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Introduction

In a variety of fundamental and startling ways, today’s sales climate is radically different than 20 or 

even 10 years ago. One of the more striking developments that seasoned sales professionals have 

noticed is a shift in the balance of power in sales engagements. With easier access to multiple channels, 

prospects now often dictate the terms of engagements. In addition to more choice in potential vendors, 

prospects now have easy access to a wealth of information on sellers, products, and pricing. Also, social 

media channels have opened up a wholly new source of information to buyers, who can now access 

ratings, reviews, and recommendations on products and sellers – increasing the pressure on sales 

organizations to reflect a positive market image and brand. This transparency on all facets of market 

translates into increased leverage for prospects and buyers. 

A New Emphasis on Collaboration
With this shift in power comes a more fluid and accelerated sales cycle. Sales professionals must be 

more flexible and accommodating to the prospect’s timing and requirements or risk losing out on 

opportunities. Because the sales cycle has become more demanding, sales organizations have adapted 

by becoming more collaborative. Multiple players with diverse skills work together to ensure a 

successful engagement. 

The Trend toward Personalization
Easier access to information also means that sales teams can know more about prospects and their 

needs. As a result, personalization through the sales process is now essential. Competitors all have 

access to detailed customer information, and those organizations that can’t tailor their engagement 

will lose out to those that can. Also, sales teams are constantly struggling to clearly differentiate their 

offering and secure a competitive advantage through unique insight into the prospect’s needs and 

challenges. 

The “Always On/On-the-Move” Sales Environment
Finally, mobile tech has created a 24/7 sales environment. Because customers, competitors, and sales 

teams have anytime, anywhere, on-demand access to data and communications, critical developments 

can happen at any time. Where face-to-face or voice communications were once the primary channel 

for prospect engagement, the bulk of information is now exchanged online via multiple channels: 

email, text, and social media. Prospects also expect quicker response times, regardless of which 

communications channel they use – increasing the pressure on sales teams to monitor all possible 

channels, from email to social media, to web comments and chats, to voice. 
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The Mid-Market Seller’s Dilemma with Traditional CRM  
and SFA Solutions

In the 1990s, the industry saw the emergence of CRM and SFA solutions designed to help sales 

professionals manage prospect and customer engagements more systematically and efficiently. 

Typically, enterprises had a choice of deployment options with these solutions:

■■  On premise – Comprehensive, fully featured implementations deployed, customized, and 

maintained by enterprise IT staff

■■  Web based – Streamlined solutions with limited functionality designed for access via  

desktop browsers 

Larger organizations with extensive in-house IT resources and infrastructure tended to opt for on-

premise solutions, while smaller organization found that the web-based alternatives sufficed. In 

many cases, though, mid-market enterprises found that neither option fit their needs. On-premise 

SFA and CRM solutions may have provided a rich lineup of tools and capabilities, but they were 

simply too costly for mid-market organizations with limited IT staffs and budgets. In contrast, web-

based solutions tended to be more affordable, but they lacked key functionality and didn’t offer the 

integration with back-office enterprise applications and data on inventory, orders, and customers that 

can add significant value to the sales process.

Regardless of which option organizations have chosen in the past, they continue to encounter critical 

challenges in finding an enterprise-class SFA/CRM solution that fits their needs and budget, including: 

■■  Adoption – Poor usability and a lack of needed core functionality can limit adoption by many sales 

professionals. They simply won’t use tools that don’t address their fundamental challenges.

■■  Mobility – Despite the growing reliance on mobile devices, many CRM/SFA solutions don’t provide 

mobile access to the full suite of capabilities. 

■■  Visibility – Many solutions don’t support real time sharing of information on customers, 

competitors, markets, and products – and data on the progression of the prospect engagement — 

that is essential to the increasingly collaborative nature of today’s sales cycles. Key players lack  

the needed visibility into forecasting and pipeline and can’t follow customer engagements as  

they evolve. 

■■  Institutional knowledge – Without the ability to share information and insight, sales teams  

can fail to take advantage of the wealth of institutional knowledge and expertise its individual 

members have accumulated. Team members who fall back on manual workarounds or other tools 

limit the effectiveness of the CRM/SFA solution by creating individual silos of data on customers 

and sales cycles.
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SAP Cloud for Sales: 
Streamlining Access to Advanced Enterprise-Class Sales Tools 

SAP Cloud for Sales is a state-of-the-art Sales Force Automation solution built by and for sales 

professionals, with native collaboration capabilities and intuitive user interface tuned to the needs  

of today’s sales environment. Since it’s built on the SAP HANA Cloud Platform, you get the speed of 

true real-time information and analytics with the simplicity and cost-effectiveness of the cloud.

■■  Collaboration and Social Selling – With Cloud for Sales, sales teams can use social media as a 

strategic customer engagement channel. They can track the customer’s activity across all social 

channels (including tweets, blogs, and posts) for unique insight into the customer’s needs. They 

can also participate in social conversations to build their credibility with potential customers 

and influence the buying process. With the organization, they can use social media to exchange 

information and collaborate within the enterprise and with key partners involved in the sales cycle. 

■■  Groupware Integration – Cloud for Sales provides two-way synchronization with Microsoft 

Outlook and Lotus Notes, ensuring that critical information exchanged via these tools is captured 

and available to the sales and support personnel who might find it relevant. 

■■  Account Management and Intelligence – Sales teams can access a 360-degree view of a customer, 

choose the view that best supports their tasks and preferences, drill down into key details, and easily 

update account and contact information as it changes. 

■■  Productivity and Personalization – User-defined fields and custom workflows help increase 

usability and adoption, allowing sales professionals to tailor the solution to fit their unique needs. 

Capabilities for tagging and flagging items promote increased sharing of key information across 

teams and facilitate collaboration. 

■■  Real-Time Analytics – For on-demand insight into customers, accounts, and team performance, 

Cloud for Sales features the interactive dashboards and analytics to identify items such as key 

influencers for each deal, and to score new leads based on propensity to close

■■  Opportunity Management and Insight – SAP Cloud for Sales allows teams to enter, maintain, and 

share the latest intelligence on opportunities through dashboards, reports, and analytical tools that 

deliver fresh insight into team performance and opportunity status. Personnel can also perform 

what-if analyses to identify the best plan of action. 

■■  Mobility – Full mobile access for iOS, BlackBerry, and Android devices keeps sales professionals 

connected to the full suite of Cloud for Sales capabilities, regardless of location, allowing teams to 

share the latest updates as the customer engagement evolves. Complete offline capabilities allow 

team members to access needed tools and capture information during times of intermittent cell and 

Wi-Fi access. 

■■  ERP Integration – Unlike conventional standalone web-based SFA/CRM tools, Cloud for Sales 

offers pre-built integration to SAP ERP applications. Sales teams get seamless access to the pricing, 

quote, order, and delivery information housed in back office systems to accelerate the lead-to-cash 

process. This increased visibility into enterprise data on accounts, contacts, campaigns, and service 

activity provides deeper insight into customer engagements, while helping to synchronize effort and 

resources for a more efficient sales cycle. 
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The Advantages of Cloud Deployment

For many mid-market organizations, cloud deployment puts advanced SFA/CRM capabilities in 

reach for the first time, providing the ideal mix of streamlined accessibility, collaboration, advanced 

functionality, and total cost of ownership. The advantages include:

■■  Increased sales due to better visibility – The combination of cloud deployment and mobile access 

improves visibility into customer needs and helps drive quality engagements and more sales.

■■  Improved efficiency of sales team members – Because the entire sales organization has on-demand 

access to the latest updates and statuses on each engagement, they can build consensus on priorities, 

better coordinate their efforts, and improve collaboration. 

■■  Improved collaboration between sales reps, sales managers, and sales directors –  

Customer-facing reps and sales management can share information more readily and adhere to 

established processes.

■■  Improved time to closure – Simplified data submission and improved visibility helps eliminates 

bottlenecks and delays in the sales cycle, accelerating the time to closure. 

■■  Time savings on report creation – Sales personnel and management can generate and customize 

needed reports without the intervention of IT staff. 

■■  Savings from retired legacy systems – Organizations can reduce hardware, support, and 

maintenance costs while gaining access to the latest functionality. 

Accelerating Time-to-Value, Maximizing ROI: 
The Importance of Choosing a Proven Cloud and SAP Support 
Partner

Ultimately, the value a sales organziation realizes from its invesmtent in SAP Cloud for Sales largely 

depends on the experience and expertise of the solution provider it chooses. It is critical that the 

provider can deliver the optimum combination of expertise in SAP functionality, industry-specific 

processes and challenges, and successful Cloud deployments.

As one of the leading international full-service providers for solutions in the SAP environment, the 

itelligence team has unparalled expertise in helping companies realize greater value from their SAP 

investment. itelligence offers a mobile-enabled, end-to-end sales management solution offered as 

a subscription-based Cloud service that can operate standalone or integrated with an existing SAP 

ERP environment. Our approach to implementation is supported by our rapid-deployment Cloud 

methodology and our team of highly skilled SAP experts to ensure the project is delivered on time  

and on budget.

We also have a proven track record of helping mid-sized organizations capitalize on the latest 

SAP innovations and functionality through affordable implementations that address their specific 

competitive and market challenges. To get the most from the SAP investment, companies need a 

partner who can offer expertise in both SAP functionality and proven industry best practices. As an 

international full-service provider of SAP solutions, itelligence capitalizes on SAP’s best practice models 

to ensure the resulting business processes are disciplined, transparent, efficient, and cost effective.
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itelligence is one of a select number of organizations chosen as a preferred SAP partner on the SAP 

HANA Cloud platform. We have a long track record of successful SAP ERP implementations across 

a wide variety of industries, which helps us ensure that each Cloud for Sales deployment operates 

seamlessly with a client’s existing back office system. Finally, we offer the domain expertise to help  

our clients implement the best practices and achieve competitive differentiation in the following 

vertical segements: 

■■  Automotive supply

■■  Consumer products

■■  Chemicals

■■  Trade and wholesale

■■  Manufacturing
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About itelligence
itelligence, Inc. is a wholly owned subsidiary of itelligence AG, an international 

full-service solution and consulting company with a global presence in 22 countries. 

itelligence provides a broad range of consulting and customer support services to 

further maximize SAP solutions, including implementations, business intelligence, 

application management services and hosting. itelligence is an SAP gold channel 

partner authorized to resell SAP® Business All-in-One and SAP BusinessObjects™ 

solutions, an SAP global services and SAP global hosting partner, and a certified 

provider of SAP HANA Enterprise Cloud and global application management 

services. itelligence also holds global quality accreditation by SAP Active Quality 

Management organization for demonstrating clear quality standards and processes. 

For more information please visit http://www.itelligencegroup.com. 
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