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ONESOURCE VIRTUALS

RevTech Revolution Transformation
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Who We Are

CORPORATE HEADQUARTERS
DALLAS, TEXAS

'



We Are Workday Experts

OneSource Virtual is a Workday
services and software partner
that helps Workday customers
with absolutely anything from
deployment to maintenance to
payroll and more.

Customers
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The Problem

« Every account gets everything
* Quality of CRM contact data
+ Contact message fatigue

+ Unknown account stage
progression

osense bredithrough

« All about marketing generated

revenue

* Disjointed co-prospecting &

campaign efforts

« MQLs not viewed as relevant

* Who should we target in our

small TAM that’s not already
getting the general marketing
messages?

+ Are we too small to successfully

run ABM?

+ Sales did not understand how

to define targets or what to do
with them




Identifying a Solution
01 02 03 04 05
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Marketing's
Decision to
Buy 6sense

This was Mitch
and me...
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The Solution

“In-Market” is the New Inbound
Marketing & Sales agree on WHO does WHAT and WHEN
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Undera ck Signs of Life 3 Engaging

8y O S
» i~ 4 o P R

dsense Breaidihrough 2027



Sales Initial Reaction to the

6sense Purchase

-

"

\_

6sense looks really cool, but Cay - you
know there’s more than just data to get
opportunities created.”

- OSV SALES LEADERS

~
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.



Sales Initial Reaction to
the 6sense Purchase

~

“It's not the account executives’
fault Cay, or mine - there are
too many tools we are expected
to use.”

- OSV SALES LEADERS

N /

dsense Breaidihrough 2027



Small Wins in the First 6 Months Led to Increased Engagement

10 02 $900K 3X

Revenue from 6sense
opportunities were 3x higher
than other marketing generated
opportunities

Marketing generated Contacts had gone dark; Total booking value of pipeline
opportunities not shared with WD and got back added
in the 2021 target list on track
of accounts
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Tactics

* MGO status + Account strategy * MGO status * MGO status - Discuss data
+ Dashboards * New targets * Issues/concerns * Issues/concerns * Hot accounts
* Use cases * Nurture existing + Successes + Successes - Sales enablement
appontiinities + Course + Course + Team behaviors
correction/ tactics correction/ tactics (good/bad)
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OSV's RevTech Revolution

AT

EVOLUT
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The Need for Next Level Data — By Sales Region

LEVERAGED TOOLS Account Owner Region

Agostina Montesano Canad 1st Partners & Co, Inc.
% Co,
Anish Patel Europe

3G Capital, Inc
Bob Brauckmann

* 6sense Bob Sier i s

A & R Foods, Inc.

Brian Levey , AAA Colorado, Inc.
n L AAA Western and Central New York,
* CRM il e
Charlie Zahra ABB Information Systems Ltd
= 0 ;s Abbott Labs
. M k g A m ) tant AbbVie Inc.
ar etl n Uto atlon 25 - 4 22k ABC Phones of North Carolina, Inc
Pl .tf Workday AE nAccounts nes: AFRICA ABRA Auto Body & Glass LP
atrorm 6 - ABS Group of Companies, Inc
SOUTH < . ABSA BANK LTD
. Adam Manchester B micoset ANVERIC oozt microsin Corporation 1 ABSA GROUP
. cademy Mortgage Corpora
Google Analytics e ety Margige Corprain

Accellent Holdings Corporation
Access Industries, Inc.
B Workday Accuride Corporation
Acxiom Corporation
branded AdColony Inc.
Adesto Technologies Corporation
Keyword Researched , Adient PLC
Advance Auto Parts, Inc
oracle 316371 ; 3 Advance Publications, Inc

Allison Smith Fins System

Keyword Type

financial services 291057 A V Adventist HealthCare

Advocate Health and Hospitals
sap 3 M Corporation
20578 ) Aegis Insurance Services Inc
payroll T?tal
Workday n visits
Ultimate Software Group = 1127
http://pages.onesourcevirtual.com/webinars/got-workday-nurture-your-investment-
with-osv-1pm
ADP 132216 https://pages.onesourcevirtual.com/insights/resources/case-study/LanguageLine 19855516

Mercer Accounts

121218 https://pages.onesourcevirtual.com/insights/resources/case-study/tate-lyle Employees

,  https;//pages.onesourcevirtual.com/insights/resources/case-study/zayo
3382270 Total
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The Need for

6sense
CRM

Marketing Automation

Platform
Google Analytics

Power BI

ext Level Data -

Account Name

Rento

0OSV web Visits
URL

https://pages.onesourcevirtual.com/webinars/he

alth-and-social-care-levy-webinar

=

https://pages.onesourcevirtual.com/webinars/wo

rkday-2021-Release-2

https://pages.onesourcevirtual.com/webinars/wo

rkday-payroll-solutions-that-empower-
employers-and-employees
https://pages.onesourcevirtual.com/workday-
solutions/ams/services

https://pages.onesourcevirtual.com/workday-
solutions/workdav-navroll-services-uk

Campaign Interactio

Campaign

2021Q3_Payroll_Group 2A_Display
2021Q2_F&A_ Group 2 Display
2021Q2_F&A_ Group 3 Display

2021Q2_Global_AMS_AdHoc _ Group 2_Display

2021Q2_InvoicePay _ Group 2B_Display

Cli

Date

Tuesday, March
Tuesday, March

Tuesday, March

Tuesday, March

Tuesday, March o

>

icks

Rentokil Initial 1927 PLC

OSV Customer

Services

Systems profile
Workday
HR 3

Customer Health
8.00

NPS

(Blank

OpportunityName

Rentokil | Additional AMS Hours

Rentokil Initial 1927 PLC - Q1 2023 UK BPaaS
Renewal

Rentokil Initial 27 PLC (UK) - Case # 04631440 —
Three Integrations

Claire Thacker 17830

Workday OneSource Virtual
PYS vices

P

4.00 Executive

Health Status Customer Tier

Monday, Februar...
al Date

Stage Created
-

Negotiation 21/10/2021

Pre-Selection 30/06/2021

Closed Won 22/03/2021

Consideration
Buying stage

Strong
Profile Fit

Intent Score

Keyword Researched

financial services
cobra

Collaborative Solutions
Mercer

payroll

Workday

ADP

deployment

Alchemy

Financial Management
sap

oracle

Procurement

Total




The Need for Next Level Data -

bsense
CRM

Marketing Automation

Platform
Google Analytics

Power Bl

Jsense

through

2021 opened Opps by Products

O @Payroll ®Profes

27%

2021 Opened TABV by Products

10%

26%

2021 won Opps by Products

20%

14%

2021 won TABV by Products

Source
OSV Ma
OSV Sales
Products
W Avs Support
Benefits
COBRA
Enablement
Equifax
FAO
Garnishments
HRT
OSVA
OSVA - Garnishments
OSVA - Pavroll

Size
(Blank)
Large Enterprise (LE
Medium Enterprise

(Blank

Agostina Montesand'

Anish Patel
Beatrice Nathan
Bob Bra

Bob Do

Bob Si

58%

MGO 2021 in pipe by Products

Suppo

W/L % by #Product in Opp

IsWon ®False @True

0

#Products in Opp

Lost Cause

100
50%
0

50

@®lostduet
®Llostduet
®Lost Due t
2021

®Llostduet

$0ther-0p, Year Opened

2018




And at the

bsense
CRM

Marketing Automation

Platform

Google Analytics

Power Bl

0 & T Q = A
Dchb a
9 lanufacturing Healthcare
6
50 487 382
ervices Banking Corporat... Media
0
o
68 179 124 115
29
Food... | Con... |Prof...
etail
o 6 0 Financial ... | 50 48 47
Entert.. |Le. | Ma...
0 56
68 R y 38 25 25
g - Hospit...
G 56
5 Cons...
o Chemicals | Energy...
= 54 !
Batis Wisieae Utilities E
nsurance Sk
54 Pharm... | Elects
Agriculture Mini... [ .
o Dis..
213 53

Zthrough 2(

Technology

367
Comp...

43 43 41

Co... [M... |Bi...

24 |24 |21
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So What's Next for OSV?

What influences IsWon to be

the likelihood of IsWon

e et IsWon is more likely to be True when

Sub_Channel__c is CSM than otherwise (on
average)
| sub_Channel_cis csm

Sub_Channel__c is AMS

DaysOpenC is 5 or less -

. Q
JOCTOC + fortella

Total_Annual_Booking_Val.
is 8788 or less

sWon is True

Type is Add-On Services

Competitors_c is None

OSV_RVP_c is David
Preische

DaysOpenC is 5 - 163

Sub_Channel__c

[ Only show values that are influencers




01 02 03

Ideal Opportunity churn Models Cross-Sell/
Profile Models Upsell Models

04 05

6sense User Expansion
to Other OSV Departments

Market Expansion Models




..Much More!

06

Winning More Revenue!




Thank you!
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