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Today’s State of Work

0% 5% 10% 15%

Data Silos 18%

Concerns around safety 
or compliance

26%

Tech learning curve for training/
onboarding employes

18%

Too many systems or tools 30%

Less or less meaningful con-
nections with co-workers

18%

Lack of integration with 
other systems/tools

33%

20% 25% 30% 35%

Problems enterprise workers expect to encounter with digitized work

Work in today’s world spans teams and applications. Companies need to move fast, 
collaborate seamlessly, and leverage the smartest tools to deliver their best work.

To meet these growing demands, teams are scooping up best-of-breed 
applications left and right. But by growing their bench of SaaS applica-
tions, organizations have amplified and aggravated what growing com-
panies fears most: siloed data and scattered process. Teams are left 

with purpose-built tools that excel at specific tasks, but they are looking 
for a way to connect these applications and automate the time consum-
ing, repetitive tasks that are holding back their productivity.
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The Wrike Reality 
For Wrike users, repetitive work and scattered data can be an everyday issue. Wrike 
projects often cross team boundaries including everyone from marketing, engineer-
ing, support, sales and more. A marketing team might use Wrike to intake content 
requests from sales, a customer success team for scheduling and managing imple-
mentation, or a sales engineering team for creating technical presentations for prod-
uct demos. For each of these examples, there are a number of repetitive tasks like 
creating projects, building folder structures, and syncing data between applications 
that are holding back productivity and limiting teams’ ability of focus on more value 
oriented work. 

The challenge for Wrike users is that modern projects typically require work from 
multiple business units and while the project may be managed in Wrike, each team 
uses their own applications to organize their work and the information necessary to 
complete these projects is spread out. Wrike users are able to reap the benefits of a 
more organized work management system by using Wrike, but the the full impact of 
integrated work management is never realized.
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44%

2
9 in 10

of managers say manual work is 
the main reason for wasted time.

The days a week, on average, managers spend on 
administrative tasks instead of focusing on strategic work.

managers say their productivity 
depends on the efficiency of routine 
work processes provided by other 
departments.

The Productivity Sink
Most teams already know where this leads: wasted time on 
manual, repetitive tasks. The disconnect between applications 
surfaces itself as manual data entry, syncing information between 
systems, or repetitive process driven tasks like creating projects 
and assigning owners. Simple things like creating a project and 

copying customer data from a CRM may only take a few minutes, 
but when you run the numbers on thousands of projects a year, 
manual process can become the loose screw that holds back an 
otherwise scalable business process.
To put it in numbers:
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Finding the Connection
Fixing the disconnect between SaaS applications starts with integration. There are a few different ways to solve the application 
connectivity problem -- teams can look to either point-to-point integrations, SaaS provided native integrations, or digital automation 
platforms for connecting their app ecosystem and automating business critical workflow.

Point-to-point solutions can sometimes hit the nail on the head, but they are exactly that: 
point-to-point. This means that these integrations can solve simple scenarios that start in 
one application and end in another, but they lack the ability to handle multi-app workflows or 
accommodate complexity with business logic and branching. If your use case requires multiple 
applications or customization, you are out of luck.

The more popular alternative is a SaaS application’s native integrations. Companies like Wrike 
offer these integrations for common scenarios that cover the bare-bones of that use case. 
Native integrations are built for every customer, but that also means they aren’t built for you. 
If your use case involves custom fields, multiple applications, or custom processes, you are 
unable to create the end-to-end automated workflows that improve customer and employee 
experience. 

The sweet spot for integrations balances usability with the power required to solve more com-
plex business problems. Digital automation platforms like Azuqua provide teams with the tools 
to make their SaaS apps work together in a real-world business environment. If your scenario 
requires customization that goes beyond a simple solution, it may be time to graduate past 
point-to-point and start looking at digital automation platforms that allow you to accommodate 
for customization and scale.
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The New Reality: Integrated Work Management
At this point you are on your way to understanding why this is a prob-
lem and how you might go about solving it. With that said, let’s dig into 
what integrated work management looks like and how it can improve 
the way your team gets work done. At a high level, integrated work 
management is a fully-integrated application ecosystem where teams 
work in their best-of-breed application of choice while data and process 
flow seamlessly across the organization. 

Once you get started connecting your SaaS applications, what does that 
mean for sales, engineering, support, marketing and more? To uncover 
these benefits, let’s take a look at six different automations that we’ve 
seen from Wrike users. These examples cross teams and applications, 
providing insight into what it means to automate workflow between 
Wrike and other SaaS applications like Salesforce, Bynder DAM, Github, 
Dynamics CRM, and Dropbox.

IT Sales

MarketingProductivity

Customer 
Experience Collaboration

Wrike



Azuqua.com | 6

Connect Sales and Marketing teams by automating marketing 
collateral requests between Salesforce Cases and Wrike Projects.

+ #1
Teams Impacted:
Sales and Marketing

The Automation:
In this scenario, a sales team is using Salesforce and logs marketing col-
lateral requests as Salesforce Cases. The sales teams cover various re-
gions and work in tandem with regional marketing teams. When a sales 
person creates a case in Salesforce indicating that they need some type 
of marketing support (content, collateral, etc), this automation creates a 
Wrike project and synchronizes Case information. 

Based on the billing state in Salesforce, the corresponding Wrike proj-
ect is created under a regional folder in Wrike. In order to prevent 
duplicates, this automation checks if the project already exists and then 
logs whatever updates to that original project. When the case is Closed, 
the Wrike Project field “Completed?” is updated to true.

Problem(s) Solved:
Getting sales and marketing on the same page can be a constant 
struggle. With this automation, organizations can bridge the gap with-
out making either team log into a new SaaS app. 

This powerful integration enables sales to input marketing requests in 
the tool they operate out of everyday, without requiring a mountain of 
manual updates between tools. By syncing the cases in real-time with 
Wrike projects, the marketing team is always up to date on the current 
needs of the sales team and can more readily take action by housing 
the right information in Wrike.
 

Key Benefits

Break down barriers 
between teams

Enable sales 
team faster 

Drive more 
revenue
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This automation makes collaboration easy again by breaking 
down barriers between external collaborators and Wrike 
projects so everyone has access to the information they need.

+ + #2
Teams Impacted:
Wrike users, external 
collaborators/requesters

The Automation:
There are often times when Wrike users need external collaborators to 
interact with a Wrike project. This can lead to bumps in the road when 
one-time or infrequent collaborators have to create a Wrike account, 
become familiar with Wrike, and be granted access to specifics projects 
in order to make a new request.   

This automation solves this problem by enabling external collaborators 
to interact with Wrike without provisioning a new user. By pairing Wrike 
forms with a simple integration, users can create a custom automat-
ed process that notifies requesters when their request is accepted, 
in progress, and completed. When their request is complete, external 
collaborators are sent a summary email delivered with attachments 
that are stored in everyday storage solutions like Google Drive, Drop-
box, OneDrive, or Box.

Problem(s) Solved:
Your team can’t afford to waste their time inviting external users to 
Wrike, managing their permissions, sharing the correct tasks, sharing 
status updates in multiple systems, and emailing deliverables for every 
single request they receive. 

This automation solves this with a turn-key, yet customizable, set of au-
tomations that fit into any enterprise or agency workflow. Requesters 
get all of the information and notifications they need without needing 
to be Wrike users.

Key Benefits

Faster Deliverables Improved 
accountability 

Limited Wrike Access
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External Requester Wrike User Automation

Make request via Wrike 
online form 

Request comes in with 
unique workspace code 

“We’ve recieved your 
request”

Set request to
 “complete”

Generate attachments

Notification Received Review request - Accept 
or Reject

“Your request has been 
accepted”

Nothing to do Summary email deliv-
ered with attachments

Notification Received Move the request along 
in workflow stages

Instant notifications as 
status changes

External
Request

Internal 
Review

Work 
Complete

Work in 
Progress

Work 
Shared

Requester receives every-
thing requested in a single 
attached folder or share 
link via custom formatted 
and branded email

+ + 
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Automate the handoff from your work management in Wrike 
to digital asset management in Bynder to improve version con-
trol and streamline inefficient processes. 

+ #3
Teams Impacted:
Marketing

The Automation:
This automation integrates Wrike with Bynder, a DAM (digital asset 
management) platform, typically used by marketing operations and 
Brand Marketing teams. As assets are approved in Wrike the approved 
files (assets) automatically are uploaded to Bynder with any tags or 
meta data defined. Choose to upload to the Bydner waiting room for 
manual review or directly upload to a collection. If a new version of a 
file is created and approved in Wrike, that version is uploaded to Byn-
der as well as a new version. 

Problem(s) Solved:
Asset versions are always in sync between Wrike and Bynder so mar-
keting teams can be confident that they are using the latest assets 
from Bynder. Teams also spend too much time 

manually downloading and uploading versions of assets from Wrike to 
Bynder and this integration helps marketing teams run more efficiently 
so they can focus on higher value work.

Key Benefits

Improved version 
control

Cleaner file 
management

Less manual work
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Sometimes you have to bring in the big guns, and most of the time they are 
using a different application. With this automation, Wrike users can connect 
project managers and technical teams to drive visibility and make work more 
actionable in a highly custom environment.

+ #4
Teams Impacted:
Project Management, Engineering 

The Automation:
This automation integrates Wrike with Github, a task tracking tool 
typically used by technical/engineering teams. A corresponding project 
or issue within Github is automatically spun up when a task is created 
in Wrike that is tagged for ‘Development’. As technical teams complete 
their work within Github, critical information like labels and milestones 
are synced over to corresponding objects in Wrike with the same data 
structure.

Problem(s) Solved:
Technical teams can now use their application of choice to track proj-
ects and issues without sacrificing data consistency or cleanliness. This 
eliminates both the number of seats needed in both applications and a 
significant amount of time that was previously spent manually updating 
the two systems.

With this automation, project managers have full insight into engineer-
ing tasks and can view all the critical information in a single location for 
project auditing and reporting.

Key Benefits

Accurate and 
comprehensive 

reporting

Faster time-to-
resolution for 

technical problems

Streamlined 
communication 
between teams
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Provide sales engineering teams with the space to 
organize their work by integrating Dynamics CRM with 
Wrike to improve the sales cycle and drive revenue.

+ #5
Teams Impacted:
Sales + Sales Engineers/Architect

The Automation:
When it comes to selling technical products, sales teams often work 
hand-in-hand with a sales engineer or sales architect in order to build 
complex POCs, prepare slide decks, and craft presentations to commu-
nicate the value of their offering. Creating these assets requires a lot 
of moving parts, and it makes sense to execute these tasks in a work 
management tool like Wrike without cluttering their CRM.

This automation makes this possible by monitoring for any time a new 
task is created in Dynamics CRM tagged for the SE/SA team. When a 
task is detected, a project is spun up in Wrike with the same project 
structure to mimic the contacts/accounts and customer data from 
Dynamics is synced over. When the task is completed, it bi-directionally 
syncs with Dynamics and uploads any relevant files from Wrike.

Problem(s) Solved:
This automations provides SE/SA teams with an robust application to 
organize and execute their work that has the required work manage

ment functionality built in. With Wrike, users can better track progress 
on their goals by keeping track of time stamps and individualized task 
assignments that otherwise wouldn’t be possible in Dynamics CRM.

This also eliminates a significant amount of data that is valuable for 
task management, but less so in the overall sales cycle so would not be 
relevant to store at the deal level within the CRM. Cleaner data leads 
to better reporting and the robust features in Wrike allows teams to 
isolate problem areas in their project management processes.
 

Key Benefits

Cleaner customer 
data 

Faster Sales Cycles  Better reporting 

Dynamics CRM
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With this automation, Wrike users can improve the speed and accu-
racy of order fulfillment by automating routine, manual processes 
between Salesforce and Wrike.

+ #6
Teams Impacted:
Sales and Operations

The Automation:
When a customer purchases an item online, this automation triggers a 
sale in Salesforce and automatically spins up a project in Wrike with a 
predefined folder and task structure for the operations team to coor-
dinate the moving parts for fulfillment, a process that was previously 
done manually. This automation routes fulfillment projects based on 
product codes in Salesforce so that the tasks are routed to the appro-
priate team and steps can be taken right away to expedite fulfilment.

Take this a step further by tracking the time from point-of-sale to fulfill-
ment completion within Wrike so you can identify bottlenecks and find 
new ways to improveme your fulfillment processes.

Problem(s) Solved:
This automation has an immediate impact on customer experience, 
ensuring that the transition from sales to fulfillment is as efficient and 
pleasant as possible. By eliminating the manual work between Sales-
force and Wrike, this automation ensures that customer data is kept 
consistent, operation has the information they need to take action, 
and the end customer has the benefit of a more streamlined customer 
experience. 

Key Benefits

Faster time-to-value 
for customers

Improved customer 
data accuracy 

Less time spent on 
repetitive tasks
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Azuqua helps the world’s leading companies connect their applications and 

automate critical business processes so they can deliver better experiences 

for their customers and eliminate manual work for their employees.

azuqua.com/demo

Schedule a 
demo today

azuqua.com/app-library

Check out our complete library 
of hundreds of connectors at

Redefine productivity 
with Azuqua

Integrate

Create a unified application ecosystem so data 
moves freely across teams and applications 

Automate

Eliminate manual work and free up time for 
more value-oriented work

Innovate

Build smarter, automated business processes 
that scale alongside your business

To Get 
Started
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