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CS Role-Based Copilot Envisioning. Workshop format

overview.

Aim of the workshop

Get an overview, understand how sales, customer service, and finance functions benefit by

implementing role-based Copilots and build an implementation roadmap

Approach

- Assessment to measure technical
readiness

@Q$ Identifying your high-value use cases
that can benefit from Microsoft role-
based Copilots

&\ Building the business case for role-
o .
ol~ based Copilot

Developing a roadmap to address gaps
O X Q 0 o
-~ found in the questionnaire and
O 9 implement the high-value user scenarios
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Results

Gap analysis for technical
readiness

Overview on key capabilities of the
role-base Copilots

Prioritized high-value use cases
benefiting of the role-based
Copilots

Business Case for derived role-
based Copilots

Roadmap for the implementation
of the use cases.

Setup
it I
rticipant
time invest b IT_II_Pa“ ;
2 full-day Business,
workshops CS Team

Requirements

Copilot for M365 should be in place and should be

configured and functional. Customer should have
supported systems in place (e.g. Dynamics CRM, ...)
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Identifying high value use cases. Interactive discovery and
envisioning, designed for business roles.
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Maximize seller productivity. Exemplary use case supported m

by Copilot for Sales.

Copilot assistance to add contacts and

update CRM records in Outlook and
Teams

AB

&

Copilot-generated opportunity
summaries and CRM record information
directly in Outlook and Teams

HS

Personalized sales content with Copilot
assistance in Word, PowerPoint, and
Excel
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External  Alberto Bur...
[EXTERNAL] Inquir.
Dear Katri, | hope this email f.

Colin Ballinger, Miguel...
Pricing Information ~ 9:32 AM
Hi all, according to our discu...

‘Wanda Howard !
URGENT: Last-Minute... 8:45 AM
Due to unforeseen circumsta...

Yesterday

Daisy Philips ]
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Let's meet briefly to discuss t...
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= Alberto Burgos, the operations manager at Fourth Coffee, is reaching out

to inquire about coffee machines and organic Arabica beans for their

upcoming five new locations.

They prioritize high-quality equipment that can handle a high volume of

oarders and seek ethically sourced beans with a rich flavor profile.

= Alberto requests more information on product offerings, pricing details,
and any available special offers or bundles.

Summary by Copilot  preview

[i

Suggested action items

%4 Reply v | [ Schedule follow-up | £5] Create opportunity |
Al-generated content may be incorrect SR
AB Alberto Burgos @ « &« -~
To: @ You 10:02 AM
Dear Katri,

I hope this email finds you well. My name is Alberto Burgos, and | am the
operations manager at Fourth Coffee. We are apening five new lacations and are
in need of caffee machines and organic Arabica beans. | came acrass your
company and would like to inguire about your product offerings and pricing.

For the coffee machines, we require high-quality equipment that can handle a
high volume of daily orders. We also value ease of use and durability. As for the
organic Arabica beans, we are committed to providing our customers with the
finest coffee experience. We prioritize beans that are ethically sourced and have a
rich flavar profile,

& Copilot for Sales
<~ New opportunity Q

« Alberto is the primary contact from
Fourth Coffee. The annual account
revenue is $300,000.

+ Information about timing and budget
appears to be missing

Al-generated content may be incorrect

Topic *

Est. revenue

Close date

Stage

Develop

Account

Fourth Coffee

Owmer

Daisy Phillips

Description
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Extend Microsoft 365 Copilot with role-base Copilots and m
custom Copilots.

O

Microsoft Copilot Studio

Customize and build Copilots to meet your business needs

Microsoft 365 Copilot Microsoft 365 Copilot Microsoft 365 Copilot
Sales agent Service agent Finance agent
Close more deals with the Al Modernize your contact center Streamline financial processes
assistant designed for Sellers, with a copilot designed for with the Al assistant for
Sales Managers, Seller Customer Service Agents Financial Analysts,
Operations Accountants, Controllers,

Treasury Professionals
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Moving beyond time savings. How role-based Copilots help
to transform your organization.

Line of Business
Org Extensibility
Value

Functional Skills

Generic
Skills
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Business Copilots

Copilot extended into
process flows

Role-specific prompts
Multi-turn prompts
Copilot Studio

Copilot functions and surfaces
Basic prompts (Meeting Recap,

Summarize an email, etc.) Copilot
Lab

Generate synergies between departments

Measured as revenue gains and cost reductions
(Close rate, Onboarding time, Supply chain costs,
Outside legal counsel costs, IT development costs,
etc.)

Extend usage to role-based processes

Measured as KPIs (e.g. leads pursued for Sales,
candidates interviewed for HR, etc.) Can also have
goals based on usage.

Inspire quick wins to reach value tipping point

Measured as usage and time savings with goals to
improve job effectiveness and work capacity.
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Copilot solutions build upon Microsoft Technologies.

Overview.

| want to build a solution with custom data
and Ul and deploy internally or externally

| want a SaaS tool to
build with natural
language and GUI

» &

Azure Al Copilot
Studio Studio

| want full control over
PaaS services and
customize with code

Enhanced Together

€9 >

Azure Service Meter Tenant Capacity Pack
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| want out-of-the-box solutions that work with my existing
data estate for my employees

| want role-specific insights and actions for sales, service, and
financial professionals that integrate with external CRM and
ERP systems that also connect data to Microsoft 365

| want insights and
actions on Microsoft
365 data and products

productivity apps
L E “
~ - | b
Microsoft Copilot for Copilot for Copilot for
365 Copilot Sales Service Finance

Add-ons to Copilot for Microsoft 365

D D [ ) [ )
@ @ @ @
Per User Per User Per User Per User
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