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B2B companies have complex Key Accounts,
that generate almost 80%of the revenues.
Thus, it is necessary to focus on

Key Accounts within the CRM
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CRMs with a KAM software

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

————— - Will create focus on large accounts among a bunch of other accounts.

————— -0 Will have the ability to understand the depth and complexity of large accounts.

————— - Spotting cross sell upsell opportuinities for growth for Key Accounts.

_____ o Collaboration among the account team to build better
relationship.
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There is a need for not only specialised KAM processes,
but tor enabling

KAM with technology for getting the right
Business Impact
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Scaling best KAM processess

Mu Sigma, is a Category-defining decision science and
enterprises systematize better data-driven decision making.

Results

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

insights.

eand repncate the p:rocéés'fo'r%hose new. chents?-‘: i 85% of the revenue generated is now managed
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Setting up KAM process

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

SLK Software, is a fast-paced technology and consulting company with a focus on Banking and
Manufacturing with deep domain expertise across the entire value chain.

Results

‘DemandFarm became the main engine to set up
KAM processes and consolidate its position
amongst their clients.

75% of revenue generated is managed in
DemandFarm."
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Transforming Relationship Management

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

Kemp powers, always-on application experience (AX) for enterprises and service providers.
Kemp is trusted to power application experience for more than 20,000 customers and more than 50,000
application deployments in 115 countries.

Results

DemandFarm being a 100% native app in SFDC
helped Kemp scale the adoption easily. Our tools
provided strong visual Org Charts and other key
data points that helped in strategizing contact
ey need Dmetning more 10 v e specific communication and meeting plans that
T fr_jiftf_-.;iﬁéff:e g sales tea__-;'_;;:__:js;?f}?td?‘drr|ve more InSIg hts into L drove the sales efforts in key accounts forward.
Q_.;:.;__:.fi.'ff-iffffthelI’ key contacts aEe e S

Great Org Chart Tool!

"We've been using the Org Chart tool for a couple of quarters now to support our Enterprise Selling
Framework. The Tool itself is extremely easy to use and user friendly. | would highly recommend the Org
Chart tool for anyone looking to improve rep productivity and effectiveness in SF.”

- Derry Heraty, VP, Sales Operations
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Adapts to Selling Methodology

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

North Highland is a leading change and transformation consulting firm, recognized for its deep expertise
and collaborative, action-oriented approach. North Highland is among the select companies that Forrester,
one of the most influential research and advisory firms in the world"

Results

O.rth o |g
i .t raining, ho :_;j:f.:i;;j;gver puttr“
. wastheirbiggest oh

DemandFarm being a 100% native app in SFDC
helped Kemp scale the adoption easily. Our tools
provided strong visual Org Charts and other key
data points that helped in strategizing contact
specific communication and meeting plans that
drove the sales efforts in key accounts forward.

vvlth saiés uséré 'é_h___d prc_ié;.}.:%déd wsd‘él fepresentatlon
~ ofkey data points - for example Identlfymg a key
d etra cth or markl ng out a champlon .

Impressive features

'his app has been one of the best additions to our Salesforce instance.Org Chart goes beyond just dis-
playing an account’'s contact hierarchy. It provides an excellent view of your account team’s relationship
the client accounts’

- NH Salesforce Admin 7 DEMAND
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KAM Solution for Strategic Sales

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

Demandbase, offers the only end-to-end ABM Platform that helps B2B companies identify, win and
grow the accounts that matter most. The biggest and fastest growing companies in the world rely on
Demandbase to drive their Account-Based Marketing strategies and maximize B2B marketing

performance.

Results

Dema nd '-'a ?:e?%%?'offe s the on Iy e"'_'-;;};‘;dfto—end Al???fffﬁ_'_- - | DemandFarm became a single platform for clear
|:>_| athr hel ps =} j_jf-_i_l?;-alﬁ?i'é"bOmpé més Identlfy W| n | visibility into their Strategic Accounts data with
' e T e seamless automation USiﬂg GXIStlﬂg Salesforce
b astest growing cor . | data. With DemandFarm analysis and deeper
:;"-:"*f-,],»|d rely onk De"i255_:*"5--_--.a':hdbase ,d r|ve thelr _ | insights in their merchant accounts, Braintree is
~ Account-Based Marketing strategies a nd ¢ nowaninstitutionalized KAM process engine
maxwmze BZB market-"nig;;ﬁ%perfcrmance = experiencing rapid growth.

Great KAM Tool and Incredible Support

"We first implemented DemandFarm's KAM solution for our strategic sales team in order to help them
with account planning. The tool is very easy to use and helps reps build a path to upsells in massive en-

terprise organizations. | would implement DemandFarm at any future company and recommend them to
all in sales leadership.”

- Allison Blasco, Director, Enterprise Sales
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Whitespacing

LiveRamp, formerly known as Acxiom Corporation, an 880 Million company based in San
Francisco, California offers an identity resolution platform.

Results

DemandFarm’'s Account Planner became the
enabler to create a Customer Use Case vs
LiveRamp Offering landscape. LiveRamp gets
actionable insights through this landscape to
farm and mine effectively in their top accounts.

opt a n cl S.C a Ie
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Global Account Management enabled

Belden, a 2.3 Billion company headquartered in St. Louis, Missouri, designs, manufactures,
and markets signal transmission products for demanding applications.

Results

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 flexibility to

~ insti utionalize and: view the data in one place for GAMs 1 e preserve their own Strategic Account Management
:"f_;__';_:f___:f'-ff.f-?i;coIIaborate with their accq_unt_teams Hence, building Account_j L metrics for successful growth plans.

. Plans and demgnatmg actr' a;b;_le to the respectlve reps v was aoi

"-553:'?.':f"'3._'-f"_f.'.ﬁ"'5:f§-§ChaIIenge et e
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Instutionalizing Account Planning process

Diebold Nixdorf, Incorporated is a world leader in enabling connected commerce by helping
automate, digitize and transform the way people bank and shop. As a partner to the majority of the
world's top 100 financial institutions and top 25 global retailers, their integrated solutions connect
digital and physical channels conveniently, securely and efficiently for millions of consumers each day.

‘DemandFarm helped attain an Integrated Account
Planning process at Diebold through ‘Account Planner'.
All the reusable information from Salesforce.com could
now be consumed by the tool to give actionable insghts
for Account teams. These Account Teams were also
able to adopt the Online Culture and improve their cross
functional collabodation like never before.

%éljar challenge 'as a'_'-éf@%’,!fr_rual' and half%.f':i"f-ea rIy reViews tool* .
 upalotof sales operations: bandwidth. Repltlve e
fbandWIdth ISSUGS Ied t m to eprOre a easy tO adOpt Account Planning and Governance became a continous
A n_d_ scale solutlon fro m _gf_;fj_;;e.{_;market agam i &managed process. '
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From Contacts to Relationships

TECHNOLOGY TO MANAGE AND GROW KEY ACCOUNTS

Duco provides technology that enables banks, brokers, asset managers and exchanges to normalise,
validate and reconcile any type of data in Duco’s cloud, providing firms with on-demand data integrity
and insight.Duco provides selt-service data engineering in the cloud that empowers users to normalize,
validate and reconcile any type of data on demand.”

;wéa"enses ";iiiii?ﬁ‘ Results

DUCO hacom moh chalIehg';"}fﬁ_.t'hat every Sales ~  'DemandFarm's salesforce.com native app, helped DUCO
L e s | manage Contacts more effectively than before. With a simple
Drag Drop functionality, DemandFarm helped build visual heat

maps.

Contacts were transformed to Relationships views. Account
Managers were able to keep a check on internal influences
within their customer organizations. The heat maps now

~across teams which | I'acted Opportunlty .
;hey nGEded m're than JSt ||ST views Of thelr = helped Account Teams take informed decisions in their

Cdntacts ’[O de||ver m.;. Qn the|r sales revenueg ~ Opportunity pursuits. Who to target? Who else to bring into the
Do S e e meetings? Who is our champion? These questions could be
easily answered now."

Simple and straightforward

"We needed a simple way of seeing the organization of contacts at our accounts and this fit the bill. It is
incredibly intuitive to set up and easily customizable. | can't imagine you would need more features that
what it currently offers.”

- Byron Livernois, Business Operations Manager
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One Stop Shop for Account Planning

Tech Data, connects the world with the power of technology. Tech Data is ranked No. 88 on
the Fortune 500® and has been named one of Fortune's World's Most Admired Companies for

17 straight years.

Results

DemandFarm's Account Planner has helped Tech
Data institutionalize the KAM process across the
organisation in less than 3 months. Now the
nem. Tecn Dg = Account Managers are equipped with all account
pr.cess m no | ;: _- insights that may impact their active opportunities

at dellvered:"'CrosS'-tea'"E;f?-_f'_..:-i}";CQ|Ia boratlon durmg ¢ and leadership has global view of key accounts at
aCCQUH’[ plaﬂﬂlng . L_ o ; L click of a button. More impor’[anﬂy' ’[hey are able
o o to effectively plan across regions and across
multiple teams in a seamless manner.

One Stop Shop for Account Planning

"‘Demand Farm's Account Planner app, combined with the Org Chart app, provides a comprehensive and
user-friendly application for simple or complex account planning. Implementation was seamless with

Demand Farm's highly responsive support team.’

- Donny Reblitz, Consultant
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Be a part of the league

Book a 30 Minute Demo
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