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Agenda - What to expect
- Team introductions

- Intro: Rethinking Sales and Organizational Process
- Roadmap: What's next

- Demos: Agentic Sales Action.

- Q&A

- Closing



Meet Our Speaker

Matthew is a Director in the Global Black Belt Americas team, bringing energy
and momentum to every engagement while helping organizations unlock the
full power of Dynamics 365 and Al-driven tools. As a Microsoft sales and
solutions leader, he partners with global teams to drive bold digital
transformation and show customers what's possible with the Microsoft Cloud.

Matthew Mead
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Organizations need to
rethink and retool
every business process
in the age of Al



Shifting value from systems of record
to systems of outcome

System of Record -~ System of Outcome
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Meet the unified, secure, and trustworthy agentic sales platform
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Advanced CRM Platform
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Connected Data & Insights Secure & Scalable
Trusted Al
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Al reasoning over data, processes, and business intelligence as the single intelligent interface for the enterprise

* Agentic Al features in Preview
© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation



Accelerate sales from lead to close with agentic Al in
Dynamics 365 Sales
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Connected Data & Insights
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** Agentic Al features in Preview
Refer to slide 42 for an expanded list



1. Sales Managers:
Scale Winning Teams

If your CRM doesn’t offer essential features for managers such as deep research, “‘
conversation intelligence, and sequence designer, you're already behind.

By the numbers
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T Boston Consulting Group — GenAl and the Path to Profit in B2B Sales, link
2 Bain & Company - "How Generative Al Will Supercharge Productivity,” August 2023.



https://www.bcg.com/publications/2024/genai-path-to-b2b-sales-profit?

2. Sales Reps: Improve customer experience

Every minute your team spends loading or extracting data from the CRM
is one less minute they're building and nurturing relationships

Copilot meeting
preparation

[

Prepare for my next meeting\

Meeting info ®

Here are some points to consider for the
meeting Weekly catchup with Maya
Robinson from Fabrikam.

« Discussed the importance of eco-friendly
coffee machines in your initial
conversation and explored the various
sustainable features and certifications of
our coffee machines.

Maya expressed interest in our range of
energy-efficient and recyclable materials
used in manufacturing.

We shared success stories of businesses
that have transitioned to our sustainable

coffee machines and experienced
positive results. /

3 "Top Customer Experience Trends In 2024 — Forbes Advisor,” August 2023, link
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4 LinkedIn, “The LinkedIn State of Sales Report 2022,” 2022. (link to download page, page 23)
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By the numbers

6%

of customers will buy
more when given a
personalized experience.3

of sellers’ time is spent
actually selling.#



https://www.forbes.com/advisor/business/customer-experience-trends/#46_of_customers_will_buy_more_when_given_a_personalized_experience_section
https://business.linkedin.com/sales-solutions/b2b-sales-strategy-guides/linkedin-state-of-sales-report-2022

3. Sales Reps: Boost sales outcomes

Sellers are more efficient when they're able to let technology tackle the manual tasks
and help determine the best course of action.
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By the numbers
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This lead has a moderate likelihood of conversion as it matches some attributes of your ideal customers. Thy 9 1

B . .
2 Improving [ Sen || © wakcompiete | - that increasing sales rep's

the Durable Manufacturing industry in San Frandisco, has 150 employees, generates $70M in revenue, is inte 5

Espresso Machines, has a Warm rating, came from a Seminar, and has confirmed interest v Review cusiomer call eff e Ct Iveness s h ou I d b e

A Security is a strong industry Step &

Review the customer call with Copilot from the Conversation Intelligence. to p p rl O r I ty 5
.
be inferred that they operate in a B2B environment, providing services to other businesses. Their mission is| Relationship health ©

i Qualify for opportunity
insights to help businesses make informed decisions and drive innovation. 1

Step 7
Timeline + N v IE . . .
« Strategic priorities: Trey Research's strategic priorities likely include investing in advanced research method]
\l":ﬂ_&"" They may also focus on expanding their service offerings t & \9 Good relationship and Steady / \,D Search timeline / U .pl Ift I n sa Ies ROI IS
witnessed by teams

investing in Al.®
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b jeremyj@cont alans@contoso.com

Determine the next step with the lead by qualifying for opportunity or disqualifying

Details in sales team meeting.

Business overview .
v/ Previous steps

+ Company background: Trey Research is a company that focuses on providing innovative research solutiond
the technology or research industry, given their name and the context provided. The company size and spd

5 Accenture. “Reinvent sales for accelerated revenue growth”, link
6 McKinsey. “Al-powered marketing and sales reach new heights with generative Al,” May 2023, link



https://www.accenture.com/us-en/services/sales-commerce/sales-strategy-design-enablement
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/ai-powered-marketing-and-sales-reach-new-heights-with-generative-ai

Al Is creating a once-In-a-
generation opportunity to

reimagine sales

83% 98% 43%

of sellers believe nurturing buyer of sellers feel their CRM data is of sellers spend 10-20 hours per
relationships leads to success, but only inaccurate and inconsistent.? week on manual tasks—up to
24% of their time is actually spent selling. half a working week in all.?

1. Sales Leader Compass, LinkedIn, 2024.
2. The State of Sales, LinkedIn, 2024

© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation
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So, what is coming
next...



Please note that this information is purely directional and subject to change

The Sales Premium Advantage — Visionary Roadmap

-

Sales Qualification Agent?

Key Capability

Sales Close Agent!

Opportunity Management*
(Sales Close Agent Capability)

Sales Research Agent'

Sales Operations Research
(Premium Sales Research Agent
Capability)

Included Copilot Credits
Al-Ready Storage Capacity
Next Best Action

Data Enrichment

Portfolio Planning

N\

Description

Proactively researches leads and companies, engages 100s of leads with personalized outreach, and
identifies those ready to buy.

Engages the right stakeholders and helps ensure timely follow-ups, automates simple deals and
equips sellers with research and insights to help win complex deals.

Continuous opportunity assessment proactively prioritizes alert sales leaders and sellers to key risks
that may delay or jeopardize a deal's success. Each opportunity is evaluated against a multiple risk
criteria and health indicators to maintain 24/7 pipeline oversight.

Supports natural language dialogue with enterprise data, delivers unique Al-powered answers, and
suggests actions users may not know they needed to take without delay

Built-in Sales Operations - a premium feature of Sales Research Agent - offers agent orchestration
and instructions to deliver the highest-quality operations results. The DatalLake connector delivers
out-of-the-box data connectivity, unifying Dataverse with external data.

1,000 Copilot credits per user, per month, pooled at the tenant level. Run agents in the scenarios
most meaningful for the business.

Expanded Dataverse storage entitlements in Premium to support growing data needs — reducing
overage risk and enabling Al-driven workflows at scale.

Al-generated, prioritized recommendations for what a seller (or an autonomous agent) should do
next to advance an account, opportunity, or workflow.

Al-powered record hygiene tasks enrich records, adding missing details and keeps opportunities
current through research and extractions conversations and notes.

Enable sales leaders to segment accounts, identify high-value opportunities, and optimize team
strategies powered by Al.

~

Enterprise Premium

J

© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation

In Public Preview. °Generally available



Dynamics 365 Premium Capability Visionary Roadmap Capability

Al Ready Storage Capacity

Additional storage capacity to capitalize on Al powered data enrichment

4 )

Ready your organization to grow in the era
of Al without added friction for storage
acquisition and configuration

Effortlessly support higher data volumes
generated with the Al-powered data
collection available with autonomous
research and data enrichment

o
o
4
9
]
B
a
L

Capitalize on the richer data estate to
deliver better decision support for sellers
and managers in the flow of work




Dynamics 365 Premium Capability Visionary Roadmap Capability

Sales Operations Research

Agentic research business function, optimized for sales operations

4 )

Optimize sales operations with pre-build ——
research journeys to generate key sales S s wj

insights | I I I I
S u pe rC h a rg e yo u r S a | es O pe rat i O n S ;I;w“‘ ‘ é} is" Pipeline Coverage vs Q1 Targets by Product Group Pipeline vs. Target by Business Segment (Q4 2025) =
managers with instant business insights e

Connect operational data budget,
targets, actuals and invoiced information
with (available in Fabric Lakehouse),

What's the general health of my business?
\_ J Which sales territories are at risk for Q2?
What geographies are resource constrained?




Dynamics 365 Premium Capability Visionary Roadmap Capability

Next Best Action

Prioritizes the most impactful actions at any point in time.

4 )

Continuously identifies and surfaces
key actions within seller’s workflow

Assists in seamless execution with
intelligent insights and pre-filling
drafts

Multiplies the value generated by
agents and workflows by highlighting
the right actions at the right time




Dynamics 365 Premium Capability Visionary Roadmap Capability

Data Enrichment

Agentic capabilities to autonomously keep data accurate, and always up to date

4 )

Continuously maintains data quality
through research, email, meeting,
and external data

Detects information gaps as deals
evolve and enriches records using
trusted conversation signals

Improves seller confidence in
pipeline and forecasting with
complete sales records




Dynamics 365 Premium Capability Visionary Roadmap Capability

Portfolio Planning

Agentic research business function, optimized for portfolio planning

4 )

Optimize team and account planning
across the entire portfolio with pre-build
research journeys

Boost organizational efficiency by
aligning strategic objectives to resource
allocation

Empower managers to quickly identify
where to focus and where to load balance
before initiating deeper account planning

What product are doing well? In which markets?
Which segments are growing? Where are we

losing share? For which accounts do we need
deeper planning?
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Let’s look at some
Demosl!



How will you thrive In
the new CRM era?




Lenovo

Customer:
Lenovo

Industry:

Manufacturing

We're seeing the benefit of having one standardized system and a global view to all

Size: geographies’ activities. This is the foundation for Lenovo's sales digital transformation —
Corporate (10,000+) enabling better connections and an increase in sales productivity and actionable insights”
C i — Wei B,
ountry: Business Strategy Senior Manager, Lenovo
China
| Situation Solution Impact
Product and Services:
Dynamics 365 Sales Lenovo needed one centralized and Lenovo replaced its legacy Salesforce * Increase in gross profit margin with a
harmonized system with integrated sales systems with Dynamics 365 Sales and high performing, connected CRM system
Power Platform collaboration and Al capabilities for all Power Platform integrated with SAP and « Cost savings with efficient IT support
sales teams and a modern and Adobe Marketo Engage. Today, Dynamics lined
future-proof platform with significant 365 is changing the way 70% of Lenovo's 0 SUem Ined system management i)
. . o data analytics with a common
integration, centralization, and global sales teams work, regardless of
. . : . data model
security benefits location or business focus

+ Standardized business processes
across regions

© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation



FIRSTWEST

CREDIT UNION

Customer:
First West Credit Union

Industry:

Banking and Capital Markets

Size:
1,000-9,999 employees

Country:
Canada

Product and Services:
Dynamics 365 Sales

Dynamics 365 Customer Service

Situation

First West Credit Union is one of Canada’s
largest credit unions, built on authentic
connections with its members. It aims to
bring the power and promise of
cooperative banking to more Canadians
and keep local decision making and
community connectedness

One of the key value points of the Dynamics 365 platform is that need for need, the
capabilities are there... That really helped us fast-track this initiative”

— Darrell Jaggers,

CIO & Chief Transformation Officer, First West Credit Union

Solution

To anchor its transition, First West Credit
Union made a deliberate, strategic bet on
Microsoft Dynamics 365. The
implementation was complete in 11
months, seamlessly transitioning from and
decommissioning its outdated system

© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation

Impact

* First West Credit Union saw 100%
adoption within seven weeks

* Member complaints are being resolved
well under the federally required timeline,
with 87% being resolved in 14 days or
less, compared to 49% prior to the
implementation



Driving agentic workforce and productivity transformation for frontier sales

Value of Dynamics 365 Sales Premium

organizations, helping to deliver improved seller productivity and revenue per seller

Agentic workflows
across the sales cycle

<&

Leverage the latest agentic
capabillities increasing
productivity at every interaction

Get started with
agents - day one

®

Accelerate agent adoption with
additional storage and built-in
Al credits for every sales rep,
accelerating your time to value

Help deliver higher
revenue per seller

@
L (+)

Continuously enrich and
maintain your sales data to
support better prioritization,
faster pipeline creation, and
high-confidence forecasting

© Microsoft Corporation. All rights reserved. Microsoft makes no warranties, express, implied or statutory, as to the information in this presentation
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