Communications and networking solutions providers serve business with high performance
networks. One of JCB Partners clients is a communications provider that serves more than
50% of companies in the Fortune 500, and helps them connect and communicate with cus-
tomers, employees and partners; manage their networks; protect their data; and optimize the
performance of their IT infrastructure and applications.
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over 4,000 people and counting over 90,000 customers. Customers are spread across the
United States, and are serviced by dozens of sales offices and service centers located in evi
part of the country.

In a business with so many customers and salespeople, it is a major challenge to ensure tha
all accounts are provided with excellent customer service by a salesperson and that quota a
commissions are allocated to the correct salespeople. Failure to maintain a complete pictur
of account ownership can lead to services lapses and ultimately customer twver.

Recognizing the importance of retaining its customers, our client launched a new sales plan
that was designed to ensure its account managers were focused on providing outstanding ct
tomer service. To support this new plan, they needed the ability to assign account executive
to accounts in an efficient manner. Like many communications service providers, our client t
all the data it needed 2 and a robust data infrastructure? but it did not have a central reposi-
tory from which to manage account assignments and to feed downstream systems such as |
customer relationship management (CRM) system, order management system, or quota anc
commissions system.

The assignment of accounts without a central repository is a daunting challenge. With multij
local offices rolling into larger regional offices, the prospect of dozens of employees manuall
entering account assignments and manually feeding the CRM and other systems was unac-
ceptable due to the potential costs in terms of money, time and accuracy. As a result, they d
cided to automate the account assignment process.

JCB Partners was engaged to help with an account assignment solution based on our
deep experience in data consolidation projects and strong partnership with IBM. Utilizing
IBM Cognos TM1, JCB provided both deep expertise in performance management and
strong technical and project management skills for the implementation and development
of the software.




