
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 
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INDUSTRY VERTICAL:
Small Business

Simplifying Sales Reporting and Deal Management for Rohan 
Enterprises

Original Challenge

Outcome #1

Outcome #2

Rohan Enterprises is an industrial trading house. The company is involved in the sales & 
distribution of engineering products- industrial consumables and also capital items to 
manufacturing companies in and around Pune district.

The customer needed a streamlined solution to receive daily sales reports for each 
salesperson, track visitor interactions and customer details across Leads and 
Opportunities, and maintain consistent follow-ups. They also required improved 
collaboration with regional heads to close deals, up-to-date records of quotes, visibility 
into achievement versus quota, and real-time deal tracking for management reporting.

Worked with Rohan Enterprises to build a customized sales process on Salesforce. 
Configured a check-in/check-out feature, enabling the sales team to effectively track field 
activities. Meeting updates were simplified to make it easier to monitor deal progress. 
Additionally, we ensured the application was user-friendly to drive adoption and 
consistent usage across the team.

Rohan Enterprises quickly adapted to the new technology, fostering healthy competition 
within the sales team to drive better performance. Reporting of daily sales activities 
became significantly simpler, allowing the team to easily track deals and monitor key 
performance metrics.

ENGAGEMENT LENGTH:
6 Months

CUSTOMER SIZE:
2 - 10


