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Salesforce provides enhanced sales process and sales analysis data
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Company Facts

Overview
X Location: South Africa
United States
X Industry: Financial Technology

Success Highlights

Challenges

X Managing growing customer base and product
sets

X ldentifying product level details during sales
process and analytics

X Better analysis of conversion ratios and sales

stage ageing

Solution

X Salesforce — Sales Cloud

Benefits
X Sales Process Optimisation
X ldentifying areas of improvement

X Enhanced volume and time metric analysis

Structurelt is a fintech company that is passionate about using technology to solve
complex challenges in a simple way. Established in 2006, the business has grown
across five continents, which means Structurelt have a very diverse team and are able
to create operational and financial efficiencies. “We believe in nurturing long-term
partnerships with our clients, founded on a deep understanding of their businesses and
built on reliability, flexibility and consistency,” says Catherine Duggan, Head of Client
Engagement.

Lately, Structurelt has been focusing on expanding their core product offerings in the
structured products space. The goals of these products are (1) to enable parties, on a
structured products deal, to be able to share and collaborate around that deal and (2)
to ensure that all parties have the most up-to-date and relevant data for their business.

Challenging business environment

“With the expansion into the products space, we now have a growing number of clients
across a growing number of products,” states Duggan. To this end, Structurelt needed
a solution that would enable the business to optimise the sales process, with the initial
criteria being to understand the conversion metrics across each sales stage. “We were
using Insightly at the time, but this lacked the transparency that we were looking for with

the budget we had,” continues Duggan.

Making Decisions for Growth and Transformation

The existing solution within Structurelt did not enable the team to identify details at the
product level, making it difficult to analyse leads and opportunities using this

breakdown.

In comparison, Salesforce addressed both the transparency and the budget concerns
that Structureit faced. In addition to this, their sales team was already familiar with

Salesforce which would help to make the transition and onboarding a lot simpler.

“We made the decision to start with the Professional Edition licensing on Salesforce
Sales Cloud . We wanted to keep it simple from an implementation point of view, as

well as keep our costs to a minimum,” says Duggan.
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Implementation and Solution

“Structurelt were exceptionally diligent and structured in their
selection of a product and partner. They knew exactly what their
requirements were and constantly referred back to the list during
every step of the way,” notes Adeline Cruywagen, Operations
Manager at New Era Solutions (NES).

“Structurelt understood that they wanted to start small, but still with
maximum impact and the lowest possible initial investment cost. That
is why the NES Salesforce Quick Start approach was a hand-to-glove
fit in this partnership. We knew from the onset that we would set an
impactful basis with inherent strength to grow and expand,” continues

Cruywagen.

NES’ Quick Start approach, on Salesforce, allows for an exceptionally
quick implementation time, without sacrificing quality, all while still
utilising industry-best practices that have been learned over 20 years

of experience.

Through the implementation of Salesforce Sales Cloud, Structurelt
are now able to better understand their sales stage cycle ageing,
which will allow them to optimise, as well as track, the lowest product
level, activities, and sales. The full integration with G-Suite has placed
their team in a position to work centrally with Salesforce as their main

driving Customer Relationship Management (CRM) system.

According to Duggan, Structurelt is now much better equipped to
track:
e Volume Metrics - the number of leads, deals, meetings and
wins on a weekly and monthly basis.
e Conversion Metrics — the ratio of leads-to-opportunities to
wins and win-loss ratios across different slices of customer
segments and products.

e Time Metrics — how long it takes to convert input to output.

With this information, Structurelt aims to better understand what their
product-market fit looks like, how quickly they can move customers
through the sales cycle and what supporting roles are required to

optimise the overall client engagement.

salesforce

Partnering for growth

“NES has offered us a significant amount of support and expertise
during the implementation process. Most notably, their team has
always been available to provide some advice or insight about how to
make the best use of the system and execute these suggestions

effectively,” continues Duggan.

“The Structurelt deployment team were an absolute pleasure to work
with during this deployment. They were actively engaged and
focussed, and willing to learn, apply and optimise, where needed, to
ensure a successful and positive outcome. They walked with us
every step of the way, and internally upskilled from kick-off, allowing
them to have a strong internal support base for the solution moving

forward,” states Cruywagen.

What will the future hold?

Structurelt is excited to enter a future with Salesforce to better
understand the efficacy of our client engagement model and where

they can improve.

Duggan concludes “Our overall experience with NES, as our
Salesforce partner, has been extremely positive, and we will continue

to use them as we grow and have further requirements.”
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About New Era Solutions

Founded in 1999, NES began with a core focus on ERP (Enterprise Resource Planning) implementations in the Financial Services and
Distribution sectors. Our customer base has broadened significantly and, today, most of our customers fall into the Distribution,
Manufacturing, Retail and Service-Based sectors.

At NES, our sole purpose is to improve the lives of our customers by transforming software into innovative solutions that provide total control
and a firm foundation for growth. We believe in building long-term relationships with our customers, inspiring trust and open communication
and giving our customers the assurance that we will continue to add real, tangible value to their businesses.

NES fully understands the needs of our customers and drives full-lifecycle implementations of complete business solutions for medium and
large businesses in this space. We deal with a variety of customers across South Africa, the United Kingdom and North America.

NES specialises in integrated and customisable IT solutions, partnering with global specialists in ERP, CRM, and Mobility. We offer a
single-source solution where customers benefit from one seamless working relationship that has established a strong network of
connection.

About Salesforce
Globally, Salesforce is the leading CRM platform in the market, and it is a cloud-based solution that can scale from one user to thousands
of users. It also covers all aspects of customer interaction, from Marketing to Sales and Service.

Sales Cloud is the most widely used of Sales Tools and Sales Automation software, speeding up and streamlining all phases of sales from
Lead Management to Analytics and Forecasting. Thanks to Sales Force Automation (SFA) from Salesforce, more than 100,000 clients and
two million subscribers worldwide can manage people and processes more effectively. It also allows clients to pursue more business in less
time and close more deals.

Salesforce aims to transform your customers' experience using intelligent service conversations. From the Contact Centre to Self-Service
Communities, as well as social media and beyond, Salesforce strives to make your agents smarter and your customers happier by
connecting them on one service platform.

The CRM platform works with companies across every industry and company size. As a result, customers are redefining success reporting,
and, on average, there is a 35% increase in customer satisfaction. Ultimately, Salesforce has proven to be an immensely valuable asset to
NES, and our valued customers.



