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« Salesforce Attractiveness » for Capgemini
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= Brand & visibility
= Market share & Growth

= > 5 B$ Investment/spent in
Marketing & Sales

= > 90% Penetration of F500 / E200
= Large / Transformational Deals

= Connect to your customers in a whole new way
Run your business through your phone
Create 1 to 1 customer journeys

Get smarter & more predictive about
your customers

~

Innovation
Platform
Solution

= [ndustry at the core: FS, CPG,
Retail, Manufacturing & Auto, ...

Priorities

= [nternational Expansion, o/w Europe

= Partner Ecosystem: SIs/ISVs
contributing > 55% in 2020
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Salesforce Capgemini Architecture
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Capgemini Initiative to Leverage Salesforce
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« Fast start » Joint

Develop

New Geo / Business Portfolio of
Domain through Drive in Solutions &
Focused Selected olutions

Accelerators

Acquisitions Geos

2017 Quarterly Status T FY7 | (Fpe Fr e 0 . . .
ltelios - Capgemini Dynamic positioning g“f:“::‘l‘_"* Sl S /‘ B & % % = Field Services Lightning
| _ W Mo LN |© e .
Commerce Cloud MBF*E(W\E Cloud Eommumly Cloud Service Cloud  Sales Cloud flr / 3 »“; ; " . O p e n B an kl n g
W cios b u [ @ e L (& = Seamless Customer Engagement
i « i " e k A e ' C:}
Mark . L ! : e, .
o oo ’ _— AANAY 9 = Consumer Insights & Engagement
° Ty o -, f k. N -.:';o‘}cr_""" —_—
HliFran:e 8 LS s N B2 - | nn t r
@_ N R ; Odigo Connecto
accounts all TR sp | FR BNC | DE |{" Nord
g la & [[& (8 [z g = Demandware & Commerce Cloud
18 S )9 )2 JS p = Krux & DMP — Marketing Hub

v e

oInio.

LIVING THE FUTURE
since 1967

Q Capgem Salesforce Partner case: Growth Booster in Digital | Capital Market Day | September 12, 2017

Copyright © Capgemini 2017. All Rights Reserved.

CONSULIING. ITECHNOLOGY. OUITSOURCING


https://www.google.fr/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjErZ-E247WAhVJa1AKHWO9CM0QjRwIBw&url=https://www.linkedin.com/company/oinio&psig=AFQjCNFrr1fYsrdJwk8oapxxtwrlnhhVGw&ust=1504723777404454
https://www.google.fr/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjErZ-E247WAhVJa1AKHWO9CM0QjRwIBw&url=https://www.linkedin.com/company/oinio&psig=AFQjCNFrr1fYsrdJwk8oapxxtwrlnhhVGw&ust=1504723777404454

Examples of Significant Deals / Conversations
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Accelerate global deployment of
Customer Care Solutions at a consumer
goods brand

Industrialize BtC support at a large luxury
goods brand

Add Al based loyalty management at
large airline

From Car Management to Drivers
Management at a « Rent a Car » brand

= From Travel Mgmt. to Travelers Mgmit.
at a National Railways Company

= From HW manufacturer to SW-Sce at
an Historic Telco Equipment

Transform
business model

Reinvent customer

engagement

Deploy
Internationally

Replicate BtC successes in the BtB Connect E2E the entire Group
businesses at Consumer Goods Ecosystem (Internal / External) to
Brand each customers to at a large Auto
Reinvent the Engagement Model for a manufacturer

Group of Midsize-banks Build a Mobile Bank at Global Telco
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Salesforce Leverage is a
Growth Booster for
Capgemini in
Digital Growth
> 50%
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About Capgemini
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N > With more than 190,000 people, Capgemini is present in over 40 countries and
- N ‘Q;Ej ;f/?/J e celebrates its 501" Anniversary year in 2017. A global leader in consulting, technology
1 f_ml A {Jﬁj_ and outsourcing services, the Group reported 2016 global revenues of EUR 12.5
‘2 : = 2R et 3 j{“ billion. Together with its clients, Capgemini creates and delivers business, technology
1. ﬁﬁ/ c,}f&ﬁ; - and digital solutions that fit their needs, enabling them to achieve innovation and
L. fﬂﬂ Qe e 2 competitiveness. A deeply multicultural organization, Capgemini has developed its
N \_/ LS e . ; : :
k‘/ﬂ\ N ‘7 Y @ . own way of working, the Collaborative Business Experience™, and draws
<\. > V¢ W on Rightshore®, its worldwide delivery model.
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This message contains information that may be privileged or confidential and is the property of the Capgemini Group.
Copyright © 2017 Capgemini. All rights reserved.
Rightshore® is a trademark belonging to Capgemini.

This message is intended only for the person to whom itis addressed. If you are not the intended recipient, you are not authorized to read, print, retain, copy, disseminate, distribute, or use this message
or any part thereof. If you receive this message in error, please notify the sender immediately and delete all copies of this message.
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