Platforms for
Sales Team
Communication

OE(]) » Sales communication drives pipeline -
[aya velocity, win rates, and revenue per rep E]

* For leaders, RevOps, AEs, and
enablement professionals -

» Problem: scattered conversations,
missed handoffs, slow enablement,
broken data

» Outcomes: select platforms, drive
adoption, govern usage, measure impact




Core Categories of Sales Communication Tools

‘ - Real-time internal chat: Slack, Microsoft Teams, Google Chat
‘ - Customer-facing communication and deal rooms: Front, Loom

- Sales engagement and outbound outreach: Outreach, Salesloft, Apollo

(‘\9}’) ‘ - Revenue intelligence and conversation capture: Gong, Clari
|..| | - Enablement and internal knowledge sharing: Highspot, Seismic




How Sales Communication

Platforms Fit the Revenue Stack

Sales Communication i
e 0 l Map communications tools to
Engagement ' CRM, dialer, forecasting, and
Layers Duithach BERC enablement systems
CHllifg S Mess g 0 ‘ Define clear systems of record:
CRM central to Salesforce or
HubSpot
System of Q ‘ Sync activities bidirectionally
Record RystemichiRecard with conflict resolution and

(Salesforce or HubSpot)

field authority

Q ‘ Avoid duplicate functionality
and channel conflict across
Core Revenue engagement layers

Systems

0 ‘ Assign RevOps governance
to monitor sync health and

data completeness




Evaluation Criteria for

Sales Communication Platforms /

.> - Security: SOC 2 Type Il, GDPR, SSO/SCIM, audit trails |
.> Mobile UX: offline access, field-rep usability I

) - Adoption fit: workflow integration and time-to-value I

- Analytics: manager-visible call coaching signals

- TCO: licenses, implementation, add-ons, renewals




(@ Collaboration

ne Hi zoom -

Slack Microsoft Teams  Zoom Workplace Google Chat
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Outreach Salesloft Apollo Aircall Reply.io
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by ZoomlInfo

o Strength Limitation

®

Collaboration: Slack, Microsoft
Teams, Zoom Workplace,
Google Chat

Engagement/Outreach:
Outreach, Salesloft, Apollo,
Aircall, Reply.io

Revenue Intelligence:
Gong, Clari, Chorus by ZoomInfo

Evaluate by buyer segment,
pricing model, and Al features

Watch consolidation, Al
augmentation, and compliance
upgrades




Centralized Channels vs. Deal-Specific Workspaces

* Broadcast channels
coordinate revenue
teams and enable
quick deal support

Deal rooms and
shared inboxes reduce
noise and speed up
buyer conversations

Balance internal chatter % : o P
with customer-facing

transparency and - 4 l ' {
external guest access I.' ‘ |I‘ ‘! l\\

—

Manage message
overload and
notification fatigue in
high-volume roles



Driving Adoption Across
Sales and Revenue Operations

X - Visible executive sponsorship
22 and manager reinforcement
drive adoption

g - Map platform use to seller
workflows to reduce burden

Q - Deliver role-specific value
ER‘% to AEs, SDRs, managers,

and RevOps

- Use enablement, champions,
and weekly inspection to
build habits

- Track behavior, not logins:
adoption metrics tied to
outcomes




Governance, Security,
and Data Retention

* Define acceptable use for
external sharing and guest access

e Map data retention, legal holds,
and eDiscovery policies

* Review audit threads, immutable
logs, and compliance reporting

e Enforce encryption, SSO/SCIM,
and data access controls

-
———————



Measuring Communication Platform Impact

® Logins and send counts

measure activity, not
revenue impact

* Track pipeline creation,
win rate, and
cycle compression

® Conversation intelligence
reveals rep effectiveness
and coaching signals

® RevOps should monitor
data completeness,
sync health, and cost per
qualified meeting

Platform
Adoption

Pipeline
Creation

Stronger Pipeline
and Revenue Impact

Cycle
Compression




Implementation Roadmap:
From Pilot to Full Deployment

Pilot Pod Success Controlled Success Full
Gate Expansion Gate Deployment

- Phased rollout: pilot pod, controlled expansion, success gates
- Separate change-management and technical integration owners

- Monitor adoption, data quality, sync failures, friction early

—0 - Define baselines, checkpoints, and weekly review cadence




CRM Integration Best Practices

- Audit objects, fields, S e TS ——
duplicates, and governance SYNC
before connecting
4 N
- Define field owners and @
c?n.fllct .rules for P~
bidirectional sync = | GuarpraiLs | €-+-
COLLABORATION © Field Owners
- Log activities automatically; LAYER © Confiict Rules
monito.r errors and @ Datalitegrity
reconcile data 4 P

- Apply least privilege, s 4
encryption, and data - —
minimization




Change Management

That Protects Revenue

- Most rollouts fail: rep overwhelm,
performative sponsorship, poor
data readiness

- Lead with ADKAR: Awareness,
Desire, Knowledge, Ability,
Reinforcement

- Tailor training by role instead of
generic one-size-fits-all onboarding

- Measure workflow behavior: usage
depth, record completeness,
pipeline activity

- Treat change management as
revenue protection, not a
comms plan

@000

(‘} AWARENESS



Building a Defensible ROl Case

-~ § N\/.F/

for CommunicationTools

ENGAGEMENT PIPELINE FINANCIAL
INPUTS OUTPUTS OUTCOMES

@ Three-tier chain: engagement inputs, pipeline outputs, financial outcomes
@ Cost per qualified meeting, pipeline per rep, win rate lift for CFO

@ Stack-consolidation savings: retired licenses, integration maintenance

@ Risk-adjust vendor claims 10-25%; document baselines pre-launch



Practical Next Steps for Sales Leaders

£l ACTIONS . OWNER ‘ E WEEKLY REVIEWS

0 Audit your stack: map tool P
overlap and integration gaps

YOUR STACK

Collaboration

\S

Keep a minimum viable set: one

collaboration, calling, and O—O—0O—0O10O

outreach tool

Assign change management and
technical integration owners

Use a 30-60-90 day adoption
plan with weekly reviews

Align tool choice with the tech
stack your team lives in




PersonWise.

PersonWise - Al digital-human course platform

Scan the code or click anywhere to watch this course live, with voice Q&A
personwise.ai/t/059ed17d/public


https://personwise.ai/t/059ed17d/public?entry_surface=public_courseware_pdf

