
Salesforce Admin Exam Study Guide: Topic 3 - Workflow/Process Automation (16%) 

Salesforce Basics: For Complete Beginners 

If you’re stepping into Salesforce for the first time, don’t worry—here’s a big, friendly scoop 
to get you comfy and excited. 

• What is Salesforce?  

o It’s an online tool that helps companies keep everything organized—
customer names, sales deals, daily tasks—all in one easy spot without 
needing to install anything tricky. 

o Imagine it as your business’s trusty sidekick, like a magical filing cabinet 
that’s always up to date and ready to pitch in. 

• Why It’s So Cool:  

o It takes the boring, repetitive stuff off your plate—like manually updating 
records or chasing people for updates—and keeps customer info, sales 
progress, and team jobs in one neat pile. Whether your crew is selling stuff or 
fixing problems, it’s like a teamwork booster that saves time and headaches. 

o As an admin, you’re the one shaping this tool to fit your team perfectly—like 
teaching a super-smart assistant exactly how your company works. You get 
to tweak it so it’s just right, making everyone’s day smoother and more 
productive. 

• Key Words to Start With:  

o Org: Your company’s own little Salesforce universe—think of it as your 
team’s private clubhouse where all the action happens. 

o Setup: The control center (top-right gear icon on the screen) where you go to 
change things—it’s like the cockpit of your Salesforce spaceship. 

o CRM: Customer Relationship Management—fancy talk for keeping 
customers happy and organized, which is Salesforce’s main gig. 

• What This Topic Is All About:  

o This section is your guide to making Salesforce handle the boring, everyday 
tasks—like sending emails, updating statuses, or getting approvals—so your 
team can focus on the exciting stuff, like closing deals or helping customers. 

Let’s dive in with a beginner’s curiosity and unpack this step-by-step! 



 

Overview 

"Workflow/Process Automation" is all about turning Salesforce into your team’s personal 
time-saver by setting up rules and tools that do stuff automatically. Whether it’s sending an 
email when a sale hits, updating a record when a case closes, or getting a manager’s okay 
on a discount, this topic teaches you how to make work happen without lifting a finger. It’s 
16% of the exam—a hefty piece worth getting friendly with. 

Exam Weight 

• Percentage: 16% 

• Why It’s a Big Deal: Automation is a huge part of being an admin—it makes life 
easier for everyone, and 16% means it’s a solid chunk of your test score. Master this, 
and you’re on your way to acing it. 

Objectives (In Super-Simple Terms) 

• Get to know the automation tools Salesforce offers—like Workflow Rules, Process 
Builder, Flow, and Approvals—and figure out which one fits each job. 

• Learn how to set up automatic actions—like sending a “Nice work!” email or 
changing a field—whenever something specific happens in Salesforce. 

• Understand how to automate getting permission—like a boss approving a deal—so 
big moves don’t happen without a check. 

• Practice solving real examples by picking the perfect tool—like playing a game of 
“which one works best here?” 

 

Structure of the Study Guide 

• Definitions: Big, clear explanations of the key terms. 

• Categories: Topics split into easy-to-digest parts. 

• Bullet Points: Long, beginner-friendly summaries packed with details. 

• Tables: Side-by-side looks to make things crystal clear. 

• Practical Scenarios: Real-life examples you can picture doing. 

• Study Tips: Step-by-step ways to learn this stuff. 



 

Definitions (Big Summaries with Tons of Beginner Details) 

• Workflow Rules:  

o What It Is: A tool that automatically does one thing—like sending an email or 
updating a field—when something you choose happens in Salesforce. 

o Details: Imagine it as a little watchdog with one trick up its sleeve. You tell it, 
“Hey, if a sale gets bigger than $10,000, bark by sending an email to the 
boss,” and it does that every single time without fail. It’s like setting a simple 
rule at home—“If the doorbell rings, let me know”—and Salesforce takes 
care of it. You’ll set this up in the Setup area, and it’s perfect for quick, no-
fuss jobs where one action is all you need. 

• Process Builder:  

o What It Is: A tool that can do a bunch of things at once—like updating 
records, sending messages, and creating tasks—when something triggers it. 

o Details: Think of it as your personal assistant who’s great at multitasking. 
When something happens—like a customer support case closing—it can 
update the “Closed Date,” send a “Case done!” email to the team, and set a 
reminder to check back later, all in one smooth move. It’s like giving 
Salesforce a checklist and saying, “Handle all this when X happens.” You 
build it in Setup with a drag-and-drop screen that looks like a map, so you 
can see every step laid out. 

• Flow:  

o What It Is: A super-powerful tool that automates big, complicated tasks—
like updating lots of records—or guides users through steps with on-screen 
prompts. 

o Details: This is your all-purpose superhero—it can do almost anything you 
dream up! Need to update every Contact tied to an Account when something 
changes? Flow’s on it. Want to pop up a screen asking a sales rep, “What’s 
the next step?” and then do something based on their answer? Flow can 
handle that too. It’s like a magic wand you wave to make Salesforce do heavy 
lifting or act like a friendly guide. You’ll build it in Setup, picking from different 
types like background runners or interactive helpers, and it’s the most 
flexible tool in the bunch. 



• Approval Process:  

o What It Is: A setup that automates getting someone’s permission—like a 
manager approving a discount—before letting things move forward. 

o Details: Picture it as your “ask the grown-up” system—like when you needed 
a note signed for a field trip. If a sales rep offers a 20% discount, this tool 
sends it to the manager to say “Yes” or “No”—nothing happens until they 
decide. You set it up in Setup, picking when it kicks in, who approves, and 
what happens next, like locking the deal until it’s okayed. It’s all about 
keeping big decisions safe and tracked, like a built-in referee. 

• Automation:  

o What It Is: Teaching Salesforce to do repetitive tasks on its own, so you and 
your team don’t have to. 

o Details: This is the heart of this whole topic—automation is like giving 
Salesforce a brain to take over the boring bits. Whether it’s sending a “Thanks 
for buying!” email, updating a status to “Done,” or getting a boss’s okay, it’s 
about saving time and making sure things happen the same way every time—
no more forgetting or doing it by hand. It’s your ticket to working smarter, not 
harder. 

 

Categories 

• Automation Tools: The different ways Salesforce can do work for you.  

o Workflow Rules 

o Process Builder 

o Flow 

o Approval Processes 

 

Detailed Breakdown (Bullet Points with Massive Beginner Summaries) 

1. Automation Tools 

• Workflow Rules  



o Summary: A simple tool that does one automatic action—like sending an 
email or changing a field—when something you pick happens in Salesforce. 

o Details:  

▪ This is your quick-and-easy automation pal—like a little robot with 
one job it does really well. Let’s say you’re a sales rep, and every time 
you log a deal worth over $10,000, you want your manager to get a 
heads-up right away. Workflow Rules can send that email without you 
even thinking about it. Or maybe you’re tracking support cases, and if 
one’s been open too long, you want it marked “Urgent”—this tool can 
flip that field for you no problem. 

▪ How You Set It Up: You’ll head to Setup > Workflow Rules > New Rule. 
Here’s the step-by-step:  

▪ Pick an object—like Opportunity (that’s for sales deals you’re 
working on). 

▪ Set a condition—like “Amount is greater than 10,000” (you’re 
telling it what to watch for). 

▪ Choose one action from four options:  

▪ Email Alert: Sends a message—like “Big deal just 
landed!” to your manager’s inbox. 

▪ Field Update: Changes something—like setting 
“Priority” to “High” or “Status” to “Review.” 

▪ Task: Makes a to-do—like “Call the client” assigned to a 
sales rep. 

▪ Outbound Message: Sends info to another system (not 
super common, but it’s there if you need it—like a techy 
postcard). 

▪ Why It’s Great: It’s as easy as setting an alarm on your phone—no 
tech skills needed, just a few clicks. You tell it what to look for and 
what to do, and it’s like, “Got it, I’ll handle that!” For example, if a Lead 
comes in with a “Hot” checkbox ticked, it can create a task saying 
“Follow up fast!” so no one misses a chance. 



▪ What’s Tricky: It’s a one-trick pony—it can only do one thing at a time. 
So if you want an email and a field update, you’d need two rules. It’s 
also an older tool—Salesforce is nudging folks toward newer stuff—
but it’s still around in many orgs and definitely on the exam. 

▪ Real-Life Example: A sales rep changes an Opportunity’s “Stage” to 
“Closed Won,” and Workflow Rules instantly emails the finance team, 
“Hey, start the billing!” No extra steps—just bam, done. 

▪ Another Example: A Case’s “Created Date” is over 5 days old with no 
updates—Workflow Rules flips “Priority” to “Urgent” so the team 
knows to jump on it. 

• Process Builder  

o Summary: A fancier tool that can do a bunch of actions—like updating 
records, sending emails, and creating tasks—when something triggers it. 

o Details:  

▪ Think of Process Builder as Workflow Rules’ big brother who can 
juggle multiple things at once. Imagine a customer support case 
closes—instead of just sending an email, it can update the “Closed 
Date” field, shoot a “Great job!” email to the team, and set a task to 
check back with the customer later, all with one trigger. It’s like 
pressing a button that launches a whole chain of events—no manual 
work needed. 

▪ How You Set It Up: You’ll go to Setup > Process Builder > New. Here’s 
how it breaks down:  

▪ Pick an object—like Case (that’s for support tickets your team 
handles). 

▪ Set a trigger—like “When Status equals Closed” (this is what 
starts the magic). 

▪ Add as many actions as you want:  

▪ Update Records: Change fields—like setting “Closed 
Date” to today’s date or “Priority” to “Low” since it’s 
done. 



▪ Email Alerts: Send messages—like “Case resolved—
nice work!” to the support crew. 

▪ Create a Record: Make something new—like a Task 
saying “Call the customer in a week.” 

▪ Launch Another Process or Flow: Kick off more 
automation—like a domino that tips another one. 

▪ Why It’s Great: It’s visual—you build it like a flowchart with boxes and 
arrows, so you can see every step laid out like a treasure map. For 
example, if an Opportunity’s “Amount” drops below $5,000, it can 
update “Status” to “Review,” email the rep “Check this out,” and 
assign a task to the manager—all in one go. It’s like giving Salesforce a 
mini-script to follow. 

▪ What’s Tricky: It’s a bit more to wrap your head around than Workflow 
Rules—like moving from a tricycle to a bike with training wheels—but 
it’s still point-and-click, no coding required. It’s perfect when one 
thing needs to spark a bunch of others. 

▪ Real-Life Example: A support rep closes a Case, and Process Builder 
updates the “Closed Date,” emails the customer “All fixed—thanks for 
your patience!” and creates a Task “Call back in 7 days to confirm”—
three jobs done with one click. 

▪ Another Example: An Opportunity’s “Stage” changes to 
“Negotiation,” and Process Builder updates “Next Step” to “Send 
Proposal,” emails the rep “Prep the docs,” and sets a Task for the 
manager “Review by Friday”—a whole team effort launched 
automatically. 

• Flow  

o Summary: A super-powerful tool that automates big, complex tasks—like 
updating tons of records—or guides users through steps with interactive 
screens, offering endless possibilities. 

o Details:  

▪ Flow is the rockstar of automation—like a magic toolbox that can 
build anything you imagine. Need to update every Contact tied to an 
Account when its status changes? Flow can do that in one swoop. 



Want to pop up a screen asking a rep, “What discount should we 
offer?” and then apply their answer? Flow’s your go-to. It’s the most 
flexible, powerful tool here, handling everything from quiet 
background jobs to chatty user guides. 

▪ How You Set It Up: Head to Setup > Flows > New Flow. You’ll pick a 
type—here’s the juicy breakdown:  

▪ Record-Triggered Flow:  

▪ What It Does: Runs automatically when a record 
changes—like when an Opportunity’s “Stage” hits 
“Closed Won,” it can update fields, send emails, or 
create records. 

▪ Details: This is your behind-the-scenes worker—like a 
ninja who jumps in when something happens. For 
example, if an Account’s “Type” switches to “VIP,” this 
Flow can update all related Contacts to “Priority = High,” 
email the team “VIP alert!” and create a Task “Welcome 
call”—all without anyone starting it manually. It’s 
triggered by a record being created, updated, or 
deleted, so it’s always watching. 

▪ How It Works: Pick an object (e.g., Account), set a 
trigger (e.g., “When Type = VIP”), and add actions—like 
“Update Records” (change Contact fields), “Email 
Alert” (notify team), or “Create Records” (make a Task). 
You connect these with arrows on a canvas, like drawing 
a battle plan that executes itself. 

▪ Example: An Opportunity’s “Stage” changes to “Closed 
Won,” and this Flow updates the Account’s “Last Sale 
Date,” emails “We did it!” to the team, and creates a 
“Send invoice” Task—all in one trigger. 

▪ Scheduled Flow:  

▪ What It Does: Runs on a set schedule—like every 
Monday at 9 AM—to check records and take action. 

▪ Details: Think of it as your weekly housekeeper—it 
shows up at a set time to tidy things up. For example, 



every Friday, it could scan all Opportunities that have 
been “Open” for over 30 days, update their “Status” to 
“Stale,” and email the rep “Get on this!”—no one has to 
kick it off, it just happens like clockwork. 

▪ How It Works: Set a schedule (e.g., “Every Friday at 8 
AM”), pick an object (e.g., Opportunity), define a 
condition (e.g., “Days Open > 30”), and add actions—
like “Update Records” (set “Status = Stale”) or “Email 
Alert” (notify rep). It’s like setting a recurring reminder 
with jobs attached. 

▪ Example: Every Monday, this Flow finds Cases open 
over 14 days, marks them “Overdue,” and emails the 
support team “Heads-up!”—keeping things from 
slipping through the cracks. 

▪ Screen Flow:  

▪ What It Does: Shows screens to users—like asking 
questions or showing options—then acts on what they 
pick. 

▪ Details: This is your friendly guide—like a virtual 
assistant helping a rep. Imagine a rep clicks a button on 
an Opportunity—it pops up a screen saying, “What’s the 
discount: 10%, 15%, or 20%?” They pick one, and Flow 
applies it to the record and saves it. It’s perfect for 
walking people through steps or making decisions 
interactive. 

▪ How It Works: Add “Screen” elements—like text boxes 
(e.g., “Enter discount”), picklists (e.g., “10%, 15%”), or 
buttons (e.g., “Apply”)—then connect them to actions 
(e.g., “Update Records” with their choice). You’re 
building a little conversation that ends with action. 

▪ Example: A rep clicks “Add Discount” on a Case, Flow 
asks “How much: 5% or 10%?” via a picklist, they 
choose 10%, and it updates “Discount” and emails 
“Discount applied!” to the customer. 



▪ Key Elements in Flow (Your Building Blocks):  

▪ Element Manager:  

▪ What It Is: The toolbox on the left side of the Flow 
Builder screen—like a craft kit full of pieces you drag 
onto your canvas. 

▪ Details: This is where the magic starts—it’s like your 
Lego bin. Need to update a field? Grab “Update 
Records.” Want to ask a question? Pick “Screen.” It’s 
split into categories:  

▪ Data Elements: Like “Get Records” (find stuff), 
“Update Records” (change stuff), “Create 
Records” (make new stuff), “Delete Records” 
(toss stuff). 

▪ Logic Elements: Like “Decision” (if this, then 
that), “Loop” (repeat for a list), “Assignment” (set 
a value). 

▪ Interaction Elements: Like “Screen” (show 
something to users). 

▪ You drag these onto your Flow, connect them with 
arrows, and fill in details—like telling “Update Records” 
which field to change. It’s your one-stop shop for 
building. 

▪ Example: You drag “Get Records” to find all Contacts 
for an Account, then “Update Records” to set their 
“Status” to “Active”—all from the Element Manager. 

▪ Loop Assignment:  

▪ What It Does: Repeats an action for a list of records—
like updating every Contact tied to an Account one by 
one. 

▪ Details: Picture it as a conveyor belt—Flow grabs a 
bunch of records and processes each one in turn. For 
example, if an Account’s “Status” changes to “Inactive,” 
a Loop can find all its Contacts and update each one’s 



“Active” field to “No.” It’s like saying, “For every item in 
this pile, do this.” 

▪ How It Works: First, use “Get Records” to grab a list 
(e.g., “All Contacts where Account = X”). Then add a 
“Loop” element—it’s like a circle that says “Start here, 
go through each one, then come back.” Inside the Loop, 
add an action—like “Update Records” to set “Active = 
No.” Connect it back to finish when the list’s done. 

▪ Example: An Opportunity’s “Region” changes to “West,” 
and Flow uses a Loop to update all related Orders’ 
“Region” fields to match—going through each Order 
one at a time. 

▪ Other Key Elements:  

▪ Get Records: Finds records—like “All Opportunities 
over $10,000 this month.” It’s your search party that 
gathers what you need. 

▪ Decision: Splits the path—like “If Amount > 50,000, 
send a big email; else, send a small one.” It’s your fork in 
the road. 

▪ Assignment: Sets values—like “Discount = 10%” or 
“Total = Price * Quantity.” It’s your calculator or note-
taker. 

▪ Create Records: Makes new stuff—like a Task “Follow 
up” or a Case “Escalate.” It’s your factory for new 
records. 

▪ Delete Records: Tosses stuff—like old Leads with no 
activity. It’s your cleanup crew. 

▪ Why It’s Great: Flow’s like a Lego masterpiece—you can build 
anything, from quiet updates to interactive guides. For example, a 
Scheduled Flow might clean up old records weekly, while a Screen 
Flow helps a rep pick a discount and applies it instantly. It’s the tool 
for big ideas or custom experiences. 



▪ What’s Tricky: It’s the toughest to learn—like mastering a video game 
with lots of buttons. You’ll need to practice connecting elements and 
testing it, but once you get it, it’s the most powerful tool you’ve got—
way beyond what Workflow Rules or Process Builder can do. 

▪ Real-Life Examples:  

▪ Record-Triggered: An Account’s “Type” changes to “VIP,” and 
Flow updates all Contacts to “Priority = High,” emails “VIP 
alert!” to the team, and creates a “Welcome call” Task—all 
automatic. 

▪ Scheduled: Every Tuesday at 10 AM, Flow finds Leads open 
over 60 days with no activity, marks them “Cold,” and emails 
the sales team “Revive these!” 

▪ Screen: A rep clicks “Process Order” on an Opportunity, Flow 
pops up “Shipping: Standard or Express?”—they pick Express, 
and it updates “Shipping Type” and creates a “Ship today” 
Task. 

• Approval Processes  

o Summary: A tool that automates getting permission—like a manager 
approving a discount—before letting things move forward, with full control 
and tracking. 

o Details:  

▪ This is your “check with the boss” system—like a gatekeeper making 
sure big moves get the okay. Imagine a sales rep offers a 25% discount 
on an Opportunity—this tool sends it to the manager to approve or 
reject, and nothing happens until they decide. It’s like passing a note 
for permission, but Salesforce handles all the steps, keeps it locked 
down, and logs who said what. 

▪ How You Set It Up: Go to Setup > Approval Processes > New. Here’s 
the full breakdown:  

▪ Pick an Object: Choose something—like Opportunity (sales 
deals) or Case (support tickets). 



▪ Set Entry Criteria: Decide when it starts—like “Discount > 
15%” or “Refund Amount > $500.” This is your “if this happens” 
rule. 

▪ Define Approvers: Pick who says yes or no—like “Sales 
Manager” (a specific role), a user (like “Jane Doe”), or a queue 
(a group of people). You can even set multiple levels—like a 
rep’s boss, then the VP for huge deals. 

▪ Set Actions:  

▪ Initial Submission: What happens when it starts—like 
locking the record so no one edits it while it’s being 
reviewed. 

▪ Approval Steps: Add steps—like “Step 1: Manager 
approves” (if Discount > 15%), then “Step 2: VP 
approves” (if > 30%). Each step can have its own rules 
and approvers. 

▪ Final Approval: What happens if approved—like 
unlocking the record and updating “Status” to 
“Approved.” 

▪ Final Rejection: What happens if denied—like updating 
“Status” to “Rejected” and emailing “Sorry, no go.” 

▪ Recall: Let the submitter pull it back—like if they made 
a mistake. 

▪ Options: Decide extras—like letting approvers edit the record, 
or auto-approving small stuff (e.g., “Discount < 5% skips this”). 

▪ Why It’s Great: It’s like a bouncer at a club—nothing gets past 
without the right okay, and it keeps a record of every decision. For 
example, if a Case needs a refund over $500, it goes to a supervisor—
Salesforce sends the request, locks the Case, waits for approval, and 
updates it when done. It’s perfect for big decisions—like discounts, 
budget changes, or contract sign-offs—where you need control and a 
paper trail. 

▪ What’s Tricky: It’s specific—it’s only for approvals, not general 
tasks—so you won’t use it for emails or updates alone. It takes a bit of 



setup to get the steps right, like planning “Who approves first? Then 
what?” But once it’s running, it’s a smooth, hands-off process. 

▪ Real-Life Example: A sales rep adds a 20% discount to an 
Opportunity—Approval Processes sends it to the manager, locks the 
record so no one tweaks it, waits for “Yes,” then updates “Status” to 
“Approved,” emails “Discount good!” to the team, and unlocks it for 
next steps. 

▪ Another Example: A support rep requests a $1,000 refund on a 
Case—it goes to the supervisor (Step 1) and then the finance lead 
(Step 2 if > $750). If both approve, it updates “Refund Status” to 
“Processed” and emails “Refund issued!”—if rejected, it marks 
“Denied” and notifies the rep. 

▪ Cool Features: You can:  

▪ Email Approvers: Sends “Please approve this” with a link to 
say yes/no right from their inbox. 

▪ Set Deadlines: Like “Approve within 3 days, or it auto-rejects.” 

▪ Track History: See who approved when—like “Jane said yes on 
March 10, 2025.” 

 

Tables 

Table 1: Workflow Rules vs. Process Builder vs. Flow 

What’s 
Different 

Workflow Rules Process Builder Flow 

What It Does 
One action (e.g., 
email) 

Multiple actions 
Big tasks or user 
guides 

How Easy? 
Super simple—like a 
snap 

Pretty easy—visual map 
Takes time—like a 
puzzle 

When It Starts Something happens Something happens 
Auto, scheduled, or 
user 



What’s 
Different 

Workflow Rules Process Builder Flow 

Examples “Big sale? Email boss” 
“Case closed? Update, 
notify” 

“Calc discounts, ask 
rep” 

Flexibility Low—one thing Medium—multi-step High—endless options 

Table 2: Automation Tools vs. Approval Processes 

What’s Different Automation Tools Approval Processes 

Goal Do tasks automatically Get permission 

Actions Updates, emails, tasks Approve or reject 

Who Runs It? Salesforce People 

Examples Auto-set “Closed” Manager okays discount 

Control Fully automatic Needs human input 

 

Practical Scenarios 

1. Big Deal Alert:  

o Need: Tell the manager when an Opportunity’s over $50,000. 

o Solution: Workflow Rules—Setup > Workflow Rules, pick Opportunity, set 
“Amount > 50,000,” send “Big win!” email to the manager. 

2. Case Closed Follow-Up:  

o Need: Update, notify, and set a task when a Case closes. 

o Solution: Process Builder—Setup > Process Builder, pick Case, trigger 
“Status = Closed,” update “Closed Date,” email “Done!” to team, create 
“Check back” Task. 

3. Discount Calculator (Flow):  

o Need: Calculate discounts across Orders and let reps pick. 

o Solution: Flow—Setup > Flows:  



▪ Record-Triggered: Trigger on Order update, “Get Records” for all 
Orders on an Account, “Loop” to sum totals, “Assignment” for 10% 
discount if > $20,000. 

▪ Screen: Show “Pick discount: 10% or 15%?” then “Update Records” 
with their choice. 

4. Weekly Stale Leads (Flow):  

o Need: Mark Leads “Stale” if open over 30 days every Monday. 

o Solution: Scheduled Flow—Setup > Flows, set “Every Monday at 9 AM,” “Get 
Records” for Leads “Days Open > 30,” “Update Records” to “Stale,” email 
“Follow up!” 

5. Approval for Big Discounts:  

o Need: Manager approves Opportunity discounts over 15%. 

o Solution: Approval Process—Setup > Approval Processes, pick Opportunity, 
trigger “Discount > 15%,” send to manager, lock record, update “Approved” 
on yes, email “Good to go!” 

 

Study Tips 

• Hands-On: Get a free org (developer.salesforce.com)—try a Workflow Rule, then a 
Flow with a Loop and Screen. Playing is learning! 

• Start Simple: Trailhead’s “Process Automation Basics” then “Flow Builder 
Basics”—free, with videos and hands-on steps. 

• Focus: Know Workflow (one action), Process Builder (multi-action), Flow (record-
triggered, scheduled, screen, loops), Approvals (multi-step permission). 

• Practice: Do questions like “Which tool for a discount screen?” or “Set a weekly 
Flow”—exam-style practice. 

• Beginner Boost: Watch “Flow Builder for Beginners” on YouTube; build one Flow 
type daily (e.g., Screen, then Scheduled). 

• Time: Spend 16% here—8-10 hours of 50—split it: 2 on Workflow/Process, 4 on 
Flow, 2 on Approvals. 

 



 


