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Anaplan for Sales:

In today’s competitive market, product their organizations a unique advantage
differentiation is rarely enough to get that their competitors cannot match.
ahead. This is why forward-thinking sales

leaders are innovating the way they sell. The Anaplan platform is designed to
empower your go-to-market strategy.

By developing and executing a strong Here’s how.
go-to-market strategy, sales leaders give

“Anaplan is really one vision
of the truth. You can look at
it from all angles.”

Components of a go-to-market strategy

Sales Planning Sales Incentives Sales Insights
Where to sell How to sell What to sell




Your sales strategy: B ing

It’s all connected
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Small changes to your sales plan can ripple across the entire go-to-market strategy.
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“Driving top-line growth
and optimizing the sales
force: that’s what we do.
Anaplan gets us there.”
IAN ZHAO, SENIOR MANAGER

FOR GO-TO-MARKET STRATEGY
AND ANALYTICS, VMWARE

Technological advantages
of the Anaplan platform

A single platform Advanced modeling and
“what if” scenario planning

Hyperblock™ engine

anaplan.com



