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Powerlink is a leading 

Australian provider of 

high voltage electricity 

transmission network 

services, combining 

innovation with insight to 

deliver safe, cost effective 

and reliable solutions.

In this case study, discover how Powerlink, 

a leading Australian provider of high 

voltage electricity, uses Altify to simplify 

selling and optimize key buyer interactions. 

Dive into Powerlink’s success leveraging 

Altify’s account management features to 

enhance their sales process, improve data 

quality, consistency, internal collaboration, 

and ease of integration with vital third 

party applications.

Powerlink faced antiquated processes and 
a reactive approach to buyer interactions 
that significantly hampered growth

Powerlink needed a change

Together, a plethora of antiquated processes and 
their reactive approach to customer needs were 
hurting the company’s bottom line.

While the business was growing, Powerlink realized 
that their existing systems were not able to handle 
the ever-increasing scale and volume. They needed 
a more modern and robust solution to support their 
operations. As they shifted to a more proactive 
customer experience and excellence model, they 
needed tools and strategies to better understand and 
meet customer needs earlier in the buying process.

Altify relationship mapping helped make 
relationship building a priority

Altify’s relationship mapping functionality 
significantly enhances Powerlink’s sales endeavors 
by enabling the company to effectively navigate the 
intricate organizational structures of its customer 
base and gain valuable insights into customer needs 
and decision-making processes.
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Through relationship mapping and insight 
mapping, Powerlink can optimize for each 
and every customer interaction

Altify’s relationship mapping functionality allows 
Powerlink to visually represent complex customer 
organizational structures and identify key 
stakeholders. This ability to map relationships is 
crucial in Powerlink’s sector, where long sales cycles 
and intricate customer organizations are the norm.

Powerlink leverages the insights derived from Altify 
to enhance transparency and collaboration with 
their customers. By sharing relationship maps and 
insights with their clients, Powerlink fosters a more 
collaborative and trust-based approach to project 
development. This transparency is only possible 
thanks to the solid foundation of accurate and well-
managed data Altify provides.

Altify plays a pivotal role in providing “insights” into 
customer needs, pain points, and motivations. The 
improved data quality and accessibility enabled 
by Altify allows Powerlink to develop a deeper 
understanding of their customers, leading to more 
targeted engagement strategies and better solutions.

Enhanced Customer Relationships: Altify Insight 
Mapping has been crucial in aligning Powerlink 
with its customers’ needs and pain points. By using 
insight maps, Powerlink’s sellers ensure that they 
understand customer needs and drivers. Because 
of this, customers have even started to involve 
Powerlink in their strategic decisions, especially in 
long-term projects, which demonstrates a higher 
level of trust and collaboration. This proactive 
approach marks a change from their previous 
reactive one: waiting for customers to come to them.

Internal Alignment: Altify has helped align Powerlink’s 
significant salesforce of 1400 employees across 
different departments with competing priorities, 
facilitating a common understanding of the 
customer’s perspective. 

Altify does this by helping deliver a unified sales 
philosophy and standardized approach across 
the organization, making it easier to add value for 
the customer. The standardized system allows for 
accountability, consistency, and repeatability in 
operations.

Improved Data Management: The implementation 
of Altify has significantly enhanced the quality and 
management of data within the organization. The 
system promotes data consistency, which is vital for 
Powerlink.

Transparency: By sharing insight maps with 
customers for validation, Powerlink ensures they are 
addressing their needs and is on the right track.

“[Altify has] 
massively improved 
our data quality, 
data management, 
and consistency.”

	— Gary Burke, Market 
Development 
Manager, Powerlink

Powerlink gains enhanced customer 
insights thanks to Altify
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Altify is the Account Planning AI Cloud helping sales teams grow revenue by planning smarter. 

Altify was founded on a core belief: strategic B2B selling puts the customer at the center. We know sales success isn't 
just about selling something—it's about creating mutual value, which demands a solid plan.  Our mission is to shape the 
next generation of sales leaders. We equip revenue teams with proven methodology, strategy, and technology to foster 
a customer-first mindset that strengthens relationships and wins more opportunities. Altify is not just software, but 
rather full-service sales transformation, powered by software. Our expert team helps sales organizations build and scale 
successful, tailored methodology-backed programs, with wholistic support from sales strategy and training to technical 
implementation. We ensure long-term customer value, proudly helping the world’s best sales teams deliver unparalleled 
results. See how Altify can transform your revenue operations at altify.com 
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Altify will be crucial for Powerlink 
to achieve strategic, future goals

Powerlink Queensland anticipates that Altify will be a crucial 
tool in achieving their strategic goals, especially in the context of 
Australia’s energy transformation. The company aims to drive 25 
GW of new, additional energy generation over the next 10 years, 
aligning with the Queensland government’s objectives, and 
views Altify as a key component in reaching this target.

Powerlink recognizes that Altify is more than just another 
vendor or sales tool: Altify is a strategic partner and guide 
to understand customer needs and drivers, and to provide 
solutions that benefit both the company and their customers. 
For this reason, Powerlink intends to leverage Altify to continue 
to enhance customer intimacy.

Optimized Operations: Future plans include Powerlink 
optimizing processes through the standardization provided by 
Altify. The company plans to move toward an opportunity-based 
approach, which will be facilitated by the platform’s capability 
to standardize processes and provide a customer-centric 
focus. This indicates that Powerlink will continue to leverage 
the functionalities of Altify for improved efficiency and data 
management.

Long-term Growth: Additionally, Powerlink anticipates that 
Altify will play an important role in managing the unprecedented 
growth expected in the energy sector over the next 10 to 20 
years. Altify will allow them to achieve their goal of helping 
customers succeed. 

During this period, Altify will continue to be instrumental to 
Powerlink – and will help define their process of continuous 
improvement by testing and refining their approach to sales, 
customer relations, and strategic planning.


