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Today, Business is IT, and there is no IT without Business.

A common language, way of working and governance is

necessity to ensure a seamless and close collaboration. OULU
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TRANSFORM BUSINESS CAPABILITIES

Isncreation and dets leadership

7z

BUILD -
salesforce DIGITAL zﬁl’i ¢ _MooERE
FRONTLINE *!! ®e  BACKBO

Confidential Materia8 November 2024




The Key Archetypes

Management Large GSls

Consultancies
Limited transformation

Sophisticated transformation capability but strong platform
capabilities but limited platform implementation capabilities
Implementation capability

High transformation, Low transformation
weak technology capabilities, too much
capabilities technology focus

Sofigate

Sofigate

Balanced combination of
technology platforms and
transformation power
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We are extending the traditional DevOps from both ends
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! Business

BUSINESS DESIGN

Empower customers take
ownership and plan their future
business
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Minimize the cycle from
planning into production

Integrated time-to-value .
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VALUE REALIZATION &
CONTINUOUS DEV

Lead & Support transformative outcomes
with organisation wide changes
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We engage customer’s top management
with business capability design

Business-driven ownership

. . . BRAND &
Customer’s business management is creating
the design for their future — not consultants

Change Management

The change process ignites already in the design
phase with key stakeholders' commitment
DELI;/ERY

SUPPORT

Transformative Processes

The design process opens the management’s eyes
into the opportunities and possibilities
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Transformed Capability Map

Brand
anagemen

Maximum Potential
Exploring new areas of improvement that
may not be obvious at first

Business Goal Prioritization
Leading transformation based on
business results

Business Technology Roadmap
Making full use of Salesforce to drive
business outcomes

Sofigate
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. Marketing Cloud Account Engagement . Salesforce Surveys

. Sales cloud

. Service Cloud

. CRM Analytics

. Add-on: Einstein High Velocity
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Target Market & Customers

Public

A Sector &

Non-Profit

Midsized
B companies with
high growth

c Enterprise
customers

D Energy &
Utilities
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PSS - Public Sector Solufions

State owned organisations with high CRM need @ PLAN

INTERNATIONAL

Selected Inhouse companies Aava* *

Ambitious cities building nextgen citizen services

Selected healthcare districts | l Eppsala A'
. iy , . ommun
Non-Profit entities with large donation base Astto

Companies seeing crm as a key for unlocking
business growth
Sofigate fullservice customers
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Selected Sofigate enterprise customers
Combient network

Energy full service & retail companies
Waste management & utilities companies
High growth green transition companies
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Our product strategy

Current focus areas and development strategy from the Salesforce products standpoint

Q. @

« Current focus Potential future directions * Driving the convergence of

- Marketing Cloud, Sales Cloud - Salesforce Data & Analytics marketing, sales, customer service,
& CPQ, Service Cloud, and « Industry applications (e.g., Energy dlg!tal SUElEEE, and data
Experience Cloud & Utilities Cloud, Manufacturing activation

0 NOI’lpl’Oﬁt Cloud Cloud, Healthcare C|0Ud) e Solution Concepts around omni-

« Data Cloud « Salesforce Platform competences channel customer service,

« MuleSoft (for RPA, monitored  Productized CX advisory services customgr interaction orchgs_tration
integration and process (as an early entry point into (marketing automation), digital
orchestration, and API design customers and transformation experience, and the public sector
and management) programs) together with ecosystem

partners » Packaged integration solutions



Brilliant basics - Sofigate concepts

Metso Hackaton 12.6.2024

Elevate Customer
Experience And .
Drive Growth Using

Value Selling Model

— powered by Salesforce &
Einstein

Sofigate

Transforming ESG operations

Our approach brings more efficient way of working and to enable more time for strategic ESG development from operative reporting work.

Typical current state with ESG reporting
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Improved ESG reporting and management with modern platform

ESG Manager focusing on
sirategic ESG development and
improving overall sustainability

ESG PLATFORM

ESG Matrics
N
e

Intarnal oparations
Suppliers

and their supplies
Partners
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ESG Service Manager ensuring the flow of

data on the ESG Platform, technical changes
and updates and changes in the ecosystem

Dozens of reporting

parties with multiple

integrated systems,
hundreds of data points

ESG reporting done
for the needed
stakeholders
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Welcome!

e T i s e e Successful
Dealers =
Successful
Metso =
Successful

Customer

Brilliant Basics — are you ready
to transform?

Center of Excellence Transfomational
Center of excellence to power
run development with lower Make sure that you
costand higher time (0 value e it s

o support you

e tansiormaon jourey

Business Driven Value Selling model
Design powered by Salesforce
id tme-to-value Design and train the value
by combiing business seling model 0 drve growh
beter customer experience
lechnology capabilies

Sofigate

Value selling method



Sofigate has aggressive growth targets

2024 375t 100+ Most
Salesforce Certifications Salesforce Experts  Transformative Partner
o
®
Center of BUSINESS
o ° Sofigate R TECHNOLOGY
. Academy 1 Pl STANDARD
o
®
2028 500+ 1000+ 40%
Revenue MEUR Projects YoY Growth
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Own your Future.

Sofigate
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