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Summary

Issue: Who are the Sales Engagement
providers and how will they evolve?

offer
enterprises
Sales
Engagement
providers
streamlined platforms that incorporate all necessary tools for
digital selling. Aragon has selected five Hot Vendors in Sales
Engagement that are offering significant advantages to
enterprises.

Introduction
Sales Engagement Platforms (SEPs) emerged in 2016
and have matured to streamline and condense all requisite
tools into a single platform for sales professionals who
conduct digital sales. The market for Sales Engagement
continues to expand as demand for SEPs grows.
Similar to how marketing tech stack grew and matured as
marketers
recognized
a
need
for
more
than
two technologies,
today’s
sales
operations
and
enablement teams—which typically report to the Chief
Revenue Officer—are aware that they need more than a
standard office suite bundled with CRM. Rather, they
need a strong set of advanced tools housed in an allin-one platform to gain maximum customer engagement.
Sales Engagement Platforms support the goal of
faster outcomes for sales teams. Sales Engagement has
emerged as one of the fastest-growing markets with a focus
on sales representatives, sales managers, and marketers
and the tools they require to engage with prospects and
customers digitally. SEPs are valuable because they offer a
solution for fractured sales tools and offer capabilities
like
advanced
content
analytics.
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SEPs and The Rise of Digital Work Hubs
Aragon coined the term “Digital Work Hub,” which describes
this new category of tools that offer a range of functions
beyond creating content and collaboration. Work Hubs
actually help individuals manage work, teams, and groups,
while creating competitive advantages and value for
enterprises that leverage them. Sales Engagement Platforms
are one of the early examples of a role-specific Digital Work
Hub.
Sales Engagement Platforms are fully functional Digital Work
Hubs for sales because of several key capabilities. As shown
in Figure 1, we rate SEPs as an advanced form of a Digital
Work Hub.

Figure 1: Sales Engagement Platforms represent an advanced Digital Work Hub
because of the faster outcomes they deliver.

Some of the capabilities that make SEPs unique include:
•

Advanced content analytics. Most providers can tell a
sales representative what content is working well in
some cases by leveraging artificial intelligence and
machine learning technology. In a specific deal, content
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analytics provides real-time analysis of what content and
pages/slides are being looked at. Additionally,
some providers offer analytics for voice that can reveal
patterns in conversations and engagement.
•

Facilitating or enabling outbound calls, conferences,
emails, social engagements, or text messages.
Automation in sales has been talked about for a long time.
SEPs are now truly delivering on productivity.

•

Automatic logging of calls, emails, and engagement. One
of the downsides of CRM is that it needs updating, which
until recently was a manual process. Most SEP providers
can automatically update the CRM with which they
integrate.

•

Task automation. This can include the sending of emails,
automating calls, and scheduling future appointments.

Technology Trends at The Forefront of Digital Selling
Technology is driving the shift towards digital selling and the
Sales
Engagement
market
is
still
growing
and
maturing. Outlined below are several key trends
impacting Sales Engagement.
Communications: Mobile Messaging Challenges Phone
Calls and Email
SEP providers are successful at automating a range of
manual tasks inherent to the sales process, such as emails
and phone calls. Often times, the act itself of reaching out is
not what matters for engaging new prospects, but how the
outreach is conducted. One of the biggest things a sales
team needs to adjust in the shift to digital selling is their
ability to identify how customers wish to communicate and
if multiple modes of communication are desired. SEPs
go beyond traditional methods of communication—like
phone and email— because they offer more personal ways
of interacting with prospects, such as video. Successful
SEPs need to incorporate mobile messaging, and this is an
area that many providers still need to invest in.
_________________________________________________________________________________________________________________________
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Live Pitch and Prospect Journeys
Inside sales organizations are the fastest growing and most
effective means of selling, but it can be challenging to reach
the right contact at the right time and through the right
content.
The ability to present interesting content on the fly is
crucial once a prospect is engaged in the phone call.
Live pitch, whether conducted remotely or in person,
must be a seamless experience. Aragon expects that more
providers will offer live pitch as they realize how
effective it is at accelerating prospect engagement.
Tablets and Mobile-First Sales Engagement
Tablets have regained popularity in sales because
they effectively
deliver
on
productivity.
Mobile-first
sales enablement apps combine complete functionality
within an interesting application that enables sales
people to accomplish more in less time. As the need to
access services remotely increases, tablets and apps
are becoming increasingly important. Browser apps are
not enough; sales professionals need mobile apps that
are simple and streamlined so that they can access crucial
data on the go.
The Impact of Video on Sales
Users are engaging with video content more than any
other type of file. The ability to share videos with
customers and prospects is important because it can ensure
higher levels of engagement, which may lead to higher
sales. As one of the most sought-after forms of content
today, video is becoming increasingly easier to create and
then share with
prospects. Sales organizations need to
capitalize on video benefits, especially as marketers
provider more video to sales organizations.

_________________________________________________________________________________________________________________________
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Guided Selling: Prescriptive and Predictive Analytics
It can be challenging to know how and when to contact a
sales lead and what to share to avoid overwhelming them.
Most guidance today is being offered by prescriptive
or predictive content recommendations.
Prescriptive recommendations help sales representatives
know what to share during different stages of a sale.
Typically, this is rule-based, and marketing can add
the content to each step of the process for sales reps
to reference.
Predictive content leverages machine learning and shows
content that may be relevant or has previously been used in a
similar deal. From there, sales representatives can determine
what they would like to use. More accurate predictive content
recommendations usually mean better engagement between
sales representatives and prospects and clients.
Enterprises
should
carefully
consider
currently
available analytics capabilities and should examine
providers’ roadmaps to get a sense for what the future plan is.
The Shift to Sales Engagement Platforms
Currently, there are too many sales enablement apps and
too many app categories. Following the trends of other
markets, they will consolidate over time. This trend is already
occurring as SEPs have gained recognition and
understanding. Best of breed capabilities are yielding to
newer integrated offerings that are compatible with third
party applications.
Hot Vendors in Sales Engagement, 2018
This research note is not intended to be a complete list of
vendors in the market being discussed. Rather, it
highlights vendors with interesting, cutting-edge products,
services, or technologies.
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VanillaSoft

Note 1: VanillaSoft at a Glance
VanillaSoft
has
a
strong
focus
on
communications, including voice, email, and
SMS messaging, and helps maximize the
scheduling
process.
Location: Plano, Texas
CEO: David Hood
Key Offerings: VanillaSoft
Availability: Available Now
Website: https://www.vanillasoft.com

Figure 2: VanillaSoft’s scripting tool enhances conversations for salespeople with
varying levels of experience.

VanillaSoft, led by CEO David Hood and based in Plano, Texas,
offers a Sales Engagement Platform that focuses on
communications, including voice, email, and SMS messaging
(See Note 1 and Figure 2). One of VanillaSoft’s unique
capabilities is its queue-based lead routing which results in
substantially more productive Sales Reps capable of qualifying a
higher volume of leads due to the resulting speed-to-lead,
persistency, and cadence. VanillaSoft offers a built-in CRM, but
also integrates with other CRM solutions, including
Salesforce.com. VanillaSoft’s appointment setting capability,
which includes proximity booking, can help to maximize the
appointment setting and scheduling process.
What makes VanillaSoft hot is that it has crossed the threshold from
voice and email appointment settings to include mobile messaging,
which can help to improve customer journeys. Its scripting tool can
enable highly relevant conversations by even inexperienced
sales people, due to the logical branch capabilities that allow the
sales rep to view the correct information at the right time in a
conversation.
Who Should Evaluate VanillaSoft?
Enterprises looking for robust sales engagement capabilities with
a focus
on
appointment
setting
and
omni-channel
communications should evaluate VanillaSoft. With SMS-based
mobile messaging as a core part of its offering, enterprises may
have a higher connect rate than with only email and phone.
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Aragon Advisory
•

Enterprises should evaluate these Hot Vendors and others
to see how well they can address the specific needs of
the sales organization.

•

Enterprises should focus on accelerating the sales
process by leveraging new ways of content delivery for
prospects and customers.

•

Enterprises should look to reduce the amount of Sales
Engagement tools utilized for sales organizations by
identifying what works well and what does not.

Bottom Line
Sales Engagement has become a new standard for digital selling.
For maximum productivity, sales professionals need the ability to
gather insights instantly—regardless of device—to understand the
current stage of a deal. Enterprises should evaluate these vendors
and others to enhance what they currently have and should
consider moving towards complete Sales Engagement Platforms.
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