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In these pages, you’ll meet leaders from five global companies: Hewlett 
Packard Enterprise, AccorHotels, AXA Group, Schneider Electric, and 
Excelitas. 

Each of these leaders faced challenges specific to their businesses: One 
needed to automate and standardize territory and quota planning. Another 
had to respond better to external events to improve margins. Yet another 
wanted to consolidate and standardize multiple budgeting systems and 
processes. And so on. 

Despite these diverse needs, all five of these companies chose the Anaplan 
platform to address their challenges. They picked Anaplan because three 
common, fundamental needs lay at the root of their specific challenges: 

•	 	Connecting data. They needed to integrate data from a variety 
of sources—including CRM, ERP, and external sources—to build a 
single, secure source for planning and decision making. 

•	 	Connecting people. Having many individuals from throughout their 
organizations participate in the planning process would improve 
results.

•	 	Connecting plans. They wanted a solution that is versatile, scalable, 
and powerful enough to handle any planning use case—and 
connect them to each other for added value. 

The dramatic results included improved flexibility and agility, better-
informed decisions, increased productivity, and greater speed to market. 
This is the power of connected planning.

You and your business probably face many of the same challenges that 
these five companies did. Read their stories, see if you can identify with 
them, then turn to page 14 to learn about the platform they all chose: 
Anaplan.
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across sales and finance. .......................................................... P.4
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The company we are creating by merging HPE 
software into Micro Focus will be a software 
business with about $4.5 billion in annual 
revenue, with 4,000+ salespeople worldwide. By 
streamlining and integrating territory and quota 
management with financial planning and analysis 
on the Anaplan platform, we’ll have more 
accurate forecasting and dramatically enhanced 
reporting and analytics so we can continuously 
improve operations.

Additionally, one of our guiding principles with 
FAST is to minimize customization. Why? When 
you lack a single process or toolset, you wind 
up customizing and often overcomplicating 
workflows across different regions or business 
units—and our previous systems were more than 
50% customized. 

By minimizing the customization required,  
we can ensure that we can maintain our leading-
edge infrastructure over time. When you migrate 
to a SaaS-based architecture, you can typically 
upgrade your products at will. This means we’ll 
have updated, leading-edge systems in place, 
and whenever an upgrade is available, we will 
quickly deploy it. The other major advantage we 
expect to receive by moving to a cloud-based 
environment is the ability to streamline our 
business process. 

Can you explain a bit more about how the 
Anaplan platform is helping HPE achieve the 
FAST initiative? 

With many companies, sales planning functions 
are integrated by using Excel spreadsheets, 
and there is very little connection between 
forecasting and business analysis processes. 
But the Anaplan platform is letting us replace 
legacy Excel spreadsheets and complement 
our CRM systems within a single, integrated 
solution. This is allowing us to automate and 
standardize our territory and quota planning, as 
well as our financial planning and analysis across 
our software business so we can deliver greater 
value to both our customers and shareholders.

We’re also integrating the Anaplan platform 
with our NetSuite ERP software so we can 
monitor real-time performance and ensure 
standardization across our regions and business 
units. 

While Excel and other CRM tools reflect siloed 
and disconnected systems and processes, we 
are centralizing our cloud-based infrastructure 
and providing executives across the business 
with a single version of the truth to help guide 
business operations. 

This integration of sale and finance processes 
has simplified our data models and ensured 
that planning and forecasting information flows 
through the analytical process without the usual 
manual manipulation. This is also enabling us to 
accelerate and improve decision-making across 
our new enterprise. Executives will no longer 
need to worry about the fidelity of the data in 
our systems and can instead focus on making 
informed decisions at the right times to improve 
business performance.

How has implementing a standardized global 
territory and quota planning process via the 
Anaplan platform helped HPE enhance sales 
performance? 

You can’t blame your sales people for wanting 
a fair and equitable sales territory or asking 
you to justify how you set their sales quotas. 
However, it’s impossible to accurately optimize 
sales performance when juggling spreadsheets, 
legacy systems, and point solutions. The Anaplan 
platform directly addresses this challenge by 
enabling us to consolidate sales planning across 
all of our products and regions, and allowing 
us to rely on a single version of the truth for 
projecting revenues and allocating resources. 

As a result, we are close to eliminating the 
need for customization. We are implementing 
standard processes and procedures that will 
enable us to continuously improve business 
operations. For example, quota planning 
previously took nearly four months, and with 
Anaplan, we’ll be able to shrink this process by a 
month or more every year. 

Using Anaplan, we can optimize sales territories 
and align our quota management with our 
revenue plan based on data-driven insights of 
a potential market—which in turn enables us to 
align our sales strategy with corporate objectives 
to drive informed and impactful decisions.

Lalit Singh, VP & Software 
Transformation Program 
Leader

HPE is an industry-leading technology 
company. Lalit Singh is Vice President 
and Software Transformation 
Program Leader for HPE. He is 
responsible for transforming the 
IT landscape to a cloud-based, 
pre-configured architecture tailored 
for the software business, and for 
simplifying business processes and 
application architecture to reduce 
costs and enable growth.

What is HPE’s Future Architecture 
for Software Transformation (FAST) 
initiative? 

HPE is in the process of spinning off and 
merging our enterprise software products 
with Micro Focus, a British technology 
group, to create one of the world’s 
largest pure-play software companies. 
We needed to modernize and transform 
our software business in advance of the 
merger, and the key strategic direction we 
wanted to implement was to move to a 
cloud-based, best-in-class SaaS product 
architecture. 

HPE invests in the 
Anaplan platform to 
connect processes 
across sales and 
finance.

Our FAST program is focused on 
transforming our software IT landscape 
while reducing the number of legacy IT 
applications we use by 75%. To accelerate 
our business, we are moving over 80% 
of our IT landscape to about 20 cloud-
based solutions. Because of that, we 
needed to revisit our sales planning, quota 
management, and financial planning and 
analysis processes. 

Since we were looking to consolidate more 
than 600 total applications to less than 100 
applications, we needed to select best-in-
class, cloud-based solutions and implement 
complex partnerships to transform our 
business infrastructure in less than a year. 
We also chose a cloud-based solution that 
would enable seamless integration with the 
other SaaS solutions we were selecting to 
help transform our business.

Anaplan and Deloitte have worked tirelessly 
to accelerate integration, improve our 
business processes, and streamline sales 
management and business analysis.

What are the primary business benefits 
you expect to receive by moving from  
on-premise to cloud-based planning?

Right now, we are seeing a significant 
reduction in IT operating costs, and we 
expect to further optimize our business 
processes as a result of the increasing use of 
standardization across our software stack. 
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The AccorHotels group does business in more 
than 92 countries around the world and has 
190,000 employees. AccorHotels manages 
more than 3,900 hotels under 17 brands, 
including hotelF1, Ibis, Novotel, Pullman, 
and Sofitel. Thibaud del Torchio joined the 
AccorHotels group in 2016 to take charge of 
transforming the finance function. 

“The hospitality sector is cyclical and still quite 
dependent on economic bumps and external 
events. If the economy does well, our room 
bookings increase; but in a crisis, bookings will 
decline and the impact can be immediate,” 
shared del Torchio. “For example, the attacks 
in Paris have had a negative impact on 
the industry. In addition, visibility into our 
reservations has reduced because clients are 
no longer reserving six months in advance—
they now often decide at the last minute. For 
all these reasons, it was crucial for our group 
to have a flexible, agile tool that could give us 
reliable short-term projections.» 

Until now, the group’s forecasts were always 
done in spreadsheets, which are unable to 
keep up with the current business challenges of 
AccorHotels for two main reasons: 

First, in Excel®, only a spreadsheet’s creator has 
total control, which means the spreadsheet can 
quickly become unmanageable for other users. 
Second, the hotel manager and the revenue 
manager, who manages and optimizes the 
hotels’ prices and occupancy rates, need to 
easily discuss and align on tasks. “The revenue 
manager has special tools for managing 
the hotel’s occupancy curves, and the hotel 
manager needs this information to finalize his 
forecast, but at a different consolidated level. 
This led to a great deal of back-and-forth of 
Excel files,» explained del Torchio. 

AccorHotels ultimately chose Anaplan due 
to the platform’s ability to unify processes 
for different hotels and provide reporting 
information to hotel managers and financial 
controllers faster and more efficiently. With the 
time saved, hotel managers can focus on their 
primary responsibilities, which are hosting and 
managing customers at their hotel. 

Additionally, Anaplan indirectly improved hotel 
margins by predicting hiring needs over three 
months. “With Anaplan, we have a three-month 
forecast,” said del Torchio. “We want to increase 
them to six months and then 12 months. What’s 
more, the functional richness of the application 
and its modularity mean that this solution can, 
in the medium term, become our budgeting 
tool.” 

For six months, AccorHotels has been testing 
Anaplan in Switzerland, and around 30 Swiss 
hotels are now using the application. 

“Switzerland is our ‘laboratory.’ We’re in a 
phase of personalizing the solution to adapt 
to our various types of hotels of different sizes 
and structures. Starting in 2017, there should 
be comprehensive deployment of Anaplan in 
10 European countries, including France and 
Germany, which are two priority countries,” 
concluded del Torchio. 

Thibaud del Torchio, 
Director of Finance 
Transformation Projects 

A graduate of HEC Paris, Thibaud 
Del Torchio was in charge of 
management control for Alstom 
Group, participating in IPOs for the 
Transport subsidiary and the sale of 
Energy activities to General Electric. 

He joined AccorHotels in 2016 to 
take charge of transforming the 
finance function for the Group’s 
Chief Financial Officer.

“It was crucial for our 
group to have a flexible, 
agile tool that could give 
us reliable short-term 
projections."

AccorHotels optimizes 
occupancy rate of 
its hotels to address 
changing customer 
demand.
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Thus, the entities had aging and unresponsive 
models and processes. After a meeting in 
2014 with the Anaplan, AXA UK was the first to 
implement the application for the purposes of 
budgeting overhead. Previously, any forecasting 
work done in Excel (and other tools) required 
weeks of work, with management unable 
to quickly draw up business simulations and 
understand business-line impacts. Using Anaplan 
sped up this process considerably and gave 
us real-time tracking of the numbers being 
reported. 

What is Anaplan used for today in the AXA 
group? 

After the U.K. implementation, everything started 
happening quickly. We organized workshops 
with our management controllers to evaluate 
the needs of our entities and carry out a multi-
criteria analysis with IT, and to set up (for all the 
entities who wanted it) a planning and simulation 
project around Anaplan. After two years and 
several POCs, we now have three entities, with 
more than 550 users, using Anaplan. 

We do not require the entities—whose processes 
are largely local and specific—to use the 
application in the same fashion, but we do make 
sure that best practices are exchanged and that 
the models developed by other, more advanced 
entities are reused as much as possible. 

What kind of feedback are you getting from 
the different entities about Anaplan? 

Users are praising the ease of use, speed of 
calculations, and the application’s cooperative 
and scalable nature. The workflow features are 
quite popular, as is the ease of reporting. After 
two or three days of training, the business 
lines easily adopted this application, with no 
involvement from IT. 

ROI is also measured in the time saved for 
controllers, with real-time processing simulations 
and a substantial reduction in hands-on time. 
For example, an Anaplan project in Germany 
on overhead allocation allowed the relevant 
entity to streamline its cost center structure 
and allocation rules. Previously, users had great 
difficulty performing simulations because their 
allocation processes required several days of 
operations. Now, with Anaplan, they perform 
simulations in real time. 

In another example, AXA UK saved three weeks 
of data crunching for every overhead projection 
process (which happens three times per year) 
by eliminating all painstaking and insecure 
transactions for compiling spreadsheets. 
Likewise, it is no longer necessary to wait for the 
end of all of the processes to run to analyze the 
numbers as is required in Excel, because Anaplan 
is capable of setting perimeters for each user 
and thus having efficient tracking. 

What is your upcoming strategy with Anaplan? 

Our objective is to build a private data hub 
managed by a business/IT pairing that will be 
used for entities to understand their needs. This 
workspace is going to group the new models 
developed around Anaplan, which may then 
be reused appropriately by all the entities. In a 
sense, we are creating and leading a community 
of management controllers who use Anaplan. 

”  Using Anaplan sped up 
our processes considerably 
and gave us real-time 
tracking of the numbers 
being reported.”  
Can you tell us how this AXA-Anaplan project 
started? 

Until 2014, little planning had been done 
between the finance department and the 
local entities to transform planning, budget, or 
control. 

Each entity (more than 100 entities worldwide 
within the AXA group) used its own tools—for 
example, Excel®, Access®, or other internal tools 
and market applications—for budget forecasting 
(overhead, P&L, cost price calculation), for 
allocating overhead (by product, by insurance 
branch, by distribution network, etc.), and 
simply for the needs of consolidating financial 
information. 

Vincent Godemel, CFO, AXA 
Group

A graduate of ESSEC with a master’s 
degree in law, he joined AXA Group in 
1991, holding positions in the Finance 
Departments of several subsidiaries 
(AXA France, AXA Italy, AXA IM, 
AXA Tech) and fields (controlling, 
investments, accounting, etc.). 

Since June 2014, Mr. Godemel has 
been a global sponsor of the Flyer 
program, a program for transforming 
accounting functions around a 
convergence platform.

The AXA Group is a world leader in 
insurance and asset management, with 
166,000 employees serving 103 million 
clients in 64 countries. Vincent Godemel 
joined AXA group in 1991 and serves as 
CFO. Since June 2014, Godemel has been 
a global sponsor of the Flyer program, 
which transforms accounting functions 
around a centralized platform. Below he 
will share why AXA implemented Anaplan 
across its business. 

AXA eliminates weekly 
data crunching with 
Anaplan—resulting in 
more time to analyze 
and act on data. 
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To put it plainly, we operate with rolling forecasts 
that are reflected in projections over three 
quarters in the year (January, July, and October). 
More to the point, starting in October, we have 
a view of the last quarter and a forecast of 
the following year. It’s this three-step process 
that determines this rolling view and allows us 
to align our business outlook in terms of our 
targeted strategic areas. 

What tools were you using before to manage 
these business challenges? 

Schneider Electric uses Salesforce.com, which 
we have been using for about five years, for 
sales management and opportunity detection. 
With Salesforce, we can track and manage the 
lifecycle of these opportunities, as well as their 
maturity. The group also uses Oracle’s Hyperion 
Financial Management (HFM) for financial 
reporting. Finally, the third component consists 
of extracting data from these tools to Excel® and 
Access® to run in-depth analyses of our results 
and forecasts. 

The major drawback to the opportunity 
pipeline is that it expands by the day, which 
generates Excel files larger than 150 MB. So, it 
often takes nearly an hour of analysis to obtain 
relevant insights. Clearly, with Excel, there is a 
real lack of agility in managing and integrating all 
these processes. 

Was this lack of agility the catalyst for 
choosing Anaplan? 

Yes—it was at the end of 2013, after a bump in 
the market, when we became aware that our 
processes lacked and needed agility. This was 
heightened by a lack of responsiveness on our 
part and perhaps poor use of data and indicators 
from Salesforce.com.

In late 2013, currencies were distressed in certain 
countries, which affected their business outlook. 
Result: With the scheduling done using our old 
processes between the end of 2013 and the start 
of 2014, we did not meet our 2014 forecasts, 

and performance was not up to par. We had a 
discrepancy of about 300 million euro out of 
a total of 5 billion euro—this is quite significant 
even though the impact was limited on the stock 
market because it was offset by other business 
units in Schneider Electric. 

This was when it was clear to us that we were 
dealing with a problem in analyzing portfolios 
for opportunities and scheduling orders, and we 
tested Anaplan after a presentation was made to 
ExCom. 

Why and how did Anaplan help Schneider 
Electric? 

We met Anaplan representatives at our offices 
in early 2015. We began to lay out specifications 
for an analysis of a portfolio of opportunities, 
defining composite elements and performing 
extractions to obtain dashboards and get a 
relevant view of the outlook for our business. 
Anaplan allowed us extract items quickly, which I 
call survival mode, and be more precise and agile 
in analyzing how our business is trending around 
the world. Since the start of 2016, we’ve been in 
a deployment phase across 50 countries. 

Finally, Anaplan contains a set of algorithms—
which we’re currently testing in five 
countries—that will refine our projections 
and give us greater peace of mind about the 
future. However, we’re also working to frame 
the process better before comprehensive 
deployment. With Anaplan’s simplicity and agility, 
we can detect a country’s problems for our 
business in 10 minutes, using the various angles 
of analysis that we’ve structured with the rollout. 
This means we can anticipate our sales numbers 
and have real, more in-depth discussions about 
business prospects with our Commercial VP in 
each of the countries. 

”  With Anaplan, we’re [...] 
more precise and agile 
in analyzing our business 
development around the 
world.”  

Arnaud Dutang, Vice 
President Commercial 
Performance – Energy 
Business Unit 

Arnaud Dutang worked at Deloitte 
as an auditor for three years.

Thereafter he joined Groupe Bolloré for 
three years, where he set up internal 
audits for various group activities.

Next he was Regional CFO for 
Delmas and shipping companies CMA 
CGM in Asia (China, Singapore, and 
Japan) while being based in Hong 
Kong for four years.

In late 2008, he spent four years in 
the Business Division of Areva T&D 
before joining Schneider Electric.

Since 2013, he has been  
Vice President of Finance for the 
commercial organization of the 
Energy branch at Schneider Electric.

Schneider Electric 
responds to business 
challenges across 
multiple countries and 
currencies with greater 
agility. 

Schneider Electric is an internationally scaled 
European industrial group that manufactures 
and sells power management products, 
automation systems, and solutions built for 
these business lines. Arnaud Dutang joined 
Schneider Electric in 2013 as Vice President 
of Finance for the commercial organization 
of the energy branch. He shares with us 
how the company uses Anaplan to address 
business challenges with more agility. 

What challenges is Schneider Electric 
facing in managing its business challenges? 

Our top challenge is getting the big picture, 
based on our strategic areas, on projected 
sales for our business in the countries where 
we do business. 



12 13In partnership withAchieving connected planning that drives business agility

.CONFÉRENCES

How is Anaplan helping Excelitas improve 
enterprise planning? 

We used to have 40 or 50 spreadsheets, each 
with thousands of rows of data. But collaboration 
was a challenge since sharing Excel data is 
cumbersome and inefficient. With Anaplan, we 
now have over 90 employees working on the 
same data set, which helps us avoid the lost 
productivity and inconsistencies that came from 
having dozens of people working on different 
versions of Excel files. This, in turn, improves our 
forecasting and planning accuracy, and users 
are more confident that they are making better-
informed decisions. 

How is Anaplan helping Excelitas respond to 
rapidly evolving market conditions?

Before Anaplan, we had a combination of a 
Salesforce.com-based application we designed 
in-house and a series of extraordinarily large 
Excel files. This combination wasn’t giving us the 
flexibility, speed, and business agility we wanted. 
We needed to streamline sales forecasting and 
demand planning, and the flexible nature of the 
Anaplan platform enables us to eliminate silos 
and focus on creating value for our business and 
for our customers by improving our agility in 
delivering products.

Users are also now able to test planning 
parameters and deploy changes with increasing 
flexibility and speed. The Anaplan platform allows 
us to create a sandboxed environment where 
we can analyze existing data against multiple 
scenarios. For example, we can test a hypothesis 
and leverage statistical models to improve our 
predictive modeling of what customers are likely 
to buy in the future. First, we heavily analyze the 
buying patterns of the top 20 percent of our 
customers. Then, as we learn more about their 
historical behaviors, we test the parameters of 
our forecasting models to continuously improve 
our productivity and efficiencies so we can better 
respond to market changes. 

Does Anaplan’s cloud-native platform support 
your enterprise architectural vision and cloud 
strategies?

In short, yes. We’re a high-tech manufacturing 
company, and we have many legacy enterprise 
applications running in our data centers that 

are rigid but embedded into our workflows and 
business processes. In other words, we’re not 
going to adopt a “rip and replace” of on-premises 
enterprise apps but instead stabilize and enhance 
those apps while looking to the cloud for 
solutions whenever possible. Anaplan provides us 
with a cloud-based platform we can increasingly 
deploy throughout the organization to model 
and manage virtually any planning, forecasting, or 
optimization process. And since we are now able 
to easily show the data behind our decisions, our 
executives increasingly see the value of our now-
centralized planning infrastructure.

What are the primary benefits you’ve seen since 
deploying Anaplan? 

In our business, the timeliness and freshness of 
our modeling is important, and Anaplan gives 
us the power to continuously optimize our 
models to improve performance. To date, we’ve 
designed 14 modules and 2 model fully rolled out 
to our front-end and operations teams, that we 
continuously improve upon. 

The platform also provides us with the flexibility 
to hone our critical business processes to 
improve our business results. We’ve been able 
to organize our sales and operational functions 
around one common platform, as well as better 
synchronize sales forecasting and demand 
planning. We no longer need to, for example, 
have multiple conference calls and emails to 
explain our forecast, and we have implemented a 
very good communication cadence that is used 
throughout the company. The back-and-forth 
between departments has decreased significantly, 
and I estimate that our sales team is spending 
less than half of the time on forecasting than they 
spent previously. This means the efficiency of our 
output is much higher, and the conversations we 
have are increasingly more data-driven—which 
ultimately drives better decision-making.

Speaking of data, if someone challenges a data 
point, we can now drill into the history to simulate 
a customer’s behavior. Deploying the Anaplan 
platform has made internal discussions more 
objective and, as a company, we use data more 
effectively to make management decisions. We’re 
also increasingly utilizing data-driven predictive 
analytics to analyze and improve our business 
processes.

Amit Shah, CIO

With an MBA from University of 
California, Davis, Amit Shah served 
as Global IT Director for PerkinElmer 
before joining Excelitas in 2010. He 
became Vice President of Information 
Technology in 2013 and took on the 
role of CIO in 2016.

Excelitas Technologies provides innovative, 
customized optoelectronics and advanced 
electronic systems to a global customer 
base of leading equipment manufacturers 
seeking high-performance, market-driven 
technology solutions. Amit Shah served as 
Global IT Director for PerkinElmer before 
joining Excelitas in 2010. He became Vice 
President of Information Technology in 
2013 and took on the role of Excelitas CIO 
in 2016.

Why did you choose the Anaplan 
platform? 

At Excelitas, we sell into multiple markets. 
We have close to 10,000 customers and 
20,000 products, and we have to forecast 
demand for all the products we make.  
Our goal is to give products to our 
customer when they want them, but 
without building up inventories. Therefore, 
the sales forecast is very important for 
supply chain planning to ensure we can 
deliver on our promise to our customers.

Excelitas improves data 
quality and analysis through 
scenario modeling to 
achieve a more accurate 
sales forecast

”The timeliness and freshness 
of our modeling is important, 
and Anaplan gives us the power 
to continuously optimize 
our models to improve 
performance. It was easy to 
import the legacy data, and 
we’ve designed 14 algorithms 
that we continuously 
improve.”
With this in mind, we evaluated alternative sales 
forecasting and demand planning solutions—
but we were looking for a platform, not just an 
application. We liked that the Anaplan platform 
would allow us to build applications that fit our 
business model—this was very different from 
other point solutions that have applications 
that have to be used in a way the application 
provider thinks we should run our business.  
We wanted a system that allows the technology 
to mold to our process, not the other way 
around. 

We also liked the fact that it’s scalable.  
The Anaplan platform is very easy to manage.  
It has allowed us to increase our business agility 
and accelerate our time to value.  
Finally, another thing I’d like to highlight is the 
speed of implementation—it took only about 10 
weeks to roll out the platform, and we’ve seen 
high user adoption across the business. 
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The journey to connected planning
Connected planning can be achieved at any scale—from a single use case within 
one business unit to enterprise-wide connected planning across hundreds of 
processes, and everything in between. It can enable your business to make more 
impactful decisions with fresh forward-looking data; maximize the high-value work 
of your employees; and plan and pivot faster and more often.

Connected planning for finance

Drive bottom-line value by connecting data, people, and plans across finance and 
operations to transform the way your company plans.

•	 Long-Range	Strategic	Planning
•	 Planning,	Budgeting,	and	Forecasting
•	 Revenue	Management
•	 Headcount	Planning
•	 Driver-Based	and	Zero-Based	Budgeting
•	 Financial	Consolidations

Connected planning for your supply chain

Make informed decisions and drive faster, more responsive supply chain planning 
by connecting your data, people, plans, and network.

•	 Sales	and	Operations	Planning	
•	 Demand	Planning
•	 Supply	Planning

Connected planning for sales

Increase sales performance by connecting your corporate strategy to sales 
execution.

•	 Account	Segmentation	and	Scoring	
•	 Territory	and	Quota	Planning	
•	 Incentive	Compensation	and	Crediting	
•	 Sales	Forecasting

Connected planning for your workforce

Optimize hiring and compensation across your business by connecting workforce 
data, managers, and plans. 

•	 Workforce	Planning	
•	 Global	Compensation	and	Equity	Planning	
•	 Workforce	Optimization	

Connected planning for marketing

Increase ROI on marketing investments by connecting results, people, and plans 
across your business, activities, and channels. 

•	 Marketing	Performance	Management	
•	 Trade	Promotion	Planning	

Connected planning for information technology

Connect your IT plans to your business strategy to add value through business 
transformation. 

•	 IT	Planning	and	Budgeting	
•	 Project	Planning	
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About Anaplan 

Anaplan is driving a new age of connected planning. Large and  
fast-growing organizations use Anaplan’s cloud platform in every 
business function to make better-informed plans and decisions and drive 
faster, more effective planning processes. Anaplan also provides support, 
training, and planning transformation advisory services. Anaplan is a 
privately held company based in San Francisco with 16 offices and over 
150 expert partners worldwide. To learn more, visit anaplan.com.

 
Follow Anaplan   @anaplan

European Headquarters
167, Avenue Victor Hugo
75116 Paris France
Tel. : + 33 (0)1 84 88 40 44
www.anaplan.com/fr

www.cio-online.com
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