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Safe Harbor
These presentations may contain forward-looking statements that involve risks, uncertainties, and assumptions. If any 
such uncertainties materialize or if any of the assumptions proves incorrect, the results of Accenture and salesforce.com, 
inc. could differ materially from the results expressed or implied by the forward-looking statements we make. All 
statements other than statements of historical fact could be deemed forward-looking, including any projections of product 
or service availability, subscriber growth, earnings, revenues, or other financial items and any statements regarding 
strategies or plans of management for future operations, statements of belief, any statements concerning new, planned, 
or upgraded services or technology developments and customer contracts or use of our services.

The risks and uncertainties referred to above include – but are not limited to – risks associated with developing and 
delivering new functionality for our service, new products and services, our new business model, our past operating 
losses, possible fluctuations in our operating results and rate of growth, interruptions or delays in our Web hosting, breach
of our security measures, the outcome of any litigation, risks associated with completed and any possible mergers and 
acquisitions, the immature market in which we operate, our relatively limited operating history, our ability to expand, retain, 
and motivate our employees and manage our growth, new releases of our service and successful customer deployment 
and utilization and selling to larger enterprise customers. Further information on potential factors that could affect the 
financial results of Accenture is included in our publically available annual report. 

Any unreleased services or features referenced in this or other presentations, press releases or public statements are not 
currently available and may not be delivered on time or at all. Customers who purchase our services should make the 
purchase decisions based upon features that are currently available. Accenture and Salesforce.com, inc. assumes no 
obligation and does not intend to update these forward-looking statements.
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Sales & Marketing 
Transformation
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Self 
Promoting

Instant 
Gratification

Sharing 
Culture

Highly 
Informed 

Shifting consumer demands digital technology are creating disruptive 
change in how consumers buy from you and your customers

Disruptive Trends in Europe
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Price
Sensitive

Socially 
Connected

Trust the 
Crowd

57% of smartphone owners 
use their phone to search 
for information when out 
on shopping
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63% of shoppers use 
smartphones to compare 
prices

66% Social network user 
penetration* in Western 
Europe Vs 77% in Central 
& Eastern Europe in 2015

4/5 shoppers read guest 
reviews before 
proceeding to purchase

47% of Europeans share 
content with Facebook

77% of UK consumers prefer live 
chat on phone call due to 
the immediacy of the 
response

47% of Europeans use social 
media every week for 
sharing & viewing content
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The Challenge for Consumer Goods is driving growth & profit 
while, managing market volatility and changing consumers

Demand Drivers
• Connected Distributors & 

Retailers
• Connected Employees
• Connected Consumers

Competitive Pressures
• New Brands

• Retail Consolidation

• Distributor Mindshare
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Real-time, proactive 
engagement

Targeted messages, 
product, & promotion 

recommendation

Smart1:1 Everywhere
Face to face, mobile, web, 

call center, store

Responding to the “now” moment. Agile, responsive network.
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Consumer Goods companies have created a “patchwork quilt” 
of capabilities to support the front office
Global Consumer Goods companies have 200+ applications addressing front office capabilities. 
Over 50% of IT investment is expected to be in the front office
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Mega City

Developing

Fragmented

Organized 

Market Archetypes
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Understanding the key European markets for consumer goods 
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By understanding the significant variances in the way that consumer goods route to market is 
executed we can define what capabilities should be delivered to release business value.

UK & Ireland 
Mature Modern market. Sophisticated and 
well structured CGS organization. Simple 
direct/indirect route to market but short term 
promotions have great relevance and the 
level of market maturity pushes the need for 
more sophisticated capabilities.

France
Mature Modern market. Well structured CGS 
organization. Direct/indirect route to market. 
The great negotiation power from the 
retailers pushes the focus on forecast 
accuracy. Need to manage complex listing 
agreement and leaf management etc…

Spain & Portugal
Medium size market which is stable and 
predominantly modern. Structured CGS 
organization supports complex route to 
markets for both direct and indirect sales 
across a fragmented customer structure.

Nordics
Medium size market which is stable and 
predominantly modern. Mixed capabilities 
within a CGS organization which supports 
simple route to market approach for both 
direct and indirect sales across a 
concentrated customer structure.

Germany
Mature Modern market. Sophisticated and 
well structured CGS organization. Simple 
direct/indirect route to market where off-
invoice and long term agreements takes 
precedence.

Italy
Medium size market which is stable and 
predominantly modern. Structured CGS 
organization supports complex route to 
markets for both direct and indirect sales 
across a fragmented customer structure. 
Long-term agreements are 2/3’s of the 
business with quite “articulated” conditions.
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Today‘s Traditional Front Office Solutions
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Finance
Enterprise Data / MDM / BI & Analytics

Key Account 
Management &

Large Distributor Mgmt.

Field Sales/Service & 
Small Distributor 

Management Technology Channel

Employees
Distributors

Trade Marketing

Planning

Merchandising

Direct Store Delivery

Distributor Management

Trade Promotion 
Management

Trade Analytics

Customer Business 
Planning 

Distributor Management

Laptop

Tablet
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Consumer Goods Companies require a single system of 
engagement for all sales, service and marketing processes.
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Finance
HR & Incentives Management

Legal & Compliance

Enterprise Data / MDM / BI & Analytics

Key Account 
Management &

Large Distributor Mgmt.

Field Sales/Service & 
Small Distributor 

Management Consumer Engagement Technology Channel

Call Center

Employees
Distributors
Retailers
Consumers

Trade Marketing

Planning

Field Service

Merchandising

Direct Store Delivery

B2B Digital Marketing

Call Center

Distributor Management

Trade Promotion 
Management

Integrated Business 
Planning

Trade Analytics

Customer Business 
Planning 

Customer Service

Distributor Management

Self-Serve Portal

eMail / Text

EDI

Face to Face

Brand Marketing

Social Engagement

Consumer Insights

Brand Management

Consumer Affairs
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Supporting Front Office Processes from a Single Platform 
Example
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Key Account Management

Field Sales

Call CentreSelf Service
Online

Shared
Common
Objects

Front Office
Analytics

Customer Promotion

Activities
Sales
Orders

Call &
SurveyProduct

Workflow

Bringing together one fully naturally integrated 
ecosystem for the entire end to end consumer 
goods business to have the right information at 
the right time.
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Mobile activities of field sales users
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Mobile activities of key account users 
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Account Management in the 
mobile world
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KAM Cockpit as landing page
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Monitor account performance

Monitor running promotions

Plan upcoming promotions

Analyze past promotions

Detail out marketing activities

Conduct buyer call

Adjust upcoming promotions

5
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A day in the life of John
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Monitoring account
performance Click icon to add picture
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A day in the life of John
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Monitoring running
promotions Click icon to add picture
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A day in the life of John
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Plan upcoming
promotions Click icon to add picture
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A day in the life of John
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Analyse past 
promotions Click icon to add picture
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A day in the life of John
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Detail out marketing
activities Click icon to add picture
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A day in the life of John
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Conduct buyer call Click icon to add picture
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A day in the life of John
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Adjust upcoming
promotions Click icon to add picture
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Mobile support for the KAM - Summary
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Sales Folder
Flexible Planning

Optimized 
Planning

Joint Planning

Cockpit

Promotion 
Effectiveness

Account Plan 
Scenarios

Event & 
Promotional 

Calendar

Account 
Performance

Financial 
Status 

Overview
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Sales & Marketing Transformation 
Trends
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Augmented Reality
Support promotion 
selling

Leading edge
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Gamification as a 
business strategy

Increase performance

Manage and monitor 
business objectives

Leading edge
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One UX / UI for all devices
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Adaptable to any platform, 
device and screen orientation

Web, tablet and phone form factor

Optimized UI Patterns (dependent 
on business process and context)
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Responding to business challenges
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Consumer Engagement – Marketing & 

Service

Targeted social and digital engagement 
across multiple channels provide 
personalised consumer journeys. Once 
established, the cloud advantage can 
take the same approaches into emerging 
markets.

Key Account Management & Field Sales

Build and deploy a rich set of sales 
capabilities, including mobile solutions, that 
can be used globally. Define core processes 
and metrics and combine with external data to 
provide advantageous business insight 

Agile Application Development

Address business demands and need for 
speed, agility and flexibility with scalable, 
mobile, integrated internal and external 
applications.

Analytics Everywhere

Provide powerful, user focused 
information exploration and 
visualisation tools across all business 
data that puts insight in the hands of 
the business, not IT


