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Introduction 
In parts one and two of this series, we address sales pipeline and forecast accuracy 
challenges for today’s sales leaders, the lifecycle of sales prospects, as well as best 
practices for improving sales forecast accuracy. In part three we will cover important 
pipeline questions to answer, as well as three easy tools from Alithya to extend the 
capabilities of Microsoft Dynamics 365 for Sales, addressing these sales challenges.  

SALES CYCLE 
 

 

In part one, we discussed a sales cycle such as the one above. Our sample sales 
cycle focuses on five stages to ensure that you stay aligned to your prospect’s 
challenges. 

The best way to keep track of and control of your sales pipeline is through customer 
relationship management (CRM) software (sometimes called salesforce automation 
(SFA)). CRM applications provide clear visibility of sales cycles by tracking prospects 
through each of the sales pipeline stages of your selling process. CRM systems and 
applications are designed to manage and maintain customer relationships, track 
engagements and sales, and deliver actionable data—all in one place. 

Full visibility of your pipeline and processes will bring to light what is working and 
what’s not working when it comes to winning deals. To identify where your sales 
funnel is leaking doesn’t mean that all the prospects in your pipeline are going to 
convert, but you will be able to prevent some of the loss and maximize margin. 

And by combining activity and sales data in a single database, CRM software helps 
you sharpen your sales process. 

Instead of working on gut feeling, you will be able to track every step in the sales 
process and check the health of your pipeline. Any time. 

ARE YOU IN CONTROL OF YOUR SALES PIPELINE? 

Sales 
Process  
Model 

Discover their 
Needs 

Present a 
Solution 

Negotiate and 
Close 

Build the 
Relationship 

Qualify the 
Leads 
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Microsoft Dynamics 365 for Sales 
Microsoft Dynamics 365 for Sales moves beyond sales force automation by bringing 
digital intelligence into each deal to better predict your customer’s needs—and 
deliver the personal attention that builds relationships and revenue. 

MICROSOFT DYNAMICS 365 HELPS YOU WITH ACTIONABLE INSIGHTS SO THAT 
YOU FOCUS AND ACT ON THE RIGHT SALES PRIORITIES. 

> Derive meaningful intelligence from large amounts of complex data to provide 
salespeople with contextual, actionable insights that are easy to understand 

> Increase sales velocity by identifying prospects most likely to buy based on 
predictive intelligence 

> Know where to focus with insights that reveal relationship health and risk 

> Spot buying signals, identify competitive threats, and keep a pulse on the market 
with social media 

> Engage your customers in more personalized, effective ways through customer 
intelligence 

DYNAMICS 365 ALSO HELPS YOU CREATE RELATIONSHIPS, FOSTER CUSTOMER 
RELATIONSHIPS THROUGH AUTHENTIC, PERSONAL ENGAGEMENT, AND UNIFY 
YOUR SALES EXPERIENCE AROUND RELATIONSHIPS. WITH RELATIONSHIP-
CENTERED INSIGHTS, YOU’LL DELIVER THE PERSONAL ENGAGEMENT THAT YOUR 
CUSTOMERS DEMAND. 

> Identify, understand, and connect with customers through social networks 

> Engage through sharing of personalized and relevant content 

> Build trust with continuous insights and recommendations based on actual 
customer needs 

> Easily grow and maintain your one-to-one customer relationships—at scale—with 
unified data and systems 

THE DYNAMICS 365 SOFTWARE HELPS YOU SPEND MORE TIME SELLING AND 
LESS TIME ON ADMINISTRATION. YOU CAN INCREASE REVENUE, BOOST 
PRODUCTIVITY, GAIN KEY INSIGHTS, AND REDUCE COSTS WHEN YOU AUTOMATE 
YOUR SALES PROCESSES THROUGH A HIGHLY INTUITIVE INTERFACE AND 
MICROSOFT OFFICE-EMBEDDED CAPABILITIES.  

> Work anytime, anywhere with familiar, intuitive productivity tools, such as mobile 
apps that provide contextual news, social data, and task flows  

> Know what steps to take next to close deals faster by using process automation 
and a guided sales process  

> Recruit, onboard, and strengthen your partner channel through deeper 
enablement and activation 
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MICROSOFT DYNAMICS 365 ALSO HELPS YOU CREATE A CULTURE THAT 
NURTURES SUCCESS WITH BETTER SALES PERFORMANCE. ACCELERATE YOUR 
SALES PERFORMANCE WITH REAL-TIME ANALYTICS BASED ON HISTORICAL DATA 
AND PREDICTIVE INFORMATION. INSPIRE, ONBOARD, COACH, AND MOTIVATE 
YOUR TEAM TO ACHIEVE MORE. 

> Get answers fast using dashboards, contextual charts, and Power BI Q&A for 
natural language queries 

> Hit your numbers by setting goals, monitoring results, and providing feedback and 
coaching in real time 

> Ease onboarding and align sales behavior through sales management software 
and interactive help and documentation 
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Enhancing Microsoft Dynamics 365 for Sales 
Alithya has developed add-on solutions for sales teams to enhance Microsoft 
Dynamics 365 for Sales. These tools have been designed with direct input from sales 
leaders to give you additional sales intelligence that is not readily available within 
Microsoft Dynamics 365 out of the box.  

Through our extensive experience of over 1,500 CRM deployments, we’ve developed 
our sales solutions to ensure you receive the maximum return from Microsoft 
Dynamics 365. 

With these three tools, you will finally be able to answer: 

> What is the difference in my pipeline by region or by team this week versus last 
week? 

> What has moved in and out of the pipeline? 

> What is the average number of days in each stage of a sale by team, by region or 
by customer? 

> What is the average time a complete sales cycle takes by team, by region or by 
customer? 

> What is the total revenue won and lost and what is the reason for lost revenue? 

> Which opportunities have changed their forecast rating and have they progressed 
or stalled? 

> How long does it take us to go through each stage in the sales cycle? 

> How accurate historically has the team, region or sales individual been in winning 
a deal that they have committed? 

> How accurate historically has the team, region or sales individual been in bringing 
a deal in on or before the date that they committed it? 

> How accurate have my sales members forecast been when they said: 

> Deals would be won on a specific date? 

> Deals would be won for a specific amount? 

> Deals would be won? 

Tool #1: Alithya Pipeline Analysis 
Alithya’s Pipeline Analysis Solution for Microsoft Dynamics 365 allows sales managers 
and leaders to monitor, track and analyze their team at every stage in the sales cycle. 
Sales wins, revenue, and sales losses can be analyzed at the individual level against 
time taken at each stage of the customer interaction. Pipeline Analysis takes 
Microsoft Dynamics 365 one step further by allowing you to answer: 

1 How long does it take for us to go through each of the stages in the sales 
cycle? 

2 How we've been historically across the board when winning a deal? 

3 How accurate has the team been, based on what they've committed to? 
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PIPELINE ANALYSIS HELPS YOU 
DETERMINE REVENUE METRICS: 

> Average Revenue by Opportunity 
Stage 

> Average Revenue by Owner and 
Opportunity Stage 

> Average Revenue by Opportunity 
Status 

> Average Revenue by Owner and 
Opportunity Status 

> Total Revenue by Campaign & 
Opportunity Status 

> Total Revenue by Won/Lost Reason 

> # of Won/Lost Opportunities by Owner 

PIPELINE ANALYSIS HELPS YOU 
DETERMINE SALES CYCLE METRICS: 

> Average Days to Reach Sales Stage by 
Owner 

> Average Days to Close by Owner 

> Average Days to Close by Won/Lost 
Reason 

> Average Days to Close by Owner and 
Won/Lost Reason 

> Average Days to Close by Source 
Campaign and Status 

> Average Days in Sales Stage 

> Average Days in Sales Stage by Owner 

Gain Greater Control over your Sales Cycle 
The Pipeline Analysis Solution tracks and retains the key data points on each 
opportunity at each stage of the sales cycle. 

The data is presented on CRM views, charts and dashboards, and gives sales 
management a drill-down analysis of the sales cycle across the entire sales 
organization or at an individual level. 

PIPELINE ANALYSIS 
APPROACH 
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Improve Team Performance 
One of the key roles of any sales leader is to coach their team to be more effective 
sales performers. Pipeline Analysis reveals, among other metrics, which team 
members are taking longer to qualify opportunities, who spends longer on 
opportunities that they don’t win and who is too optimistic or pessimistic in 
forecasting the value of their opportunities in any stage of the sales cycle. Ultimately, 
the solution gives you greater insight into and control over your sales cycle. 

REAL-LIFE 
EXAMPLE: 

 

PROBLEM:  

You have a 
$15,000 gap from 
the time that you 
propose to close. 

SOLUTION:  

With Pipeline Analysis, drill down into the sales cycle 
data and sort by the salespeople on the team. 
Determine why the discounts are happening and 
minimize them from the outset. 

Tool #2: Alithya Pipeline Snapshot 
Alithya’s Pipeline Snapshot Solution for Microsoft Dynamics 365 helps Sales Leaders 
track and compare opportunity progress. Pipeline Snapshot allows you to take a 
snapshot of time periods that you choose, whether it's weekly, monthly, or multiple 
time periods, and track and visualize data as it's moving across. You can capture who 
the customer is, sales stage, rating, owner, revenue, estimated close date, etc. And 
then you can start looking at comparisons week after week. 

For example, if you are the sales manager in your company, and have been out on 
vacation, you can take a snapshot of the sales data when you return so that you can 
see what happened while you were out. It gives you better tools to arm salespeople, 
sales managers, and even your VPs to be able to practice coaching. It drives better 
conversations with your team to improve sales ability. 

PIPELINE BY 
RATING 
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For an amount of time that you define, a snapshot of the opportunity is taken that 
captures: 

> Customer 

> Opportunity Name 

> Revenue 

> Sales Stage 

> Close Date 

> Opportunity Status 

> Rating 

> Opportunity Owner 

> Snapshot Date 

Comparison from the previous period can be visualized on how the pipeline has 
changed 

Log critical changes to the pipeline and analyze as they occur 

Gain insight into why the pipeline is evolving as it is 

Examine detailed changes to estimated revenue, estimated close dates, and ratings 

REAL-LIFE 
EXAMPLE: 

 

PROBLEM:  

Your sales people 
are spending too 
much time in each 
stage of the sales 
cycle, and taking 
too much time to 
close each deal. 

SOLUTION: 

With Pipeline Snapshot, look at each salesperson by 
time. You may find one salesperson who takes less time 
in each stage, and less time to close. Talk to that 
salesperson and determine why. Does he/she have a 
better process? Does he/she offer a prepared 
document up front as opposed to later in the sales 
process? Determine what is working and what is not 
working. Learn from the snapshots and better train your 
salespeople for faster close times. 
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Tool #3: Alithya Forecast Accuracy 
Alithya’s Forecast Accuracy for Microsoft Dynamics 365 for Sales takes the guess 
work out of how accurate your sales team is when providing pipeline reports. 

The solution provides a trend of how accurate your sales team has been at 
forecasting their opportunities. The tool is based on the current pipeline, or even an 
individual deal that a sales representative is forecasting. 

Forecast Accuracy answers three questions: 

1 How likely are they to win the deal? 

2 How likely are they to win it in the time frame they are forecasting? 

3 How likely are they to win for the amount they are forecasting? 

TAKING MORE OF 
THE GUESS WORK 

OUT OF HOW 
ACCURATE YOUR 

SALES TEAM IS 
WHEN PROVIDING 

PIPELINE 

REPORTS IS 
CRITICAL FOR 

ACCURATE 
FORECASTS 

 

4 When an Opportunity Rating changes the: 

> Estimated Close Date 

> Estimated Revenue 

> Rating 

5 The Solution captures the 1st time for each Rating 

6 On Opportunity Close, Forecast Accuracy records created calculate: 

> Revenue Accuracy 

> Days Accuracy 

> Rating Accuracy 

REAL-LIFE 
EXAMPLE: 

 

PROBLEM:  

Forecast accuracy 
ratings are based 
on gut feelings 
from salespeople. 

SOLUTION:  

Base your accuracy on actual data and history with 
Alithya Forecast Accuracy. When a salesperson has 
rated a deal as, for example, best case, most likely, or 
commit, what were the actual win rates? If they say 80% 
chance of close, historically has that meant 65%? Adjust 
and retrain based on actual numbers. 

The Executive 
Better guidance to the 
Board and Market 

The Sales Executive 
Quantifiable feedback on 
accuracy Make 
adjustments quicker 

The Sales Manager 
Better guidance to Senior 
Management Ability to 
spot coaching 
opportunities 
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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. 

With these three easy tools, you can focus and act on the right priorities within 
pipeline and forecasting, and act with confidence. You can derive meaningful 
intelligence from large amounts of complex data to engage your customers in more 
personalized, effective ways through customer intelligence. 

 

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. 

www.alithya.com | MSsales@alithya.com | 866 420-7624 

About Alithya 

C O N T A C T  U S  

ALITHYA IS AN AWARD-WINNING MICROSOFT DYNAMICS PARTNER, WITH OVER 
10 GLOBAL AND NATIONAL MICROSOFT AWARDS. WE HELP SALES LEADERS IMPROVE 
THEIR PIPELINE AND FORECAST ACCURACY BY USING TECHNOLOGY TO EMPOWER 
THEIR TEAMS. WE ALSO HAVE UNIQUE ADOPTION AND TRAINING SERVICES TO 
ENSURE YOUR ORGANIZATION UNDERSTANDS AND EMBRACES THE LATEST 
TECHNOLOGIES, ULTIMATELY DRIVING SALES ENABLEMENT AND BEST PRACTICES. 
LEARN MORE. 

ABOUT 
ALITHYA 
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