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Vision – SAP CX Portfolio



SAP Business Suite

Seamless interconnected end-end business processes delivered in the Cloud



SAP Business Suite and Customer Experience portfolio



SAP Business Suite with CX and AI deliver better and 
faster business outcomes
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Beneficios de SAP Sales Cloud v2



SAP Sales Cloud (V2) Functional Overview



SAP Service Cloud (V2) Functional Overview

*Additional license required (SAP or Partner solution)
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Metodología de Implementación



Execution Methodology

Project Delivery Framework

Delivery Lifecycle

Delivery Stage
• Each stage has required inputs, activities, and outputs.

• Each stage has pre-defined accelerators to support the execution.

• Each stage has a quality gate decision check point.

Project Management Streams

Planning Define project baselines and continuous re-planning during project

Execution Direct project work and manage project operations

Monitoring & Control Measure project progress & status, control changes on project



Execution Methodology

Project Delivery Framework

• The basic Preparation stage is executed at the beginning of the project (project kick off, team nominations, establishing project organization…)

• The initial Design stage is aimed to gather requirements, design the solution, confirm the scope, prepare the initial backlog, make estimates, assess risks. During 

this stage, the amount and scope of sprints is planned as well as the final testing and launching.

• The Build activities are organized within sprints which are structured in the following way:

• The Sprint Preparation is aimed to reconfirm the sprint backlog, confirm the resources availability, kick-off the sprint

• The Sprint Design activities are supposed to finetune the design of features to be implemented during the sprint and to reconfirm the estimates.

• The Sprint Implementation activities are related to the development & configuration of features in accordance with the system design and specifications.

• The Sprint Test is supposed to confirm that features are developed in accordance with the defined design.

• The final Test stage is supposed to ensure that general integrated system testing is done from technical and user perspective. This stage is covering Solution 

Integration Tests and User Acceptance Tests.

• The Launch stage is aimed to ensure that the organization and system are ready for go-live, and to lunch the system to production.

• Hypercare aims to ensure stability of the solution, handover the solution to support lines and close the project/phase.



Integration Scope

Solution Map – Data & Process Integration

All integrations with SAP Sales Cloud will be through SAP BTP Integration Suite (a.k.a. CPI).
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Claves del Exito



Claves de Éxito
5 Conclusiones Claves

Estrategia de Ventas

Las soluciones CRM facilitan la gestión del canal 

de ventas. Definir claramente las etapas y 

actividades del proceso comercial, así como 

contar con una estrategia previa, agiliza la 

implementación de la plataforma.

Entrenamiento y Gestión al Cambio

Las transformaciones empresariales suelen ser 

difíciles porque los empleados ven las nuevas 

soluciones como complicadas, especialmente sin 

capacitación ni comunicación clara. Un buen plan 

de formación y gestión del cambio es clave para 

el éxito.

Definición de Procesos

La mayoría de las implementaciones fracasan 

porque no se aborda el proceso de manera 

integral y, lo más importante, no se toma en 

cuenta la experiencia del usuario. 

Frecuentemente se asume que los clientes son 

únicamente externos a la empresa, pero es 

fundamental comprender que, al desarrollar una 

solución de CRM, nuestros clientes principales 

son los empleados del área de ventas.

Conseguir a un Product Owner

El rol del Product Owner consiste en recopilar los requerimientos de sus 

clientes (empleados) y priorizar cuáles son urgentes y cuáles pueden 

posponerse. Un Product Owner eficiente sabe que Roma no se construyó en 

un día.

Conseguir un buen Partner

Hay numerosas empresas que conocen el producto y pueden llevar a cabo su 

implementación, pero es fundamental encontrar aquellas que comprendan los 

procesos de negocio y que además se involucren activamente para asegurar 

una correcta ejecución del producto.



Muchas Gracias! Ready for the future?
Sheldon Lipshitz
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