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Company Overview

Salesforce.com champions the power of the social enterprise. The company offers Intemet-based applications that manage employee collaboration as well as customer information fo
Cloud), providing clients with a rapidly deployable alternative to traditional, more time-consuming and user-maintained software installations. Salesforce counts more than 100,000 u:
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Today's Sales
Challenges

According to the 2014 CSO Insights Sales Performance
Optimization Study, 66% of a sales rep's time is spent
on aspects of the job other than selling. Almost one-fifth
of their time (18.4%) is spent generating their own leads

and researching accounts.

Imagine if that time was given back to your sales teams.

How much more business do you think they could close?

With Data.com Prospector, reps can access information
on over 45 million business contacts and 240 million
global companies right within Salesforce - so rather
than wasting time searching online or importing lists,
they can focus more on selling.

And because it’s the best-in-class business data, reps
don’t have to worry about spending their day dealing
with outdated or bad leads.
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Discover the Best
Opportunities

With Data.com Prospector, sales reps can become the
hunters and seek out key decision makers at targeted
accounts. And now with powerful new features, they
can easily search and find whitespace within corporations
or dig down to specific departments and stakeholder
groups within accounts.

Data.com Prospector makes it easy and convenient
to discover and import the best opportunities right
into Salesforce.




Add Targeted Companies to
Salesforce in Just a Few Clicks

Reps should start building their pipeline with new, targeted
accounts and contacts in the Data.com tab, then use
filters (ie. title, department, revenue, employee count)
to find the exact results that fit their ideal buyer profile.

ONE-CLICK IMPORT

Data.com Prospector lets users add new accounts, contacts
and leads into Salesforce without ever leaving their
console - thus, increasing productivity and efficiency. In
just one click, selected accounts and contacts can be
imported right into a rep’s queue.

Data.com customers typically see a 37% increase in
sales productivity because of this seamless workflow.

.
Discover the Best
Opportunities

[

[}
Home Chatter Files Campaigns m D&B Companies Leads Accounts Contacts Opportunities
d" Data.com (), Find Contacts () Find Accounts
SAVED SEARCHES Company or Website _ i Location i
Target Accounts - New York Hig »(2) United States, California v |
Target Contacts - New York VP" Industry

BAY AREA - EBU - Computer S
BAY AREA - Marketing Leaders
SF Bay Area Sales and CFO EF

FILTERS Expand All | Collapse All

(=] Options
Show Inactive Records

=/ Employees i Clear
1,000 to 20,000
i~/ Revenue (USD) i Clear

10,000,000 0 1,000,000,00(

=/ Location Type Clear

Branch
¥/ Headquarters
Single Location

(2) Financial Services, Software & In v | | Search ~ ResetSearch

Records selected: 2 Clear all selections

Add to Salesforce « Export Results « Save Search 1-25of
Selected (2) City State Country Location Type
All (163) San Jose CA United States Headquarters

+1.408.376.7400

®  Successfactors, Inc.
f m
+1.650.212.1296

(V] Pacific Life Insurance Com NewportBeach CA

South San Fra... CA United States Headquarters

O

United States Headquarters

+1.949.219.3011

[ Ariba, Inc.
www.ariba.com
+1.650.390.1000

Sunnyvale CA United States Headquarters

[Tl ® Workday, Inc. Pleasanton CA United States Headquarters

+1.925.951.9000

v UST Global Inc
www.ust-global.com
+1.949.716.8757

Aliso Viejo CA United States Headquarters
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Discover the Best

Opportunities

Prospecting Insights:
Contacts from Data.com

Most Recent Year

Data.com Prospector also offers access to contacts in
the context of working a specific account.

Using the Prospecting Insights button from the account Contacts from Data.com

record, reps can scroll down to find the Contacts from

DEPARTMENT CONTACTS
Data.com section. Here you have a visual breakdown @ Human Resources 2
of how many contacts Data.com can provide from ) Sales 256
that specific account. Click on a department to see Marketing "
N S
those specific contacts and import the right ones into
‘ Finance & Administration 213
your CRM.
. Support 70
. . . . Engi &R h
Finding contacts within an account can also be done @ Enginoering & Researc %
from any device with the help of the Salesforcel mobile Operations 105
app! Reps can use the ‘Get Contacts’ feature which @ s 431
gives them access to all of the contacts Data.com has to @ oter 1,288
TOTAL CONTACTS 2,979

offer within that specific account. From there, they can
narrow their search down by department, title and level
to find the right decision makers.

Top Competitors

REVENUE

COMPANY NAME
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Company Hierarchy

Data.com Prospector now includes a powerful new
feature for exploring corporate families and uncovering
whitespace. Using Dun & Bradstreet corporate linkages
you get a visual, interactive chart that shows where a
particular account fits amongst corporate parents,
sister companies, subsidiaries, branches, and more.

For each account within the hierarchy, you get top-level
information like revenue and employees. With a single
click of the "Add Account” button, you can begin working
a specific account. You also get a visual indicator of which
accounts are already in your Salesforce org with the
account owner listed.

After successfully closing an account within the corporate
family, you can use this intuitive view to find related
accounts, rinse and repeat. Or, you can explore the potential
for expanding upstream to a larger corporate sale.

Discover the Best

Opportunities

&

m Hilton Grand Vacations Company, LLC

5323 Millenia Lakes Bivd # 400 Orlando... Headq... +1.407.72... www.hiltongrandva

DETAILS COMPANY HIERARCHY

St n m Hilton Worldwide Holdings Inc.
$10.58 155,000

~ [ Hilton Worldwide, Inc. 3
$1848 7,140

> m & Hilton Grand Vacations Company, L...
$2146M 611  Maria Stineman

> [ @ ittonInns, Inc.
Revenue: $232.58M  Employees: 3,479  Account Owner: Kamilla Khaydarov

EY @ Hilton Honors Worldwide LLC
Revenue: S3096M  Employees: 500  Account Owner: Maria Stineman

m Hilton Worldwide, Inc. vE

a & Hilton Worldwide, Inc.
Account Owner: Maria Stineman
3 Hitton Worldwide, Inc.
3 Hitton Worldwide, Inc.
n Hilton Worldwide, Inc.
2 Hilton Worldwide, Inc.
3 Hitton Worldwide, Inc.

n Hilton Worldwide, Inc.

m Hilton Worldwide, Inc.

e\
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Prioritize Your
Prospects

As soon as you've identified prospect accounts and
contacts you want to sell to, and easily imported them into
Salesforce, it’s important to determine priorities by evaluating
whether the company is a good fit for your products.

By selecting the See More Insights button (or Prospecting
Insights button in Salesforce Classic) within an account in
Salesforce, reps are exposed to a wealth of company
information including: financial details, growth percentages,
industry details, market landscape and more.

Reps can use this information to determine whether the
account is a good financial fit for your products before
reaching out.
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.
Prioritize Your
Prospects

Prospecting Insights: Business
and Financial Intelligence

+1503 6716453

INYSE : NKE Yes 106 Low

With Business and Financial Details, reps can quickly
and easily understand if a potential prospect’s
company is the right fit.

BUSINESS DETAILS

Get familiar with the account using this high-level
information, including:

shoe and apparel company. NIKE designs, develops, and sells a variety of products and services to help in playing basketball and soccer (footalt), as weil a5 in running, men's and women's training, and other action sports
n 8nd various competitive and recrestionsl activities, such as goll, tennis, and waking, and sportswear by Converse and Hurley. NIKE sells through more than 930-owned retail stores workiwide, an e<ommerce site, and 10

Men's and Boy's Ch‘;:"<ng, Nec Women's and Misses’ Outerwear, Nec . .
: S e Company Description

Shoe Stores. Men's and Boy's Clothing

e Tradestyle
* Location Size

. ,m[,_ e Location Ownership Indicator

s18.07 [}

 Year of Founding

s12288 B |

s7.628 |

. FINANCIAL DETAILS

Evaluate the financial health of the company and get a
feel for their recent performance. You can understand
the company’s Delinquency Risk - a three-tiered
grading model (Low, Medium, High) that covers the
likelihood that a company will be 90+ days late with

See payment over the next 12 months.
PI’OSpeCtI ng = Prospecting Insights also provides growth percentages
|nsights in — of the company’s annual revenue and employee count
A t I — indicating if the company is over or under-performing.
ction. = This particular component can help a sales rep

) ] understand if a company’s growth is heading in the
Click to Play Video ' \ right direction for a potential purchase.
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https://www.salesforce.com/form/data/data_prospector_demo.jsp?d=7010M000000iVFO&nc=7010M000000iVFJ

Understand Your
Customer’'s Business

According to a study from the Corporate Executive Board,
57% of the buyer’s journey is complete by the time he or
she reaches out to sales.

By the time a buyer does contact sales, reps need to be
armed with the right intelligence about their business needs.

Data.com Prospector provides best-in-class research from
Dun and Bradstreet’s FirstResearch that arms sales people
with the intelligence to have meaningful conversations.
They build and maintain a database of industry, market
and competitive intelligence of over 1,000 industries.

With immediate access to company knowledge, a rep will
know more about the buyer before their first interaction.

S57%

of the buyer’s
journey is
completed by the
time he or she
reaches out to
sales




Prospecting Insights: Industry Details

Find critical information on more than 1,000 industry segments,
including key companies, trends, challenges, and opportunities.
Additionally, industry profiles contain critical analysis, statistics
and forecasts to help reps engage key prospects, coach key
clients, and deepen customer relationships.

CALL PREP QUESTIONS

Quit wasting time on the Internet looking for what questions to
ask a client! Prospecting Insights serve reps informative, relevant
Call Prep Questions so that they’re speaking the buyer’s language.

COMPETITIVE LANDSCAPE

The Competitive Landscape gives teams top-notch research
into recent occurrences and shifts in the market.

TOP COMPETITORS

Prospecting Insights provides reps with hand-selected Top
Competitors for the account they are selling to. This is also a
great way for reps to keep in mind where their next opportunity
may lie in the market.

INDUSTRY TRENDS AND OPPORTUNITIES

Knowing about Industry Trends and Opportunities is crucial
when a rep is inserting their business’s product or service into
a sales pitch. Prospecting Insights provides best-in-class research
on the latest movements in the market so that reps can build a
solid rapport with the potential buyer.

.
Understand Your
Customer’s Business

(

Industry Details

NAICS Primary 511210: Software Publishers

Select a related industry CL rer Relationship Management, Marketing & Sales Software

Call Preparation Questions

1/  How dependent it the pany on its largest contracts?
Revenue for CRM software companies is contingent upon new subscription sales and renewals.

2/ How does the company differentiate itself in such a competitive market?
The CRM and sales and marketing software market is highly competitive, as existing and new companies re

3/  How does the company ensure security of customer data?
Many companies that use CRM software, or are interested in using CRM, are concemed about the protectioc

4/  How does the company develop marketing campaigns to target high growth companies?
Growing companies are the most likely prospects for CRM software sellers.

5/ What plans does the pany have to impl or expand its social CRM?
Social CRM (sCRM) takes the management of customer information a step further by allowing sales person

Competitive Landscape

1/  The US economy heavily influences business spending for CRM software products. The success of CRM st
compete mainly by targeting niche markets or developing new technology. Many small companies form allia
top five companies account for about half of the market.

Industry Trends

1/  Cloud-Based CRM Growing
Offering cloud-based software rather than only on-premise software is key to industry growth. About 40 perc




Summary

SELL SMARTER AND GROW FASTER WITH DATA.COM PROSPECTOR

With powerful features natively integrated into Salesforce, Data.com Prospector gives you industry-leading
data and insights that allow reps to spend more time selling and less time researching and generating their
own leads. In this e-book we've detailed how you can:

DISCOVER THE BEST
OPPORTUNITIES

* Pro-actively search and filter
to find the right accounts and
decision-makers to sell to

« Find and add contacts within
specific accounts right within
the context of the account
record

* Get contacts within accounts
right from your mobile device

* Explore a visual breakdown
of account families, find
whitespace, and discover
related companies to target

PRIORITIZE YOUR
PROSPECTS

o Familiarize yourself with an
account to determine fit for
your products

e Check Delinquency Risk
Indicators to avoid accounts
that have trouble paying
their bills

« Use financial trend info to
judge if they're in growth
mode and likely to be making
purchases

UNDERSTAND YOUR
CUSTOMERS BUSINESS

» Get easy access to company
and industry insights without
having to scour the Internet

» Use call prep questions to
have productive meetings
from the start

» Understand the competitive
landscape and devise ways
your offerings can give your
customer an advantage

» Speak your customer's
language with industry
trends and insights
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CUSTOMER DATA THAT ey data.com
YOU CAN TRUST

If you are a Salesforce customer and want to improve the data
quality of your CRM, enhance reporting capabilities and increase
sales productivity, then you need Data.com. Data.com delivers
premium contact and company profile information, sourced
from Data.com Connect and Dun & Bradstreet (D&B), right
inside of Salesforce.

37% 44% 29% 43%
The information provided in this e-book is strictly for

Increase in Sales Improved Data More Sales Better CRM the convenience of our customers and is for general

Productivity Completeness Opportunities Adoption informational purposes only. Publication by
salesforce. com does not constitute an endorsement.
Salesforce.com does not warrant the accuracy or
completeness of any information, text, graphics, links
or other items contained within this e-book.
Salesforce.com does not guarantee you will achieve
any specific results if you follow any advice in the e-

Vi ew th e D e m o book. It may be advisable for you to consult with a

professional such as a lawyer, accountant, architect,
business advisor or professional engineer to get
specific advice that applies to your specific situation.

© 2016 Salesforce.com. All rights reserved.
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