2023 () $761757.22 $24.810198.46
report1s set to the 1ast yedr O : s Mot ow T P s s oM T ow T F s
ustom

CRM data and ad spend. Ce e

Q 18 19 2 13 14 15 @

il R 20 21 22 23 24 25 26

Select a custom time range to v om ow ow

view your metrics, from the last as -

week, quarter, or whichever

time frame makes sense for IS

your tracking purposes.




Introduction How it works How to set it up FAQ Resources e ‘ e

O

How are leads
rp Q Leads in RAR are defined as CRM contacts
trO C ked . that are tied to an opportunity.

: :  eads infl d by Linked| keti
Leads influenced by LinkedIn Q eqaas intluencead by Linkedin marketing are

| leads that have seen or engaged with your
marketing can be tracked down |inkedIn marketing activities within the
the funnel as they convert to attribution window (default: 180 days)

closed won opportunities. Q Engagement refers to leads who have clicked,
liked, shared or otherwise engaged with your
Linkedln marketing activities.

AN /

& canbe tracked down the funnel as they
convert to closed won opportunities.

| Tip: Leads influenced by LinkedIn marketing

/
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-requently
Asked Questions
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How does RAR attribution work today’?

Currently, Revenue Attribution Report reports on an any touch attribution model. Any touch attribution is defined as leads who
have seen or engaged with your LinkedIn ad within the given lookback window.

CRM opportunities are matched to LinkedIn marketing data based on the engagement of the lead tied to your opportunity in
your CRM. [t that CRM lead has seen or engaged with your LinkedIn marketing in the lookback window you have selected (30,
60, 90, 180 days) betore the opportunity is closed/won, we attribute that revenue as influenced by your LinkedIn marketing.

You can specity how many touchpoints are needed within the given lookback window in order to count as LinkedIn marketing
influence.
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How is my data stored and protected by LinkedIn”?

VWhen you connect your Customer Relationship
Vianagement (CRM) platform with Business Manager,

oersonal data from your CRM is stored securely with

data isolation, secure data access, and more.

For more information, please visit our Help
Center article on CRM data handling and

protection tor Revenue Attribution Report.



https://www.linkedin.com/help/lms/answer/a526798
https://www.linkedin.com/help/lms/answer/a526798
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Resources e ‘ e

\What information & permissions
do | need to connect my CRM?

Please leverage our CRM Prerequisite Checklist.
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Helpful

[eSOUrCes
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Resources e ‘ e

L earn more with these usetful resources

. CRM Data Handling and Protection in Revenue Attribution Report ‘
. RAR metric definition from CRM data y Q
. RAR CRM data imports from CRM data t .



https://www.linkedin.com/help/lms/answer/a526798
https://www.linkedin.com/help/lms/answer/a1367472
https://www.linkedin.com/help/lms/answer/a1372349

1Thank you

Please reach out to your LinkedIn sales
contact with any questions or tfeedback.

Linked[{})
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O
Appendix
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How do | check it my
Salestorce Protile has
Pl access enabled?

1. Click the Avatar on the top right corner

2. On the left hand rail, “My Personal
Information” > “Advanced User Details”

3. Click on “Profile” link

4. Find Administrative Permissions in the list
> Ensure “APIl Enabled” option is checked

How to setit up

Home Object Manager

Setup Home

Senvice Setup Assistant

Multi-Factor Authentication Assistant
Release Updates

Lightning Experience Transition
Asgistant

Mew Salesforce Mobile App QuickStart

Optimizer

ADMINISTRATION
Users

Parmission St Groups
Permission Sets
Profiles
Public Groups
Cueues
Raoles
Liser BManagement Settings
Users

5 Data

Email

PLATFORM TOOLS

» Apps
Feature Settings
Slack
Einstein
Objects and Fields
Events
Process Automation

User Interface

Lookup Rellap Summary Logs

Lockup Rollup Summary Scheduls Rems

Administrative Permissions

Access Exparience Managemant
Accons Librarias

Add People 1o Direct Messages

Allerw Ischulon of Code Snippets fram Ul
Adkrw user 1o modity Privals Conmections

Apax RESTE

Axsign Parmission Sets

Baithesr Apax

Bul AP Hard Dalsta

Can Approve Feed Past and Commant
Change Deikboard Colors

Chaier bvismnal User

Cloas Conversation Thraads
Configans Custom Recommandatione
Create bhd Cuslosmits Dashbosrds
Create snd Customize List Views
Create arvd Cusiomirs Reporis

Create and Own New Chatter Grcups
Creats and Sl Up Experisnces
Create and Updata Second Sensration Pachages
Create and Uplosd Thangs Sets
Creats CMS Workapaces and Channals
Creats Content Deliveries

Crests Dribboard Foldsrs

Croate Public Links

Create Repon Folders

Cuntomire Application

el Apasn

Dulela Seccnd-Generation Pachages
Deploy Changs Sets

Edit HTML Templales

Edit My Dashboards

FAQ

Resources

Wirige Pasiword Policies

Manage Profites and Permivaicn Sats
Mansgs Promoied Search Tems
Manags Prompts

Manags Pubdic Classsc Email Templates
Manage Public Dacumants

Manage Public Lisi Views

Mansge Relesis Updites

anage Reperting Snaprhots

Mlarage Rapos i Pubbic Folders
Marage Rotes

Wanage Salesdorce CRM Conent
Manage Saleutorce Krawledge

Wanage Sandooces

Mansge Badslon Permiidicn Sal Activalions
Manage Sharing

Manigs Synory

Manage Trust Measures

Warege Unliated Groups

Manags Users

Maoderate Chabier

Moderals Expedience Cloud Site Users
Moty A Cats

Medify Meladats Thivugh Meladata AP Funcliond
Paswword Never Expires

Pirs Podts in Fasds

Chuery All Filen

Cuip Meirics

Quip User Engagement Metrica
Remove Paops from Diect Massages
Repart Buildes (Lightaing Experianca)
Aeeel User Passwords and Unbock Users
Run Mezrod on Multipls Recsnds

Salsufcrce Anywhare in Lighining Exparisnce

R (=

%R R (R |= |

LS
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How do | check for object
permissions in Salesforce”?

Click the Avatar on the top right corner

On the left hand rail, “My Personal
Information” > “Advanced User Details”

Click on “Profile” link

Search for Standard Object Permissions -

At least “Read” level access must be enabled
for these 4 objects: Accounts, Contacts,
Leads, Opportunities

How to setit up

it Setup Home  Object Manager v

Q Quick Find

Setup Home

Service Setup Assistant

Multi-Factor Authentication Assistant
Release Updates

Lightning Experience Transition
Assistant

New Salesforce Mobile App QuickStart

Optimizer

ADMINISTRATION

» Users
Permission Set Groups
Permission Sets
Profiles
Public Groups
Queuves
Roles
User Management Settings
Users

» Data

y Email

PLATFORM TOOLS
> Apps
» Feature Settings
» Slack
Einstein
> Objects and Fields
> Events
» Process Automation

» User Interface

| Standard Object Permissions

Accounts
Al Insight Reasons
Al Record insights
App Analytics Query Rogquests
Assets
Authorization Forms
Authorization Form Consents
Authorization Form Data Uses
Authorization Form Texts
Background Operations
Business Brands
Campaigns
Cases
Communication Subscriptions
Communication Subscription Channel Types
Communication Subscription Consents
Communication Subscription Timings
Consumption Schedules
Contacts

——
Contact Point Addresses
Contact Point Consents
Contact Point Emails
Contact Point Phones
Contact Point Type Consents
Contact Requests

Contracts

N NS N N R K ERIR [ RDK [ NER [ RNON | QI NS KRR N3RS

FAQ

\\\\\‘\\\\\\\\\\\\\\\\\\\\g

mEe
g

| R EKE) NN NS N AN NOX | SN | OGN NS XN KN KR N

\\\\\\\\\\\\\\\\\\\\\\\\\§

\‘\\\\\\\\\\\\\\\\\\\\\\\\§

£

NN NS K ANAN NN AR INRAIAN NS AN NS KNASN 2

=

Resources

Vbnvlly Toam's Daahboards

Documents

Dupiicate Record Sets
Engsgement Channal Types
ldeas

Images

Individuals

Loads

Locations

Location Trust Measures
Macros

Opportunities

Orders

Party Consents

Price Books

Privacy Consents
Process Exceptions
Products

Push Toplcs

Quick Text

Scorecards

Scorecard Associations
Scorecard Metrics
Selens

Soclal Posts

Solutions

Streaming Channels

r

=
H

Y
§
m
=3
-
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