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Maximise B2B Customerg

Lifetime Value with
Predictive Sales




( We are the autoplilot of
| B2B sales

Our Predlctlve Sales Software prowdes
automated cross-sell, churn and price
recommendations for sales reps.
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This enables companies in manufacturing and wholesale
to maximize their customer lifetime value.
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Companies that
trust us:
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We create chemistry
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Customer Voices
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D Qymatix Software makes customer attrition

risks and untapped sales opportunities over

hundreds of customers and thousands of

productseasi | y acc

General Manager

DACH Market Leader in Manufacturing
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QYMATIX

<~ Insights

Distribution Inc.

Total Sales Cross-selling
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Sales @ Sales Last Year

86 066 726.86 / 40 551 443.68 € . Impact: 44 754 698.04 £

Churn Risk Price Intelligence,

Customers
R— - D Insights

High Some Risk Low

Churn Risk

. Impact: 25 246 239.92 £

IMpact: £ 4/8 /£1./4 %




QYMATIX

< ~» Insights: Which customers have unfulfilled Cross-selling sales potential?
Distribution Inc.
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