CASE STUDY

0 BambooBox

Algonomy drives 39%
more opportunities
with the BambooBox

ABM platform

To keep up with their 30% YoY growth, Algonomy
wanted to capture demand within their top accounts
through data-driven account prioritization.

Algonomy has a data-first marketing approach.
The marketing team's core KPIs are aligned on

A I.G (b N o MY pipeline generation and revenue. They were

using 6sense before migrating to BambooBox.
Over 400 retail brands such as HP, L'Oreal,

Tiffany&Co, Aldi, McDonalds, Zalora and Our challenges with 6sense were:

Pizza Hut use Algonomy to orchestrate * The platform wasn't intuitive

personalized customer engagement. * Lack of actionable insights
- Lack of support for better leveraging the platform
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“ The solution

In their search for an intuitive and configurable platform, BambooBox was the best choice.
With BambooBox, they can manage their data, processes, internal alignment and collaboration
effectively. Having weekly meetings with BambooBox's customer success teams helps their
team focus on potential opportunities.
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With BambooBox, Algonomy monitors engagement levels for each account's buying committee. Using
intent surge, they run confextual campaigns based on funnel stages.
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Our modern ABM platform helps B2B marketing and sales teams achieve
consistent, predictable, and aligned pipeline goals. It delivers value in 1/6th

of the time as compared to traditional ABM platforms

For more details: & connect@bamboobox.ai
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