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Customer-Focused Selling
Customer-Focused Selling
Delivering Client Value
Profitably
Providing Value for Profitable
Growth
SAP Innovations

Clients are more demanding than ever. To grow profitably, professional services
firms must align every aspect of their operations to sell and deliver consistent
quality and high-value services to their clients.

Clients want competitive offers from their
services provider.
They also want to choose how to solve their
problems, who collaborates on them, and how to
charge for solving them. The “consumerization”
of IT means clients are demanding standardized services on one hand and services packaged and delivered as solutions on the other.

To keep up with the pace of business, companies must rethink their sales-engagement
models to be responsive to empowered customers. Sales executives need a true, 360-degree
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view of customers that combines insight from
inside and outside the organization from structured and unstructured data.

They must foster greater collaboration both
within and outside their organization. They also
need access to key information anywhere,
anytime, on any device.
Find out how leading professional services
firms use innovative technology solutions to sell
and provide client value while growing revenues
and margins.
Join the family – become a "best-run"
professional services firm.
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Delivering Client Value Profitably
Customer-Focused Selling
Delivering Client Value
Profitably
Providing Value for Profitable
Growth
SAP Innovations

The success factors that drive value for professional services companies include
identifying profitable clients and services, responding rapidly to opportunities,
executing disciplined business development and sales, and increasing client
satisfaction and retention.
Identify Profitable Clients and Services

Sales executives must foster collaboration
throughout the organization and beyond. They
also need to access key information anywhere,
anytime.

Firms must know their most profitable customers and identify and respond to short-term
revenue opportunities with solutions, services,
and pricing that address immediate needs.

Increasing Client Satisfaction and Retention

Execute Disciplined Business Development
and Sales

Best-Run Professional Services

To retain clients, firms must provide transparency about meeting agreed-upon criteria and
services. Your sales executives need a true
360-degree view of the customer that combines
insight from inside and outside the organization
using structured and unstructured data.

Streamlined processes ensure accuracy and
coordination for sales effectiveness across
customers, contracts, and projects. You can
monitor pipeline performance in real time to
react immediately and with complete
transparency.
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Providing Value for Profitable Growth
Customer-Focused Selling
Delivering Client Value
Profitably
Providing Value for
Profitable Growth
SAP Innovations

59%
Lower proposal request-todelivery cycle time (in days)
for top 25% of organizations
than average performers
Source: SAP Performance
Benchmarking

To achieve profitable growth, companies must understand and quickly react to
customers' ever-changing requirements and provide the best service offerings that
combine solutions and services and address the most profitable market segments.

Client and opportunity-management solutions
support marketing and sales processes and
align strategy and execution.

Managing processes in an integrated data
system helps maximize customer spending and
provides information for strategic, go-to-market
planning for the most profitable customers.
This software helps firms identify and respond
to short-term revenue opportunities. Transparent, streamlined processes make it easier to
monitor pipeline performance in real time and
ensure accuracy, consistency, and coordination
across sales, customers, projects, and service
contracts.
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Segmentation and campaign-management
solutions provide fast insight into key customer
attributes to analyze integrated data and make
their marketing campaigns more effective.
These solutions allow quick identification and
action to seize new opportunities.
Bid and proposal-management solutions
consistently help cost and revenue planning for
future work. They let companies leverage past
projects for input and speed the proposal
process for a profitable outcome. Firms use the
data to establish a project baseline and monitor
execution.
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SAP Innovations
Customer-Focused Selling
Delivering Client Value
Profitably
Providing Value for Profitable
Growth
SAP Innovations

In a world where clients are better informed, socially connected, and more
demanding, sales and marketing organizations are turning to innovative technologies, including Big Data, mobile, advanced analytics, and cloud solutions.

Database and technology solutions, including
the SAP HANA platform, enable sales
professionals to monitor high volumes of highly
variable internal and external, quantitative and
qualitative sales data in real time.

Mobile solutions deliver the agility sellers need
by providing immediate mobile access to all
relevant customer insights, order status, and
business opportunities – anywhere, anytime.

Analytics solutions enable advanced analysis
of sales and marketing performance, pipeline
adherence, and campaign effectiveness
throughout every aspect of the sales process.
Salespeople can get in the driver’s seat with
enterprise-wide social customer insights or zero
in on the most valuable accounts and switch
easily from tactical to strategic selling.
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Cloud-based solutions are flexible and scalable
and allow for fast, low-risk deployment,
minimizing IT footprint. Cloud-based sales
processes unlock immediate access to analysis
and enable increased collaboration between
sales, bid, and engagement teams. Focused
commercial-project management combines all
information about projects and contracts in a
single user interface.
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Empowering the Connected Seller
Empowering the Connected
Seller
Accelerate Marketing
Become the Strategic Seller
Make Selling Easier
Make Fact-Based Decisions

Transforming sales and business-development go-to-market strategies by bringing
people and processes and technology together to map to the full, 360-degree
customer-buying journey
Accelerate Marketing
Transform marketing operations into a nimble, flexible, and collaborative
organization. Increase marketing visibility across the organization.
Become the Strategic Seller
Get insight with a 360-degree view of clients and move from “tactical” to “strategic”
selling.
Make Selling Easier
Position your sales and business-development employees to succeed with an agile
and mobile sales force operating as one team.
Make Fact-Based Decisions
Anticipate market and customer trends and make in-the-moment decisions with
real-time visibility of the pipeline and the enterprise.
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Accelerate Marketing
Empowering the Connected
Seller
Accelerate Marketing
Become the Strategic Seller

Create a more nimble and flexible marketing organization
by increasing visibility of marketing plans and processes
across the organization to help people and teams make
quicker decisions. Embed collaboration functions to
ensure optimal outcomes.

Make Selling Easier
Make Fact-Based Decisions

16%
Of organizations have
a 360-degree view of
customers to optimize
interactions in marketing

In today’s dynamic and volatile market
environments, professional services firms need
a marketing organization that is responsive and
flexible enough to react quickly to changing
market conditions.
To enable this, accelerate marketing operations
with real-time transparency to plans,
processes, and outcomes, and provide
marketers with the tools they need to make
timely, intelligent decisions.

With greater visibility of the entire marketing
process, planning accuracy increases with
real-time budget and expense information.
In addition, it is essential to improve
organizational collaboration across all
stakeholders to align marketing with the
field, external agencies, and partners.
Finally, minimize waste and reduce agency
fees by better managing sales, marketing
content, and assets.

Source: SAP Performance
Benchmarking
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Become the Strategic Seller
Empowering the Connected
Seller
Accelerate Marketing

The progress of technology innovation has enabled
today’s successful salespeople to transition from being
“tactical sellers” to “strategic sellers” – and a trusted
advisor to their clients.

Become the Strategic Seller
Make Selling Easier
Make Fact-Based Decisions

17%
Higher field sales achieving
quota where sales pipeline is
optimized ensuring that crosssell and add-on opportunities
are proactively pursued

Becoming a strategic seller requires
salespeople to move from being “tactical
sellers” who are constantly reacting to events to
“strategic sellers” who are able to quickly zero
in on the most valuable accounts and deals.
In addition, strategic sellers are able to harness
sales best practices effortlessly by collaborating
with subject-matter experts or by sourcing
winning content – at the right time and in the
context of each deal.

Most important, strategic sellers are ultimately
able to become trusted advisors with intimate
knowledge of their client’s business and the
industry in which they operate. Using “insight
lead” conversation, strategic sellers are able
to give their clients a clear future road map for
their consideration.
To drive profitability, provide the means of
selling and managing various types of service
offers effectively. Bundle services with products
as complete solutions, and build a foundation
for a long-term customer relationship.

Source: SAP Performance
Benchmarking
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Make Selling Easier
Empowering the Connected
Seller
Accelerate Marketing

A winning sales-and-business-development team needs
to be agile, mobile, and informed. It needs to collaborate
and operate as one team that can access key information
anywhere, anytime, and on any device.

Become the Strategic Seller
Make Selling Easier
Make Fact-Based Decisions

19%
Higher sales achievement as
a percentage of target where
team selling happens through
collaboration, communication,
and management with
extended sales team

Today’s sellers are demanding tools that help
them make selling easier.

A well-oiled sales machine removes barriers
to allow salespeople to focus on selling. They
operate as one team with easy-to-use tools that
empower them to collaborate across teams and
functions through the entire sales cycle. Sellers
who have the tools to work effectively with
other teams are better able to find the right
resources, information, and context to close
each sale.

It starts with organizing the team and positioning people to succeed by matching sales
territories to a seller’s skills, and then matching
those skills to the right opportunities. Flexible,
intelligent, and predictive selling systems are
essential to finding the best return on limited
resources.

It is also important to create an agile, mobile
sales force by providing immediate mobile
access to all relevant customer insights
anywhere, anytime.

Source: SAP Performance
Benchmarking
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Make Fact-Based Decisions
Empowering the Connected
Seller
Accelerate Marketing
Become the Strategic Seller

Today’s connected seller needs real-time visibility of
pipeline health. They need insight into enterprise and
social factors to anticipate market and customer trends
and the tools to make in-the-moment decisions – a sharp
competitive edge in today’s fast-moving business
landscape.

Make Selling Easier
Make Fact-Based Decisions

24%
Higher percentage of channel
managers achieving quota
where sales pipeline is
optimized ensuring that crosssell and add-on opportunities
are proactively pursued

The reality today is that buyers are now able to
source information and insights on your
products and services with a couple of key
strokes or connect with other clients across the
globe to swap stories.
As a result, a seller may engage with a client
who has better insights into the seller’s
business and competitors than the seller does.
This represents a major shift in power that is
having a significant impact on sellers and sales
organizations.

It is critical to stay one step ahead of clients
and competitors, armed with the information
and insight to make fact-based decisions.
Eliminate surprises with a 360-degree view
of clients. Monitor pipeline health proactively
using real-time analysis to identify gaps in the
pipeline, and to enable better understanding
of client value and cost to increase margins.
Fact-based decision-making needs to be
done in real time to drive insightful business
outcomes from better contextual analysis.

Source: SAP Performance
Benchmarking
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Achieving High-Value Sales and Service Value Map
SAP Solutions
Segmentation and
Campaign Management
Client and Opportunity
Management
Bid and Proposal
Management

SAP solutions address key requirements of marketing and sales
effectiveness and insight for professional services firms.
Segmentation
and Campaign
Management

Customer Insight
and Segmentation

Campaign
Management

Lead Management

Client and
Opportunity
Management

Marketing
Enablement

Definition and
Execution of Sales
Strategy

Collaborative
Sales Force
Automation

Bid and
Proposal
Management

Project Planning
and Monitoring
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Multichannel and
Solution Sales
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Segmentation and Campaign Management
SAP Solutions

Deliver a superior client experience and generate
demand through cross-channel coordination.

Segmentation and
Campaign Management

Before delivering offers to clients, enable effective client interaction
across multiple channels. Manage the pipeline with lead-management
capabilities. Extend marketing reach through partner organizations.
Use social analytics to gauge marketing activities – then deliver the
right offer at the right time.

Client and Opportunity
Management
Bid and Proposal
Management

12%
Higher field-sales-quota
achievement where leads,
prospect stages, and status
can be tracked on a real-time
basis

Customer Insight
and
Segmentation

High-speed insight into key client attributes enables marketing organizations
to identify and seize new market opportunities.

Campaign
Management

Execute multichannel campaigns seamlessly. Increase visibility into planned
demand-generation activities. Provide consistent customer experiences that
improve customer satisfaction and increase sales revenues.

Lead
Management

Manage the pipeline better with comprehensive lead-management
capabilities. Increase demand and revenue. Be sure to address every
prospect so few prospects are lost to competitors.

Source: SAP Performance
Benchmarking
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Client and Opportunity Management
SAP Solutions

Consistently deliver a perfect marketing and sales
experience.

Segmentation and
Campaign Management

Streamline marketing activities from planning to execution. Gain
real-time insights on clients and marketing effectiveness to
support better decisions. Use tools to plan, execute, and measure
sales performance. Automate and free the sales force. Support
multichannel customers with a common platform.

Client and Opportunity
Management
Bid and Proposal
Management

15%
Higher percentage of field
sales achieving quota where
contract data is integrated into
sales process for real-time
access to price and serviceagreement information

Marketing
Enablement

Multichannel planning and execution provides consistent customer
experiences that improve customer satisfaction and increase sales
revenues.

Definition and
Execution of
Sales Strategy

Get full insight into sales planning and performance. Complete pipeline
visibility enables sales managers to forecast and track revenue with greater
accuracy.

Collaborative
Sales Force
Automation

Streamline selling processes, accelerate buying decisions, and improve
pipeline predictability. Empower salespeople to manage activities better than
ever before.

Multichannel and
Solution Sales

Turn the Web and contact center into a profitable sales and interaction
channel. Provide predefined packages of products and services, increase
up-sell opportunities, and reduce time to quote.

Source: SAP Performance
Benchmarking
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Bid and Proposal Management
SAP Solutions
Segmentation and
Campaign Management

Create compelling and profitable proposals.
Plan bids and proposals consistently and leverage results to execute
profitable service business.

Client and Opportunity
Management
Bid and Proposal
Management
Project Planning
and Monitoring

37%

Professional services firms need to empower sales and business
development teams to understand the profitability of proposed work
on a consistent basis by each individual bid and by the pipeline.
Streamline and speed up project planning and proposal processes,
identify and leverage campaigns and ideas from previous projects
and work achieved, execute deftly, and monitor the results precisely.

Higher proposal-conversion
rate (in %) for the top 25%
organizations than average
performers
Source: SAP Performance
Benchmarking
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SAP Innovations
SAP Innovations
Applications
SAP HANA

In a world where clients are better informed, socially
connected, and more demanding, sales and marketing
organizations are turning to innovative technologies
including Big Data, mobile, advanced analytics, and
cloud solutions.

Mobile
Analytics
Cloud

65%
Of organizations believe
that cloud will amplify other
technology “megatrends” (for
example: enterprise mobility,
Big Data, and analytics)
Source: SAP Performance
Benchmarking

SAP HANA
Creates the ability to handle large volumes of real-time data and perform analysis in-memory
at zero latency to drive better decisions.
Mobile
Unwire employees by providing accessibility to sales information anytime and anywhere.

Analytics
Enable insight to help sales focus on the essential success factors of both clients and the
business.
Cloud
Deploy a powerful solution to increase sales effectiveness and collaboration. Engage clients
on social-media channels such as Twitter and Facebook.
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SAP Business Suite Powered by SAP HANA
SAP Innovations
Applications

SAP Business Suite software powered by the SAP HANA
platform enables professional service firms to offer the
best solution to the most profitable client segment for
steady growth.

SAP HANA
Mobile
Analytics

Segmentation
and Campaign
Management

Insight-Driven Marketing
True 360-degree view of the customer from different data sources.
Fast response to demand – capture market opportunities as they occur and
become the market leader.
Rule-based and event-triggered marketing automation to orchestrate inbound
and outbound activities.

Client and
Opportunity
Management

Insight-Driven Sales
Easy identification of profitable clients with account-intelligence analytics.
Complete transparency into sales pipeline based on real-time information.
Real-time analysis of Big Data to better understand buying patterns.

Bid and Proposal
Management

Optimized Quote Management
Consolidation of customer and individual data from diverse categories
in one quote.
Accelerated overall quote-management process.
Smarter, context-based recommendations and forecasts of historical
and actual data.

Cloud
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SAP HANA
SAP Innovations
Applications
SAP HANA

Best-run professional services firms achieve profitable
growth by delivering value to clients. They use Big Data to
enable sales professionals to monitor high volumes of
variable internal and external, quantitative and qualitative
sales data in real time to enrich their analytics.

Mobile
Analytics
Cloud

Segmentation
and Campaign
Management

Customer Insight and Segmentation
With the SAP HANA platform, firms can pull in both structured and
unstructured customer information from internal and external sources. They
can analyze and gain insights from data captured on social-media Web sites,
e-mails, or even a text field on a service ticket.
In-memory database technology provided by SAP HANA offers high-speed
sales and marketing segmentation and targeting functions. Process and
interact with very large volumes of customer data at unprecedented speeds.
This allows interaction with millions of records to discover and identify hidden
segments and target audiences.

Client and
Opportunity
Management

Sales Planning and Performance Management
Use real-time analysis of data, identify gaps in the pipeline to eliminate endof-quarter surprises, and enable better understanding of customer value and
cost-to-increase margins.

40%
Greater ability to utilize
Big Data to gain insights
with a well-established
analytics-and-data modeling
center of excellence (CoE)
Source: SAP Performance
Benchmarking
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Mobile
SAP Innovations
Applications
SAP HANA
Mobile
Analytics
Cloud

40%
Higher employee productivity
where mobile access is
provided to employees across
all levels

Professional services people are among the most mobile
of any industry. Connect sales teams to back-office
processes with convenient and easy-to-use mobile
solutions. Perform business functions on the fly and have
full accessibility to information anytime, anywhere, on any
device.
SAP Mobile
Sales

Envision salespeople empowered to make decisions more effectively when
they are on the fly with direct mobile access to complete and accurate key
customer, market, and enterprise information.
The sales force has all the news, reports, KPIs, and data it needs when on
the road. It can use nearly any mobile device to handle such tasks as
expense entry, travel management, and approvals.
Speed up the sales cycle by creating quotes and orders on the go. Easily
manage leads, appointments, tasks, calls, and e-mails. Having immediate
mobile access to transactional, analytic, or social-media sales data creates
an agile sales force. It covers on-demand as well as on-premise solutions.

Source: SAP Performance
Benchmarking
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Analytics
SAP Innovations
Applications
SAP HANA

Professional services firms need up-to-the-minute
visibility to key sales performance indicators across every
facet of the sales organization, enabling real-time
monitoring, root-cause analysis, risk mitigation, predictive
modeling, and optimization.

Mobile
Analytics

Segmentation
and Campaign
Management

Customer Insight and Segmentation
Sentiment-analysis functionality in SAP HANA platform gives marketers the
flexibility to select the best data sources for monitoring and reacting to
customer sentiments.
Set up sentiment dashboards that meet business needs. Integrate with
campaigns and promotions to provide insights into marketing activities.

Client and
Opportunity
Management

Sales Planning and Performance Management
Leverage high volumes of data to analyze customers by many criteria.
Obtain real-time visibility of customer value – anytime, anywhere.
Grow revenue by investing in the right clients, products, and channels. Gain
customer insights with easy-to-use, advanced statistical methods and tools.
Anticipate client-buying behavior with data visualization. Stay agile and gain
a competitive edge with efficient forecasting and planning.

Bid and Proposal
Management

Bid and Proposal Management
Combining the bid calculation provides powerful analytics and a forwardlooking view at upcoming utilization and profitability.

Cloud

20%
Higher revenue per employee
in organizations that use
information to identify
strategic and competitive
advantages
Source: SAP Performance
Benchmarking
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Cloud
SAP Innovations
Applications

Best-run sales and marketing organizations deploy cloud
solutions to create flexible global sales networks that
quickly scale and integrate, enabling end-to-end sales
processes.

SAP HANA
Mobile
Analytics

Segmentation
and Campaign
Management

Campaign Management
The SAP Social OnDemand studio enables marketers to engage customers
through social media channels such as Twitter and Facebook. Marketers can
get key marketing insights by viewing enterprise data and social-media data
together on one screen. This enables real-time insight into key trends.

Client and
Opportunity
Management

Client and Opportunity Management
Implement an easy-to-use, next-generation sales application that goes beyond
traditional sales-force automation to help sell more effectively. Harness the
collective smarts of sales through social collaboration. Be informed with less
effort through real-time, cost-effective access to back-office systems.

Bid and Proposal
Management

Bid and Proposal Management
SAP software allows bid-and-engagement managers to increase collaboration.
Share information with key stakeholders and plan and manage bid activities
collaboratively. Even work with clients or vendors to strategize, collect
feedback, brainstorm, or discuss key topics. You can align with sales teams to
feed the latest customer and competitive intelligence into your sales processes.

Cloud

53%
Of organizations report a big
gap between the availability of
Big Data and their ability to
analyze it for insights
Source: SAP Performance
Benchmarking
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Best-Run Customers
Best-Run Customers

10 of the top 10 IT service providers run SAP

Mindtree

9 of the top 10 business-process-outsourcing (BPO) providers run SAP

T-Systems

8 of the top 10 audit and tax firms run SAP

Yoh

5 of the top 10 engineering service providers run SAP

Why SAP?

7%
Higher customer satisfaction
where detailed customer
profiles, transaction history,
and preferences are
maintained
Source: SAP Performance
Benchmarking
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Customer Co-Innovation
Best-Run Customers
Mindtree

SAP co-innovates with key professional services customers using the Professional
Services Advisory Council as the primary communication channel for industry and
solution strategy. Its member firms lead co-innovation across the value chain.

T-Systems
Yoh
Why SAP?

In the Professional Services Advisory Council,
key customer CIOs come together to share and
discuss the strategies and best practices of
becoming a best-run service business.

13%
Higher sales-forecastaccuracy rate where
organizations have high
maturity in account and
contact-management
processes
Source: SAP Performance
Benchmarking
22 / 28

© 2013 SAP AG or an SAP affiliate company.
All rights reserved.

Executive
Summary

Empowering the
Connected Seller

SAP Solutions

SAP Innovations

References
Contact Us

Best-Run Customers
Mindtree

Mindtree Ltd., an IT and R & D service company, was named among
the top 30 offshore service providers by the International Association of
Outsourcing Professionals and Fortune magazine.

T-Systems

-33%
Days sales
outstanding

Key Benefits
Yoh
Why SAP?

 Greater visibility into project and opportunity pipeline
 Better project tracking with reliable, real-time decision-support system
 Reduced manual billing effort in spite of 100% growth in number of
projects
 Real-time visibility from mPower that enabled a series of operational
enhancements
 Better efficiency and decision making due to ability to forecast
accurately
 In-house payroll processing leading to annual savings of US$130,000

+3.5%
Higher Resource
Utilization (1 year
after go-live)

+1%
Improved profitafter-tax (PAT)
margin

“Our SAP software implementation brought significant business benefits,
which led to an improvement of 1% to our PAT margins.”
Ashok Soota, Chairman and Managing Director, Mindtree Ltd.
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Best-Run Customers
Mindtree
T-Systems
Yoh
Why SAP?

-15%

As the major accounts division of Deutsche Telekom AG,
T-Systems operates information and communications
technology (ICT) using a global infrastructure of data
centers and networks.

Annual total cost of
ownership

SAP Customer Relationship Management has become the central control
system for managing global sales. One of the biggest advantages is that
users no longer need to be familiar with a process in detail.
They are walked through – consecutively, automatically, and in line
with regulations.

Key Benefits


Increased speed of
processes



 Higher data quality and consistency
 Transparency at the touch of a button
 Better customer service

A faster time to
market

“Every change to our own processes costs time and money. With parameterization, our business requirements and processes are covered in the best way
possible because the SAP software can be customized to a great extent.”
Peter Detsch, Project Management for CRM and Offer Support Solutions,
T-Systems International GmbH
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Best-Run Customers
Mindtree
T-Systems
Yoh
Why SAP?

Day & Zimmermann is a top global provider of managed
services serving governments and commercial customers.

+$3.19

Yoh, one of Day & Zimmermann’s largest units, provides high-end
technology and professional talent and outsourcing services for
companies.
The Yoh Exchange connects to the SAP Customer Relationship
Management (SAP CRM) application to track customer requirements and
monitor candidates. It leverages the SAP NetWeaver Portal component
to enable an enterprise-wide view into the services Yoh provides to its
customers

Million dollars
of incremental
increase in gross
margin

+34%
Year over year
online sales growth

Key Benefits:
 Reduction of $1.85 million in information sharing costs
 Increased operational efficiency, reducing the cost of onboarding
new contractors by 16% and the cost for processing weekly payroll
by 22%

-30%

“With SAP software powering the Yoh Exchange, we’ve been able to boost
customer satisfaction, save millions in IT costs, and grow online sales from
zero in 2001 to US$197 million in 2006.”

Cost per time
transaction
(for example,
time collection,
payroll, and billing)

Bill Yoh, President and CEO, Yoh

25 / 28

© 2013 SAP AG or an SAP affiliate company.
All rights reserved.

Executive
Summary

Empowering the
Connected Seller

SAP Solutions

SAP Innovations

References
Contact Us

Why SAP?
Best-Run Customers
Mindtree

Customer relationship management (CRM) solutions from SAP – delivered
anytime, anywhere, on any device – give you the insight, agility, and power to
collaborate so you can connect to and support your clients like never before.

T-Systems
Yoh
Why SAP?

With CRM solutions from SAP, firms empower sales and business-development teams to become
strategic sellers by zeroing in on the most valuable accounts and collaborating with internal experts
to harness sales best practices. With insight into clients, salespeople become trusted client
advisors.
SAP also provides the insight needed to make fact-based decisions with real-time visibility into
pipeline health and the ability to anticipate market and customer trends before competitors do.
Finally, SAP software makes selling easier. Work across functions as a single team; empower the
mobile sales force to access relevant insights anywhere, anytime; and match sales territories to
seller skills in a way that positions people to succeed.
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Find Out More About How Your Organization Can
Become Best-Run
Benchmark Your Performance
Position your organization for dominance in this new economy with the business performance
benchmarking program from SAP – available free to SAP customers and select prospects.
The SAP benchmarking program has helped more than 3,000 organizations assess their
strengths, uncover areas for improvement, and identify best practices and IT strategies that
generate clear, tangible value – not someday, but today.
Visit valuemanagement.sap.com >>

Go Live in Weeks
Here’s the fastest way to run your business better: our rapid-deployment solutions. In one
package, you get everything you need to be up and running quickly – including preconfigured
software and implementation services – in just weeks. With a defined scope and predictable
costs, there are no surprises.
Visit sap.com/solutions/rds >>

Join Your Community of Practices
Every day, SAP Community Network (SCN) changes the way that thousands of SAP users work.
It lets members help one another solve problems, learn, and invent new ways to get things
done – faster. Find out how to connect with people, content, and resources.
Visit scn.sap.com >>
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www.facebook.com/sapcrm

https://www.facebook.com/SAPforProfessionalServices
www.twitter.com/sapcrm
https://twitter.com/SAPforProServ

www.linkedin.com/in/sapforproserv
https://www.360customerview.com
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