CASE STUDY

Transforming Sales
Enablement Data at a Global
Advertising and Media Firm

THE CLIENT:
A global advertising and
media firm

USERS:
The data governance and
sales enablement teams

This large multi-faceted firm provides advertising and media
services to thousands of clients around the world. Its many
subsidiaries are Salesforce CRM users, but the company lacked
a centralized, unified client database that it could efficiently
leverage to support sales, marketing, and account management
functions across the enterprise. The data governance and sales
enablement teams felt a digital transformation was needed to
consolidate information on one system, tag it appropriately,
and enrich it with additional attributes.

Pain Points
Client data was held at each of the firm’s subsidiaries, and
protocols for identifying and labeling accounts differed
from one group to another. Occasional misspellings and the
use of short forms and acronyms made it difficult to
identify which clients were being served by multiple groups.
In addition, many of the clients themselves were large
multi-faceted organizations with numerous subsidiaries
making it hard to understand corporate affiliations and the
total level of business the company was handling. The
company wanted to have a greater view of the
enterprise-wide client ecosystem by putting one universal
database in place. This would help align account
structures, improve territory assignments, prioritize sales
initiatives, and provide a deeper understanding of the
industry mix of clients under an ultimate parent
organization. Any solution needed to be easy to implement,
as well as easy to use in order to encourage adoption.
S&P Global Market Intelligence (“Market Intelligence”) was
asked to present its capabilities.

The company
wanted to have a
greater view of the
enterprise-wide
client ecosystem by
putting one
universal database
in place.
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The Solution
Market Intelligence described a three-step process that would address the company’s needs:
(1) clean the data to consistently identify and name clients, their subsidiaries, and affiliates,
(2) enrich the client profiles in Salesforce with Market Intelligence data to establish a single
source of truth for company use, and (3) enable the company to continually gather additional
client data by using the Market Intelligence App for Salesforce.

1. Clean the Data
Market Intelligence has an extensive database on public companies with coverage
for over 99% of the world’s market capitalization.1 This is complemented with a
database on over 6 million private companies. The large library of corporate profiles
provides the foundation for a robust corporate family tree capability that
automatically links the standardized and proprietary IDs for over nine million entities
to the Market Intelligence Company ID and matches all associated subsidiaries,
affiliates, and investment arms to the ultimate parent. Using this linkage would
enable the company to consistently identify and name clients and understand
ownership hierarchies.

1

All data in this Case Study is as of April, 2020.
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2. Enrich the Profiles
With this clean data, Market Intelligence information on a client’s address, industry,
and ultimate parent could then be automatically tied to a specific record in the
company’s Salesforce instance. This could be further enhanced with Market
Intelligence data on business descriptions, financials, key developments, and
people, adding valuable content while saving time from collecting this via the
Internet or other sources.

3. Continually Gather Additional Client Data with the Market
Intelligence App for Salesforce
With the database cleansed and enriched, users could access client information via
the customized App without ever leaving their Salesforce instance. New records
could be added with one click, and existing records updated by tapping into Market
Intelligence data on millions of people and companies. Users could also search for
companies and people globally based on specific parameters, and then add this
information directly to Salesforce. In addition, ongoing batch updates would reduce
administrative overhead for maintaining the data as it changes over time.
The company felt it could significantly benefit from this digital transformation and
proceeded with the initiative. Once the database was in place and operational,
Market Intelligence then introduced its Kensho Link capability to further enhance
the way corporate hierarchies were being identified. Kensho Link is an artificial
intelligence and machine learning data solution. Users input a series of fields for
each entity ― such as company name, aliases, address, phone number, URL, and
year founded ― and the solution returns a list of suggested links for each entity,
along with the model's confidence in the match. The firm has leveraged the power of
Kensho Link several times now, which is especially useful as staff members continue
to input variations on a company name or geography as new clients come on board.
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Key Benefits
The company has seen many benefits over a months-long assignment that has helped clean
thousands of records in iterative data reviews and increased usage of the Salesforce App for
data enrichment. This includes the ability to:
•

Utilize Salesforce with a plug-and-play Market Intelligence App so users don’t have to
leave a system they know well.

•

Access reliable data that can facilitate detailed business analysis across functions.

•

Create more time for sales-oriented activities by leveraging automatic updates of
detailed company information.

•

Gain business intelligence to identify opportunities, facilitate outreach, and better
understand clients — directly in the company’s instance of Salesforce.

•

Generate rich prospect lists that the sales team can prioritize based on geography,
revenues, and other criteria.

•

Identify possible referral business based on work being done with another part of
a client organization.

•

Obtain news alerts on clients that may trigger a reason to call them and discuss
additional work.

Click here to learn more about the
S&P Global Market Intelligence Salesforce App and Kensho Link
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Contact Us
Asia-Pacific
+852-2533-3565
Europe, Middle East & Africa
+44-207-176-1234
The Americas
+1 877 863 1306

Copyright © 2020 by S&P Global Market Intelligence, a division of S&P Global Inc. All rights reserved.
These materials have been prepared solely for information purposes based upon information generally available to the
public and from sources believed to be reliable. No content (including index data, ratings, credit-related analyses and
data, research, model, software or other application or output therefrom) or any part thereof (Content) may be modified,
reverse engineered, reproduced or distributed in any form by any means, or stored in a database or retrieval system,
without the prior written permission of S&P Global Market Intelligence or its affiliates (collectively, S&P Global). The
Content shall not be used for any unlawful or unauthorized purposes. S&P Global and any third-party providers,
(collectively S&P Global Parties) do not guarantee the accuracy, completeness, timeliness or availability of the Content.
S&P Global Parties are not responsible for any errors or omissions, regardless of the cause, for the results obtained
from the use of the Content. THE CONTENT IS PROVIDED ON “AS IS” BASIS. S&P GLOBAL PARTIES DISCLAIM ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY
OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, THAT
THE CONTENT’S FUNCTIONING WILL BE UNINTERRUPTED OR THAT THE CONTENT WILL OPERATE WITH ANY SOFTWARE
OR HARDWARE CONFIGURATION. In no event shall S&P Global Parties be liable to any party for any direct, indirect,
incidental, exemplary, compensatory, punitive, special or consequential damages, costs, expenses, legal fees, or losses
(including, without limitation, lost income or lost profits and opportunity costs or losses caused by negligence) in
connection with any use of the Content even if advised of the possibility of such damages.
S&P Global Market Intelligence’s opinions, quotes and credit-related and other analyses are statements of opinion as
of the date they are expressed and not statements of fact or recommendations to purchase, hold, or sell any securities
or to make any investment decisions, and do not address the suitability of any security. S&P Global Market Intelligence
may provide index data. Direct investment in an index is not possible. Exposure to an asset class represented by an
index is available through investable instruments based on that index. S&P Global Market Intelligence assumes no
obligation to update the Content following publication in any form or format. The Content should not be relied on and is
not a substitute for the skill, judgment and experience of the user, its management, employees, advisors and/or clients
when making investment and other business decisions. S&P Global keeps certain activities of its divisions separate
from each other in order to preserve the independence and objectivity of their respective activities. As a result, certain
divisions of S&P Global may have information that is not available to other S&P Global divisions. S&P Global has
established policies and procedures to maintain the confidentiality of certain non-public information received in
connection with each analytical process.
S&P Global may receive compensation for its ratings and certain analyses, normally from issuers or underwriters of
securities or from obligors. S&P Global reserves the right to disseminate its opinions and analyses. S&P Global's public
ratings and analyses are made available on its Web sites, www.standardandpoors.com (free of charge) and
www.ratingsdirect.com (subscription), and may be distributed through other means, including via S&P Global
publications and third-party redistributors. Additional information about our ratings fees is available at
www.standardandpoors.com/usratingsfees.
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