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Agenda • Very quick overview of licensing

• Feature comparison – Sales Enterprise and Premium

• Feature tour
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Dynamics 365 Sales Licenses
Sales 

Professional
Sales Premium

Sales 
Enterprise

Sales Insights

Relationship Sales

Sales 
Enterprise

LinkedIn Sales 
Navigator

Sales Insights

Sales Insights is 
purchasable as 
add-on to Sales 
Enterprise

But includes 
some “Insights” 
features

Sales 
Enterprise

$162$135$95$65 Per user/month

No Insights 
features
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Features by license

1 extends capacity

2 additional features

Sales PremiumSales EnterpriseFeatureArea

1Workspace, Sequences, 
Segments, Assignment Rules

Sales Accelerator

2Insight cardsAssistant

Conversation intelligenceProductivity

Auto capture, Email engagement

Notes Analysis

2Analytics and healthRelationship insights

Basic Who knows whom

Enhanced Who knows whom

1Lead scoring, Opportunity scoringPredictive models

Premium forecasting
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Features with capacity limits
Purchasing Additional capacitySales 

Premium 
capacity

Sales 
Enterprise 
capacity

UnitFeature

Additional user license20010Scans per user/month
(pooled at tenant level)

Business Card 
Reader

Add-on: 1000 hours per tenant/month103Hours per user/month
(pooled at tenant level)
As of March 2023 –
unlimited hours

Conversation 
intelligence

No limit1,500Records connected to a 
sequence per 
environment/month

Sales Accelerator

No limit1,500Records scored per 
environment/month

Lead and 
Opportunity 
scoring
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Features with capacity limits - rollover
• As per the licensing guide, capacity licenses require a minimum of a one-year subscription

• Monthly allotment is effectively an annual allowance

• For example: 

• Scoring capacity is 1,500 records/month/environment

• This provides an annual allowance of 18,000 records

• The annual allowance can be used at any rate – even all in one month

• After the year, the allowance expires, and unused capacity is lost
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Enable Premium

Check the box
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Use Sales Insights features

To EnableFeatureArea

ConfigureWorkspace, Sequences, Segments, Assignment RulesSales Accelerator

Configure cardsInsight cardsAssistant

Configure Teams and call 
storage locations

Conversation intelligenceProductivity

Turn onAuto capture, Email engagement

Turn onNotes Analysis

Turn on and configureAnalytics and healthRelationship insights

ConfigureLead scoring, Opportunity scoring, premium forecastingPredictive models

ConfigureConnection Insights - Who knows whom
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Sales Insights setting in Sales Hub

Enterprise Premium
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Sales Accelerator

Enterprise and 
Premium
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What is Sales Accelerator?

• A workspace to view a 
prioritized list of tasks

• Help sales staff 
determine the next 
best customer to reach 
out to

Enterprise and 
Premium
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Sales Accelerator needs to be configured

Choose who 
will see the 

workspace (by 
Security 
Roles)

Choose Record 
Types and 

forms to show 
in work list

Enable
Sequences

Create 
Segments

Define 
Assignment

Rules

Enterprise and 
Premium
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Connect sequences to records

• Manually in a view or form

Enterprise and 
Premium
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Connect sequences to records

• Manually in a view or form • Automatically to records in a segment 
(set of records that match 
conditions)

• Define segment

• Link sequence to segment

Enterprise and 
Premium
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Assignment rules

Automatically assign 
leads and opportunities to 
sellers or teams

Allows for more complex 
assignment scenarios 
than workflows

Enterprise and 
Premium
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Assistant Studio

Enterprise and 
Premium
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Assistant

• Shows Insight Cards on records and on dashboard
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Assistant Studio

Standard

• Includes out-the-box cards

• Administrator can turn cards on and 
off

• User can turn cards off

Premium – adds features

• Create custom cards

• Set High Priority

• Optimize card ranking using conditions 
(deprecated)

• Assign cards to users by security roles

• Edit card flow in Power Automate

• View card usage

Enterprise and 
Premium
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Conversation Intelligence

Enterprise and 
Premium
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Conversation Intelligence…

• Uses analytics and data science to gather data from sellers' call recordings 
and Dynamics 365 Sales

• Analyses the data to provide information and insights to intelligently manage 
your sales team and proactively coach sellers

• Displays relevant key performance indicators (KPIs) and intelligent call data 
KPIs by team, seller, and call

• Uses Microsoft Teams or third-party dialler (requires integration)

Enterprise and 
Premium
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Pre-requisites to configure

• A Microsoft Teams 
Calling plan

• Configure Teams Calls 
in App Settings in
Sales Hub

• Teams calling requires 
Edge or Chrome

Enterprise and 
Premium
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Configure Teams calling –
requires Teams, Phone 
System and calling Plan

Where calls are saved –
Microsoft managed or your 
own Azure storage

Names of competitors, 
keywords, summaries and 
languages

Allow Microsoft read 
access to data

Configure Conversation intelligence
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Video

• https://www.microsoft.com/en-us/videoplayer/embed/RE4Ub4r?postJsllMsg=true
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Conversation Intelligence app

• https://sales.ai.dynamics.com/

• Before Conversation Intelligence is configured sample data is shown

Enterprise and 
Premium
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Auto Capture

Enterprise and 
Premium
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Auto capture

• Provides suggestions for emails and meetings in Outlook to “capture” into 
D365.

• Nothing to configure – just turn on

Enterprise and 
Premium
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Auto capture

• Items from user’s mailbox show in the timeline with option to track

Enterprise and 
Premium
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Auto capture

• https://learn.microsoft.com/en-gb/dynamics365/sales/free-auto-
capture#which-activities-are-captured describes how email addresses are 
matched

Enterprise and 
Premium
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Email Engagement

Enterprise and 
Premium
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Email engagement

• Nothing to configure – just turn on

• But to use followed attachments – OneDrive for Business and Document 
Management is required

• Enable Bing Maps to turn on delivery-time recommendations

Enterprise and 
Premium
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Options when composing email
Enterprise and 
Premium
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Email engagement – where to see

• Timeline

Enterprise and 
Premium
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Email engagement – where to see

• On the Email

Enterprise and 
Premium
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Email engagement – where to see

• In All Followed Emails activity view

Enterprise and 
Premium
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Notes  Analysis

Premium only
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Notes Analysis

• Nothing to configure – just turn on

Premium only
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Notes Analysis

• Provides suggestions for actions based on activities in the timeline

Premium only
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Relationship Insights

Premium only
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Relationship insights

• Enable on Overview page

• Provide consent to use data – M365 admin center (see 
https://learn.microsoft.com/en-gb/dynamics365/sales/ms365-consent-types)

• Features

• Analytics and health

• Enhanced Who knows whom



www.nordicsummit.info #NordicSummit

Analytics and health

• Configure Activity influence and grading bands

• Shows on forms:

• Relationship Analytics tab on opportunity Sales Insights form

• Also a Relationship Health component on Summary tab

• Views

• My Open Opportunities by Relationship

Enterprise and 
Premium
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Who knows whom

• Identifies colleagues who can introduce you to leads or contacts, based on 
their interactions through emails and meetings

• Basic – uses data in Dataverse, no configuration available in Enterprise

• Enhanced – uses data in Exchange, available in Premium

Enterprise and 
Premium
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Enhanced Who knows whom 

• Enable integration with Exchange using Microsoft Graph in Microsoft 365 admin 
centre

• In Sales Insights, select an email template to use for introductions

Premium only
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Control on Contact form
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Lead and Opportunity Scoring

Enterprise and 
Premium only
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Scoring Models

• Both lead and opportunity scoring use predictive machine learning to calculate 
scores for open records based on historical data

• Higher scored records have a higher predicted chance of conversion

• Up to 10 models – for different sets of leads/opportunities

• Requires a minimum of 40 qualified and 40 disqualified leads OR 40 won and 40 
lost opportunities created in the past 2 years

Enterprise and 
Premium
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Configure scoring for lead and opportunity

Name Model

(Optional) 
Select a 
Business 
Process 

Flow

Select field 
to use for 

closed 
states 

(default 
Status)

(Optional) 
Filter by a 

column

Specify 
past time 

frame
Publish

Enterprise and 
Premium
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Scoring in Enterprise in App Settings
Enterprise
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Opportunity scoring – Per Stage model

• A per stage model calculates the influence of attributes at each stage of the 
business process flow based on past data

• After enabling and training, can refine the model to select which stages are 
relevant

Enterprise and 
Premium
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FYI: Change in 2020 release wave 2

• Before

• scoring data was stored on the lead and opportunity tables

• Now

• stored in msdyn_predictivescore table (for lead and opportunity)

Enterprise and 
Premium
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Lead and Opportunity score control

• Available by default on 
Sales Insight form

• Can add control to 
other forms

Enterprise and 
Premium
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Lead and Opportunity score controls
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Premium Forecasting

Premium only
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Premium forecasting

• Forecast feature (included in Enterprise) helps track sales performance 
against targets

• Forecasts are based on actual values in opportunity records

• Premium forecasting extends forecast feature by using AI-driven models to 
predict sales based on historical data and the current sales pipeline

Premium only
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In Summary

Lots of features to play 
with

Set up a trial to test Train users
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