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cornerstone for operational excellence across the Lead-to-Cash (L2C) lifecycle. This
paper explores how accurate, consistent, and governed master data across key business
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enables organizations to streamline processes, reduce duplication, and enhance
customer experiences. Through detailed coverage of lead qualification, fuzzy logic
matching, deduplication algorithms, and unique identifier strategies, the paper
emphasizes how clean data directly impacts forecasting and sales execution. We
examine best practices in managing product catalogs, organizing SKUs, and governing
user-defined attributes (UDAs) that drive configuration and billing rules. The
importance of a structured New Item Request (NIR) process and change control for
product attributes is highlighted as a driver for catalog integrity and operational
efficiency. Furthermore, we address how MDM extends into accounting segment
creation and maintenance, supporting financial accuracy and compliance.
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INTRODUCTION

The Lead-to-Cash (L2C) journey is a fundamental process in any business, encompassing the entire
lifecycle from the initial generation of a lead to the final revenue realization from a closed deal. As
organizations strive to become more data-driven, ensuring accurate, consistent and trustworthy master
data becomes increasingly important. Master Data Management (MDM) serves as the backbone for
unifying, deduplicating, enriching and maintaining essential business entities across the L2C lifecycle.

Inaccuracies or duplications in lead, account, contact or product data can result in inefficiencies, lost
opportunities, compliance issues, and poor customer experience. Therefore, organizations must invest
in robust MDM practices tailored to support sales, marketing and customer operations.

Lead Management and Qualification Lifecycle The journey begins with the creation of a lead,
typically generated from marketing campaigns, website forms, events, or third-party sources. Once in
the system, leads go through a structured qualification process:
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Table 1: Lead Qualification Lifecycle
Stage Description

Prospect Lead Initial system entry with basic data

Marketing Qualified Lead (MQL) | Lead shows engagement, scoring crosses a threshold

Sales Qualified Lead (SQL) Sales team evaluates and accepts lead for follow-up

Conversion Lead becomes an Account and Contact

Complex scenarios must be considered, such as:
e Thelead already exists in the system with a linked account.
e Thelead's email or phone number is already associated with another contact.

In these cases, duplicate prevention logic is crucial to ensure a clean and unified data structure. Only
new contacts are created, and the lead is merged appropriately.
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Figure 1: Lead conversion Lifecycle

Deduplication and Data Hygiene One of the primary goals of MDM is deduplication across key
objects:

e Leads: Prevent multiple entries from the same source.
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¢ Accounts: Identify and merge duplicate businesses.
e Contacts: Ensure a single identity per individual.

METHODOLOGY AND BEST PRACTICES

To maintain clean and actionable data, organizations must implement a blend of techniques and tools
to manage data quality.

Matching Algorithms Using Fuzzy Logic Fuzzy logic matching helps identify similar records that
are not exact duplicates but potentially represent the same entity. For example, if two leads are entered
as "Jon Smith" and "John Smithe" with similar email domains and phone numbers, a fuzzy matching
algorithm can flag them for review. Best practices include:

e Using weighted scoring for name, address, email, and phone number similarity.

Using Weighted Scoring for
Match Similarity

Criteria Score Components

Name 40% x Name Similarity

Address | 30% x Address Similarity

Email 20% x Email Similarity

Phone 10% x Phone Similarity

e Configuring tolerance levels to balance false positives and false negatives.

¢ Employing open-source libraries like Apache Lucene or commercial tools with customizable
match rules.

Unique Identifiers (e.g., Email, Phone) Unique identifiers serve as anchors for matching. Email
addresses and phone numbers are most effective, especially for contacts and leads. For example:

e An existing contact with the email "amy.jones@company.com" should block the creation of a
new contact with the same email.

¢ Phone number normalization (e.g., removing spaces and country codes) ensures consistent
comparisons. Best practices:
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e Normalize identifiers before comparison.
e Apply exact and fuzzy matching logic on primary fields.
e Use a composite key when a single field isn't sufficient.

Real-time Data Validation Rules Validating data at the point of entry reduces the risk of
duplicates. For instance:

e Prompting a user during lead entry if a similar lead exists.

e Disabling save if a match score exceeds a defined threshold. Examples of validation rules:
e Trigger alerts if entered email already exists in the system.

e Validate against an external data provider for business registration IDs.

¢ Enforce format standards for postal codes, phone numbers, and email.

Ongoing Monitoring and Exception Handling Despite preventive controls, issues may still
arise. Continuous monitoring ensures ongoing quality through:

e Scheduled deduplication scans with exception reports.

e Dashboards for data quality trends (e.g., duplicate rate, unmatched records).
e Manual review queues for borderline matches. Best practices:

e Automate deduplication reports weekly or monthly.

e Maintain audit trails of all merge/split activities.

e Assign data stewards to own resolution processes.

These approaches collectively empower organizations to keep their databases clean, reduce
redundancy, and enable more accurate forecasting, segmentation, and personalization.

Opportunity and Sales Contract Creation Once the account and contact are in place, the
opportunity record is generated. This stage involves linking relevant sales contracts, pricing models,
and approval workflows. MDM ensures:

e Accurate party association (Account & Contact)
e Validated product and pricing linkage
e Proper opportunity stage tracking

Product Catalog and SKU Governance

A well-maintained product catalog is the foundation of efficient Lead-to-Cash (L2C) execution. It
ensures that product definitions are standardized, pricing is consistent, and configurations align across
sales, finance, and operations teams.

Key Benefits of a Product Catalog:

e Avoids SKU Duplication or Shadow SKUs: Reduces redundant or similarly defined
products that confuse users and complicate analytics.
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¢ Ensures Cross-Functional Consistency: Synchronizes product data across CRM, CPQ,
ERP, and billing systems to avoid mismatches.

¢ Enables Product Bundling and Configuration: Supports complex deals through
predefined bundles, kits, and rules.

Product Categories and Structure:

Organizing the catalog into hierarchical categories (e.g., Hardware > Laptops > Accessories) enables
intuitive navigation, reporting, and attribute inheritance. This structure improves user experience
during quoting, searching, and analytics.

User-Defined Attributes (UDAs):
UDAs are custom fields assigned to product records that enhance specificity and control.
Examples of UDAs in Lead-to-Cash:

e In Lead: Target vertical, campaign origin, lead source industry

e In Opportunity or Quote: Customer segment, region, payment method preference

e In Product Master: Color, size, service level, warranty tier, software license type, hardware
throughput, software version and compatibility etc.

These attributes help tailor recommendations, enforce eligibility rules in CPQ, and align billing
structures.

New Item Request (NIR) Process:

The NIR process governs the creation of new SKUs or products within the catalog. It ensures that
products follow a standardized intake and approval flow, preventing data chaos.

Steps in NIR:
1. Submission: Business users raise a request for a new product with details and justification.
2. Validation: Initial review checks for duplicates or overlapping products.

3. Review & Enrichment: Product managers and data stewards enrich the request with
mandatory attributes, pricing rules, and classification.

4. Approval Workflow: Multi-stage approvals are routed based on product category, business
unit, and risk profile.

5. Catalog Creation: Approved records are created in the product master and distributed
across connected systems.
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Benefits of Robust NIR:
e Prevents rogue or shadow SKU creation
e Ensures completeness and accuracy of new product records
e Enforces pricing, discounting, and billing rules
e  Maintains traceability and auditability

Product Attribute Update Process:

Attributes may change over time (e.g., a product becomes discontinued, or its warranty tier changes).

Updates follow a controlled process:
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¢ Change Request Submission with business justification

e Impact Analysis on downstream systems and existing quotes

¢ Versioning or Deprecation depending on the nature of the change
¢ Governed Rollout through sandbox, UAT, and production stages

With strong catalog and SKU governance, organizations gain better pricing control, improve quote
accuracy, and ensure seamless order-to-cash execution.

Figure 3: Centralized Product Master vs. Siloed Catalogs
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Figure 3: Centralized Product Master vs. Siloed Catalogs

Master Data Management (MDM) helps make sure accounting segments—like department codes, cost
centers, or regions—are set up correctly and used consistently across systems. These segments are like
building blocks for financial reports. For example, if the marketing team in the New York office needs a
new cost center, MDM makes sure it follows the same naming rules as other departments, like “MKT-
NY-001.” It also checks that no duplicate or wrong entries are created. When these segments are
managed properly, it becomes easier for finance teams to track spending, generate accurate reports,
and make good decisions. MDM also ensures that any changes, like renaming a department or merging
two cost centers, go through an approval process to keep everything clean and up to date in systems like
ERP or accounting software.
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Data Stewardship and Ownership Effective MDM requires human accountability.

Role Responsibility

Data Steward Daily data quality checks, issue resolution
Data Owner Policy enforcement, escalation handling
System Admin Configuration and platform integrity

Table 2: Data Governance Roles and Responsibilities

These roles ensure that the master data lifecycle is governed, errors are corrected swiftly, and
compliance is met.

EVALUATION

Below are some great tools and technologies available in the CRM ecosystems for data quality checks,
validations, deduplication and merge-

Tool Category Key Features Pricing Tier Best For

Lead-to-account

i
1 LeanData Salesforce matching. routing, Premium Sales Opsin
Ecosystem real-time Salesforce
deduplication
Bulk deduplication,
> | DemandTools Salesforce data . Midorange Admins needing
Ecosystem transformation, bulk record control
normalization
Salesforce Real-time Basic deduplication
3 DupeCatcher deduplication at Free
Ecosystem ! A on a budget
creation, basic rules
Visual
lesf i Mid- W
4 Cloudingo Salesforce deduplication, Mid-range id-sized orgs with
Ecosystem automation. Salesforce
multi-object
. Salesforce Enrichment. . Marketing & Sales
5 Ringlead segmentation, Premium
Ecosystem Data Teams
deduplication
Fuzzy matching, Freemium/Enterpris Data teams across
6 Talend Data Quality ~ Cross-Platform cleansing, data P
N e platforms
profiling
Enterprise MDM, Large enterprises
7 Informatica MDM Enterprise MDM survivorship rules, Premium with multiple
multi-domain systems

Address/email
8 Melissa Data Tools Cross-Platform validation, fuzzy Freemium
deduplication

Validation-heavy
use cases

Enterprise data
Strict governance &
5 Trillium DQ Enterprise MDM governance, Premium 'ct gov
intelligent compliance
matching

Open-source, fuzzy
10 OpenRefine Open Source matching, Free
transformation

Tech-savvy teams.
open data

CONCLUSION

Master Data Management is not just a technological solution but a foundational discipline for any
enterprise navigating the Lead-to-Cash process. With consistent governance, stewardship, and
automated tools, businesses can drive operational efficiency, improve reporting accuracy, and enhance

Copyright © 2024 by Author/s and Licensed by JISEM. This is an open access article distributed under the Creative Commons 1203

Attribution License which permitsunrestricted use, distribution, and reproduction in any medium, provided the original work is

properly cited.



[1]
[2]

[3]
[4]

[5]
[6]

[7]
[8]

[9]

[10]
[11]
[12]
[13]
[14]
[15]
[16]

[17]

Journal of Information Systems Engineering and Management
2025, 10(36s)

e-ISSN: 2468-4376
https://www.jisem-journal.com/ Research Article

customer satisfaction. As digital ecosystems evolve, the importance of robust MDM frameworks will
only grow.
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