
Agile & Efficient around the Customer
Connect experiences across the ecosystem to deliver business 

value and cost reduction opportunities 

Friday Workshop



Meet our Speakers!

Matthew Simpkins
RVP, Industry Advisor for 

Manufacturing, Automotive, 
and Energy

Antonio Murgo
RVP, Sales Italy for 

Manufacturing, 
Automotive

Stefano Oddone
Tableau Solution 

Engineering Director

Oltion Osmani
Manufacturing & 

Automotive Solution 
Engineer,



http://www.youtube.com/watch?v=dDVqTJWoFKU
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Commercial Excellence for Dealers

● Lead/Opportunity

● Campaign Management

● Ford Commercial Solutions 
Migration

● Data Foundation

#1 Trades CRM

● Joint multi-year innovation 
roadmap building out further 
VIIZR solutions

● Customers live in Early Access 
program 

Ford Pro Intelligence

Case Study: Ford Pro 

On the Ground

Ford Pro Vehicles

In the Cloud

One way to summarise video?
Show traditional business “on the ground” and new revenue “in the cloud” 



    Yrs  at Salesforce2

Yrs in Automotive10

    Yrs  in consulting5

Matthew Simpkins
Regional Vice President

UKI & EMEA
Industry Advisor

Manufacturing, Automotive, Energy

Design & Deploy
OEM & Retail Collaborative 
Marketing, Sales, Service

First Market 16 Weeks

Operations
305% ROI in 2 Years
36 Countries, 7 Languages
450 showrooms 
Federated DevOps

General Manager 
Jaguar Land Rover

2012

Online Sales in APAC
Digital trading,inside-sales
Changing franchise 
standards
10% Sales Online

Real-time lead 
management
+42% sales velocity
+12% lost lead 
resurrection

Direct Sales
 Trailblazer 

2017

D2C & Agency Design
OEM EV Launches
OEM Agency Design 
Models

Product Roadmap
Industry Architecture & 
Integration Design
IT Delivery & Operations
Manufacturing & Energy 
white space business 
models

Salesforce 
Industry Advisor

2020

MS



Google Slides does not have an 
image placeholder option.  Please 

place an image over this box 
manually or work in 

Jaguar Land Rover deploy 
Salesforce to 36 Countries, 
and 450 retail business units 

“I want to deploy to multiple markets 
in parallel, reduce my time to 
market, and reduce my costs”

Dmitry Kolchanov

OEM Regional Director

16 Weeks
Sales Cloud Live 
In India

42%   
Increase in Sales Velocity

305% ROI
In two years

2015

MS



SERVICE

CRM

LEAD/SALES

D2C

DIGITAL

MARKETING

SFDC

SFDCSFDC

SFDC SFDC

CO-OP

REBATES

OMNI-CHANNEL

SFDC

SFDC

SFDC

SFDCSFDC

SFDC

SFDC

SFDC

SFDC

SFDC

SFDC

SFDCSFDC SFDC

SFDC

SFDCSFDC

SFDC SFDC

SFDC

SFDC

SFDC

LocalLocal Local Local

Local Local

Local Local

SFDC SFDC

2020: GLOBAL ROLL OUT: BEYOND ‘CRM’

SFDC

MS



Supply Chain is Front and Center
An unmatched complexity

consolidated 
demand of 

raw materials

consolidated 
demand of 
products

inbound
logistics

Procurement
(purchase & 

delivery from suppliers)
outbound
logistics

Production
(produce customers’ goods)

Sales
(ship goods to customers)

Raw
Materials

network of

Suppliers
dependency network for

Products Customers

Customers’ 
Good

Delivered
 D2C
  Distribution Channels

Logistics

Demand Planning

network of

Carriers

Sales
(ship goods to customers)

distributed

InventoryMaterial 
Stock

Customers’ goods
Stock

MS



Supply Chain Engagement Layer enriches Customer 360
Components of a Digital Supply HQ

Pushed 
Insights

Supply Chain Management
Integrated with Mulesoft

Customer Demand Visibility
Manufacturing Cloud 360

Supply Intelligence
Tableau

Record / Acquire See Understand Act Impact

Data Data Visualizations Insights Actions Business Outcomes

Case Swarm Resolution 
Sales, Service & Communities

Insight-based Escalations
Slack

Minimize 
Product Shortages

Improve 
Customer Service

Inventory 
Management

ESG 
Performance

Reduce 
Supply Disruptions

Optimize
Procurement 

Strategy

MSMS



“Ease of doing business” initiatives
Onboarding, co-marketing, selling, servicing
Rebate Program Management

Integrated Revenue Management
Promote→Quote→Agreement→Commerce 
Management of Agreements vs Actuals

Modernize 
Commercial Operations

Simplify Partner 
Engagement

Unlock data from legacy systems 
Embedded analytics, AI-enhanced decisions

Predictive Demand & Pricing Insights

360° view of customers and assets
Omni-channel service & full field service

Full–Book-of-Business Demand Forecasting 

Transform Service

Translate 
Data into Actions

 BACK 
OFFICE

CONNECTED SENSORS, 
FIELD SERVICES & 
SUPPLIERS, etc.PricingPLMSupply Chain ERP Financials HR Logistics

  Connect the Value chain with Customer 360 

Customers, Partners, 
Employees

 Manufacturing 

OO



Salesforce for Manufacturing

Salesforce Enterprise Integration Tools or Standard APIs

Manufacturing
Analytics & AI

 BACK 
OFFICE

CONNECTED SENSORS, 
FIELD SERVICE, ONSITE 
PROJECT TEAMS, 
PARTNERS, etc.

PricingPLMSupply Chain ERP Financials HR Logistics

 PARTNER (DEALER / DIST.) CUSTOMER  CONTRACTOR  MARKETER  OPS/ FINANCE SALES  SERVICE  SERVICE TECHNICIAN

Manufacturing Customer, Partner and Employee Experience

B2B Marketing 
& Journey 
Management

B2B Catalog & 
Commerce

CPQ, Order, & 
Revenue 
Management

Field Service 
Management

Complex Asset 
Management

Manufacturing Cloud: CRM for Manufacturing
Extends Core Sales & Service Cloud Capabilities

Account-Based 
Forecasting

Ongoing Business / 
Sales Agreements

B2B / Channel 
Incentive Management 

Target Setting
Partner Relationship 
Management 

Salesforce Customer 360 PlatformOO



Reducing cost

Growing revenue

The Value Creation Logic for B2B Sales
To be successful, companies mainly focus on:

While aiming to also optimize

cash flow & risk (money in faster)

balance sheet (free up inventory,
own mfg)

The How To- for a successful company

Channel Partners 

Inside Sales Team

Field Service / Project Teams

Customer significance (e.g. by LTV, size, segment etc.)

Order significance
(e.g. by € size, complexity)

Self-serve e.g. via 
digital portals

KAM model
(high touch) 

Central Order 
Processing
(e.g contact Center)
for repeat ordering

Repeatable / Flow Sales



Supply Intelligence: Turnkey Dashboard for Supply Chain
Navigate the crisis skillfully

Facilitating a “Resilient Supply Chain”
Supply Intelligence drives immediate business 
outcomes

● Measure impact of crisis
● Anticipate disruptions
● Improve sourcing strategy
● Optimize inventory management
● Identify bottlenecks

Expert-built dashboard for Supply Chain
Supply Intelligence is the Tableau Accelerator that you 
need to assess the Resilience of your Supply Chain across 
5 pillars:

● Supply vs Demand Reliability
● Inflation Impact
● Logistics Reliability
● Quality Reliability
● Inventory Availability

SO



Tableau Accelerator: “Supply Intelligence”
Live Demo

SO



































“Supply Intelligence”: Accelerator - Value Map

Material Purchases

Product Demand

Inventory Positions

DATA  
3 main datasets

Supply Chain 360 across five pillars:

1. Supply vs Demand Reliability
● Impact of supply disruptions
● Shortages
● Product/Material dependencies
● Assess supplier risk
● Identify alternative suppliers
● Pinpoint Single Supplier dependencies

2. Inflation Impact
● Measure impact of inflation
● Assess Price volatility
● Transport effect on prices

3. Logistics Reliability
● Transport effect on deliveries
● Best/worst suppliers
● Best/worst served customers

4. Quality Reliability
● Top offenders
● Best/worst suppliers

5. Inventory Availability
● Item availability
● Forecasted missing stock
● Suggest stock coverage actions: 

replenishment process, buffer stock, 
inventory control

● Pinpoint overstock
● Cost of missing stock

BUSINESS INSIGHTS
Insights, Guidance and Actions

Minimize 
Product Shortages

Improve 
Customer Service

Enhance 
Inventory Management

Reduce 
Supply Disruptions

Optimize
Procurement Strategy

BUSINESS 
OUTCOMES

BUSINESS LOGIC  
Detailed & Consolidated Perspectives

Supply vs Demand 
Reliability

Inflation Impact

Logistics Reliability

Quality Reliability

Inventory Availability

PRODUCT
RESILIENCE SCORE

Supply vs Demand 
Reliability

Inflation Impact

Logistics Reliability

Quality Reliability

Inventory Availability

MATERIAL
RESILIENCE SCORE

SUPPLIER
RESILIENCE SCORE

80+ KPIs 5 Strategic Pillars 3 Resilience Scores

Products & Sales
Supply vs 
Demand

Product Supply / Total Sales (Qty, $)
Product Demand (Qty, $)
Product Shortages (%, $)
Supply vs Demand % (Qty, $)

Price Average Selling Price; Price Index

Logistics Nb Deliveries
Nb Deliveries OTIF
Product OTIF %
Delivery Time

Quality Defects (Qty, $, %)

Inventory Product Positions
Positions Out-of-Stock (Nb, %)
Positions Below Safety Stock (Nb, %)
Positions At-Stock (Nb, %)
On-hand (Qty, $)
Overstock (Qty, $); Missing Stock (Qty, $)

Product Nb of Products

Customer Nb of Customers

Materials & Purchases
Supply vs 
Demand

Material Supply / Total Purchases (Qty, $)
Material Demand (Qty, $)
Material Shortages (%, $)
Supply vs Demand % (Qty, $)

Price Average Buying Price; Price Index

Logistics Nb Deliveries
Nb Deliveries OTIF
Material OTIF %
Replenishment Time

Quality Defects (Qty, $, %)

Inventory Material Positions
Positions Out-of-Stock (Nb, %)
Positions Below Safety Stock (Nb, %)
Positions At-Stock (Nb, %)
On-hand (Qty, $)
Overstock (Qty, $); Missing Stock (Qty, $)

Material Nb of Materials

Supplier Nb of Suppliers

SO



Demand Forecasting

Inventory Visibility

Risk Analytics

Digital HQ

Supplier Relation-
shipmanagent

Intelligent Customer Centric Supply Chain

Key Business Goals Quantified Benefits

Cost/Product Risk

Single Source of Truth

Demand Prediction

Supply Prediction

Supply Risk

Cost to Serve

Cost of Goods Sold

Sustainability

On Time and Full

Maintenance
Sustainability

Supplier Engagement

Capabilities

Visibility on 
demand & 
supplies, risks

Collaboration 
reducing handoffs 
and friction

Prediction on 
delivery promise

Supply Chain Engagement Layer

Digital
Supply

HQ

MS



Panel Discussion

Riccardo Bianchi
Group Head After 

Sales & Services IOT

Michele Vitali 
Group Commercial 

Services Director

Carlotta Dainese
Customer Excellence 

and Commercial 
Innovation Director
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Top challenges for Manufacturers in Italy

Source: IDC, Custom Survey, 2022



Panel Discussion

Riccardo Bianchi
Group Head After 

Sales & Services IOT

Michele Vitali 
Group Commercial 

Services Director

Carlotta Dainese
Customer Excellence 

and Commercial 
Innovation Director



 Thank you




