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Transform the sales organization
with a Copilot for sellers

Maximize productivity and close more deals with the
Al assistant designed for sales professionals

The seller’s role is more demanding than ever

of sellers say performance expectations Time sellers spend on administrative and non-selling duties?
and volume of supported accounts have R hi
43% increased in the last year! esearching prospects

Preparation and planning
Generating quotes/proposals

claim a lack of focus time 70% Manually entering sales data
48% negatively impacts their ability

to develop sales strategies’ Administrative tasks

.\

Prioritizing leads and opportunities

What do sellers want from Al? Share of respondents who agree Al would help them...

SeII.ers are more likely to adopt and use tools thqt solve Find the information they need_ 76%
their most critical challenges. Surveyed sellers said that Al

tools and technologies would have a positive impact on ) B

their performance across common sales activities. Identify sales °Pp°rt”“'t'e_ 75%

Reimagine the seller experience

Copilot connects with your

customer relationship Q @ IJ_-I%I

management (CRM) platform

o [orimg) &5 nef(glits aind Simplify Personalize Streamline your
next-generation Al into the o o
flow of work. tasks interactions workflow
Accomplish more in less time Strengthen customer Work more efficiently with
with Al-generated emails, relationships with Al-supported  seamless information sharing
summaries, and content. insights and recommendations between Microsoft 365 apps
on next steps. and your CRM platform.

T Microsoft. “Sellers’ attitudes about Al.” June 2023. An Ipsos study commissioned by Microsoft. Study included 700 participants who use professional CRM systems at organizations of at least 300 people.
Industries include Financial Services, Professional Services, Manufacturing, Retail, Technology, and Healthcare. 2 Microsoft-sponsored Futurum Research 2022.



Copilot can transform seller productivity

As part of Microsoft's own Al pilot,
we surveyed' 133 Microsoft
salespeople who use Copilot for
Sales at least weekly. Sellers reported

significant time savings.

90 minutes

saved per work week—
time available for work

that matters

83%

of sellers are more
productive

67%
can spend more time
engaging customers

A seller’s day-in-the-life

with Copilot

Robin opens an email from

Alex Baker at Trey

Research that details the

request for proposal.

Robin, a sales representative at Contoso Coffee, is responding to a request for proposal
sent by Alex Baker at Trey Research for five coffee machines. Copilot for Sales assists

with the request, helping to streamline meeting preparation, email creation, meeting
summaries, and customer record updates—with actions seamlessly integrated with
Salesforce data, Microsoft Teams, and Outlook.

Robin prepares a
follow-up response to

Taylor, the buyer at Trey

Research.

The next day, Robin

prepares fora Teams
meeting with Taylor to
discuss the proposal.

Robin and Taylor discuss

details of the offer.
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Summarize
messages

In Microsoft Outlook,
Copilot for Sales provides
Robin with a summary of
the email from Alex and
suggests next steps, as
well as saves the email to
the Salesforce record.

Draft personalized
emails

Robin prompts Copilot to
generate a meeting invite
to discuss the opportunity.
Copilot pulls in details from
the email thread, customer
record, and product
information.

Prepare for
meetings

Copilot generates a
meeting preparation brief
in Microsoft Word
summarizing talking points,
past meeting notes, emails,
and important details about
the proposed deal.

Get call
insights

During the Teams meeting,
Copilot guides Robin with
real-time call insights with
opportunity summary
details and brand and
competitor analysis. After
the call, Copilot recaps the
conversation with sales
conversational KPls and
suggests CRM updates.

Robin follows up
with sales assets to
help close the deal.

Create
sales content

Robin prompts Copilot to
generate a deck in
PowerPoint based on
the CRM record, product
information, and meeting
insights such as follow-
ups on customer’s
longest talking points
and key questions.

Since deploying Copilot for Sales, we've
discovered that we have more valuable
information about any given opportunity
than we'd realized. The increased intent
information from clients that we now have
was only a dream before.”

Copilot helps sellers at more than
30,000 organizations to enrich their
customer interactions using data
from Dynamics 365 or Salesforce.

Andy Blevins

Industry Portfolio Lead
Avanade

Copilot in Dynamics 365 Sales

Copilot in Dynamics 365 Sales empowers sales teams with
next-generation Al and advanced customization—now
available in Dynamics 365 premium SKUs for no additional cost.

Microsoft Copilot for Sales

Copilot for Sales brings together the power of Microsoft Copilot for
Microsoft 365 with seller specific insights and actions using data
from third-party CRMs like Salesforce.

Take the first step with guidance and resources
at the Microsoft Al website.

1Study conducted by Microsoft's Office of the Chief Economist, in partnership with the Dynamics 365 product group.
2 What Can Copilot's Earliest Users Teach Us About Generative Al at Work? (microsoft.com



https://www.microsoft.com/en-us/ai/dynamics-365-ai
https://www.microsoft.com/en-us/ai/dynamics-365-ai
https://www.microsoft.com/en-us/dynamics-365/products/sales
https://www.microsoft.com/en-us/ai/microsoft-sales-copilot
https://www.microsoft.com/en-us/ai/dynamics-365-ai
https://www.microsoft.com/en-us/ai/dynamics-365-ai
https://www.microsoft.com/en-us/worklab/work-trend-index/copilots-earliest-users-teach-us-about-generative-ai-at-work
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