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An American video delivery technology and
services company outsourced its renewal
opportunities management task to Concentrix Industry
BPO services, which used its in-house system
‘Encover’ to process only about 40% of the
renewal quotes. The client’s sales team
managed the remaining ones internally.
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Forsys collaborated with Conga to harness

the power of Assets-Based Ordering (ABO) &

X-Author, which were integrated with Oracle

EBS and Salesforce Services for entitlements. Employees
As a result, the client unified the new and
renewal quotes on one single platform,
automated & streamlined the renewal

process E2E, and ended the dependency on
Concentrix BPO services for the management
of renewals, leading to 25% improvement in California, US
win rates and a 25% jump in deal size.
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(2 Business Challenge

The client faced issues related to data quality, management of large renewal quotes (~250K lines)
and missed renewal opportunities. Since it spent a lot of time on quote Management, it wanted to
automate the quote renewal process to improve process efficiency.
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Impact

Since the go-live, the client:
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3} Improved win rates by 25%.
Grew deal size by 25%.
Enhanced revenue/margin on services.

Implemented the auto-renewal system

with funnel visibility.

® ®

P O

forsysinc.com

Streamlined services renewal quoting.

Improved revenue opportunities.
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&, Transformation Journey

Forsys assessed the client’s business processes
and requirements to understand the product
offering process, which included 37k+ products
that needed service-level agreements (SLAS)
based on return merchandise authorization
(RMA).

We designed a solution that allowed
integration with the customer’s installed base
and service contracts with Conga Assets and
Salesforce Services (for Entitlement). Next, we
deployed Conga ABO.

The key highlights of the approach to the
solution are:

Triggered renewal opportunity creation in
Salesforce immediately after service-level
agreements (SLAs) are created in the system.

Developed custom functionality in X-Author to
process large renewal quotes (greater than 100k
asset lines)

Migrated over two million installed-base lines to
Conga Assets.

Integrated Conga Assets with Oracle EBS (i.e.
installed base & service contacts) and Salesforce
Services for entitlements.

év About the Client

The client is an American video delivery
technology and services business that
enables media companies and service
providers to deliver ultra-high-quality
broadcast and OTT video services to
consumers globally.

% Solution
Components

Conga ABO, Conga X-Author, Oracle EBS,
SFDC, Jira
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