B® Microsoft Dynamics 365

Modernize sales
productivity with
Dynamics 365 Sales

Unlock productivity in the
digital era
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Age of distraction

59%
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64%

&

of sellers say they
have too many
sales tools’

of workers don't
know what'’s
expected of
them?

% of time spend
on non-selling
activities?

Vv 14%

Distractions reduce
seller’s performance

by 14%'


https://www.accenture.com/us-en/~/media/PDF-34/Accenture-Selling-In-The-Age-Of-Distraction.pdf
https://news.gallup.com/businessjournal/186164/employees-don-know-expected-work.aspx
https://www.paceproductivity.com/single-post/2017/02/09/How-Sales-Reps-Spend-Their-Time

And there’s more complexity

External

Internal

# of people Buying decision
involved in a took 97% longer
purchase decision’ than expected?

Companies lacking a well-

Likelihood that workers will
defined sales process3

spend more time on
collaboration platforms*



https://www.gartner.com/doc/3892387?ref=mrktg-srch
https://blogs.gartner.com/hank-barnes/2017/10/24/the-high-cost-of-buying-complexity/
https://blog.topohq.com/sales-process-how-to-design-and-manage-a-process-that-will-scale/
https://www2.deloitte.com/insights/us/en/focus/human-capital-trends/2018/network-of-teams-connected-workplace.html
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Do less, not more

P o
Modernize sales Focus on what's most important {0)
v
productivity *
Streamline seller workflows ./‘\.

Start with what you need >



Focus on what's most important
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Get actionable insights to

Tailor interactions Get guidance toward
optimal outcomes increase performance

with customers



Streamline seller workflows AR
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Conduct sales activities in Work on the go with Collaborate on deals in
familiar tools with Office 365 mobile application a modern workspace



Start with what you need
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Get up and Configure the application for Count on a platform that
running quickly your specific sales processes grows with your business



Microsoft — a leader in seller productivity
Forrester Wave; Sales Force Automation Solutions

FORRESTER RESEARCH

Dynamlcs 365 brought d helghtened focus on seller Forrester Wave™: Sales Force Automation Solutions, Q2 ‘17

prOd uctiVity, With deep |nteg ratlo ns into Offlce 365 The Forrester Wave™: Sales Force Automation Solutions, Q2 2017
and OUthOk" Strong
Challengers Contenders  Performers Leaders
Strong FORRESTER RESEARCH
A The Forrester Wave™
Go to Forrester.com
Pegasystems (©) to download the
Forrester Wave tool for
" . . . . . . " bpm’online more detailed product
Microsoft delivers on intelligent seller productivity. evaluations, feature
SAP (- comparisons, and
CRMNEXT @ customizable rankings.
Current Infor @ Sthaci
offering NetSuite
“Microsoft is a best fit for companies looking to capitalize
on the productivity gains of their other Microsoft cloud Market presence
investments, namely Office 365, and those companies .0 @7 Full vendor partiipation
that are bullish and looking to disrupt their peers Weak | *® #) Incomplete vendor participation
with Al and machine learning.” Weak Strategy > Strong
136162 Source: Forrester Research, Inc. Unauthorized reproduction, citation, or distribution prohibited.

The Forrester Wave™ is copyrighted by Forrester Research, Inc. Forrester and Forrester Wave™ are trademarks of Forrester Research, Inc. The Forrester Wave™ is a graphical representation of Forrester's call
on a market and is plotted using a detailed spreadsheet with exposed scores, weightings, and comments. Forrester does not endorse any vendor, product, or service depicted in the Forrester Wave. Information is based on best available resources.
Opinions reflect judgment at the time and are subject to change.



“As an organization we need to evolve and
transform our operations so we are best
placed to take all of the goodness that we

offer and distribute it to those most in need.”

Aldo Travia, Executive Manager Information
Services, Wesley Mission

Equip staff to deliver more compassionate care with secure client
information and data

Automate reporting and measurement processes to understand clients
better and allocate resources accordingly

Ramp up quickly, focus on the business, and streamline
business processes



“Partnering with Microsoft and adopting all Simplify process of video reviews, report creation, and sales proposal

f th i ti that h t . . . .
has made our jobs so much easier” generation with a mobile cloud-based solution.

Collaborate anywhere with Microsoft Office 365
Rick Spielman: Executive Vice President & i e )
General Manager, Minnesota Vikings Gain greater visibility into sales operations and reveal new

opportunities for business growth
% IKINGS



“I was able to use CRM'’s workflows and
business rules to create a tool for our sales
team that adds value by making it easier for
them to do their job.”

Tom Faillace
Senior IT Generalist, Luck Companies

LUCK®¥STONE

Deployed Microsoft Dynamics 365 and Office 365 to boost sales
productivity and track sales performance

Each seller and sales leader saved approximately
3 hours per week with the solution

Achieved ROI of 308% and payback in 7.2 months
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