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This White Paper is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS, IMPLIED, OR 

STATUTORY, AS TO THE INFORMATION IN THIS DOCUMENT. 

Introduction  
 
Sales Performance International, Inc. (SPI) provides a Solution Selling® methodology for use with 

Microsoft Dynamics CRM. SPI is a global sales performance improvement firm dedicated to helping the 

world’s leading organizations drive measurable and sustainable revenue growth and operational sales 

performance improvement.  Since 1988 their solutions have been helping global corporations 

successfully transition from selling products to marketing and selling high-value solutions.   Solution 

Selling is SPI’s proven sales process and set of planning, execution and management methodologies. The 

focus of Solution Selling is to facilitate sales professionals to qualify and close more deals by keeping the 

customer at the center of the sales process.   

SPI has partnered with Mondo A/S to develop this solution, which they have named the Mondo Solution 

Selling Accelerator for Microsoft Dynamics CRM. Mondo is an IT Services company and Gold-Certified 

Microsoft Business Partner with expertise across four functions: Software + Service Consulting, 

Outsourcing, Industry Solutions and Business on Demand.  

This whitepaper outlines two solution options from SPI and Mondo that can help customers and 

partners utilize a Solution Selling methodology for use with Microsoft Dynamics CRM. The first solution 

option is available at no cost for licensed Microsoft Dynamics CRM customers. The second solution 

option has a subscription license fee but it has additional functionality.  

The Mondo Solution Selling Accelerator is for organizations who wish to quickly automate the Solution 

Selling sales execution methodology while using Microsoft Dynamics CRM.   

Specifically the two options for integrating Solution Selling into Microsoft Dynamics CRM are: 

1. Basic Edition: provides a fully-featured Solution Selling sales process template for Microsoft 

Dynamics CRM but it is restricted to 3 users. The basic edition is available for download at no 

cost. To download your free copy of the basic edition as well as the installation guide and user 

manual go to www.mondo.dk/dk/freemssa 

2. Professional Edition: provides the same solution as the basic edition but has no limitations to 

the number of users and additionally you will benefit from the Solution Selling Pain Chain™ and 

Strength of Sale Check functionality. The professional edition requires customers to purchase 

licenses for on-premise deployment or subscribe to an on-demand service. 

After reading this whitepaper you should have a detailed understanding of the following: 

¶ Business Rationale for aligning CRM technology with defined sales methodologies and tools 

¶ Why select a sales methodology tool? 

¶ What is the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM?  

¶ Functional overview of the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM. 

http://www.mondo.dk/dk/freemssa


4 |                                                                        S P I  S o l u t i o n  S e l l i n g®  A c c e l e r a t o r  f o r   
M i c r o s o f t  D y n a m i c s  C R M 

¶ Solution architecture overview of the Mondo Solution Selling Accelerator and the integration 

points with Microsoft Dynamics CRM. 

¶ Licensing options for the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM. 

¶ Download locations for the accelerator and other supporting materials. 

¶ How to get started with the integration and where you can get further information from Sales 

Performance International or Mondo A/S. 

 

Business rationale for aligning CRM technology and Solution Selling  
If you are reading this whitepaper, you or your company are probably investing to improve top-line 

revenue growth, cost-of-sales, or both.   Revenue improvements generally occur by impacting any of the 

four effectiveness levers in this formula: 

Average Deal Size   X  Average Win Rate X Number of Deals 

Length of Sales Cycle 

By moving these levers by as little as 5% each, SPI says that its clients have experienced a 22% average 

boost in top line revenue.   Managing Cost-of-Sales typically involves improving efficiencies in hiring, 

developing, and collaborating within sales and marketing.  As such, you may have started with a focus 

on improving sales efficiency or effectiveness.  Businesses often address sales efficiency with 

investments in technology, like Microsoft Dynamics CRM.   Sales effectiveness on the other hand, may 

be addressed in two ways:  

1. Through professional development of the sales force by training on why and what to sell 

2. Through process improvements focused on the how and when to sell.    

Sales, CRM, and training industry research over the past 5 years confirms that as much as 84% of 

training knowledge is lost within 5 weeks (1); 60% of CRM systems don’t meet expectations(2); and a 10-

18 point revenue and quota attainment delta exists between those sales organizations with an ad-hoc 

sales approach versus those with a dynamic, enterprise sales process(3).  Common reasons for why this 

occurs include: 

¶ A lack of CRM vision and strategy for the organization in general 

¶ What to automate? i.e. the lack of a detailed sales process, supporting methodologies, and 

taxonomy 

¶ Data quality: “garbage in, garbage out”; no organizational incentive or imperative to change 

¶ Coaching quality & visibility: the manager’s “stick” versus seller’s “carrot” 

 

1 Equation Research, 2005 

2, 3 CSO Insights 2009 Sales Performance Optimization Survey 
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Yet, according to the same research, the real payback comes when people, process, and CRM 

technology are aligned.   Microsoft Dynamics CRM provides a flexible platform leveraging common 

desktop tools and interfaces.  Solution Selling provides the sales and marketing processes, 

methodologies, and sales tools.  The Mondo Solution Selling Accelerator for Microsoft Dynamics CRM 

delivers a bridge between the two in a flexible and scalable solution which can be utilized through a 

hosted service or deployed on-premise.   The solution outlined in this whitepaper addresses sales 

efficiency and effectiveness that directly impacts revenue and cost-of-sales performance improvements.   

 

Why select a sales methodology tool?  
The concept of sales process, method and CRM technology alignment makes a lot of sense, but the 

reality of executing against it can be problematic for organizations. Yet the power and flexibility of 

Microsoft Dynamics CRM platform and development tools make it easy for developers or sales process 

owners alike to customize the application.   So why utilize the accelerator versus building or configuring 

Microsoft Dynamics CRM yourself?  In many ways, it boils down to cost and risk. Typically, organizations 

select an off-the-shelf application to solve this problem for the following reasons: 

COST: 

¶ Lower development time and cost for initial version plus enhancements/upgrades occur over 

time. 

¶ Lower on-going maintenance and support costs.  

¶ Return on Training: better adoption and retention by reinforcement of the sales process and 

methods within CRM. 

 

RISK: 

¶ Time to Market: the tool quickly aligns people (training), process, and technology; regardless of 

which initiative is implemented first. 

¶ Expertise: do you have the right best-practices defined or technical and business process 

expertise available? 

¶ Certification and Testing – Can you keep up with the latest application release standards 

certification for your customized tool? 

 

In summary, the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM has already been 

aligned to the Solution Selling methodology, tested within the Microsoft environment, and has a 

development and support team that will accelerate the journey to business outcomes much faster and 

with less risk over time than tackling this as a one-off internal or contracted implementation.  By 
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standardizing on one application that reflects a common process and method, it allows managers to 

spend more time coaching top performers which is critical to driving seller loyalty. 

 

What is the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM?  
Solution Selling is a well-established set of sales tools used by over 600,000 sales professionals in more 

than 50 countries. This proven suite of methodologies, procedures and process workflows increase the 

effectiveness of a sales organization. The suite addresses crucial management, planning, sales execution, 

and sales tool requirements for companies who sell value based solutions.  The Mondo Solution Selling 

Accelerator for Microsoft Dynamics CRM 4.0 brings this together into an easy to use interface to speed 

up adoption of sales effectiveness.   

The Mondo Solution Selling Accelerator for Microsoft Dynamics CRM is a solution which integrates 

Microsoft Dynamics CRM data and workflows with your sales process and methodologies.  

The common language and steps by which an organization plans, executes, and manages leads, 

opportunities and accounts can be summarized in a simple framework is called a sales process map. This 

map reflects the best-in-class approach to selling and serves as a reminder of the key best practices that 

can improve the skills of the majority of sellers.  Whether it is 4 steps or 10 steps is less relevant than the 

verifiable outcomes that links seller to buyer.     

The Mondo Solution Selling Accelerator for Microsoft Dynamics CRM automates the use of key Solution 

Selling job aids, process flows, and terminology. From a deployment standpoint, customers and partners 

can choose from an on-demand (hosted) solution or an on-premise installed solution. 

Users continue to work with Microsoft Dynamics CRM in the same way they always have but the 

accelerator embeds new tools and functionality directly within the Microsoft Dynamics CRM 

Opportunity form. 

 

Functional Overview  
Microsoft Dynamics CRM 4.0 allows you to work with key customer information and manage 

interactions with those customers. This 360 degree view of the customer and sales opportunities 

increases sales effectiveness in its own right. The Mondo Solution Selling Accelerator delivers further 

capabilities to apply all the concepts of Solution Selling and embed them within Microsoft Dynamics 

CRM. The accelerator comes with a set of pre-configured Microsoft Dynamics CRM sales customizations 

and workflows that help you manage your sales process more efficiently. These customizations and 

workflows can be adapted and modified to meet the particular sales processes in your organization.  

Additionally, the accelerator delivers product features that drive sales effectiveness, namely: 

¶ The Solution Selling Process Bar (provided in both the basic and professional editions) 
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The Solution Selling Process Bar gives you a complete overview of the entire sales process. This 

includes the sales steps, activities, outcomes and roles necessary to effectively and successfully 

close your sales 

¶ The Interactive Pain Chain (available only in the professional edition) 

The Mondo Solution Selling Accelerator includes an innovative, graphical “pain chain” 

assessment feature that helps sales people understand and track their alignment to the various 

needs of influencers, sponsors, and power sponsors found throughout most sales pursuits 

¶ The Strength of Sales Check (available only in the professional edition) 

The accelerator gives you the ability to determine the likelihood of winning a particular sale 

based on a number of key factors. Furthermore it determines the remaining effort required to 

complete the sale. Therefore this can give you the ability to see what is required by your 

organization to support ‘must win’ sales opportunities. 

 

Process Bar  

As shown below, the Process Bar illustrates the current status of the opportunity both as a Buying 

Process and a Selling Process.  This allows the user to quickly know their current status and what stages 

are still to come.  Several other indicators can be seen at a glance from this view such as probability, 

pipeline and potential revenue.  The Solution Selling Process Bar gives a complete overview of the entire 

sales process, including the steps, activities, outcomes and roles necessary to effectively and successfully 

close sales opportunities. These activities are populated by the running of a Microsoft Dynamics CRM 

workflow that you can further customize to your specific needs.   Each aspect of the Process Bar is 

embedded within the Microsoft Dynamics CRM opportunity form. 

 



8 |                                                                        S P I  S o l u t i o n  S e l l i n g®  A c c e l e r a t o r  f o r   
M i c r o s o f t  D y n a m i c s  C R M 

 

Solution Selling as a process represents a commitment to change selling behavior so that the right 

activities will be accomplished using best practices and tools at the right time resulting in increased 

effectiveness and revenue.   The use of the CRM customizations makes this change in process easier as it 

walks you through each phase in the sales cycle.  

The Professional Edition of the Mondo Solution Selling Accelerator for Microsoft Dynamics CRM 

provides two critical tools to help sellers and managers align on opportunities that invite productive 

coaching sessions:  Pain Chain and Strength of Sales Check.    

 

0ÁÉÎ #ÈÁÉÎΆ 

The Pain Chain, seen below, is a vibrant graphical representation of the organizational interdependence 

that helps salespeople identify and solve problems across the prospect’s company or enterprise.  “A 

picture is worth a thousand words.”  In simple terms, Pain Chains are pictures depicting key players and 

their pains, the contributing reasons for their problems, and the impacts of those pains on others in the 

organization.  When used, Pain Chains differentiate salespeople from their competition by giving buyers 

the impression that the salespeople understand their business.   

Key players in the decision-making process are identified and their individual pain points are brought to 

light so that sales staff can be sure to address each of these identified pains.  Generally the pains at one 

organizational level are the reasons for a pain at a higher level.   
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The Pain Chain usually manifests itself at three key points in the sales cycle:   

1. Before starting an opportunity:  Pain Chains are developed during pre-call analysis from prior 

account experiences or market research.  

2. During an opportunity pursuit:  Pain Chains become a sales team’s map to navigate through an 

organization.  Managers can help coach or efficiently assign resources based on the key players 

and pains.  Often this is a living document as the seller learns more about the account and 

opportunity and provides cornerstone information to impact conversations while creating or 

reengineering a buyer’s vision. 

3. To close an opportunity:  The Pain Chain allows a seller to focus on all key players in the sales 

cycle, have confidence in where they stand, and link their solutions to high-level business issues 

– thus establishing value. 

The Pain Chain in Microsoft Dynamics CRM is customizable for your organization while leveraging the 

underlying contact and account data structures.   

 

Strength of Sale Check 

As a sales manager, it is frequently difficult to objectively determine the strength of any particular 

opportunity.   The Strength of Sale Check provides a graphical representation of a sellers potential 

success within an opportunity.  The formula is based on five critical elements of any sales:  Pain, Power, 

Vision, Value, and Control (PPVVC).  If we focus on these during a a sales pursuit, we increase the 

probability of success or at worst, qualifying out early.   The Strength of Sales Check does three things:   

1. Measure the five elements of PPVVC 

2. Estimates your likelihood of winning 

3. Highlights the remaining effort required to complete the sale 

 

There are different levels of customer commitment in each of these five elements.  Putting metrics on 

each task or step within an element allows sales managers to determine the actual strength of each 

element, identify where sellers are in the process, estimate sales cycle time, and provide a positive, fact-

based coaching experience to the seller or sales team.    
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Technology Overview  
The Mondo Solution Selling Accelerator is built using Microsoft standard technologies. It is fully 

integrated with Microsoft Dynamics CRM 4.0 and Microsoft Office Outlook, and it uses Silverlight for 

graphical representation.   

The Mondo Solution Selling Accelerator works with both Windows Server 2003 and Windows Server 

2008 environments and supports both SQL Server 2005 and SQL Server 2008.  

Microsoft Internet Explorer 7 and 8 are supported by the accelerator on the client machines. 
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Installation Process  
The installation of the Mondo Solution Selling accelerator is simple. An automated installer is provided 

to deploy the accelerator on your CRM server, create virtual directories and initiate importing and 

publishing of CRM customizations.  Typically you are required to be an administrator of Microsoft 

Dynamics CRM in order to run the installation. Additionally, a full installation guide is provided with the 

accelerator. 

Pre-requisites  

¶ .Net Framework 3.5.  

¶ Internet Explorer 7.0+  

¶ Silverlight 2.0 

 

Click here to download your free copy of the Basic Edition as well as the installation guide and user 

manual: www.mondo.dk/dk/freemssa 

Single or multi tennant

Microsoft CRM

SilverLight

Reporting 
Services

Windows 
Workflow 
Fundation

Mondo Solution Selling ® Accelerator 

for Microsoft Dynamics 4.0

http://www.mondo.dk/dk/freemssa
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Licensing Options  
There are two types of delivery models available for the Mondo Solution Selling Accelerator for 

Microsoft Dynamics CRM.   

1. Hosted by Mondo (on-demand), customers pay a license subscription fee per user per month which 

includes a Mondo hosted subscription to Microsoft Dynamics CRM.  

2. On-premise customers may download and install the accelerator on their own servers. On-premise 

customers have two solution options: the basic and professional editions. The Basic edition can be 

downloaded and deployed at no cost. The Professional edition requires a license to be purchased 

for each user; this license fee includes a 2-year software assurance (support) package. 

 

How to get more information  
 

Visit www.spisales.com or email SPI for more information on Solution Selling® 

processes, methods, and training options.  

 

 

Visit www.mondo.dk/dk/freemssa or email mssasupport@mondo.dk for more 

information on the Mondo Solution Selling Accelerator and Microsoft 

Dynamics CRM integration and development services and hosting. 

Microsoft Dynamics is a line of integrated, adaptable business management solutions that enables you 

and your people to make business decisions with greater confidence. Microsoft Dynamics works like and 

with familiar Microsoft software, automating and streamlining financial, customer relationship and 

supply chain processes in a way that helps you drive business success. 

 

  

http://www.spisales.com/
mailto:esales@spisales.com?subject=Mondo%20Solution%20Selling%20Accelerator%20for%20Microsoft%20Dynamics%20CRM
http://www.mondo.dk/dk/freemssa
mailto:mssasupport@mondo.dk
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