
Overview
The client is a division of world leader in home products manufacturing company. They design and sells 

custom stone and tile for kitchens and baths to consumers, designers, contractors, and other trade 

professionals through retail store locations in the United States, Canada, and London

360° view of customers, 
quotes, and orders using 
Salesforce for a leading 
global manufacturer of 
home products 



Mindtree [NSE: MINDTREE] is a global technology consulting and services company, helping enterprises marry scale with agility to achieve 
competitive advantage. “Born digital,” in 1999 and now a Larsen & Toubro Group Company, Mindtree applies its deep domain knowledge to 300+ 
enterprise client engagements to break down silos, make sense of digital complexity and bring new initiatives to market faster. We enable IT to 
move at the speed of business, leveraging emerging technologies and the efficiencies of Continuous Delivery to spur business innovation. 
Operating in 18 countries and over 40 offices across the world, we’re consistently regarded as one of the best places to work, embodied every day 
by our winning culture made up of over 21,000 entrepreneurial, collaborative and dedicated “Mindtree Minds.”

 The client lacked a centralized CRM solution to track/manage customers and 
their sales pipeline

 Associates and management were using Excel spreadsheets to track sales, which 
was difficult to manage, and resulted in lost opportunities

 Quoting was done via a complicated process on the SAP platform that had poor 
UI/UX.

 Accessing reports was a challenge, and real-time insights were unavailable.

 The client realized a need to provide their teams with better customer 
experience and improve/standardize their sales and forecasting processes.

 Magnet360 implemented a Salesforce Lightning based CRM platform that 
transformed the highly fragmented and manual processes to a highly digitalized 
and customer focused sell-in process

 Salesforce was integrated with SAP via MuleSoft to enable visibility into 
Customers, Products, Orders, and Quotes within Sales Cloud

 OMS+ was implemented for quoting on top of SAP to improve the quoting of 
UI/UX for Sales associates

 Enabled collaboration through Salesforce Chatter to improve communication 
between team members

 The client gained a 360° view of all customer interactions, quotes, previous & 
upcoming orders, and product interests to provide a better customer experience

 Sales associates are now able to leverage reporting and notifications to 
follow-up on quotes so opportunities don’t fall through the cracks

 Sales associates are now empowered with better data for cross-sell and up-sell 
opportunities spanning across the business

 Leadership can manage pipeline and get real-time forecast insights from 
anywhere via reports & dashboards
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