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PRESSURE TO MODERNIZE
SALES OPERATIONS

You are at an industry conference, surrounded by sales leaders
from top manufacturing firms. One director leans in, frustration
clear in her voice; ‘Our teams are stuck in the past—drowning in
manual work, guessing at forecasts, and missing deals we should
have won." Around the table, heads nod. A competitor chimes in:
‘We are wasting half our time on admin. How are we supposed to
outmaneuver disruptors when we are still using spreadsheets?’

This is not just a gripe session—it is a wake-up call. In today’s
market, legacy sales processes are not just inefficient—they
are existential risks. Customers demand speed, precision,

and personalization, while competitors leverage Al to act faster
and smarter. The gap between leaders and laggards isn't about
effort; it's about who harnesses technology to turn data into
decisions and chaos into clarity.

The solution? Al-powered sales transformation—where SAP
meets intelligent automation to predict, prioritize, and perform.
The question is not if you will adapt, but how soon. Let us explore
the future before it leaves you behind.

INEFFICIENCY,
INACCURACY, AND MISSED
OPPORTUNITIES

Traditional sales operations often suffer from inefficiencies

that limit growth. Sales teams spend considerable time on
administrative tasks, leads are not effectively prioritized, and
forecasting remains largely reactive and inaccurate. As a result,
organizations miss revenue opportunities, face customer
dissatisfaction, and experience operational friction. These
challenges are exacerbated by internal silos—sales and finance
data often reside in separate systems, making end-to-end visibility
and collaboration difficult. As sales cycles become more complex,
this lack of integration impairs both speed and accuracy.
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STRATEGIC AND FINANCIAL
CONSEQUENCES

The implications of these inefficiencies extend well beyond the
sales team. Missed revenue targets, excess inventory, stockouts,
and delivery delays all contribute to diminished profitability and
eroded customer trust. Inaccurate forecasts hinder resource
planning and production scheduling, leading to reactive rather
than proactive operations. Moreover, the inability to scale
commercial processes in line with business growth puts long-term
competitiveness at risk. For sales leaders, the consequences are
tangible: increased churn, declining margins, and growing pressure
from the boardroom to deliver better results with fewer resources.

A FOUNDATION FOR
INTELLIGENT, DATA-
DRIVEN SALES

To remain competitive, organizations must rethink how they
manage, analyze, and act on sales data. There is a growing
recognition that Al, when applied purposefully, can transform sales
performance—not by replacing salespeople, but by equipping
them with better tools and insights.

However, the adoption of Al should not be seen as a quick fix.
Success depends on building a robust foundation: clean and
connected data, efficient processes, and a culture that embraces
change. Organizations must assess their readiness and invest in
both the technical and human aspects of transformation.
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AI-POWERED SALES CAPABILITIES
IN SAP S/4HANA

SAP S/4AHANA provides a powerful platform for embedding Al into core sales
processes. Through tools such as Joule Copilot, Predictive Sales Analytics, and
Robotic Process Automation (RPA), companies can augment decision-making,
streamline operations, and improve customer engagement.

Joule Copilot enhances customer interactions by leveraging Large
Language Models (LLMs). It enables sales representatives to retrieve
=1/ orderinformation in real time and generate tailored responses

automatically—improving service quality and response speed.

Predictive Sales Analytics applies machine learning to historical and
real-time data, offering accurate sales forecasts, identifying high-value
leads, and anticipating delivery issues. This allows organizations to
allocate resources more effectively and act proactively.

Robotic Process Automation (RPA) reduces the burden of repetitive
manual work. For instance, RPA can extract order details from
unstructured documents such as PDFs and automatically create sales
orders in SAP—significantly decreasing processing time and error rates.

Together, these solutions enable organizations to move from reactive sales
management to intelligent, data-driven operations.

REAL-WORLD OUTCOMES

Organizations that integrate Al into their SAP S/4HANA environment report
measurable improvements:

Efficiency gains: Automation reduces manual workload by up to 50%,
allowing sales teams to focus on strategic activities.

Improved forecasting: Predictive analytics increases forecast
accuracy by up to 30%, enhancing planning and inventory control.

Cost reduction: Streamlined processes and fewer errors can lead to
operational cost savings of 20-30%.

Customer satisfaction: Faster response times and personalized
interactions lead to stronger customer relationships and improved
retention.
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Scalability: Al solutions can evolve alongside the business,
accommodating increased data volumes and complexity.

One example: a European manufacturing company implemented predictive
analytics and saw a 25% reduction in stockouts and a 15% improvement in order
fulfillment—directly contributing to top-line growth.
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A STRATEGIC APPROACH

While the potential of Al is significant, realizing its benefits requires deliberate
execution. Common challenges include:

Data quality: Inconsistent or siloed data can limit Al effectiveness.
Harmonizing and standardizing sales and finance data within SAP is
essential.

Implementation complexity: Tailoring Al tools such as RPA to specific
processes demands specialized expertise and a clear roadmap.

Change management: Adoption depends on user trust and
understanding. Training, communication, and leadership alignment are
critical success factors.

Regulatory compliance: Al solutions must comply with GDPR and other
regulations, particularly when handling personal customer data.

Sustainability: Al capabilities must be monitored, evaluated, and refined
over time to remain relevant and effective.
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These challenges are manageable—but they reinforce the need for a well-
defined transformation strategy.

Al AS A STRATEGIC GROWTH
ENABLER

Al will not replace human expertise. But when applied within a well-integrated SAP
S/4HANA landscape, it becomes a powerful enabler of commercial excellence. The
organizations that succeed are those that combine strong operational foundations
with a willingness to evolve.

The question facing sales directors is no longer “Should we use AI?" but rather
“How can we integrate it in a way that creates sustainable value?”

HOW DELOITTE SUPPORTS YOUR
SALES TRANSFORMATION

At Deloitte, we help clients translate Al potential into real business outcomes.
With deep SAP experience and a proven track record in sales transformation,
we provide end-to-end support to:

* Assess organizational readiness for Al integration
* Design tailored Al solutions aligned to your sales strategy
* Implement and scale tools such as Predictive Analytics, Joule Copilot, and RPA

* Upskill teams to drive adoption, trust, and long-term value

By partnering with Deloitte, your organization can move from experimentation
to execution—and set the pace in the future of sales.
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