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The modern enterprise is no longer defined by the tools or software it possesses, but by how it masters the art of leveraging data and workflows in the tools to meet its unique business requirements. I recently (in 2025) had the pleasure of participating in a webinar hosted by Lior, where we explored the complexities of digital transformation and AI. It was immediately clear to me that he possesses a rare ability to bridge the gap between technical tools and actual business outcomes. This book is a testament to that ability. For IT and business leaders, this book, driven by Lior's experiences, will serve as a guide for building practical, automated systems that scale. It moves beyond the "how-to" and addresses the "why," making it a valuable asset for anyone in an organisation. I wish all readers of this book tremendous success in automating their CRM and tech stack efficiently to drive meaningful business impact. Good luck, Lior.

Bharath Kumar, Head of Marketing & Customer Experience, Zoho Corporation






I've read a lot of books on business.  Almost all deal with the philosophical. Anecdotes.  While this plays a part in this book Lior wrote, he ties these ideas and lessons into real work; actionable steps you can take, and shows us how to take them, in a way that ignites a fire in my entrepreneurial spirit.  I now have a longer list of immediate next steps than I've ever had since starting off. I have been a client of Amazing Business Results for almost 2 years,  finding them and Zoho simultaneously after we failed at two prior CRM attempts . I'm not sure if Zoho was the key, or if it was just the way Lior and his team showed us how to use it.. but we've tripled our sales team and revenue, while finally making profit of note.  In short, I hope my competitors don't find this book!

Brian Duff, Managing Director of BVI Yacht Sales

I genuinely enjoyed reading this book from beginning to end. What makes it stand out is the balance between real-world operational experience and a very structured methodology around automation and CRM architecture. The book doesn’t dismiss theory, but rather grounds it in practical business reality, showing how systems behave when real people, pressure, growth, and operational complexity enter the picture. What I particularly appreciated was the progressive approach throughout the book: starting from common ‘basic’ automation patterns seen across the market, then evolving them into deeper, business-oriented architectures that actually solve root problems instead of surface symptoms. The framework around the different levels of complexity and maturity makes the content very accessible, whether for SMB owners just starting their automation journey or more advanced organizations looking to build truly scalable systems. The storytelling is also extremely effective. The examples feel authentic, relatable, and clearly come from hands-on experience across real implementations. Rather than focusing purely on technology, the book consistently brings the discussion back to business outcomes, operational clarity, accountability, customer experience, and long-term scalability. Overall, this is one of the most practical and business-focused books I’ve read on CRM automation and operational systems, and it does an excellent job illustrating the depth and flexibility of the Zoho ecosystem. Thanks Lior

Nazim Foudad, Partner Account Manager, Zoho Corporation

Reading this book was a refreshing experience. It takes a topic that is often overly technical and intimidating—automation—and brings it down to earth in a way that feels natural and easy to understand. The author does an excellent job of humanizing technology deployment, reminding readers that behind every system or process are real people and real decisions. What stood out most is how simple and relatable the content is. The ideas reflect what feels like Ivy League-level thinking, yet they are communicated in plain, straightforward language. There is no unnecessary complexity—just clear, thoughtful insights that anyone can follow and apply. The structure of the book is logical and easy to follow, making it accessible even for those who may not have a technical background. Each concept builds naturally on the last, helping the reader gain confidence as they move through the material. Perhaps the biggest value of this book is how it makes automation decisions feel manageable. It cuts through the noise and provides clarity, helping readers think through their choices without feeling overwhelmed. Whether you are just starting to explore automation or are already deep into it, the guidance is practical and immediately useful. This is truly a must-read before making any decision on automation. It offers not just knowledge, but perspective—and does so in a way that is both insightful and easy to relate to.

Wilkin Hsien, Director, Enterprise Technology & Data

Most business owners think their CRM problem is a sales problem. Most accountants think their reporting problem is a software problem. After years of implementing finance systems alongside CRM platforms for SMBs, I can tell you they are both wrong, the real problem is almost always a workflow problem. Lior understands this better than anyone I have worked with. When we partnered with Amazing Business Results to build automation into our own operations at SFIR, the results weren't just efficiency gains, they changed how we think about the business entirely. This book captures that thinking in a way that is practical, honest, and immediately applicable. Whether you are running a consulting firm, a product business, or anything in between, the gap between your data and your decisions is costing you more than you realize. This book is how you close it.

Simon Fedorovsky, CEO & Co-Founder, SFIR Consulting Ltd.
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To Zoho Corporation

This book would not exist without Zoho.


When I was drowning after seven failed CRM implementations for my appliance repair company, I discovered Zoho. The platform gave me the flexibility to think like a business owner instead of being forced into rigid templates that never fit reality.

More importantly, Zoho believed in small and medium-sized businesses when most enterprise platforms ignored them. They built an ecosystem that lets companies compete without enterprise budgets.

Over the years, Zoho has supported us, not just as a platform vendor, but as a partner. They invested in our success. They listened when we pushed back. They gave us access to their team when we needed help solving complex problems for clients.

To the entire Zoho team who built and continues to improve this unparalleled ecosystem: you gave small and medium sized businesses a fighting chance. Thank you.


To the Team at Amazing Business Results


To the managers who hold the company together. To the admin staff who keep everything flowing. To the account managers who bridge vision and execution every single day. To the developers and technical team who turned these automations from ideas into reality and tested them under real pressure in hundreds of businesses.


This book exists because you made it real.



To Jatin Kumar, My CTO



Jatin is twenty-six years old, brilliant, endlessly curious, and one of the hardest-working people I have ever met. He reinvents himself constantly, always pushing to become a stronger engineer and a stronger leader.

Even though we have only met twice in India over the last four years, I consider him one of my best friends. 


My job is to create the crazy ideas. His job is to make them real, and he never fails.


He is the brain behind everything we are doing with AI: the coaching engine, the conversational bots, the proactive exception alerts, the AI layers that allow owners to talk to their business in plain language instead of hunting through dashboards.


None of that would exist without Jatin.





To Simon Fedorovsky and SFIR Consulting



Simon and his team are, in my opinion, the best finance systems implementers for small and medium-sized businesses. They helped us with our own companies and with hundreds of our clients, implementing and stabilizing finance setups that actually work in real life.


The feedback is always the same: flat five-star reviews across the board.



To David Polsky



David has been a friend, a mentor, and a steady voice of reason through many of the pivots and decisions that shaped this company.

He understands business in a way that most consultants never will. When I was stuck, he asked the right questions. When I was moving too fast, he slowed me down. When I doubted, he reminded me why this mattered.


Thank you, David.



To the Clients Who Trusted Us



You gave us permission to experiment, to push boundaries, and to build systems most consultants would never attempt. You trusted us with your revenue engine, your customer relationships, and your reputation.

Many of the automations in this book were born inside your businesses. You were the lab where theory became reality.


Thank you for that trust.



​

​How It All Began:

Amazing Business Results did not start with a dream to build a consulting firm. It started with frustration.

Years ago, when I ran an appliance repair company, I hired seven CRM providers across two years to build a system we desperately needed. Seven failures.

At some point I realized the problem was never the software, it was the architecture. Nobody knew how to think like a business.

So I learned the system myself, built a minimum viable product in two weeks, and suddenly the business could breathe.

I shared these lessons online, and business owners began reaching out. Slowly, without planning it, I found myself shifting from running one business to helping many others fix theirs.

Then COVID hit. While the world was locked indoors, I poured time into this "accidental company." From one person, the team grew to over 30 people across the world, and the work grew bigger than anything I initially imagined.

This book followed the same pattern. It wasn't planned. It started with my curiosity, I wanted to see what other automation specialists were doing. What I found was that most automations were surface-level, basic, or theoretical.

There was a gap, a need for a book based on real implementations in real companies with real stakes.

So, the book wrote itself through the work we did every day.






​

​Chapter 1: The $38,000 Mistake (And the $5 Million Lie)


It was evening. I was sitting with friends, cracking jokes, when my phone rang.

I ignored it.

A minute later, the same number called again. Then a third time.


When someone calls you three times in three minutes, you know something is wrong. I stepped outside and answered.

On the other side was one of my friends, a roofer working in the New York area. He was completely stressed out.


"Lior, I need your help. Now."


It was his hottest season of the year. This is when roofers push hard on advertising. He had cranked his ad budget up to a level he'd never tested before, tens of thousands of dollars pouring into Google and Facebook every week. Leads were flooding in. But his office wasn't closing them at anywhere near the rate that made sense.


Some were closing. But not enough. Not even close.

"Did you check the CRM?" I asked.

"No," he said. "I don't know how to use it. My office is using it."

"Give me two minutes."


I logged into his system remotely. We had built it for him at Amazing Business Results, so I knew exactly where to look. I pulled up one report: Closed Lost reasons on recent leads.


Thirty-five percent of his leads were marked "out of area."


In the roofing business, "out of area" means the customer lives somewhere you can't service. It's not a sales problem. It's a targeting problem.


I called him back. "Can you get your marketer on a call right now?"

"Yeah, he's also a friend. Give me ten minutes."


Ten minutes later, the three of us were on Zoom. I asked the marketer to share his screen and show me the geographic targeting on the ad campaigns.


He opened his ads manager.

The targeting was set to "United States."


I let that sit for a second, then asked the most obvious question in the world: "Is there any reason you're advertising across the entire United States when my friend only services a specific part of New York?"

He looked genuinely surprised. "Oh. Probably one of my guys changed it by accident. I'll fix it right now."

He changed it back to the New York region. Done. Three minutes.

The problem that had been bleeding my friend's business for weeks, burning real money every single day, could have been solved in three minutes by looking at one report in the CRM.

By the time we caught it, he had wasted thirty-eight thousand dollars on leads from places he could never serve.


Thirty-eight thousand dollars.

Gone.


Not because the CRM was broken. Not because the marketing strategy was wrong. Not even because someone made a careless mistake.


Because no one was looking at the data the CRM already had.

Now let me tell you a different story. Same disease. Bigger scale.


The CEO sat across from me with the kind of smile that people wear when they're about to show you something impressive.

"We have a strong pipeline," he said, opening his laptop. "Let me show you."

He was right to be proud. His company built complex medical equipment for hospitals, serious, high-stakes projects where a small deal took two years and a big one could stretch to ten. On the screen in front of me, the CRM showed millions of dollars in potential revenue, spread across hundreds of opportunities. Some deals had been "in negotiation" for months. Others sat comfortably in "awaiting approval" or "funding secured." The sales manager had presented this same pipeline to investors only a few weeks earlier.

I looked at the numbers and felt that familiar tightness in my stomach, the one I get when something looks too good to be true.


"Can we go through these deals?" I asked. "One by one."

He hesitated. "That's going to take a long time. We have a lot of opportunities."

"I know," I said. "That's the problem."


This CEO was a close friend of mine. And I didn't fly to another country and spend days with his team because I love airports. I came because this CEO, a close friend had missed his revenue forecast for the third year in a row. Each year, he presented the pipeline to investors. Each year, they looked at the projections and nodded politely. And each year, when the numbers came in, reality told a different story.

The investors weren't stupid. They could smell the gap between what the CRM promised and what the bank account delivered. Trust was eroding. Another missed forecast would probably be the last one they tolerated.

Before I arrived, I warned him: "I'm a systems guy. If everything lives in personal phones and almost nothing is in the CRM, I might come back with nothing. You're going to spend a lot of money to fly me out, and there's a real chance I'll tell you I can't help."

He agreed anyway.

Most of the sales team resisted me from the start. They saw me as a threat, someone coming to expose their private world of relationships, deals, and promises that lived mostly in their heads and their mobile phones. In their industry, deals took years to close. Relationships were everything. The idea of letting some outsider poke around in their business made them defensive.

But two salespeople were different. They understood that if the company didn't survive, neither would their jobs. They agreed to open their world and let me see what was really happening.


We started going through deals. One by one.

For each opportunity, we stopped trusting feelings and started checking facts.


We looked up the "main contact" on LinkedIn. In multiple cases, that person had left the hospital two or three years ago. The deal was still marked as active in the CRM, with notes like "following up soon" or "waiting for their budget cycle."

We checked public records for the funding sources the deals supposedly depended on. Some had been cancelled. Others had been redirected to different projects. A few had never existed in the first place, just optimistic assumptions that hardened into "facts" over time.


In a few cases, we simply called the hospital directly and asked: "Is this project still happening?"

The answers were crushing.

"We cancelled that two years ago."

"We went with another vendor."

"I don't know what you're talking about."

"Our priorities changed. We're not doing that anymore."


One by one, the deals that had looked so solid on the dashboard evaporated under the smallest amount of scrutiny.

When we finally sat down with the CEO and the sales manager to present what we'd found, the room had two very different energies.

The CEO looked tired. He'd suspected this for a long time but didn't have proof. Now he had it, and the weight of it showed on his face.

The sales manager immediately went into defense mode. He argued for the pipeline. He explained that in this industry, things "take time." He insisted that relationships "never really die" and that just because a client left or a funding source changed didn't mean the deal was gone.


At some point, I stopped him.


"I'm not a detective, and I'm not an investigator," I said. "You asked me to review your pipeline. That's what I did. Whether you want to act on this or ignore it is your decision, not mine."


The CEO made his decision on the spot.


He announced that over the next quarter, every opportunity in the pipeline had to be revalidated. Not with a lazy email. Not based on how somebody felt about it. Real phone calls. From company phones, not personal ones. Direct conversations with real decision-makers. Clear questions: Does this project still exist? Is it still active? What is the real status?

At the same time, we implemented a proper workflow in the CRM. From that point forward, no deal could move to a stage like "funding secured" without documenting which funding source it was using, who in the hospital was involved, what their role was, and what exactly had been done. "I feel this is moving" was no longer accepted as evidence.


Nine months later, I got the call.

Seventy-two percent of the pipeline had disappeared.

Let me say that again: 72% of the forecasted revenue vanished.


Those deals didn't die during the nine-month validation process. They had died years before. The only thing that changed was that the company finally stopped allowing them to hide.

Some salespeople left during this process. These were the people who had been living comfortably in the shadows of their personal phones, who liked vague promises and who didn't want their real performance to be visible. New salespeople came in and started building fresh relationships, this time working transparently, with company systems and clean data.

Although the pipeline became smaller, it also became real.

The CEO went back to investors the following year. This time, the forecast was conservative. This time, it was grounded in verifiable reality, not hopeful stories. This time, the process was under control.


The funding round succeeded.


Why am I starting a book about CRM automation with two stories, one about a roofer losing $38,000 in a few weeks, and another about a CEO with 72% of his pipeline built on fantasy?

Because whether you're a solo business owner or running a company with investors, the pattern is exactly the same.

Your CRM is showing you one reality. The truth is something completely different. And the gap between those two things is costing you money, clarity, and control every single day.

For my roofer friend, the gap was $38,000 and a few weeks of panic. For the hospital equipment company, it was years of false forecasts and eroding investor trust.


For you, it might be somewhere in between. Or worse.


Maybe your pipeline isn't inflated by 72%. Maybe it's "only" 30%. Maybe your wasted ad spend isn't $38,000, maybe it's $8,000, or $3,000, or "just" a few hundred dollars a month that you've gotten used to calling "the cost of doing business."

But here's what I've learned after working inside hundreds of CRMs across every industry you can imagine:

If you're running a CRM the way most companies run a CRM, where data entry is optional, where "following up" means whatever people feel like it means, where stages are chosen based on optimism instead of evidence, and where the system depends entirely on humans remembering things, updating things, and being honest about things, then your systems are lying to you too.


You just don’t know the scale of it yet.

This book exists to close that gap.


Not with theory. Not with "best practices" borrowed from enterprise software demos that were designed to impress IT departments, not help business owners. Not with features and dashboards that look great in a sales presentation but collapse the moment real humans touch them.

This book is about the twenty CRM automations that actually work in the real world, the ones we've implemented hundreds of times, for roofers and manufacturers and consultants and agencies and hospitals, across industries and budgets, with companies that needed to see the truth about their business instead of living inside a beautiful, expensive illusion.


These automations do more than save time or "improve efficiency."


They force honesty into your systems. They separate what's real from what's imagined. They protect you from quiet disasters, the $38,000 mistakes that happen in a few weeks and the slow-motion collapses that take years to reveal themselves.

And most importantly, they give you back something every business owner desperately needs: the ability to trust your own data.

You're about to see exactly how companies bleed in silent places, and how to stop it.


But first, you need to understand who's telling you this story and why you should listen.

Let's start there.


​
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​Chapter 2: Who I Am

My name is Lior Izik.

Today people introduce me as a business automation specialist and the founder of Amazing Business Results, a premium Zoho partner with offices in the U.S., Canada and Europe. Since 2013, our team has helped thousands of companies build cleaner, smarter systems in sales, marketing, finance, operations and productivity. We currently hold the most five-star reviews in the Zoho world.


That's the polished version. The real story is much messier.


There are many types of business owners. Some are very structured from day one. They study business, they plan carefully, they move in a straight line.

I was the other type: big courage, big risks, lots of creativity and charisma, and zero real business education.

As a kid I discovered that I could make money very fast. I grew up in an environment where there wasn't much money, so at first it felt like magic. I sold bagels. I took Polaroid pictures and sold them. I sold balloons. I tried anything I could think of. The pattern was always the same: buy something small, add value, sell it, and suddenly there was more money than before.

I didn't save that money for toys or vacations. In my head, I was collecting capital for "a real business." That dream stayed with me through my teenage years and my military service.


When I finished the army, I finally did it: I opened a pet shop.


The goal was to build something great. I took all the money I had saved from years of small ventures and poured everything into this one business: inventory, rent, equipment, fixtures, everything.

Six months later, the pet shop was closed. Every shekel I invested was gone. On top of that, I now owed an amount that, at the time, was equal to the price of an apartment.


That's how my "serious" business career started: with a disaster.


The next fifteen years were not much different. There were ups, but mostly there were downs. A constant cycle of working insanely hard, trying new ideas, building companies, fighting for survival and too often watching the bank account slide in the wrong direction. I learned business the hard way: through mistakes, debt, pressure and a lot of sleepless nights.

Only later, when I started to truly understand what business is about, things changed. I realized that bravery, ideas and charisma are not enough. If you don't have systems, you're gambling. If everything depends on your energy, your memory and your mood, the business owns you, not the other way around.


My relationship with business actually started even earlier than the pet shop.


As a child, I had, and still have dyslexia and ADHD. From time to time friends remarked, "You probably have this too," so maybe I came with a bonus package.

At school the message was always the same: "You have tons of potential, but you're not doing anything with it."

Eventually the school system stopped trying. They didn't expel me, but they stopped expecting much. The teacher would start the lesson, look at me, and hand me a ball.


"It's okay. You'll pass. Go play outside."


At home, I was a bad student. At school, I was a bad student. So in my own mind, I had zero significance anywhere.


At age ten, something shifted.

I bought bagels. I sold bagels. I doubled my money in minutes.

That was the spark. For the first time, I felt competent. I could see a result I created by myself.


From that moment, business became my world: creating, selling, solving problems, building little systems even when I didn't yet have that word. It was the first game where the rules made sense to me and where effort translated into impact.

The same instinct, "let me fix this myself" is exactly what later pushed me into building my own systems and, eventually, into CRM and automation work.

So in a strange way, I owe a thank-you to the teachers who quietly gave up on me. When the school system stopped trying, I had to find my own game, and I found it in business.

Amazing Business Results did not start as a "proper" company. There was no business plan, no investor deck, no strategy workshop. It started with frustration.

Years ago, I was running an appliance repair company. We needed a CRM to run the business, and I assumed the logical path was to hire specialists. Over two years I hired seven different CRM providers to build our system.


Seven failures.


Everyone blamed something. Some blamed the software. Some blamed the team. Some blamed the market. Almost nobody looked at the architecture.

At some point I realized the problem was not the tools; it was the thinking. Nobody was looking at the business as a whole, from the moment a lead appears to the moment money hits the bank and work is delivered. People were thinking like "CRM people," not like business owners.

So I stopped looking for a saviour and built the system myself.

I sat down, learned the platform, and within two weeks I had a rough, working CRM. It wasn't pretty, but it was real. Calls were tracked. Jobs were scheduled. Follow-ups happened. Money came in. For the first time, I saw how a good system could reduce chaos, protect cash flow and give me back a little bit of my brain.

From there everything I did pointed in the same direction: more plans, fewer emotions. More automations, less manual heroics. More structure, less drama.

I started sharing what I was learning online. Business owners began asking for help with their own systems. Slowly I shifted from running one business to helping many others fix theirs.

Then COVID arrived. While the world was locked indoors, I poured my time into this "accidental" consulting company. It grew from one person into a global team. We became a premium Zoho partner. We recorded hundreds of educational videos. We implemented thousands of automations. This book followed the same pattern. It was not designed as a product. It started from curiosity.

At the start of 2025, I set out to research what automation specialists, CRM implementers, and business consultants were actually building on platforms like Salesforce, HubSpot, Zoho, and Microsoft Dynamics. I wanted to benchmark against the best work in the market. I expected complex architectures and sophisticated flows.

What we actually found, after months of reading documentation, watching videos, studying forums and talking to professionals, was that most of the recommended automations were basic. Helpful, but basic. A lot of theory, a lot of band-aids on real pain points, very little deep, permanent architecture.


That discovery changed everything.


If the enterprise world is mostly playing at entry level, then small and medium-sized businesses have a huge opportunity. They can move faster, spend less, implement deeper and get more direct value, if they know what's possible and if the solutions are designed for them, not for a giant IT department.

So we took those "top" automations, pressure-tested them in the real world and then pushed them much further. Instead of a small bandage on a symptom, we built full solutions: automations that help customers, employees and management at the same time.

That is what you will see in this book, the basic pattern as the market shows it, and then the evolved version we use in real projects. You don't need a massive budget, a corporate IT department or a multi-year "digital transformation" project to use these ideas. You need clarity about what's possible, a willingness to implement, and a CRM that works for you instead of against you.

I'm not a theorist. I'm a business owner who spends every day inside CRMs watching what works and what breaks. My motivation is straightforward: systems should support people, not exhaust them. You don't need to be technical to use this book. It's written for business owners, sales leaders, operations and finance managers, marketing managers and anyone responsible for results.

Each automation chapter starts with what most companies do, explains why it matters, and then walks through how we build a smarter version, with real examples and ideas you can adapt, whether you're on Zoho or another platform, and whether you already use AI or are just starting to explore it.

You can read this book cover to cover or jump straight to the automations that match your current problems. The goal is not to collect twenty disconnected tricks. The goal is to help you think like an architect and build a connected, automated revenue engine.

We'll begin where every CRM journey begins: how a lead enters your system. But before we get there, I want you to see why this matters so deeply, not just for efficiency, but for survival.

​Chapter 3: How to Use This Book (Without Becoming a Programmer)

This book is built around twenty core CRM automations. They are not theoretical, they are patterns we implement for real companies.

In each chapter we'll look at what we usually see in the market, what the real business problem is underneath, and how we prefer to design that automation when we build systems for clients.

This is not a programming manual. It's not a "click here, then here" technical guide. It's not a love letter to one software vendor.

You don't
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