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RUSSIA

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.

This is Business Technology.

SOFIGATE IN NUMBERS

+800
PROFESSIONALS BASED 

IN THE NORDICS

15
YEARS ANNIVERSARY 

WITH BUSINESS 

TECHNOLOGY STANDARD

150 M€
WITH 20% ANNUAL 

GROWTH

BUDAPEST

COPENHAGEN

MALMÖ

STOCKHOLM

HELSINKI

TAMPERE

OULU

UNIQUE NORDIC PRESENCE 

WITH BEST IIN CLASS NEAR-SHORING COMPETENCE

OUR TECHOLOGY PARTNERS

Confidential Material

WARSAW

8 November 2024

OSLO

OUR DNA
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The Key Archetypes

Low transformation 

capabilities, too much 

technology focus

Large GSIs

Limited transformation 

capability but strong platform 

implementation capabilities

High transformation, 

weak technology 

capabilities

Management 

Consultancies

Sophisticated transformation 

capabilities but limited platform 

implementation capability

Balanced combination of 

technology platforms and 

transformation power
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We are extending the traditional DevOps from both ends

Dev OpsBusiness Technology

BUSINESS DESIGN

Empower customers take 

ownership and plan their future 

business

LOW/NO CODE 

DEVELOPMENT

Minimize the cycle from 

planning into production

VALUE REALIZATION & 

CONTINUOUS DEV

Lead & Support transformative outcomes 

with organisation wide changes

Integrated time-to-value
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We engage customer’s top management 

with business capability design
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OFFERING

Responsibility

Product
support

FINANCE

Budgeting & 
forecasting

Accounting &
taxationBilling

Financial
reporting

Travel &
expense

mgmt

Cash 
management

Purchase 
ledger

Fixed
asset
mgmt

Sales
ledger

Cost & 
profitability 
calculation

Risk
management

Contract
mgmt

(internal)

Solution
development

Licensing
Models

Information
services

IPR
mgmt Payroll

Marketing
materials

BRAND &
MARKETING

SALES

Lead
generation

Brand
management

External 
comms

Sales
mgmt. & 

development

Sales
pipeline

management

Internal
comms

Pricing

Social Media

Events &
campaigns

Contract
Lifecycle

Management

Customer
data

management

Customer
Support

Resource
management

Resource
forecasting

Solution
sales

Sales
materials

Post-
marketing

Multichannel
marketing

Customer 
relationship 
management

Targeted
marketing &

sales

DELIVERY
&

SUPPORT

Work hours
reporting

Knowledge
Management

Workload
monitoring

& mgmt.

Customer
experience

mgmt.

Sales
monitoring

& forecasting

Task
management

Customer 
understanding

Ecosystem
delivery

Partner
mgmt &

development

Partner
acquisition 

PEOPLE &
CULTURE

Onboarding

Recruiting

Competence
& culture

development

Rewarding

Employment
lifecycle
mgmt

Work
 well-being

Internal
development

& PMOEmployer
image
mgmt

Implement
development

initiatives

Management 
& supervisory

Talent
catalogue

Quotations

Customer
360

Market
Awareness

Customer
Self-service

Subcontractor
management

Territory
management

Lead
validation

Marketing & 
Sales

automation

Project
management

Upsell &
Retention

Customer 
Success 

Management

Partner 
management

Customer
Feedback

Service 
Catalogue

Entitlement
Management

Events 
platform

Website

Competitor
intellignece

Buyer
intent

Business-driven ownership

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

Transformative Processes

The design process opens the management’s eyes 

into the opportunities and possibilities
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Transformed Capability Map

OFFERING

Responsibility

Product

support

FINANCE

Budgeting & 

forecasting

Accounting &

taxationBilling

Financial

reporting

Travel &

expense

mgmt

Cash 

management

Purchase 

ledger

Fixed

asset

mgmt

Sales

ledger

Cost & 

profitability 

calculation

Risk

management

Contract

mgmt

(internal)

Solution

development

Licensing

Models

Information

services

IPR

mgmt
Payroll

SALES

Sales

mgmt. & 

development

Sales

pipeline

management

Pricing

Contract

Lifecycle

Management

Customer

data

management

Customer

Support

Resource

management

Resource

forecasting

Solution

sales

Sales

materials

Customer 

relationship 

management

Targeted

marketing &

sales

DELIVERY

&

SUPPORT

Work hours

reporting
Knowledge

Management

Workload

monitoring

& mgmt.

Customer

experience

mgmt.

Sales

monitoring

& forecasting

Task

management

Ecosystem

delivery

Partner

mgmt &

development

Partner

acquisition 

PEOPLE &

CULTURE

Onboarding

Recruiting

Competence

& culture

development

Rewarding

Employment

lifecycle

mgmt

Work

 well-being

Internal

development

& PMOEmployer

image

mgmt

Implementation

of development

initiatives

Management 

& supervisory
Talent

catalogue

Quotations

Customer

360

Customer

Self-service
Subcontractor

management

Territory

management

Project

management

Upsell &

Retention

Customer 

Success 

Management

Partner 

management

Customer

Feedback

Service 

Catalogue

Entitlement

Management

Finance

People & Culture

Buyer

intent

Delivery &

Support

Marketing

materials

BRAND &

MARKETING

Lead

generation

Brand

management
External 

comms

Internal

comms

Social Media

Events &

campaigns
Post-

marketing

Multichannel

marketing

Customer 

understanding

Market

Awareness

Lead

validation

Marketing & 

Sales

automation

Events 

platform

Website

Competitor

intellignece

Service Cloud

Sales cloud

Salesforce Surveys

Add-on: Einstein High Velocity

Capability is not supported / another solution is recommended
Sustainability Cloud

CRM Analytics

Marketing Cloud Account Engagement

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
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Target Market & Customers

Public 

Sector & 

Non-Profit

SWEET-SPOT CUSTOMERS

• State owned organisations with high CRM need

• Selected Inhouse companies

• Ambitious cities building nextgen citizen services

• Selected healthcare districts

• Non-Profit entities with large donation base

UNIQUE VALUE/ 

REFERENCE
TARGET

Midsized 

companies with 

high growth

Enterprise 

customers

Energy & 

Utilities

• Companies seeing crm as a key for unlocking 

business growth

• Sofigate fullservice customers

• Selected Sofigate enterprise customers

• Combient network

• Energy full service & retail companies

• Waste management & utilities companies

• High growth green transition companies

A 

B 

C 

D 

evac

ork

处Orola
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Our product strategy

• Driving the convergence of 

marketing, sales, customer service, 

digital experience, and data 

activation

• Solution concepts around omni-

channel customer service, 

customer interaction orchestration 

(marketing automation), digital 

experience, and the public sector

• Packaged integration solutions

8

• Current focus

• Marketing Cloud, Sales Cloud 

& CPQ, Service Cloud, and 

Experience Cloud

• Nonprofit Cloud

• Data Cloud

• MuleSoft (for RPA, monitored 

integration and process 

orchestration, and API design 

and management) 

Potential future directions

• Salesforce Data & Analytics

• Industry applications (e.g., Energy 

& Utilities Cloud, Manufacturing 

Cloud, Healthcare Cloud)

• Salesforce Platform competences

• Productized CX advisory services 

(as an early entry point into 

customers and transformation 

programs) together with ecosystem 

partners

Current focus areas and development strategy from the Salesforce products standpoint
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Brilliant basics – Sofigate concepts

Elevate Customer 
Experience And 
Drive Growth Using 
Value Selling Model
– powered by Salesforce & 
Einstein

Metso Hackaton 12.6.2024
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Monetize the moments that matter to the customer
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Metso

Customer

Assets

€

€

€ €

€

Asset lifecycle

€ € € € € € €

I need something more
• equipment

• spare parts

• services

Someting fails / there is 
a problem

Warranty expiring

Upgrade available

Targeted marketing 
or campaign

Suggestions; predictive 
maintenance

Events, webinars, 
seminars

€

€

Dealer

Predictive inventory mgmt 
(service campaigns) €

CONFIDENTIAL

Account 
Management

Stakeholder

relations
Reference-

ability 

Emerging
needs

Upsell & 
Cross-sell

Customer
Support

Customer 
360

Value Selling must be connected to Metso’s big picture
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Finance

Cash and 
Cost 

Manage-
ment

Forecasting 

and 
Controlling

Accounting 
and Taxation

Invoicing & 
Accounts 
receivable

Compen-

sation
Management

Travelling 
and 

Expenses

Collabora-

tion
Workspace

Coaching 
and Leading

Bonus and 
Delivery 

Approvals

Feedback

Logistics

Inventory
Availability & 

forecast

My work 
pipeline and 

records

People &
Culture

Employment
& Leadership

Practice 
Development 

& Identity

Talent 
Catalogue

Talent 
Acquisition

Innovating 

Concepts

My public 
work profile

My Journey 

Competence
Sharing & 
Learning

Mutual
Account
Steering

Solution 
Knowledge 

Base

Investor 
Comms

Crisis 
Comms

Brand and 
Story

Online 
Presence

Marketing &
Awareness

Developing 

Marketing 
Content

Content 
Distribution

Continual
dialog

Events

Networks &

Clubs

Concept
development

Meetings

Deal

Proposal

Influence
decisions

Implementati
on

plan

Inventory
Booking

Lead

Require-
ments

Compelling
reason &

pressure

Opportunity

Solution

Fit for

purpose

Trust

Business
value

References

Pre-existing
concepts

Demo / PoC

Trusted
relationship

Price &

Terms

Negotiation

Alternatives

Expertise

Interest Needs

Doubts

Delivery

New

Distributor
Acquisition

Customer
Support

Trainings

& academy

Distributor
mgmt

Contract

Logistics

Dealers

Feedback

Dealer
Portal

Marketing

VALUE SELLING
OPs

Upsell & Cross-sell

Warehouse

Business Capability

Business Capability Area

Finance

People & culture

Sales is part of bigger journey starting from 
marketing and ending in financial reporting

Supply chain
management

Facilities 

mgmt

Manufacturing
ops

Quality
mgmt

Dealer mgmt

CONFIDENTIAL CONFIDENTIAL

CONFIDENTIAL

Successful 

Dealers = 

Successful 

Metso = 

Successful 

Customer

16 June 2024 22
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Brilliant Basics – are you ready 

to transform?

16 June 2024 24

Business Driven 
Design
Focus on rapid time-to-value 

by combining business 
needs and 

technology capabilities

Value Selling model 
powered by Salesforce
Design and train the value 

selling model to drive growth 
and better customer experience

Center of Excellence
Center of excellence to 

run development with lower 

cost and higher time to value

Transfomational
power
Make sure that you 

have right partners 
to support you on 

the transformation journey

Value selling method
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Sofigate has aggressive growth targets

500+
Revenue MEUR

1000+ 
Projects

40%
YoY Growth

2028

375+
Salesforce Certifications

100+ 
Salesforce Experts

Most
Transformative Partner

2024

Center of 

Excellence 

in Poland



Own your Future.
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