
The foundation every revenue operations professional needs to implement a CRM from 
scratch, integrate third-party tools and automate workflows to drive revenue.

Students learn the entire lifecycle of a Revenue Operations project:

• Foundations
▪ Understanding the customer lifecycle and identifying bottlenecks in it
▪ Creating scope documents and flowcharts
▪ Building a CRM (Zoho CRM, HubSpot, and Salesforce) 

• Intensive
▪ Beginning and managing a real-life CRM project for a real-life organization,
▪ Deep diving into official certification paths for any/all of Zoho CRM, HubSpot, and 

Salesforce
▪ Learning how to find/build a career in Revenue Operations

* Estimated time and duration the average learner may take to complete all coursework, including 
hands-on practice and project time. May be completed on the learner’s schedule, at any time. Actual 
duration from start to finish may vary.

Overview

Revenue Operations Intensive

This course is built and taught by Peter Fuller, the Founder of The Workflow Academy. 

Leading Expert

8-12 hours/week for 12-18 weeks*

Peter Fuller has executed 150+ successful RevOps projects for businesses from 
early startup to $100 million in annual revenue. 

5,000+ students have taken the Workflow Academy curriculum, and Workflow 
Academy has helped 200+ students build careers in Revenue Operations.

Estimated Time:



Section 1
Theory of Revenue 
Operations

• Understanding What Revenue Operations Is
▪ Pillar #1: Asking Detailed Questions and 

Active Listening
▪ Pillar #2: Aligning Revenue Operations 

Through Outlines, Plans, and Flowcharts
▪ Pillar #3: We Solve RevOps Problems by 

Building and Implementing No-Code Soft-
ware

Section 2
Building Your First CRM • Building a basic CRM in Zoho CRM

• Building that same CRM in HubSpot

Section 3
Examples of Revenue 
Operations and CRMs in the 
Real World

• Reviewing a couple real-world examples of 
CRMs

• Brief discussion of some potential careers

Section 4
Needs Analysis, Planning, 
Flowcharting, and Learning 
New CRM Skills

• Building an Initial System Outline
• Building a System Flowchart
• Converting all that into a System Plan

Section 5
Solo Planning and Building 
Your Second CRM

• Gather all these details into your first case 
study, reviewing planning docs and building a 
CRM in Zoho, HubSpot, or Salesforce

Section 6
RevOps Community Project • Running an entire RevOps planning 

project/CRM build-out for a real-life 
organization

Section 7
How to Build a Career in 
Revenue Operations

• Learning what career opportunities look like in 
Revenue Operations

Section 8
Software Certification Blitz • Beginning certification paths in any/all of:

▪ Salesforce
▪ Zoho CRM
▪ HubSpot


