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_ Not Ownership

THE WAY
FOR GOOD \ '

We have new expectatio ‘

USTOMIZATION

ot Generalization

ONSTANT IMPROVEMENT

" Not Planned Obsolescence
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EVERY INDUSTRY IS SHIFTING

Leaders are creating new experiences through a new kind of business model

CONSUMER

GOODS HIGH TECH EDUCATION CLOUD SERVICES

HEALTHCARE N IOT N MEDIA COMMUNICATION






IN THE LAST 15 YEARS, 527 OF THE

FORTUNE 500 COMPANIES
HAVE DISAPPEARED

1955 VS. 2015

Average life expectancy /5 years Average life expectancy 15 years
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WHO SURVIVED THE MASS
EXTINCTION?
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Real-time

Personalized
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ITS ANEW WAY OF THINKING
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THIS CHANGES EVERYTHING

PRICING e
MARKETING R
SALES R
FINANCE o
CULTURE SR
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SUBSCRIBER
IDENTITY

Demographic data
Behavioral data

Financial data

#beyondCRM

Old world:

TRADITIONAL RECORD
Name Phone
Email Company
Twitter Facebook
New world:

SUBSCRIBER IDENTITY RECORD

Purchases Payment history Customer Moments
Products Refund history Usage metrics

Local Pricing Lifetime Value Add-Ons
Promotions Renewal Value

Adjustments Aging balance
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Subsc
Manageme

Billing Payments

Cross-sells
Upsells
Renewals

360 Sync

| ntegration







“Zuora has given us more presence on

Fl

the global stage to be able to sell to

more markets, to more people. ”

FINANCIAL
TIMES — John O’Donovan, CTO

ZUorQ



“Zuora is helping us to achieve our
ultimate goal: to improve the

environments where people live and

B
SChnelder work, while dramatically reducing the

gElectric

consumption of resources.”

— Cyril Perducat, EVP of Digital

Services, loT
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