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New functionality to be administered

Enabling support for the Account Contact Relationship object



Release Overview

First introduced in v9.14, Altify’'s Al-powered solution MaxAl takes a significant step
forward with one-click data generation. In account planning and insight mapping,
users can click a button to automatically generate account details and
account/opportunity insights suggested by Al — bypassing the need to interact with
the Agentforce chat facility. The data is clearly indicated as generated by MaxAl and
your users can accept/reject and edit the data as they see fit.

In Account Manager, PowerPoint export functionality is extended to include your
account plans. Users click a button to generate a smartly designed PPT that clearly
presents account plan data featuring, for the first time, a visual representation of the
account relationship map as it is displayed in Altify.

When capturing account/row details (in Account Manager plans/account plans),
enhanced design gives a clearer indication of when details are unsaved. In addition,
your organization can now choose to hide such details for account divisions, removing
the potential for duplication of work (if your experience is that the same details
regularly apply to accounts and their divisions).

A whole new suite of reports are available for installation in Altify 9.16. Built for C-suite
and sales leaders, these reports provide a comprehensive overview of the value your
organization gets from using Altify to manager opportunities and plan accounts.
Available in two unmanaged package (for opportunity management and account
planning), these reports are entirely customizable and highlight the impact of Altify by
comparing the size, pipeline, win rate and velocity of Altify managed accounts and
opportunities with those not managed within Altify.

In relationship maps, Altify now supports the Account Contact Relationship object to a
limited extent. If your organization applies this junction object (which allows a contact
to be associated with multiple accounts), Altify will generate these records when
contacts are added to relationship maps and track indirect relationships when
suggesting contacts to be added to maps. With additional support from Altify, account
contact relationships can be harnessed to capture account-specific roles on
relationship maps.

Note: Enhancements initially delivered with Altify 9.15 are included (and marked as
such) in these release notes.



MaxAl

New user functionality

Accessing Al guidance in the Altify interface
Access Agentforce guidance with the click of a button at the following locations:

e Account details of an account plan (or row details of an Account Manager plan):
click the Generate with MaxAl button to generate a suggested answer for the
accompanying guestion - as shown in the example below.

v [ Abbott Laboratories &
~ 1. Account Description @

Details

Abbott Laboratories operates as a global healthcare company. Its business focuses on the development, manufacture, and sale of a broad range of healthcare products including medical devices, diagnostics, nutritional

products, and branded generic medicines. The company serves hospitals, laboratories, healthcare professionals, and consumers worldwide, aiming to improve health outcomes through innovative solutions. Abbott's core
i lichad ol doat 3 e s L flife and boalth iti I Abbatt | ol A al

L aciochida di adical daui L aod i L Th,

MaxAl Generated

@ The information presented here is powered by generative Al and is based on the available data context. While the aim is for accuracy and relevance, please review carefully before taking action. Results may

not reflect all available information. Learn more

Cancel

Attachments

For more information, see Using Agentforce to Complete Account Details in the

Altfiy online help.

e Account or opportunity insight map: click the Generate with MaxAl button to
generate a section of suggested insights - as shown in the example below.

’\ Account Plan Abbott Laboratories Be AcountView v @ Account Plan Type @ | Enterprise - ‘_,.

B Account Detai & Reltionshi B insights W pipeiine ) Objectives & Action @ Test & mprove

MaxAl Suggestions

Increase market share by 10%

@
Reduce operational costs by 5%
@

Lsunch three new products

4 shae || & Import

2 L ]

In both of the above use cases, the data generated by MaxAl can be edited or removed
as required. Insights generated by MaxAl are recorded as such — as shown in the

example below.


https://altifyhelp.com/v9.16/Acc%20Plan/account-details-maxai.htm

( ? Unconfirmed > i Confirmed (® What is an account Initiative?

Initiative: Manufacturing productivity and energy efficiency program.
Created by Franklin Sloane on 10/1/2025 using MaxAl

Details

Implement OEE improvements, automated packing, and energy optimization at key Thai facilities to support margin
and emissions goals. Owners: Plant Manager, Head of Operations Excellence. Committee: Engineering, Maintenance,
EHS, Finance. Expected +3-5% OEE and 5% Scope 1-2 reduction by year-end. [Reference: Thai Union manufacturing
base referenced on corporate site; sustainability targets under SeaChange.]

For more information, see Using Agentforce to Populate an Insight Map in the Altify
online help.

Improved formatting of Agentforce account/row detail responses
When Al guidance is accessed via the Agentforce chat, its account/row details

suggestions are now presented as distinct cards that are easier to discern - as shown
in the example below.

‘.\ Account Plan AGCO Corporation  Fa  Accounvies v @ Agentforce (Default) [

B Acoowat Detalts & Relafionbips B Assist me in answering th following Altify Account Plan questions: Account description, Significant

1 Achievements and Business Description for the AGCO Corporation account

~ Ea AGCO Corporation T Here are the answers 1o the Altfy Account Plan questions for AGCG Corporation. Would you like to
save these answers?

> 1. Account Description @

» 2.Business Performance @ Account Description

AGCO Corporation is 3 global manufacturer and distributor of agricultural

> 3.Significant Achievements @
> 4. Key Relationship Changes ©
> 5. Competitive Threats @ ®

> 6. Help Needed @

Significant Achievements

1. AGCO has advanced its digital transformation by expanding ts precision
agriculture offerings. integrating smart farming technelogies scrass multiple product

1= To Do List

New functionality to be administered

Setting up Al access in the Altify interface

Displaying the Generate with MaxAl button requires additional configuration — it is not
displayed by default. In the case of account/row details responses, a unique prompt
can be created to guide Agentforce’s responses to specific account questions.


https://altifyhelp.com/v9.16/Common/InsMap/maxai.htm

For more information, see Enabling MaxAl in Altify in the administration section of the

Altify online help.


https://altifyhelp.com/v9.16/MaxAI/maxai-in-altify.htm

Account Manager

New user functionality

Flagging of unsaved account/row details

To avoid the accidental loss of data, unsaved account details in an account plan (or
row details in an Account Manager plan) are now flagged as follows:

e A warning symbol is displayed
e Questionis highlighted in orange while in expanded state

These indications of unsaved Details are shown in the example below.

& Relstionships

~ Ea Abbott Laboratories 4

v 1. Account Deseiption @ Warning icon indicates
unsaved Details for this
question

~ oz

Details

215/ 4096

Sed ut perspiciatis unde omnis iste natus error sit voluptatem accusantium doloremaue laudantium, tolam rem aperiam, eaque ipsa quae ab illo inventore veritatis et quasi architecte beatae vitae dicta sunt explicabo,

When expanded, a question is highlighted in orange

until Details are saved

> 2. Business Performance @

Exporting account plans

The exporting of account plans to a PowerPoint file is now possible. As with Account
Manager plans, the export function is accessed via the Export drop-down in the upper
right-hand corner - as indicated in the example below.

,\ Account Plan Ancasterireland  Fa Acontvien v @ Account Pian Type @ | Enterprise v | 7| -

) Account Details A Relstionships B insighes ¥ Fipeline Objectives & Actions @ Test & lmprove PPT Export
 [fa Ancaster ireland 0%

> 1. Account Description @

Account plan PowerPoint exports include a new relationship map output whereby an
image of the map is included in the PPT file. An example is shown below:



Relationships: Ancaster Ireland ALTIFY/

Q

Stein Gerber
o

For more information, see Exporting to PowerPoint in the Altify online help.

Hidden account/row division details (v9.15)

An administrator can now reduce the amount of work required by end users by hiding
the following:

e Row Details for divisions in Account Manager plans

e Account Details for divisions in account plans (as shown in the example below

where details for the account, and not its two divisions, are displayed).

o Account Plan Ancaster Engineering  Ba  Accountview v @

Account Plan Type @ | Expansion - v ? |-
W Pipsiing -+ Create / Manage Division
V' [fig Ancaster Engineering
ineeri -
> Ws Ancaster Engineering [ Engineering West (0 Contacts, 0 Insights) %

Wi Engineering East (0 Contacts, O Insights)

In this way, details only need to be completed for an account and not its divisions.


https://altifyhelp.com/v9.16/Acc%20Plan/export-to-powerpoint.htm

New functionality to be administered

Configuring the relationship map image in the account plan export
The inclusion of a relationship map image in an account plan PowerPoint export (as
described above) can only work if the number of contacts displayed falls within
specified limits.

By default, these limits are set to values recommended by Altify: a maximum of 35
contacts in total, with a maximum width of 15 contacts and a maximum height of 7
contacts. In this default scenario, an image is not included in the PPT export if there
are, for example, 36 contacts in the relationship map.

These limits can be adusted if required. For more information see Setting Contact

Limits for Account Plan Export in the administrator section of the Altify online help.

Hiding account/row division details

A new Altify Account Manager Setting, Hide Account/Row Details for Divisions, enables
the functionality described above whereby account details in account plans, and row
details in Account Manager plans, are hidden for account divisions.


https://altifyhelp.com/v9.16/Rel%20Map%20Cust/acc-plan-export-limits.htm
https://altifyhelp.com/v9.16/Rel%20Map%20Cust/acc-plan-export-limits.htm

Test & Improve

New user functionality

Timer displayed in T&ls
A timer in the upper right corner of the screen informs T&I attendees of how much time
has elapsed — as indicated in the example below.

& Presenter

’\ Atriedes US Corp o

ACCOUNT DETAILS RELATIONSHIPS INSIGHTS PIPELINE OBJECTIVES & ACTIONS

Feeds

v [Ea Atriedes US Corp

Show From
r 10 1

This timer is not displayed by default and needs to enabled by an administrator.

Maximum number of T&l attendees increased
The maximum number of people who can attend a T&l is increased from 15 to 35 — as
indicated below:

Schedule Test & Improve Event

*Subject Add Invitees p\

Test & Improve for Thai Union

* Location

l Enter location or meeting link

*Date * Start Time (GMT+1) * Duration

[ 10/09/2025 =] H 11:00 v H 60 mins

MNotes

Anything else that's relevant

Cancel

10



New functionality to be administered

Enabling a test & improve timer
The Altify Core Custom Setting Enable Test & Improve timer controls the display of the
T&l timer in Account Manager and Opportunity Manager.

M



Reporting

New user functionality

New Opportunity Manager and Account Planning ROl dashboards
New dashboard options are available via an unmanaged package:

e The Opportunity Manager ROl dashboard gives a comprehensive view into the
momentum, velocity, and performance of opportunity-based selling activities. It
is designed to help sales and operations teams assess return on investment
(ROI) from structured opportunity management using the Altify platform. It
helps track both leading indicators (such as open opportunities with Altify plans
and forecasted pipeline) and lagging indicators (such as win rate, deal size, and
sales cycle time) by leveraging Altify data.

Pictured below is an example of an Opportunity Manager ROI dashboard:

12



,\ Opportunity Manager ROI

Momentum
Gpen Opportunies with ARify Plans o f:fﬂrczumtrur\lw:r?m.r!;astanmclms B !VM‘AIWDBJ’ST’TEFU
981 70 USD 7.2m
Sales Velocity
S
Win Rate
Aty Deais - Win Rate YTD 3 Non-Aly Deals - Win Rate YTO
% 48.9%
24.4% 9%
Avg. Deal Size
e || et et
Avg. Sales Cycle
A\jn—sar\sf- cv(Ie Duration - with Asiify = ul:u-S&\is ijfle Duration - No Altify
40.1 -117.9

e The Account Planning ROl dashboard gives a comprehensive view into the
momentum, impact, and velocity of account-based selling activities. It is
designed to help sales and operations teams assess return on investment (ROI)
from strategic account planning using the Altify platform. It helps track both
leading indicators (such as pipeline growth and plan activity) and lagging
indicators (such as closed/won revenue) by leveraging Altify data.

Pictured below is an example of an account planning dashboard:

13
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New functionality to be administered

Installing the Opportunity Manager and Account Planning dashboards
The dashboards are installed as unmanaged packages into a Salesforce org.

The Opportunity Manager package contains one custom report type, ten reports, one
dashboard and two custom fields on the standard Opportunity object.

14



The Account planning package contains one custom report type, fifteen reports and a
single dashboard.

Once installed, both dashboards can be customized by applying standard Salesforce
reporting functionality.

For further information on the reporting packages such as the widgets that they
display, and the value that they bring to opportunity management/account planning,
see Opportunity Manager ROI Dashboard and Account Planning ROI Dashboard in the
in the administrator section of the Altify online help.

For installation guidance, see Installing the Opportunity Manager ROl Dashboard and
Installing the Account Planning ROl Dashboard in the administrator section of the
Altify online help.

15


https://altifyhelp.com/v9.16/ROI-dashboard/opportunity-manager-roi.htm
https://altifyhelp.com/v9.16/ROI-dashboard/account-planning-roi.htm
https://altifyhelp.com/v9.16/ROI-dashboard/om-roi-installation.htm
https://altifyhelp.com/v9.16/ROI-dashboard/acc-plan-roi-installation.htm

Relationship Maps

New user functionality

Supporting the Account Contact Relationship object [v9.15]
Altify offers limited support if your organization uses the standard Account Contact
Relationship object.

The account contact relationship object is a junction object that allows you to
associate a single contact with multiple accounts (a direct relationship with their
primary account and an indirect relationship with other accounts). For more
information, see Contacts to Multiple Accounts in the Salesforce Help.

Altify relationship maps supports these relationships as follows:

¢ When adding contacts to a map, contacts indirectly associated with the
account are available for selection in the list of contacts suggested by Altify.

e Adding or creating a contact on a relationship map will create an Account
Contact Relationship record connecting the contact with the relevant account.

e The Account Contact Relationship record will capture whether this is a direct or
indirect relationship (indirect if the contact belongs to a different account than
the one associated with the relationship map).

Note: Altify does not currently support additional fields such as Roles, Start Date or
End Date.

Grouping of contact search results (internal and external) [v9.15]

When performing a search on the Manage Contacts panel, search results are now
automatically grouped into contacts who belong to the relevant account, and contacts
who belong to other accounts — as shown in the example below:

16


https://help.salesforce.com/s/articleView?id=sales.shared_contacts_overview.htm&type=5

Manage Contacts X

Add Personas  Import Maps ~ Remove

Create New Contact

Brad Q l

Advanced Search

Suggestions: y -

Key Players Mentors and Sup; srter |

High Coverage

On Maps of Selected Account

Hide contacts already added: (D

[] selectal

~ Contacts in this account (1)

0 Brad McGrath - Key A¢ ount Manager
Thai Unian | -

\Y%

~ Contacts in other accounts (1)

0 Brad Sampson - IT Lead Developer
Moniderry Solutions |

Add who your selected contacts report to: C’
Import mast recently updated attributes: @ C’

New functionality to be administered

Enabling support for the Account Contact Relationship object
Support for the account contact relationships is enabled with the help of a custom
setting. For more information, see the Administrator section of the Altify online help.

With additional support from Altify in terms of set up, your users can do the following:

e Capture the specific roles that a contact has across different accounts - they
might be assigned the role of 'CTO' on one relationship map, and 'Technical
Consultant' on a map associated with a different account.

e Filter relationship maps by these account-specific roles.

17


https://altifyhelp.com/v9.16/Rel%20Map%20Cust/account-contact-relationship.htm

e Add placeholders for roles on relationship maps (in cases where the contact
with the role has not been identified yet).

e Configure roles so that a different picklist of roles is available for each account
type.

To enable support for roles using the Account Contact Relationship object, please
contact your Altify CSM or Altify Support.

18


https://altifyhelp.com/v9.16/General%20Topics/Support.htm

