CHALLENGE

Wolters Kluwer CT Corporation wanted to
optimize and modernize their selling and
billing processes to empower users on a
single platform in a self service model at the
enterprise level.

The goals of the program are to reduce TCO
across the CRM tech stack and ongoing
maintenance, improve UX, lessen
architecture complexities, sell and collect
cash faster while improving data integrity
and quality.

SOLUTION

Uptima is implementing Salesforce Sales, Service and
Revenue Clouds to meet Wolters Kluwers
transformation goals:

Simplifying and automating CPQ and Billing
processes for 2 primary channels: inside
sales and customer self service on one
platform: Salesforce.

Focusing on transforming the revenue
lifecycle - taking the opportunity to
change by prescribing to industry best
practices and utilizing robust OCM.

Eliminating heavy tech debt which is overly
complicated and expensive to maintain and
manage and exposing meaningful layouts
and data to meet persona needs.
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