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Housekeeping Tips 

 Today’s Webinar is scheduled for 1 hour

 The session will include a webcast and then your questions will be answered live at the end of the presentation

 All dial-in participants will be muted to enable the speakers to present without interruption 

 Questions can be submitted to “All Panelists" via the Q&A option and we will respond at the end of the presentation 

 The webinar is being recorded and will be available to view on our INFASupport YouTube channel and Success Portal. 
The link will be emailed as well. 

 Please take time to complete the post-webinar survey and provide your feedback and suggestions for upcoming topics. 



Feature Rich Success Portal 
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Product Learning 
Paths and Weekly 
Expert Sessions

Bootstrap trial and 
POC Customers

Informatica
Concierge with 

Chatbot integrations  

Enriched  Customer 
Onboarding 
experience  

Tailored training and 
content 

recommendations 
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More Information

Success Portal

https://network.informatica.com

Communities & 
Support

Documentation

https://www.informatica.com/in/servic
es-and-training/informatica-
university.html

University

https://success.informatica.com https://docs.informatica.com
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Safe Harbor

The information being provided today is for informational purposes only. The 

development, release, and timing of any Informatica product or functionality 

described today remain at the sole discretion of Informatica and should not be 

relied upon in making a purchasing decision.

Statements made today are based on currently available information, which is 

subject to change. Such statements should not be relied upon as a 

representation, warranty or commitment to deliver specific products or 

functionality in the future.



Multidomain MDM

Customer 360

Supplier 360

Product 360

Reference 360

Finance 360
Customer 360 
for Salesforce

Customer 360 
Insights

MDM and Solutions on MDM
Agenda



360 View Intelligent

Holistic

Multidomain MDM



Multidomain MDM – Core Features

Acquire

Discover

Intelligent 
360 View

Find Your Customers



Multidomain MDM – Core Features

Cleanse

Enrich

Match

Merge

Intelligent 
360 View

Understand Your Customers



Multidomain MDM – Core Features

RelateReason

Intelligent 
360 View

Engage Your Customers



Multidomain MDM – Core Features

Govern

Deliver

Secure

Intelligent 
360 View

Manage Your Customers
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RelateReason

Govern

Deliver

Secure

Multidomain MDM – Core Features
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Why do we need Solutions?

1. Pick a Mobile Device (iPhone, Galaxy, OnePlus)

2. Pick a carrier (ATT, Verizon, T-Mobile, etc) 

3. Pick add-on accessories and services (phone 
case, charger, etc)

Analogy – Get a Mobile connection

A. Choose an MDM tool (Informatica, TIBCO, Riversand, etc)

B. Pick a 360 Solution (C360, S360, P360, etc) 

C. Pick additional services like DaaS, SaaS, PaaS, etc)

*** For advanced use cases, you could use a dual/ multi 
sim phone => single MDM platform with multiple solutions 
like C360, S360, P360 and more.
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Why do we need Solutions?

Fabricated Data 
Model

Industry specific 
solutions

Faster Purchase to 
Value
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Who: 

• Life Sciences

• Healthcare 

• Oil & Gas 

• Shipping and Logistics

• Infrastructure Services 

• Consumer Banking, etc… 

Customer 360

Why: 
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Customer 360
Provider Conceptual Data Model
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Customer 360
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Who: 
• Manufacturing
• eCommerce 
• Retail 
Etc…

Supplier 360

Why: 

• Supplier Relationship Management

• Supplier Portal

• Product Information Management (P360) Integration

High Level Architecture
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Supplier 360
Supplier Portal
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Who: 
• Life Sciences 
• Manufacturing
• eCommerce
• Retail 
Etc… 

Product 360
Why:
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Product 360
Product 360 Architecture
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Product 360
Enhanced Metrics and 
Application Monitoring
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Product 360
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Who:

• Any Organization that 
needs Reference data 
to be managed. 

Reference 360
Why:
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Reference 360
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Reference 360 Screenshots
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Who:

• Finance

• Healthcare 

• Oil & Gas 

• Shipping and Logistics

• Infrastructure Services 

• Consumer Banking, etc… 

Finance 360
Why:

• Create, Manage, and 
standardize finance data 
sets for the enterprise

• Configurable and easy-to-
use solution built as a 
cloud service helps 
business users unlock the 
true value of finance data 
across their enterprise  

• Remove operational 
overhead of managing 
finance data, while aligning 
mappings and crosswalks 
to save money and time.
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Finance 360

Key Features:

• Cloud-Based Finance 
Data Management

• Business Self-Service 

• Hierarchies 

• Data Relationships
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Who:

Any organization that is 
interested in mastering 
Customers on their Salesforce 
Platform.

Customer 360 for Salesforce
Why:

Engage productively with global account visibility in Salesforce to 
accelerate sales performance, understand complex business 
relationships, and maximize your Salesforce investment.

Key Benefits: 

• Natively integrated into Force.com

• It can Cleanse/ Standardize data in Accounts, Contacts, Leads 
in Salesforce UI. 

• It can not only be used on existing data of Salesforce but also 
on the new data that is being created. 

• It can enrich Salesforce data with external sources like DNB, 
data.com, IMS and more…

• It can provide additional Hierarchies within salesforce UI. 
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Customer 360 for Salesforce
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Who:

• Any Organization that 
would like to engage with 
their customers using not 
only Master Profile data, 
Relationship data but also 
the transaction data to 
provide the next best 
action or experience or 
offer.

• C360i uses AI & ML 
technologies to tie their 
customer’s interactions, 
transactions and predict 
the customer sentiment.

Customer 360 Insights

Why: 
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Customer 360 Insights



`

Q&A

Speaker: Dilip Yeluguri 

Panelists: Kamal Abrol, 
Hemraj Singh



Thank You
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