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Using a Digital Workspace to Engage Customers and Clients under COVID 19 
Using a Digital Workspace to Motivate and Coach Sales Teams under COVID 19 

Thursday 4th June 2020, 11.00am and Tuesday 9th June, 2.00pm (AEST) 

Introduction 

Thanks for opening this briefing document.  The COVID 19 lockdown prompted many organisations to 

explore “new” methods for internal and external communication with customers, clients, suppliers, 

service providers and their own internal distributed and remote teams.  Unfamiliar territory for many. 

We conducted a brief survey a few weeks ago into the current state of play 

regarding virtual/digital communication within your own businesses and client-

base.  Many thanks to those of you who responded; we will include some feedback 

in our upcoming series of RoundTable Discussions. 

We have concurrently been researching published sources and respected opinion leaders to underpin 

these discussions.  As cathartic as the pandemic lockdown has been, it is by no means the only macro-

environmental factor impacting enterprise communication and meetings.  Longer term change is afoot. 

Two sources are referenced below to “whet your appetite” for joining our discussions, and in case you 

wish to do a little reading before we meet! 

Gartner 

Gartner’s 2019 Magic Quadrant Survey into “Business 

Meetings in the Digital Workspace”, states the following: 

By 2022, 40% of formal meetings will be facilitated by virtual 

concierges and advanced analytics. 

By 2024, remote work and changing workforce demographics will 

impact enterprise meetings so that only 25% will take place in 

person, down from 60% today. 

Furthermore, the Gartner report concludes that the 

following are some of the needs driving the use of digital 

meeting solutions: 

• Enhance face-to-face meeting activities (e.g., with content collaboration) 

• Reduce geographic barriers for organizational communication 

• Increase employee engagement for remote workers and team cohesiveness by using video 

• Save time and money by minimizing business travel 

• Train remote participants in multiple locations 

• Deliver corporate or departmental communication events, such as employee town hall meetings 

https://www.gartner.com/doc/reprints?id=1-1OH1GWMS&ct=190909&st=sb&submissionGuid=42fc09c1-1684-4767-a2a3-

8e08d9be4e0d 

https://www.gartner.com/doc/reprints?id=1-1OH1GWMS&ct=190909&st=sb&submissionGuid=42fc09c1-1684-4767-a2a3-8e08d9be4e0d
https://www.gartner.com/doc/reprints?id=1-1OH1GWMS&ct=190909&st=sb&submissionGuid=42fc09c1-1684-4767-a2a3-8e08d9be4e0d
https://www.gartner.com/doc/reprints?id=1-1OH1GWMS&ct=190909&st=sb&submissionGuid=42fc09c1-1684-4767-a2a3-8e08d9be4e0d
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Atlassian 

Atlassian’s stellar and unconventional growth since its 2002 creation in Sydney has made it one of the 

brightest stars in Australia’s future “Silicon Valley” (Sydney Morning Herald). The company has a market 

capitalisation of US$ 44.71 billion on the Nasdaq, placing it comfortably within Australia’s top 20. 

Atlassian creates software that is used primarily by software developers and IT departments, and you 

might think this a less than relevant reference for you.  However, Dominic Price, Head of R&D and Work 

Futurist, has some broader and quite telling observations around teams and “Running Remote”, which 

may well be relevant for you in the context of our planned discussions. 

https://www.smh.com.au/business/companies/atlassian-the-30-billion-tech-giant-nobody-understands-20180907-p502dy.html 

Our Outcomes 

Determine how the COVID 19 challenge affected attendees’ communication methods for customers, 

clients, stakeholders, partners and internally.  Discuss whether such changes are a reactive “step change” 

or a longer-term transition, following trends in workforce demographics, technological capabilities and 

the digital workplace.  Discuss implications for your organisation and identify what support you are likely 

to need in the short and medium term, to lift and maintain your strategic capability. 

Our Scope 

Recruit a diverse group of organisational and enterprise leaders, extracted from LinkedIn and Harrison 

Consulting databases, using filter keywords drawn from operational areas such as sales, marketing, service 

and strategy.  No specific industry or job function targeting. 

Particular (but not exclusive) focus on:  

1. those who manage customer and client relationships* 

2. those who manage these front-line people (ie first-line managers and leaders) 

Group 1, sales and service people*, will be covered in RoundTable One, June 4th. 

Group 2, their managers, will be covered in RoundTable Two, June 9th. 

* the term “sales people” is used generically, as official titles may include representative, account 

 manager, key account manager, business development manager, field sales engineer, and more. 

Our Methodology 

Two free, one-hour, online meetings (Zoom, GoToMeeting or other) for a limited number (12) of invited 

delegates, to contribute to a facilitated interactive whiteboarding (ie collaboration).  Subsequently, we 

will collate and curate the views of the group for circulation to the attendees.  We may publish some of 

this content, (subject to your consent as contributors), on our web site, LinkedIn platform or in journals.  

https://www.smh.com.au/business/companies/atlassian-the-30-billion-tech-giant-nobody-understands-20180907-p502dy.html
http://www.youtube.com/watch?v=NkO_sVSSXm8&t=0m15s
https://www.smh.com.au/business/companies/atlassian-the-30-billion-tech-giant-nobody-understands-20180907-p502dy.html
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Agenda for RoundTable 1: Focus on Sales → Customer Communication 

INTRODUCTION: 

• Terminologies, protocols for optimum use of this medium, framing our coverage 

DELEGATES: 

• Brief introductions (possibly accelerated by using chat window or prepared mini-bios) 

• Strategic assumptions made by your organisations about the Macro-Environment: 

o Industry 4.0 (eg technology, automation, AI, VR etc) 

o Socio-demographics of the workforce, (eg work-from-home – WFH etc) 

o COVID 19 risk of second wave (are customers open for business?) 

FOCUS KEYNOTE: 

• Helpful models for sales process, capabilities and deliverables 

• Brief summary feedback on earlier Survey Monkey questionnaire 

QUESTIONS FOR DISCUSSION: 

• How did/does COVID 19 change deliverables, roles, knowledge, skills, processes and metrics? 

• How did/does this differ for remote and distributed teams? 

• How can we audit organisational readiness to use the digital workspace effectively? 

• Putting technology aspects aside, what new capabilities are needed? 

• Can some of these become strategic capabilities (or competitive advantages)? 

• What mission critical skills (for a sales person) are still needed? 

CONCLUSIONS: 

• Looking back – what did we learn? 

• Present – where are we now? 

• Future – where are we heading and what help do we need? 

END-NOTE (FREEBIES) 

• 10 quick tips for hosting online meetings 

Call to Action 

If you like the look of what we are trying to achieve here and want to be part of the discussion, please 

return to the web page and register ASAP.  Places are limited. 
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Agenda for RoundTable 2: Focus on Sales Leader → Sales Team Communication 

INTRODUCTION: 

• Terminologies, protocols for optimum use of this medium, framing our coverage 

DELEGATES: 

• Brief introductions (possibly accelerated by using chat window or prepared mini-bios) 

• Strategic assumptions made by your organisations about the Macro-Environment: 

o Industry 4.0 (eg technology, automation, AI, VR etc) 

o Socio-demographics of the workforce, (eg work-from-home – WFH etc) 

o COVID 19 risk of second wave (are customers open for business?) 

FOCUS KEYNOTE: 

• Helpful models for sales management and leadership, diagnosis of capabilities 

• Brief summary feedback on earlier Survey Monkey questionnaire 

QUESTIONS FOR DISCUSSION: 

• How did/does COVID 19 change deliverables and roles of sales people and their management? 

• How did/does this differ in the management of remote and distributed teams? 

• How can we audit the sales team’s readiness to use the digital workspace effectively? 

• Putting technology aspects aside, what new management skills and capabilities are needed? 

• Can some of these become strategic capabilities (or competitive advantages)? 

• What mission critical skills are needed for sales managers and sales leaders? 

CONCLUSIONS: 

• Looking back – what did we learn? 

• Present – where are we now? 

• Future – where are we heading and what help do we need? 

END-NOTE (FREEBIES) 

• 10 quick tips for hosting online meetings, both internally and with clients/customers. 

Call to Action 

If you like the look of what we are trying to achieve here and want to be part of the discussion, please 

return to the web page and register ASAP.  Places are limited. 

 


