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Case Study

The need for a new future; how a multinational
advertising company joined the cutting edge

How the world’s largest advertising company and end-to-end publisher recruited software to streamline both inter- and intra-office
operations, do away with paper as much as possible, and work smarter as a result

Executive summary
The Asia-Pacific office of global advertising company JC Decaux, head-
quartered in France, wanted to reduce paper processes and expedite client

contact and approvals, and Adobe software provided the perfect lynchpin
to its unique business problem.
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Case study

Brief:

Interview executives and perform further research to write a story on a
customer’s use of Adobe software to enlighten the reader about how their
own organisation might benefit.
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Editorial piece between 800-850 for use in Adobe marketing.

Multinational advertising company JC Decaux’s Asia-Pacific region operations had long
been a paper-based business. The lifeblood of the company’s interface with customers was
delivering contracts for signature, then getting them processed and stored back at sales
administration offices.

But it was time for a new way forward. JC Decaux, the world's largest advertising and
end-to-end publishing provider, displays engaging and highly visible customer messages,

It operates street furiture and billboards as well as advertising spaces in transit systems
like airports, buses and train stations.

There was an in-house digital signature application the business development and IT
staff found less than robust, but it gave JC Decaux a taste of the kind of digital workflow it
wanted to adopt. Getting sales contracts for ad buys produced and actioned prior to those
days meant sales support people printing reams of paper and handing them 1o salespeople
to deliver or physically carry to agency clients for signing. “Obviously, it was quite labor
intensive,” says Tanzeel Sahib, IT Lead, JC Decaux’s Asia-Pacific region.

The paper-based process was enough of a pain point on the basis of an individual client
or agreement, but extrapolate that up to a company operating in over 80 countries with
over 13,000 staff and you can quickly imagine it becoming a logistical nightmare. Factors
including the security risks of a paper-based workflow and lost documents offered
a compelling business case for an e-signature solution. As well, moving to a digital workflow
is more efficient and has significant potential to save costs and time.

Finding the new path

Fortunately, there was a proven test case for Adobe Sign, Adobe Document Cloud's
electronic signature solution . A JC Decaux subsidiary in the UK had already been using a
system connecting contracts to Adobe Sign through the dedicated AP, It meant there was
no need for an in depth and expensive ROl analysis or period of testing locally as the London
team had hit the ground running. It also meant the Asia Pacific team had no need to tender
out for or trial other products — Adobe Sign was already the clear winner.

So far, even in advance of formal cost/benefit analyses about Adobe Sign adoption, it
looks like a wholly positive change with a painless deployment and widespread acceptance
among staff. . The economics of moving to Adobe Sign have also been immediately obvious
in more ways than one. As standard contracts can include anywhere from five to 30 pages, a
significant amount of paper and ink across the whole sales function.




And of course, money is also saved on mail and courier services as well as legacy
communication technologies like faxes. Where salespeople previously had to run all over
town, now it's as easy as sending an email.

In fact, Adobe Sign has been so successful in sales, other JC Decaux divisions are looking
into Adobe Sign adoption as well. The finance department, for example, is investigating the
solution to implement and execute a strictly controlled paper trail of payment scheduling
and management.

And now, even without the scale of cost savings things are shifting again. With the recent
acquisition of renowned Australian outdoor advertising company APN, the company size has
quite literally doubled overnight — it's on track to be a $500m business by Q4 in 2019.
Rolling Adobe Sign out across the incoming systems, staff, and functions will be critical.
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Now and into the future

The primary user base for Adobe Sign, the campaign management team, engages with
the enterprise resource planning systems to produce the ad sales contract, which is then
prompted to send documentation to clients via the Adobe Sign API. The contract is as easy
as uploading a document into JC Decaux's global ERP system — in fact it's accessible any
time as a PDF.

Permissions and access according to authority are then managed through the company’s
Windows Directory infrastructure, so there hasn't been any extra training or learning curve.
"Adobe Sign usage is merely part of the normal training routine any new staff go through
now,” says Sahib.

Ultimately, JC Decaux would like to be a completely digital business. “It's not clear we can
ever get rid of paper altogether,” says Sahib. “But just from an auditing and storage point
of view, it'll be much more sustainable going forward. I'd say 95 percent of our contract
workflow should be able to be digitized.”

The future also offers opportunities around synergy with other products, especially with
the culture and applications of an entire other company arriving from APN.

JC Decaux has found a digital signature solution that works today, saves time and has
prepared the company — whatever form it takes — for the future. As Sahib said about
anecdotal evidence in the organisation, “The most common piece of feedback I've
recevied about Adobe Sign is that it just works.” Il
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