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Enabling sustainable mobility

Empower your
employees

Transform your
products

Build new services and
products that meet
customers future
demands

No matter in which
organization, dealership or
customer relationship they

are
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Customer Journey Touchpoints

Omnichannel Environment
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The Digitally Transtormed Customer Journey

Awareness

Advocate

Bl Microsoft

Personalization
drives relevancy
and customer life
time value

Retargeting

and content
personalization to
drive conversion

Insights inform
next best action and
create value

Interest

Convert
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Leverage Digital Touchpoints

Awareness Attracting

through digital
and social




Leverage Digital Touchpoints

Awareness Campaigning and

prospect
activation by




Leverage Digital Touchpoints

500+ Million
Members
worldwide

Awareness




Leverage Digital Touchpoints

Awareness




Leverage Digital Touchpoints

Awareness Interest

Advocate Convert
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Leverage Digital Touchpoints

Awareness Interest

Advocate Convert
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Leverage Digital Touchpoints

== Dynamics 365 ~ | Sales Hub ‘ Sales > Dashboards L g e+ ‘ &7 ‘

= 13 Set As Default () Refresh All

@ Sales Activity Social Dashboard

Sales Pipeline ™ Leads by Source v

« @ « @ i Opportunity at risk
' No Recent Activity with “200 Bikes”

sl
T

There has been no activity with this opportunity in the last 30 days. This

()

- $2,911,187.00 may...

(&

Open opportunity  Send email

o)

Meeting request via email
7 .
$4.241,442.00 2 Alex Wu asked to set up a meeting

@

“Can we meet tomorrow for coffee and go over the updated proposal?”

~ $730,000.00

Create meeting Open email

~ $3,705,361.00 /ou may want to v on these records that have
no activity.

Helen Thomas




Leverage Digital Touchpoints

J)ynamics 365 Sales Hub Sales » Contacts > Lidman Anna g & 9 + Jason Hui  H,

A Asign @ Emalalick @ Delete O Refresh @ Process v A Follow  o° Fows v @ Word Templates

Jason Hui

for Lidman Anna

Anna

Purchasing Manager

jason@example.com

5550100

Aay "
’ ers is the time to be wil

249 Alexander Pl ending vacation. Lets talk about work in a

about Family vy

RECENT CASES

v




The Digitally Transtormed Customer Journey

Advocate







Disconnected data silos

create poor customer experience and employee frustration

Social Insights



Connecting data graphs and insights

+ + Social Insights +

Relationships
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Microsoft Dynamics 365

Cortana Intelligence

Project Service
Automation

g

Customer Insights

Sales Im Power Bl

Finance and
Operations
Azure loT
Customer
Service
PowerApps Talent
. Marketing*
Azure Logic Apps \/ AppSource
) Retail

Common Data Service Field

Service

*Brought to you by Adobe Marketing Cloud




Thank You!



http://www.linkedin.com/in/michaelglaab

