
Cummins Created Oracle Eloqua 
Center of Excellence to Facilitate 
Global Adoption 

HEADQUARTERS: 
Columbus, IN

OVERVIEW:
Founded in 1919, Cummins Inc. is  
a Fortune 500 global leader in the 
design, manufacturing, distribution, 
and service of engines, filtration  
systems, and power generation  
products. The company operates  
in approximately 190 countries  
and territories through a network  
of more than 600 distributors and 
6,000 dealers. With nearly 55,000 
employees, Cummins generated 
$19.2 billion in revenue in 2014.

SUCCESS HIGHLIGHTS:
• Conducted marketing automation 

audit with Relationship One

• Created an Oracle Eloqua Center 
of Excellence

• Rolled out multi-touch campaigns 
across the organization

• Facilitated global user adoption  
of Oracle Eloqua

“Marching down the same path” — that’s the ultimate goal of the global heavy 
equipment giant, Cummins. An enterprise-wide re-organization about two years 
ago forced the company to examine its technology infrastructure, including  
its marketing automation tools. According to Chris Block, Cummins’ digital 
engagement leader, “Our team adopted Oracle Eloqua about five years ago.  
For one reason or another, different groups chose to use other email marketing 
tools, such as Mail Chimp, Campaign Monitor, and Constant Contact.”

However, Block explained that a reorg brought technologies to the forefront as 
enterprise shared-services. “We wanted others in our organization to leverage 
technology tools at scale across the organization,” said Block. That meant the 
company needed to standardize on a single marketing automation platform —  
Oracle Eloqua — and jettison the other email marketing tools.

According to Block, “As the reorg took shape, it became less of a situation of 
convincing people to use Oracle Eloqua and more of a mandate. However, we 
were able to show people the value of the tool by educating them on the wider 
possibilities…that it provided contact management and also lead scoring as well 
as email marketing, all with automation. The big difference was that most of the 
other tools were email-only tools — not actual marketing automation systems.”
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Foundational Audit

As the enterprise-wide adoption of Oracle Eloqua began  
to move forward, Cummins’ digital communications team 
decided to take a step back to make sure it had the right 
foundation in place. With help from its Oracle Eloqua 
consulting partner, Relationship One, the team conducted 
an audit to examine data quality, contact level security, 
overall processes, its governance model, and most  
importantly, user training.

Block said, “Relationship One’s audit highlighted a number 
of recommendations that we’re implementing, and we are 
about a third of the way through our timeline on that.”

Oracle Eloqua Center of Excellence

As the organization proceeded with its enterprise-wide 
marketing automation model, the digital communications 
team also decided to develop a Center of Excellence.  
“We started the program about a year ago on the heels  
of the reorg to provide users across the organization with  
a collective of best practices. We’re essentially creating  
a marketing automation service center.”

With a lean digital communications team, Block’s goal is  
to function as a centralized team using a “train-the-trainer” 
model. He said, “We plan to teach people so we can help 
users get the most out of Oracle Eloqua, and they can run 
their own programs.”

Since the launch of the Center of Excellence coincided with 
the implementation of Relationship One’s audit recommen-
dations, Block said that the work has “dovetailed nicely.”

A Focus on Training

As Cummins’ digital communications team drove the 
enterprise-wide adoption of Oracle Eloqua, Block explained 
that they are dealing with a variety of skill levels. He said, 
“Some people really need a lot of hand-holding, and other 

users come to the table with a lot of expertise whether it’s 
with email videos or working with HTML.” When highly-skilled 
users cross Block’s path, he says they “try to leverage the 
expertise right away by folding that person into an internal 
user group so that everyone in the organization can benefit.” 
A core group of early-adopters have helped Block achieve 
the vision of the Center of Excellence.

Global Adoption and Beyond

As Cummins works towards its shared services model, Block 
said his team is starting to see widescale adoption around the 
globe. He explained that the kinds of requests for assistance 
with the Oracle Eloqua tool have changed from execution  
to training. Block went on to say, “When we first started this 
process, there were about a dozen people using the tool 
within the company, and I think we just passed 120 users. 
That’s a tenfold increase. I’d say that’s success.”

Block’s team has begun to focus on multi-touch campaigns 
that cross the organization as well as meeting the demand 
for Oracle Eloqua outside of marketing and communications. 
For example, the service organization wanted to develop 
post-transactional marketing campaigns, and Block’s team 
has been working on instances of Eloqua just for internal 
communications.

When asked what gets him excited about Eloqua moving 
forward he said, “China! We have a global interest in these 
tools, and it’s pretty challenging to think about how I am 
going to onboard China.” He said his team is also looking  
at integrations with other Oracle products, such as Oracle 
Social Relationship Marketing and Oracle Business Intelli-
gence. Block said, “We look forward to having Relationship 
One walk alongside us every step of the way.” 

According to Block, “Oracle Eloqua is the key to our marketing 
automation, and I think we have endless possibilities.  
We’ve all started to march down the same path.”
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