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ow Sales meets Marketing
a hyper growth Company

en Rakers, Dir Demand Generation Salesforce
on.rakers@salesforce.com, @koenrakers
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usiness is the Greatest Platform for Change

PUBLIC E ‘ EQUAL ENVIRONMENT
EDUCATION gl OPPORTUNITY

Every child deserves a Equal pay for Equality for every Inclusion for all in the Fourth Protecting our planet for
world-class education equal work human being Industrial Revolution future generations
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utting Our Values into Action

| 1-1-1 Model
& . : : 1

Volunteer Hours Nonprofits & Education



Ve Are All Moving Forward
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Ve Are All Connected

Velcome to the Fourth
1dustrial Revolution
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“Engaged employees feel a sense of passion for their work
and spend their days driving innovation and moving their company forward.”

LAV

- Source: Gallup’s “State of the Global



Only 15%
of employees worldwide
are engaged at work.

Source: Gallup’s “State of the Global Workforce”




Vhy? Gap between experience at work and in life

Our technologies Our technologies

INSIDE WORK OUTSIDE WORK
NOT Social Social
NOT Mobile Mobile
NOT Smart
NOT Connected Smart
Connected

.=

Room 325
7 S \arrioft
Uniock Room
Tap the mobile key icon to start
UNIOCKING your room.




Vhy? Because engaged employees drive customer success %
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= Have to be super efficient and aligned
= Only focus on things that have impact




ake sales successful - Data driven sales &

ake Sales Managers more effective - Focus on coaching

)timize supporting functions - Collaboration & Efficiency

ith super engaged Employees

' make our customers successful

Sell Faster Sell Smarter




successful commercial teams...

Culture Model Technology

Common Success Accountability Customer & Employee Satisfaction

| Growth _
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Culture Model Technology

Common Success Accountability Customer & Employee Satisfaction




ulture starts here
verything we do is benchmarked against these 4 values

salesforce

CORE VALUES

TRUST
CUSTOMER SUCCESS
INNOVATION

EQUALITY




inding principles - Outcomes from our values

1. If it’s not in the App (i.e. Salesforce) it doesn’t exist
). First touch to ambassador - every function has to make the next one successful

3. V2MOM drives transparency and alignment

1. Dedicated to make our employees successful - if it's not in the App we can not help
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yuccesvolle commerciele teams...
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Culture Model Technology

Common Success Accountability Customer & Employee Satisfaction




nspire your prospect and make your sales successful &

o

arketing Business Development Sales Customer Success

usines s Dev Assoc Account Managers Support Level




Dptimized towards buying behaviour &

Awareness Orientation =~ Engagement Evaluation Purchase Adoption Advocate

Eketing Business Development Sales Customer Success

-

g\(lnbound & Engage

‘-;-\
Renewals
Onboarding




Pl driven

Lead Management  Opportunity Management Success Management

‘“ keting Business Development Sales Customer Success

Created pipe Renewals
Productivity Retentie




’redictable growth

o

Business Sales Customer Success
Development

arketin

Retention

YoY Revenue



3usiness Alignment - Horseman Model

A Business
Szl Developm
Sales ent

Sales
Programs

Alliances
&
Channel
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Il Segments, Divisions and Regions operate the same

Standard metrics for every
Business

Regional filters
Macro segment filters
Sales team filters

Product Category filters

&

Select REGION Macro Segment
All All

starts with UK

Vv All

starts with EMERGI... '
contains EBU

starts with NORTH RECORD ...

contains CBU

Closed 43.0M 6K

st Reports by Mon

Forecast Categ:
‘‘‘‘‘‘‘‘ I III II II I I
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,onsistency and transparency throughout the complete business

" Pipeline &

TOTAL BCO - OPEN MIX

FORECAST CATEGORY SUM OF AMOUNT (CONVER RECORD COUNT OPPORTUNITY NAME OPPORTUNITY AMOUNT (S) OWNER

Sales Cycle

Commit 122M 439 Alcatel-Lucent Intemational 151K CORE

Best Case

219M

ANWE

nnected Car 100K CORE

Pipsline 76.9M

APMoliarMaersk_Platform

100K CORE

Forecast Category >

Total USD 111.0M APMTerminals,SFA Pilot 25 CORE

Axa- Claims Replacement C

CORE

Chr Hansen - additional users 100K CORE

Deal Size

Engelhom Halding GmbH - CORE

Ev - AppCloud CORE

View Report

View Report

" Bookings

TOTAL BCO - OPEN MIX %

First Reports by Month

Forscast Category

Commit @ £

Top Deals

111M

Close rate
Product Mix

ansaction Volume

July 2015 w
August 2015 l”
w
"
-
.
-
July 2016 ~

February 20
March 2015
Juna 2015
Septembaer
October 20.
November
March 2016
April 2016
June 2016
August 2016

Sep!

1

Is 7 first reports/month or 20 first reports/quarter | View




timization and cooperation because everyone is using the same data
altime!!!

rything Salesforce is, run on Salesforce data

| can only manage what you measure

‘is the App, doesn'’t exist

1l Time insights, wenn ever, where ever

&

DASHEOARD
@ Sales Executive Dashboard
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Common Success Accountability Customer & Employee Satisfaction
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Analytics Platform &
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Integration
& APIs

Customer 360 APIs
O | & g
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Customer 360 Platform




Iso for employee success

Service Engagement
00LO 000048
Onboard Loyalty
0008 00
Attract Advocacy

00048 @00

salesforce ' platform
wirkdoy ~ Docuign..  BD  iuowWorks  Workscape [Bconcur  Ecoupa




successful commercial teams...

Culture Model Technology

Common Success Accountability Customer & Employee Satisfaction

| Growth _







