
Autodesk, Inc. is an American multinational software corporation that makes software products and services for the architecture,
engineering, construction, manufacturing, media, education, and entertainment industries.

Origioalhallenge: Autodesk was growing rapidly and has aquired 3 different subsidiaries. 2 of them already had salesforce for their 
CRM and one was using a different tool. They wanted to merge all those 3 instances into 1 for both Sales and Service division and 
then integrate with the Main Autodesk Salesforce org.

Outcome #1: Improved Data Visibility + Fast Deal Closing
Autodesk is now able to share the customers and their relevant opportunities between their salesforce instances to avoid 

people working in Siloes. It also reduced the deal closing time due to increased visibility and coordination between teams.

Outcome #2: Improved Customer Support and reduced SLA
Different support processed from those 3 orgs were merged into 1 single org thereby creating a unified Autodesk 

CUstomer service experience for users. And also overall after utilizing the amazing features of Service cloud, overall SLA has been 
improvized along with CSAT.

Outcome #3: Seamless Integrations and improvized CRM
Autodesk has been able to utilize all of their integrations with this new org merge as well thereby ensuring that all the 

business process were standardized ensuring the future scalability and upcoming aquisitions.

Customer Success Story 

Salesforce Products:
Sales Cloud
Service Cloud
Tableau

SALESFORCE PRODUCTS:
NPSP

INTEGRATIONS:
--

INDUSTRY VERTICAL:
Non-profit

Empowering Impact: Automating Volunteer & Program Management 
with Salesforce

Original Challenge

Outcome #1

Outcome #2

Created since 2012 a project that aims to create wells in regions without  access to 
drinking water. TOGETHER, they will continue to create wells to as many Guineans as 
possible to significantly improve their living conditions.

Relied heavily on Excel spreadsheets for all their daily operations, leading to significant 
time consumption and inefficiencies due to manual processes. They lacked an automated 
solution to streamline their tasks, which hindered productivity and scalability.

We led a complete digital transformation for the client by migrating their business 
processes from manual Excel-based workflows to Salesforce. This significantly improved 
efficiency and enabled automation across their operations. We also implemented the 
"Volunteer for Salesforce" solution, setting up Donation and Volunteer Campaigns to 
support their mission-driven activities.

We configured Program Management in Salesforce to help the client track music 
concerts, including locations, artists, participants, and related expenses. Additionally, we 
provided end-to-end Salesforce training for their team, ensuring a smooth transition and 
empowering them to manage their new CRM platform effectively.

ENGAGEMENT LENGTH:
1 Months

CUSTOMER SIZE:
2 - 10 


