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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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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.

Slalom. All Rights Reserved. Proprietary.2025 5

350+
Microsoft clients served in 

2021

53+
Microsoft partner awards
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Microsoft Sales Copilot - Microsoft Viva Suite Overview
The Viva Suite supports Employees across these 5 experience areas:
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CO N N E CT I ON I N S I G HT P U RP O S E G RO WT H
R O L E -B AS ED 

E XP E RI EN CES

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

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

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.

Solutions focused on 
helping break down 
information siloes and 
providing employees with 
a career development 
path to learn and thrive.

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

Product(s)

• Viva Connections

• Viva Engage

• Viva Amplify*

• People in Viva*

Product(s)

• Viva Insights

• Viva Pulse*

• Glint

Product(s)

• Viva Goals

Product(s)

• Viva Learning

• Viva Topics

Product(s)

• Microsoft Sales Copilot



©

Microsoft Sales Copilot Overview
Perceived Seller Challenges
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Sellers spend  34% (13 h) of their time on admin and tasks versus  32% on selling1

System of recordSystem of productivity

CRM

!

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
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System of 
record

System of 
productivity

Microsoft 365

Microsoft Sales Copilot

Automatically
capture, 

access, and 
register data into 

any CRM

Receive real-time, 
contextual 

insights in the 
flow of your work 

CRMGet AI-based sales 
coaching to progress 

the deal

Seller

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
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System of 
record

System of 
productivity

Microsoft 365

Microsoft Sales Copilot

CRM

Seller

Cut the forms

Connect the data

Crush the sale

Automatically 
capture data

Be more 
productive with 

real time insights

Get a 
helping 
hand

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
Initial Feedback from early customers
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Microsoft Sales Copilot Overview

Slalom. All Rights Reserved. Proprietary.2025 12

Cost & Licensing Implications

Microsoft Sales Copilot is included in Sales 

Enterprise, Sales Premium and Relationship Sales at 

no extra cost.

*A Microsoft 365 for enterprise or Office 365 for 

enterprise product license is required to use the Microsoft 

Sales Copilot app in Outlook and Microsoft Teams.

General Customer Information Dynamics 365 Customers 

All editions 

supported by their 

public APIs 

(Professional with 

API access enabled, 

Enterprise, 

Performance, 

Unlimited, and 

Developer Editions.)

Salesforce Customers
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Microsoft Sales Copilot – Slalom Point of View
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What’s this all about?

What is Microsoft Sales Copilot?

• New Microsoft 365 add-on designed to improve seller productivity and enable deeper 

customer engagement by bringing customer context into the seller’s flow of work

• User experience, back-end integration and artificial intelligence enhancements to 

Microsoft 365 collaboration products  (MS Teams, Outlook) specifically targeted to seller 

scenarios

What are the key features?

• Intuitive prompts to capture, update and surface client data directly in collaboration apps

• Conversational intelligence from meeting transcriptions

• Real-time coaching and advisement on next steps / action items

Why should customers consider it? 

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

improving data capture and resulting insights

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

investments

General Assessment

• Dynamics 365 clients with 

premium licenses (MSFT 

funding also available)

• Microsoft 365-based 

Salesforce customers 

seeking to improve 

productivity, data capture

Solution Prerequisites

• Microsoft 365 suite 

providing core  

collaboration functions 

(Outlook / MS Teams) 

internally and externally

• Use of Dynamics 365 CE or 

Salesforce  as core CRM 

platforms

• Strong regulatory & data 

privacy governance 

regarding transcription of 

customer meetings
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Microsoft Sales Copilot – Implementation Considerations
Change Management – Key to Good Adoption
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What’s next for you?

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

• Identify 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
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Capture customer data automatically

Tag and record ambient information

Sync data to CRM automatically 

Capture customer records in the 
flow of work and add customers to 
your CRM 
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Microsoft Sales Copilot Overview
Track Progress as you go

Slalom. All Rights Reserved. Proprietary.2025 20

See a history of interactions across 
touchpoints

Get an intelligent read on the customer 
account

Quickly access in-depth account 
information

Develop real time understanding of 
activity with continuously updated 
adaptive card

Gather customer engagement data 
through emails, documents, virtual 
meetings, and conversations 
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Microsoft Sales Copilot Overview
Reduce Note Taking
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Easily record and transcribe meetings

Surface key topics automatically with AI 

Search and translate transcripts 

Attach call notes to customer record

Get caught up in the conversation and use 
the searchable transcript for reference
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Microsoft Sales Copilot Overview
Collaborate in Context
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View customer information in Teams

Chat about customers with your team

Collaborate with teammates and share prior 
knowledge and relevant information
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Microsoft Sales Copilot Overview
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Real-Time Coaching and Advisement

Receive advice for next best steps 

Schedule well-timed follow ups 

Increase your understanding of your 
call

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

View transcripts and verbatim 
notes to help recall key items

Review the success of your 
meeting with sentiment analysis 
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Microsoft Sales Copilot – Architecture
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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 
such as email copy from Outlook, etc.)

• Organization CRM is the sole source of 
truth

• Data is not copied from Salesforce to 
Dataverse. While the user is using 
Microsoft Sales Copilot, we directly read 
data from the Salesforce CRM 

• For Dynamics 365 users, data remains in 
the organization Dataverse instance

Microsoft Sales Copilot data (e.g., 
seller private notes, pointer to 
new/existing contacts); stays forever 
until org discontinues using Microsoft 
Sales Copilot or per GDPR related 
requests

• SFDC users: Microsoft Sales Copilot data 
is saved in Dataverse that was provisioned

• Dynamics 365 users: Microsoft Sales 
Copilot data is stored in the existing 
Dynamics 365 instance

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

Microsoft 365 data (e.g., emails, call 
transcripts, insights – KPIs, keywords, 
Teams meeting recording, etc.)

• Remains in substrate

• Conversation intelligence moves emails 
and meeting data out of the Substrate to 
calculate insights and write insights back 
to the substrate

• Follows office retention policies
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Microsoft Sales Copilot – Architecture
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CRM LayerViva Client Apps Viva Service Layer

Microsoft Outlook
Desktop / Web Client

Salesforce Business Entities

Call End Trigger

Microsoft 
Sales Copilot 

Business Data
and 

UI Experiences

Conversational 
Insights

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 

not directly related to Microsoft Sales Copilot 

generated data (e.g., conversational insights).

Single Service Layer for all core Microsoft Sales Copilot integrations
All end-user facing experiences will integrate with a single service layer to serve up business data.

DATAVERSE

DATAVERSE
Dynamics 365 / CE Instance

Microsoft Sales Copilot Data

Dynamics 365 CRM Business Entities

Microsoft Sales Copilot Data

Microsoft 365 Layer

Substrate
RecordingTranscriptMeeting insightsMeetings

Pull for every 
recorded meeting 

Microsoft Sales Copilot

Front-End Services

CRM Integration Layer

Microsoft Sales Copilot Data 
Access Layer

UI Experiences

Conversational 

Intelligence Service

Key:

App/Add-in

Data 3rd Party CRM

In-App Layer

Microsoft Sales Copilot
     Data

CRM Business Entities
Microsoft Teams
Desktop / Web Client

Microsoft Sales Copilot App

Microsoft Sales Copilot Add-In
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Microsoft Sales Copilot – Architecture
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Salesforce Architecture
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Microsoft Sales Copilot – Architecture
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Dynamics 365 Architecture
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Microsoft Sales Copilot – Architecture
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Entities involved in Dataverse Storage
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Microsoft Sales Copilot – Architecture

Slalom. All Rights Reserved. Proprietary.2025 30

Security Considerations

Enterprise security respects CRM’s RBAC

• 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 

• We comply  with CMK policies as Microsoft Sales Copilot data is in O365  substrate and Dynamics 365

Responsible AI by design

• Our work  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).
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Microsoft Sales Copilot – Architecture
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Application Lifecycle
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Microsoft Sales Copilot – Feature Overlap
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Review of Existing MSFT Functionality Overlap

Dynamics Customers

• 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

• Dynamics 365 Teams App – Overlap, not conflicting – Comparable functionality for 

sharing customer records (chat) with significant enhancements to meeting functionality

• Dynamics 365 Sales Insights – Overlap, not conflicting – Significant overlap, provides 

AI-driven enhancements to existing functionality. 

Salesforce Customers

• Salesforce Teams App – Overlap, not conflicting – Somewhat limited functionality as 

you cannot currently edit records inline from the Microsoft Sales Copilot Teams app
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Microsoft Sales Copilot – Feature Overlap
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Microsoft Sales Copilot vs. Dynamics 365 Outlook App Deep Dive Comparison
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