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Interactive eXperience
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Age of Manufacturing Age of Distribution Age of Information Age of Customer
Mass Manufacturing Global Connect PCs Empowered
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Ford, Boeing, GE Walmart, P&G MS, Apple, Eacebook;, loT
UPS Instagramj
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- - Uber andemic
The Hyperscalers Slack, Zoom & Chat,
Video
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System of Engagement (CRM)
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Changing
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Enablement

Intelligent
Customer 360

Communities

Productivity Service
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Marketing

=

Commerce

Industries ’/‘a : Engagement

Analytics @ Platform &
Ecosystem

Integration

© Copyright IBM Corporation 2021 ==&




2. CR M AI ﬁ Eél E O=|| 2' "'_él _9_*°'| interactive eXperience

ZEML 2E3H(YS, 23, KPI)

“YBE FZs} ot

oD ) 312 x|l
_=T doio|g| Tal/AHe SoE
TZANA A7 X/t
LHHI'XI'—/l\— ......................... > II:’I_J;H_T'_j_ll_l_/'\_ ......................... > 04?:,-'7|E|—/|\— ......................... > 7:”(llk?__l_}'\_
KPI X X X X
2S5 Rleitels =y Aot allk=r
|| || | ||
JéI}-IH—T,—jﬁHzl: ..................... oo:'%'lj|§|-}|\- ..................... ):"QF?__}F ..................... —’|=—7|'/7;|-J%-?_-}|\-
e : : _ Customer Success
S Marketing Inside Sales Field Sales (Marketing + Inside Sales +
o Field Sales +)

ZX : Salesforce Korea, Process Best practice

11 © Copyright IBM Corporation 2021 =Z=55%




2 CRM AI A E." E ol OI "'_él R*Q-l interactive eXperience

L2 ML =25 (HF, £E], KPI)

QI F|0| Of2FS St A Al2EJ0| ZRBHL|CE”

FAv13| 2|/ A2t

BANT & A9 MIHA| M ot =

Budget
= (ofl~h

) Authority

5 o
514 Q4|2

(7104 019)

&L PALS) ‘ CtE ®2 B[

12 © Copyright IBM Corporation 2021 IEM



2.CRM A|AH!I 0l0] & QM

M 284 (221 L 0l2H)
"%l 98 x| 2lg 9I5t B B, A2

- Aiit Customer 360 -

9 Sales v

Success Service

.¢

@ LR e
* -
Partners Marketing ’
a8 =
Employees Commerc¢
14
2] -*+¢++
Learning Analytics

) )

Industries ’ Integration

Platform

13

[ ]
Interactive eXperience

Sales : Contact Person
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