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WHAT WE DO

Slalom is a purpose-led, global business
and technology consulting company.

From strategy to implementation, our approach is
fiercely human. We deeply understand our customers—
and their customers—to deliver practical,

end-to-end solutions that drive meaningful impact.
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S

Achieve more
together

2022 US Analytics Partner of the Year

Our business was built on Microsoft, and for nearly
two decades, we've delivered innovation together. It
starts with our shared purpose: realizing greater
impact through collaboration and enabling every
person and organization on the planet to achieve
more.

We're partnering with change-making clients to
shape the future around Microsoft technology—that's
because as we look to the next two decades and
beyond, we know the future will be built on Microsoft,
too.
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Microsoft Sales Copilot - Microsoft Viva Suite Overview

The Viva Suite supports Employees across these 5 experience areas:

e a

Solutions designed to
help communicate
organizational
information, enable
connection across teams,
and drive employee
engagement.

Product(s)

e Viva Connections

Viva Engage

Viva Amplify*

People in Viva*

o9

A data-driven solution
focused on helping
employees take
actionable steps to
improve the quality of
their work-day.

Product(s)
e Viva Insights
e Viva Pulse*

e Glint
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A goal-setting and
objectives and key results
(OKR) management
solution that aligns teams
to your organization's
strategic priorities, driving
results and a thriving
business.

Product(s)

¢ Viva Goals

GROWTH

Solutions focused on

helping break down
information siloes and

providing employees with

a career development
path to learn and thrive.

Product(s)
¢ Viva Learning

¢ Viva Topics

ROLE-BASED
EXPERIENCES

>

Solution(s) focused on
reducing manual tasks
with automation and
leveraging Al to drive
business outcomes.

Product(s)

® Microsoft Sales Copilot




Microsoft Sales Copilot Overview

Perceived Seller Challenges

b X o
Vo

System of record

(XX

_‘
System of productivity L2 A
A 4

Sellers spend 34% (1 3 h) of their time on admin and tasks versus 32% on selling’

1“Selling in the Age of Ceaseless Change,” CSO Insights. 2019.
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Microsoft Sales Copilot Overview
Supercharge your CRM - Automation, Insights and Coaching

i B
N Automatically

Microsoft 365 access, and
register data into
any CRM
System of
productivity

Receive real-time,

.l i salesforce

contextual
insights in the
flow of your work 7 I
Get Al-based sales CRM
coaching to progress \. _
» the deal
. Seller
Microsoft Sales Copilot System of
record

Microsoft Sales Copilot is a seller experience app that automatically captures Office 365 and
Microsoft Teams data into any CRM tool, eliminating manual data entry to help you focus on selling.
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Microsoft Sales Copilot Overview
Supercharge your CRM - Automation, Insights and Coaching

Connect the data B
o Be more
* G productive with _
‘, /

real time insights

d' Cut the forms Crush the sale \CRM
' Automatically Get a —
Microsoft 365 .
capture data ¥ | helping
Seller hand
System of Microsoft Sales Copilot System of
productivity record

Microsoft Sales Copilot is a seller experience app that automatically captures Office 365
and Microsoft Teams data into any CRM tool, eliminating manual data entry to help you
slalom  ©2025 siaiom. all Rigﬁ@@k&ﬁe@ﬂoﬁ@“jng. 10



Microsoft Sales Copilot Overview

Initial Feedback from early customers

Z Save time creating engaging customer emails with Al-assisted email
replies, from information requests to proposals.

/ detailed summaries and actionable steps after sales calls and meetings.

@ \ Recap sales meetlngs iIn moments with automatically generated

Stop taking notes and grow with a digital coach for advice on next
\K ) best steps and to increase your understanding of the call.

Track progress as you go with an intelligent read on the customer
§ ' account with recent activity and in-depth opportunity information.

/ppq > Get the inside scoop, collaborate efficiently and chat about your customers
Q

> in Teams.

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary. 1"




Microsoft Sales Copilot Overview

Cost & Licensing Implications

General Customer Information

Sub. t qualifying'

Microsoft Viva Sales
USD$40.00 user/month

Dynamics 365 Customers

. $65 $20
Sales Professional

per user/month per user/month

Price does not include tax.
{Annual subscription—auto renews)

Buy now >

. $95 $20
Sales Enterprise?

per user/month per user/month

. $135
Sales Premium?

per user/month

$162
Microsoft Relationship Sales?

per user/month

*A Microsoft 365 for enterprise or Office 365 for
enterprise product license is required to use the

Microsoft Sales Copilot is included in Sales
Enterprise, Sales Premium and Relationship Sales at
no extra cost.

Microsoft

Sales Copilot app in Outlook and Microsoft Teams.

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

Salesforce Customers

All editions
supported by their
public APIs
(Professional with
APl access enabled,
Enterprise,
Performance,
Unlimited, and
Developer Editions.)
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Microsoft Sales Copilot - Slalom Point of View General Assessment

What's this all about? » Dynamics 365 clients with
o ) premium licenses (MSFT
What is Microsoft Sales Copilot? funding also available)
e New Microsoft 365 add-on designed to improve seller productivity and enable deeper Microsoft 365-based
customer engagement by bringing customer context into the seller’s flow of work N s
e User experience, back-end integration and artificial intelligence enhancements to seeking to improve
Microsoft 365 collaboration products (MS Teams, Outlook) specifically targeted to seller [N SUCIEIISEIa7Re CICREETSVLE
scenarios Solution Prerequisites
What are the key features? e Microsoft 365 suite
* Intuitive prompts to capture, update and surface client data directly in collaboration apps providing core
collaboration functions
e Conversational intelligence from meeting transcriptions Outlosk 4 VS Tesms)
® Real-time coaching and advisement on next steps / action items internally and externally
Why should customers consider it? Use of Dynamics 365 CE or

Salesforce as core CRM

e Sellers will see productivity gains through reduction in app flipping, manual note taking, olatforms

improving data capture and resulting insights

Strong regulatory & data
privacy governance
regarding transcription of
slalom 62025 sialom. Al Rights Reserved. Proprietary. customer meetings

e Organizations will see improved adoption, data quality and insights from their CRM
investments




Microsoft Sales Copilot - Implementation Considerations
Change Management - Key to Good Adoption

Product
evolution

AN
ﬁ ..................... ;Z;{ e U ﬁ SR
O

Training Communication Adoption

Do make sure to have at least one person responsible for driving change in the project organization.
Example changes:
* Newreleasesto the solution

New workloads

Significantchanges to a process

Microsoft Releases

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary. 15



What’s next for ?

Connect with us to schedule your Briefing and unlock the full
potential of Microsoft Sales Copilot for your organization

At the end of the workshop you can expect to:

« Understand how Microsoft Sales Copilot can play a role in improving seller
productivity, data quality and related insights

 ldentify opportunities and related key performance indicators to inform
implementation success for your organization

- Receive recommendations for a successful implementation of Microsoft Sales Copilot
tailored to your specific business needs

2025 Slalom. All Rights Reserved. Proprietary.
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Microsoft Sales Copilot Features
Autopilot in Outlook - Automate data entry

Capture customer records in the
flow of work and add customers to
your CRM

1/2 [ 1:1 Robin / Katri Tomorrow, 12:00 PM, Teams Mg,

~ W Delete ~ [ Archive @ Junk ~ & Sweep Fg Moveto ~ € Reply @, Replyall  Forward b2

& Inbox 3 Inbox Filter ~ i
[EXTERNAL] Intro and pric’= -
.
z Today
B Do you want to add Alberto Burg
B sent as  Alberto Burgos
EXTERNAL] Intro and pricing... 10:23 AM To: Alberta Burgos <alberts.burgos®:
W Deleted Kathryn Murphy suggested | reach out. €e Inna Laar <innallaar@a pineskihou:
oy o Jacob Jones
3 Junk
Yoga Workshop 10:15 AM
Hey Keiko, | know this last minute, bu...
T  Archive
Eleanor Pena
New folder Team Pictures 10:02 AM Calibri v v BTy

@Keiko, | uploaded all the pictures...

(.
Annette Black

Tomarrow's Syne 942 AM

Let's make sure that we come prepare.
pref ap  Alberto Burgos

To: Daisy Philip

Tag and record ambient information

Hi Daisy,

Kathryn Murphy su ed | reach out to
Would you please send the catalog as so¢

Thanks,
Alberto

Alberto Burgos - Cafeteria manager
Tel: +1 619 555 0127
Alpine Ski House 4517 Washington Ave. b

€ Reply > Forward

Sync data to CRM automatically

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary.

T T

8 Viva Sales 2 X

e

Add this person to Salesforce

Once [alberto@alpineskihouse.com] is a contact,

!! get customer info and rich insights here.

atact

First name ast nar

& Alberto Burgos

ob title

E3) Cafeteria manager

E3 alberto@alpineskihouse.com

Compa
pany

[& Alpine Ski House

Pt

Q

> number
619 555 0127

5 +1

) 4517 Washington Ave. Manchester, Kentucky 3

Cancel m

) Viva Sales 2 X

\dd this person to Salesforce

¢ lalberto

v contact

Alberto Burgos
afeteria manager
berto@alpineskinouse.com

pine Ski House

1619 555 0127

517 Washington Ave. Manchester, Kentucky 3

e |

en in Salesforce



Microsoft Sales Copilot Overview

Develop real time understanding of

Track Prog ress as you go activity with continuously updated

adaptive card

Event  Scheduling Assistant

See a history of interactions across oo @ - O s+ O - € e owsn

B Viva Sales conversation insights will be added to this meeting. Learn more | Dismiss

to u C h p O I n ts Follow up with Alpine Saved to Salesforce ‘ Viva Sales
€

From: Daisy Phillips Sent on Monday, 3/5/2021 at 11:45 AM
ag  Alberto Burgos

Tuesday, 10/7/2022 from 10:00 AM to 10:30 AM Cafeteria manager » Alpine Ski House
Sales contact

(IR CE VIR Conference Room 32/14 Details  Salesforce

TETT pre-u s

You accepted this meeting on 9/25/2022 Edit RSVP = Ask Alberto about his vacation to Bali

Open Agenda, Meeting Notes and Action Items in OneNote Activity ©

Get an intelligent read on the customer © ol s s
account

ine Ski house introductions

Microsoft Teams meeting

Join on your computer or mobile app
Click here to join the meeting @) (903 Aline 54 Hause catrac

Or call in (audio only) 3 Product pricngs and plans FY2
+1425-707-5929,551795157# United States, Seattle

(844) 304-5076,551795157# United States (Toll-free)

Phone Conference ID: 551 795 157#

Quickly access in-depth account

information

Gather customer engagement data
through emails, documents, virtual
meetings, and conversations

S|G|0m ©2025 Slalom. All Rights Reserved. Proprietary. 20



Microsoft Sales Copilot Overview
Reduce Note Taking

Get caught up in the conversation and use
the searchable transcript for reference

_ Q o

Q E Follow up with Alpine  chat  Filles  Detalls  Attendees

Easily record and transcribe meetings m o

01,14

e im

Ruth wanted to know more about our service and warranty limits
0203

®B

Alberto wanted to know more about a special discount to close the deal

0426

Follow-ups

Surface key topics automatically with Al

Il send you our catalog right after our call
05:48

| will send you an email with our special discount

05:35

Viva Sales

Copy to clipboard

Alberto contacted us because they wanted to find out more information on our XD Coffee machine line

I will check with Inna and will get back to you on our warranty limit and any extension

0217

Search and translate transcripts

Greetings and introduction

® oo rhities *

e

L3 1]

s 0 Burgos

E
sentiment © [ Positive | Neutral | Negative

Attach call notes to customer record

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.
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14« > o Bl

Transcript

®

05335

05:40

®

05:48

05:52

®

P Translate

Daisy Phillp
Ok, great. So next step | will send you an email with our
special discount. You'll need to sign up and we'll get back to
you

Closing + 5 min

Alberto Burgos
Got it. Can you also send me your product catalag? I've seen
your latest ad and was curious to see what other new
products yo've got

Daisy Phillips
Of course. Il send you our catalog right after our call. Is
there anything specific you're interested in?

Alberto Burgos
Well, I've been thinking about updating our machines and |
can see a couple of your products that can help us there

Phillips

Great! I'll send that right away

2 Burgas

Thank you Dasiy, great meeting you!

Closing

<l m

00:35 /01:31

) —)

21



Microsoft Sales Copilot Overview

Collaborate in Context

Collaborate with teammates and share prior
knowledge and relevant information

_ ]

Chat = @ @ Hilary Reyes chat |

les  Activity

3/8, 12:23 AM

Hey Hilary, how are you?

I'm getting ready for a meeting with a new a customer - Inna Laar. Just FIY, seems like she is a

Babak Shammas 132 AM
a5 ¥ah, that sounds great key clecision maker at Alpine, and | saw in Viva Sales that you both spoke recently. Might helps
2 us down the line,
o Cassandra Dunn &2
Ok 11l 58
=) 1
3/8, 12:23 AM
o Aadi Kapoor
You: Great warkl
* . . . % M vivaSales -
Eric Ishida 140 AM
lew customer information in Teams
iL
Customer

Chat about customers with your team .

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

Jobtitle  Purchasing Manager

Will Little 42 AM h
| don't see that being an issue, can take t... Company  Alpine Ski House
Tel +1 865 792 8435
Hilary Reyes 102 AM
Hahe
" Open in Viva Sales Open in Salesforce Edit
y Will, Kayo, Eric, +5
L Kayo: The review w
Charlotte and Babak Milary Reyes 3/8, 1227 AM
N Charlotte: The client was
8 Hey Daisy! Yeah | knaw Inna very well, she is a great customer ;)
4B Reta Taylor
W48 Ah, ok | understand now. /8, 1227 A
3- Joshua VanBuren | can tell you she usually negotiates our quote and waits for a discount to
W&o Thanks for re ing! make a decision, if that helps.
i Da\(‘m Fukkuda 0:20 AM
You: Thank you 3/8,12:28 AM
Kadji Bell 10:02 AM Thanks Hilary! This is a great tip

You: | like the idea, let

Hey Hilary, how are you?
I've just finished a call with Alberto and Ruth from Alpine Ski House
Pasting below the highlights!

Seems like the deal is ready to be closed

b2 oEEGR

= e & 99 euen @ ¥

S

22



Microsoft Sales Copilot Overview

Real-Time Coaching and Advisement

Receive advice for next best steps

Schedule well-timed follow ups

Increase your understanding of your
call

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

Q Foll ithiAlpme el He Da
= n ollow up with Alpine i fles  Detals

Improve your meeting outcomes
with real-time insights you can
view as a coach

il

E? Recap  Mentions  Overview
Chat

Questions by customer (32) ©

How long is your service plan for these machines?  May | ask why is that not covered by your warranty?

do you have a bulk discount if we go a head with the order?  What is the supply time?  Can you also send me your -

Keywords mentioned (8) @
B product catalog (1) discount (1) subscription (1) offer (1)  quote (1)  customer (1)

support (1) competition (1)

People (3) @

Daisy (1)  Alberto (1)  Ruth (1)

Times (4) @

today (2)  friday (1)  nextweek (1) last months (1)

Greetings and introduction
Daisy Pl " 4 4
® oo L (T[] (T TED 5 i
Busgo 1]
- sentiment @ | Positive [ Neutral || Negative 14 @ D

View transcripts and verbatim

notes to help recall key items

& Alblre Burge
05:40 Got it. Can you also seid me your product catalog? I've seen
your latest ad and wascurious to see what other new

products yo've got

© ouonie

05:48 Of course, /'l
there anything rterested in?

og right after our call. Is

05:52 Well, I've been thinking about updating our machines and |
can see a couple of your products that can help us there

Daisy Phillip
05:55 Great! Il send that right away

B Alberto Burgos
0601 Thank you Dasiy, great meeting you!

06:06 Thank vou both! it was mv pleasure!
Price
ol [ AL NI]]

nmn
) —) 0035 /01:31

be |

Review the success of your

meeting

with sentiment analysis

23
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Microsoft Sales Copilot - Architecture

Microsoft Sales Copilot is a Spoke app; uses Dataverse as a repository

When a customer installs Microsoft Sales Copilot, Microsoft provisions a Dataverse for an organization using
Salesforce in the Microsoft 365 tenant region when the first user from this organization opens the Microsoft Sales
Copilot panel. Dynamics 365 customers use the existing Dataverse instance for their organization

To connect to Salesforce, Microsoft Sales Copilot leverages the Power Apps data connector.

CRM data (e.g., COLA, tracked activities Microsoft Sales Copilot data (e.g., Microsoft 365 data (e.g., emails, call

such as email copy from Outlook, etc.) seller private notes, pointer to transcripts, insights - KPIs, keywords,

. Organization CRM is the sole source of nevy/exwtmg cor?tacts), sjcays fc?rever Teams meeting recording, etc.)

truth until org discontinues using Microsoft . Remains in substrate
. . Sales Copilot or per GDPR related
+ Data is not copied from Salesforce to re » Conversation intelligence moves emails
. o guests _

Dataverse. While the user is using and meeting data out of the Substrate to
Microsoft Sales Copilot, we directly read » SFDC users: Microsoft Sales Copilot data calculate insights and write insights back
data from the Salesforce CRM is saved in Dataverse that was provisioned to the substrate

* For Dynamics 365 users, data remains in «  Dynamics 365 users: Microsoft Sales  Follows office retention policies
the organization Dataverse instance Copilot data is stored in the existing

Dynamics 365 instance

+ Stays forever until org discontinues using
Microsoft Sales Copilot or per GDPR
related requests

slalom  ©2025 sialom. Al Rights Reserved. Proprietary.



M icrOSOft Sa Ies Co pi I Ot - ArCh iteCtu re No Data Sync between CRM and Dataverse

In the current architecture, we do not support data
sync between the CRM and Dataverse. The CRM
remains the system of record for all business entities

Single Service Layer for all core Microsoft Sales Copilot integrations ! : ,
All end faci . lint te with a singl ol t busi dat not directly related to Microsoft Sales Copilot
end-user facing experiences will integrate W|I a single service layer to serve up business data. generated data (e.g, conversational insights).
| ' |
|
Viva Client Apps Viva Service Layer CRM Layer
Microsoft Outlook o™ Microsoft Sales Copilot iy DATAVERSE
Desktop / Web Client Front-End Services Dynamics 365 / CE Instance
Ul Experiences Microsoft Sales Copilot Data 9
p :
' : 2
icrosoft ng;cs):?_fz: Sea;Ies Copllot et . _ Dynamics 365 CRM Business Entities 9
Microsoft Sales Copilot 3
. Sales Copilot . Data S
Microsoft Teams Business Data CRM Integration Layer =
Desktop / Web Client and CRM Business Entities 5
i Ul Experiences DATAVERSE -
g Conversational @ Microsoft Sales Copilot Data
Call End Trigger Intelligence Service =
A [
Pull fi i iti
Conversational r :corzg gv:]ré/eting » Salesforce Business Entities @
Insights
Microsoft 365 Layer o
Substrat 30
upstrate Key: rd
2 ® .| App/Add-in In-App Layer
- 26
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Microsoft Sales Copilot - Architecture

Salesforce Architecture

Client Components

MS Teams | Viva Sales Dataverse
Client

Core Services
Viva Sales for " Viva Sales &) “
Microsoft Teams Al Services

MS OQOutlook | Microsoft Q

0

Client

Viva Sales for
Microsoft Outlnnlt

Graph

Single Geo Boundary

When default AAD tenant, M365, and Salesforce are in same region.

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

Mlcrusuft Hosted Clnud Compunents

Single Geo Boundary
based on default AAD
tenant.

Single Geo Boundary
based on M365 f Outlook

region.

Salesforce

27



Microsoft Sales Copilot - Architecture

Dynamics 365 Architecture

Client Components Mlcrosoft Hosted Cloud Components

| Viva Sal Single Geo Boundary
MS Teams S Dynamlcs based on Dynamics 365

Client Core Services 365 region.
Viva Sales for Viva Sales @ = CRM &
Microsoft Teams Al Services = Viva Sales Data

MS Outlook . Microsoft

G Single Geo Boundary

Client Graph region
Viva Sales for = E-Mails, Mpphnqq
er:mmftfh.ltlnok == Teams, Channels,

Single Geo Boundary

i When Dynamics 365 and M365 are in same region.

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

based on M365 / Outlook
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Microsoft Sales Copilot - Architecture

Entities involved in Dataverse Storage

The Dataverse environment is storing connection data for each seller, tracking data such as the CRM ID (unique identifier

for a salesforce record) and personal notes. Viva Sales consumes a negligible amount of storage space and there is no
need to purchase additional storage.

For Salesforce customers, the Dataverse environment will not store customer data. Currently, the Dataverse

environment must be promoted to production when the trial period is ending. This must be preceded by licensing
purchase. Microsoft is working on automatic promotion to the production environment.

msdyn_taggedrecord Contains the list of Contacts that are connected to the CRM via Viva Sales.
Automatically tagged based on email if there is 1 contact matching, if multiple, user will need to
select.

msdyn _vivaorgsetting Contains org wide settings including the CRM Customization settings for Viva Sales. In particular, the

specificfields that are configured for each of the entities in Viva Sales.

Privilegies for these entities are included in the OOB roles such as Sales Manager, Salesperson, VP of Sales Viva Sales User and Viva Sales admin. If using custom
roles, add Viva Sales Users and Viva Sales Admin roles to your sales users and respectively CRM administrators.

These are technical entities and there is no scenario currently where you would need to access these or add them to your mode [ driven apps in Dataverse.

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary.
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Microsoft Sales Copilot - Architecture

Security Considerations

Enterprise security respects CRM’s RBAC

e Microsoft Sales Copilot services run in the context of current user and respects the CRM security model. All CRM data access
(read and write access) in Microsoft Sales Copilot is managed via real-time integrations with the underlying CRM system

® The end-user’s Microsoft 365 / Office data is always accessed in the end user’s auth context
e We comply with CMK policies as Microsoft Sales Copilot data is in O365 substrate and Dynamics 365
Responsible Al by design

e Ourwork is guided by a core set of principles: fairness, reliability and safety, privacy and security, inclusiveness,
transparency, and accountability.

* No personal data leaves Microsoft services when creating the reply, and any customer data stored in the CRM is secured by
the CRM’s policies and governance model.

Data residency and retention

® Respects the data privacy, data security, data retention, and compliance boundaries of the underlying data store for data at
rest and uses Transport Layer Security (TLS)to protect data in transit and does not store data outside any of the data stores
described previously (Microsoft 365, CRM and Dataverse).

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary.
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Microsoft Sales Copilot - Architecture

Application Lifecycle

« Viva Sales is offered as a SaaS service and is fully managed
by Microsoft.

« Once the Viva Sales for Microsoft Outlook Add-In and Viva
Sales for Microsoft Teams App are installed, Microsoft will
fully manage updates to all components across the Viva

Sales stack:
+ Monthly productreleases, which include major product
capabilities.

+ Ongoingservice updates, which include product hotfixes and
minor product changes.

« In rarecircumstances, a new version will require explicit
consent and update from the admin or end-user. In these
circumstances, admins and users will see thata new update is
available via the M365 Admin Center or Teams Store,

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary.

Monthly
product
releases

-

3

Viva Sales

Roadmap &
Release Notes

On-going
service
updates
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Microsoft Sales Copilot - Feature Overlap
Review of Existing MSFT Functionality Overlap

Dynamics Customers

e Dynamics 365 App for Outlook - Overlap, not conflicting - Not achieved parity on
existing app functionality (e.g. create contact vs. lead) but significant new features

e Dynamics 365 Teams App - Overlap, not conflicting - Comparable functionality for
sharing customer records (chat) with significant enhancements to meeting functionality

e Dynamics 365 Sales Insights - Overlap, not conflicting - Significant overlap, provides
Al-driven enhancements to existing functionality.

Salesforce Customers

e Salesforce Teams App - Overlap, not conflicting - Somewhat limited functionality as
you cannot currently edit records inline from the Microsoft Sales Copilot Teams app

S|G|Om ©2025 Slalom. All Rights Reserved. Proprietary. 33



Microsoft Sales Copilot - Feature Overlap
Microsoft Sales Copilot vs. Dynamics 365 Outlook App Deep Dive Comparison

Features Vwa Sales Outlook D365 Outlook App
i Al powered |n5|ghts & Al GPTforemanI Suggested re phes and ‘proactwe Suggested updates Scan bu5| ness card.
productivity features Unlimited conversation Intelligence with meeting summary, highlights, follow up tasks
etc.

Email signature parsing for quick contact creation
*More Alinsights to come early in Q2 CY 23

Collaboration features Copy link and paste into Teams chat for rich adaptive cards with link unfurling. No.Dynamics 365 App in Teams offers comparable capabilitiese.g.,
: *’Coﬁabomnon spaces to access and easn’y create Teams channefs to come in C!Z CY23. i message p_xte r.5|on
: Update customer engagement Scope contact, account, opportumty{COA) mcludmg custom ﬂelds Scope sales and customerservice OOB key entities and makers
data i » Forcontact, create and update and parsing email signature prefilled for quick contact : could add more including custom entities.
H creation. Supportforcreate, update forall entities.

* Foraccountand opportunity, update. H
*Expanding entities scope from COAto all O0OB and custom entities including support for create to
become aum!ab.’e in ean’y QZ CYZS i

Forms usedfor data input i VwaSaIesforms Can be customlzedto |nc|udeyourcustom flelds UCIforms.(same forms youwould use in your model driven apps).

*For SFDC, multiple participants tracking depends on setting “Allow users to Relate Multiple
Conracts to Tasks and Euent

i Doesit require ServerSide No. It can work with or without $5S. Requires 555.

syncronization (555) ? i WlthoutSSS alltracklngmllbe manual

Tracking Emails Yes, and we can use as regarding an account or oppc)rtumty Yes, and regarding can any OOB or custom entities as configured.
i Email attachments are not tracked. Attachments are tracked.

Tracking Appointments Yes. Attachments are nottracked. Yes. Attachments can be trackedif setting enabled by admin.

User experience Ouerﬂﬁ cleaner Ul fmd maore users fnena’fy rh at App far Outfook as per ear.’y users feedback

S|CI|Om ©2025 Slalom. All Rights Reserved. Proprietary.



	Intro & Overview
	Slide 1: Microsoft Sales Copilot
	Slide 2: Contents
	Slide 3: About Slalom
	Slide 4: Slalom is a purpose-led, ​global business  and technology consulting company. 
	Slide 5: Achieve more together
	Slide 6
	Slide 7: Microsoft Sales Copilot - Microsoft Viva Suite Overview
	Slide 8: Microsoft Sales Copilot Overview
	Slide 9: Microsoft Sales Copilot Overview
	Slide 10: Microsoft Sales Copilot Overview
	Slide 11: Microsoft Sales Copilot Overview
	Slide 12: Microsoft Sales Copilot Overview

	POV & Offering
	Slide 13
	Slide 14: Microsoft Sales Copilot – Slalom Point of View
	Slide 15: Microsoft Sales Copilot – Implementation Considerations
	Slide 16
	Slide 17

	Feature Showcase
	Slide 18
	Slide 19: Microsoft Sales Copilot Features 
	Slide 20: Microsoft Sales Copilot Overview
	Slide 21: Microsoft Sales Copilot Overview
	Slide 22: Microsoft Sales Copilot Overview
	Slide 23: Microsoft Sales Copilot Overview

	Architecture
	Slide 24
	Slide 25: Microsoft Sales Copilot – Architecture
	Slide 26: Microsoft Sales Copilot – Architecture
	Slide 27: Microsoft Sales Copilot – Architecture
	Slide 28: Microsoft Sales Copilot – Architecture
	Slide 29: Microsoft Sales Copilot – Architecture
	Slide 30: Microsoft Sales Copilot – Architecture
	Slide 31: Microsoft Sales Copilot – Architecture

	Feature Assessments
	Slide 32
	Slide 33: Microsoft Sales Copilot – Feature Overlap
	Slide 34: Microsoft Sales Copilot – Feature Overlap


