https://inmoment.com/b2b/ accessed 12/1/2020

Il InMoment Crozn ) & Menu =

Acquire and Retain Key

Accounts

Intelligently Allocate Resources,
Maximize Profitability

Selling to an individual consumer or customer segment is one

thing. Selling your products and services to massive, glabal
companies with multiple lines of business, various
stakeholders with competing priorities, and disparate revenue
streams is a whole other story. That's why we've decided to
simplify sales, retention, expansion, and cost savings for B2B

firms. Because you don't have time for anything else.

Improving B2B Experiences with
InMoment

The right data. The right technology. The right people and expertise. This isn't a B2C solution
hastily adapted for B2B. It's a purpose-built, outcome-oriented, leading indicator machine
focused on acquiring new customers, retaining them longer, increasing their value, and
making them less expensive to serve. Which moments matter most? Find out using

InMoment technology and services.

When it Comes to Data, It's Better Together v
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IH""ol Anticipate Client Retention and Expansion with OSCAR +

Traditional account health metrics that seek to consolidate multiple variables are not only static, but they treat every account the same, assuming that all companies make
decisions based on the same set of criteria. OSCAR is huilt on the simple tenant that one score can anticipate retention. One score—that removes the subjective and often
biased human inputs— you can use as an indicator to determine revenue at risk. OSCAR enables you to identify and target opportunities for growth, and anticipate churn—so
vou know what actions to take and when.



’Q@ Listening and Acting On the Crucial Interactions v

({¢

The only way to consistently grow in B2B is to be better than very good.

Seth Godin

The B2B Ecosystem

B2B organizations create products and services geared toward helping large, global businesses meet

their needs. Within the B2B industry, InMoment offers extensive experience and expertise in:
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Related Resources

BEST PRACTICES BEST PRACTICES

Three Ways B2B Brands Can
Promote Experience
Programs Internally

4 Ways to Measure (and
Prove) B2B CX Program
Results

THOUGHT LEADERSHIP

How to Achieve Meaningful
CX Measurement for CX-
Based Compensation
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See XI in Action

—> Book a Demo

OWN THE

Moments
That Matter

Enterprise Architecture
Text Analytics

Experience Clouds
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Support
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Careers
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Customer Stories
Forrester Wave Report
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