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Executive Summary

Enterprise sales organizations face mounting pressure to improve revenue performance without sacrificing financial control
or data integrity. In partnership with SAP, The Futurum Group conducted a Business Economic Value (BEV) analysis of SAP
Sales Cloud, interviewing three production-scale customer organizations and constructing a normalized BEV model per 100
users. While the study was conducted in partnership with SAP, Futurum maintained full control over research design, interview
methodology. financial modeling, and analytical conclusions.

The analysis demonstrates that SAP Sales Cloud delivered a 3-year ROI of 153%, achieved payback in 6.5 months, and

generated a 3-year Net Present Value (NPV — the total value of the projected net benefit expressed in today's dollars,

discounted at 10% annually to reflect the time value of money) of $1114,185 at a 10% discount rate, providing a financially
grounded rationale for organizations evaluating the shift from manual sales management to an integrated enterprise

sales platform.

3-Year Total
Benefits

$2,340.473
(¢«($))) 3-Year NPV

S1.114.185

One-Time Total 3-Year
Deployment Cost Investment

$338,528 $925,365

153%ROI | (&' 6.5 1.

Across parficipating enterprises, SAP Sales Cloud was not deployed merely as a system replacement, but as a governance
and revenue execution platform. A Vice President of Commercial Operations at an infrastructure-focused enterprise stated:

“The value was not just visibility. It was finally having one version
of the pipeline that finance and sales both trusted.”

That alignment translated into modeled 3-year total benefits of $2,340,473 per 100 users against total 3-year costs of
$925,365. Rather than depending on headcount reduction or speculative productivity gains, the economic impact was driven
primarily by improved order quality, stronger cross-sell discipline, enhanced revenue predictability, and tighter integration
with ERP systems.

®
FUtu rum From Pipeline to Financial Impact - The Business Economic Value of SAP Sales Cloud 1



Key Findings
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Improved Order Size

Participating organizations attributed an approximately 8% increase in the average order size within
the first year of scaled adoption, driven by improved cross-sell coordination and standardized account
visibility. With a unified view of customer history and open opportunities, sales teams were better
positioned to identify expansion potential at the point of engagement, reducing the likelihood of
undervaluing or prematurely closing deals.

More Predictable Revenue

Revenue predictability improved measurably, with organizations reporting significant reductions in
seasonal pipeline volatility following deployment. Structured opportunity stages and consistent data
discipline gave sales leaders greater confidence in forward-looking revenue projections, reducing the need
for last-minute corrections to quarterly forecasts and enabling more proactive resource allocation.

A Single Source of Pipeline Truth

More than 70% of sales pipeline reporting migrated from manual spreadsheet consolidation to automated
dashboards during initial rollout phases. This shift eliminated a recurring source of discrepancy between
regional and corporate views of the pipeline, giving sales operations and leadership a consistent, real-time
basis for performance reviews and deal prioritization without the lag of manual aggregation.

A Unified View Across Sales and Finance

Sales and finance alignment improved materially across participating organizations, with finance
teams referencing SAP Sales Cloud dashboards directly in monthly performance reviews. The ability
to work from a shared data source reduced the time spent reconciling conflicting figures between
departments and accelerated joint decision-making around resource deployment, quota setting,
and revenue risk assessment.

Shift from Data Reconciliation to Strategic Planning

Standardized opportunity stages and unified dashboards shifted executive conversations away from
resolving conflicting pipeline figures and toward proactive revenue planning and strategic decision-
making. Rather than opening review meetings by debating which data set was correct, leadership
teams could move directly to analysis, prioritization, and forward-looking planning, a change participants
described as a meaningful cultural and operational shift.

Taken together, these findings reflect a consistent pattern: organizations that deployed SAP Sales Cloud
as a governance and execution platform, rather than simply a system of record, realized measurable
financial returns within the first year and sustained operational improvements across sales, finance, and
executive functions. The BEV analysis confirms that the value case for SAP Sales Cloud is grounded in
evidence, reproducible across different industries and organizational scales, and driven by outcomes that
matter to both sales leadership and the CFO.
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Market Landscape

Current Environment

The enterprise sales platform landscape in 2026 is shaped by a core set of vendors that provide software that is an
evolution of traditional sales automation tools. Rather than simply serve as systems for logging potential sales opportunities,
they are increasingly deployed as hubs for orchestrating and managing seller workflows, customer data, analytics, and
Al-driven assistance.

At their core, these platforms provide the foundational capabilities sales organizations expect from an enterprise sales
platform: account and contact management, lead and opportunity fracking, activity management, pipeline visibility,
forecasting, and mobile support for field sellers. These functions are designed to give sellers a consistent, structured view
of customers and deals while providing sales leaders with predictable insight into pipeline health and execution.

Across the market, one of the most significant shifts underway is the rapid convergence around agentic capabilities. Nearly
every major vendor is racing fo embed generative Al into seller workflows, promising automated meeting prep, deal
summaries, next-best actions, and eventually autonomous task execution across systems.

The integration of Al is designed to further enhance the core foundation of enterprise sales platforms: support revenue
execution at scale, adapt to complex selling models, and tightly infegrate info the broader enterprise stack.

Key Criteria for Evaluating Enterprise Sales Platforms

(N Core Sales Execution Capabilities: Buyers assess how well the system supports opportunity management,
@' account and contact hierarchies, pipeline tracking, forecasting, activity management, and task automation.

I 2 Depth matters more than breadth here, particularly for complex B2B sales motions involving long cycles,
all @ multiple stakeholders, and quota-bearing teams.

Sales Intelligence, Al, and Automation: Modern enterprise sales platforms are increasingly judged by
how effectively they apply Al to improve seller productivity and decision-making. This includes predictive
dﬁéh m forecasting, deal scoring, next-best-action recommendations, guided selling, and automation of routine

tasks. Buyers focus less on whether Al exists and more on whether it is embedded into workflows and
demonstrably improves outcomes.

GCB

-
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Data Model and Enterprise Scalability: Large organizations care deeply about whether the CRM

can handle complex data relationships, global account structures, multiple sales orgs, currencies, and
regulatory requirements. Platforms are assessed on data consistency, extensibility, performance at scale,
and the ability to serve thousands of sellers without degradation.

Integration and Platform Ecosystem: Enterprise buyers want to assess how well the platform integrates
with ERP, CPQ, marketing automation, customer service, analytics, and productivity tools. Native
integrations, APl maturity, and alignment with a broader platform strategy, rather than point-solution
sprawl, can be key differentiators.

User Experience and Adoption: Even the most powerful enterprise sales platform will fail to deliver ROI

if sellers do not use it. Evaluation criteria include UI/UX quality, mobile support, configurability, and how
naturally the system fits into a seller's daily workflow. Low-friction data entry, embedded insights, and role-
based experiences are increasingly critical.

Analytics, Reporting. and Revenue Visibility: Executives and sales leaders assess how well the platform
supports real-time visibility into pipeline health, forecast accuracy, win/loss analysis, and sales performance
metrics. Flexibility in reporting, embedded dashboards, and the ability to align sales metrics with financial
and operational data are major decision criteria.

Industry and Process Fit: Enterprise buyers will also assess how well the system supports vertical-specific
requirements (e.g., manufacturing, life sciences, regulated industries) and specialized sales processes, such
as solution selling, channel sales, or subscription-based revenue models.

Administration, Configuration, and Governance: In addition to business considerations, IT and operations
teams evaluate how easy it is fo configure workflows, manage roles and permissions, enforce governance,
and adapt processes without heavy customization. The balance between flexibility and control is
especially important in global enterprises.

Total Cost of Ownership and Time-to-Value: Beyond license costs, enterprises assess implementation
complexity, reliance on partners, customization effort, ongoing administration costs, and how quickly the
platform can deliver measurable ROI. Time-to-value is often as important as feature depth.

Vendor Strategy and Roadmap: Finally, buyers look at the vendor's long-term vision: commitment to
innovation, investment in Al and automation, alignment with broader enterprise platforms, and evidence
that customer feedback shapes the roadmap. This is especially important for systems that become deeply
embedded in revenue operations.

Ultimately, enterprise sales platforms are often evaluated less as standalone sales tools and more as strategic revenue
platforms. The strongest solutions combine robust sales execution, embedded intelligence, enterprise-grade data and
integration, and a clear roadmap to support increasingly automated, Al-driven sales organizations.

Futurum’
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Market Challenges and Opportunities

The enterprise sales platform sector faces significant pressure as Al fundamentally alters expectations regarding software
value. The fraditional basis for platform differentiation, specifically features and workflows, is diminishing. Both buyers

and investors are increasingly questioning the long-term viability of Ul-centfric SaaS models in an evolving, agent-driven
environment. As generative Al and automation capabilities advance toward execution, platforms must demonstrate
enduring value that goes beyond their function as mere systems of record.

A second challenge is the rising demand for provable, outcome-based ROI. Enterprises are no longer satisfied with better
pipeline visibility or activity tracking; they want measurable improvements in win rates, sales cycle times, forecast accuracy,
and seller productivity. This raises the bar for both vendors and implementations, since value realization now depends as
much on process redesign and change management as on software capability.

Data fragmentation and governance constraints further complicate adoption. Sales platforms depend on clean, contextual
data from ERP, CPQ, billing, service, and external sources, yet most enterprises struggle with inconsistent data models and
ownership. As Al shifts from assistive insights to autonomous actions, concerns around security, compliance, auditability, and
decision control intensify, especially in regulated industries, slowing down large-scale deployments.

The market is increasingly embracing agentic selling and workflow automation. Platforms are poised to transform from mere
systems of record to dynamic systems of action, utilizing Al agents fo research, prepare, execute, and follow up throughout

complex, multi-step sales processes. This shift promises to dramatically enhance seller productivity. The key opportunity goes
beyond simple copilots, focusing instead on orchestrated, governed automation that genuinely reduces the human workload.

There is also significant upside in converging front-office and back-office revenue workflows. Vendors that tightly integrate
CRM with ERP, CPQ, billing, and service can address long-standing problems such as revenue leakage, pricing inconsistency,
and slow quote-to-cash cycles. This is especially attractive for large enterprises and asset-heavy industries where selling,
fulfillment, and compliance are inseparable.
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Differentiation is increasingly centered on industry specificity and robust data foundations. As core functionalities become
commoditized, value is migrating fo:

® Industry-Tailored Data Models: Customized data structures that align with specific industry needs.
® Embedded Process Intellectual Property (IP): Pre-built, optimized business processes.
® Trusted Customer Data Layers: Reliable, high-quality data foundations essential for making Al reliable and scalable.

These elements are crucial for platforms to operationalize Al effectively within real enferprise environments. Further growth
vectors are created by:

® New Pricing Models: Structuring costs based on usage, automation achieved, or measurable outcomes.

® Strong Partner Ecosystems: Networks that help customers successfully transition from initial Al pilots to full-scale
production deployment.

®
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What SAP Sales Cloud Brings to the Market

SAP Sales Cloud sits squarely in the category of modern enterprise sales platforms, but it is best understood not as a
standalone CRM tool but as SAP's fronf-office extension of its broader enterprise application stack.

Where SAP differentiates is in how tightly Sales Cloud is positioned alongside the rest of SAP's Customer Experience (CX)
portfolio and the SAP back office. Rather than treating sales as an isolated system of record, SAP frames Sales Cloud as part
of an end-to-end "lead-to-cash" process that connects demand generation, sales execution, service, commerce, finance, and
supply chain.

For organizations already running SAP ERP, this alignment can reduce friction between front-office selling motions and
downstream fulfillment, pricing, and billing processes. This is particularly relevant in complex B2B environments and industries
with field-heavy or operationally intensive sales models, where visit planning, retail or territory execution, and structured
workflows matter as much as opportunity fracking.

"SAP made it very easy to get real-time data connected from ERP to CRM
and from CRM back to ERP, and it was significantly more cost-effective
than the alfernatives we had evaluated.”

Head of Business Service Management, Infrastructure and Utilities Enterprise, EMEA

SAP's more recent messaging around Sales Cloud has increasingly centered on modernization and Al. With SAP Sales
Cloud Version 2, SAP is signaling a shift foward a newer architecture, faster innovation cycles, and deeper use of
embedded intelligence.

The introduction of Joule, SAP's platform-wide generative Al copilot, reflects the company's broader strategy to make

Al a native layer across its applications. In the sales confext, this means conversational access to CRM data, automated
summaries, recommendations, and guided task execution, with the longer-term ambition of reducing manual CRM work and
helping sellers focus on customer engagement rather than data entry.

Market Outlook

Ultimately, SAP Sales Cloud should be viewed as a strategic sales execution platform rather than a lightweight CRM. Its
strengths lie in structured enterprise selling, process rigor, and integration with SAP's broader application ecosystem.

In a market where buyers are increasingly skeptical of "Al washing” and are focused on measurable outcomes, SAP's
challenge and opportunity is to franslate its process depth and data advantage into tangible reductions in seller effort and
more predictable revenue outcomes, especially when positioned head-to-head with other large providers of enterprise sales
platform vendors such as Salesforce, Microsoft, and Oracle.

®
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Research Methodology

Study Objectives

The primary objective of this BEV study was to systematically evaluate and quantify the economic impact of SAP Sales
Cloud within various enterprise environments. Specifically, the analysis sought to determine how the platform influenced
measurable business outcomes across the lead-to-cash lifecycle, including revenue growth, improved revenue predictability,
and enhanced operational visibility.

A second objective was to rigorously assess the total cost of ownership (TCO) associated with deploying and operating SAP
Sales Cloud, including one-time implementation investments and ongoing expenditures for subscriptions, administration, and
optimization. Finally, the study evaluated ROI, payback period, and NPV over a defined 3-year analytical horizon using a 10%
discount rate.

Research Approach

To develop the BEV analysis for SAP Sales Cloud, The Futurum Group used a research design that combined multiple data
sources and analytical methods.

First, the team conducted in-depth inferviews with three enterprise organizations across infrastructure and utilities, IT services
and systems integration, and wholesale distribution, representing varied geographies and levels of deployment maturity.
Inferviews were structured fo capture both quantitative outcomes (e.g.. measurable changes in order value, pipeline velocity,
and revenue stability) and qualitative insights regarding implementation experience, adoption dynamics, and strategic impact.

Second, analysts reviewed materials provided by SAP, including platform pricing models, implementation documentation, and
customer-provided financial data, alongside broader industry research on enterprise sales platform adoption and CRM-to-
ERP integration value drivers.

Third, all collected inputs were standardized within a structured financial model that mapped deployment costs (including
implementation services, integration configuration, enablement, and internal project resources), annual operating costs
(subscription fees, administration, and optimization support), and benefits (revenue expansion, productivity improvements,
and visibility gains) across a three-year analytical horizon. A 10% discount rate was applied for NPV calculations. All outputs
were normalized per 100 users to ensure comparability across participating organizations of varying scale.

®
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Profile of Interviewed Participants

Interviews were conducted with three enterprise organizations across infrastructure and ufilities, IT services, and wholesale
distribution, spanning EMEA, North America, and Latin America. These inputs were normalized to construct the composite
BEV model.

SAP Sales Cloud user populations ranged from 80 to 300, spanning inside sales, field representatives, and account managers.
All participants had progressed beyond pilot deployments into scaled production environments. The variation in industry
context, revenue model, and sales structure strengthened the robustness of the BEV model while avoiding reliance on any
single vertical or operating profile.

Financial Modeling Framework

The financial modeling framework evaluated costs and benefits over a 3-year analytical horizon. Year O captured one-time
deployment investments, while Years 1 through 3 reflected recurring operating costs and annualized benefits. ROI, payback
period, and NPV were computed by first normalizing benefits and costs across participating organizations on a per-100-user
basis, and then applying the ROI formula to those composite figures: ROI = (Average Benefit — Average Cost) + Average

Cost. This approach measures the economic refurn of a representative normalized deployment at scale. NPV represents the
present value of future cash flows, calculated at a 10% annual discount rate; a positive NPV indicates the investment generates
more value than it costs over the measurement period. Conservative assumptions were applied when normalizing revenue
uplift and stability improvements to ensure modeled outcomes did not exceed evidence supported across multiple interviews.

®
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Pre-Implementation Operating Environment

Prior to adopting SAP Sales Cloud, each enterprise operated within an infegrated SAP-based architecture in which core
financial, order management, and inventory processes were supported by back-end systems. However, front-office
sales execution lacked a unified, standardized platform, creating structural gaps between revenue planning and
transaction execution.

Sales activity was managed through a combination of legacy tools, locally configured applications, spreadsheets, and email-
based coordination. While ERP systems provided authoritative data at the quotation and order stages, earlier pipeline stages
were less structured. Lead qudlification, opportunity development, and cross-sell identification were frequently handled
through individual representative practices rather than standardized workflows.

Across participating organizations, limited visibility info early-stage pipeline activity constrained forecasting accuracy and
revenue predictability. Coordination across sales roles was similarly uneven, and territory and portfolio management practices
varied across regions. Taken together, these conditions formed the baseline against which the economic impact of SAP Sales
Cloud was evaluated.

Investment and Deployment of SAP Sales Cloud

SAP Sales Cloud was deployed within existing SAP-centric system landscapes and integrated directly with core ERP
environments. Implementations were structured around phased rollouts, typically beginning with a defined business unit,
region, or sales role before expanding fo broader user populations.

Active user populations ranged from dozens to several hundred across various roles. Deployments focused on lead
management, opportunity tracking, pipeline visibility, and integration with order and financial data residing in ERP systems.
One organization transitioned more than 70% of its active pipeline from spreadsheet-based tracking into SAP Sales Cloud
within the first two rollout waves.

“In four months we went live, and in six months our whole team was using
the solution. The adoption was very fast because people were already
familiar with SAP. There was no barrier to the change.”

Business Intelligence Manager, Wholesale Distribution Enterprise, Latin America

The composite BEV model captured one-time deployment investments totaling $338,528 per 100 users. These costs
reflected software subscription onboarding, third-party implementation services, integration configuration, workflow design,
enablement activities, and internal project resource allocation.

Total ongoing operating costs over the 3-year period were modeled at $586,838 per 100 users, covering subscription fees,
system administration, governance oversight, incremental configuration adjustments, and optimization support. Operating
costs varied across participants, reflecting differences in consulting retainer arrangements, internal staffing models, and the
scale of ongoing configuration work.

®
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Quantified Benefits of SAP Sales Cloud

The quantified benefits observed across interviews and incorporated into the composite BEV model directly addressed the
baseline operational conditions described earlier. The modeled 3-year total benefit of $2,340,473 per 100 users was derived
from revenue and order expansion effects, improved predictability, and strengthened execution discipline rather than cost
elimination alone (see Figure 1). The contribution of value drivers varied across organizations depending on deployment
marturity and use case focus.

Figure I: 3-Year Benefit Breakdown by Category (Composite BEV Model, Per 100 Users)

Benefit Category 3-Year Composite
Sales Productivity & Process Efficiency $815,541 43%
Revenue Growth & Sales Effectiveness $989,260 52%
Visibility, Analytics & Decision Support $99,735 S%

Total $2,340,473 100%

Revenue and Order Expansion

In environments where cross-sell coordination was previously fragmented, SAP Sales Cloud introduced standardized account
visibility and opportunity management. A mid-sized distributor attributed an approximately 8% increase in average order size
across key segments during the first year of scaled adoption.

“We did not grow our order count. It was about increasing the size of
each order. We have a stable, active client base, and we are
making each client more profitable.”

Business Intelligence Manager, Wholesale Distribution Enterprise, Latin America

Projected revenue gains in the BEV model were driven by improved order quality, specifically stronger cross-sell and upsell
effectiveness, rather than by an assumed increase in total transaction count. This conservative approach ensured that
modeled revenue uplift reflected genuine selling effectiveness and margin-aware expansion.

Revenue Stability. Visibility. and Execution Discipline

Beyond order expansion, a significant portion of the economic impact was attributable to improved revenue stability and
full sales-funnel transparency. Following deployment, standardized opportunity tracking and unified dashboards provided
forward-looking insight across regions and roles.

“We could see issues earlier. That changed how we planned
inventory and capacity.”

Commercial Operations Director, IT Services Enterprise, North America
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One multi-region services organization reported that more than 70% of pipeline reporting migrated from manual spreadsheet
consolidation to automated dashboards during the first rollout phase. An infrastructure-focused enterprise estimated a 15%
reduction in manual reconciliation tasks in Year 1 after synchronizing customer master and order data streams.

\

15%

Migrated to Automated Dashboards Reduction in Manual Reconciliation Tasks
Sales pipeline reporting fransitioned from manual Sales and finance reduced manual reconciliation by
spreadsheets to automated dashboards, improving working from a shared pipeline data source.

consistency and real-time visibility.

The BEV analysis estimates $2,340,473 in total quantified benefits over a three-year period, which produces a 153% ROl across
that timeframe. These results are derived from the aggregated impact of the value drivers detailed in the analysis. Notably,
and in alignment with the customer interviews, the modeled returns are achieved without relying on headcount reductions as

a primary source of value.

"Our revenue is more stable now. We used to have significant seasonal
swings throughout the year. That has changed.”

Business Intelligence Manager, Wholesale Distribution Enterprise, Latin America
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Financial Summary and ROI Results

The BEV financial analysis evaluated costs and benefits over a 3-year horizon on a per 100-user basis. The table below
presents the composite financial results alongside the range of outcomes observed across participating organizations (see
Figures 2 and 3).

Figure 2: Financial Results Summary
Composite BEV Model (Per 100 Users)

Deployment Cost } $338.528

3 YearROL: 153% | Payback Period: 6.5 months

Figure 3: 3-Year Cash Flow Analysis
Composite BEV Model (Per 100 Users)
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One-time deployment investment totaled $338,528, while total recurring operating costs over 3 years were modeled at
$586,838. Against these investments, the 3-year total benefit was $2,340,473, producing a total cost of $925,365 and an ROI of
153%. Payback was achieved in 6.5 months. Applying a 10% discount rate, the NPV was calculated at $1,114,185.

“We initially measured a three-year payback horizon. | believe
we reached that point in less than two years.”

Sales Operations Director, IT Services Enterprise, North America
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Sensitivity and Risk Considerations

To ensure that the 153% 3-year ROl and 6.5-month payback were not dependent on overly optimistic assumptions, the BEV
model incorporated sensitivity testing across key value drivers, particularly order quality improvement, revenue stability
effects, and adoption variability.

Assumptions of increased order size were stress-tested by reducing the modeled improvement in average order value
below the approximately 8% observed in one mid-sized distribution environment. Even when the assumption was reduced by
roughly one-third, the model continued to produce payback within the first year. Revenue stability assumptions and adoption
variability were similarly stress-tested in all scenarios, and payback remained within Year 1 under conservative conditions.

Qualitative and Strategic Impact

Interview participants consistently emphasized that several strategic gains extended beyond directly monetized
outcomes. A recurring theme was increased confidence in data integrity among executives. Following deployment,
standardized opportunity stages and unified dashboards shifted executive conversations from reconciliation to
strategic planning and action:

"We stopped asking which number was right. We started asking what we
were going to do about it."

Business Architect, Infrastructure and Utilities Enterprise, EMEA

Participants also reported stronger alignment between sales and finance functions, with finance teams referencing SAP
Sales Cloud dashboards directly during monthly performance reviews. Strategically, SAP Sales Cloud was viewed as a
foundational layer for future initiatives, including advanced analytics, guided selling, and Al-assisted forecasting. Scalability
was another consistent theme, with one participant expanding from an initial regional rollout to a multi-region deployment
within 12 months.

"We got smarter with Sales Cloud. We became more coordinated, more
integrated. We brought the entire sales process into a single solution. That
was our biggest goal, and we achieved it.”

Business Intelligence Manager, Wholesale Distribution Enterprise, Latin America
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Implementation Challenges and Value Realization

Although the BEV model demonstrated strong economic returns, interviewed participants were candid about implementation
challenges. Value realization depended not only on technological capability but also on disciplined governance, organizational
alignment, and redlistic expectations regarding the change effort.

Change management emerged as the most significant determinant of success. In one organization, adoption rates exceeded
85% within the first two quarters due fo formal training cycles and visible leadership reinforcement. However, in regions where
sponsorship was less direct, adoption lagged, and benefits materialized more gradually:

“The tool does not fix behavior on its own. You have to reinforce it."

Head of Business Service Management, Infrastructure and Utilities Enterprise, EMEA

Additional challenges included initial learning curves for sales teams accustomed to flexible spreadsheet-based tracking,

the need to harmonize regional sales practices to achieve enterprise-wide consistency, and integration complexity requiring
detailed data mapping, master data validation, and synchronization testing. Organizations with clearly defined rollout phases,
executive oversight, and measurable usage metrics achieved payback more quickly than those with loosely coordinated
implementations.

“The solution is intuitive and user-friendly, but customization flexibility is
limited. Depending on your business model, particularly in product-heavy
environments with large catalogs, the platformm may benefit from more
configuration options than are currently available.”

Business Intelligence Manager, Wholesale Distribution Enterprise, Latin America
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Conclusion

The BEV analysis demonstrated that SAP Sales Cloud generated measurable financial and operational impact across
participating enterprises. With a 3-year ROI of 153%, a 6.5-month payback period, and an NPV of $1,114,185 per 100 users,
the BEV findings indicate that disciplined sales execution, standardized governance, and ERP alignment can translate into
sustained economic advantage.

Importantly, the value observed across participating organizations was not driven by cost-cutting or workforce reductions.
Instead, impact was driven by increased order size, improved revenue predictability, enhanced executive visibility, and tighter
integration between front-office activity and financial systems.

“This was not just a system upgrade. It changed how we manage revenue.
We moved from reactive reporting to proactive execution, and that shift
paid for itself quickly.”

Sales Operations Director, IT Services Enterprise, North America

For enterprises seeking to modernize sales operations without introducing architectural fragmentation, SAP Sales Cloud
represents more than a technology investment. It is a structurally sound, financially validated platform for strengthening
revenue governance, improving execution discipline, and sustaining long-term commercial performance.
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