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 Learn why extending your CRM
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Account 
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with T

KAM Success Stories 

In this eBook,

Milind is CEO and Co-Founder of DemandFar
practiced and evolved the ‘Account Farming’ principle 
for over a decade he established DemandFarm and is 
passionate about delivering the best B2B Key Account 
Management  technology to serve the needs of Key 

Prior to this, Milind co-founded DemandShore and built 
the process frameworks for Deliver
Milind is an Electronics and Communication Engineer 

rts fan, voracious reader  and 
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CRMs do a great job when it comes to managing 
contacts and oppor

r, to manage Key Accounts, you need a specialised 

• Get deeper understanding of Key Accounts
• To create account plans
• Track and govern those accounts



Collaboration among the account team to build better 

CRMs with a KAM software





Challenges Results

Mu Sigma, i
enterprises systematize better data-driven decision making

 Scaling best KAM processess

Mu Sigma acquired initial 10 accounts through its 

developed a unique way to manage and grow these 

scale and replicate the process for those new clients

"DemandFarm helped them with scaling their 
next stage process with an intuitive, easy to use 
interface - ensuring quick adoption and easy 

85% of the revenue generated is now managed 
within DemandFarm."



Challenges Results

SLK Software, is a fast-paced technology and consulting company with a focus on Banking and 
Manufacturing with deep domain exper

Setting up KAM process

SLK wanted to implement Key Account Management 
process after tasting initial success with their 

Planning process to gain visibility into account 

"DemandFarm became the main engine to set up 
KAM processes and consolidate its position 

75% of revenue generated is managed in 
DemandFarm."



Kemp was having challenges in bulding new or 
expanding existing relationships in their target a

they needed something more to make it visual 
for their sales teams to drive more insights into 

, 

Transforming Relationship Management

DemandFarm being a 100% native app in SFDC 

provided strong visual Org Charts and other key 
data points that helped in strategizing contact 

Kemp powers, 
Kemp is trusted to power application experience for more than 20,000 customers and more than 50,000  

Challenges Results

Great Org Chart Tool!

“We've been using the Org Chart tool for a couple of quarters now to support our Enterprise Selling 

- Derry Heraty, VP, Sales Operations



Challenges Results

North Highland 

Adapts to Selling Methodology

DemandFarm being a 100% native app in SFDC 

provided strong visual Org Charts and other key 
data points that helped in strategizing contact 

training, however putting it to practice in Salesforce 

I

with sales users and provided visual representation 
of key data points - for example identifying a key 

Impressive features

-

the client accounts"

- NH Salesforce Admin

Challenges Results

Diebold Nixdorf,  Incorporated is a world leader in enabling connected commerce by helping 

Despite having invested in expensive consulting 
engagements and previous tools, Account Planning 
continued to be driven in Powerpoint and Excel which 
impacted global framework rollouts and overall scale. 
Regular reviews using consolidated data was another 
major challenge, as annual and half-yearly reviews tool 
up a lot of sales operations bandwidth. Repitive 
bandwidth issues led them to explore a easy to adopt 
and scale solution from the market again.

"DemandFarm helped attain an Integrated Account 

now be consumed by the tool to give actionable insghts 

able to adopt the Online Culture and improve their cross 

Account Planning and Governance became a continous 

Instutionalizing Account Planning process



Challenges Results

Demandbase, offers the only end-to-end ABM Platform that helps B2B companies identify, win and 

Demandbase to drive their Account-Based Marketing strategies and maximize B2B marketing 
 

Demandbase offers the only end-to-end ABM 
Platform that helps B2B companies identify, win 

biggest and fastest growing companies in the 
world rely on Demandbase to drive their 
Account-Based Marketing strategies and 

DemandFarm became a single platform for clear 
visibility into their Strategic Accounts data with 
seamless automation using existing Salesforce 

insights in their merchant accounts, Braintree is 
now an institutionalized KAM process engine 

KAM Solution for Strategic Sales

Great KAM Tool and Incredible Support

-

- Allison Blasco, Director, Enterprise Sales



Challenges Results

LiveRamp, formerly known as Acxiom Corporation, an 880 Million company based in San 

One of the biggest challenges that LiveRamp had 
to face was mapping their customer use cases to 
the relevant LiveRamp offering to cross-sell and 

effective account planning tool which is easy to 

DemandFarm’s Account Planner became the 
enabler to create a Customer Use Case vs 

actionable insights through this landscape to 

Whitespacing



Challenges Results

Belden, a 2.3 Billion company headquartered in St. Louis, Missouri, designs, manufactures, 

A global initiative to build a team Global Account Managers 
led Belden to face their biggest challenge. Belden formed a 
team of Global Account Managers who will manage large 
accounts with the help of Regional Account reps. Since the 
business was spread across regions, various business units; the 
data was always in silos. There was no framework or process to 
institutionalize and view the data in one place for GAMs to 
collaborate with their account teams. Hence, building Account 
Plans and designating actionable to the respective reps was a 
challenge.

DemandFarm consolidated all data for several 
accounts from multiple Salesforce instances into 
one single instance. DemandFarm is now single 
source of truth for all Global Accounts and provides 
pre- build proven frameworks and �exibility to 
preserve their own Strategic Account Management 
metrics for successful growth plans.

Global Account Management enabled
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Challenges Results

Duco provides technology that enables banks, brokers, asset managers and exchanges to normalise, 

DUCO had a common challenge that every sales 

real-time data in Salesforce CRM in one place? 
Most Relationships and Influences were not visible 

They needed more than just list views of their 

Drag Drop functionality, DemandFarm helped build visual heat 

Managers were able to keep a check on internal influences 

helped Account Teams take informed decisions in their 

meetings? Who is our champion? These questions could be 

From Contacts to Relationships

Simple and straightforward

- Byron Livernois, Business Operations Manager



Challenges Results
DemandFarm's Account Planner has helped Tech 
Data institutionalize the KAM process across the 

Account Managers are equipped with all account 
insights that may impact their active opportunities 
and leadership has global view of key accounts at 

to effectively plan across regions and across 
multiple teams in a seamless manner

Tech Data, 
the Fortune 500® and has been named one of Fortune’s World’s Most Admired Companies for 
11 straight years  

One Stop Shop for Account Planning

One of the primary challenges that Tech Data had 
to face was to have a holistic view of their key 
accounts and multiple factors impacting the 

an effective and scalable KAM process in no time 
that delivered cross-team collaboration during 

One Stop Shop for Account Planning

“Demand Farm's Account Planner app, combined with the Org Chart app, provides a comprehensive and 

- Donny Reblitz, Consultant




