
Study Guide for Salesforce Marketing Specialist Certification 

Category 4: Analytics and Reporting 

Overview 

The "Analytics and Reporting" category is a vital part of the Salesforce Marketing Specialist 
Certification. It’s all about understanding how your marketing campaigns are doing—think 
of it like checking the score after a game. In Salesforce Marketing Cloud, this means 
looking at numbers (like how many people opened your email) and turning them into 
insights (like “More people click on Fridays”). You’ll use built-in reports, dashboards, and 
even fancier tools like CRM Analytics to see what’s working and what’s not. 

For beginners, this might feel overwhelming because it involves numbers and charts, but 
we’ll break it down into simple steps. This guide is your detailed helper, building on what 
you’ve learned about setup, campaigns, and data. It’s packed with explanations, examples, 
tables, and tips to get you ready for the exam, focusing on practical skills like reading a 
report or spotting trends. 

 

Introduction to Analytics and Reporting 

Analytics and Reporting in Salesforce Marketing Cloud is like being a detective—you gather 
clues (data) from your campaigns and figure out the story (results). This helps you answer 
questions like “Did my sale email work?” or “Are people ignoring us?” You’ll use tools inside 
Marketing Cloud—like Email Studio’s tracking or Journey Builder’s dashboards—and 
sometimes CRM Analytics (a separate Salesforce tool) to dig deeper. 

As a beginner, you’ll start with basic stuff, like seeing how many people opened an email, 
and then learn to spot patterns, like “Younger customers click more.” The certification tests 
you on finding these answers, making simple charts, and fixing campaigns that aren’t doing 
well. You might also see questions about sharing results with the sales team (via Sales 
Cloud) or keeping data safe while analyzing it. 

Key things you’ll learn: 

• How to track campaign results, like opens and clicks. 

• How to make reports and dashboards to show your boss. 

• How to use CRM Analytics for bigger insights. 

• How to improve campaigns based on what you find. 



This is a big deal because knowing your results helps you get better—if you don’t check, 
you’re guessing! The exam will ask things like, “What does this report mean?” or “How do 
you track a journey?” Your job is to show you can measure success and make smart fixes. 

 

Key Concepts and Components 

1. Tracking Campaign Performance 

Tracking is how you see what happened after you sent a campaign—like counting high-fives 
after a win. 

• What to Track:  

o Delivery Rate: Did the email get there? (Sent vs. delivered.) 

o Open Rate: Did they look at it? (Opened vs. sent.) 

o Click-Through Rate (CTR): Did they click a link? (Clicked vs. opened.) 

o Bounce Rate: Did it fail to arrive? (Hard bounce = bad email; soft = inbox 
full.) 

• Where to Look:  

o Email Studio: Go to Tracking > Sends for email results. 

o Journey Builder: Check Journey History for step-by-step progress. 

• Why It Matters: Tells you if people got and liked your message. 

Beginner Example: You send 100 sale emails. Tracking shows 90 got there, 30 opened, and 
10 clicked. That’s your starting score! 

2. Reports in Marketing Cloud 

Reports are like a summary page—they show your results in one spot. 

• Types of Reports:  

o Email Performance: Opens, clicks, bounces for one email. 

o Journey Reports: How many finished a journey or hit a goal (e.g., bought 
something). 

o Subscriber Reports: Who’s active or unsubscribed. 

• How to Make One:  



o Go to Email Studio > Tracking > Reports. 

o Pick a type, like “Recent Sends,” and run it. 

• What You See: Numbers and percentages, like “50% opened.” 

Beginner Example: You run an “Email Performance” report and see 25% clicked your sale 
link—cool, right? 

3. Dashboards in Journey Builder 

Dashboards are like a car’s dashboard—quick glances at how things are going. 

• What They Show:  

o Journey progress (e.g., “50% reached step 2”). 

o Goals (e.g., “10 people clicked the coupon”). 

o Trends (e.g., “More opens on Mondays”). 

• Where to Find: Journey Builder > Journey History > Dashboard. 

• Why Use Them: Faster than reports—great for checking live campaigns. 

Beginner Example: Your welcome journey dashboard shows 80% got the first email, but 
only 20% got the second. Time to check why! 

4. CRM Analytics for Advanced Insights 

CRM Analytics (formerly Tableau CRM) is like a super calculator—it mixes Marketing Cloud 
data with other info for big-picture views. 

• What It Does:  

o Fancy Charts: Like “Clicks by Age” or “Sales by Campaign.” 

o Predictions: Guesses what might happen—like “Next month’s clicks.” 

• How It Works:  

o Links to Marketing Cloud via Data Manager. 

o Uses Dataflows to combine data (e.g., email clicks + sales records). 

• Beginner Note: You won’t build it from scratch, but you’ll need to know what it’s for. 

Beginner Example: A chart shows younger customers click more—maybe target them next 
time. 



5. Improving Campaigns with Insights 

Insights are the “aha!” moments you get from data—like realizing you need a better subject 
line. 

• Common Fixes:  

o Low Opens: Try “Free Shipping!” instead of “News.” 

o Low Clicks: Add a bright “Click Here” button. 

o High Bounces: Clean your email list. 

• Tools: Reports and dashboards show you where to tweak. 

• Why It’s Cool: Makes your next campaign better! 

Beginner Example: Your report says 5% clicked. Add a bigger button next time and watch it 
rise. 

Table 1: Analytics Tools for Beginners 

Tool What It Does Why It’s Cool 

Email Tracking Counts opens and clicks Easy to see results 

Reports Summarizes campaign numbers Simple one-page view 

Dashboards Shows live journey progress Quick check-ups 

CRM Analytics Makes big charts and predictions Finds hidden trends 

 

Step-by-Step Analytics and Reporting 

Step 1: Tracking an Email Send 

Let’s see how your email did. 

1. Send an Email: Use Email Studio to send a “Sale Today!” email to 50 people. 

2. Go to Tracking: Email Studio > Tracking > Sends. 

3. Look at Numbers:  

o Delivered: 48 (2 bounced). 

o Opened: 20 (41% of delivered). 



o Clicked: 5 (10% of delivered). 

4. Write It Down: These are your first clues—did it work? 

Beginner Tip: Start with a small send (like 10) to practice reading results. 

Step 2: Running a Report 

Let’s make a report to show your boss. 

1. Open Reports: Email Studio > Tracking > Reports. 

2. Pick One: Click “Recent Email Send Summary.” 

3. Set It Up:  

o Choose your “Sale Today!” email. 

o Run it for yesterday’s send. 

4. See Results: A table says “20 opens, 5 clicks.” Print it or save it! 

Beginner Example: Your report shows 41% opens—pretty good for a first try! 

Step 3: Checking a Journey Dashboard 

Let’s track a journey you made. 

1. Open Journey Builder: Go to Journey Builder > Your Journey (e.g., 
“WelcomeSeries”). 

2. Find Dashboard: Click “Journey History” > Dashboard. 

3. Look at It:  

o 100 started. 

o 80 got email 1. 

o 30 got email 2. 

o 5 clicked a link (your goal). 

4. Think About It: Why did so many stop? Check email 2. 

Beginner Tip: Watch the percentages—they show where people drop off. 

Step 4: Using CRM Analytics 

Let’s try a fancy chart (with help). 



1. Check Setup: Ask your admin if CRM Analytics is linked (Setup > Analytics). 

2. Make a Dashboard:  

o Go to Analytics Studio > Create > Dashboard. 

o Pick “ShopCustomers” Data Extension (from Data Management). 

o Add a bar chart: “Clicks by City.” 

3. Look at It: Maybe Denver clicked most—cool insight! 

4. Save It: Name it “CityClicks” for later. 

Beginner Example: Your chart shows Denver loves your emails—send them more next 
time. 

Step 5: Making Fixes Based on Data 

Let’s improve your campaign. 

1. Review Numbers: 41% opens, 10% clicks—not bad, but not great. 

2. Pick a Fix:  

o Opens low? Try “Last Chance!” subject. 

o Clicks low? Add a red “Shop Now” button. 

3. Test It: Send to 20 people with the new idea. 

4. Check Again: Did clicks go up? Keep it if yes! 

Beginner Example: You add a button—clicks jump to 15%. Success! 

Table 2: Analytics Steps for Beginners 

Step Where What to Do 

Track Email Email Studio See opens and clicks 

Run Report Tracking > Reports Make a summary 

Check Dashboard Journey Builder Watch journey progress 

Use CRM Analytics Analytics Studio Build a chart 

Fix Campaign Your Brain Use numbers to improve 



 

Best Practices and Exam Tips 

Best Practices 

1. Start Easy:  

o Look at opens and clicks first—don’t jump to hard stuff. 

o Write down what each number means to learn. 

2. Check Often:  

o Look at results right after a send—fresh data is best. 

o Watch journeys daily if they’re running. 

3. Keep It Simple:  

o Use basic reports—don’t overdo charts yet. 

o Focus on one goal, like “more clicks.” 

4. Test Changes:  

o Try one fix at a time—like a new subject—see if it helps. 

o Send to a small group first to be safe. 

5. Share Smart:  

o Save reports as PDFs for your team—easy to read. 

o Don’t share private data (like emails) unless allowed. 

Exam Tips 

1. Practice Reading:  

o Try “20% clicked—what’s next?” (Answer: Bigger button!) 

o Know “Why track bounces?” (Fix bad emails.) 

2. Learn Numbers:  

o Open Rate: Opened ÷ Delivered. 

o CTR: Clicked ÷ Opened. 

o Conversion: Did the goal ÷ Sent. 



3. Know Tools:  

o Email Studio: Basic tracking. 

o Journey Builder: Live dashboards. 

o CRM Analytics: Big insights. 

4. Fixing Problems:  

o Low opens? Bad subject—try again. 

o High bounces? Clean your list. 

5. Use Trailhead:  

o Do “Marketing Cloud Reports”—it’s free and shows clicks! 

Common Beginner Mistakes 

• Ignoring Numbers: Not checking means no learning—look every time! 

• Overcomplicating: Stick to simple reports—don’t rush to Analytics. 

• Missing Trends: If clicks drop, don’t ignore it—fix it! 

 

Summary and Quick Reference 

Summary 

Analytics and Reporting is about seeing if your marketing worked and making it better. You 
track emails and journeys with tools like Email Studio and Journey Builder, make reports to 
sum it up, and use CRM Analytics for extra insights. For beginners, it’s like checking your 
homework—see the grade, figure out why, and improve next time. The exam tests if you can 
read results, make a chart, and tweak campaigns, helping you win at marketing. 

Quick Reference Table 

Idea What It Means Why It Matters for the Exam 

Tracking Counts what happened Basic results 

Reports Summarizes numbers Simple analysis 

Dashboards Shows live progress Journey checks 



Idea What It Means Why It Matters for the Exam 

CRM Analytics Big charts and guesses Advanced insights 

Improving Fixes based on data Campaign tweaks 

Final Notes 

Get hands-on—send an email in a sandbox and check its tracking, or peek at a dashboard. 
The exam mixes “What’s this number?” (like open rate) with “How do you fix this?” (like low 
clicks). Trailhead’s “Marketing Cloud Reporting Basics” is perfect—short, fun, and 
beginner-friendly. 

 

This guide is now a massive, beginner-friendly resource for “Analytics and Reporting,” with 
plenty of extra details and examples.  

 


