CASE STUDY with " ng

CSG Makes Life Easier for SMEs
with Intelligent Bid Process

For nearly 40 years, CSG has delivered innovative customer engagement solutions that help companies acquire, monetize, engage,
and retain customers. Operating across more than 130 countries, CSG manages billions of critical customer interactions annually —
allowing companies across dozens of industries to tackle their biggest business challenges and thrive in an ever-changing
marketplace.

This scale of global operations often comes with complexity and disparate processes that hinder peak performance. To truly embody

its customer centric approach, CSG needed a better way to manage and respond to bids so that it could continue to empower
employees to deliver exceptional customer experiences. Upholding the highest standards of work while responding to increased
demand served as an opportunity for CSG to change its approach to the bidding process.
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Experts Fatigue (SMEs) were leveraged repeatedly and would inboxes and making it easy to contribute

often ask “why am | answering this again?” Empowered | 1 the bid process.

Experts

RESULTS

CSG’s bid team can now focus on providing quality responses at scale. With the help of Ombud’s Customer
Success team, CSG fully adopted the platform in a matter of weeks, and now has a long-term partner that includes
a dedicated Customer Success Manager.
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“Working with Ombud has alleviated many of the pains we used to
feel when RFPs would come in. Today, we can scale our bid process
more efficiently and effectively to deliver quality responses. As a
result, we’re capturing more new business opportunities.”

— John Orr, Bid Manager

About Ombud
Customers rely on Ombud to automate the content-centric OI I lBl ID

activities in their sales processes. Our platform combines
content collaboration, project management, and machine
learning to streamline the creation of sales documents like RFP
responses, security questionnaires, sales proposals, statements
of work, and much more. VISIT OUR WEBSITE ~ REQUEST A DEMO
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