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Solutions brochure

0 Data cleanse & enrichment
Extract maximum value from your data

World Class
Out-of-the-Box
Marketing Solutions
& Ventures

With tangible results!
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o Tech streamline
Maximize the value of your MarTech stack

tangible
consulting

Isue: D e of the most f < Issue:
functions. Ins inthe post, such 3 pot. Or this
or Mialent. Or software il solve.
because customer dota s siloed in different systems, leaving you with multiple versions of the. stackof . or “shelfwore’ of the cloud
truth, allisintegrating 2 iption Today,
data and systems after a merger. Not least, human error is common but diffcult to clear up. o
without data cleansing technology. system etc. No
for2 The iy likely thot F e
silent killer of your " Once again
twill come from o CIO or CTO who is exasperated with those folks in marketing! Or else o e e
CFO who sees high IT marketing spend with disappointing RO
but

technology can identify problems that may not be apparent to an insider. Our team includes

campoign activity

cleansing, gap analysis,update
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fiom an exasperated Head of Procurement of the CFO,

earliest opportunity to streamline your MarTech stack.

and streamiining,
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o Shape-up
The right talent in the right places

o
acquisitions, divestment, downsizing, withdrawal from certain terrories etc. Following one
of these maje o forthe future. You

want to etainyour best talent and motivte people, but many of them may need to adapt

for? P h
o challenge andis looking to re-organize the marketing function,

This 3
with care, with best interests of both the organization and the talent at heart. Tangible:
hos helped companies to restructure global and regional marketing, for example after
athree way merger spanning four continents,

management and (where applicable) recrutment.

NS BVENTURES

‘What keeps sales & marketing
professionals awake at night?

Soles and marketing operations
face an exceedingly wide variety

of chollenges, and the solutions will
differ between any two organizations,
But at Tangible Consulting we've identified the
main pressure points for leadership teo

Flexible sales & marketing
services “on tap”

Increasing permanent headcount
to deal with short-term or very

specific issuesis rarely the best answer
tothese challenges, especially in
times of financial instability and
economic uncertainty.

them. These are based on many successful
projects, most of them with

Tangible C s
challenges outlined here by assembling a mini

active companies,large and small

Of course, depending on the scenario (such as
mergers & acquisition,divestment, growing
pains, new business strategy etc.) there islikely
tobe an element of mix and match, but the.
packages cover most of the top concerns

Our goalis not to supplant or eplace your
existing teams but tofill any temporary
skills gaps or capabilities, working inan
open partnership.

taskforce
specialists. We identify the root causes of the
problems you face, tackle them, advise on any
talent acquisition actions that make sense,
‘and pass on the knowledge that your existing
orfuture colleagues need to move forward,

To meet your needs for hordto source talen,
we workwith a global specialist recruitment
agency, Diversify.

And we remain permanently on call should
you need our advice in future, or o provide:
results-oriented services “on top”. As much
resource as you need, whenyou need i, no
more and noless.

Before we engage on any project based on
our core packages we offer one day’s
consultancy, free of charge, to dentify the
best way to meet your needs as quickly and
cost-effectively os possible.

5o please feel free to get intouch
without obligation!

e Pipeline accelerator
Hot leads must never go cold

The cause is more difficult o dentify. Hot leads lft 10 go cold? s there a blockage?
off

andsales?
sales development representatives?

u per

Whois thi This request

P 00,or

Head of Sales or

the

We can then

‘on demand”

" D

Content development for top of funnel

Our Solutions
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Use Case

Locate, review, and analyze contracts at
scale toincrease sales revenue

al pr

e insight

rtunities

tangible
consulting
Leading Enterprise
Software Vendor
Founded in 1985 the client is a leading provider of Networked Procure-to- Project Highlights
Pay solutions with the largest open e-invoicing network in over 180 countries,
Its cloud-based technology enables enterprises to fully manage their spend, 6 2 O O o Which eniobled focus on:
mitigate financial risk, and reduce operating costs through automation of ’ ’I 8 O O O‘
finance, procurement, accounts payable and accounts receivable processes. R ’
8 cate ies, including 7 languages de d
2 100% spend and 10 templates
visiilty,which enbles better business decisions.
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The challenge
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Intemnationolly active companies invest a vast
amount of effort in creating and managing customer
contracts. Soles, finance and legal teams all have
their say. Some contracts are stored as hard copies in
filing cabinets, others in various electronic formats.
They are in different languages and structures
conforming with local legal requirements. They are
full of useful data - if only you could get at it!

Thewhole process of renewing contracts and creating new.
‘ones could be made a whole lot simpler, f only you could extract

metadata - data about the data n the contracts

Many firms have their contracts stored in a document

Why choose the Tangible solution?

Tangible extracts the metadata to deliver
quality output

Tangible solves the challenge with th
the metadata extraction process from your contracts
and other documents,

Yo review, or
contracts at scale through the use of the extracted metadata
This data, uploaded and managed by your DM or simply stored

the contract renewal process with the ultimate goal of increasing
sales revenue. Another outcome s billing verification as we have
found cases sence or

management d
managed through locally running software of i software os

inaccurate capture of metadoto.

of the stored contracts (or other documents) with the right

metadoto.

- What you are offering/not offering

+ What you are eaming

+ Where you have revenue leakage

- Types of contract & agreements

- Where you have special terms and conditions in place

- Classification of your contracts & agreements

¥

Agreat source of insight

Thisservice will moke your contracts a great source of sales
‘and marketing insight, enabling you to take action to ensure
customers renew, o to upsell and cross sell. You will also save @
lotof time and mind-numbing effort, especiolly when confronted
with due diligence exercises, for example during mergers,
‘acquisitions and portnerships assessments.

Tangible Consulting Ltd
13 E S

+35387 0610795
julian@itstangible.com

Tangible Group

Note tha this s @ customized service to suit your organization
and will thus accomplish more than off-the shelf contract
lifecycle management (CLM) packages. Our service can be
customized to align with your specific business needs

The Tangible approach

First, we agree with you on the pricrity order for executing the
project. Typically, the initiol focus will be on high-value contract:

andjor suategically important custormers,

The project then has three phases:

Phase 1 %@
Phase 2 D{}
Phase 3 @

The goal is o automare the processing of data and documents

Classification
and clustering of
documents

Metadata extraction

from the documents

Updating the metadatain
the contracts database

s far as possible, supported by a remote team of data agents
focilitating manual extraction and quoli
mokes it possible to adjust where the automated process is 100
complex, fails or snit accurate enough.

review. This support

tangible
consulting
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PHASE 1: Classification and clustering

We extract the source data, typically a combination of data extraction from
aDMS and optical character recognition (OCR) processing of all documents
to create text-based content for the classification process
This

with automation scripts for ful

alignment with your document structure and content, The

specific age, type of agreemen, customer and conta
creation date/age of agreement.

Clustering f 1
porto ons that nee Afull

to define, organize and

docum

plan the metadata extraction process

PHASE 3: Updating the metadata in the contracts database

e

PHASE 2: Metadata extraction process

Metadata extraction will typically be a mix of automated and manuol
extraction methods based on quantities and priorities.

Manual extraction

Automated extraction
accord dstin

3tolanguage

pe of documents,with

gorous and angoing quality
urance checks toking place

in paraliel,

incorrect data extraction results, whereafter repository along with dato from

Manual quality assurance measures are:
then set up to identify errors during the
automated extraction process.

When the results hove been merged and QA activities completed, the metadata is then uploaded to the master contracts database for analysis and

tobe leveraged by sales and finance teams
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