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B2B sales are based on trust and strong relationships

Trust is the #1 reason What buyers want from sellers?
for closing deals’

a Understand my business. Know me.

Trust 39%

a Demonstrate excellent communication skills

e Focus on post-sale

13% o Give me insights and perspective

ROI

33%

Price

1 LinkedIn, 2017
2 CSO Insights, 2018



https://business.linkedin.com/content/dam/me/business/en-us/sales-solutions/resources/pdfs/linkedin-state-of-sales-us-new.pdf
https://www.millerheimangroup.com/resources/resource/2018-buyer-preference-study-results/

But much of sales technology is focused on improving productivity

18%

Only 18% of salespeople are
considered trusted advisors’

T HBR, 2017
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https://hbr.org/2017/08/7-reasons-salespeople-dont-close-the-deal

Disconnected tools, data, and process
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Bring relationship data together
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Move beyond disconnected data to real business value

Business value
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Microsoft
Dynamics 365 Sales

and Sales Insights

Sell smarter

Build relationships

Boost productivity

Accelerate sales performance



Sell smarter

Identify and connect Personalize Keep relationships
with the right buyers engagement on track



Build relationships ia

Gain contextual Keep up Personalize
LinkedIn insights with contacts content



Boost productivity

Reduce
busywork

A"

Work better
together

i

Leverage
familiar tools



Accelerate sales performance

Track
performance

v

Gain
strategic insight

Deliver
proactive coaching



Microsoft named a Leader in the 2019 Gartner Magic Quadrant
for Sales Force Automation

Empower smarter selling with contextual Al

@ Salesforce

@ Microsoft

Enable sellers to build relationships — ® ok
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Boost sales productivity with seamless tools Phein®  ppedie ®
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Innovate with sales solutions built to evolve
3 COMPLETENESS OF VISION As of June 2019 © Gartner, Inc

Gartner Magic Quadrant for Sales Force Automation, Theodore Travis, et al, 26 June 2019

This graphic was published by Gartner, Inc. as part of a larger research document and should be evaluated in the context of the entire document. The Gartner document is available upon request from Microsoft. Gartner does not endorse any vendor, product or service depicted in
its research publications, and does not advise technology users to select only those vendors with the highest ratings or other designation. Gartner research publications consist of the opinions of Gartner's research organization and should not be construed as statements of fact.
Gartner disclaims all warranties, express or implied, with respect to this research, including any warranties of merchantability or fitness for a particular purpose.



Take the next step

Learn more about Dynamics 365 ®
Sales with our expert consultants a
Contact us
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