EMPOWER YOUR TEAM TO STOP WASTING TIME AND START
SELLING WITH TOOLS YOU ALREADY OWN

3 STEPS TO MAKE YOUR SALES
TEAM MORE PRODUCTIVE WITH
COLLABORATION

Table of Contents

i

03

How Can Ubiquitous Collaboration Make My Sales Team More
Productive?

09

Can A Streamlined Sales Document Management Process Really
Shorten My Sales Cycle?

11

Steps You Can Take To Improve Pipeline Management &
Forecast Accuracy

15

Summary

alithya.com

As a sales leader, your number one priority and most important responsibility is to
help your team achieve (if not exceed) their quota.
However, in today’s increasingly competitive market, most sales leaders find
themselves “flying blind” with inaccurate forecasts and poor visibility into the sales
pipeline. Sellers get lulled into a vicious cycle of over promising and under delivering.
In turn, you end up spending an inordinate amount of time tracking and monitoring
your sales team preventing you from focusing on what truly matters – the customer.
Customers are far savvier in this digital age than in prior years. In fact, a recent
Corporate Executive Board study of more than 1400 B2B customers found that those
customers completed on average, nearly 60% of a typical purchasing decision –
researching solutions, ranking opinions, setting requirements, benchmarking pricing,
and so on – before even having a conversation with a supplier. Increasingly
sophisticated procurement teams and purchasing consultants are armed with troves
of data, and companies can readily define solutions for themselves.
It’s becoming much harder to identify prospects that have a need and get to them
early on in their buying cycle. Sales pros need to devote more time to finding
prospects in the beginning stage of the buyer’s journey to help them identify needs
and shape those needs to their solutions. Enabling your team to spend more time on
customer-facing activities in addition to prospecting, research, and account planning
is a winning formula that cannot be disputed.
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So how do you free up time and relieve the heavy lift of looking for resources and
documents, sending email, wading through the approval chain, and making sure all
members of the team are on the same page?
A research study by McKinsey has shown that innovative business collaboration
techniques can improve your company’s productivity by 20 – 30%. Another study by
McKinsey goes on to say that “employees could save 30 percent of the time spent
reading and answering messages if they used accessible, searchable social
technologies instead of one-to-one communications technologies such as e-mail” –
and this is just the tip of the iceberg.
By utilizing the most current market research to date, we have identified three key
areas to shorten your sales cycle and empower your reps to be more productive:
> Ubiquitous collaboration
> A streamlined sales document management process
> Effective pipeline management and accurate forecast strategy

ALITHYA’S DIGITAL SOLUTIONS HELP SALES TEAMS DRIVE NEW BUSINESS
AND MEET THEIR GOALS, IMPROVE CUSTOMER SATISFACTION AND LOYALTY,
AND BEGIN A BUSINESS TRANSFORMATION TO ENABLE FUTURE GROWTH.
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How Can Ubiquitous Collaboration Make My
Sales Team More Productive?
Due to the increasingly complex and competitive nature of sales in current times, the
sales team generally does not execute the sales process alone. There is an
increasingly strong need for other non-sales teams to play a part in the overall sales
cycle. Groups like engineering, creative, and services - just to name a few - are
becoming directly involved in various steps of the opportunity management process.
Many sales organizations use Customer Resource Management (CRM) systems, like
Microsoft Dynamics, however CRM systems alone do not allow for the intense level
of collaboration needed to effectively keep all members working on an opportunity
up to date. Many important team members that play a role in executing a deal do not
have access to CRM. This is a challenge that creates another bottleneck – email.
According to a Forrester report citing research from the American Psychological
Association, enterprise workers continue to spend an excessive amount of time on
redundant tasks, with only 18% of their day dedicated to task delivery. The culprits?
You guessed it – email and the other productivity apps. In fact, the average sales
professional uses eight applications during a typical day. The mental block created
by this constant switching from app to app is reducing productivity by 40%.
THE REPORT GOES ON TO SAY THAT, SELLERS SPEND AN AVERAGE OF ONLY
15 MINUTES OUT OF EVERY MEETING HOUR MAKING DECISIONS. AND
OVERALL, MOST OF YOUR TEAM’S DAY IS SPENT ON REDUNDANT TASKS.
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Collaborative work management tools, enable employees to bridge task
management and collaboration. Sales pros are dealing with processing more
information than ever. They need a way to have transparency into what other team
members are doing, in ways that are faster and more efficient.
Research shows that the need for ubiquitous collaboration within the sales process is
clear. The benefits received by using business collaboration strategies are vast and
diverse. We’ve put together some of the most compelling reasons on how your sales
team can use ubiquitous collaboration to increase sales.

EMPOWER THE DISTRIBUTED TEAM AND IMPROVE PRODUCTIVITY
Being able to get other teams involved in the sale collaboration process speeds up
the sales cycle. It provides you with a central place to communicate, organize,
control, and manage your sales process more efficiently.
A recent joint study between the Institute for Corporate Productivity (i4cp) and Rob
Cross, Edward A. Madden Professor of Global Business at Babson College found that:

COMPANIES THAT PROMOTED COLLABORATIVE WORKING
WERE 5 TIMES AS LIKELY TO BE HIGH PERFORMING.
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The ability to automate the new protocols and defined processes speeds up the
entire sale cycle as well. From the moment an opportunity is created to the time it
closes, you can dramatically free up precious selling time from mundane tasks. You
can put valuable hours in back in your day to spend with your customers and leads,
account planning, researching and prospecting.
By providing all personnel working on a deal with visibility into the sales process, you
go through the sale process at a much more rapid pace. There are no longer multiple
emails flying around asking questions that distract from executing work functions. All
team members are always up to date and working 100% in sync. Cloud capabilities
can provide access to information anytime, anywhere, and on any device.
To make your remote sales team more productive it’s important establish a
“command center” at the account level. Establish a place where the entire team can
utilize tools for the following capabilities – regardless if they have access to CRM:
> An effective workspace with a shared calendar, appointment, files, and access to
all relevant applications
> A planner to help keep track of tasks and to-do lists – completed vs. not
> Chat capability, comments, and “liking” capability
> The ability to upload and keep unstructured data like pictures and writings
> A dashboard showing sales metrics and KPIs

DYNAMICS 365
(CRM)
AND
MODERN
WORKPLACE

Dynamics 365 (CRM)

Modern Workplace
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Research has shown that the benefits of collaboration can improve the overall
motivation of an individual – a highly important trait for a sales professional. Forbes
cites a Stanford study that found even the mere perception of working collectively on
a task can supercharge our performance. Participants in the research who were
primed to act collaboratively stuck at their task 64% longer than their solitary peers,
while also reporting higher engagement levels, lower fatigue levels and a higher
success rate. What’s more, this impact persisted for several weeks.

THE RESULTS SHOWED THAT SIMPLY FEELING LIKE YOU’RE PART OF A TEAM
OF PEOPLE WORKING ON A TASK MAKES PEOPLE MORE MOTIVATED AS THEY
TAKE ON CHALLENGES.
ALITHYA DIGITAL PROVIDES A CENTRALIZED PLATFORM ALLOWING
YOU TO LEVERAGE THE TOOLS YOU ALREADY HAVE IN PLACE TO
PULL TOGETHER DIFFERENT TECHNOLOGIES, PEOPLE, AND
CONTENT INTO ONE WORKSPACE.
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MAKE A SEAMLESS TRANSITION FROM SALES TO DELIVERY AND IMPROVE
CUSTOMER SATISFACTION
The unfortunate reality of the disparate relationship between the sale team and
delivery team is a real one. In many organizations the two teams are completely
siloed from one another with completely different management teams and agendas.
There can even be some intense “competition” and disagreement over who actually
owns the account, what contacts are fair game to be called upon, and the overall
account plan.
Even though the sales and delivery team should be in complete lock-step with each
other from the beginning of the sales process through final delivery, more often than
not, it’s not the case. According to a survey by Clear Company, teamwork in the
workplace can stimulate creativity, engagement and innovation, yet it remains one of
those commonly underutilized tools. Many of us are guilty of staying in our little
nooks of expertise, comfy in our silos and never seeking out true collaboration. It’s
easy to put your blinders on and get the job done, but that’s not what drives success,
or growth, both individually and organizationally.
> 39% of surveyed employees believe that people in their own organization don’t
collaborate enough.
> 86% of employees and executives cite lack of collaboration or ineffective
communication for workplace failures.

ALITHYA SOLUTIONS CAN HELP ENHANCE COMMUNICATION FOR SALES
TEAMS BY ALLOWING YOU TO SHARE DATA, ORGANIZE PROJECTS AND
REMOTE TEAMS IN A CONSISTENT WORKPLACE, AND DISCOVER IMPORTANT
INFORMATION AND UNIQUE EXPERTISE AMONG YOUR STAFF.
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When communication breaks down, we start to see a lot of redundant or duplicate
work, reduced quality and frustration among team members. Collaboration shines a
light on all the nooks and crannies in which these issues start and fester. It provides
checks and balances, keeping responsibilities of individuals in line with the greater
goal of the team.
This rings especially true for the collaboration between sales and delivery teams. By
allowing the two groups to effectively communicate with each other, they gain:
> A complete and thorough knowledge transfer, where every piece of applicable
content is shared and available
> A clean transfer of responsibility between the groups which ultimately benefits the
customer and improves satisfaction
> The ability to execute on all tasks at hand from selling the solution to
implementing in an expeditious manner – freeing up time to focus on other
opportunities and prospects
> All documentation – from unstructured data, to proposals, contracts, estimates
and meeting notes – in one place
Ensure your sales and delivery teams are working hand in hand to deliver exceptional
service and quality to the customer and make the most of their time.
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Can A Streamlined Sales Document
Management Process Really Shorten My Sales
Cycle?
The unequivocal answer is yes! Most organizations already own SharePoint and O365,
and if leveraged with a CRM system, it will provide all of the document management
benefits plus additional productivity for the sales team. Analysts such as Gartner
found this topic so compelling to the sales process that they put together a “Magic
Quadrant for Content Collaboration” whitepaper where they evaluated several
leading organizations to understand the benefits and how that factors into the sales
process. Gartner’s research demonstrates how content collaboration can transform
how individuals and teams work. Inside or outside organizations, they add structure
and insight when collaboration involves unstructured data.

GARTNER’S STRATEGIC PLANNING ASSUMPTIONS
BY 2022, 50% OF MIDSIZE AND LARGE ORGANIZATIONS IN MATURE REGIONAL
MARKETS WILL USE CONTENT COLLABORATION TO IMPLEMENT DOCUMENT
WORKFLOWS AND IMPROVE COLLABORATION AND PRODUCTIVITY.
As the research indicates, the need to have a clear content collaboration strategy is a
must in this economy – but how does it specifically impact the length of the sales
cycle? The answer is simple: A streamlined sales document management process
uses workflows and automation to help sales teams work faster, better and smarter.
Making sure that the following capabilities in a CRM and document management
processes are available to your sales team can shorten the sales cycle:
> Allowing for collaboration of non-CRM users to collaborate, co-author and
manipulate
> The ability to store documents, email messages (with attachments) as notes in a
specific record
> Integration with CRM that allows for storing and managing document
locations/libraries and being able access them as a record
> Providing external sharing, version history, and editing. Being able to house the
history and having the ability to click back in time to any particular version
> Being able to synchronize libraries to your desktop, automatically upload, and
keep things the same when you drag and drop
> Powerful (metadata) search capabilities to find text within a document
> Automation of content management
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HERE ARE THE TOP 5 BENEFITS OF INTEGRATING YOUR CRM + DOCUMENT
MANAGEMENT SOLUTIONS:
1 Reduction in the time spent managing sales materials and being able to execute
the deal more efficiently
2 Freed up time from doing menial, redundant tasks and focus on bringing in new
business
3 Spending less time “re-inventing the wheel” and trying to find documents and
relevant materials
4 Deep insight into content that to enhance the sales team experience through
smarter interactions
5 Creation of a knowledge base for sale collateral
> Sales material created for one opportunity is now and asset that you can find
and leverage
> Being able to find documents like previous proposals, research, and collateral
quickly
> Spend less time digging and asking colleagues for materials
In summary, having a streamlined document management process can shorten the
sales cycle by enabling access to enterprise content repositories from any device,
content synchronization and sharing, and content editing to increase users
productivity.

ALITHYA’S ‘MODERN WORKPLACE’ CONSISTING OF SHAREPOINT AND OFFICE
365, CAN ALSO INTEGRATE SEAMLESSLY WITH DYNAMICS 365 TO EXTEND
THE ABILITY TO MANAGE FILES, IMPROVE COLLABORATION, AND ENHANCE
COMMUNICATION FOR SALES OR OPERATIONS TEAMS. WATCH THE ONDEMAND WEBINAR, “BENEFITS OF SHAREPOINT, OFFICE 365 AND DOCUMENT
MANAGEMENT” TO LEARN MORE.
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Steps You Can Take To Improve Pipeline
Management & Forecast Accuracy
EFFECTIVE PIPELINE MANAGEMENT
A sales leader has many moving parts to keep track of on a day to day basis. As we
discussed above, utilizing effective collaboration and document management
techniques can increase productivity and free up must needed time for the sales
team. It can also help keep sales leaders informed and up to date on the sales
process.
However, as a sales leader, your role is not to be entrenched in every detail of an
opportunity, but to keep track of your teams overall pipeline and forecast. Taking all
the hard work the team is doing to build pipeline and compiling it in one location to
run analytics and submit your team’s forecast is more of the priority.
Being able to maintain an accurate sales pipeline is at the top of the list of key
responsibilities for any sales leader. Organizations count on their ability to accurately
predict revenue so that it can be used to effectively manage operations, the supply
chain, and even the market. Without it, it is likely that an organization will operate in
inefficiency, and the tenure of the sale leadership is always in question. However,
building pipeline comes with its own set of unique challenges.
Questions frequently asked by sales leaders are:
> What has moved in and out of the pipeline?
> What is the total revenue won and lost and what is the reason for the lost
revenue?
> What opportunities have changed their forecast rating and have the progressed or
stalled?
> What is the difference in my pipeline by region or by team this week versus last
week?
> How accurate historically has the team, region, or sales individual been in bringing
in a deal in on or before the date that they committed it?
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Unfortunately, most companies aren’t able to answer those types of questions or if
they can, the data may not be accurate. Sales leaders generally face three common
pipeline challenges. We’ve outlined them below and the actions your team can take
to solve them.

1 Stalled Deals: Over 85% of deals in the average pipeline are stalled – but that is
where the money is! However, the longer the deal is stalled, the less likely it is
going to happen1. Most leaders routinely ask themselves what they can be doing
to get out of the “yellow zone” and move the deal forward.
The solution: Help the customer buy – If they have never, or seldom bought before,
what should they be looking for? Who should be involved? How do they put
together the buying team, align interests, priorities and agendas? How do they
make their issue important to managers? If the prospect isn’t being guided though
the buying process, regardless of how strong their need is, it won’t happen.
2

“Radio Silence”: Deals suddenly go quiet, but then what? How do you stop this
from happening and what actions can you take to bring it back to life?
The solution: Have a clearly defined sales strategy and keep it up to date – The
sales process defines the critical activities, events and triggers to help move your
customers through the buying process, and your team through the sales process.
In each meeting, agree on next steps and activities. Agree on the actions and
dates for completion and who is responsible – make sure to document and share
them with the customer. Most importantly, you need to have an opportunity plan
or strategy. Only 65% of companies have a defined sales process2.

3 The dreaded “In Process” stage: If no one is keeping an eye on the pipeline or
holding the team accountable, the updates most likely won’t happen. In many
pipelines, there are a significant number of deals that have been “in process” for
2, 3, or 4 times longer than the average sales cycle and no one is challenging
them. The sales person doesn’t even “see” it when they view their forecast.
The Solution: Hold the team accountable - Make sure the team is paying attention.
Sounds obvious, but it’s important to do. Generally, there are several deals in the
“in process” stage and there is no one challenging them on what the next steps
are. It’s the sales person’s responsibility to make sure the deal is moving forward.
It’s management’s responsibility to coach them and provide strategies to move
deals forward. When the deal is stalled, provide help to the rep to come up with a
plan.
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In this world, the celebrated “solutions sales pro” can be more of an annoyance than
an asset. Customers in an array of industries are often way ahead of the salespeople
who are “helping” them. It makes it a lot harder to spot prospects who really need
your help. That’s why is it essential to use your pre-defined sales process and keep it
updated. You will become a valuable asset to your prospects instead of a nuisance.
By performing the solutions outlined above, you are likely to build a strong pipeline
and hit growth targets.

SALES PROCESS
MODEL

Qualify the
Leads

Build the
Relationship

Sales
Process
Model

Negotiate and
Close
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FORECAST ACCURACY
While the sales pipeline consists of all opportunities at every stage in the sales cycle,
the sales forecast is the salesperson’s prediction of which sales will close within a
given timeframe3. The main difference between the pipeline and sales forecast is the
prospect must have a need that the organization can address within budget and
timeframe considerations to qualify for the sales forecast. There must also be a clear
understanding of the next step.
FORECASTING HELPS YOU TO PUT THINGS INTO PERSPECTIVE: TO SEE THE
POSSIBILITIES AND CHALLENGES OF THE PIPELINE MANAGEMENT AND PLAN
YOUR FURTHER ACTIONS BASED ON THAT. ACCURATE FORECASTING HELPS YOU
TO MAINTAIN FULL CONTROL OF YOUR PIPELINE AND ITS MANAGEMENT.
Below are the five best practices for improving sales forecast accuracy:
1 Enable sales reps with technology:
Use tools like CRM and others to accurately forecast.
2 Training:
Only 28% of companies in a recent Sales Management Association survey said
they rain sales reps. “If we don’t take the time to define an opportunity and train them
on how to use the technology, the, to an extent, we kind of get what we deserve.”
3 Hold sales for accountable for forecasting:
Accountability increases sales forecast accuracy by 26%. Accuracy is sometimes
considered part of some companies’ compensation plan for sales reps.
Forecasting is an administrative burden, but holding people accountable can
improve accuracy.
4 Pipeline Management:
According to Sales Management Association data, only 44% said they manage
pipeline effectively, and 43% said they aren’t adept at managing the pipeline. As a
result, sales managers don’t have confidence in the results they discuss with their
reps.
5 Have a well-defined forecasting method:
Most companies lack clearly defined terms for forecasting. According to data, only
42% of companies have a defined forecasting methodology.
In conclusion, sales pipeline and forecast accuracy can be tricky for any company. At
the end of the day, you need to deliver simple to understand, actionable insights that
are in context of the customer relationship.

ALITHYA CAN HELP YOUR BUSINESS DRIVE FORECAST AND PIPELINE
ACCURACY, WHILE SIMPLIFYING PROCESSES. LEARN HOW YOU CAN DERIVE
MEANINGFUL INTELLIGENCE FROM LARGE AMOUNTS OF COMPLEX DATA TO
ENGAGE YOUR CUSTOMERS IN MOVE PERSONALIZED, EFFECTIVE WAYS
THROUGH CUSTOMER INTELLIGENCE. DOWNLOAD THE EBOOK, “TOOLS TO
ADDRESS SALES PIPELINE AND FORECAST ACCURACY CHALLENGES” TODAY.
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Summary
The power of collaboration is the key for a sales leader to achieve their goals. Not
only will you shorten the length of your sales cycle, but you will improve your team’s
overall productivity by giving them back valuable selling time. Break down the walls
of CRM and engage all members of the sales opportunity – at the same time,
regardless of their access. The strength of SharePoint and other O365 technologies
will give your team the ability to collaborate seamlessly on-prem, in the Cloud, or as a
hybrid of both. These solutions will help you:
> Share data and information
> Organize projects and remote teams in a consistent workplace
> Discover important information and unique expertise among your staff and assets
Empower your team to work together and follow the sales process - your pipeline
and forecast will thank you for it. Unlock the hidden insights in your forecast and feel
confident in your team’s numbers. Don’t wait another day - Get in full control of your
pipeline and forecast today.

WANT TO
LEARN MORE?

FOR MORE INFORMATION CONTACT US ONLINE OR CALL US AT (866) 420-7624 US OR
(0203) 608-1445 UK TO SET UP YOUR DIGITAL STRATEGY PLANNING SESSION. IT’S TIME
TO SEE HOW SHAREPOINT AND OFFICE 365 CAN INTEGRATE SEAMLESSLY WITH
MICROSOFT DYNAMICS TO EXTEND YOUR ABILITY TO MANAGE FILES, IMPROVE
COLLABORATION, AND ENHANCE COMMUNICATION FOR YOUR SALES TEAM.
ALITHYA DELIVERS INNOVATIVE MICROSOFT ERP, CRM, BI, WEB AND PORTAL
SOLUTIONS AND SERVICES ON PREMISE OR IN THE CLOUD TO MANUFACTURERS IN
NORTH AMERICA AND EUROPE. THE AWARD-WINNING COMPANY ENABLES
CUSTOMERS TO ACHIEVE SUCCESSFUL BUSINESS OUTCOMES AND IS ONE OF THE
LARGEST RESELLERS OF MICROSOFT DYNAMICS 365. WANT TO KNOW MORE?
CONTACT US FOR A PERSONALIZED DIGITAL ASSESSMENT.

1
2
3

http://customerthink.com/stalled-deals
http://www.thesuccessfulsalesmanager.com
http://businessobserverfl.com/print/pipeline-vs.-forecast-what-the-difference

CONTACT US

About Alithya
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ALITHYA GROUP INC. IS A LEADER IN STRATEGY AND DIGITAL TRANSFORMATION IN NORTH AMERICA.
Founded in 1992, the Company counts on 2,000 professionals in Canada, the United States and Europe.
Alithya's integrated offering is based on four pillars of expertise: strategy services, application services,
enterprise solutions and data and analytics. Alithya’s Microsoft practice covers a wide array of capabilities,
including Dynamics, Azure, business and advanced analytics, digital solutions, application development and
architecture.
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