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Portal software provider builds upon its sales enablement offering with version
6.0 and taps into what one analyst calls an "emerging market" in the process.
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Minneapolis, Minn.–based iCentera seems to have its finger on the pulse.
The on-demand portal software provider is addressing key pain points in
organizations -- the gap between salespeople and marketers and the
flawed process of knowledge management and transfer among
employees. The sales enablement market is young, but gathering steam.
There has been an explosion of vendors who say they have a sales
enablement tool, says Scott Santucci, Forrester analyst. He notes that the
term needs defining because it's becoming confusing to customers what
solutions are really being offered. Yet Santucci points out that the crux of
this sales enablement business is addressing an "uber problem" in
businesses. The analyst, who has begun researching the sales
enablement landscape for Forrester, defines the area as bridging the gap
between sales and marketers. Sales enablement tools, or knowledge
management for sales tools, are viable for those with broad product
portfolios and/or complex products. The problem resting in some many of
the aforementioned organizations is that sales people can't find the
information needed to make sales. "No one can find anything. Period,"
Santucci says. "The ramifications of that simple problem are huge."
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In the B2B selling arena, it all comes down to knowledge transfer,
Santucci notes. iCentera focuses on that key issue with its sales
enablement product -- custom portals for organizations that permit
collaboration and content management, and what the company calls
"guided selling." Craig Nelson, the chief executive officer of iCentera
relays that such tools allow for enhanced productivity. Given economic
pressures, arming salespeople with more intelligent tools could lead to
growth by simply making the existing staff better. After all, Santucci
points out that 60 to 80 percent of revenue usually comes from 20 percent
of a sales force.
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iCentera 6.0 holds the following enhancements:
Wiki page builder: Within complex organizations, so much valuable information gets lost in translation. The iCentera portal encourages
employees to create wikis to store information, so that they are easily searchable by colleagues through tagging. Santucci makes the
point that this pragmatic approach is missing in many companies. "An individual sales person who has to compete ... on knowledge
that they are bringing to the table, often can't find the stuff they need to be successful," he says.
MyIC homepage: The platform is tailorable to user needs and preferences. Much like an iGoogle or MyYahoo page, the portal allows an
employee to personalize what she wants to view on her iCentera homepage, -- all still within the company's branded portal and standard
architecture. Salespeople operate differently, after all. "What's important is to ... not treat all sales people as a coin-operated machine,"
Santucci says.
Custom tabs: In addition to bringing in enterprise information, employees can choose to integrate third-party Web sites or software
though the iCentera mashup capability.
Company newsroom: This new function enables users to publish and post news item in a similar way to the other sales content.
Dynamic email: Emails can be sent within the portal, saving salespeople and marketers the time of pulling up their email clients.
"What I like about the iCentera capability is they let individual sales managers find information in a searchable and navigatable way and
provide the reporting to show who's using what," says Santucci, hammering home the key points of the release. "[iCentera's approach is]
very pragmatic," he says. "It's not about the technology, but a means to an end, focusing on solving a discreet problem."
News relevant to the customer relationship management industry is posted several times a day on destinationCRM.com, in addition to
the news section Insight that appears every month in the pages of CRM magazine. You may leave a public comment regarding this article
by clicking on "Comments" at the top; to contact the editors, please email editor@destinationCRM.com.

Related Articles
Reality Check: Don’t Confuse Implementation with Adoption
Just because CRM deployments have spread doesn't mean they've succeeded.

http://www.destinationcrm.com/Articles/CRM-News/Daily-News/iCentera-Enlivens-Sales-...

8/6/2009

destinationCRM.com: iCentera Enlivens Sales Enablement

Page 2 of 2

Reality Check: Nobody Can Stop the Shopping
CRM project teams will continue to purchase technology throughout 2007.

Viewpoints: Is Your Sales Support Staff Positioned for Success?
Chances are you already have a miracle-maker or two.

Magazine Features: Modern Times, Modern Methods
As business models become increasingly complex, more and more processes are shunted to automated systems. But the best examples never lose
touch with the human element.

Getting Your Tech Ducks All in a Row
Introducing a sales automation system for the people who must actually make a product work for the customer: the sales engineer.

Magazine Features: The Alignment
CRM capabilities and business processes enable technology to shine.

Aprimo and Unica Top Gartner Magic Quadrant for Marketing Resource Management
Magic Quadrant '09: This year's roundup shows continued investments -- and more than a few shakeups.

What Is Sales Support Costing You?
A new study from Forrester Research reveals a sofa cushion where sales budget money gets lost.
Page 1

Other Sites from
Information Today:
Database Trends and
Applications
EContent Magazine

Marketplace
CRM
CRM software solutions and enterprise cloud computing from salesforce.com, the leader in CRM and platform as a service.
ITIResearch.com
ITIResearch.com - A collection of market research and reports for executive management and business & IT professionals

EMedia Live
EventDV
Enterprise Search Center
Faulkner Information Services
InfoToday.com
Intranets Today
ITIResearch.com
KMWorld
Multimedia &
Internet@Schools
ONLINE Magazine
Speech Technology
Streaming Media
Home | Get CRM Magazine | CRM eWeekly | CRM Topic Centers | CRM Industry Solutions | CRM News | Viewpoints | Web Events | Events Calendar
About destinationCRM | Advertise | Getting Covered | Report Problems | Contact Us
RSS Feeds

© 2000-2009 - CRM Media, a division of Information Today, Inc. (ITI)

http://www.destinationcrm.com/Articles/CRM-News/Daily-News/iCentera-Enlivens-Sales-...

8/6/2009

