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About us

> Wilbert Krabben — IT Solution Architect :

« Source to Pay S4-Hana

« Customer Experience — C4C and Emarsys
* For over a decade active in process optimalisation with ERP and related tools

> Agrifirm
E

Formal foundation of the
Dutch Agriculture
Cooperative

Turnover in 2025

e 0, ...

Wante o

Dutch members Staff members (FTE)
Sales volume in 2025 (x Profit paid to the Dutch
1.000 tonnes) members

It

with employees

WAt

Since 2012
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Case study from sales to marketing in lead management

Process first, software second

* Not just an Emarsys implementation

* Process implementation : _ 0
: . . 8 |MPLEMENT : - 9. THEN ENABLE
* Process optimalisation with Emarsys ~ THE PROCEss * " WITH SOFTWARE

* PROCESS FIRST.
SOFTWARE SECOND.
BETTER RESULTS.

iq royal agrifirm group
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Timeline

-~ 10-2025
»
Sales and Lead- Leads Pilot Phase 1.1 Phase 1.2 Rollout and
Marketing Management Winter-grains Emarsys Emarsys Lead New
Process Requirements 2025 Newsletters Generation Integrations
Decomposition Specification

i‘l royal agrifirm group
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Prior state

Prior — Commercial processes driven by sales, limited interaction between marketing and sales

Key concern:
« Limited insight into the customer journey
« Limited visibility into campaign and channel performance

- Difficulty measuring marketing impact

Result: Inefficiency, missed opportunity and reduced scalability

(%pq »
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Current/future state

Current/future — integrated sales and marketing lead management process

Results
« Customer journey:

- Right channel, Person and Sales phase

- Campaign and channel effectiveness:

- More relevant messages trough integration (C4C, Customer apps, S4-Hana and Emarsys)
- Better insights what works
* Impact of marketing:
- Higher conversion rate
- Improved efficiency in operating as one (sales and marketing)

- Shared KPI’s (sales and marketing)

iq royal agrifirm group

better together



Customer journey of sales and marketing
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Year Plan Campaigns

Year Plan for Campaigns

Sales &

Topics for Campaigns
Commercial prio’s
Growth objectives

trends

Campagne kick-off

Sales &
Campaign Goal
Target Segment
Lead definition

Content plan of Campaign

Campaign concept
Content formats
Channels

Landing Page
KPI's

Lead-flows

Briefing Content
- Sales &

Briefing Internal Sales

Campagne {y Campagney Campagney Cam
wl w2 w3 w

Campaign Follow-up

Sales & Internal Sales - Sales &

Campaign Goal
Target Segment

- Marketing analyze
(reach, clicks,
engagement)

What information has the

lead seen
Script

- Briefing Content plan

- Sales analyses (lead

quality, customer
reactions)

- Campaign adjustment

Lead follow-up

Sales
Call Leads

Create opportunities of
leads

Win the opportunity

4

pagne

Campaign evaluation

Sales &

Marketing analyses
(reach, cost/lead)

Sales analyses
(opportunities, revenue)

Campaign learnings

(?Eq g
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Emarsys the engine for effective marketing & sales

+ All channels connected: the correct message, for the
right person, on the right moment.

* Insights in customer journey: communication
adjusted to each face of the funnel (STDC).

+ Atomization flow: behavioral follow-up without the
need for manual interaction.

+ Atomization of leads to C4C: Conversion directly in
C4C, Sales follow’s up within minutes.

1

=& &

.

jFA |
o

.Y Emarsys

(OR[N (2N [ A ] (snsd)
\ & Segment )
° i »——w @
Looker Studio
[\ FoIIow-up]
N sales
e
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Registration Appointment EH




Composition of Emarsys Project team

Project management (1 Person)

Business (7 people)
« Marketing (3 people)
- Sales (2 people)

« Customer Service (2 people)

IT (4 people)

Elision (4 people)

‘%}1 .
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First lead campaign with Emarsys

Banner digital

New leads, magazines
unknown
i in] {[o
Meta \
Banner digital y\v' ¢
magazines Sl ke
in] fl©
Known in C4C
& unknown in
Cc4C
E7Emarsys B

1¢ awareness mail

XY Emarsys

Known in C4C (
No Sales "
TopCote/

EntecEvo

cac,

\
\\ Voor Account

manager

o

2E_ e Not customer
o & Region

Crop = Potato

Known customer

- ;
Crop = Onion ‘

\
\\ For advisor:

Known customer

Region
Crop = Potato G

Call me, | want
advice

e Known customer
&? Region
& Crop = Onion

T N4 Reminder mail if form
—

not entered

=i
sz Form filled




Functional Process (C4C Account Data of Contact)

P & @

® o @

Home

Calendar

Timeline

Business An... >
Business Con... 3
Business Par... 3
Service Entitl... »
Organizational...

Customers -

Accounts

Contacts
Individual Customers
Target Groups

Account Hierarchy

People 3
Sales Camp... 3
Sales )

Activities 3

‘Customer
Accounts a e *
&  The Lion BV | Qe+
¢ ccount Hierarchy Legpluimvee Vleespluimvee Melkvee Varkens Geiten en Vieesvee Sales Data Recent Orders Nuscience Survey Results
Algemeen
Segment Arable
2026 hd
Biologisch Gewas Ha Zaaizaden Meststoffen GBM BEH Potentie
] Aardappelen (poot) «||[ 60 0 19.500 21.000 0 40.500 ﬂ
] Zaaivien || 20 32,000 12,000 36.000 0 £0.000 ﬂ
Loonwerk/dienstverlening 0 0 0 0 0 ﬂ
32.000 31.500 57.000 0 120.500

Resultaat

Leads

I ] Actions ~ Summary Check for Duplicates

Product Lists Marketing Attributes RS

External ID

Account ID

6000093492

Legacy Feed Number

Name
The Lion BV

Top-Level Account

Address

kerkstraat 10

7130 JA Harrreveld
Netherlands

State

Main Contact

Role *

Customer

Status
Active

‘?’q .
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Functional Process (Emarsys Segments)

w Engagement Cloud | Emarsys 0 agrifirm_emarsys_prd | Productive > (1] ©e Q (6] n
I:l' Name
. . ”
MNL_PBS_Aardappelen (PG & Cons) & Zaaiuien_Excl TopCote aangekocht TargEtEd audience size -
—
N~ Total contacts: 1,180
Description Contacts with email opt-in: 1,180
@ EN ook subscribed in commercial messages View contacts
E.;"I Recalculate
Ca
= Target audience 4 Hide All Details

Subgroups (brackets in the calculation) can be nested up to 2 levels deep, and up to 25 subgroups can be in each nested group. @

A @ Match all (AND) v~ | (untitled group)

LY O ] Match any (OR) ~  (untitled group)

AA1 - NL_PBS_CAC_Aardappelen consumptie - Segment (Relational)

OR AA2 - NL_PBS_C4C_Aardappelen pootgoed - Segment (Relational)
OR AA3 - NL_PBS_CAC_Zaaiuien - Segment (Relational)
+

AND Al - Global_AlBU's_Commercial messages-subscribed - Segment (Contact)

AND A2 - Global_AUBU_Opt-In_Email - Segment (Contact)

i‘] royal agrifirm group
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Functional Process (Emarsys Email Campaign

¢ NL_PBS_TopCote Campagne Aardappelen & Uien_Automation

XA

Blocks

Q  Search

Show All

Default Blocks

1 agrifirm

00.0 | Header

00.1 | Header V2

1 agrifirm

00.2 | Header V3

Nieuwsbrief Pla

11 Chtcber 70

1 agrifirr

E]Cﬁ

1

Email Settings

9; agrifirm

TopCote zorgt dat jouw gewas op elk moment de

juiste voeding krijgt

9 februari 2026

Grip op je teelt: slimmer je gewas voeden met minder milieu impact

ik daak Laveala .

2

Als teler wil je grip op je teelt. Dat begint bij vooruitdenken, met een gecombineerd
bemestings- en gewasverzorgingsplan. TopCote sluit naadloos aan op die aanpak. Deze high-
tech kunstmest geeft stikstof geleidelijk af aan de bodem, precies op het moment dat het

gewas erom vraagt. Zo benut je stikstof optimaal, beperk je uitspoeling, bespaar je
strooibeurten en leg je een sterke basis voor een egaal en krachtig gewas. Met TopCote houd
jij grip op je teelt. Niet voor niets blijft elke teler die met TopCote begint te werken ook in de

Content Creation

teelten erna op dit product vertrouwen.

3

smndam to maseiomon o - ——

Campaign Check

b

‘?’q .
'k royal agrifirm group
better together



Functional Process (Emarsys Automation — Email)

NL_PBS_AUTOM_TopCote - mailing + reminder invullen form

aardappel & ui 7

Nodes

Search

w Entry Points

I Data Change
Form

New Contact
On Auto Import
Recurring

Single

HORRAOA

Entry from Program

ML_PBS_Aardap
pelen (P...

MNL_FES_TopCot
e Campa...

=2 ot

a & o

NL_PBS_ingevul | Include
d form Tope...

until the next
Meonday at 07:00

\

o

Exclude

anl Show Program Reporting o Status: Active ~
Q 2]
v (1 ke TopCote zorgt dat jouw gewas op elk moment de
> agnflrm juiste voeding krijgt

y-

ML_PBS_TopCot
e Remin...

Februari 2026

Het seizoen begint n(. Start met TopCote voor een krachtig gewas.

Als teler wil je grip op je teelt. Dat begint bij vooruitdenken, met een gecombineerd

en naadloos aan op di k. Deze high-

pC
tech kunstmest geeft stikstof geleidelijk af aan de bodem, precies op het moment dat het

gewas erom vraagt. Zo benut je stikstof optimaal, beperk je uitspoeling, bespaar jo

strooibeurten en leg je een sterke basis voor een egaal en krachtig gewas. Met TopCote houd
ij grip op je teelt. Niet voor niets blijft elke teler die met TopCote begint te werken ook in de

teelten erna op dit product vertrouwen.

Grip op je teelt: slimmer je gewas voaden met minder milieu impact

pkiosi e

?q .
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better together



Functional Process (Emarsys Form)

Grip op je teelt begint hier

Zet vandaag de stap naar slimmer bemesten. Elke teelt vraagt om maatwerk. Daarom denken we graag
met je mee in één gecombineerd bemestings- en gewasverzorgingsplan dat past bij jouw perceel en
doelen. TopCote sluit hier perfect op aan. Dankzij de geleidelijke stikstofafgifte krijgt je gewas voeding
precies wanneer het nodig is. Zo haal je meer rendement uit elke kilo stikstof, beperk je uitspoeling,

bespaar je strooibeurten en bouw je aan een egaal en krachtig gewas.

Ontvang gratis en vrijblijvend meer informatie

Wil je weten of TopCote past binnen jouw uienteelt? Via een kort telefoontje delen we snel alle fips&iricks over TopCote voor jouw perceel.
Daamna kies je zelf nog of je hiermee aan de slag wil.

Voornaam Achternaam

Wilbert Krabben
Mobiele telefoon E-mail

KOO OO0 w.krabben@agrifirm.com
Bedrijf

Agrifirm
Land (bedrijf) Provincie {bedrijf)

Nederland N Drenthe e

Straatnaam (bedrijf) Huignummer (bedrijf)

KAAXKWER axF
Postcode (bedrijf) Plaats (bedrijf)

3000 JA Lichtenvoorden

(;;pq »
'k royal agrifirm group
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Functional Process (Emarsys Automation — Lead gen)

w Engagement Cloud | Emarsys

3
N
Nodes
| &3
Search
%

v Entry Points

Data Change

&
z
=
9
E'_
28]
a

On Auto Import
a [~ I

[ ]

0 agrifirm_emarsys_prd

NL_PBS_FORM
Campa...

Productive

> —_—

Proceed if this is '.I

the first time |

 NL_PBS_AUTOM_lead gen from uien naar C4C lead 7

*

Admin_Leads_E
marsys_CPl...

‘?’q .
'k royal agrifirm group
better together



Functional Process (C4C Lead

. Lead .
Home Leads @ Demo met het BPO 2
Calendar
L ) Demo met het BPO | Q as z c Actions ~ Create Lead
M Timeline
. Overview Feed Products Activities Sales & Marketing Team Conversion Attachments
@ BusinessAn... >
& BusinessCon.. - Marketing Permissions (2) i Add
Lead ID
#  Business Par... » Channel Consent Last Changed On Action 463
o Name *
N . . e
@ ServiceEntitl.. E-Mail Opt-In 26.03.2026 & Demo met het BPO
@  Organizational... SMS Opt-in 26.03.2026 v @ 0O Company #
Agrifirm
#&  Customers » i1
EmarSys Contact ID
@  People » -
#- Communication Categories subscribed (5) i
Contact First Name
1 Sales Camp... )
Communication Category * Subscribed Last Modified Action Wilbert
&  Sales - . Contact Last Name *
Commercial Messages Yes 26.03.2026 15:31 v B
Krabben
Leads
Event Messages Yes 26.03.2026 15:31 v B Qualification
Opportunities Hot
Newsletter Undefined v @
Sales Orders Status
Senvice messages Undefined v @ Qualified
Forecasts
Source
v
Forecast Administration T L mdefined Campaign
Fipeline Simulation 1 Campaign
Demo Emarsys
Territories
Category
Rezlignment Runs -
Sales Target Planning Owner
Templates
Marketing Unit
Campaign Reviews Marketing en communicatie
Activities y Sales Organization *
Agrifirm NWE
5% Analysis » Sector
1- Arable

‘?’q .
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Functional Process (C4C Lead - Sinch Call)

@ Home

B cCalendar

B Timeline

B  BusinessAn..

£ Business Con. 3
Business Par. . 5

Chrganizational.., ¥

=
B Service Entitl 3
[s]
8

Customers )
& People 3
1 Sales Camp... 3
Sales -
| s ]
"""" opportuties |
Sales Orders
Forecasts
Forecast Administration
Pipalineg Simulation
Taerrit criges
Realignrment Runs
Sales Target Planning
Templates
Campaign Reviews
E Activities 3
I Analysis 3

Leads

B 1 ‘four entries have been saved.

s Demo met het BPO | 9 a

Overview Fouod

- Appointments (0)

- Tasks (0)

#. Phone Calls (1)

#- E-Mails (0)

Products

Complated

Live Activity Center *

&X
A

Na ftems. to show @

-
&

W items o show

7.05.2026 18:04 WK Wilbert Krabben

Wa items to show

Hame

Sales & Marketing Team Convarsion Attachments Marketing Permiss _

T
-

Ready

@ ® # & &

Corversations

= Actions ~ Create Lead

< Available - & =

End |

=1 + B & 0O

Outgoing 6-03:54 PM

Agrifirm NWE

iq royal agrifirm group
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Functional Process (C4C Lead — Convert to Opportunity)

&y Lead P
@ Home Leads 0] Deme met het BPO G x & Convert to Opportunity X
Calendar
. T Aecount - Duplicate Check Result (0) it
M Timeline
Demo met het BPO Agrifirm & Accept Account Contact Person Similarity
@  Business An... 3
Main Contact Source i
&  Business Con... V4
Wilbert Krabben & Campaign -
-
& Business Par...
Expected Value Start Date
@  Service Entitl...
0,00 EUR - 27.05.2026 &
®  Organizational...
Close Date Sales Cycle
& Customers 3
23.11.2026 5] Verkoop fasen -
&® .
@ People > B No items to show
Sales Phase Probability
¥ Sales Camp... ’ Determine needs - 20%
&  Sales -
Publish to Forecast Forecast Category
— Pipeline -
Opportunities
Category * Campaign
Sales Orders )
Mew Client - Demo Emarsys )
Forecasts
Owner * Note
Forecast Administration
Wilbert Krabben &

Pipeline Simulation
Temitories

Realignment Runs

‘?’q .
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Functional Process (C4C Opportunity — Follow-up)

P P @

P @ o©

Home

Calendar
Timeline
Business An...
Business Con...
Business Par...
Service Entitl...
Organizational...
Customers
People

Sales Camp...
Sales

Activities
Analysis
Competitors
Products
Service Confr...
Activity Plan...
Customer Merge
Partners
Surveys

Visits

Data Workb...

Opportunity

Leads 9 Demo met het BPO b

&  Demo met het BPO A | Qe

Activities Sales Team Contacts Timeline Document Flow Attachments Changes

‘- Products (1)
Feed type Product Category Product Quantity
#200200030000100001 - Nitrogen TopCote Bloembollen 42N zak 20kg 1.000  Kilogram
1
‘8- Visits (1)

Subject Status Sales Phase Start DatelTime End DatelTime

Demo met het BPO Cpen Determine needs 28.05.2026 18:30 28.05.2026 19:30
- Tasks (0)

Subject Status Sales Phase Start Date/Time Due Date/Time

ez
No items to show

‘@8- Competitors (0)

Role Name City Main

No items to show

=2 it ® Add More
Number of Negotiated .
animals Value Metric ton
0,00 EUR
i1
1t New More
Owner Action
Wk Wilbert Krabben i}
i
1t New More
Owner Link Action
it Add More
Action

Opportunity
Document Type
Opportunity
Category *

New Client

Account

A Agrifirm

Name
Demo met het BPO

Primary Contact
WK Wilbert Krabben

Status
Open

Reason for Status

Sales Phase
Determine needs

Probability
20%

Total Negotiated Value
0,00

Start Date
27.05.2026

Close Date
23.11.2026

Owner
Wi Wilbert Krabben

c

Actions ~

‘?’q .
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Functional Process (C4C Opportunity — Win with Sales Order)

P o O

P o @

&

Home

Calendar

Timeline

Business An... »

Business Con... »

Business Par... 3

Service Entitl... >

Organizational...

Customers »

People 3

Sales Camp... y

Sales ~

Leads

=) Oppartunity
Demo met het BPO

Demo met het BPO BN =

Activities Sales Team Contacts

463

Demo met het BPO

Converted '3}
26.03.2026 15:31:36 CET

Lead

Opportunities

=]

£
e

Sales Orders

Forecasts

Forecast Administration
Pipeline Simulation
Temitories

Realignment Runs
Sales Target Planning
Templates

Campaign Reviews
Activities N

Analysis »

1571

Demo Emarsys

Active

19.03.2026 11.58:36 CET
‘Campaign

Attachments Changes

015441
Demo met het BPO
Open
27.05.2026 18:08:18 CET
Visit

53402

Demo met het BPO

Open "P

27.05.2026 18:07:53 CET

Opportunity
148220
Completed
14.10 2025 11:18:30 CET
Sales Order

e

£+

£+

a

100%

~

rd ] Actions ~

Opportunity

Document Type
Opportunity

Category *
Mew Client

Account

A Agrifirm

Name
Demo met het BPO

Primary Contact

WK Wilbert Krabben

Status
Open

Reason for Status

Sales Phase
Determine needs

Probability

20%

Total Negotiated Value
0,00

Start Date
27.05.2026

Close Date

23.11.2026

Owner
WK Wilbert Krabben

Publish to Forecast
No

‘?’q .
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Architectural challenges

Main concern — Business to business in Emarsys

Solved challenges

Multiple accounts per contact person

Multiple contacts per account

Use of account related data in segmentation
Mapping issues back to C4C

Sales campaign feedback

Territory assignment (province not in Emarsys)
Marketing channel and type permissions

Customer facing apps info integration

Unsolved challenges

Restrict access to data per BU
Multiple people in account team with different roles
Multiple WhatsApp numbers

No .ics calendar invites as attachment

Emarsys Integration Architecture

Version 1.11 / 04-02-2026 Hosting
. EPI
( Azure Next |
— -FT@
Potential
Arable
hN 4

=

\ ? A

‘ SAP4 Saas

||||||

AN /

@ - O

ey

w

Engagement

SAP CPI SAP Account Mjm

1. I-LTO-0013 C4C - Emarsys Contact Persons
2 I-LTO-0014 C4C - Emarsys Accounts
3. I-LTO-0015 Emarsys - C4C Lead
4. 1-LTO-0016 Emarsys - C4C Subscription (CPI)
5. I-LTO-0017 C4C - Azure SQL MasterData
(SegmentationData) (CPI)
6. I-LTO-0018 Azure SQL - Emarsys MasterData
(SegmentationData)
7. Embedded Emarsys Form script.
8. User Authentication and authorization.
9. User Authentication (SSO/MFA).
10. I-LTO-0019 C4C - Emarsys Subscription (CPT)
11. FLTO-0020 Azure Next - Azure SQL Sales Potential

|
Y,

S -

(igq g
'k royal agrifirm group
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Roadmap

Territories
implementation

Form
optimalization

Sales employee,
street, house
number, province

S4 Integration
- Sales Orders

Multichannel
- WhatsApp
SMS

Business unit
firewall

i@’royal agrifirm group
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Learnings

KPI to Process
«  KPI “more sales”
« Urgency for process definition/redesign

* Prove the process

Emarsys Implementation
* Regular update meetings
* Involve all key stake holders

« Monitor progress with all key stake holders




Thank you, feel free to reach out and connect!

Wilbert Krabben

Solution Architect
w.krabben@agrifirm.com

Grow with and Elision & SAP! n elision royalagrifirm group
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¥ Customer Experience

Please all go to the plenary for Customer
Panel
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