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Situation & Challenges

One of the globally best-known beverage manufacturers 
had already rolled out Pitcher to all their channel sales 
teams in the United Kingdom to improve field sales effi-
ciencies and streamline customer interactions.

Unlike their sales teams, the 200 Key Account Managers 
were not working with an end-to-end Sales Enablement 
solution. Their visit preparation and execution included:

• Presentations done with PowerPoint for which con-
tent was sent by Trade Marketing via email, despite 
the fact that Sharepoint was in place.

• Analysis of sales history in Excel, aggregating store 
level CRM data from field teams, and putting them 

into a presentable format for the face-to-face in-
teraction.

• Commercial offers, promotions, and business re-
views prepared and distributed in Excel and manu-
ally copied into PowerPoint

• Orders entered to the ERP after every visit

With Content Management largely delegated to users, 
the number of different versions in circulation was prob-
lematic. In addition, there was zero visibility on the ma-
terial that KAMs actually worked with. Their success was 
mainly driven by an individual’s skills without much help 
from the Operations team.

Unlike their sales teams, the 200 Key Account Managers were not 
working with an end-to-end Sales Enablement solution.
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Pitcher was tasked with bringing the Key Account Team 
to the same stage of digital transformation as the channel 
sales teams. Specific to the Key Account use case, the easy 
access to sales collateral needed to be extended by the abil-
ity of users to integrate their own decks and combine those 
with centrally managed collateral. Customizing this to fit 
customer reviews needed to be done with minimal time ef-
fort. This meant removing all the hurdles and inefficiencies, 
to embed real-time data into the presentations and facili-
tating the purchasing decisions based on a fully automated 
module for business reviews.

The following use cases were digitized with Pitcher: 

User-Generated Content Upload
• Upload material directly from within PowerPoint into Pitch-

er through a Microsoft Office plug-in provided by Pitcher 
or select content to be uploaded into Pitcher from existing 
cloud providers like Google Drive, Apple Files, Dropbox, etc. 
directly from the devices.

• User-generated content could be approved and then re-
used by the whole team

• Once the content was within Pitcher, the usage could be 
analyzed similarly to that generated by the Trade Mar-
keting team. 

Custom Slide Decks 
• On-device tailoring of slide decks to fit specific custom-

er needs with just a few taps to include/exclude slides 
from different sources.

• Seamlessly mix the material provided by marketing with 
both personally created content as well as approved 
content from colleagues.

Business Review & Contracting Module 
• Automation of the customer business review by launch-

ing a module that aggregates sales data and presents 
them against the contractual targets

• Savings are easily simulated and purchasing managers 
can base their orders on these simulations.

Customer business review based on automated contracting module

Specific to the Key Account use case, the easy access to sales collateral 
needed to be extended by the ability of users to integrate their own decks 
and combine those with centrally managed collateral. 
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Since the solution addressed one of the substantial pain 
points that Key Account Managers face, namely spending 
a large portion of their time preparing for their custom-
er meetings, the user adoption was exceptional. Having 
both marketing content and their own files organized to-
gether at the same place was perceived as a huge plus. 

Best practices of what slides top-performing KAMs use to 
drive sales could be identified and shared with the rest of 
the KAM team and served as an optimization benchmark 
for marketing. As a result, the decks used with custom-
ers were richer, more tailored to their needs, put together 
in a fraction of the time, and most importantly had more 
impact. Feedbacks from customers were very positive 

since less time was spent on basic content creation and 
distribution and more time could be spent on the actual 
content and tailoring that to customer needs.

Lastly, the commercial reviews with customers against 
their objectives could be performed more regularly due 
to automated data aggregation in Pitcher. Instead of a 
quarterly review, a shortened down version was per-
formed every time a purchasing manager would place a 
larger order. This increased the perceived value of the Key 
Account Manager with the customer by ensuring they 
can maximize savings whilst at the same time improving 
contractual performance and target achievement of the 
customer.

Feedbacks from customers were very positive since less time was spent 
on basic content creation and distribution and more time could be spent 
on the actual content and tailoring that to customer needs.

Allow Key Account Managers to easily upload their own content to Pitcher


