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Background

This mid-market B2B technology solutions provider having clients across North America
and Europe could not align marketing and sales operations. Their sales teams worked on
hundreds of email threads, siloed spreadsheets, and weekly meetings that hardly focused
on challenges arising in real time. On the other hand, marketing rolled-out campaigns
without sales having feedback or understanding prospect needs.
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As the company expanded, this lack of alignment resulted in inconsistent messaging,
duplicated efforts, and slower deal closures. The leadership knew they needed to unify their
teams under one digital workspace.
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The Solution

To tackle this, the company decided to adopt Microsoft Teams to improve teams
collaboration across sales and marketing functions.

Here's how they implemented it:

» Dedicated Teams Channels: They set up separate channels for product launches, lead
nurturing campaigns, and high-value client accounts. Each channel hosted relevant
conversations, files, and tasks.

+ Integrated CRM and Marketing Tools: By connecting Microsoft Teams with their CRM
system and marketing automation tools, the sales team could receive instant
notifications about new leads or deal stage updates without switching apps.

+ Real-Time Collaboration: Marketing and sales reps used Teams' built-in video calls and
chat to quickly resolve client questions, share insights, and finalize proposals together.

+ Knowledge Sharing Hub: A SharePoint library integrated into Teams made it easy to
access up-to-date pitch decks, case studies, and brand assets — ensuring the sales
team always shared approved material.
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+ Task & Workflow Automation: The company used Power Automate within Microsoft
Teams to trigger reminders for follow-ups and approvals, reducing manual follow-up
work.
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The Impact

S

Implementing Microsoft Teams to improve teams collaboration led to tangible results:

Faster Sales Cycles: Sales reps spent less time searching for information and more time
closing deals, shortening their average sales cycle by 28%.

Better Campaign Performance: Marketers received timely feedback from sales calls and
used those insights to refine targeting and messaging, increasing campaign engagement
rates by 25%.

Enhanced Transparency: With everyone working from the same workspace, leadership
gained clear visibility into pipeline status, campaign ROI, and individual performance metrics.

Stronger Culture of Teamwork: Teams felt more connected despite working remotely
across multiple time zones. This improved morale, accountability, and motivation.

Alt Text: A lady reviewing the sales report on her tablet.
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Final Thoughts

Key Takeaway
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This case demonstrates how using Microsoft Teams to improve teams collaboration can
break down silos in B2B marketing and sales, empowering teams to move faster and close
deals smarter — all within a single, integrated digital hub.

If your organization is seeking a similar solution, Microsoft Teams, combined with the right
tools and strategy, could be the collaboration engine you need to stay competitive in today's
B2B landscape.
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Alt Text: A lady working at Microsoft office with her
coffee.
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Background

This mid-market B2B technology solutions provider having clients across Morth America and Europe
could not align marketing and sales operations. Their sales teams worked on hundreds of email threads,
siloed spreadsheets, and weekly meetings that hardly focused on challenges arising in real time. On the
other hand, marketing rolled-out campaigns without sales having feedback or understanding prospect
needs,

As the company expanded, this lack of alignment resulted in inconsistent messaging, duplicated efforts,
and slower deal closures. The leadership knew they needed to unify their teams under one digital

workspace.

(PP LN A



