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Examples of various formulas you can use while adding a new field
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Aviso -  Gmail OAuth Connectivity for Email Metadata
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Prerequisites
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Aviso -  Microsoft Outlook Integration (with histor ical emails)  > Integrating Microsoft Outlook  

Integrating Microsoft Outlook
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Aviso -  Microsoft Outlook Integration guide (with Email Metadata)
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Aviso AI is an integrated revenue platform that helps modern sales organizations and revenue teams
close more deals, drive revenue growth, and mitigate risk through patented AI guidance. As the
industry leader in AI-based revenue operations solutions, Aviso AI is the only player with the most
comprehensive set of intelligent tools and solutions for sales, marketing, and customer success
teams that uncovers the hidden revenue opportunity from each customer.
The Aviso AI platform can be divided into six core pillars:

Predictive Forecasting
Deal Intelligence
Activity & Relationship Intelligence
Conversational Intelligence
GTM and Customer Collaboration
CRM Automation

Aviso AI is flexible and scalable to configure any complex customer hierarchies. Sales leaders,
managers, and reps all benefit from using our pipeline management, forecasting, deal collaboration,
and conversational intelligence tool. With Aviso, sales teams can set goals, unify forecasts, guide
deals, and make course corrections for success. In the era of virtual selling, sales teams deserve a
platform that can enable their success working remotely.
Powered by cutting-edge Auto-ML, Natural Language Processing (NLP), and a deep time-series
database, the Aviso platform combines the best of human and artificial intelligence to guide selling.
Companies like Honeywell, Dell, LaunchDarkly, Elastic, RingCentral, Microsoft GitHub, FireEye have
all seen great results using Aviso, such as an average of 20% increase in deal win rates. Find your
Revenue True North with Aviso AI.

Welcome to Aviso AI
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Anyone involved in sales can be benefited by using Aviso AI. The following personas use Aviso AI:
Sales rep: Aviso AI works as a guide that helps the sales representatives with deal-level insights and
identifies the best actions to generate new leads, create more pipelines, and close deals faster. Aviso
AI also tracks all the interactions you make with the buyer, which reduces the time you spend in
monitoring the interaction and gives you more time to spend in closing the deals.
Sales manager: Using Aviso AI, sales managers can review sales representatives’ performance on a
single platform and coach them on a one-on-one basis when required. As Aviso AI reduces the time a
sales manager spends on administrative tasks, the sales manager can focus more on sales.
Customer Success Manager: Aviso AI helps customer success teams to collaborate with sales and
marketing teams to get quick customer response time, insights into customer issues, and the ability to
increase functionalities adoption and customer retention rate.
Technical admin: As a technical admin, you can perform integrations and configurations to set up
Aviso AI for your sales teams.

Who uses Aviso AI?
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Aviso AI lets you integrate with various sales tools and communication platforms to collect information,
analyze it together, deliver the forecast values, guide you on what action to take and when to take,
and prepare you to perform better in the upcoming deals.
Aviso can process information from the following sources, depending on what your organization uses:
CRM- Aviso connects to your CRM to import data related to deals, contacts, hierarchy, opportunities,
and conversations.
Communication channel- (Video conference and telephone calls)- Aviso collects audio and video
recordings of the conferences that you have and helps you understand your prospect’s emotions.
Email and calendar- Aviso AI reads your email and calendar to create to-dos from actions
mentioned in your email and upcoming meetings.
Marketing Automation System- Aviso AI collects the leads you generate through Marketing
Automation System.
Customer support of ticketing platform- Aviso collects your conversational data from customer
support applications such as Zendesk.
Learning Management System (LMS)- Aviso AI collects data from LMS to update on what all
training sales reps have taken to educate themselves.

What source systems does Aviso AI connect to help reps
guide through the sales process?
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Aviso AI supports Single sign-on (SSO). You can use your official email ID to use SSO and log in to
Aviso AI. Depending on the level of access (rep or admin), you have different privileges. You can also
use Aviso mobile application to use some of the functionalities. As an admin, to know how you
perform administrative activities with Aviso AI, see Admin activities.

Aviso AI uses the hierarchy that is there in your CRM to create a similar hierarchy within Aviso AI.
However, an admin can change the existing hierarchy.

Sign in to Aviso AI
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Depending on what functionalities your organization has opted for, you can see the following screens
in Aviso AI:

Dashboard
Forecasts
Deals
Trend
Self Service
Account Relationship
Contacts
Analytics
Reports
Collaboration Workspace
Admin screen (visible only with admin access)

Click any icon from the left navigation bar to open the respective screen.

Navigating through Aviso AI
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With a user-friendly and intuitive interface, the Aviso AI screens have the following breadcrumb to
narrow down the search results and customization option to customize the page layout.

Narrow down your on-screen information
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From the sales cycle dropdown list, which is beside the Aviso AI logo, you can select the sales cycle
(year and quarter). Before you start using the Aviso platform, ensure that you have selected the
current sale cycle.

The Forecast screen also has tabs for every quarter. Click any tab to see the sales forecast for the
quarter. You can click any month of the quarter to see the sales forecast for the selected month. 

Sales cycle dropdown list
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The hierarchy dropdown lists beside the sales cycle dropdown list let you select a region, sales
project, or a user (sales rep or leader) for which you want to view various sales data and insights on

the Aviso AI screens. Using these hierarchy dropdown lists, you can narrow down your sales data from

a global view to an individual user view, based on what access you have.

You can also directly search for a hierarchy using the Search Hierarchy search box beside your

profile icon. You can search for any hierarchy to which you have access.

Search and navigate through sales hierarchy
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The Customize Layout option lets you customize the Dashboard screen, Forecast screen, and
Deals screen. You can click the Customize Layout tab to open the CUSTOMIZE LAYOUT dialog
box and keep or remove the columns or sections that appear on the screens. You can also drag the
dashboard sections inside the CUSTOMIZE LAYOUT dialog box to change the sequence of the
dashboard sections in which they appear on the Dashboard screen. There is a default sequence that
you can use by clicking Restore Default in the CUSTOMIZE LAYOUT dialog box.

Customizing Dashboard screen

1. Click Customize Layout on the right-hand side top, below the profile section.

2. Select any grid, move up or down, and drop to change the sequence of the respective
sections on the Dashboard.

3. Hover against any grid and click the subtract icon (-) to hide the respective sections from the
Dashboard screen.

4. After any changes, if you want to restore the default view, click Restore Default.
5. Click Save to save the view.

Customizing Forecast screen

1. On the right-hand side top, below the Profile section, click Setting icon > Customize Layout.

Customize various screens to suit it better for your use
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2. Select any block, move toward left or right-hand side, and drop to change the sequence of the

respective columns on the Forecast screen.

3. Hover against any block and click the subtract icon (-) to hide the respective columns from the

Forecast screen.

4. After any changes, if you want to restore the default view, click Restore Default.
5. Click Save to save the view.

Customizing Deals screen

1. On the right-hand side top, below the Profile section, click Setting icon > Customize Layout.

2. Select any block, move toward left or right-hand side, and drop to change the sequence of the

respective columns on the Deal screen.
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3. Hover against any block and click the subtract icon (-) to hide the respective columns from the

Deal screen.

4. After any changes, if you want to restore the default view, click Restore Default.
5. Click Save to save the view.
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Aviso AI runs at a fixed interval to show you the desired sales data. However, you can refresh the

data any time by clicking the refresh ( ) icon on all the screens.

Refresh forecast data
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Perform the following steps to change your password in Aviso AI:
1. Open Aviso AI and go to your profile section.
2. From your profile section, click CHANGE PASSWORD to change your current password.

You can also find the Logout option below the main Menu on the left-hand side.

The profile section redirects you to Reset Password page.

Change Password
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3.  Enter your old and new passwords. 

While defining your new password, ensure that you follow all the password guidelines mentioned at

the bottom of the Reset Password page.

4. Click CHANGE PASSWORD.
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Aviso AI notifies you of various events, for example, when you are invited to a collaboration room. You
receive such notifications through email and also in the notification section. Click the notification (

) icon to view notifications. The notification section only shows unread notifications. To view all

the older notifications, click View all notifications in the notification section.

View Notification
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To stay on top of your business, you must review all the corners of your business periodically, which
at a top-level includes learning about current sales, comparing it against the sales plan, the pace it
needs to achieve the current plan, deals, forecast, pipeline, and reps performances. But it's time-
consuming to use multiple applications and gather all of these data. Aviso AI Dashboard gives you a
consolidated view of such business-critical data that tells you where your business stands and
actionable insights with respect to sales forecasts, deals, pipelines, reps’ performance in a given
quarter. You can customize and view this data for any selected contact across geography, for a
regional team, and a global team as a whole. The Dashboard screen lets you view data segment-
wise (total, new, upsell, and so on), customize the screen layout, and customize the formula for any
section that best fits your requirements.
After you log in to Aviso AI, from the left side menu, click Dashboard to open the Dashboard screen.
The following image shows what a Dashboard screen looks like.

Here are the sections you can view on the Dashboard screen:

CURRENT PRODUCT FORECAST

This section gives you a quick view of the following information separately:
Sales quota and the remaining days to the end of the quarter.
Most likely and related amount, and an indicator that shows whether you are on, below, or
above the plan.
Aviso forecast and related amount, and an indicator that shows whether you are on, below, or
above the plan.
Booked and related amount, and an indicator that shows whether you are on, below, or above
the plan.
Open pipeline and related amount, and indicator that shows the coverage ratio.

WHAT’S CHANGED

This section gives you visibility into what’s changed in your deal, forecast, booked, and pipeline
values. You can view the changed data and compare it with the old data from last month, last quarter,
last week, and data from a day before the present day. Each compared pair of values also shows the
change in percentage with a green upward arrow or red downward arrow.

Stay on top of your business at any point in time during a
quarter
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AI ADAPTIVE METRICS

This section gives real-time data of vital revenue health indicators to help you quickly assess risk and
take corrective plans. The AI ADAPTIVE METRICS help you address various important revenue-
health related questions through tabular data or graphical representation. Click a question in the AI
ADAPTIVE METRICS section and a metrics type such as Pipeline Generated, Coverage Ratio,
Performance, or Renewals to get real-time data about it. You can also customize the AI Adaptive
metrics to get desired data about your revenue.
Here is an example- if you click the question “Howis my overall business doing over time across
regions,” the AI ADAPTIVE METRICS shows the following real-time data.

CURRENT QUARTER SALES

This section gives you visibility into sales performance in the current quarter. The graph on the right-
hand side shows forecast to plan, and sales booked to plan values.
A box next to each graph shows if the booked value at any given point in time is sufficient to achieve
the forecast. It shows in green and red color to indicate whether you have achieved the expected sale
or not respectively.

NEXT QUARTER PIPELINE

This section gives you visibility into the pipeline in the next quarter to achieve the target. Enter a
target booking amount for the next quarter in the Enter Your Target field.
The right-hand side in the NEXT QUARTER PIPELINE shows the currently achieved pipe value
against the target value for each sales representative. A box next to each graph shows if the achieved
pipe at any given point in time is sufficient to achieve the target. It shows in green and red color to
indicate whether you have achieved the expected pipe or not respectively.

CHANGE IN PIPE VALUE
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This section gives you visibility into changes in the pipe value. Pipe value is the Aviso forecasted
booking in the next quarter. This value changes because of new opportunities and market activities.
The CHANGE IN PIPE VALUE section shows what is changed in your pipe value and compares it
with the old value from the beginning of the quarter and month, last week, and a day before the
present day. Click Since 

DEAL CHANGES

This section gives you visibility into what’s changed in your current deals value and compares it with
the old value from the beginning of the quarter and month, last week, and a day before the present
day.

DEAL CHANGE DETAILS

This section gives you visibility into details of the deal that was changed such as change in amount,
forecast category, pipeline, and biggest movers. Click any deal name to open the deal section. To
know more about the deal section, see Deals screen. Click the deal in the SCORE column to see
WinScore Explanations and the key factors that contributed to this change in the deal. You can click
all the deals that you won by clicking PULLED IN tab and all the deals that you lost by clicking
PUSHED OUT tab.

TOP DEALS

This section shows you the best 30 deals with respect to best case, commit criteria, and forecasts.
Click Best Case Deals, Commit Deals, or In Forecast Deals to view the respective best deals.
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LEADERBOARD

The performance of sales reps is a vital component in any sales organization, and sales leaders often
face challenges in monitoring it. Aviso LEADERBOARD on the Dashboard screen gives the sales
leaders a 360-degree view of the performance of all the sales reps. Along with quota attainment, the
LEADERBOARD also helps the sales leaders evaluate the performance from other important aspects
such as the amount committed against the amount forecasted, deal progression, maintaining CRM
hygiene, conversational intelligence, and so on. Click any value from the Performance by list to
review the performance of your sales reps in the respective areas. 

The Leaderboard also lets you view all the associated deals, recordings, and activate a coaching
room if required. Click the menu icon against any sales rep in the Leaderboard and click the following
options to view deals, recordings, and activate the coaching room. 
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Understand the business risks and take corrective plans with real-time data of vital revenue health
indicators through AI Adaptive Metrics. The AI ADAPTIVE METRICS shown on the Dashboard screen
provide you with insight into important sales and revenue data in the form of questions or important
metrics. Click any of the following questions in the AI ADAPTIVE METRICS section and a metrics type
such as Pipeline Generated, Coverage Ratio, Performance, or Renewals to get real-time data about
it. You can also customize the AI Adaptive metrics to get desired data about your revenue.

Do we have enough late-stage pipeline coverage to meet our current quarter forecast?
With unexpected churn, are we still on target to hit our net retention goals?
Are we addressing white space by generating a healthy mix of existing and net new business
pipeline?
Do we have the right product mix in our pipeline?
Are all of our selling teams closing deals faster?
Are we sourcing and closing bigger deals compared to previous quarters?
How is my overall business doing over time across regions?
Do we have enough top of the funnel leads to meet pipe targets?

Pipeline Generated

Pipeline Generated Indicator shows the number of deals generated regardless of the outcome of the
deals. This indicator helps you to understand which deals are completed and which do not generate
revenue. Additionally, the Pipeline Generated indicator helps you to compare the average selling
price of the past two quarters and the current quarter. By doing so, you can more accurately identify
the percentage increase/decrease in current and past quarter average selling price.

Coverage Ratio

A Coverage Ratio indicates how many open deals are in the sales pipeline relative to the sales quota
the team has closed. Aviso provides detailed insights into the current quarter along with the past
quarter's coverage ratio. Using the coverage ratio, you can chart out your pipeline and identify which
customers you are most likely to win based on early-stage commitments or late-stage commitments
with high performance.

Get a comprehensive understanding of your sales pipeline
using Adaptive AI Metrics
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Pipeline Projection

The Pipeline Projection is a valuable indicator for forecasting sales in the next quarter. It provides the
pipeline value of forecasted sales, as well as the quota and attainment for the next quarter. This
allows businesses to see the early stage and late stage pipeline for the next quarter, and plan
accordingly.

Performance

A Performance metric measures how well your sales team is doing in relation to its goals. Aviso's
performance metric compares the amount won, average time to close, win rate, and amount lost in
the current quarter with that of the previous two quarters. In this way, you can determine any trends
and see if your quota is on track or if any areas need to be improved.

Renewals
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Renewals in Adaptive Metrics show the total amount of opportunities in your hierarchy that are
already renewed as well as those that are to be renewed. Aviso provides the comparative opportunity
amount from the past and current quarters within your hierarchy. In this chart, renewal rate is also
provided through which revenue leaders get to know their product's ability to deliver long-term value
to its customers.
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Sales forecast is a must and pivotal component of any business as it drives sales deployment,
financial planning, operations planning, and marketing planning. It must be as accurate as possible to
help you make the right decisions. A human-generated sales forecast can have errors and might not
be highly accurate. Aviso AI uses AI and ML to give you sales forecast with more than 98 percent
accuracy. After you log in to Aviso AI, from the left-hand side navigation bar, click Forecasts to open
the Forecasts screen.
The Forecast screen is updated to make it more intuitive, user-friendly, and present more valuable
insights. You can switch to the new Forecast screen anytime. After switching to the new Forecast
screen, because of any reason, if you want to use the old Forecast screen, you can switch back to
the old screen. The new Forecast screen appears and looks like the following image.

You can customize the Forecast screen to better suit your requirements.
Forecast screen shows sales forecast for a month or quarter from the available deals assigned to
you. For example, if you are a sales rep and you have 20 deals assigned in a quarter, the Forecast
screen will show forecast from those 20 deals. If you are a lead, the Forecast screen shows forecast
from all the deals accessible at your level. You can select the quarter or month view from the quarter
or month tabs below the Breakdown By Segment dropdown list to view forecast for quarter and
month respectively.

The Forecasts screen shows sales forecasts for deal level with individual and rollup values. The
COMMIT, MOST LIKELY, and BEST CASE cells show four values each - Adjusted Forecast, Team

Rollup, From CRM, and Percentage of plan.

View sales forecast for a month, quarter, or year and get
valuable forecast insights
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Click the green or red shade at the upper left-hand side corner to see the detail values that contribute
to the forecast. If there is an increase in the forecast value from the previous quarter, the shade
becomes green and if there is a decrease in the forecast value from the previous quarter, the shade

becomes red. Clicking View Deals on the Insights pop-up redirects you to the Analytics screen and

shows the deals with changes in the values over a particular time.

Click menu ( ) icon beside the Forecast name in the Name column to open forecast status, open
the associated deals, view change in pipe, view or activate forecast room, and start forecast call.

Deep dive into forecast with Forecast Insights

Along with highly accurate sales forecast derived using AI and ML, Aviso AI also provides forecast
insights. Forecast insights appears on the right-hand side of the Forecast screen and can help you

identify areas of growth and opportunities for improvement, optimize your sales performance and stay
ahead of your competitors, and identify potential risks and challenges allowing you to proactively
mitigate those risks. 
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As shown above, The Forecast Insights has three tabs - Deals, Insights, and Meetings. 
If you click Why this number in any cell of the AI FORECAST column, it opens the
Insights tab as shown above and gives all the sales information that contribute to the AI
Forecast number that includes -

Aviso AI Forecast Analytics - gives a graphical representation of AI forecast, Most
likely, Best case, Commit over the open and closed deals.
Aviso AI Forecast Explanation - gives a graphical representation of quarter-wise Booked,

Commit, Early stage, Newly created, and Pullins values. 
Current Quarter Sales
Quota - shows the amount closed, the amount remaining to close to meet the quota,
and the number of days left in the quarter.
Aviso Forecast
Booked - shows the amount booked in the current quarter and the percentage of
amount booked that is above or below the pace required to meet the quota.
Commit
Most likely
Open pipelines
Bookings
The insights below the graph includes data that support the forecast such as
comparison of the amount booked so far with amount booked in the same time last
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quarter and last year. The At-Risk Deals lists deals that are not moving at a pace
required to close in the current quarter. You may pay special attention to these deals
to close in the current quarter or park for the next quarter.

If you click any cells from the BOOKED, COMMIT, MOST LIKELY, BEST CASE, DEAL LEVEL

FORECAST, and OPEN PIPELINE columns, the Deals  tab in the Forecast insights shows the

respective sections showing the details sales data to help you learn about the current health of the

sales performance and the forecast. For example, clicking BOOKED, COMMIT, and MOST LIKELY

opens the following sections and gives valuable forecast insights.

The Meetings tab lets you create Forecast room and view all the meetings held with respect
to the Forecast in the past.
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You can switch to the new Forecast screen anytime. After switching to the new Forecast screen,
because of any reason, if you want to use the old Forecast screen, you can switch back to the old
screen. 

Switch to the new Forecast screen - Click the menu icon beside Forecast and move the
New Theme toggle button to switch to the new Forecast screen.

Switch back to the old Forecast screen - To switch back to the old Forecast screen, on
the new Forecast screen, click on the setting icon and move the New Theme toggle button.

Switch to new Forecast screen
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As a sales leader, you can set up sales plans for yourself and your team. As a rep, you can set up a
sales plan for yourself. You can set up your sales plan in any of the following two ways:

From the Forecasts screen-

1. Click edit ( ) icon in the plan column on the Forecast screen.
2. Enter your sales plan.

3. Press enter key or click tick mark ( ) icon to save your plan.

Uploading a forecast plan-

1. Click menu ( ) icon beside Forecasts.
2. Select Download Template.

Forecast template is downloaded. It has all the columns as your Forecast screen.
3. Update the Plan column and the other editable columns such as Commit, Mostlikely, and so

on in the template.
4. Again click menu ( ) icon beside Forecasts as in the step 1.
5. Select Upload Plan and upload the updated template.

Set up sales plan for a quarter
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Forecast Audit Trail saves time and effort in tracking forecast numbers. Instead of manually entering
previous forecast numbers, you can export the data based on different timelines. You can track the
forecast numbers based on monthly, weekly, and quarterly forecasts. It helps to reduce the manual
effort of forecasting and to improve the forecasting accuracy by comparing the forecasted numbers
against actual numbers. You can do so by using forecast audit trail from Export section. After clicking
Forecast audit trail, a csv file is downloaded to your local machine.
To view your forecast audit trail, perform the following steps

1. Click Export ( ) icon below Forecasts.

2. Click Forecast Audit Trail.
An excel sheet containing the historical forecasts of previous weeks is downloaded to your
local machine.

View historical forecast trail
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The Deal screen shows all the deals irrespective of the stage, amount, and category. After you log in
to Aviso AI, from the left navigation bar, click Deals to open the Deals screen. While using the Deals
screen, there are two themes to choose from- the old theme and new theme. The new theme brings
minimalist and user-friendly design. By default, when you open the Deals screen, it opens with the
old theme. You can switch to the new theme by performing the following steps:

1. Click the menu ( ) icon beside Deals.
2. Move the New Theme toggle button to the right-hand side.

Switch from the new theme to the old theme by performing the following steps:

1. Click the setting ( ) icon.
2. Move the New Theme toggle to the left-hand side.

Every deal in the Deal screen shows Win score and Engagement grade. On the Deals screen, click
LIST  to see Deals in list view and click MAP to see deals in Map view. The map view shows deals
by categorizing them with risk, priority, and forecast levels involved to help you prioritize the correct

deals.
The following image shows the Deals screen with the new theme.

Click a deal to to deep dive into it, get actionable insights, and join deal room. 
Deal screen has the following options to filter, search options, and use deal inspector:

Export data lets you download the deals in a spreadsheet.
Customize Layout lets you reorder and hide the columns that are present in the Deal
screen.

Query ( ) lets you create a search query based on your requirements such as
win score, amount, category, close date, stage, and so on. After you create and save a query,
you can use it anytime to view deals that match your query.

Search Deals ( )  lets you search deals using keywords such as deal
name and deal ID.

Advanced search  ( )  lets you search deals using criteria such as win score, amount,
category, close date, stage, and so on.

View your deals for a quarter

Note:

After switching to the New theme, if you want, you can always move back to the old theme. 
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Groups lets you create group of deals to view some deals together.
Deal inspector lets you inspect or dig more into a deal. Select a deal and click Deal
Inspector

( ) icon to open deal inspector view. The deal inspector view has two tabs as follows:
Insights-

Interaction over time graph- It helps you inspect your activity trending over the
last 7, 15, 30, and 90 days.
See details of the activity by clicking View more. This opens the email activity
view with the email body insights.
You can find the meetings scheduled in the next two weeks.

Deals details-
You can see the opportunity details and list of comments if there are any. To
know more about Deal details, see How do I see details of a Deal?
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When sales reps work with multiple deals, sometimes it's difficult to decide which deals require more
attention and what can be parked for the next quarter. Wrong sales decisions can also affect your
quota attainment in the current quarter. The Opportunity Map (Deals map) in Aviso AI drills down into
all the deals and categorizes them with the risk, priority, and forecast levels involved to help you take
the correct decision and achieve your quota in advance.
On the Deals screen, click Map and then the downward arrow to see the Opportunity Map.

As shown in the image, the Opportunity Map has four quadrants separated by deals in forecast and
not in forecast.

At-risk deals: The first quadrant shows all the deals you or your team included in the forecast
but are identified by the AI to be at risk. These are the deals you expected to close in the
current quarter but as AI has learned from the deals movement, these deals have fewer
chances of closing in the current quarter.
Deals in focus: The second quadrant shows all the deals you or your team included in the
forecast and are in Commit stage. Aviso AI also predicts that there are good chances of
closing these deals in the current quarter and hence these deals deserve to be focused the
most.
Upside deals: The third quadrant shows all the deals you didn't include in the forecast but
analyzing the deals movement, Aviso AI predicts that there are good chances of these deals
closing in the current quarter. You may evaluate and include these deals in forecast, which
might compensate for the vacant created by the deals that are at risk.
Low priority: The fourth quadrant shows all the deals you didn't include in the forecast and
Aviso AI also predicts that there is significantly less possibility of closing these deals in the
current quarter. These deals should be the least focused to better utilize your time with the
deals with better possibilities of closing in the current quarter.

Click any quadrant to see the associated deals. You can use the following filters to view deals more
specific to deal categories, amount or count, and type of deals (new or renewal).

Next Quarter Pull-in Deals

View Opportunity Map to evaluate upside deals and deals
associated with risk
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Along with the Opportunity map, the Next Quarter Pull-in Deal option also appears. When you
move the toggle button to the right-hand side, the screen shows all the deals that are targeted to
close next quarter but analyzing the deals behavior, Aviso AI predicts significant chances of closing
these deals in the current quarter. Leveraging these deals can further compensate for the deals
which are at risk. As the Deals screen shows WinScore associated with every deal, the list of pull-in
deals shows Pull-in score. Pull-in score is the statistical probability of a pull-in deal closing in the
current quarter.
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The deal details page helps deep dive into a deal to better prepare and take the right actions to close
the deal. From Deals screen, click a deal to open the deal details page. The deal detail page has
deal amount, close date, category, stage, Win score, Aviso ranking, and the following tabs and
sections to give you in-depth visibility and insights into the detail of a deal.

Details- It has CRM details section that shows all the data from CRM and lets you write back
to CRM. Click View in CRM to open your CRM directly from Aviso AI.
History- It has Timeline of changes section that shows changes to the amount, close date,
category, and stage.
Relationship- The Relationship diagram helps you learn the state of engagement with every
contact in a deal.
Org Chart- The Org Chart lets you view all the contacts and hierarchy on a single pane and
dig more about the contacts.
Deal Room- Deal room lets you use a dedicated collaboration workspace to discuss about
deals. This deal room serves as a collaboration workspace for the team that is involved in the
deal. The team can consist of members from legal, pricing, procurement, presales, proposal
team, and so on. You can activate and join a deal room from this space.
To-Dos- Any action of item you get from email is tagged as a to-do and the To-Dos section
reflects it. Once you act on a to-do, you can dismiss it to make the To-Dos section clear.
Meeting History-shows all previous conversations with the clients associated with the deal.

To join a deal room, perform the following steps:
1.  Under Meeting History, click Join Deal Room.

Deep dive into a deal

Note

These tabs are configured by your admin. Based on the configuration, you may see some or all
the tabs with these names or different names.

Note:

You must be a part of Deal Room to view the Meeting History.
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A new page in Deals tab appears.
2. In the Deals screen, click Join Deal Room.

You are added to the Deal Room. You can now view the deal's Meeting History.

Deals insights- It has useful deal insights such as Win score, Booking timeline, Relationship,
Owner, and Owner activity insights.
Comments- This section lets you comment and make your comment visible to you only, your
manager, or public.
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Engagement grade shows the health of your communication with your prospects. Based on the
interaction (call or email) between you and your prospect from the date of creating a deal, Aviso AI
assigns engagement grade to every interaction. Every deal is assigned with an engagement grade,
which is an average of all the engagement grades of the interactions made by every contact. The
engagement grade ranges from A+ to D-, A+ being the highest grade and D- being the lowest grade.

Aviso AI uses the following input to evaluate the Engagement grade of a deal:
Last recorded interaction.
Frequency of executive level engagement.
Keywords used by the reps while interacting with the prospects.

Aviso AI shows engagement grade of a deal on various screens. Go to Deals screen to view win
score of any deal.

View Engagement grade to know how effective your
interactions with your prospects are

Note:

Engagement score decreases when a rep doesn’t make any call or communication to a prospect
for a certain period.
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Understanding account-level relationship plays a vital role while examining the status of a deal. As a
sales rep, you must be aware of where you have relationship gaps to address and mitigate potential
risks. As a sales leader, you must track all the interactions made by your sales reps over time, who
are least engaged, and who are properly engaged with the accounts. Aviso captures all the
interactions made through email and calendar and provides you with a relationships diagram to view
all the interactions made over time with a bird-eye view. Every participating team member in the
relationship diagram appears with the engagement score and is tagged under the appropriate
seniority level such as Executive, Mid Senior, Manager, and so on. This helps you evaluate whether
a rep is engaged with contacts with the appropriate seniority levels or not. 

1. From the Deals screen, click a deal to go to the deal details section.
2. Click Relationship to open the Relationship diagram.

The Relationship diagram appears with default date and type of engagements.
3. Set your required range of days or months and types of engagements such as high to low,

low to high, emails, meetings, and last activity date.

4. Select any account team member or contact to view the detail of the interactions in the
Relationship diagram and the Details pane.
Relationship diagram appears as shown in the following image. Click an account team
member or contact to learn details of their engagement. You can also hover over the
participants to learn the details of their engagement. The opportunity owner, if marked in the
CRM, is highlighted in yellow color.

View Relationship map with a bird-eye view
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Contact updates notification- From the list of contacts, if there are any updates available to the
contact database in the CRM, it triggers a notification. Click View all to open the Contacts screen
and sync the updates with the CRM contact database or reject.

View activity summary of any contact from the Relationship map

The relationship map lets you view the activity summary of every contact. Hover over any contact to
see the activity summary pop-up. Click the expand symbol on the activity summary pop-up to open the

details of the contact's engagement over time. Clicking the expand symbol opens the Engagement

overtime (see Get important insights into a deal > Relationship Insights) screen but shows the engagement of

the selected contact only.

Details pane

Click any team member or contact from the Relationship diagram and the Details pane beside the
Relationship diagram shows the following insights about the team member or contact. If no team

member or contact is selected, the Details pane shows the account relationships of all the accounts.
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Highlights

Number of contacts interacted with
Overall engagement score
Number of interactions made

Scheduled meetings Any upcoming meetings scheduled 

Key role Interacted with any key roles such as CRO, CFO, and so on

Most engaged The most engaged contact

Least engaged The least engaged contact

Engagement
Breakdown

All the interactions separated by the engagement scores (High, Medium,
and Low)

Interactions
Number of outbound, inbound calls, and meetings in the current week and
in total

Least interactions The last email received, email sent, and meeting attended
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WinScore

WinScore is a statistical probability of winning a deal in the current quarter. Deals with higher
WinScore have higher probability of winning in the same quarter. It’s refreshed every day and
changes over time. WinScore is generated by analyzing various data such as sales motion patterns
of the deal and comparing them with the data and outcomes of the same types of deals from the past
12 quarters. A few examples of data used in Aviso to generate WinScore are-

Time spent in various stages
Sequence of stage movements
Age of a deal
Close Date push-outs - count and length
Time left in the current quarter and the current close date
Natural Language Processing (NLP) extracts of all the key CRM text fields 
(Text from the key CRM fields such as Next Step, and Manager's Comment reveal a
deal's health and progress. Aviso AI scans through these fields, processes the text using NLP,
and contributes to generating a high-accuracy WinScore.)

WinScore Threshold

WinScore threshold is the minimum WinScore of any deal, as predicted by the AI, to be considered as
a winning deal in the same quarter. Any deal with WinScore more than the threshold has a higher
probability of getting closed in the same quarter. You can find the threshold value and Winscore of
any deal in the WinScore column of the Deals table, the Deals detail section, and the WinScore
explanation graph. The following image shows WinScore column on the Deals screen that shows
WinScore and WinScore threshold of a deal.

WinScore Projection

WinScore projection provides you with two important probable deal movements as learned from
similar deals in the past- 

Best possibilities of the deal, progressing even faster than the pace at which the deal is

WinScore and WinScore Projection: AI-predicted-probability
of winning a deal and the best and worst possibilities of a
deal from the current stage
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moving now, based on the data from the past.
Worst possibilities of the deal, progressing slower than the pace at which the deal is moving
now, based on the data from the past.
Click any deal in the Deals screen to open the deal details page to see the WinScore insights,
where you can find the WinScore projection in the graph. You can also click the "i" icon in the
WinScore column of any deal on the Deals screen to open the WinScore Explanations that
gives you the WinScore projection.

The following table explains the graph and insights presented in the WinScore Explanations or WinScore 

insights.

WinScore Explanations

Yellow line WinScore Threshold value of the deal.

Blue line
Change in the WinScore history. Hover over any dot on the blue line
to find the key factors that impacted the change in WinScore from its
previous value.

Green line

Best possible path from the current stage of the deal as learned from 
similar closed won deals in the past. The top 20 percent of these deals 
have moved at this pace from this stage. Every green dot provides the time 
in which you can target moving to the next stage.

Red line
Worst possible path from the current stage of the deal as learned
from similar won or lost deals in the past. The 20 percent from the
bottom of these deals have moved at this pace from this stage.

Month ago WinScore of the deal a month ago.

Current The current WinScore of the deal.

Top factors The top factors that contributed to the WinScore so far.

WinScore and WinScore projection can help you in the following ways:
WinScore projection lets you estimate the projected scores over the next remaining weeks in
the quarter. 
As you will be aware of the best and worst possibilities and prepare for both scenarios, any
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change in the WinScore will not surprise you. With a pre-preparation, you can better face any
downfall of a deal and take corrective actions to move it toward closure. 
For an AE, it's crucial to know which deals require more focus than the others. WinScore
projection helps you learn which deals require more focus. If a deal is not moving at an
expected pace, as learned from the WinScore projection, the AE must focus more on the deal
to understand the contributing factors. The TOP FACTORS section below the graph lists all
the top contributing factors.
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Recommended Actions or Next Best Actions is an advanced AI-driven tool that works like a personal
strategic advisor to sales reps, helping them make informed decisions and navigate the sales process
more effectively. It assesses win score insights, past interactions, and value nudges of the specific
deals, analyzes them using historical data, contextual information, and industry best practices to
identify the optimal course of action for sales reps to advance opportunities through the sales
process. These are some of the benefits you get from Recommended Actions

Informed decision Making: Empower sales reps with data-backed recommendations,
ensuring they consistently possess high-quality guidance.
Enhanced efficiency: Streamline the sales process by eliminating guesswork. Sales reps
can clearly understand which actions to prioritize, resulting in time and effort savings.
Consistency and quality: Guarantee that your sales team consistently adheres to best
practices, fostering superior interactions and outcomes.
Accelerated deals: Expedite opportunities through the pipeline by executing well-timed
actions that nurture key contacts and drive conversions.

Watch on

Recommended Actions

How to find Recommended Actions for a deal on the Deals page

1. Go to your Deals page.
2. Find the Recommended Actions  column on the Deals page.

For every deal, the Recommended Actions  column shows a number which is the number of
recommended actions a deal has.

Eliminate guesswork and streamline your sales process with
Recommended Actions (Next Best Actions)
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3. Click on the number to find the recommended actions for the specific deal.

4. Click on the Action to open your CRM and act on the recommend action.
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Aviso AI lets you write back to your CRM from Aviso AI. Open a deal from the Deals screen. CRM
DETAILS section in the Details tab lets you view data from your CRM, open your CRM, and write

back to your CRM. Any field with edit ( ) icon is editable. As an admin, you can create a custom
field and map it to your CRM so that you can write back to the respective field in the CRM. Talk to
Aviso customer success manager to know more about creating custom fields.

Write back to CRM
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An organizational chart, often referred to as an "org chart," is a visual representation of the
hierarchical structure within a sales department or organization. It is a valuable tool for understanding
the relationships and roles of individuals or teams within the sales team, providing a clear and
concise overview of the chain of command and reporting lines. The org chart in sales is instrumental
in defining the distribution of responsibilities, illustrating the flow of information, and delineating the
various levels of authority within the sales organization.
Org Chart at Aviso lets you create a hierarchy (organizational chart) of your key contacts from an
opportunity or account, have a visual representation of your prospect's organization.

The Contact List in the Org Chart shows all the contacts saved in your CRM. Select the contacts,
drag, and drop in the Org Chart to create a hierarchy. Drop a new contact over an existing contact to
make it a branch of the existing contact in the hierarchy. Click Save to save the org chart of a tenant.
Every contact shows an engagement grade to show their engagement level, LinkedIn profile so that
you can easily open their profile in one click, and an email icon so that you can send them an email
without opening another app.
Click the Menu ( ) icon on any contact and click Remove Relationship or Remove from Org
chart to remove the contact from CRM or remove it from the Org chart respectively. You can add an
emoji to every contact for your reference. When the number of contacts is too big to search a
particular contact from the hierarchy, use the search field to type the name of the contact and search.
You can use the zoom option to keep the chart at the center, zoom out the chart, or zoom in the chart.

See Org Chart to learn about the key contacts
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As the sales reps deal with multiple opportunities at a time, a customized action plan defining the
course of action in every stage of a deal helps them track the progress and increase productivity. The
mutual action plan helps sales organizations manage a sales cycle effectively from deal creation to
closure by defining a series of milestones and steps that sellers should accomplish to move forward
in a deal cycle.

Mutual Action Plan comes with a predefined template, which is customized initially per your
requirements. Later, you can modify it to suit a particular deal. An Action Plan has a set of milestones
and every milestone has one or more tasks. A deal owner can create or update a milestone, create or
update tasks inside the milestone, assign a task to any team member, and mark the tasks as
complete. After all the tasks in a milestone are marked as complete, the milestone appears as
complete.

Create, delete, and update a milestone

A deal owner can create a milestone, map it to a deal stage, add a start and end date, and apply a
color to distinguish it from the other milestones.

1. Click a deal on the Deals screen to open the deals detail screen.
2. Click Action Plan to open the Action Plan screen.

Action Plan screen appears and shows deals stages.
3.  Click the arrow facing the right-hand side.

Use Mutual Action Plan to define sales process and
increase reps productivity
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The MILESTONES dialog box appears with predefined milestones and it lets you create new
Milestones.

4. Click the Add icon beside MILESTONES to add a new milestone.

The Create Milestone dialog box appears.

5. Enter a name of the milestone of your choice in the Milestone title field.
6. Add start date and target to complete date in the Start Date and Target Date fields

respectively.
7. Select a color to apply on the milestone.
8. Select a stage to map from the Stage drop-down list.
9. Click Create.

The newly created milestone appears in the Action Plan along the timeline.
10. Expand a milestone and click on the menu icon to edit or delete the milestone.
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Clicking on Edit opens the Update Milestone dialog box and lets you modify all the fields
such as Milestone title, Start Date, Target Date, Stage, and Color.

11. After you create a milestone, add the associated tasks that you or the reps should accomplish
between the start and target dates.

Create, delete, and update a task in a milestone
A deal owner can add and update tasks in a milestone and delete the task.

1. On the MILESTONES dialog box, click Add i tems.

The Create Checklist for <milestone name> dialog box appears and lets you create a new
task.

2. Enter a name of the task of your choice in the Checkli st Ti tle    field.

3. Enter a start date and target to complete date in the Start Date and Target Date fields respectively.

4. Type the name of the team member who you want to assign the task in the Assign To  field and press

Enter.

5. Click Create .

6. After you accomplished a task, select the checkbox against the task to mark it as Complete.

7. Click the Menu icon against a task to edit or delete a task.

Clicking Edit opens Update Checklist for <milestone name> dialog box and lets you update
all the fields such as Checklist Title, Start Date, Target Date, and Assign To.
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The deals insights give you deal-specific insights to learn the current state of a deal and various
actionable insights that would help you close the deal. After you open a deal from the Deal screen,
the deal insights are on the right-hand side, just below the Meeting history pane. 

 Click the tabs at the bottom of the insights to open the insights.

 Here are the insights that you can view from the insights pane:

Win score Insights

Win score insights gives the top factors that lead to a current score. For example, when a deal
remains at the same stage for more than n days, the Win score may decline. Insights from Win score
include multiple factors, including the stage of the deal, its duration, probability, other deals in the
same stage, and more.

Booking Timeline Insights

Booking Timeline insights gives you insights into closing timelines of the deal and shows if the deal is
ON time or not. Booking Timeline gives you insights into how far a deal is likely to close in EOQ and
its probability.

Relationship Insights

Relationship insights gives you insights into all the communications made with your contacts, next

steps updated, and executives involved while working on the deal. You can view the complete 

interaction, including inbound, outbound, and email conversations. It also notifies you if there are any

contacts missing in the CRM and a lack of communication such as when there is no interaction with
the most engaged contact in the last seven days or there is no key role in the contacts. You can add the 

missing contacts to the CRM using Contact Auto-population.

Get important insights into a deal
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Perform the following steps to see the details of interactions over time.

1. Under Relationship Insights, click View more link beside Interactions over Time.

Engagement Over Time screen appears.

2. Click the drop-down from the upper left-hand side of the screen and select the time range for which you want to see 

the engagement. By default, it shows for four weeks.

Engagement over time screen shows the following graph with communications over time and the detailed information 

to help you stay on top of the communication. For every activity in the graph, it shows the number of occurrences. You 

can click any activity to open the respective activity summary.
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Emails
Aviso AI tracks not only past email conversations but also the emotions, email length, and intent of each 

conversation. It categorizes them in such a way that the most relevant info is laid out for you in an easily 

digestible format. Here are some insights from the email conversations that you can view:
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Subject and 
Sender

You can see the subject of the email address, the sender's name, 
email address, designation, and other details.

Emotion & 
Length

You can see the length of words in the email body and the emotion 
the email tone conveys.

Content You can see the content of all the email conversations.

Date & 
Time

You can see the date and time of the email exchange.

Intention You can view the intent behind the email.

Number of 
Attachments

You can see the total number of attachments with the email.

Meetings

See all your meeting insights in one place. Meetings section provides you with deeper access to valuable 

data from all your meetings. You can see all the meetings that pertain to an opportunity and filter it out by 

meeting type (Inbound and Outbound).  Here are some insights from the email conversations that you can 

view:

Name You can see the name of the meeting.

Date & 
Time

You can see the date and time of the meeting.

Customer 
Attendees

You can see the names, email addresses, and designations of 
customers who participated in the meeting.

Company 
Attendees

You can see the names, email addresses, and designations of sellers 
who participated in the meeting.

Follow Up 
Email

You can see and track the follow-up email content. 

Next Steps

This section shows the Next Steps saved in the CRM along with timeline.

Competitor Mentions

This section provides a breakdown of your competitor mentions in a conversation. Here are some insights 

from the competitor mentions in a conversation:

Note

The Subject and Sender column also shows the 
designation of the sender. This feature comes only if 
you have configured it. 
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Competitor You can see the name of the competitor.

Number of 
Mentions

You can see the number of times the competitor's name was 
mentioned in a conversation.

Last 
Mentioned

You can see the name of the contact who last mentioned the 
competitor's name.

Timeline You can see the timeline of when competitor's name is mentioned.

Objection Moments

Aviso AI tracks customer objections and provides meaningful insights on objection moments. Here you some 

insights that you get in this section:

Objection You can view the objections raised by the contacts.

Number of 
Mentions

You can see the number of times the objections were made by the 
contacts.

Last 
Mentioned

You can see the name of contact who raised the last objection.

Timeline You can see the complete timeline of when the objections were made.

You can view the content from the email where the objection moment is present by clicking on
the arrow.

Positive Moments

Aviso AI extracts topics from sales conversations and identifies positive moments within those topics, and 

presents this data in an easy-to-understand way.

Topic You can see the topics that represent positive moments in a 
conversation.

Number
of
Mentions

You can see the number of times the positive moments were discussed 
in a conversation.

Last 
Mentioned

You can view the name of the contact who most recently had a positive 
moment in the interaction.

Timeline In this section, you can see the complete timeline of topics with positive 
moments.

You can view the content from the email where the positive moment is present by clicking on the

arrow.
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Owner Insights

Owner insights gives you insights into the deal owner’s achievement in closing deals in the past.

Owner - Activity Insights

Owner - Activity Insights gives you insights into the activities performed by the owner in closing the
current deal. It includes any deviation from the usual course of closing a deal.

Sentiment Score Insights

The Sentiment score insights captures sentiment scores of all the meetings held for the particular
deal over time. The sentiment score ranges from -1 to +1 and indicates how positive or negative the
emotion is. The insights section below the graph provides key updates from the meetings and
reminds you of any important milestone that is due. For example, in the following screenshot, the deal
close date is in the next ten days but pricing has not been discussed yet. It helps you understand the
sentiments from all the meetings, which can help you define further communication or actions to close
the deal.
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MIKI is an AI Assistant developed by Aviso, serving as the Chief of Staff to all personas in a Go-to-
Market (GTM) function. It provides a seamless, no-UI way of accessing actionable insights generated
by Aviso, catering to various needs within a GTM setup. Powered by Aviso's time-series database,
actionable intelligence, product knowledge base, and tech integrations, MIKI offers unparalleled
support and efficiency.
MIKI facilitates querying sales data in simple, natural language. It executes tasks such as updating
CRM records or sending emails, all while sifting through vast amounts of data from different sources
like product documentation, earnings call transcripts, meeting transcripts, and emails. It then
generates concise and contextually relevant responses to user queries.

Ask MIKI everything
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1. After you log in to Aviso, click on MIKI at the bottom-left corner to start using MIKI.

MIKI opens with a new window and by default briefs you about your weekly sales summary
through a video.

2. Click Conversation 1 to start a conversation with MIKI to ask for any sales insights and to
take various actions.

How to use MIKI
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You can start with another new conversation by clicking +New Chat.
When you have multiple conversations, you can rename the conversations by clicking Edit
icon in the particular chat.

3. To clear a conversation within a chat, click Clear Conversation.

4. MIKI reminds and notifies you about various important sales milestones and due actions. Click
Notifications to check your notifications and take requireed actions from MIKI itself.
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Exmaples of questions you can ask MIKI

Here are some examples of questions you can ask MIKI and actions you can ask MIKI to perform.

Aviso Winscore Insights

Aviso Winscore is a crucial feature assessing the likelihood of deal success. MIKI enables effortless
interaction with Winscore Insights:

Querying Winscore: Ask MIKI about the Winscore of a deal to find the probability of winning.
Trend Analysis: Request MIKI to analyze the historical trend of Winscores to identify patterns
and inform deal strategies.
Contributing Factors: MIKI provides insights into factors influencing Winscore, suggesting
actionable steps for improving deal success.

Pipeline Insights

Understanding the sales pipeline is essential, and MIKI offers valuable insights:
Pipeline Changes: Inquire about changes in the pipeline over a specific period to visualize
deal movements.
Pipeline Distribution: Gain information on how open deals are distributed across stages,
aiding in bottleneck identification.
Pipeline Creation: Learn about newly created deals to assess pipeline health and
performance.

Engagement Insights

MIKI provides insights into GTM team activities, crucial for sales success:

Engagement Grade and Insights: Understand engagement health and take necessary steps
for improvement.
Executive Engagement: Gain insights into high-level executive involvement in business
accounts.

Conversation Insights

Effective communication is key, and MIKI offers insights into team conversations:
Sentiment Analysis: Analyze the sentiment of customer interactions to address issues
proactively.
Keyword Analysis: Gain insights into frequently used keywords in customer conversations to
adjust messaging.
Topic Trends: Understand the frequency and nature of topics discussed during customer
conversations to tailor communication strategies.
Summary: Quickly surface meeting summaries to stay updated on customer interactions.

Aviso Deals

MIKI enables engagement with essential deal data:
Deal Status: Inquire about updates on any deal to stay informed.

Note

You can ask for engagement insights only if you have Conversational Intelligence enabled.
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Deal Changes: Learn about changes made to deal attributes through a timeline view.
Stage/ Category Distribution: Obtain insights into deal distribution across stages.
Deal Creation: Get quick insights into newly created deals for performance assessment.

Aviso Forecast

Access Aviso's forecasting data effortlessly to gain insights into sales performance:
Aviso Forecast and Explanations: Retrieve your team's forecast and explanations for better
understanding and planning.

Account Research

Utilize MIKI's 'Account Research' feature to analyze content from company earnings calls:
Sample queries cover various aspects discussed during earnings calls, aiding in market
understanding and strategic planning.

CRM Writeback

Streamline CRM updates through MIKI's direct commands, saving time and effort:
MIKI ensures security and compliance while facilitating quick alterations to deal records.
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Aviso's Weekly Digest provides key insights into last week's changes in your sales data, helping you stay ahead of

your targets. 

As a sales leader, you can have updates on Bookings, changes in Commit and Pipeline, deals at risk,

relationship summaries for the top accounts, your team's call insights, and scope for coaching.

As a sales rep, you can have Commit changes, any meetings scheduled this week, deals at risk, relationship

summaries for the top accounts, and your call insights. 

Aviso lets you view this summary in different formats such as a video, a brief notification, and a detailed sales digest

with various graphical representations. This digest enables you to quickly understand last week's sales updates and

prepare for the current week. 

View Weekly Summary and Weekly Digest

1. After you log in to Aviso, click on MIKI at the bottom-left corner to open MIKI.

MIKI opens with a new window and by default Weekly Summary is selected to show you the weekly

summary in a video.

Track and analyze your sales performance for the week with
Aviso's Weekly Digest
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2.  Click Notifications to view the brief summary of your weekly digest.

3. Click the Weekly Digest  link on the summary to open the Weekly Compass that has detailed
explanations of your weekly summary backed by various graphical representations.
The Weekly Compass has the following sections:

Forecast for the quarter
Current Quarter Sales
Current Open Pipeline (you can open the )
Pipeline changes in last week
Deal Commit Changes Week over Week
Aviso AI Forecast Explanation
Top Wins (Last Week)
Deals to Focus on (also shows the deals map)
Deal Activity
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The Trend screen in Aviso AI shows you a linear graph to give you visibility to realize if you are on
track to achieve the sales plan. After you log in to Aviso AI, from the left side menu bar, click Trend to
open the Trend screen. Y-axis in the graph shows amount and X-axis shows time period. On the
Trend screen, click Total Forecast, Existing Pipe Forecast, and New Pipe Forecast to view the
respective graph.
In the Total Forecast trend, the dark-blue dotted line indicates Aviso’s AI forecast generated from the
beginning of the quarter, the red line indicates company’s plan, the yellow line indicates expected
realization, and the green line indicates the amount booked as of now. The expected realization line
shows where you should be present to achieve the target. You can click any two dots to know what’s
changed in Aviso forecasts. It opens a sankey chart in the Analytic screen to compare and show the
changes in values and the flow contributing to the change.

Get visibility into how your forecast is trending for the
quarter
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Aviso NLP Analytics lets you enter any sales queries in the natural English language and provides
you with comprehensive sales analytics (report) to help you better understand your business for the
selected hierarchy and quarter. It is preconfigured with keywords based on the sales terminology you use in your

sales organization so you can use the same terminologies to get the desired reports. You can also pin the

reports and create a dashboard. 
For example, you can enter “opportunities by stage” in the search bar, and it will show the amount
(opportunity) by various stages such as prospecting, qualifying, confirmation, and so on. There are
more examples later on this page.

These filters let you further drill down and view more actionable sales insights.

You can select from multiple ways of visual representation to look at the data, such as Stacked bar graph,

Stacked Column graph, and so on. Clicking on any bar in the graph allows you to drill down further to know

the details of any information.

Use NLP Analytics to generate sales insights with any query
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Click on Signals & Insights icon to view the sales insights generated by NLP Analytics. When
you hover over the insights, a Play icon appears at the bottom of the insights section that lets
you play a video format of the insights.

Click Visual Options to customize the graphs with different colors and customization options.
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You can maximize the insights view, download the insights into various formats, and go to the
Dashboards by clicking on the menu icon.

Create and manage dashboards with NLP Analytics

You may use some of the sales queries (NLP Analytics reports) very often and want to pin those so
you can open those reports with one click. NLP Analytics lets you pin reports and create intuitive
dashboards.
To create a dashboard from NLP Analytics, you can first generate a report, pin it, and create a
dashboard. Alternatively, you can also visit the dashboard section first, directly create a dashboard,
and add reports to it.

1. When viewing a report, click the Pin to Dashboard icon.
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2. Under Pin to Dashboard, perform the following.

a. If you want to create a new dashboard, enter a name of the dashboard in the Create
a dashboard to pin field.

b. If you already have a dashboard and you want to add this report to the existing
dashboard, find the dashboard by entering the name of the dashboard in the Find a
dashboard to pin field and select the dashboard.

3. You can enter any note about the report in the NOTES field. It's an additional information you
can add that would appear above the report on the dashboard.

4. Click Submit.
A confirmation message appears.

5. Click More Action  (Menu icon) > Go to Dashboard to view your dashboards.
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The Dashboard screen appears and shows all your existing dashboards.

6. Click on the dashboard you want to open.
Your dashboard opens and gives you more useful actions to present, share, and manage the
dashboard.

7. Click the Present icon to generate a presentable format of the report. You can use it to
present in a meeting.
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8. Click the Share icon to share the report (editable or read-only) with the other team members.
9. Click the Menu icon and then click Show filter to open the filters.

There are predefined attributes configured based on your sales data and specific
terminologies you use in your sales organization. You can use those attributes to apply more
filters on the dashboards and get your desired sales insights.

10. When you open a dashboard on the NLP Analytics screen, it is by default refreshed to fetch
the latest data. It is also refreshed at every 10 minutes. However, if you want you can
schedule refresh or refresh at the moment by clicking Schedule refresh or
Refresh respectively.

11. Go to Settings to update your dashboard such as changing the name, adding tags, and note.

The Setting section also gives details of the dashboard such as any scheduled refresh, who
created a dashboard, last modified, and so on.
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12. In the Add tag field, you can add a tag to the dashboard.

Adding a tag is a way to categorize the dashboards. When you have multiple dashboards,
along with the names, you can also use tags to categorize them.

Share NLP Analytics Dashboards with other team members

Aviso NLP Analytics lets you share the dashboards with other team members (Aviso users). You can
share a dashboard as a read-only or with edit options.

1. Go to NLP Analytics Dashboard page.
2. Click on the Share icon.
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The "Share Dashboard" dialog box appears.

3. In the "Share Dashboard" dialog box, from Select a Dashboard dropdown list, select the

dashboards you want to share.
If you shared this dashboard in the past with any team members, the dialog box shows the
names of those members. The following screenshot shows that the user has shared the
dashboard before with a team member with edit options.
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4. (Optional) Enter a note in the blank field below the Select a Dashboard dropdown list.
5. Select Read Only or Editable based on whether you want to share the dashboards as

read-only or with edit options, respectively.
6. In the Share With field, enter the names of the team members with whom you want to share

the dashboards.
If you previously shared a dashboard with any team members, their names appear below the
Share With field. If you want to share the dashboard with these team members, select their
names from the list.
As you can see from the following screen shot, there is a green color tick mark against the
selected team member. This is to ensure that you are sharing the dashboard with the team
members.

7. Click Share Now.
A confirmation message appears.
The shared dashboard appears on the recipient's NLP Analytics dashboard section.

Examples: sample NLP Analytics queries

The examples of queries mentioned here are to help you better understand about the queries. It
doesn't mean that you can only use these queries. You can run any query that is supported by your
sales data.

Query: Deals by forecast category
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Query: SFDC commit versus Aviso forecast.
You can also add any specific date or quarter to it, for example, "SFDC commit vs Aviso
forecast as of 10th February 2024.

Query: Number of opportunities by stage, by forecast category, exclude closed won, by
amount
In this query, we are excluding a particular category (closed won).

Query: Number of opportunities by owner, by Upsell~~Add-on, New Logo, Renewal, by
amount
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The Accounts Relationship screen in Aviso AI gives you account-wise and contact-wise all the
interactions and insights into the individual interactions. You can see how many times and by which
means for an account and which owners have interacted. Clicking any interaction gives you details
such as engagement ratio, number of inbound calls, outbound calls, and meeting in a particular time
period, last interactions made, most engaged owner, and least engaged owner. From the Accounts
Relationship screen, you can easily evaluate how effectively you and your team members are
maintaining the relationship to close a deal.

View all the interactions of your contacts and insights into
the interactions
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Ideal Custom Profile (ICP) score helps to understand how well an account fits the ideal target account
characteristics. Account Owners can leverage ICP insights to engage their accounts to move them
closer to the ICP characteristics. The ICP characteristics are determined based on analysis of the
historical wins so that the account characteristics are aligned with the success criteria of the
organization. This will help to pursue their accounts for below benefits or scenarios:

Focused targeting: ICP helps identify and focus on the most promising prospects, allowing
sales and marketing efforts to directe towards those most likely to convert.
Improved messaging and communication: Knowing the ideal customer's characteristics
allows for tailored and more personalized marketing and sales messages, increasing the
chances of resonating with the target audience.
Higher conversion rates: Targeting customers who fit the ICP increases the likelihood of
converting leads into customers, as they are more likely to find value in the product or service.
Reduced sales cycles: By focusing on customers who are a good fit, the sales process
becomes more efficient, leading to shorter sales cycles and quicker decision-making.
Increased ROI: Targeting the right customers results in a higher return on investment, as
resources are channeled into areas where they are most effective.
Better product development: Insights gained from understanding the ICP can be used to
refine and improve products or services to better meet the identified customer needs.

How to find your ICP score in Aviso

1. After you log in to Aviso, from the left menu, click Account.
2. On the Account page, find ICP score column to get the ICP score associated with every

account.
3. Click on the info icon beside the ICP score to view the ICP insights associated with the ICP

score.

Leverage ICP and increase conversion rates
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Having a rich contact database is key to closing more deals, but it requires the sales reps to manually
update their CRM contacts to enrich the same. The process of manually updating the contact
database also wastes sales rep’s precious time. There are contact details hidden in many internal
and external sources, which a rep can easily miss to store.
Aviso AI scans through various internal and external data sources such as meetings, emails, and
calendars, notifies you of any new contacts or updates to the existing contacts, and updates the CRM
contact database upon your approval. This way, Aviso AI helps you stay on top of your leads and lets
you use your valuable time to focus on closing more deals.
After you log in to Aviso AI, from the left navigation menu, click Contacts to open the Contacts
screen. The Contact screen shows new contacts suggestions, updates to the existing contacts, and
recently added and ignored contacts. You can sync all the updates at once or check them and sync
them one by one. When you check every contact, you have the option to sync data from Email
signatures or third-party sources. When you update any contacts without checking or update multiple

contacts together, by default, updates from the email signature are synced. The following image
shows Contacts screen.

The notification also appears under the Relationship tab in the Deals screen. Clicking View in the
notification opens the Contacts screen.

Click the menu icon ( ) next to the Contacts to view the recently added, ignored, or available
contact details to add to your CRM contacts. From Show contacts details for dropdown list, you
can select a prospect to narrow down the results and see only the contacts of the selected prospect.

Select one of the following cards to view available updates and add the updates to your CRM
contacts.

Updates available for contacts in CRM - Click View these Contacts on this card to view

Enrich your contact data and stay on top of your leads
without manually updating the CRM contacts
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the list of existing contacts from your CRM with available contact details to update. Click
Sync contacts to CRM to update your CRM contact database with this information in one
click.
New contacts available to sync with CRM - Click View these Contacts on this card to
view the list of new contacts found in your email or third-party sources. These are the
contacts with only email IDs and names. The other details are not available. Click Add
Contacts to CRM to add these contacts to your CRM contact database in one click.
New contacts with updates available to sync with CRM - Click View these Contacts on this

card to view the list of new contacts found in your email. These contacts have the details
such as name, email ID, title (current designation), seniority, telephone number, and
engagement grade if interacted with them in the past. Click Add & Sync contacts to CRM
to add these contacts and sync the details with your CRM contact database in one click.  

While viewing the list of new contacts or contacts with available updates, you can review the contacts
one by one. When you click a contact, the Enrich Contact dialog box appears and shows you all the
available updates from email signature and the third-party vendor. You can select Data from the
Email Signature or Data from the Thirdparty vendor and then click Enrich & Sync Contact to
sync the data to CRM.
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You can also select the contacts from the list and click Update contact(s) to CRM or Add
contact(s) to CRM button at the bottom to sync the available contact details with the CRM or add

the new contacts to the CRM respectively. You can also click the upward arrow ( ) icon on the
Update contact(s) to CRM button to override the existing information in the CRM or update only
the blank fields.
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It’s important to know how your deals in every category move and the flow to understand how your
pipeline and forecast were changed. For example, why a commit deal was not closed, how a pipeline
deal was delayed, and so on. But with huge quantity of data and attributes make it’s hard to get the
data from CRM and study using an excel sheet. The Analytics screen in Aviso AI, with its intuitive UI,
displays a sankey chart to give you insights into pipeline flow between any two points. The Sankey
chart helps you easily review deals that had positive, negative, or no moment, dive deeper into each
flow, and review pipeline changes within the forecast.
After you log in to Aviso AI, from the left menu bar, click Analytics to open the Analytics screen. By
default, the Analytics tab shows these changes in a week from the present day. However, if you want
to see the changes with a different time frame, go to the Trend screen and select two points from the
deep blue line that indicates the forecasts line.

Select Pipeline¸ Pipeline Flow, and Aviso Forecast to view the change in pipe, deals (closed or
lost), and forecast respectively. Hover your mouse cursor over a change to see more about the
change. Click a flow in the chart to open details of the associated deal such as Aviso Win score,
name of the owner, difference in contribution, change in amount, and the reasons that contributed to
the change. You can download the analytics data by clicking the download ( ) icon.

View comprehensive sales analytics to understand your
sales performance over a range of time
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Aviso Lead Intelligence is a comprehensive tool designed to streamline lead management and
maximize conversion potential for businesses. It features a centralized leads dashboard for a holistic
view of leads, advanced leads analytics for deep insights into lead behavior and trends, and a lead
scoring system that indicates the likelihood of leads converting into buyers. By leveraging data from
your CRM, Lead Intelligence empowers businesses to prioritize their efforts efficiently, make informed
decisions based on data-driven insights, and ultimately boost conversion rates, driving growth and
success in their sales and marketing endeavors.

Key benefits

Improved Efficiency: By prioritizing high-quality leads, you can focus your time and resources
where they matter most, maximizing your chances of success.
Better Decision-Making: With access to detailed analytics and accurate lead scoring, you can
make data-driven decisions that drive your business forward.
Increased Conversions: By targeting the right leads at the right time, you can significantly increase
your conversion rates and ultimately grow your revenue.

Get started with Lead Intelligence

After you log in to Aviso, from the menu, click Lead Intelligence to open the Lead Intelligence
screen. The Lead Intelligence screen appears and gives a comprehensive view of the details of your
leads.

Maximize your leads potential with Aviso Leads Intelligence
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Select a value from the filter to view some specific leads. Select All Leads to view all the available
leads. You can also create a filter and add by clicking +Create.

Aviso refreshes the leads details by fetching live data from your CRM at a specified interval.
However, you can also manually refresh by clicking on the refresh icon at the top.

Find lead details and insights

On the Lead Intelligence page, you can click on any lead to open lead details such as lead name, country, email ID, 

buying center, SDR assigned, lead score, and so on, and insights about the leads, such as lead score over time and 

engagement over time.
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Leverage Aviso SDR recommendation to better assign SDR and convert a
lead

Find the lead score assigned to a lead

Aviso lead score is a numeric score that indicates the likelihood of a lead converting. It is evaluated
considering various positive events such as demo requested from the lead, involvement of senior
titles, meetings scheduled, and so on, and various negative events such as meetings declined, email not

opened or not for over 30 days, and so on. Click on the information icon against any lead score to
find the factors contributing to the assigned score.

Leverage leads map to prioritize your leads

Stay on top of your leads using Leads Dashboard
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The Leads Intelligence dashboard provides you with a comprehensive overview of your leads and
valuable insights to optimize your lead management strategy. On the Leads Intelligence page, click
Dashboard to open the Leads Intelligence Dashboard.

The Leads Intelligence Dashboard features the following reports:

Number of Leads by Score

This report categorizes your leads based on their assigned scores, helping you identify high-potential
leads that are more likely to convert into customers. From the dropdown list, you can select the
number of days.

Statistics for Lead Status

Gain insights into the current status of your leads, including how many are in different stages of the
sales process such as new, contacted, qualified, and closed. From the dropdown list, you can select
the number of days.
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Number of Campaigns and Conversion Rate

Track the performance of your marketing campaigns by monitoring the number of campaigns
launched and the conversion rate of leads generated through these campaigns. From the dropdown
list, you can select the number of days.

Conversion Rate, Value, and Volume of Own Deals

Get a detailed analysis of your conversion rates, the total value of deals closed, and the volume of
deals won, providing valuable metrics to measure your sales team's effectiveness.
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Time Taken to Close

Understand the average time it takes for leads to progress through the sales pipeline and convert into
customers, allowing you to streamline your sales process and improve efficiency.

Lead Conversion by Source

Identify the most effective sources of leads by analyzing conversion rates from different channels
such as website inquiries, social media, referrals, and more.

Leads Funnel

Visualize the journey of your leads through the sales funnel, from initial contact to conversion,
enabling you to pinpoint areas for improvement and optimize your lead nurturing strategies.
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Scenario-based sales forecasting involves creating multiple scenarios or potential future situations
based on different assumptions to predict sales outcomes. It offers a powerful approach by allowing
businesses to anticipate different future scenarios and their potential impacts on sales. Scenario
planning can help you identify opportunities and threats, assess risks and uncertainties, and develop
contingency plans and strategies.
After you log in to Aviso AI, from the left navigator, click Scenarios to open the Scenarios screen.
The Scenarios screen shows all the existing scenarios as follows. You can select a sales hierarchy or
segment, if applicable, to view scenarios created with deals based on your selection.

Create a new scenario or edit an existing scenario

You can create as many scenarios as you want to create.
1. On the Scenarios screen, click + Create New Scenario to create a new scenario.

2. On the Create New Scenario screen, enter a name, description, and quota (plan value).

3. Click Create
The newly created scenario appears on the Scenario screen.

Optimize sales and gain strategic insights with Aviso's
scenario-based forecasting

Page: 97 of 420  



The newly created scenario, by default, creates a bucket with its own deals. Hence, on the Scenario
screen, your newly created scenario shows a single color (Green) on the graph.

To edit, duplicate, or delete a scenario or share a scenario with a team member, click the menu icon
against the scenario and select the desired option.

View details of a scenario and create buckets

From the Scenarios screen, click on any scenario to open the scenario details. As you can see in the
following screenshot of a newly created scenario, it has by default a bucket of all the own deals.

1. Click Add another bucket to add a new bucket to the scenario.

Note

A bucket is a collection of deals that you can select and focus on.

Note

In a particular scenario, you can add up to 12 buckets.

Page: 98 of 420  



A dialog box appears and shows your available deals to select from.

2. In the Bucket Name field, enter a name of the bucket you are creating.

3. Select the deals you want to add to the bucket.
4. You can use filters such as hierarchy, segments, and deal types while choosing the deals.

5. Select a color to use with the bucket.
6. Click Add Bucket.

The new bucket is added to your scenario.

Note

You can add deals from future quarters also.
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When you have multiple buckets in a scenario, you can drag and drop the buckets to change

the sequence of the buckets.

Information

The scenario health indicates how close your scenario is to the plan. Every star shown here indicates 20%

of 100 %. If your gap to plan is 20%, then you would get four stars; if it is 40%, then you get three stars.
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The Reports screen in Aviso AI lets you view and download various reports on the ongoing sales and

forecasts that can leverage to run your business better. After you log in to Aviso AI, from the left menu bar, click

Reports to open the Reports screen. Click on any bar in the graph to view the details about it. You can also

use various filters available with each report to shorten the data being shown in the report.

Here are the available reports that you can view from the Reports screen.

Forecast Reports

Current
Quarter
Progression

T his report provides summary of your sales performance, pipeline,
and forecast for the current year.

Forecast
Evolution

T his report provides insights into evolution of your team's
judgment over t ime compared to that of the last quarter taking
forecast into consideration.

Pipeline Reports

Pipeline
Projection

T his report provides current conversion rates compared to the
same time in the last four quarters.

Pipeline Sales
Funnel

T his report provides conversion rates of opportunity in a
particular t ime period.

Pipeline
History

T his report compares deal close dates against creation dates to
track pipeline progression value.

Win and Loss
T his report provides data on how many deals did you win and lose
in a particular t ime period.

Pipeline
Quality

T his report provides a l ist of healthy deals with higher chances of 
gett ing closed in this quarter or the next quarter.

Sales
Leaderboard

T his report provides visibi l i ty into your team’s deals closing in a    
particular t ime period such as month, two months, and quarter.

Pipeline
Evolution

T his report provides a summary of how your pipeline is evolved
for the deals that are gett ing closed in a particular t ime period.  

Pipeline By
Risk

T his report shows pipeline by risks across the stages.

Activity Reports

Activity Type
With Contacts

T his report provides you with visibi l i ty into all the activit ies that      
your sales representatives are involved in a particular date range.

Account
Engagement
Activity

T his report shows overall interaction with the buyers and 
highlights if there is any discrepancy.

Download various reports available with Aviso AI that can
leverage to run your business better
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Hunting
Farming
Reports

T his report identif ies whether the sales representative behaves  
like a hunter or farmer. T his report highlights sales reps' outbound
and inbound sales interactions and their key sell ing behaviors.

Early Signal
Churn

T his report shows if any potential deal is at r isk due to less  
interaction in a particular t ime period such as a month, a quarter,
and so on.

Active Inactive
T his report shows the open deals in the current and next quarter
categorized by different engagement grades.

Single-
threaded
versus Multi-
threaded deals

T his report shows if your sales representatives are properly
engaged with all decision-makers from the buyers.

Rep Activity
T his report shows how actively your sales representatives are
engaged with the buyers.

Conversational Intelligence Reports

Deals where
pricing is
mentioned

T his report shows how frequently pricing was discussed by
participants on a call .  T he report includes details on who 
mentioned the pricing and on which call. You can fi l ter the 
accounts based on owner, categories, and stages. With stage
fi l ter, you can fi l ter out early and late-stage deals where pricing is   
mentioned. It helps sales reps determine when it is appropriate to
discuss pricing with prospects and adjust their strategy
accordingly.

Competit ive
won deals

T his report shows the percentage and value of deals won where
competit ion is mentioned. During the init ial configuration, your 
competitor names are updated.

Closing Deals
without
buyer's VP
Participation

T his report shows all the closing deals wi thout the parti c ipation of VP from  
the buyer's side in the sales conversation. A deal that is closing
without the participation of a buyer's VP indicates that the
customer trusts the product and services of the seller.

Closing Deals
with internal
VP
Participation

T he report shows all the closing deals with the VP's participation
from the seller's side in the sales conversation.

Examples of some reports

Pipeline Movement report

Here is an example of the Pipeline Movement report.
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Click on any column on the report such as Starting Pipeline, New Opportunities, Pulled in - Pushed
out, and so on to see the respective reports in tabular format. In this example, I clicked the CLOSED-
WON column and the following report appeared showing all the closed-own deals in the quarter.
Click any deal name on any report to open the deal details screen.

Deals where pricing is mentioned report

Here is an example of the Deals where pricing is mentioned report. In this example, in the "Number of
meetings with pricing mentioned" column, if there are more than one meeting, click the value to have
another report showing the meetings. Click any meeting on the report to open the meeting
transcription.
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Effective communication is the key to success in any business activity, and while collaborating with
others, communication plays a vital role to bring success. Likewise, in sales, starting from discussing
a deal to closing the deal and coaching a rep, it’s important to have an efficient platform that enables
effective communication. Aviso AI has separate meeting platforms for different purposes and gives
actionable meeting insights using conversational intelligence that help you evaluate your prospect's

intent, emotions, willingness to buy, and so on. Aviso also saves your time by enabling you to call
your contacts directly from Aviso AI.
The Collaboration Workspace screen lets you create common workspace called Digital WarRoom to
use by the team members for effective collaborative communication, sharing files, using e-signature,
creating to-dos, having one-on-one coaching, and creating whiteboards. After you log in to Aviso AI,
from the left side menu, click Collaboration Workspace to open the Collaboration Workspace
screen.

Aviso AI lets you have virtual meetings with your prospects and team members from the inbuilt meeting

platform and third-party meeting platforms that you use in your organization.

CI Dashboard

The Conversational Intelligence Dashboard is a comprehensive and intuitive interface that provides
real-time actionable insights and analytics into sales conversations. It enables the sales teams to
track buyer interest, leverage AI-generated recommendations for the next best actions, identify
coaching opportunities, and analyze call volume and duration. The dashboard also offers an
integrated workflow feature, allowing the sales teams to deep dive into specific accounts, deals, or
reps for a deeper understanding of the data. Additionally, high-value notifications and coaching
opportunities are presented on a per-rep basis.

Coaching Opportunities

The Coaching Opportunities card offers a list of AI-generated suggestions tailored to enhance the
performance of sales representatives. These suggestions help identify areas for improvement and
offer coaching guidance to improve selling skills and achieve better outcomes.

Collaborate digitally with team members and prospects
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Buyer Score

The Buyer Score card indicates the prospective buyer's level of interest and potential purchase
intent. It combines engagement, competitor, next step, and sentiment scores using a predefined
formula to generate a single score. The score is then categorized into three buckets: Good, Average,
and Poor. This score provides insights into prospect's interest levels, which guides sales efforts
toward more promising leads.

Call Duration

The Call Duration card offers a drill-down view of the number of meetings, filtered by deals, accounts,
and sales representatives. It presents call duration data in terms of count, enabling users to
understand the distribution of meeting durations across various parameters.

Call Volume

The Call Volume card provides a drill-down view of the time spent in meetings, filtered by deals,
accounts, and sales representatives. It presents call volume data in terms of hours, allowing users to
analyze the distribution of meeting times across different parameters.

Upcoming meetings

The Upcoming Meetings section on the right hand side lists all the scheduled upcoming meetings and
lets you join the meeting from the dashboard.
The following filter criteria let you narrow down the search results and view sales conversational data
for a particular user, team, or deal with respect to a month, last quarter, or previous quarter. You can
use the Save As New View to create a view with certain filter criteria that you frequently use.

External meetings made outside of Aviso platform

For any reason, if you can't schedule a meeting from Aviso Collaboration workspace, you can use
Aviso Notetaker to import recordings of the external meetings or upload a recording of the meeting to
the Aviso Collaboration workspace to utilize the conversational intelligence features and get actionable

meeting insights. 
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When using Aviso Notetaker to record an external meeting, or uploading a meeting recording, Aviso platform

reads the following information to identify the account participated in the meeting and tags the meeting to the

respective deal room or account room:

After identifying a prospect, if there is a deal associated with it in the current quarter, the meeting is tagged to

the deal room created for the deal. If there is no deal in the current quarter but there were deals in the previous

quarter, there is an existing account of the prospect in Aviso platform. In this case, the meeting is tagged to

the account associated with the prospect. Later, if there is a deal for this account and if you want, you can

move the meeting from the account room to the deal room.

Meeting subject or description - While scheduling a meeting, use the Deal ID in the subject or
description. You can find the deal ID from your CRM.
Domain of the external participants - Notetaker reads the domain of the external participants
and tags the meeting to the respective deal rooms.
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To have virtual meetings and use all the features available in the collaboration workspace such as
deep dive into a meeting using Aviso CI (Conversational Intelligence) metrics, evaluate your prospect's

emotions and intent through smart transcripts, share files, use e-signature, create to-dos, coach your reps,

and create whiteboards, you must create a digital war room. Aviso AI lets you create the following digital

war rooms:
Deals room You can create a Deal room from Deals screen. You can access an

existing Deal room from both the Deals and Collaboration Workspace
screens.

Forecast
room

You can create a Forecast room from Forecasts screen. You can access
an existing Forecast room from both the Forecasts and Collaboration
Workspace screens.

Collaboration
room

You can create and access Collaboration room from Collaboration
Workspace screen.

Coaching
room

You can create and access Coaching room from Collaboration
Workspace screen.

Perform the following steps to create a Digital WarRoom (Collaboration Room and Coaching Room):
1. Open Collaboration Workspace from the left menu bar.
2. On the right-hand side, click + Create Room.

A dialog box appears with options to choose Collaboration Room and Coaching Room.

3. Select the digital war room that you want to create.
Create Collaboration room or Create Coaching Room dialog box appears based on what you
selected in the last step.

4. If you are creating a Collaboration Room, enter a room name in the Room Name field and
add the participants in the Participants field. If you are creating a Coaching Room, add the
participants in the Participants field.

5. Click Review.
6. Review and Activate Room dialog box appears.

Activate Digital WarRoom to have virtual meetings and use
various conversational intelligence features

Note:

You can add only your immediate representatives or reporting members to the
Coaching Room.

Page: 107 of 420  

https://dochelp.aviso.com/v1/docs/use-a-dedicated-digital-collaboration-workspace-to-discuss-about-deals
https://dochelp.aviso.com/v1/docs/use-a-dedicated-digital-collaboration-workspace-to-discuss-about-forecast
https://dochelp.aviso.com/v1/docs/use-a-dedicated-digital-collaboration-workspace-to-have-any-sales-related-discussion
https://dochelp.aviso.com/v1/docs/use-a-dedicated-digital-collaboration-workspace-to-coach-your-sales-rep


7. Click Activate.

Digital WarRoom (Collaboration Room) is activated. You can make audio or video conferences, chat,
share files, pin important information to the group, and record the calls. You can find all the
recordings in the Recordings section beside the Digital WarRooms section. To know how to create a
SmartTranscription, see Evaluate your prospect’s emotions through a call.

Note:

You can create a Deal Room from the Deals screen and Forecast room from the Forecasts
screen only. However, you can access the existing Deal room and Forecast room from the
Collaboration Workspace too.
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Aviso AI lets you have virtual meetings with your prospects and team members from Aviso platform
itself, using the inbuilt meeting platform or any supported third-party meeting platforms that you use in your

organization. So you don’t have to use multiple applications and waste time, which you can utilize in

focusing on deals. To use a third-party meeting platform from Aviso, ensure that your admin has
integrated the meeting platform with Aviso AI.
1. From the Collaboration Workspace, click the Meet ( ) icon.
You can also call from a deal room or forecast room.
2. Click Meet Now or Schedule Meeting to make an instant call or schedule a meeting,
respectively.

The Meet Now or Schedule Meeting dialog box appears.

3.  Enter the meeting details and select a call type (meeting platform) to use for calling.
Currently, Aviso AI supports the following third-party meeting platforms:

Zoom
Microsoft Team
Google Meet
Webex
RingCentral

Have virtual meetings with your prospects and team
members

Note

You must validate your Zoom, Microsoft Teams, Webex, and RingCentral accounts
in Aviso to be able to use their meeting platforms with Aviso AI.

Note

After you schedule a call, you cannot change the call type.
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4. Click Start Meeting or Schedule to call or schedule a meeting.
If you are scheduling a meeting and your meeting is after one hour, the meeting option is inactive and
it turns active when the meeting is within one hour. If you schedule a meeting that is within an hour,
the meeting option is active from the beginning.

5. If you want to use real-time call guidance, select Start With RTC. If not, select Start.
If you want, you can also copy the meeting link by clicking on the (i) icon beside the meeting and use
it for joining the call.
If you select Start With RTC, the real-time call guidance widget appears and lets you launch the

meeting from the real-time call guidance widget .

6. Click Launch Meeting.
Aviso AI provides you with features to listen to call recordings and use various conversational
intelligence features to help you learn more about a conversation, which then prepares you for the
next call. Talk to your admin if you don’t see a supported meeting platform from the list of available
meeting platforms in Aviso AI.
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After Zoom is integrated with Aviso AI, before using Zoom from Aviso AI, every user must validate their
Zoom account.
Perform the following steps to validate your Zoom account from Aviso AI.
Prerequisites-

Ensure that Zoom is integrated with your Aviso instance.
Ensure that you have logged in to Zoom portal with the correct credentials.

Perform the following steps to validate Zoom account from Aviso AI.

1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.

2. Click Validate Zoom Account.
You are redirected to the Zoom account page. If you have not logged in to Zoom, you are
asked to log in to your Zoom account.

3. Log in to your Zoom account.

After you successfully log in to Zoom account, the following message appears:
{“msg”: “Your account is linked successfully to Aviso, please go back to Aviso to continue .”,

“success”: true}

Validate your Zoom account in Aviso

Important

If you use incorrect credentials to log in to Zoom portal and validate your Zoom, you can't
revert it later.
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After Microsoft Teams is integrated with Aviso AI, before using Microsoft Teams from Aviso AI, every
user must validate their Microsoft Teams account.
Perform the following steps to validate your Microsoft Teams account from Aviso AI.
Prerequisites-

Ensure that Microsoft Teams is integrated with your Aviso instance.
Ensure that you have logged in to Microsoft portal with the correct credentials.

Perform the following steps to validate Microsoft Teams from Aviso AI.

1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.

2. Click Validate Mteams Account.
You are redirected to the Microsoft account page. If you have not logged in to Microsoft, you
are asked to log in to your Microsoft account.

3. Log in to your Microsoft account.

After you successfully log in to Microsoft account, the following message appears:
{“msg”: “Your account is linked successfully to Aviso, please go back to Aviso to continue .”,

“success”: true}

Validate your Microsoft Teams account in Aviso

Important

If you use incorrect credentials to log in to Microsoft portal and validate your Microsoft
Teams, you can't revert it later.
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After webex is integrated with Aviso AI, every user must validate their webex account to use webex
from Aviso AI. Perform the following steps to validate your webex account from Aviso AI.

Prerequisites

Ensure that webex is integrated with your Aviso instance.
Ensure that you have logged in to webex with the correct credentials.

Perform the following steps to validate webex from Aviso AI.
1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.
2. From the available call types, select webex.

3. Click Validate Webex Account .
Webex account page appears. If you have not logged in to webex, you are asked to log in to
your webex account.

4. Log in to your webex account.
After you successfully log in to Webex account, the following message appears:
{"success": true, "msg": "Your account is linked successfully to Aviso, Please go back to

Aviso to continue."}

Validate your webex account in Aviso

Important

If you use incorrect credentials to log in to Webex and validate your Webex Account, you can't
revert it later.
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After RingCentral is integrated with Aviso AI, before using RingCentral from Aviso AI, every user must
validate their RingCentral account.
Perform the following steps to validate your RingCentral account from Aviso AI.
Prerequisites-

Ensure that RingCentral is integrated with your Aviso instance.
Ensure that you have logged in to the RingCentral portal with the correct credentials.


Perform the following steps to validate Microsoft Teams from Aviso AI.

1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.

2. Click Validate RingCentral Account.
You are redirected to the RingCentral account page. If you have not logged in to RingCentral,
you are asked to log in to your RingCentral account.

3. Log in to your RingCentral account.
After you successfully log in to RingCentral account, the following message appears:
{“msg”: “Your account is linked successfully to Aviso, please go back to Aviso to continue .”,

“success”: true}

Validate your RingCentral account in Aviso

Your title goes here

If you use incorrect credentials to log in to RingCentral portal and validate your
RingCentral, you can't revert it later.
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Use Deal Room for any specific deal related discussion. Deal room has all the Conversational
Intelligence features that let you effectively understand your prospect’s emotions and track all the

meetings. You can recognize a Deal Room by the deal ( ) icon in the Collaboration Workspace
screen.
If there is no Deal Room inside a particular deal under the Deal Room tab, you can activate a Deal
Room manually. Perform the following steps to activate a Deal Room:

1. Click Activate Deal Room.
Activate Deal Room dialog box appears.

2. Enter the names or email IDs of participants you want to add to the Deal Room in the
Participants field.

3. Click Review.
Review Deal Room details dialog box appears and shows the name of the Deal Room and the
participants you have added.

4. (Optional) Add an invitation message in the Add Invitation Message field.
5. Click Activate.

Deal Room is activated.

Use a dedicated digital collaboration workspace to discuss
about deals

Note:

You can create a Deal Room from the Deals screen only. However, you can view an existing
Deal Room from Collaboration Workspace.

Note:

When you open a Deal Room from Deals screen, except SmartTranscription, the other Digital
WarRoom features (Talk Ratio, Question Rate, and so on) don't appear. To use these features,
open the Deal Room from Collaboration Workspace.
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The Collaboration WarRoom screen lets you create Collaboration Room to have any business
discussion and use all the Conversational Intelligence features that let you effectively understand
your prospect’s emotions and track all the meetings. You can recognize a collaboration room by the

collaboration ( ) icon in the Collaboration Workspace screen. To know how to create a
Collaboration room, see Collaborate digitally with team members and prospects.

Use a dedicated digital collaboration workspace to have any
sales related discussion
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The Collaboration WarRoom screen lets you create Coaching Room to coach your reps when
required. The Coaching room also has all the Conversational Intelligence features. To know how to
create a Coaching room, see Collaborate digitally with team members and prospects.

Use a dedicated digital collaboration workspace to coach
your sales rep
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Use Forecast Room for any specific deal forecast related discussion. Every Forecast room shows the
following information so that you don’t have to navigate to multiple screens and take informed
decisions.

Deals- Lists all the deals associated with the forecast and categorizes the deals into top open,
top contributing, at-risk, low priority, upside, and deals in focus deals.
Forecast- Lists all the points that contribute to Aviso AI Forecast and shows various important
sales data such as Quota, Most likely, Aviso Forecast, Booked, and so on.
Meetings- This section has all the Conversational Intelligence features that you can use to
deep dive into a conversation and understand your prospect’s emotions.

You can recognize a Forecast room by the forecast ( ) icon in the Collaboration Workspace
screen. If there is no Forecast room for a particular forecast, you can activate a Forecast room
manually.

Perform the following steps to activate a Forecast room:
1. Go to Forecast screen.
2. Click menu ( ) icon beside the forecast name in the NAME column.

If there is an existing Forecast room, the menu shows the option to view the forecast room. If
there is no Forecast room, the menu shows the option to create a Forecast room.

3. Click Activate Forecast Room.
Activate forecast room dialog box appears.

4. In the Forecast Room Name field, enter a name.
By default, it shows the name of the forecast.

5. In the Participants field, enter the names or email IDs of participants you want to add to the
Forecast room.

6. Click Review.
Review Forecast Room details dialog box appears and shows the name of the Forecast
Room and the participants you have added.

7. (Optional) Add an invitation message in the Add Invitation Message field.
8. Click Activate.

Deal Room is activated.

Use a dedicated digital collaboration workspace to discuss
about forecast

Page: 118 of 420  

https://dochelp.aviso.com/v1/docs/deep-dive-into-a-conversation-using-aviso-ais-conversational-intelligence


Note:

You can create a Forecast room from the Deals screen only. However, you can view an existing
Forecast room from Collaboration Workspace.
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The Collaboration Workspace lets you use the following AI powered functionalities.
Upcoming Meetings: The Upcoming Meetings section displays the meetings scheduled for
up to one week. The Collaboration Room helps the sales team plan meetings based on the
Upcoming Meetings list.
SmartTranscription: SmartTranscription transcribes audio and video with one click to quickly
review and summarize deal-level conversations. This conversation intelligence (CI) feature
analyzes text, speech, and sentiments to identify deal risks and give you the opportunity to act
proactively to mitigate them. To know more on how to SmartTranscription, see Process a
conversation through SmartTranscription.
Talk Ratio: Talk ratio is the percentage of time taken by a buyer to speak to a sales
representative. Collaboration Room provides this data in real-time to measure the
performance of the sales representative.

Question Rate: The question rate is the ratio of questions asked by buyer to a sales
representative.

Engaging Questions: Any question you ask while pitching is an engaging question if it
meets the following criteria:

buyer's response lasts for more than 30 seconds.
buyer responds with phrases such as "that is a great question" and "I am glad you
asked that“.
buyer requests confirmation of the response. They commonly end the conversation
with “I hope that helps” and “Let me know if that answers your question”.
Engaging questions can help you get valuable information about the buyer, for
example, you you can better understand their requirements and pain points.
Conversations with engaging questions have a higher chance of advancing to the next
stage.

Topics Duration: Topic duration is the average number of minutes spent on each topic
discussed in a sales forecasting meeting. It is an essential metric for measuring how long

Deep dive into a conversation using Aviso AI’s
conversational intelligence
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each topic takes to discuss and what topics should be prioritized according to your
importance.

Topics Timings: The total minutes spent on a call by the representative to buyer. Topic
Timings is the time it takes for the participant to discuss a topic.

Longest Monologue: Longest Monologue is the time spent by a team member on a single
topic without interruption by other team members. It also includes their total number of
minutes in the Collaboration Room during that topic.

Weekly Call Volume: Weekly call volume is the number of inbound and outbound calls
handled by a sales representative in a week. This statistic is calculated based on the total
number of calls received by or made to reps during the weekly time interval.

Weekly Call Duration: Weekly Call Duration is the average amount of time spent on calls by
a sales representative in a week. It can highlight which days are more productive and helps
with understanding where your team spends their time.

Total Call Volume: The total call volume is the number of inbound and outbound calls
handled by a sales representative. With Total Call Duration, you can get a full, accurate
picture of how much time is being spent on the phone at any given time.
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Total Call Duration: Total call duration is the total time spent by each member on a call. The
Total Call Duration refers to the number of calls that were placed within a certain timeframe.

Note:

When you open a Deal Room from Deals screen, except SmartTranscription, the other features
(Talk ratio, Question Rate, and so on) mentioned here don't appear. To use these features,
open the Deal Room from Collaboration Workspace.
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The Recordings tab in Collaboration Workspace shows all the recordings for which
SmartTranscriptions are available.

There is a filter in the Recordings tab. Choose any of the following options as required-
All recordings- As a Leader, by selecting All recordings, you can view recordings and transcriptions
of all the meetings. This view is configuration driven and can be enabled or disabled.
My team recordings- As a sales team leader, if you select My team recordings, you can view
recordings and transcriptions of all the meetings hosted by you and your team members.
My recordings- If you select My recordings, you can view all the recordings and transcriptions for
the meetings hosted by you.
Click a SmartTranscript to view details of the SmartTranscript. SmartTranscription is available in any

language to understand your prospect's emotions.
This feature is enabled or disabled during the organization setup process.

Listen to call recordings and view SmartTranscripts
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When speaking to any prospect, it's crucial to know their emotions as it mostly decides whether they
are going to close the deal or not. Aviso AI’s SmartTranscription feature helps you understand your
prospect’s emotions so you can realize where your deal stands and better prepare to close the deal
or save your time to utilize it with other priority deals. You can view the SmartTranscripts from a digital
warroom from which the call was made and also directly from the Recording tab.

Generate SmartTranscript

While having a call, ensure that the participant's video and the call recording are ON. SmartTranscript

for any call is generated in any language after the call is complete. You can also upload a recording of a call

and generate the SmartTranscript. Click a meeting from the inbox (any digital war room) to open the meeting

history on the right-hand side as shown in the following image.

1. Open the recording for which you want to see the SmartTranscript from the digital war room or

Recordings tab in the Collaboration Workspace.

2. Click SmartTranscript to generate the SmartTranscript. 

3. If you want to generate SmartTranscript of a meeting that you made from some other apps, click

Upload fi le  for SmartTranscription   to upload the recording.

After the SmartTranscript opens, it shows the following outputs:

Evaluate your prospect’s emotions from a meeting
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Summary: Aviso generated Auto-Summary of the meeting
Transcription- This section gives you speaker-wise transcription of the meeting. Click any
transcript to view the video conversation or listen to the audio conversation.
Aviso AI also categorizes the transcription based on its meaning and assigns a topic tag to it.
Every topic tag is one of the spoken words from the conversation. The following table lists
some of the categories such as Keywords, Themes, Intent, Objection, and so on. You may
notice that the Intent category has topic tags such as "purchasing", "awareness", and
"discovery", which means the intent of this particular conversation was to purchase, make
awareness, and discover the product. 
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Topics Description and examples

Keywords

The Keywords section shows all the keywords and the number of times used in the
conference. It helps you understand what was highlighted in the discussion.

Themes

Determine different themes that were discussed during the meeting.

Intent

Intent of the speakers with regards to the deal.

Objection Objection made by the speakers during the discussion.

Next S teps
(Save to
CRM)

See Aviso generated Next steps based on the transcription with the capability to
write them back to CRM.

Top
Positive
Aspects

Based on the emotion and keywords used in the conversation, Aviso AI
identifies the top positive aspects of the meeting to help you understand
what your prospect positively acknowledged.

Top
Negative
Aspects

Based on the emotion and keywords used in the conversation, Aviso AI
identifies the top negative aspects of the meeting to help you understand
what your prospect negatively acknowledged. You can address the negative
aspects in the upcoming activities, which will help you in closing the deal.

If you think an existing topic tag is less relevant and would be better to have another topic tag,
you can easily add a new topic tag and remove the existing tags. Click Tag on the right-hand
side of a transcription.

On the following dialog box, drag and drop the tags from the Untagged to Tagged box to add
a new one or from the Tagged to Untagged box to remove an existing one. Click Apply.
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Highlights- This section highlights the transcripts that you and other participants
bookmarked from the Transcription section. You can bookmark the important points that you
may refer to later.
Comments- You can add comments for yourself, specific team members, or all the team
members. You can also have a chat conversation using the Comment section.

While adding or replying to a comment, you can select the following options-
Specific People - Your comments will be visible to the team members you have added
here. You can add a single team member to a have one-on-one chat.
Public - Your comments will be visible to all the team members.

Only me -  Your comments will be visible to you only.
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View Sentiment Indicator to know your prospect's sentiment
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The Sentiment Indicator assigns sentiment scores for every meeting, which indicates whether the
sentiment of the speakers (buyer) was strongly positive, positive, neutral, negative, or strongly
negative. If there is no buyer in the meeting, it shows the seller's sentiment score. Hover over the Info
icon to see which score indicates which type of sentiment.

In a meeting, if both buyers and sellers are involved, Aviso AI identifies the participants from the
meeting invite and distinguishes them as buyers and sellers.
You can see the participants under Sellers and Buyers.

If a participant is wrongly identified, for example, if a seller is wrongly identified as a buyer, you can
manually change it to seller. Click the edit icon to open the dialog box, drag, and drop the participants
to place them in the correct group (buyer or seller). After you make some changes to buyers or
sellers, if you want to restore the default identification, you can click Restore to default on the same
dialog box.

For every statement, the statement indicator also assigns emojis to express the sentiment of the
speakers behind the statement.

Translate SmartTranscript into any language 

By default, the SmartTranscript is in English but you can translate it to any language. 

1.  Click the menu icon beside Transcription.

2. Click Translate to another language.
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Translate to another language dialog box pears.
3. From the Select language list, select the language into which you want to translate the

SmartTranscript.

4. Click Translate.
When the translation is complete, the selected language appears as tabs as shown in the
following image.

5. Click the language in which you want to see the SmartTranscript.
6. Click See Original to see the original SmartTranscript.

Share a recording and call transcription with others

You can share a recording and call transcription with your colleagues or anyone outside your
organization.

1.  On the SmartTranscript section, click Share.

If you want to embed the recording on any browser, click Embed call  to generate the video
embed link.

2.  Click Share call.
The Share call dialog box appears.
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3. In the Share With field, enter the email IDs of the external and internal participants with
whom you want to share the transcription.

4. In the Add a message field, enter any message you want to convey while sharing the
recording.

5. Set the number of days you want to keep the sharing link active. Move the button beside
Access to this call is valid for to the right. Select the number of days from the list.

6. You can share the call transcription along with the recording. Move the button beside Share
a snippet of the call  to the right.

7. You can share the entire video or a selected portion of the video. To crop the video, enter the
start time and end time in the START and END fields, respectively.

8. Click Share.
You can also get a link to share this recording and the transcription. Click Get Sharable Link
to get the link.
If the shared link expires and a recipient with whom you shared the link tries to open the
recording, an error message appears- The link share is expired. Please request to regenerate
the link to access the recording.

Page: 131 of 420  



Sales methodologies are essential frameworks that guide sales professionals through the complex
process of selling. Among these methodologies, MEDDPICC has gained popularity for its
effectiveness in B2B sales. However, ensuring consistent adherence to MEDDPICC poses
challenges for sales teams. Aviso’s Conversational Intelligence helps sales teams overcome
challenges by accurately tracking key elements of MEDDPICC during sales conversations.

Aviso’s Conversational Intelligence improves MEDDPICC adherence by accurately tracking these
elements through call transcripts and non-verbal cues, ensuring sales teams maintain alignment and
maximize effectiveness in sales conversations. Aviso seamlessly integrates MEDDPICC data
collection into sales conversations. Engineered to detect keywords, phrases, and non-verbal cues, it
ensures accurate tracking of key elements, promoting consistent adherence to MEDDPICC across
sales teams.

Open any meeting recording and click Sales Methodology to view your adherence to MEDDPICC.
Every field in MEDDPICC lets you write in case you want to make a manual correction. Click Save to
CRM to save this data to your CRM.
Here's how Aviso's Conversational Intelligence efficiently tracks each element of MEDDPICC:

Metrics: Identifies vital metrics and KPIs crucial to buyer success.
Economic Buyer: Pinpoints decision-makers based on economic impact.
Decision Criteria: Decodes factors pivotal to the buyer's choice.

MEDDPICC adherence with Aviso’s Conversational
Intelligence

MEDDPICC at a glance

MEDDPICC offers strategic prospecting, improved forecast accuracy, and increased win rates
by addressing the entire sales cycle comprehensively. MEDDPICC breaks down the sales
process into key components:
Metrics: Understanding the economic impact of your solution.
Economic Buyer: Identifying the main decision-maker.
Decision Criteria: Highlighting the factors influencing the buyer's decision.
Decision Process: Understanding how the buyer makes decisions.
Paper Process: Identifying the steps to finalize the deal.
Identify Pain: Recognizing the buyer's challenges.
Champion: Finding an advocate within the buyer's organization.
Competition: Understanding competitors in the deal.
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Decision Process: Grasps the buyer's decision-making stages.
Paper Process: Comprehends the buyer's internal purchase protocol.
Implications: Assesses broader impacts of the buyer's challenges.
Champion: Identifies staunch advocates within the buyer's organization.
Competition: Recognizes competitors in the buyer's consideration set.

Through call transcripts and non-verbal cues, Aviso's Conversational Intelligence ensures accurate
and consistent MEDDPICC data collection, enhancing sales effectiveness.
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SDRs interact with numerous prospects through calls as part of their daily tasks. At times, it becomes
essential to locate specific call details from a vast archive of past interactions. Aviso Global Search
simplifies this process by enabling users to pinpoint a desired call using various parameters such as
Call Participants, Account Name, Deal Name, specific Words or Phrases, Trackers, Call Title,
Opportunity Stage, Date, Call Duration, and additional criteria. You can use filters to add or reorder
and customize search criteria based on your preference.

After logging in to Aviso, you can see the Global Search Option at the top right

To search for a call, enter an associated search parameter such as call participants, account name,
specific words or phrases, trackers, call title, opportunity stage, date, call duration, and press Enter.
The Global Search page appears and lets you use filter to customize your search based on your
preference.

Effectively retrieve call details with Aviso Global Search

Note

While configuring this functionality, your admin can configure the search parameters and filters.
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Click your desired call to find the details such as recording, call summary, actionable insights,
highlights, metrics, buyer score, and so on. You can also use the bot to get AI-generated answers to
questions about the call.
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When you host a meeting through the Collaboration Workspace in Aviso AI, you can generate AI
based meeting summary, transcription and insights to deep dive into the call to understand the
buyer's intent, define course of actions to improve customer interactions and close more deals. If you
have a recording of a meeting that took place on any other meeting platform, you can upload the
recording to Collaboration Workspace and generate meeting transcription and insights. But you
cannot record a meeting in the following scenarios-

you receive a meeting invite from your prospects
your meeting platform subscription doesn't allow you to record or is disabled globally

In this scenario, use Aviso Notetaker to record the meeting and import the recording to Aviso
Collaboration Workspace without any manual intervention. After the recordings are stored in the
Collaboration Workspace, you can generate meeting transcription and insights similar to any other
meeting. Currently, Aviso AI supports using Notetaker with the following service providers:

Zoom
Google Meet
Microsoft Teams

What is Aviso Notetaker and how does it work?

Aviso Notetaker is basically a bot that joins your meeting as a participant and imports the meeting
recording to Aviso Collaborations Workspace. You have to either integrate Aviso Notetaker with your
calendar, or send or forward the meeting invite to the Aviso Notetaker at least 15 minutes before the
meeting starts. If you integrate with calendar, the Notetaker reads the meeting schedules and joins
automatically.

When using Aviso Notetaker to record an external meeting, The Notetaker reads the following
information to identify the account participated in the meeting and tags the meeting to the respective
deal room or account room:

Meeting subject or description - While scheduling a meeting, use the Deal ID in the subject or
description. You can find the deal ID from your CRM.
Domain of the external participants - Notetaker reads the domain of the external participants
and tags the meeting to the respective deal rooms.

Use Aviso Notetaker to import recordings of the external
meetings and generate meeting insights

Note

If your call service provider requires you to admit any external participants to the meeting, you
have to admit the Notetaker. If you didn’t admit the Notetaker for ten minutes from the start of the
meeting, the Notetaker leaves the meeting.

Note

If you have integrated the Notetaker with your calendar, and want to remove the Notetaker from
a meeting, you can remove the Notetaker from the list of participants. You can also remove it
from the list of participants to stop the recording while the call is in progress. The Notetaker
works like any other participants in the meeting. However, once you remove the Notetaker from
a meeting, it cannot join the same meeting again.
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After identifying an account, the meeting recording is tagged to the deal for which the meeting host is
the deal owner. If Aviso identifies multiple deals for a particular meeting recording and if the meeting
host is the deal owner of all the deals, the meeting recording is tagged to all the deals.
If it could not identify any deal, or if there is no external participant in the meeting, the meeting
recording is tagged to your inbox. Later, you can move the meeting recording from your inbox to any
deal room as required.
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Your IT administrator can register the Aviso application and enable the application access to the
calendar APIs. Then perform the following one-time settings.
(If you use Google Meet or Microsoft Teams, and if Aviso Conversational Intelligence platform is
already configured to access recordings from these meeting service providers, the IT administrator
does not need to configure anything. In that case, you can perform the following one-time settings
and enable the Aviso Notetaker.)

1. Log in to Aviso AI and open Collaboration Workspace.
2. On the top, right-hand side, click Connect Google Calendar or Connect Outlook

Calendar, based on which calendar service provider you use.

You will be redirected to a Sign in page.
3. Sign in with your calendar account.

A dialog box appears and asks if you want to give Aviso with access to your calendar.

4. Click Allow.
A confirmation message appears on your browser- Your calendar account is successfully
linked with Aviso.

Integrate Aviso Notetaker with your calendar
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Calendar integration is the preferred approach to enable the Aviso Notetaker, but if you want to
enable the Notetaker explicitly for some specific meetings, you can use this way.
To invite Aviso Notetaker to a meeting, send or forward the meeting invite to .notetaker@aviso.com.
For example, if you work for XYZ company, the email ID should be xyz.notetaker@aviso.com.

Add Aviso Notetaker to a live call

Aviso lets you add the Notetaker to a live call. If you haven't added Aviso Notetaker using any of the
ways mentioned above, you can still add it when the call is going on by using the meeting link. 

1. Go to Aviso Collaboration Workspace.

2. Click Add Notetaker To Live Call.
The Add Notetaker to Live call dialog box appears.

3. Enter the meeting link in the Enter meeting link field.
4. Click Enter meeting link.

The Notetaker joins the live call.

Invite Aviso Notetaker to a meeting
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While you are on a sales call, your sales pitch and responses to your prospect's queries decide
whether you will close a deal or not. To make your interaction effective, you must memorize all the
detailed information (price details, features, competitors details, and so on) or keep shuffling through
many resources to find the required information. You also need to make a checklist of breakthrough
points and keep track of them while on the call. These processes are inefficient and also distract you
from focusing on selling and handling objections. Equip yourself with Aviso real-time call guidance to
let Aviso show you preconfigured checklist, recommended responses, key information related to the
deal that are specific to each stage so you can focus more on selling your products or services.
Currently, Real-time call guidance is supported on Zoom calls only.

Configure Checklist and Recommended response

Configure the checklist and recommended responses to the Real-time call guidance for any stage of
a deal by performing the following steps.

1. Go to the Admin screen in Aviso AI and open CI Configuration tab.
The CI Configuration tab opens as shown in the following image.

2. In the Checklist section, click Add Checklist to add a new checklist.
Create Checklist dialog box appears.

Make effective customer interactions with real-time call
guidance

Important

You can use Real-time call guidance only when you join a meeting through Deal room.

Note

A sales leader can configure the required checklist and recommended responses, or sales reps
can do it for themselves based on the initial configuration made while activating the functionality.
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3. In the Checklist Name field, enter a name of your choice. For example, you may enter a
name that is a combination of the deal name and stage.

4. Under Checklist Items, write down the first item you want to keep in the checklist.
Press the Enter key on your keyboard to create more items.

5. From the Activate when the Deal Stage is list, select the stage in which you want to
activate the checklist.
For example, if you select Negotiating, the checklist appears when you make a call and the

deal is in Negotiating stage.
6. Click Create.

The newly created checklist appears under Checklist on the CI Configuration screen.
7. In the Recommended Responses section, click Add New to add a new recommended

response.
Create Recommended Responses dialog box appears.

8. In the When someone says field, enter the keyword for which you want to create the
recommended response.

9. Under We suggest the response, enter the responses you recommend for the keyword you
mentioned in the last step.
Press the Enter key on your keyboard to create multiple responses.

10. From the Activate when the Deal Stage is list, select the stage in which you want to
activate the Recommended Response.

11. Click Create.
The newly created Recommended responses section appears under Recommended
Responses on the CI Configuration screen.

Add Real-time call guidance to your meeting with your prospect

1. Activate a deal room in the deal for which you want to have meeting with your prospects.
Ignore this step if you have already created a Deal room for this deal.
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2. Go to the deal room and schedule a meeting.
3. Under the Upcoming Meetings, click START  beside the scheduled call.

4. Click Start with RTC.
When the meeting starts, the Real-time call guidance screen also appears, and Aviso
Notetaker bot joins your meeting as a participant to facilitate the Real-time call guidance. The
following image shows Real-time call guidance screen.

Engagement tab in Real-time call guidance

The Engagement tab has Checklist and Recommended responses sections-
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The Checklist section shows all the must-mention points and questions as you (reps or sales leader)
configured before. During the conversation, when a participant mentions any keyword that is same as
or semantically same as the items mentioned in the Checklist section, the mentioned points are tick
marked. So you can refer to the checklist and don't have to take care of the checklist manually.
Recommended responses are pre-configured with multiple keywords or phrases to help you with
required clues during the call in real time. When any participant in the call mentions a specific
keyword or phrases that matches with the pre-configured keywords or phrases, the recommended
responses appear with the keyword to help you structure the response or set the direction of the call.
There is no restriction on the number of recommended response which can be configured and
displayed during the call. In the above configuration, when the prospect talks about "competition," all
the recommended responses configured for the keyword "competition" appeared.

Details tab in the Real-time call guidance

The Details tab has the following critical information about the deal and next steps so you can easily
refer when you need during the customer call.

WinScore
Engagement grade
SFDC amount
Close date
Category
Stage
In forecast

Transcription tab in the Real-time call guidance

The Transcription tab transcribes all the conversations in real-time. You can look for any keywords
used while the call is in progress.
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Executive Dashboard lets you add those reports from the Report screen that you use frequently
together and have a consolidated view of such reports from one place within your hierarchy. You can
easily create a dashboard from the Reports screen and save it for future use. You can create multiple
dashboards and modify them when you want. Here is an example of an Executive Dashboard where

PIPELINE MOVEMENT, CURRENT QTR PROGRESSION, WIN AND LOSS, and EARLY SIGNAL
CHURN reports are added.

Create an Executive Dashboard

You can create an Executive Dashboard from the Reports screen. After you create the Executive

Dashboard, you can view the dashboard from the Executive Dashboard screen.

1. Go to Reports screen.

2. Open the first report that you want to add to the Executive Dashboard.

3. After the report appears, click Add to Dashboard.

Select Dashboard To Pin Report dialog box appears. If you have created Executive Dashboard

before, the existing dashboards appear in the dialog box. 

4. If you are creating Executive Dashboard for the first time, click + Create New Dashboard.
If you want to add the report to the existing dashboard, select any existing dashboard to add the

report to it.

Create customized Dashboards with reports that you use
often
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After you clicked + Create New Dashboard, then Dashboard Name field appears.
5. Enter a name of your choice in the Dashboard Name field and click Save.
The name of the newly created Dashboard appears in the dialog box.
6. Select the name of the dashboard (existing or new, where you want to add the report).
7. Click Save.
8. On the report screen, click Apply .

9. Go to Executive Dashboard screen.
10. From the left-hand side top, click the name of your dashboard to open.

11. Click the setting icon beside the list of dashboards to set a report as default,
duplicate, or delete.

You can choose from two types of view options to see the reports in your dashboard.
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In the fast-paced world of business, staying well-informed is essential for the success of Go-To-
Market (GTM) teams. Earning Call Analysis helps GTM professionals gain a competitive edge by
leveraging the advanced Retrieval Augment Generation (RAG) framework to transform the way
companies analyze earnings call transcripts. GTM teams can get the following benefits from earning
Call Analysis.

Comprehensive Insights:  GTM teams gain nuanced understanding of a company's
financial health and strategic direction.
Time Efficiency: Automation saves valuable time, allowing professionals to focus on
strategic tasks and customer interactions.
Data-Driven Conversations: Armed with accurate insights, GTM teams engage in informed
discussions with customers, enhancing partnerships and addressing concerns.
Competitive Advantage:  Staying ahead in business requires staying informed, and this
feature provides the latest insights for a competitive edge.

How to use Earning Call Analysis 

1. After you log in to Aviso, click on the interactive assistant (Aviso Logo) and then Earnings
Call Analysis .

The Earning Call Analysis screen appears.

2. In the search box, enter the name or the ticker symbol of the company for which you want to

have the earning call transcript.
A ticker is a symbol, a unique combination of letters and numbers that represent a particular

Make your earning calls affective with Aviso's Earning Call
Analysis
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stock or security listed on an exchange.
The list of available companies appears below the search box. The following spreadsheet has
the list of supported companies for earning call transcripts. 

Earnings Call Companies.xlsx

3. Select the company.

The Earning Call Analysis shows the following three sample questions to start with.

4. Start any questions or type a question about the selected company in the query box to get comprehensive

insights.
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Evaluate your sales reps' performance to avoid any low performance affecting your sales and perform
better in a sales quarter. Aviso AI lets you evaluate your rep’s performance in the following ways:

View high and low performs-
The leaderboard section in the Dashboard screen shows low and high performers in a
quarter. For every rep in the low performers and high performers board, it shows the numbers
of deals closed and the amount associated with the closed deals. Click menu ( ) icon
beside the rep to view the deals that the rep is working on and join the coaching room if
required.

View performance reports-
The Reports screen lets you download various Rep activity-related reports that show what

does your team’s performance looks like for the deals closing in a quarter.

View your sales reps’ performance

Page: 148 of 420  

https://dochelp.aviso.com/v1/docs/use-a-dedicated-digital-collaboration-workspace-to-coach-your-sales-rep
https://dochelp.aviso.com/v1/docs/download-various-reports-available-with-aviso-ai-that-can-leverage-to-run-your-business-better


Whether you are at your workstation or away from the workstation, sometimes being updated on your
sales figure and taking required actions are important. Aviso lets you use the Aviso platform from

wherever you are, using the Aviso mobile app. To log in to Aviso mobile app, ensure that you have

access to the Aviso platform. The same credentials work for both the Aviso browser version and the
mobile app version.
Aviso mobile app is available in Google Play Store (Android version) and The App Store (iPhone OS
version). Install the Aviso app (Aviso AI) from the app store and log in using your Aviso credentials to
use the Aviso features on your mobile phone or tablet.

Install the Aviso mobile app on your device by following these instructions:
1. Go to Google Play Store or Apple App Store on your Android or iOS device.
2. Search and install Aviso AI app on your mobile.
3. After installing the app, tap Next button to learn more about Aviso's features, or tap Skip to

skip all the learning instructions.
4. Click LET’S FORECAST and enter your Aviso credentials to start using the Aviso AI mobile

functionalities.
After you log in, the Dashboard screen appears. From the Dashboard screen, you can
navigate to the Deals, Forecast, WarRooms, and Menu (More) screens by tapping the icons
at the bottom of the screen.

Use Aviso Mobile app on the go

Note

The Aviso mobile app has some features of the Aviso platform, and Aviso is working on bringing
in the other features.

Note

Aviso lets you opt for all the capabilities (modules) or some selected capabilities. For example,
your organization may have opted for only the Forecast module or the Conversational
Intelligence module. Like the browser version, the Aviso mobile app also shows the modules
your organization has opted for.
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View notifications through Aviso mobile app

Aviso AI notifies you of various sales events to educate or alert you on certain sales discrepancies.
Tap the notification icon on the top of the Dashboard, Deals, or Forecast screen in the Aviso mobile
app to open the Notification screen and view the notifications.

Use hierarchy and filter to view  specific opportunities

On the Aviso mobile Dashboard, tap Sales Team to various hierarchies based on your sales team
and choose the correct hierarchy. As a sales rep, you can view the opportunities assigned to you. As
a sales leader, you can view opportunities accessible at your level.
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Click the filter icon to select from the available opportunity types such as New, Upsell, Renewal, and
so on, and view the associated opportunities.
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The Dashboard screen in Aviso mobile app gives you a consolidated view of where your business
stands and actionable insights with respect to sales forecasts, deals, and pipelines in a given quarter.
After you log in, the Dashboard screen appears. From the Dashboard screen, you can navigate to the Deals,

Forecast, WarRooms, and Menu (More) screens by tapping the icons at the bottom of the screen.

The Dashboard page shows the following:

View Opportunity Map to evaluate upside deals and deals associated with
risk

When sales reps work with multiple deals, sometimes it's difficult to decide which deals require more
attention and what can be parked for the next quarter. Wrong sales decisions can also affect your
quota attainment in the current quarter. The Opportunity Map (Deals map) in Aviso AI drills down into
all the deals and categorizes them with the risk, priority, and forecast levels involved to help you take
the correct decision and achieve your quota in advance.

As shown in the image, the Opportunity Map has four quadrants separated by deals in forecast and
not in forecast. 

At-risk deals: The first quadrant shows all the deals you or your team included in the forecast
but are identified by the AI to be at risk. These are the deals you expected to close in the
current quarter but as AI has learned from the deals movement, these deals have fewer
chances of closing in the current quarter.
Deals in focus: The second quadrant shows all the deals you or your team included in the
forecast and are in Commit stage. Aviso AI also predicts that there are good chances of
closing these deals in the current quarter and hence these deals deserve to be focused the
most.
Upside deals: The third quadrant shows all the deals you didn't include in the forecast but
analyzing the deals movement, Aviso AI predicts that there are good chances of these deals
closing in the current quarter. You may evaluate and include these deals in forecast, which
might compensate for the vacant created by the deals that are at risk.
Low priority: The fourth quadrant shows all the deals you didn't include in the forecast and
Aviso AI also predicts that there is significantly less possibility of closing these deals in the
current quarter. These deals should be the least focused to better utilize your time with the
deals with better possibilities of closing in the current quarter.

Click any quadrant to see the associated deals. You can use the following filters to view deals more
specific to deal categories, amount or count, and type of deals (new or renewal).

Stay on top of your business at any point in time during a
quarter using Aviso mobile app
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Learn about the current-quarter sale and compare it with the AI forecasts
using Aviso mobile app

This section gives you visibility into sales performance in the current quarter. The graphical
representation has AI forecast value, AI expected value, and booked value to compare the gaps
among what is achieved, what was expected, and what AI forecasted to evaluate your sales

performance at any point in current quarter. 

The following graphs show forecast to plan, and sales booked to plan values for specific sales groups. A box

below each graph shows if the booked value at any given point in time is sufficient to achieve the
forecast. It shows in green and red color to indicate whether you have achieved the expected sale or
not respectively.
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After you log in to the Aviso mobile app, tap the Deal icon from the bottom to open the Deals screen.
It shows all the active deals in the current quarter accessible at your level.

Aviso mobile app lets you use filters and search options to find specific deals based on deals stages,
risk associated, Aviso Win score, region, amount, category, close date, and so on, so you can easily
find the required deals when you need them. Use the following options on the Deals screen in the
Aviso mobile app to view a specific deal

Search option - enter the deal name or deal ID used in the CRM to find a particular deal.
Query - use queries such as deals that are in commit state, deals already owned, deals put in
forecast, split deals, all deals, lost deals, deals from various regions, and many other
available search criteria. 
Sort by - use the sort by filter option to sort the result by amount, Aviso Winscore, Close date,
opportunity name, and category.
Group by - use the group by filter option to group the deals by owner, category, and stage.

View your active deals in the current quarter using Aviso
mobile app
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Deep dive into a deal using Aviso mobile app

From the list of deals on the Deals screen, tap on any deal to learn the key details of the deal. As
shown in the following image, it shows whether a deal is in forecast or not, name, date of creation,
amount, close date of the deal, and if there is any progress toward closing the deal. If there are any
positive deal movements that would contribute to closing the deal, it shows an upward arrow in green
color. The negative deal movements are accompanied by a downward arrow in red color. Click the
star icon if you want to mark the deal as favorite. You can use the Query option as explained above to
view all the deals marked as favorite.

Click the arrow icon against a deal to have a bird eye view and actionable insights into the deal, which

can help you take corrective actions to close the deal. The deal details screen appears and it has three tabs

as follows:

DETAILS
It has CRM details section that shows all the data from CRM and lets you write back to CRM.

DEAL INSIGHTS
It has useful deal insights such as Win Score Insights, Booking Timeline, Owner Insights,

and Engagement Explanation.

ACTIVITIES
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Sales forecast is a must and pivotal component of any business as it drives sales deployment,
financial planning, operations planning, and marketing planning. It must be as accurate as possible to
help you make the right decisions. A human-generated sales forecast can have errors and might not
be highly accurate. Aviso AI uses AI and ML to give you sales forecast with more than 98 percent
accuracy. After you log in to Aviso mobile app, from the bottom menu bar, tap Forecasts  to open Forecasts

screen. 

Tap the Eye icon against the Aviso Forecast to open Aviso AI Forecast Explanation. The Forecast
Explanation helps you decode the Aviso Forecast, which is derived from various factors such as
deals from this quarter, early-stage deals, pull-in deals, and so on.

View sales forecast for a quarter using Aviso mobile app
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The Forecasts screen shows sales forecast for deal level with individual and rollup values. Click each
category to expand and view the forecast value or set your sales plan. The PLAN category lets you
set your sales quota for a quarter. The COMMIT and BEST CASE categories let you update or rollup
the commit and best case amount respectively. Tap Group on the top to select a quarter or group to
narrow down the search results.
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Aviso mobile app lets you collaborate digitally with team members and prospects, and use various
useful conversational intelligence features. These conversational intelligence features help you deep

dive into conversations and get actionable insights. You can create separate WarRoom for different
purposes such as meeting with a prospect, coaching a sales rep, discussing forecast, and any
general sales-related discussions. 

Use WarRooms for specific purposes from Aviso mobile app
After you log in to the Aviso mobile app, tap the WarRooms icon from the bottom to open the WarRooms

screen. You can create a Collaboration Room and Coaching Room, View and access all the WarRooms, view

all the recordings and meeting transcriptions, and deep dive into conversations using various conversational

intelligence features. Currently, Aviso mobile app lets you create and access the following WarRooms:

Deals room - You can activate a deal room for a particular deal from the Deal details screen. However, you

can access all the existing deal room that you are part of from the WarRooms. Deals room lets you schedule

meetings with buyers of the deal.

Forecast room - You can activate a forecast room for a particular forecast from the Forecast screen.

However, you can access all the existing forecast room that you are part of from the WarRooms. 

Coaching room - You can activate a coaching room to coach your reps digitally from the WarRoom. You can

activate coaching rooms for reps who are under your hierarchy.

Collaboration room - You can activate a collaboration room for any general sales-related discussions

from the WarRoom.

Create a WarRoom from Aviso mobile app

You can create a Deal room for a particular deal from the deal detail screen. You can create a
Forecast room for a particular deal from the Forecast screen. You can create a Coaching room or

Collaboration room from the WarRoom.

Create a Deal room from Aviso mobile app
You can create a Deal room for a particular deal from the deal detail screen. However, after a deal room is

created, you can access the deal room from the Deals screen and also the WarRooms screen.

1. Go to the Deals room and tap a deal to open the details of the deal.
2. On the top, tap on the Deals room (shake-hand) icon.

Collaborate digitally with team members and prospects
using Aviso mobile app

Note

You can create Deal rooms only for the deals assigned to you.
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The Activate Deal room pop up appears.

3. Tap on Activate Deal room.
The Activate deal room screen appears and lets you add the participants.

4. In the Participants field, enter your participants.

5. Tap Review.
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6. Tap Activate.

Your deal room is activated. You can schedule a meeting, start an instant meeting, join a
meeting, share files, and do many activities in a deal room.

Create a Forecast room from Aviso mobile app
You can create a Forecast room from the Forecast screen. However, after a Forecast room is created, you

can access the Forecast room from the Forecast screen and also the WarRooms screen.

1. Go to the Forecast screen and tap on the Menu icon on the top.

2. To start a forecast meeting, tap Start Forecast Call.
The Meet Now screen appears.
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If there are existing forecast meetings, you can view those by tapping View Forecast Room.
3. In the Participants field, enter the email IDs of the participants.
4. Tap Start Meeting.

Your Forecast room is activated. You can schedule a meeting, start an instant meeting, join a meeting,

share files, and do many activities in a Forecast room.

Create a Coaching room or Collaboration room from Aviso mobile app

You can create a Coaching room and Collaboration room from the WarRooms screen. 
1. Go to WarRooms and tap Create.
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2. Tap Collaboration Room or Coaching Room to create a Collaboration room or Coaching

room respectively.
Based on what you selected, different forms appear.

3. To create a Collaboration room, enter the room name and participants in the Room Name
and Participant fields.

4. Tap Review.
5. Tap Activate.

Your coaching room or collaboration room is created. You can schedule a meeting, start an

instant meeting, join a meeting, share files, and do many activities in a Collaboration room and

Coaching room. 
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Whether it's a virtual or in-person meeting with prospects, Aviso lets you record the meeting and use
all the features available in the collaboration workspace such as deep dive into a meeting using Aviso
CI (Conversational Intelligence) metrics, evaluate your prospect's emotions and intent through smart
transcripts. As Aviso mobile keeps your meeting notes and the key points from the meeting, it allows
you to focus more on the meeting and drive it to closer. When you are meeting a prospect in person,
you can use the Aviso mobile app and record the meeting with the prospect's consent. If required, you
can trim a portion of the video and save only what you want to save. You can save the meeting
recording in the deal room associated with the deal.

When you are in an in-person meeting and want to record the meeting, perform the following steps to
record the meeting.

1. Open your Aviso mobile app and go to Menu icon > In-person.

The In-person meeting screen appears and shows all the in-person meeting recordings
recorded previously.

Record in-person meetings using Aviso mobile app and
generate actionable insights

Note

If there is no deal room created for a deal and you are recording an in-person meeting for the
deal, a deal room will be created by default to save the recording.
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2. Tap on the record icon and select

The Disclaimer Notice screen appears to take consent from the meeting participants before
starting the meeting.

3. Read out the disclaimer and take consent from the participants before recording. Upon their
consent, tap CONTINUE.
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The Recording Notice screen appears to take consent from the meeting participants before starting

the meeting. 

4. Read out the Recording Notice and take consent from the participants before recording. Upon

their consent, tap CONTINUE
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The Recording screen appears.
5. Tap on the recording icon to start recording.

You can tap on the Pause and Cancel icons to pause and cancel the recording respectively
anytime while the recording is in progress.

6. Tap on the Save icon to stop and save the recording.

The Save Recording screen appears.
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The Save Recording screen lets youplay the recording before you save, trim the recording to

remove any unwanted portion of the recording, store the recording in a deal room, and save
by performing the following steps.

a. Tap on the play icon to play the recording before you save.
b. Tap on the trim icon and move the recording selectors (trim icons) at both ends to save

a selected portion of the recording. It helps you remove the unwanted portion of the
recording.
Alternatively, you can also enter the start time and end time of the recording to save.

c. Enter a name in the Name field.
d. From the Select Deal list, search and select the associated deal.
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e. (Optional) Enter a description of the recording in the Description field.
f. Tap Save. 

Your recording is saved in the associated Deal room. You can access this recording from the Deal
room or In-person meeting screen.
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Aviso lets you access your office email using Aviso mobile app. While you use Aviso mobile app to be
on top of your sales, you can access your office email too using the same app, and you don't have to
use multiple apps. The mailbox syncs with your office email in real time.

If you are using mailbox in Aviso mobile app for the first time, first you have to connect your Aviso mobile app

to your office email. After you log in to your Aviso mobile app, tap on the More icon at the bottom and

then tap on Mailbox. 

You will be prompted to a Google authentication page. Enter the credentials of your office email.

Access your office email from Aviso mobile app

Note

Currently, the Aviso Mobile app supports only Gmail. If your organization uses Gmail services,
you can sync and access your office email from Aviso mobile app.

Note

With the current capabilities, you can view all the email in your inbox and send a new email, but
you can't reply to any email.
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You will receive an email confirmation. After this, the Aviso mobile app starts syncing with your office

email. 

Log email to CRM from Aviso mobile app

The Aviso mobile app lets you log email from your inbox to CRM. For example, if you want to log an
email communication with a contact to CRM, you can do so easily from the Inbox in Aviso mobile app.
Before logging an email to CRM, ensure that you have access to your office email from Aviso mobile
app as mentioned in the preceding section. Perform the following steps to log email to CRM.

1. Open your Aviso mobile app and go to Menu icon > Mailbox.
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 Your office email inbox opens in the Aviso mobile app.
2. Drag the email you want to log to CRM toward the left-hand side.
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You can see Log and Trash options.
3. Tap on Log.

The Log screen appears and lets you select the contact in which you want to log the email.
 In this content, a screenshot of Aviso mobile app connected to Salesforce is used. However, you can log

the email to your respective CRMs.
4. Tap on Select Contact beside Name and after your list of contacts appears, select the

contact.
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5. Tap on Select User beside Assigned To and after your list of users appears, select a user.
6. Select the due date, priority, and status from the respective fields and tap on the Save icon on

top to log the selected email to CRM.
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Aviso lets you access your CRM calendar using Aviso mobile app. It helps you stay updated on when
you have a task or event scheduled on your CRM calendar while you are on the go and not miss any
important task or event. You can also create tasks and events from Aviso mobile app, which will be
reflected on your CRM calendar. The Aviso mobile app syncs with your CRM calendar in real-time.

After you log in to your Aviso mobile app, tap on the More icon at the bottom and then tap on
Calendar. 

To create a task or event from Aviso mobile app, tap on the Create icon on the top. 

Access your CRM calendar from Aviso mobile app

Note

If you don't have access to any CRM, after you open Calendar in the Aviso mobile
app, the following message appears: "Requested user is not present in crm".
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After you tap on Add Task or Add Event, the respective form opens.
Fill in the form to create a task or event, and tap on the Tick icon.

Your task or event is created, and it will be reflected on the CRM too.
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Aviso lets you access your CRM contacts using Aviso mobile app. You can modify an existing contact
and create a new contact from Aviso mobile app while you are on the go. It helps you stay updated of
all the contacts, which is one of the keys to close more deals. The Aviso mobile app syncs with your
CRM contacts in real-time.

After you log in to your Aviso mobile app, tap on the More icon at the bottom and then tap on
Contacts. 

Tap on a particular contact to make any changes to it. Tap on the Create icon on the top to create a
new contact.

Access your CRM contacts from Aviso mobile app
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Sales reports are essential tools for businesses as they provide valuable and actionable insights into
sales. They enable informed decision-making by offering data-driven clarity on what's working and
what needs improvement. These reports facilitate goal setting, strategic planning, and resource
allocation while also empowering businesses to adapt to changing market conditions and enhance
overall efficiency. Aviso lets you view the sales reports in the Aviso mobile app.
After you log in to Aviso mobile app, tap on the Menu icon and then tap on Reports. Tap on any
report to open.

You can view the following reports:

Pipeline Projection report

The Pipeline Projection report is a powerful tool that provides you with a comprehensive
understanding of your sales conversion rates, allowing you to gauge your performance in relation to
the same period in the previous quarter. This report equips you with the insights necessary to refine
your strategies and make data-driven decisions. Tap on the red “i” icon to view Aviso AI Forecast
Explanation.

View sales reports from Aviso mobile app
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Win and Loss report
The Win and Loss report is a pivotal component designed to provide you with a comprehensive
analysis of your sales outcomes. This insightful report empowers you to understand your deal
conversions, track opportunities, and assess your win percentage. By offering granular control over
the time frame and data segments, this report equips you with the information needed to refine your
sales strategies and optimize success.
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Choose from preset time frames—3 months, 6 months, 9 months, or 12 months—to track changes
and trends over different spans of time. The graph within the report visually represents the amount of
deals, opportunity count, and win percentage. This graphical element enhances your ability to identify
trends, spot patterns, and draw actionable conclusions from your sales data. the Win and Loss report
allows you to further investigate specific data segments. By selecting a segment within the graph, you
can access detailed information related to that particular category, revealing deeper insights into your
performance patterns.
Utilizing the Win and Loss report, you can refine your sales strategies, capitalize on successful
patterns, and address areas that may need improvement. Maximize your sales potential by leveraging
the insights offered by the Win and Loss report. As you delve into the data, you'll uncover the keys to
enhancing your win rates and achieving sustainable growth

Current Quarter Progression report
The Current Quarter Progression report is a dynamic tool that offers you an up-to-the-moment view of
your sales performance within the current quarter. This report presents key metrics, a comprehensive
graphical representation, and interactive features that empower you to monitor your progress, align
with goals, and make informed decisions with precision.
The Current Quarter Progression report provides you with the real-time insights you need to adjust
strategies, make informed decisions, and stay on track towards your goals. Whether you're a sales
manager monitoring team progress or an individual contributor tracking personal targets, this report
equips you with the tools to succeed and helps in decision making.
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Rep Activity report
The Rep Activity report is a vital tool that provides a comprehensive overview of your sales team's
engagement and interactions. This report offers a detailed account of the activities performed by
each sales representative, allowing you to gain insights into their productivity, communication, and
customer interactions. By offering transparency into their daily efforts, this report empowers you to
assess performance, identify strengths, and tailor strategies for optimal results. Whether you're a
manager looking to assess team performance or an individual sales representative aiming to track
personal productivity, this report provides valuable insights for data-driven decision-making.
By understanding the nuances of your sales team's interactions and communication patterns, you can
optimize workflows, enhance collaboration, and tailor coaching to elevate overall performance.
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MIKI is an AI Assistant developed by Aviso, serving as the Chief of Staff to all personas in a Go-to-

Market (GTM) function. It provides a seamless, no-UI way of accessing actionable insights

generated by Aviso, catering to various needs within a GTM setup. Powered by Aviso's time-series

database, actionable intelligence, product knowledge base, and tech integrations, MIKI offers

unparalleled support and efficiency.

MIKI facilitates querying sales data in simple, natural language. It executes tasks such as updating

CRM records or sending emails, all while sifting through vast amounts of data from different

sources such as product documentation, earnings call transcripts, meeting transcripts, and emails.

It then generates concise and contextually relevant responses to user queries.

You can use MIKI on the go with the Aviso Mobile app.

Ask MIKI on Aviso mobile app
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Nudges are messages that Aviso AI sends to the users to remind them of their deal pipeline and alert
them to new opportunities. Nudges enable sales teams to easily uncover actionable insights from a
variety of sources, including their CRM data, Salesforce Analytics, and customer data, to create
customized nudges. These nudges then are shared in a single place, accessible to all sales
personnel, helping them drive productivity, accelerate deal growth, and grow the pipeline.
Nudges are delivered through email digests, mobile notifications, and push notifications. The Nudges
not only help prevent deal slippage by reminding users to act early and often, but they also expedite
deal execution by nudging different sales team members with insights and actions that matter most to
moving a deal forward.
Aviso AI provides many nudges to the sales personnel and recommends actions accordingly. One
such example of a nudge is the Anomaly nudge. The anomaly nudge identifies the deals stuck in the
same stage for over 30 days and provides the notification to the sales representative. This saves
both time and money by notifying them of these potential lost opportunities.
Anomaly Nudge:

Currently, Aviso AI uses the following generic nudges:

Nudges Description

Scenario Nudges
To show a user the status of the deals in the current quarter and compare it
to the past or next quarter. Also letting the user know in advance to move
the deal in the right time to reduce the risk of losing a deal.

Decline in aviso
Win Score

To alert the users in advance when there is a high risk of losing a deal. 

Anomaly Nudge
To let a user know if the stage has not been updated for a certain period of
time.

Pullin Deals Nudge
To let the user know about the deals which could be pulled in from the next
quarter to the current quarter and be closed in the current quarter itself.

Next quarter
Coverage ratio

To let a user track of your coverage ratio to monitor your quota.

Rep Closing
Metrics Nudge

To give a view of how the user is closing the deals compared to the last
quarter and the same quarter previous financial year.

Make sales performance better with nudges
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Deals At Risk
Nudge

To let a user know the list of deals that are in Commit but are at risk of not
closing in the current quarter.

Upside Deals Stats
Nudge

To let a user know the deals with a high probability of closing within this
quarter.

Non-Commit
Nudge

 To let a user know about the deals that are not in Commit and also moving
quickly through the sales stages, and have a high probability of closure in
the current quarter.

DLF nudge ( Deal
level Forecast)

DLF accuracy
To let the seller know when there is a dip in aviso score for the deals
that are marked as "in forecast" [DLF bad news]. 
To let the seller know when there is a rise in aviso score for the
deals that are not marked as "in forecast" [DLF good news].

Discount
recommendations

To recommend an ideal discount for the deal progression.

Upsell
recommendations

To recommend a product combination for the deal product mix.

Revenue pace of
your team

To let you track your teams pace.

Update your
competition

To provide insights related to the competition.

Account Churn due
to lack of activity

To alert the accounts with low or no activity.

Next best contact To help you identify your next best contact for the opportunity.

Service Ticket
alerts

To alert the accounts with support ticket data that is sensitive to renewals.

Make or Break
deals

To help you identify the deal that could make or break the quota for the
quarter.

Late Stage
Coverage ratio

To let you track your coverage ratio to monitor your quota.

 Performance
leaderboard

To let you track your low performers and coach them at the right intervals.

Stacked against
competition

To recommend competition insights at right intervals

Pipeline
Conversion

To let you know of your bookings from the existing pipeline.

Single Threaded
Conversations

To highlight the opportunities that have single threaded conversations.

Schedule meeting To recommend the sales rep to scheduling meetings.

Objection Moments
in email
conversations

To let the reps know of the objection moments in the customer email
conversations.

Capture the buyer
sentiment in the
call conversations

To let the reps know of the negative buyer sentiment in the call conversations.

Conversion rate
To notify the user if the percentage of conversion from the commit pipeline
to booking is less than the average of those of the last four quarters.

Out Quarter
Pipeline

To notify the user if the pipeline being generated is not enough to meet the
quota in the next quarter.

Pipeline
Conversion

To notify the user of Aviso AI booking prediction from the existing pipeline.

Page: 189 of 420  



Late Stage
Coverage Ratio

To notify the user if the Late Stage Coverage Ratio is less than what it
should be to meet the quota in the current quarter. Aviso AI recommends
reviewing the upside deals and pullin deals to add more deals to the Commit
pipeline.

Get notified through Slack or Microsoft Teams when you have a due for
forecast update

Aviso recommends that you update your forecast before it's due so you will always be on top of your
sales. If you didn't update your forecast and it's due, you will receive a notification about the same
through Slack or Microsoft Teams, which you have configured in your organization.

Configure Slack or Microsoft Teams for notif ications on forecast update

Admin can configure Slack or Microsoft Teams to enable the sales reps or leaders receive
notifications whenever there is a due to update the Forecast on the Aviso platform.

1. Create a user account on Slack or Microsoft Teams based on what you use in your
organization.

2. Create authorization codes for the dummy account and share it with the Aviso implementation
team.
Aviso implementation team then configures Slack or Microsoft Teams with Aviso AI. After the
configuration is complete, every sales rep or leader will receive notification if there is a due for
the forecast update.
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This guide aims to provide you with limitations and known issues that you might face while using
Aviso AI and their solutions.

About this guide
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Problem: If you don't have an account with Aviso AI and you try to log in, the following message
appears- Not authorized into Aviso.

Solution: Contact your admin to create an account for you, and you'll be able to access Aviso AI.

When logging in to Aviso AI, the following message
appears: Not authorized into Aviso
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Problem: Aviso AI lets you customize layouts on both the Deals and Forecast pages to hide and
reorder the existing columns. You might have hidden the said column at some point.
Solution: Perform the following steps to bring up the hidden column.

1. Go to the Deals or Forecast screen where the column is hidden.
2. Click Customize Layout.
3. Under Hidden Forecasts columns, click on the ( ) icon.
4. Click Save.

I am unable to see a particular column on Deals or
Forecasts screen, however, other team members can see it
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Problem: The deals page allows grouping of deals. You might have applied a group filter and
therefore are not seeing the desired deals.
Solution: Perform the following steps to remove any groups:

1. Go to the Deals screen
2. Select the GROUPS icon.

3. In the GROUP section, clear all the groups you’ve created by clicking the ( ) icon against
the groups.

4. Click Apply.

I am unable to view the desired deals that I have selected
through the deal filters

Page: 194 of 420  



Problem: When I log in to Aviso, I see deal values on the CHANGED DETAIL section on the Landing
page, which are different from the deal values shown on the Dashboard.
Solution: The data on the landing page are extracted from the Dashboard page. Hence, data shown
on the Landing and Dashboard pages are always the same. Perform the following steps to validate
the data on the Landing page and Dashboard page:

1. Log in to Aviso.
The Landing page appears.

2. Scroll down and go to CHANGED DETAIL section on the Landing page.
3. Select a time since when you want to see the change in deals value.

For example, you may select Since Last Week.

4. Note the STARTING PIPE value and ENDING PIPE value shown in the CHANGED DETAIL
section.

5. From the left-hand side menu, click Dashboard to open the Dashboard page.
6. Scroll down and go to DEAL CHANGES section.

You can also click DEAL CHANGES from the top menu to go to the DEAL CHANGES
section directly.

7. From the menu options, above DEAL CHANGES section, select a time since when you want
to see the change in deals value.
For example, if you selected Since Last Week in step 3, select Since Last Week.

8. Note the PREVIOUS PIPE value and CURRENT PIPE value from the DEAL CHANGES
section in the Dashboard.

Data on my Landing page and Dashboard are mismatching
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The STARTING PIPE value you noted from the Landing page > CHANGED DETAIL section (in step
4) and PREVIOUS PIPE value from the Dashboard page > DEAL CHANGES section (in step 8) are
the same.
The ENDING PIPE value you noted from the Landing page > CHANGED DETAIL section (in step 4)
and CURRENT PIPE value from the Dashboard page > DEAL CHANGES section (in step 8) are the
same.
In this way, you can check the other values such as NEW PIPE, OWN, PULLED IN, INCREASE IN
VALUE, LOST, PUSHED OUT, and DECREASE IN VALUE for different time frames such as "Since
Yesterday", "Since Last Week", "Since Beginning of the Month", and "Since Beginning of the Quarter".

If you want to review the deals associated with the Pushedout or Pulledin, Won, Lost, or Amount
changes, you can navigate to the DEAL CHANGE DETAILS  on the Dashboard page.

Note

Your organization may have customized and renamed these columns. In that case, you can see
different names.
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Problem: If you use the write-back feature, the deal will not instantly update and appear in the new
period. The write-back process takes time to move the deal into the particular period when a write-
back is expected.
Solution: Aviso AI continuously updates data from CRM at a specific interval that ranges from two to
five minutes, depending on the volume of data present in the CRM. Wait for five to ten minutes and
then check back, the deal will be moved to the appropriate period.

I updated the close date of a deal, however, it appears in
the incorrect period
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Problem: To write back, Aviso AI requires your permission to access and modify Salesforce data.
When you first attempt to write back, a pop-up window asks for authorization from Salesforce. This
popup may be blocked depending upon your browser setting.
Solution: Allow the popup to let Aviso get the required permissions. After allowing the popup, you
should be able to write back without any problems.

When using write-back in Aviso AI, the following error
message appears - SFDC session ID not available
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Problem: While attempting to use the write-back feature in Aviso AI, an SFDC validation error
appears in your account. You may not be able to write back due to validation rules in Salesforce. You
are attempting to update a field that contains validations.
Solution: Aviso cannot ignore these validations. Ensure that the input values are correct and
standardized as per the validation rule before attempting write-back. For more information, contact
your SFDC Admin

When using write-back in Aviso AI, the following error
message appears - SFDC validation error
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Problem: While using the write-back feature in Aviso AI, an SFDC Authorization error appears in your
account. You may not have permission to update the field that you are attempting to update.
Solution: Ensure you have write-back permissions enabled for the field in Salesforce. You can
contact your Salesforce admin to check if you have write-back permissions. After enabling the write-
back permission in Salesforce, you have the authorization to write back.

When using write-back in Aviso AI, the following error
message appears - SFDC Authorization error
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Problem: When you download the file using the export feature, it looks different than the page that
shows forecast or deal information. There may be extra columns, or certain columns may not appear
at all.
Solution: Aviso AI provides custom configuration based on client requirements. The export function is
set and configured during the onboarding. You can raise a request to Aviso to change the export
configuration.

The exported file looks different than the Aviso forecasts
and deals view screen
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Problem: Your Identity Provider (IdPs such as OKTA, OneLogin, Internal IDP, and so on) account
may be associated with a different email address than your Aviso account.
Solution: Ensure that the email address in your account for the IdP matches your Aviso’s email
address.

I have SSO configured on the Aviso account. But when I
sign in I receive an error message stating 'Not authorized'
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Problem: When you log in to Aviso using Salesforce’s web tab, it uses IFrame to load a page within
Salesforce. Google does not load from IFrames like Salesforce does to avoid any security threat.
Solution: Log in to Aviso AI from your browser and now that you have an active Aviso AI session, you
will be able to access Aviso AI from the web tab as well. Keep Aviso's session active while using the
web tab

When I open the Aviso AI website on my browser, I can log
in with Google Single Sign-On. However, when I attempt to
log in from the Salesforce web tab, I encounter an error
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Problem: Some of the recordings hosted by your team members are not shown under the
Recordings tab in the Collaboration Workspace.
Solution: There is a filter in the Recordings tab. You can see the values (All recordings, My team
recordings, and My recordings) in this filter per the configuration made by your admin.

All recordings- As a sales leader or VP, by selecting All recordings, you can view recordings

of all the meetings hosted by sales reps and leaders that come under you.
My team recordings- As a team leader, if you select My team recordings, you can view
recordings of all the meetings hosted by your team members.
My recordings- If you select My recordings, you can view all the recordings hosted by you.

To view recordings of meetings shared by your team members, you must be a sales leader. Select
My team recordings or All recordings to see all the recordings hosted by your team members.

.

I can’t see some recordings of my team members under the
Recordings tab in the Collaboration Workspace
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Problem: This error message appears because of the following two reasons.
You have a rep node - You have removed the rep node from the hierarchy - Once removed
you are trying to add this rep node to another hierarchy.
You removed a rep node from the hierarchy and tried to add it to another parent node without
refreshing the rep node.
When you add a rep node, sometimes, there is a delay in displaying the success message.
Before the success message appears, you try to add the same rep node again.

Solutions: Perform the following to avoid getting this error message.
After the rep node is removed, you have to restore the rep node. After you restored, this rep
node would be visible under a parent node. You have to then move that rep node to a
different parent node.
Wait for the success message to display before you perform any action.

When adding a rep, I get error message - "Not allowed to
add children to non parallel parent nodes"
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Aviso AI lets you perform administrative activities such as adding users and reps, modifying
privileges, and managing hierarchy in the Aviso AI application.

Perform administrative activities
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After you log in to Aviso AI, click Admin from the left side menu to open Admin screen. The Admin
screen is accessible only with Admin access and lets you perform all the administrative activities.
Aviso AI is integrated with various sales enablement tools to read (and write back in some cases,
such as writing back to CRM) data and help you with revenue intelligence. Aviso AI is integrated with
CRM, emails, calendars, phone calls, support ticket systems such as Zendesk and ServiceNow,
learning management system, and marketing automation system.
Aviso implementation team requires the following from your Salesforce environment or any other
CRM that your organization uses:

access to your Salesforce environment or any other CRM. Aviso AI connects to the CRM and
syncs data at a periodic interval to provide you with the latest data available in the CRM.
hierarchy defined for each user in the CRM. The user hierarchies and permissions in Aviso AI
are defined based on this data. However, you can customize it according to your need.
details of deals and pipeline.
customer and prospect contact information.

All the screens in Aviso AI are customizable. For example, you can have your own formula to show a
sales number in the Deals screen and add a customized business report from the Report screen. Let
the Aviso implementation team or Customer Success Manager know what data you want to see that
best suits your requirements along with the readily available AI forecast data on various screens in
Aviso AI.

Get started with Aviso AI
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Initially, Aviso implementation team gives you access to Aviso AI and sets up hierarchy based on the
existing hierarchy in your CRM or your requirements. After the initial setup is complete, you can add
someone as follows-

1. Add an employee as a user to Aviso AI.
2. Add an existing user as a rep to Aviso AI.

User accesses and their privileges
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Set up a hierarchy to form different sales teams based on geographical locations and projects.
1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.

The list of existing users appears.
3. Choose the user whose hierarchy you wish to configure.
4. Under EDIT USER, perform the following:
5. Select Plan or Snapshot if you want to give the user edit access to Plan or Snapshot?
6. Select the type of access you want to give the user. The available options are as follows:

Read Only Access

Is Customer

Is Administrator

7. Under Hierarchy Access , in the Search field, enter the level of access that you want to give
to the user.

If you want to give Global access, you can select Global button.

You can also select the hierarchy from the hierarchy diagram.

Set up hierarchy
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Add anyone from your organization as a user to give him or her access to the Aviso platform. Later,
you can add a user as rep or lead to use various revenue intelligence features offered by Aviso AI.
You can add a user to Aviso AI by performing these steps:

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Add User.
4. Under ADD USER section, perform the following:
5. Enter the user details in the Name, Username, Email, and Function fields.
6. Under Allow User To Edit, perform the following:
7. Select Plan or Snapshot if you want to give the user with edit access to Plan or Snapshot?
8. Select the type of access you want to give the user with. The available options are as follows:

Read Only Access

Is Customer

Is Administrator

9. Under Hierarchy Access , in the Search field, enter the level of access that you want to give
to the user.
If you want to give Global access, you can select Global button.

You can also select from hierarchy diagram.
10. Click Add This User.

Add a user to Aviso AI
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Edit the user details of the existing users such as user details, edit access, and access to a particular
level in hierarchy in the Aviso platform. You can edit user details in Aviso platform by following these
steps:

1. After you log in to Aviso, from the left menu bar, open the Admin screen.
The list of existing users appears.

2. Click the user or users one by one for which you want to modify the details.
Under EDIT USER section, the detail of the user appear.

3. Make the necessary modifications to User details, Allow User To Edit, and Hierarchy
Access fields.

4. Click Save Changes.

Modify privileges of an existing user
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Deactivate user accounts in Aviso AI by performing these steps.
1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.

The list of existing users appears.
2. Navigate to the user you wish to deactivate. Perform any of the following actions to navigate

to the user details:
In the Search box, search and enter the user details.
From the existing users' list, scroll down and find the users you wish to deactivate.

3. Under the Actions column, click the Deactivate User [ ] icon.

Deactivate a user from Aviso AI
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Add a sales representative (Rep) to Aviso AI. A user with Rep access is a part of the hierarchy (also
called as node) and can use all the privileges in the Aviso platform except admin privileges. You can
add a rep to Aviso platform by following these steps:

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Add Rep
ADD REP page appears.
4. Perform any of the following actions to select a node.

In the Select One Parent Node field, search and enter the hierarchy to which you want to
add the new Rep.

If you want to select Global node, you can click the Global checkbox that is just below the
Select One Parent Node field.

View  the node diagram and select the required node.

5. In the Node Name field, enter the name of the rep you want to add.
6.  In the CRM ID field, enter the first 15 digits of the CRM ID.

The newly added Rep appears in the Aviso platform after the next refresh. You can manually

refresh by clicking the refresh ( ) icon.

Add a Rep to Aviso AI

Important

A rep (node) can have only one parent node. You cannot add a node to two different parent
nodes. If you try to add a node to two different nodes, you get the following error message- Not
allowed to add children to non parallel parent nodes.

Important

Before you add a rep that was removed in the past to any parent node, you must restore the
rep, otherwise, you will get the aforementioned error message.

Note
A node is a part of hierarchy at any level from global to the individual user as
shown in the node diagram on the ADD REP page.

Note

You cannot add a rep if the CRM ID entered exceeds 15 digits.
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You can move a rep from one node to another within the Aviso platform by performing the following
steps:

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Move Reps.

Move Rep page appears and Select Reps is selected by default.
4. Perform any of the following actions to select the Rep you want to move.

In the Search box, search and enter the Rep.
View the node diagram and select the Rep.
A breadcrumb appears below the search box and shows the selected Rep with
hierarchy.

5. Click Move Under arrow.
6. Perform any of the following actions to select a node or a Rep under which you want to move

the Rep you selected in the last step.
In the Search box, search and enter the Rep.
View the node diagram and select the Rep.
A breadcrumb appears below the search box and shows the selected Rep or node
with hierarchy.
There is a grey box below the node diagram that also shows both the breadcrumbs.

7. Click Next.
8. Click Move.

Move a Rep from one node to another

Important

Any node can have a single parent node at any point in time. You can't add a node to two
different parent nodes.
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When a Rep leaves the organization or team, or because of any requirement, you can remove a Rep
from Aviso platform by performing these steps.

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Remove Reps.

Remove Rep page appears.
4. Perform any of the following actions to select the Rep you want to move.

In the Search box, search and enter the Rep.
View the node diagram and select the Rep.
A breadcrumb appears below the search box and shows the selected Rep with
hierarchy.

5. Click the checkbox against the breadcrumb.
6. Click Remove.

Remove a Rep from Aviso AI
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Restore a rep that was removed before. The RESTORE REPS page shows all the reps that were
removed before.

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.

2. Click the menu ( ) icon on the right-hand side.
3. Click Restore Reps.

RESTORE REPS page appears.
4. Perform any of the following actions to select the Rep you want to restore.

In the Search box, search and enter the Rep.
View the node diagram and select the Rep.
A breadcrumb appears below the search box and shows the selected Rep with
hierarchy.

5. Click the checkbox against the breadcrumb.
6. Click Restore.

The Rep you selected is restored and appears in the list of Reps that appears on the Admin
page.

Restore the removed or hidden rep from Aviso AI

Important

Before you add a rep (node) that was removed in the past to any parent node, you must
restore the rep, otherwise, you will get an error message. 
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Change the order of a node in the hierarchy. Select the node of which you want to change the
position and then after clicking Next, drag it to the new position where you want to keep the node.

1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Reorder Nodes.

REORDER NODES page appears and Select Node arrow is selected by default.
4. Perform any of the following actions to select the node of which you want to change the

position.
In the Search box, search and enter the node.
View the node diagram and select the node.
A breadcrumb appears below the search box and shows the selected Rep with
hierarchy.

5. Click the checkbox against the breadcrumb.
6. Click Next.

A list of nodes appears.
7. Select the node and move to the desired position.
8. Click Reorder.

The updated node appears in the new position.

Reorder the nodes within Aviso AI
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Rename a node by performing these steps.
1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Rename Node.

RENAME NODE page appears.
4. Perform any of the following actions to select the node you want to rename.

In the Search box, search and enter the node.
View the node diagram and select the node.
A breadcrumb appears below the search box and shows the selected node with
hierarchy.

5. Click the checkbox against the breadcrumb.
6. In the New Node Name field, enter the new node name.
7. Click Rename.

The node you renamed appears with the new name.

Rename a node in Aviso AI
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Export a complete list of nodes in the hierarchy in CSV format.
1. After you log in to Aviso AI, from the left menu bar, open the Admin screen.
2. Click the menu ( ) icon on the right-hand side.
3. Click Export hierarchy.

A complete list of nodes in the hierarchy is downloaded in CSV format.

Export the complete hierarchy report from Aviso AI
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Aviso AI provides the sales team with a comprehensive view of the Deals page. This view is

configured during the initial setup as agreed by your organization. However, Aviso also allows

you to create new fields and custom fields using arithmetic formulas on the CRM fields and any

fields present on the Deals page to cater to your specific requirements. For example, you can

use arithmetic formulas using the values (CRM fields or custom fields) or text (stages, dates,

and so on) on the Deals page.

From the Admin screen, under CONFIG TOOLS, click Deals Grid to open the Deals customization

screen.

The Deals customization screen appears as shown in the following image.

Customize Deals page, create new fields, and use
arithmetic formulas with existing values on the Deals page
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Add a new field on the Deals page
You can create a new field on the Deals page with a formula or without a formula. Perform these

steps to add a new field on the Deals page.

1. From the Admin page, under CONFIG TOOLS, click Deals Grid to open the Deals
customization page.

2. Click Add New Field.
The Add Field dialog box appears.

3. If you want to apply an arithmetic formula in the new field, select the Formula

Field check box.
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a. In the Label field, enter the name of the new field that you want to create on the

Deals screen.

Note
If you select the Formula Field check box, the Field dropdown list is

disabled. The Field value is the same as the value in the Label field.

If you select the Formula Field check box, a Formula  field appears at the

end of the dialog box.

4. If you don't want to create a Formula field and didn't select the Formula checkbox, enter

the name of the field that you want to create in the Label field.
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5. If you want to apply deal level forecasting for the new field that you are creating, check

the Dlf checkbox.

6. If you want to map any field value from your CRM to this new field, in the Field, enter

the exact name of the field on your CRM.

7. If you want to show the new field in your Aviso mobile app, select the Show in

mobile check box.

8. From the Format drop-down list, select the format of data that will be present in the new

field such as amount, count, ratio, percentage, and so on.
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The format also decides how the field appears. For example, if you select Excel  date ,

the following Calendar view appears.

If you select Engagement, the engagement grade appears as follows:

9. If you don't want the new field to appear on the Deals screen, select the

Secondary check box. The field will however appear on the Deal details page.

10. From  the User Role  list, select the roles of the users who you want to see the new

column that you are creating on the Deals page.

For example, if you want that users with some specific roles can only see the newly

created field, you can select only those roles in the User Role  list
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11. From the Pivot list field, select the pivots (hierarchies) of the users who you want to see

the new column that you are creating on the Deals page.

12. If you selected the Formula checkbox in step number 3, enter your formula in Formula field.

a. Click Add Formula Source to map the existing fields on the Deals screen to use in
the formula.
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13. Click Ok.
14. Enter a commit message in the Commit message field.

15. Click Save Changes.

Wait for some time while the changes are saved and reload the Aviso URL. Go to the Deals
page to see the newly created field.

Note

You can create the same Field with unique Labels in two different pivots. But
creating same field with same Labels in different Pivots is not allowed.

 
You can't delete any field that doesn't have a formula as it is considered a CRM
field in the system.
You may consider using the DLF field as a source for formulas as it has multiple
values in it.
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Deals grid lets the admins define various formulas required to add a customized field on the Deals
page and use it in the new field. It can be an easy formula to add two values or a complex formula
involving multiplication and divisions of multiple values. The following video shows two examples to
help you understand how to define and apply formulas while adding a new field.

Watch on

Deals grid

Creating formula example 1: adding two values

Perform the following steps to add a formula to add two values (in this example, New ACV and
Upside ACV):

1. From the left-hand side menu, click Admin to open the Admin page and from the Admin page
click the Menu icon.

2. Under Config Tools, click Deals Grid.

Examples of various formulas you can use while adding a
new field

Important

You need Admin access to create a new field on the Deals page.
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The Deals Grid page appears and shows all the existing fields present on the Deals page.

3. Click Add New Field.

You will be using the Field names of the existing fields on the Deals page to use them in the
formula. For example, if you want to use this New ACV field in the formula, you have to use its
Field name that is "Amount".
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The Add Fields dialog box appears.
4. On the "Add Fields" dialog box, select the Formula Field checkbox.
After selecting the Formula field checkbox, the Field dropdown list is deactivated and Formula field
appears at the bottom of the dialog box.

5. Enter a name of the new field in the Label field.
In this example, we have entered New ACV+Upside ACV.
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6. As the value that the new field will show is amount of the deals, select Amount from the

Format dropdown list.

7. Update the other fields such as Shown in mobile, Secondary, User role, and Pivot as
required.

Note

In the Formula field, you can use any variables such as a, b, c or x, y, z, to add your desired
formula and then define the variables. These variables represent the sources of your formula.
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8. Enter a+b in the Formula field.

9. To define these two variables (a+b), click Add Formula Sources twice.
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10. Define variable a in the first Variable field and select the correct Field name from the Field

Key dropdown list.

11. Define variable b in the second Variable field and select the correct Field name from the

Field Key dropdown list.
12. Click Ok.

If you scroll down, you can see the newly added field on the Admin page.
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13. Enter a commit message in the Commit message field and click Save Changes.

14. Wait for some time as the changes are being updated.
15. Open your Deals page and reload it.

You can see the newly added field New ACV+Upside ACV.
You can see that the new field, New ACV+Upside ACV, shows values that are summation of
the values in the New ACV and Upside ACV fields.

Creating formula example 2: adding two values, multiplying it by 200,
dividing by 15, and subtracting from another value

Perform the following steps to add two values (in this example, New ACV+Upside ACV), multiply it
by 200, divide by 15, and subtract from another value (TCV):

1. From the left-hand side menu, click Admin to open the Admin page and from the Admin page
click the Menu icon.

2. Under Config Tools, click Deals Grid.

In this way, you can also create a combined value of two text fields such as Stage and the
Manager forecast. While adding two text values, on the Add Field dialog box, from the Format
dropdown list, you have to select String. The new field will show texts from both these fields
together.
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The Deals Grid page appears and shows all the existing fields present on the Deals page.

3. Click Add New Field.

You will be using the Field names of the existing fields on the Deals page to use them in the
formula. For example, if you want to use this New ACV field in the formula, you have to use its
Field name that is "Amount".
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The Add Fields dialog box appears.
4. On the "Add Fields" dialog box, select the Formula Field checkbox.
After selecting the Formula field checkbox, the Field dropdown list is deactivated and Formula field
appears at the bottom of the dialog box.

5. Enter a name of the new field in the Label field.
In this example, we have entered New reference.
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6. As the value that the new field will show is amount of the deals, select Amount from the

Format dropdown list.

7. Update the other fields such as Shown in mobile, Secondary, User role, and Pivot as
required.

8. Enter a+b200/15 - c* in the Formula field.

In this example, c is the new variable to represent the TCV field.

9. To define these variables (a, b, and c), click Add Formula Sources three times.

Note

In the Formula field, you can use any variables such as a, b, c or x, y, z, to add your desired
formula and then define the variables. These variables represent the sources of your formula.
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10. Define variable a in the first Variable field and select the correct Field name from the Field

Key dropdown list.

11. Define variable b in the second Variable field and select the correct Field name from the

Field Key dropdown list.
12. Define variable c in the third Variable field and select the correct Field name from the Field

Key dropdown list.
13. Click Ok.

If you scroll down, you can see the newly added field on the Admin page.
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14. Enter a commit message in the Commit message field and click Save Changes.

15. Wait for some time as the changes are being updated.
16. Open your Deals page and reload it.

You can see the newly added field New reference.
You can see that the new field, New reference, shows values that are summation of the
New ACV and Upside ACV fields, multiplied by 200, divided by 200 and subtract from TCV
value.
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Deals Grid lets admins modify existing fields present on the Deals page.

1. From the Admin screen, under CONFIG TOOLS, click Deals Grid to open the Deals
customization page.

2. Click on the Edit icon against the field that you want to modify.
The Edit Fields dialog box appears and populates all the fields with present values.

3. Make the necessary changes to the fields as required.
4. Click Ok.
5. Enter a commit message in the Commit message field.

Modify an existing field on the Deals page

Note

You can only delete fields marked as Formula fields however, you can only modify the fields not
marked as Formula fields as these are considered as CRM fields.
On the Deals grid > Admin page, only Label, Format, User Role, Pivot, or other checkbox-related
columns can be modified.
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6. Click Save Changes. 
Wait for some time while the changes are saved and reload the Aviso URL. Go to the Deals
page to see the modified field.

Page: 240 of 420  



Aviso AI notifies all the admins when the difference between the number of active users and number
of the purchased license is less than 10. It helps you be aware of the new license requirements so
that you can purchase in advance and avoid shortage of licenses.

Get notified when the number of remaining license count is
less than 10

Page: 241 of 420  



Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in January 2023. Every point mentioned in these lists is a clickable link that redirects you
to a detailed explanation.

Newly released features

Get notified when there is a forecast update due
Aviso notifies you through Slack and Microsoft Teams when a forecast update is due.

Let Aviso identify the opportunity associated with an uploaded meeting recording and tags the

recording to the appropriate deals room or account room
Aviso scans through various information used in the meeting and tags the meetings to the respective

deals in the current quarter or an account room as required.

Enhance customer interaction with Real-time call guidance
Real-time call guidance lets you configure checklist of must mention points and recommended
responses specific to every stage in a deal in advance. When you are on a scheduled customer

call, Real-time call guidance shows the checklist and recommended responses with a user-

friendly interface. The Real-time call guidance also shows many other deal-related key

information which you would require during the call. So you don't have to memorize all the
information and successfully deliver an effective customer call.
View sentiment scores of all the meetings held for a deal from Sentiment Score Insights
The Sentiment Score Insights helps you understand the overall emotions of your prospects in

the meetings over time so that you can better prepare for the upcoming meetings and define
the best course of actions to close the deal.
Find your engaging questions for prospects to know what engages them more and understand

their pain-points

Aviso AI tags your questions as engaging questions if it meets certain criteria such as the prospect

responding for more than 30 seconds. Knowing what are the engaging questions for a prospect can

help you understand their requirements and pain-points better, which you can use to close the deal. 

New enhancements and updates

Validate your Zoom account in Aviso
The Zoom integration with Aviso is changed from account level to user level. Every user must
validate their zoom account before using it.
Find separate sentiment scores for buyers and sellers to evaluate specifically how positive or
negative was your prospect's sentiment
The Collaboration Workspace lets you find separate average sentiment scores for buyers and

sellers.

January

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in February 2023. Every point mentioned in these lists is a clickable link that redirects you
to a detailed explanation. 

Newly released feature

Use filters in Comments section in the Smart transcription to make your comments visible to a
specific team member, group, or all the team members
The Comments section in the Smart transcription lets you make your comments visible to a specific

team member, group, or all the team members. You can also have chat with team members by

selecting the required team members.

New enhancements and updates

Switch to the new Forecast screen to have a more intuitive and user-friendly screen with more
valuable forecast insights
The Forecast screen is updated to make it more intuitive, user-friendly, and present more valuable

insights. You can switch to the new Forecast screen anytime. After switching to the new Forecast

screen, because of any reason, if you want to use the old Forecast screen, you can switch back to the

old screen.

Learn more about your sales forecast and the factors driving it from Forecast Insights
The Forecast Insights on the Forecast screen gives you bird's eye views into your forecast and help

you with actionable insights that can further enhance your sales.

Use the following newly introduced nudges to improve your sales in the current quarter and
next quarter:

Conversion rate
Our Quarter Pipeline
Pipeline Conversion
Late Stage Coverage Ratio

Use the newly introduced "Pipeline by Risk" report to evaluate the risks involved in the current
and next quarter pipelines
Integrate your pipedrive CRM to get valuable and actionable insights from your CRM data.
Aviso supports pipedrive CRM along with the existing list of CRMs

February

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in March 2023. Every point mentioned in these lists is a clickable link that redirects you to
a detailed explanation. 

Newly released feature

Identify your make-or-break deals that can help you achieve quota in the current quarter
Make-or-break deals are critical to achieving quota in the current quarter as these deals have

higher probabilities of being closed in the current quarter and are associated with large values. Aviso

helps you identify your make-or-break deals through make-or-break nudges.

New enhancements and updates

Aviso WinScore is further enhanced to predict the probability of a deal being closed in the
current quarter with more accuracy
Aviso AI scans text from the key CRM fields such as Next Step and Manager's
Comment, processes the text using NLP, and contributes to generating a high-accuracy
WinScore.
Evaluate the performance of your sales reps with a 360-degree view
The updated Leaderboard lets you evaluate the performance of your sales reps from various
important aspects such as deal risk, forecast accuracy and addons, deal progression, CRM
hygiene, email activity, and engagement (meeting). You can also view the associated deals,
meeting recordings, and if required activate coaching rooms to coach your sales reps.
Add Aviso Notetaker to a live call to upload meeting recordings and generate actionable
meeting insights
If you are not joining a meeting through Aviso Collaboration Workspace, you can still upload
the meeting recordings without any manual intervention and generate actionable meeting

insights. Along with the existing ways of inviting the Aviso Notetaker to a meeting, you can now add it

to live meetings by using the meeting link.

New features, enhancements, and updates to Aviso mobile app

Access your office email from Aviso mobile app
You can access your office email from Aviso mobile app. The Mailbox feature in Aviso mobile
app syncs with your office email in real-time.
Access your CRM calendar from Aviso mobile app
You can access your CRM calendar from Aviso mobile app when you are traveling or away
from your desk. The Calendar feature in Aviso mobile app syncs with your CRM Calendar in real-

time.

Access your CRM Contacts from Aviso mobile app

You can access your CRM Contacts from Aviso mobile app. You can also make any changes
to an existing contact or create a new contact when you traveling or away from your desk.

March
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in April 2023. Every point mentioned in these lists is a clickable link that redirects you to a
detailed explanation. 

Newly released feature

Easily search for a sales hierarchy in Aviso
Use the Search Hierarchy search box beside your profile icon to directly search for a
hierarchy within your access level.

New enhancements and updates

Get notified when the number of remaining license count is less than 10
Aviso AI notifies all the admins when the difference between the number of available licenses
and number of active users is less than 10. The admins can purchase additional licenses in
advance to avoid a shortage of licenses in the near future.

April
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and
updates introduced in May 2023. Every point mentioned in these lists is a clickable link that redirects
you to a detailed explanation.

Newly enhanced feature

Use enhanced real-time call guidance with improved performance
Real-time call guidance is improved for better performance. You can also launch meeting from
the real-time call guidance widget.
Log email from your office email inbox to CRM using Aviso mobile app
Aviso mobile app lets you log emails to CRM from your office email inbox. You can configure
Aviso mobile app to access your office email inbox and from there, you can log required
emails to CRM.

May

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in June 2023. Every point mentioned in these lists is a clickable link that redirects you to a
detailed explanation. 

Newly released features

Record In-person meetings and generate actionable meeting insights
When you are visiting a prospect in-person, use Aviso mobile app to record the meeting and
generate actionable meeting insights. As the Aviso mobile keeps your meeting notes, you can focus more on

the meeting.

June

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in July 2023. Every point mentioned in these lists is a clickable link that redirects you to a
detailed explanation. 

Newly released features

Use the new CI Dashboard to get real-time actionable insights and analytics into sales
conversations
The CI Dashboard is a comprehensive interface that provides you with various valuable CI
insights that can help you improve your sales conversations and close more deals.

New enhancements to Aviso mobile app

View consolidated sales reports from Aviso mobile app
Pipeline Projection report: Anticipate future sales trends by comparing conversion
rates to the previous quarter. Make strategic decisions based on accurate projections.
Win and Loss report: Uncover insights into your successes and setbacks.
Understand why deals are won or lost to refine your strategies effectively.
Current Quarter Progression report: Keep your finger on the pulse of your sales
performance in real time. Compare actual results to forecasts and sales plans.
Rep Activities report: Gain transparency into your sales team's engagements. Track
emails, meetings, account interactions, and more to optimize productivity.

July

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in August 2023. Every point mentioned in these lists is a clickable link that redirects you to
a detailed explanation. 

New enhancements

Enhance your sales operations with upgraded Organization Chart, designed to visualize team
structure and foster collaboration effectively
Org Chart gives you a visual representation of the hierarchical structure within a sales
department or organization. It helps in understanding the relationships and roles of individuals
or teams within an organization, which helps you define better sales strategies.

August

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Aviso AI thrives on bringing in new features, enhancements, and updates to make your sales journey
hassle-free and close more deals. These are the newly released features, enhancements, and updates

introduced in October 2023. Every point mentioned in these lists is a clickable link that redirects you
to a detailed explanation. 

Newly released features

Create new fields or customize the existing fields with arithmetic formulas on the Deals page
Aviso also allows you to create new fields and custom fields using arithmetic formulas on the CRM fields and

any fields present on the Deals page to cater to your specific requirements.

Use Recommended Actions (Next Best Actions) to streamline sales processes and receive precise

roadmaps for more efficient deal closure

Recommended Actions serves as a personal strategic advisor for sales reps and provides sales reps with a

real-time roadmap for each opportunity.

October

Note

This list contains generic features and updates. To know more about any features customized
for you, talk to your customer success manager.
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Newly released features

Aviso AI thrives on bringing in new features to help your sales journey hassle-free and close more
deals. These are the newly released features. The heading of every feature mentioned in this list is a
clickable link that takes you to a detailed explanation of the feature. This list contains the generic

features and not the features specific to any user. To know more about any features customized for you, talk to

your customer success manager. 

Edit topic tags in transcriptions to have more relevant topics tags

Aviso AI assigns topic tags to every speaker-wise transcription to provide you insights into a meeting

and understand its purpose, intent, themes, positive aspects, negative aspects, and so on. A topic tag

is one of the words spoken in the speaker-wise conversation and is assigned to a category such as

intent, themes, positive aspects, negative aspects, and so on. 

Track the follow-up emails that you sent after every meeting from the Relationship Insights of a deal

Sending a follow-up email after every meeting is important to a deal. The Meeting tab in Relationship

Insights has a Follow Up Emai l  column that lets you track and view the follow-up email that you sent

after every meeting.

View Positive and Negative Aspects of a conversation easily from SmartTranscription
Aviso AI assigns topic tags to every speaker-wise transcription to provide you insights into a meeting

and understand its purpose, intent, themes, positive aspects, negative aspects, and so on.

View sales reports that you often use together from a customized dashboard
Executive Dashboard lets you add multiple sales reports from the list of available reports and
have a consolidated view of the reports. 
Use Action Plan to define sales process and increase reps productivity
The Action Plan equips sales organizations to manage a sales cycle effectively from deal
creation to closure by defining a series of milestones and steps that sellers should accomplish
to move forward in a deal cycle.
Use Opportunity Map to shift your focus toward the deals that have higher chances of closing
in the current quarter and achieve your quota
The Opportunity Map in Aviso AI gives you a bird's eye view of the deals by categorizing all the

deals by the chances of closing in the current quarter and levels of risk involved so you can
focus on the deals with higher chances of closing in the current quarter to achieve quota.
Next Quarter Pull-in Deals option on the Opportunity Map identifies the deals that are marked to close

in the next quarter but have the potential to close in the current quarter. You can leverage these deals

to compensate for the deals at risk.

Use sales quarter tabs to open sales forecast for any quarter and months
Along with the existing sales cycle dropdown list, the forecast screen also has tabs for every
quarter in the current year. Click any tab to see the sales forecast for the selected quarter.
Auto-populate missing contacts and auto-update the incomplete contacts in your CRM contact
database
Having a rich contact database is important while closing a deal. But while sales reps are
burdened with sales targets, they also have to make manual entries of contacts in the CRM.
In this manual process, many contacts are escaped. Use the Contact screen in Aviso to auto-
populate and auto-update contacts. Aviso sync-ups with the existing contact database only
after your approval.
Use third-party call service provider that you prefer in your organization for making any calls

What's new - Archive
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from Aviso
The Collaboration Workspace in Aviso lets you make calls and provides various
conversational intelligence features to deep dive into a call. Hence you don't have to move
among multiple calls and waste your time; rather you can perform most of your sales-related
activities from the Aviso platform.
Along with Aviso's inbuilt call type, you can also use the following call service providers if you
use any of these in your organization. So you have the option to make calls from either the
inbuilt call type or the one that you use in your organization.

Zoom
Microsoft Teams
Cisco Webex
Google Meets
RingCentral

Import recordings of the external meetings without any manual intervention and generate
meeting insights to deep dive into the meeting
Aviso Notetaker lets you import recordings of external meetings without any manual intervention.

After the recordings are stored in Aviso Collaboration Workspace, you can generate meeting
insights and deep dive into the meeting. When your prospect hosts a meeting or when your

meeting platform doesn't allow you to record any meeting, you can use Aviso Notetaker to
import the recording to Aviso Collaboration Workspace.
Use WinScore Projection to evaluate the best and worst path forward from the current stage
of a deal
Along with WinScore, now you can have WinScore Projection to predict the deal's movement
in the remaining weeks. Aviso AI compares deal movements of similar deals from the past and
gives you-

 how 20% of similar past closed-won deals have moved through their sales cycles at
pace which was this fast or faster.
 how 20% of similar past closed (both won and lost) deals have moved at pace which
was this slow or slower.
When you hover over any dot on the graph, you will get the key factors that impacted
the change in WinScore from its previous value.

New enhancements and updates
These are the new enhancements to Aviso AI. This list contains the generic enhancements and not the

enhancements specific to any user. To know more about any enhancements customized for you, talk to your

customer success manager.

View email content of objection moments and positive moments from the Relationship insights
The Relationship Insights in Aviso AI shows the objection moments and positive moments. You

can also view the email content where the positive or objection moment is present from the

Relationship Insights screen itself.

View the designation of the sender from the Relationship insights 

The Subject and Sender column under the Emai ls   tab in the Relationship Insights in Aviso AI shows

the designation of the sender.

Enrich your contact database with options to choose from Email signature or third-party data source

The contact screen lets you choose to sync the updates from Email signature or third-party data

source.

Find seniority level of your contacts from Relationship Diagram
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The Relationship diagram that shows all the engagements such as email and meetings, shows the

contacts with seniority level to help sales reps and sales leaders understand if they are engaged with

contacts with appropriate seniority level or not.

Evaluate the performance of your sales reps from the updated Leaderboard

The updated Leaderboard lets the sales leader evaluate sales performance of the reps from
various important perspectives such as quota attainment, amount committed against the amount

forecasted, deal progression, maintaining CRM hygiene, conversational intelligence, and so on.  

Aviso AI supports Microsoft Dynamics

Along with the other existing supported CRMs, Aviso AI supports Microsoft Dynamics too. 

Use Pull-in deals with higher accuracy to close in the current quarter

The Pull-in capability is enhanced to show deals with higher chances of closing in the current quarter.

Use sales cycle tabs on the Forecast screen to view forecast for different sales cycles (quarters) and

months

To select a quarter, along with the sales cycle dropdown list, you can also use tabs on the Forecast

screen.
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Aviso AI is an integrated revenue platform that helps modern sales organizations and revenue teams
close more deals, drive revenue growth, and mitigate risk through patented AI guidance. As the
industry leader in AI-based revenue operations solutions, Aviso AI is the only player with the most
comprehensive set of intelligent tools and solutions for sales, marketing, and customer success
teams that uncover the hidden revenue opportunity from each customer.
Perform the following steps to download and install the Aviso app from HubSpot App Marketplace:

1.  Click here to initiate integration of the Aviso app with HubSpot.
You are redirected to the following page on HubSpot where you can select your Aviso
account.

If you are not logged in to HubSpot, you will be asked to log in to HubSpot first and then you
can see the aforementioned page.

2. Under Choose and account, select your Aviso account and click Choose Account.

You are redirected to the following page to give Aviso the required access to connect to your
HubSpot CRM. Expanding the Manage and view your CRM data shows all the required
accesses.

HubSpot Integration
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3. Click Connect app.
The following Aviso-authorization page appears and lets you collect the authorization key.

4. Collect the authorization code from the URL and share it with your dedicated Customer
Success Manager from Aviso.
For example, assume you received the following URL on the Aviso-authorization page: 
https://aviso.app.aviso.com/oauth/callback/aviso.com?code=d759aba2-786b-4b0c-b2d4-
2c3fc9dbec8f&state=null
In this case, you can share the colored text (d759aba2-786b-4b0c-b2d4-2c3fc9dbec8f) as

your authorization code with Aviso.
After you share your authorization code with Aviso, wait for the confirmation from Aviso.

5. Log in to HubSpot and go to HubSpot Account  > Settings > ConnectedApp.
You can see Aviso (AvisoIntegrationApp) app on the ConnectedApp page.
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Introduction

Aviso AI seamlessly integrates with Zoom to let users have virtual meetings with their buyers. Aviso AI
is then able to analyze the meeting recording, transcribe it, and provide rich insights to both reps and
managers that ultimately help move the conversation forward and provide managers with
improvement or coaching areas for sales representatives. This document explains how to integrate
Zoom with Aviso AI.

Integrating Zoom with Aviso requires the following procedures:
Prerequisites
Setting up Zoom authorization
Group settings for sales group
Configuring Aviso AI to integrate Zoom

Prerequisites

Ensure you have a Zoom license and admin access to Zoom.

Setting up Zoom authorization

Perform these steps to set up Zoom authorization:
1. Go to Zoom marketplace and log in with your admin credentials.

2. Hover over the Develop button and select Build App.

A pop screen appears asking you to select the kind of app you want to create.  

Integrating Zoom

Important

The procedures mentioned in this document are performed by the IT admins to facilitate Zoom
calls from Aviso AI and these are one-time activities. After Zoom is integrated with Aviso AI,
everyone from your organization with access to Aviso AI can make audio and video calls from
Aviso AI using Zoom.

Important

After you perform the procedures mentioned in this document, collect the authorization codes
from Zoom and provide them to the Aviso executive to integrate Zoom with Aviso AI.
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3. Select General App and click Create.

4. You will be redirected to the Basic Information page. Go to the Development tab.

5. Select User-managed radio button under the Select how the app is managed section.

Note:

The app name is assigned by default. To edit it, Select the pencil icon on the top left
corner and enter the name of your choice.
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6. Copy the Client ID and Client secret from the App credential section to use it in the later

steps.

7.  Scroll down to the OAuth Information section. In the OAuthRedirect URL field, enter the
following URL.
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8. From the left-hand side menu, click Surface. Under Select where to use your app section,

Select Meetings.

9. In the Domain Allow List field, enter the following URL:

10. From the left-hand side menu, click Scopes to open the Scopes screen to add required
scopes. Click +Add Scopes. 

https://<tenant_domain>.app.aviso.com/collaboration/register/zoomhttps://<tenant_domain>.app.aviso.com/collaboration/register/zoom

None Copy

Note:

If the tenant name in the aviso app is “abc_customer.com”, then the tenant
domain will be "abc-customer" and the URL wi l l  be "https://abc-  
customer.app.aviso.com/col laboration/register/zoom" .
The underscore (_) in the tenant name is replaced by a hyphen (-) in the  tenant

domain.

<tenant_domain>.app.aviso.com<tenant_domain>.app.aviso.com

None Copy
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11. Add scopes dialog box appears and shows various scope types and available scopes for
every scope type. Select the following scope type and scopes. Click Done.

Under Meeting section, select the following scopes:
- View upcoming meetings 

- View past meetings 

- View a user's meeting 

- View a past meeting's instances 

- View a meeting 

- View a past meeting's participants 

- Delete a meeting 

- Create a meeting for a user 

- Update a meeting

Under User section, select the following scope:

- View a user 

- Verify a user's email 

 

Under Recordings section, select the following scopes:

- View a recording
- Returns all of a meeting's recordings
- Lists all cloud recordings for a user
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Group settings for sales group

Follow these steps to set group settings for sales group:
1. Go to https://zoom.us/ and log in with your admin credentials. 

2. Go to My Account on the top right of the page.

3. On the left menu bar, under Admin, click User Management > Groups.
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4. Select the respective sales group and add the required members to this group.

5.  Open the group and go to the Meeting tab.

6. Enable Waiting room. This is an optional step.
If Waiting room is enabled, whenever someone tries to join a meeting, until the host admits,
the person cannot join the meeting.

7. Enable Allow participants to join before host.
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If Allow participants to join before host is enabled, participants can join the meeting before
the host joins the meeting.

8. Under Recording tab, enable Cloud recording and lock this setting.

9. Enable Audio Transcription option in advanced cloud recording settings and lock this
setting. 

10. Select the settings as shown in this image. Scroll down, enable Automatic Recording, lock
the setting, and select Record in the cloud.

11. Scroll down and enable Recording disclaimer. 
You can customize the consent form by clicking Customize. After you customize, lock the
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settings.

12. Scroll and enable Multiple audio notifications of recorded meeting, and lock the setting
for all the members.

Configuring Aviso AI to integrate Zoom

Provide the following information to the Aviso implementation team to integrate Zoom with
your Aviso AI instance:

Client ID
Client Secret
Installation URL

For security purposes, you can use a password-protected excel sheet to share
the information with the Aviso implementation team and share the password in a

separate email or chat.
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Introduction
If you are using Gong and Aviso’s Conversational Intelligence platforms, Aviso lets you integrate with
Gong so that you can minimize jumping forth and back between Gong and Aviso. From the
integration, you can achieve any of the following:

Sync with Gong and have the choice of using both or anyone from Aviso or Gong’s
platform
Using Gong’s APIs, Aviso pulls in sales call engagement data and gives you actionable
insights into your sales. Aviso pulls data at scheduled intervals, for example, once a day. You
may use both Gong and Aviso to compare the insights you get from both platforms, which
would help you make the choice of using better and more useful sales insights.
Migrate sales engagement data from Gong to Aviso platform
If you decide to use Aviso’s Conversational Intelligence platform only, this integration helps
you migrate the sales engagement data from Gong to Aviso.

1. Provide Aviso with the following data for the integration:
Gong API secret and access key from Gong settings.
Swagger file from Gong Settings.

List of accounts for which you want to migrate the sales call engagement data from
Gong or sync with Gong. 
You can sync with or migrate sales engagement data of any particular (active) deals or
all the deals. Based on your requirements, the Aviso’s implementation team can
configure it.
Historic backfill start date
Aviso users list with persona mapping
It helps the Aviso implementation team in creating deal rooms and assigning the deal
rooms to the deal owners.

2. What happens next?
Based on your choice, whether you want to migrate or sync with Gong, Aviso pulls
sales call engagement data.
Aviso’s implementation team will create deal rooms and make the deal owner as deal
room owner.

Integrating Gong
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If the deal owner is not an Aviso user, the Aviso implementation team will make
another preferred Aviso user the deal owner, based on your instructions. 
For example, you have a list of active deals and the deal owners are not Aviso users.
You may want to assign these deals to a sales manager.
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Introduction
Aviso AI seamlessly integrates with Outreach to extract calls, prospects, opportunities, accounts, and user

data from Outreach. Aviso AI is then able to analyze the meeting recording, transcribe it, and provide rich

insights to both reps and managers that ultimately help move the conversation forward as well as provide

managers with improvement or coaching areas for reps. This document explains how to integrate Outreach

with Aviso AI.

Scope of Aviso integration with Outreach

Scope Purpose

prospects.read Grant access to read prospects.

calls.read Grant access to read the calls.

callPurposes.read Categorizes and reads the call logs.

events.read Grant users to read events such as email messages and calendar access.

accounts.read Grant access to read user account.

users.read Read the list of users associated with the team.

phones.read Read the phone numbers associated with the prospect.

profiles.read Grant access to read the prospect’s profile.

opportunities.read Grant access to read the opportunities associated with the prospect.

teams.read Grant access to the linked team or teams the user belongs to.

opportunityStages.read Read all open opportunities stages associated with the prospects.

phoneNumbers.read Read the prospects' phone numbers.

Integrating Outreach with Aviso AI requires the following procedures:
Prerequisites
Generate authorization code from Outreach
Generate access token from Outreach

Integrating Outreach

Important

The procedures mentioned in this document are performed by the IT admins to facilitate
usage of Outreach data from Aviso AI and these are one-time activities. After Outreach is
integrated with Aviso AI, everyone from your organization with access to Aviso AI can read
data that are there in Outreach from Aviso AI and also write back to Outreach.

Important

After you perform the procedures mentioned in this document, collect the access token
from Outreach and share it with the Aviso implementation team to integrate Outreach with
Aviso AI.
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Prerequisites

Ensure you have an Outreach license and admin access to Outreach.

Generate authorization code from Outreach

Perform the following steps to generate authorization code from Outreach using Aviso URI:
Prerequisite- If you have opened Outreach site, ensure that you have logged in as an admin. If you
have logged in to Outreach with access other than admin, log out of the Outreach session.

1. Open the following URL.
https://api.outreach.io/oauth/authorize?
client_id=PFa2O_iF8T10hXMQZj0qiMUEDZtkAo3j0OCvFmTilDw&redirect_uri=https://www.a
viso.com/oauth/outreach&response_type=code&scope=prospects.read+calls.read+callPurpo
ses.read+events.read+accounts.read+users.read+phones.read+profiles.read+opportunities.r
ead+teams.read+opportunityStages.read+phoneNumbers.read
Avios AI site opens and displays “No Results Found”.

2.  From the URI, which appears in the search bar, copy the code value as shown in the
following image.

3. Share the authorization code with Aviso implementation team and perform the steps
mentioned in Generate access token from Outreachas soon as possible.

Generate access token from Outreach

Perform the following steps to generate an access token from Outreach using Command Line
Interface (CLI).

1. Run the following command in a CLI such as shell or any online CLI such as online curl and
replace <authorization_code> with the authorization code that you generated in the
Generate authorization code from Outreach task.
curl https://api.outreach.io/oauth/token -X POST -d
client_id=PFa2O_iF8T10hXMQZj0qiMUEDZtkAo3j0OCvFmTilDw -d
client_secret=cZnd6FgrJ9vdHJAs9MmTuNm93Z17dJqvJLHNhKM_FDo -d
redirect_uri=https://www.aviso.com/oauth/outreach -d grant_type=authorization_code -d
code=<authorization_code>
An access token is generated in the command output.

2. Share the access token with the Aviso implementation team.

See Outreach API Documentation to know more about Outreach integration.

Important

This authorization i s valid for ten minutes only from the time you generated the code.
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Introduction

Aviso AI seamlessly integrates with Microsoft Teams to let users have virtual meetings with their
buyers. Aviso AI is then able to analyze the meeting recording, transcribe it, and provide rich insights
to both reps and managers that ultimately help move the conversation forward as well as provide
managers with improvement or coaching areas for reps. This document explains how to integrate
Microsoft Teams with Aviso AI.

Integrating Microsoft Teams with Aviso requires the following procedures:
Prerequisites
Register your application with Microsoft Teams
Generate certificate and secret values from Microsoft Azure portal
Add API permissions to your Microsoft Teams application
Copy unique ID of your Sales group from Microsoft 365 admin center
Provide the credentials to Aviso executives

Prerequisites

Ensure that you have a Microsoft Teams admin license.

Register your application with Microsoft Teams
To integrate Microsoft Teams with Aviso, register with Microsoft Teams and collect Application (client) ID and

Directory (tenant) ID that will be required in the later steps.

1. Log in to Microsoft Azure.
Microsoft Azure portal appears.
2. In the search box, type App registration and click App Registration from the search results.
App registration page appears.
3. On the App registration portal, click New registration.

Integrating Microsoft Teams

Important

The procedures mentioned in this document are performed by the IT admins to facilitate
Microsoft Teams calls from Aviso AI and these are one-time activities. After Microsoft Teams is
integrated with Aviso AI, every user needs to validate their Microsoft Teams account from Aviso
AI.

Important

After you perform the procedures mentioned in this document, collect the authorization codes
from Microsoft and provide them to the Aviso implementation team to integrate Microsoft Teams
with Aviso AI.
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Register an application page appears.

4. In the Name  field, enter a name of your choice.
For example, you may enter Aviso MS Teams.

5. Under Supported account types, select the following option- Account in this

organizational directory only (Aviso Inc only - Single tenant).

6. Under Redirect URI (optional), perform the following:
a. From the list, select Web.
b. In the URI field that appears next to the dropdown list, enter the following redirect
URI:
https://<tenant_domain>.app.aviso.com/collaboration/register/ms-team

7.  Click Register .
Essentials page appears and displays the following:

Note

If the tenant name in the Aviso app is "abc_customer.com", then the tenant
domain wil l  be "abc-customer" and the URI wil l  be "https://abc-

custom er  .app.aviso.com/collaboration/register/ms-team".

The underscore (_) in the tenant name is replaced by a hyphen (-) in the tenant

domain.
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Display name
Application (client) ID
Object ID
Directory (tenant) ID
Supported account types

8. Note and save the Application (client) ID and the Directory (tenant) ID to use in the later steps.
Your application is registered and you received the Application (client) ID and the Directory (tenant) ID.

Generate certificate and secret values from Microsoft Azure portal

Perform the following steps to generate certificate and secret values from the Microsoft Azure portal.
1. On the Microsoft Azure portal, go to Home > App registration
2. From the left-hand menu bar, click Certificates & secrets.

Certificates & secrets page appears.

3. Under Client secrets tab, click + New client secret.
Add a client secret section appears.

4. In the Add a client secret section, perform the following steps.
a. In the Description field, add a short description, for example, “Credentials for Aviso

MS Teams”.
b. In the Expires field, select the maximum value.

Select Custom to add the maximum possible value.
c. Click Add.

The client value and the client secret ID appear under the Client secrets tab.

5. Note and save the client value and the secret ID.

Add API permissions to your Microsoft Teams application

Perform the following steps to add API permissions to your Microsoft Teams account that enable you
to use Microsoft Teams from Aviso AI.
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1. On the Microsoft Azure portal, go to Home > App registration > Aviso MS Teams.
2. On the left menu bar, click API Permissions.

The API Permissions page appears.

3. Under Configured permissions, click + Add a permission.
Request API permissions section appears.

4. Under Microsoft APIs,  Click Microsoft Graph.

5. Click Application permissions.
Select permissions section appears and shows the list of available permissions categories
under a search box. You can expand the permissions categories to view all the available
permissions.
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6. Select the following permissions:
If you can’t find a permission, search the permission using the search box.

Permissions Purpose

Files.Read.All
Read all files that the user can access to download the recording of
meetings.

Chat.ReadBasic.All Read newly created chat in teams.

7. Click Add permissions.
The app permission page shows all the permissions you added.
8. For the permissions in which the value of Admin consent required is Yes, grant admin consent

using your organizational admin account.
9. Perform steps 1 to 3 again and select Delegated Permissions.
Select permissions section appears and shows the list of available delegated permissions categories
under a search box. You can expand the permissions categories to view all the available delegated
permissions.
10. Select the following delegated permissions:
If you can’t find delegated permission, search the delegate permission using the search box.

Delegated Permissions Purpose

User.Read Allows the app to read user profiles without a signed in user.

Chat.Read
Read user chat messages to check if the recording is started for a
meeting or not.

OnlineMeetings.ReadWrite Read and create user's online/instant meetings.

Calendars.ReadWrite.All Read and write user schedule items and create scheduled meetings.

The selected permissions are added to your integration application.

Copy unique ID of your Sales group from Microsoft 365 admin center
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Copy the unique ID of the sales group by selecting the sales group. You can get the unique ID from
the URI when you select the sales group. A sales group is the one that you create to maintain a
distribution list (DL) of users.
If you don’t have a sales group in the Microsoft 365 admin center, perform the following steps to
create a sales group and copy the unique ID.

1. Open Office 365.
2. Navigate to Microsoft 365 Admin center.
3. Under User, click Teams & groups.
4. Under Terms & groups, select Active teams & groups.
5. On the Active teams & groups page, under Microsoft 365 tab, click Add a group.

Choose a group type page appears.
6. On the Choose a group type page, select Distribution option and click Next.

Set up the basics page appears.
7. On the Set up the basics page, in the name field, add a name, for example, SalesGroup.
8. In the Description field, add a short description of the group and click Next.

Edit settings page appears.
9. On the Edit settings page, in the Group email address field, enter email ID of the group and

click Next.
Review and finish adding group page appears and shows the details of what you added to
the group.

10. On the Review and finish adding group page, click Create group.
In the Microsoft 365 admin center > Users > Active teams and groups page, under the
Distribution list tab, the sales group that you created appears.

11. Select the sales group that you created.
The URI shows a unique ID.

12. Copy the unique ID and share it with the aviso implementation team.

Provide the credentials to Aviso implementation team

Provide the following
Application (client) ID and the Directory (tenant) ID that you created in the Register your
application with Microsoft Teams topic.
Client value and the client secret ID that you created in the Generate certificate and secret
topic.
Unique ID that you copied in the Copy unique ID of your Sales group from Microsoft 365
admin center topic.

After you provide the Aviso implementation team with the above-mentioned credentials and keys, the
team integrates Microsoft Teams with your Avios instance.
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Validate your Microsoft Teams account in Aviso

After Microsoft Teams is integrated with Aviso AI, before using Microsoft Teams from Aviso AI, every
user must validate their Microsoft Teams account.
Perform the following steps to validate your Microsoft Teams account from Aviso AI.
Prerequisites-

Ensure that Microsoft Teams is integrated with your Aviso instance.
Ensure that you have logged in to Microsoft portal with the correct credentials.

Perform the following steps to validate Microsoft Teams from Aviso AI.

1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.

2. Click Validate Mteams Account.
You are redirected to the Microsoft account page. If you have not logged in to Microsoft, you
are asked to log in to your Microsoft account.

3. Log in to your Microsoft account.

After you successfully log in to Microsoft account, the following message appears:
{“msg”: “Your account is linked successfully to Aviso, please go back to Aviso to continue .”,

“success”: true}

Important

If you use incorrect credentials to log in to Microsoft portal and validate your Microsoft
Teams, you can't revert it later.
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Introduction
Aviso AI seamlessly integrates with Google Meet to let users have virtual meetings with their buyers. Aviso AI

is then able to analyze the meeting recording, transcribe it, and provide rich insights to both reps and

managers that ultimately help move the conversation forward and provide managers with improvement or

coaching areas for reps. This document explains how to integrate Google Meet with Aviso AI.

Integrating Google Meet with Aviso requires the following procedures:
Prerequisites
Create a Project in Google Cloud platform
Enable APIs from APIs & Services library in the Google Cloud Platform
Enable Credentials from API & Services in the Google Cloud Platform

Add Scopes to your project
Add Authorized redirect URIs

Create Service Account from IAM & Admin in the Google Cloud Platform
Create Keys from Service Account
Obtain the Client ID and Client Secret from the registry
Add Scope to Service account
Share the credentials with the Aviso implementation team

Prerequisites
Ensure that you have a Google Meet admin license.

Create a Project in Google Cloud platform
Perform the following steps to create a Google Cloud project.

1. Log in to Google Cloud platform.
Google Cloud platform appears.

Integrating Google Meet

Important:

The procedures mentioned in this document are performed by the IT admins to facilitate
Google Meet calls from Aviso AI, and these are one-time activities. After Google Meet is
integrated with Aviso AI, everyone from your organization with access to Aviso AI can make
audio and video calls from Aviso AI using Google Meet.

Important:

After you perform the procedures mentioned in this document, collect the authorization
codes from Google Cloud and share them with the Aviso implementation team to integrate
Google Meet with Aviso AI.
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2. On Google Cloud Platform, click Select a Project.
A new dialog box appears.

3. Select New Project.
A new page named New Project appears.

4. In the Project Name field, enter the project name on the new page.
For example, you may enter Aviso - Google Meet.

5. From the Organization dropdown list, select your organization.
Your organization's name appears by default.

6. Click Create.
Your project is created.

Enable APIs from API & Services library in the Google Cloud Platform
Perform the following steps to enable APIs.

1. Go to Navigation Menu on the Google Cloud Platform.

2. Click API & Services and from the list of services, select Library.
An API library page appears.

3. Perform any of the following actions to select the required APIs. For example, select Google
Workspace from the Category if you want to enable Google Calendar API and Google Drive
API.

Note

While creating a new project, a Project ID is assigned to you by default. The Project ID is
the globally unique identifier for your project. You cannot change the project ID after the
project is created. To change the project ID, click Edit below the Project ID field.

On the left-hand side of the page, select a category and then select the desired Google
APIs.
In the search box, you can search for the desired Google APIs.
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4. Select the following APIs from the library.

5. For each API that you selected, click ENABLE.

You can now access the selected API from your project.

Enable Credentials from API & Services screen in the Google Cloud
Platform
To use your enabled APIs, you must create credentials. Perform the following steps to create credentials for

your project.

1. Go to the Navigation Menu on the Google Cloud Platform.

2. Click API & Services and from the list of services, select Credentials.
A new page appears.

3. Select Create Credentials.

4. Under Create Credentials, select OAuth client ID.
Create OAuth client ID page appears.
After selecting OAuth client ID, your application can access the data from the user’s account.

5. Select Configure Consent Screen.

Google Calendar API
Google Drive API
Admin SDK API
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OAuth consent page appears.

6. Under User Type, select Internal.
Selecting Internal makes your application available to users within your organization only.

7. Click Create.
You are redirected to OAuth consent screen > Edit app registration page.

8. On the Edit app registration page, fill in the following information.

Under Developer contact information:
Email address

9. Click SAVE AND CONTINUE.
You are redirected to the Scopes page.

Add Scopes to your project

Scopes define which permissions you need from a user's Google account to provide your service or collect

information.

1. On the Scopes page, click ADD OR REMOVE SCOPES.

A dialog box appears that displays the scopes for only the APIs that you enabled previously.

Under App information:
App Name
User support email
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2.  Select the Scopes from the list of APIs.

If you are unable to locate any Scopes, you can manually search for them. Perform the
following steps to manually add the scopes.

a. Under Manually add scopes, enter the full scope string in the text box. for example
https://www.googleapis.com/auth/admin.directory.user

b. Click ADD TO TABLE.

3. After adding the scopes to your project, click UPDATE.
A new page appears where you can see a list of all your selected scopes.
4. Click SAVE AND CONTINUE.
These are the scopes necessary for creating meetings, fetching meetings from calendar,
fetching recordings, fetching users, and scheduling meetings.

Scope Purpose

https://www.googleapis.com
/auth/drive.file

This Scope is required to provide full access to read a
specific recording file or to download a recording file
that is stored on the drive in the “Recordings” folder.

https://www.googleapis.com
/auth/calendar.events

This scope is required to provide full access on the
user's primary calendar where he is going to create
meeting events.

https://www.googleapis.com/auth/drive.readonly

This scope is used to get access to the drive to
read recording files from the “Meetings
Recordings” folder.

Add Authorized redirect URIs

Adding redirect URI helps you to handle OAuth 2.0 callback flow for web clients. It redirects the user back to

the client application. Perform the following steps to add authorized URI.

1. Navigate back to Credentials on the left-hand side of your dashboard.
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2. Under Create Credentials, click OAuth client ID.

3. Select Web Application from the Application type dropdown list.

4. Scroll down to Authorized redirect URIs and click on ADD URI.

5. Enter the URI in the following format.
https://<tenantname>.<collaborationservice>.aviso.com
For example

https://your-org.qa-ds-alpha2.aviso.com/collaboration/register/google_meet

In this case, <tenant_name> = your-org and <collaboration_service> = qa-ds-alpha2

Create Service Account from IAM & Admin screen in the Google Cloud
Platform

A service account is an account that uses the credentials of another Google user to retrieve data
when necessary. We will use a service account which will be used solely to retrieve and create
meetings on behalf of users and the main application.
Perform the following steps to create Service Account.

1. Go to the Navigation Menu on the Google Cloud Platform.

6. Click SAVE.
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2. Click IAM & Admin  and select Service Accounts

A new page appears.
3. Click on CREATE SERVICE ACCOUNT .

4. In the Service Account Details, enter the desired name of service account and description.
5. Click Create and Continue.
6. After creating a service account, Select Owner Role from “Grant this service account access

to project”.

7. Click Continue.
8. After granting access to the service account, click DONE.

Your browser will redirect you to the page that lists all the service accounts.

Create Keys from Service Account

Service accounts are often associated with shared resources, and their access cannot be restricted
to only certain users. For this reason, service accounts use a secret key to access computer,
networking, and storage assets. After creating a Service account, follow the steps below to create
Keys in your Service Account.
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1. Click the service account whose key you wish to generate from the list.

2. Click on the Keys tab.
3. Click ADD KEY in the drop-down menu, then select Create new key.

4. A pop up box appears. Under Key type, select JSON and click Create.

A private key in JSON format is downloaded to your local computer.

Share the JSON file with your email ID (email ID of the person who downloaded this JSON file) with
the Aviso implementation team. 
The credentials in this JSON file are used to retrieve users, create meetings, retrieve recordings, and
to download recording files from drive. After the JSON file is downloaded on your computer, ensure
that the following scope is granted to your service project.

Add Scopes to Service account

Adding scopes in a service account authorizes the service account to access data on behalf of users
in a domain. Perform the following steps to add scope to your service account.

1. Go to admin.google.com.
2. Log in to your Google admin account.
3. On the Google admin home page, click on Security.

4. Scroll down and click API controls.
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5. Click on MANAGE DOMAIN WIDE DELEGATION.
This is where you can add scopes to your service account.

6. Click Add New on Domain-wide Delegation page.
A dialog box appears where you can authorize the scopes.

7. Enter the following details in the dialog box.
Client ID
Enter the Client ID you generated earlier.
Click Obtain the Client ID and Client Secret from the registry to discover your
client ID.
OAuth scopes (comma-delimited)

Enter the following scope in this field.
https://www.googleapis.com/auth/admin.directory.user

8. Click Authorize.

You can also follow this link to add scopes and delegate domain-wide authority for service account.
https://developers.google.com/identity/protocols/oauth2/service-account#delegatingauthority

Obtain the Client ID and Client Secret from the registry

After completing the above steps, head back to Navigation Menu on the left pane, and perform the
following steps:

1. Select APIs & Services > Credentials.

2. Under OAuth 2.0 Client IDs, select your project.
3. On the new page, you can now see Client ID and Client Secret as shown below.
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Share the credentials with the Aviso implementation team

Provide the following
Client ID and Client Secret that you created in the Obtain the Client ID and Client Secret from
the registry.
Customer-id for your Google-Workspace-Account that you can find here
https://support.google.com/a/answer/10070793?hl=en
Email address of the user from which you have created the service account.
Service Account credentials that you created in the Create Service Account from IAM & Admin.
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Aviso is the AI compass that guides sales and go-to-market teams to close more deals, accelerate
growth, and find their Revenue True North. Aviso AI delivers revenue intelligence, drives informed
team-wide actions and course corrections and gives precise guidance so sellers and teams do not
get lost in the fog of CRM and augment themselves with predictive AI.
Aviso’s activity analytics enable sales leaders to understand prospect enthusiasm and deal progress
without any extra effort required by their sales representatives. Using Aviso’s activity analytics,
administrators can integrate your platform with gmail email service by using IMAP. This is an old
method that requires a username and password for a shared mailbox when retrieving emails from the
mail server.
Aviso uses email and calendar information to provide sales leaders with detailed insights on deal
progress. Aviso AI detects upsell opportunities in your CRM so sales reps can identify any potential
upsides quickly and determine the probability of closing that deal in a timely manner.
By integrating Gmail, top sales executives no longer need to spend their time and energy dealing with
deals that do not have the potential to generate revenue. As a result, they are able to increase their
revenue potential by eliminating false hopes of closing a deal.
Important: The procedures mentioned in this document are performed by the IT admins to integrate
Gmail with Aviso AI, and these are one-time activities.
Important: After you perform the procedures mentioned in this document, collect the authorization
codes from Google Cloud and provide it to the Aviso executive to integrate the Gmail service account
with Aviso AI.

Introduction
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Gmail is an email service offered by Google that allows users to access their email via the internet on
their computers and mobile devices. To know more about Gmail, see Gmail. Integrating Gmail with
Aviso requires the following procedures:

Prerequisites
Create email to use for the shared mailbox
Configure the routing for mailbox
Provide the credentials to Aviso executives

Integrating Gmail
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Ensure that you have super administrator access to Gsuite. It is necessary to set up an
account for activity tracking, to which all the emails and calendar invitations from the sales
organization will be copied. If the account is not created, follow the steps below.

Prerequisites
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right-hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username
 

5. Select the role.
6. Click Add.

An alias email address is created.

Create email for the shared mailbox
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right-hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username

5. Select the role
6. Click Add.

An alias email address is created.

Create email for the shared mailbox
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Routing enables you to manage multiple users' accounts. The feature allows you to specify which
user accounts are able to access the inbound and outbound messages in a shared mailbox. Perform
the following steps to configure routing for mailbox.

1. Log in to Google admin console.
Google admin console appears.

2. Go to Apps.

3. Click on Google Workspace.
A list of all the google services appears.

4. Click on Gmail.

Settings page for Gmail appears.
5. Scroll down and find the Advanced settings. Click Advanced settings.

After clicking in advance settings, you can view general settings and routing options.
6. Click on the Alias email address. In this case Aviso Sales Team.

After clicking on Aviso Sales Team, you can find Configure option under Routing.

Configure the routing for mailbox
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7. Click Configure.
A new page called Edit setting appears.

8. Check both the inbound and outbound boxes.

9. Under Also deliver to click the checkbox named Add more recipients. All other options
should be left unchanged.

10. In case you need to restrict specific emails/domains while forwarding to the email account,
follow Additional - Bypass specific email addresses/domain steps and Additional - Only allow
specific email addresses/domains steps, otherwise skip these steps and click Save.
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This setting allows you to restrict the forwarding of Aviso email to a specific email address or
domains. Perform the following steps to bypass specific email addresses and domains.

1. After you select the checkbox named Add more recipients, select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Bypass this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. To create new list, perform the following steps.
i. Click + icon at the right-hand side of the lists.
ii. Enter the email address or domain name in the text box.

6. If you wish to allow specific email addresses/domains to forward the email, continue to Only
allow specific email addresses/domains or click Save.

Additional - Bypass specific email addresses/domains
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Note:

The + icon appears only after you have created the lists as mentioned in step 4.
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With this setting, you can only forward Aviso emails to specific e-mail addresses and domains.
Perform the following steps to allow only specific email addresses and domains.

1. Select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Only apply this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. Click Save.

Additional - Only allow specific email addresses/domains
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Perform the following steps to enable 2-step verification for the newly created email address.
1. In the Google admin home page, click on Users.

2. Click Security.
A new page that contains information about security and recovery information appears.

3. Choose ON on 2-step verification field.

Enable 2-step verification
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To configure Gmail to read email body content, Aviso Implementation team needs the following
credentials.

Email id created for your domain from Create email for the shared mailbox.
Password for newly generated email for the shared mailbox.

Provide the credentials to Aviso Implementation team
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Aviso is the AI compass that guides sales and go-to-market teams to close more deals, accelerate
growth, and find their Revenue True North. Aviso AI delivers revenue intelligence, drives informed
team-wide actions and course corrections and gives precise guidance so sellers and teams do not
get lost in the fog of CRM and augment themselves with predictive AI.
Aviso’s activity analytics enable sales leaders to understand prospect enthusiasm and deal progress
without any extra effort required by their sales representatives. Using Aviso’s activity analytics,
administrators can integrate the platform with gmail email service to extract the header information of
emails in a shared mailbox. This integration doesn't extract the email body from email; it extracts only
basic header information.
Aviso uses email and calendar information to provide sales leaders with detailed insights on deal
progress. Aviso AI detects upsell opportunities in your CRM so sales reps can identify any potential
upsides quickly and determine the probability of closing that deal in a timely manner.
By integrating gmail, top sales executives no longer need to spend their time and energy dealing with
deals that do not have the potential to generate revenue. As a result, they are able to increase their
revenue potential by eliminating false hopes of closing a deal.

Introduction

Important

The procedures mentioned in this document are performed by the IT admins to integrate Gmail
with Aviso AI, and these are one-time activities.

Important

After you perform the procedures mentioned in this document, collect the authorization codes
from Google Cloud and provide it to the Aviso executive to integrate the Gmail service account
with Aviso AI.
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Gmail is an email service offered by Google that allows users to access their email via the internet on
their computers and mobile devices. To know more about Gmail, see Gmail. Integrating Gmail with
Aviso requires the following procedures:

Prerequisites
Create email to use for the shared mailbox
Configure the routing for mailbox
Create a Project in Google Cloud platform
Enable APIs & Services in Google Cloud platform
Enable Credentials from APIs & Services
Provide the credentials to Aviso executives

Integrating Gmail
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Ensure that you have super administrator access to Gsuite. It is necessary to set up an account for
activity tracking, to which all the emails and calendar invitations from the sales organization will be
copied. If the account is not created, follow the steps below.

Prerequisites
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right-hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username
 

5. Select the role.
6. Click Add.

An alias email address is created.

Create email for the shared mailbox
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right-hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username

5.  Select the role.

6. Click Add.
 An alias email address is created.

Create email for the shared mailbox
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Routing enables you to manage multiple users' accounts. The feature allows you to specify which
user accounts are able to access the inbound and outbound messages in a shared mailbox. Perform
the following steps to configure routing for mailbox.

1. Log in to Google admin console.
Google admin console appears.

2. Go to Apps.

3. Click on Google Workspace.
A list of all the google services appears.

4. Click on Gmail.

Settings page for Gmail appears.

5. Scroll down and find the Advanced settings. Click Advanced settings.

After clicking in advance settings, you can view general settings and routing options.

Configure the routing for mailbox
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6. Click on the Alias email address. In this case Aviso Sales Team.

After clicking on Aviso Sales Team, you can find Configure option under Routing.

7. Click Configure.
A new page called Edit setting appears.

8. Check both the inbound and outbound boxes.

9. Under Also deliver to click the checkbox named Add more recipients. All other options should
be left unchanged.

10. In case you need to restrict specific emails/domains while forwarding to the Aviso Email account,
follow Additional - Bypass specific email addresses/domain steps and Additional - Only allow specific
email addresses/domains steps, otherwise skip these steps and click Save.
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This setting allows you to restrict the forwarding of Aviso email to a specific email address or
domains. Perform the following steps to bypass specific email addresses and domains.

1. After you select the checkbox named Add more recipients, select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Bypass this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. To create new list, perform the following steps.
i. Click + icon at the right-hand side of the lists.
ii. Enter the email address or domain name in the text box.

6. If you wish to allow specific email addresses/domains to forward the email, continue to Only
allow specific email addresses/domains or click Save.

Additional - Bypass specific email addresses/domains
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Note:

The + icon appears only after you have created the lists as mentioned in step 4.
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With this setting, you can only forward Aviso emails to specific e-mail addresses and domains.
Perform the following steps to allow only specific email addresses and domains.

1. Select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Only apply this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. Click Save.

Additional - Only allow specific email addresses/domains
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Perform the following steps to enable 2-step verification for the newly created email address.
1. In the Google admin home page, click on Users.

2. Click Security.
A new page that contains information about security and recovery information appears.

3. Choose ON on 2-step verification field.

Enable 2-step verification

Note:

Aviso Administrator requires your password to set up email activity. You can change
your password later from the Security option.
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Perform the following steps to create a project in Google Cloud platform.
1. Go to Google Cloud platform.

Google Developer Cloud platform appears.

2. Login with the administrator account in Google Cloud platform.

3. On Google Cloud Platform, there are two ways to create a project.
Click Create Project.
A new page named New Project appears. Next, proceed to Step 3.
Click Select a project.
A dialog box appears. Select New Project.

4. In the Project Name field, enter the project name on the new page.
For example, you may enter “GmailActivitiesInbox.”

5. From the Organization dropdown list, select your organization.
Your organization's name appears by default.

6. Click Create.
Your project is created. You are redirected to the dashboard, where your newly created
project appears at the top bar of the page as shown below.

Create a Project in Google Cloud platform

Note:

While creating a new project, a Project ID is assigned to you by default. The
Project ID is the globally unique identifier for your project. You cannot change
the project ID after the project is created. To change the project ID,
click Edi t  below the Project ID field.
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Perform the following steps to enable these APIs.
1. Click ENABLE APIS AND SERVICES on your dashboard.

A new page named API Library appears. Next, proceed to Step 2.
Alternatively, you can follow these steps to visit the API Library page.
i. Go to Navigation Menu on the Google Cloud Platform.
ii. Click API & Services and from the list of services.
iii. select Library.

2. An API library page appears.

3. Perform any of the following actions to select the required APIs.
On the left-hand side of the page, select a category. For example, select Email from
the Category if you want to enable Gmail API. Then select the desired Google APIs.
In this case, Gmail API.

Enable APIs & Services in Google Cloud platform
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In the search box, you can search for the desired Google APIs. In this case, Gmail API.

4. After you select the API, click ENABLE.

     

You can now access the selected API from your project.
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To use your enabled APIs, you must create credentials. Perform the following steps to create
credentials for your project.

1. Go to the Navigation Menu on the Google Cloud Platform.

2. Click API & Services and from the list of services, select Credentials.
A new page appears.

3. Select Create Credentials.

4. Under Create Credentials, select OAuth client ID.
Create OAuth client ID page appears.
After selecting OAuth client ID, your application can access the data from the user’s account.

5. Select Configure Consent Screen.
OAuth consent page appears.

6. Under User Type, select Internal.
Selecting Internal makes your application available to users within your organization only.

7. Click Create.
You are redirected to OAuth consent screen > Edit app registration page.

Enable Credentials from APIs & Services
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8. On the Edit app registration page, fill in the following information.
Under App information:

App Name
User support email

Under Developer contact information
Email address

9. Click SAVE AND CONTINUE.
You are redirected to the Scopes page.
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Scopes define which permissions you need from a user's Google account to provide your service or
collect information.

1. On the Scopes page, click ADD OR REMOVE SCOPES.

2. Select the Scopes from the list of APIs.

If you are unable to locate any Scopes, you can manually search for them. Perform the following
steps to manually add the scopes.
i. Under Manually add scopes, enter the following full scope string in the text box.

https://www.googleapis.com/auth/userinfo.email,
https://www.googleapis.com/auth/gmail.readonly,
https://www.googleapis.com/auth/gmail.metadata

As a result of adding the above scopes, the metadata of emails in the shared inbox can be
retrieved.

ii. Click ADD TO TABLE.

Add Scopes to your project
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3. After adding the scopes to your project, click UPDATE.
A new page appears where you can see a list of all your selected scopes.

4. Click SAVE AND CONTINUE.
Below is a summary of the added scopes to your project.

Scope Purpose

https://www.googleapis.com/auth/userinfo.email
This scope is required to view the user's
email address.

https://www.googleapis.com/auth/gmail.readonly
This scope is required to view the email
address and settings of the user.

https://www.googleapis.com/auth/gmail.metadata
This scope is required to view the email
message metadata such as labels and
headers, but not the email body.
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OAuth client ID allows third party applications to access protected resources (such as Gmail) based
on the user's credentials. Perform the following steps to create OAuth Client ID.

1. From the left-hand navigation pane, select Credentials.

2. Under Create Credentials, click OAuth client ID.

3. In the new page named Create OAuth client ID, enter the following information.
Select Desktop App  from the Application type dropdown list.
In the Name field, enter the unique name of your OAuth 2.0 client.

4. Click Create.
Client Id and Client Secret would appear in a pop-up window.

5. Click Credentials in the left menu bar and click on Download Credentials against the newly
created OAuth Client Id.

Create OAuth Client ID
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To configure Gmail to read email body content, Aviso implementation team needs the following
credentials.

Email id created for your domain from Create email for the shared mailbox.
Client ID from Create OAuth Client ID.
A list of e-mail addresses for which email integration needs to be enabled.
file which was downloaded into your local machine while creating keys.

Provide the credentials to Aviso Implementation team
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Gmail is an email service offered by Google that allows users to access their email via the internet on
their computers and mobile devices. To know more about Gmail, see Gmail. Integrating Gmail with
Aviso requires the following procedures:

Prerequisites
Create email to use for the shared mailbox
Configure the routing for mailbox
Create a Project in Google Cloud platform
Enable APIs & Services in Google Cloud platform
Enable Credentials from APIs & Services
Provide the credentials to Aviso executives
More information on Email forwarding rules

Integrating Gmail
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Aviso is the AI compass that guides sales and go-to-market teams to close more deals, accelerate
growth, and find their Revenue True North. Aviso AI delivers revenue intelligence, drives informed
team-wide actions and course corrections and gives precise guidance so sellers and teams do not
get lost in the fog of CRM and augment themselves with predictive AI.
Aviso’s activity analytics enable sales leaders to understand prospect enthusiasm and deal progress
without any extra effort required by their sales representatives. Using Aviso’s activity analytics,
administrators can integrate the platform with gmail email service to extract the header information of
emails in a shared mailbox. This integration doesn't extract the email body from email; it extracts only
basic header information.
Aviso uses email and calendar information to provide sales leaders with detailed insights on deal
progress. Aviso AI detects upsell opportunities in your CRM so sales reps can identify any potential
upsides quickly and determine the probability of closing that deal in a timely manner.
By integrating gmail, top sales executives no longer need to spend their time and energy dealing with
deals that do not have the potential to generate revenue. As a result, they are able to increase their
revenue potential by eliminating false hopes of closing a deal.

Introduction

Important

The procedures mentioned in this document are performed by the IT admins to integrate Gmail
with Aviso AI, and these are one-time activities.

Important

After you perform the procedures mentioned in this document, collect the authorization codes
from Google Cloud and provide it to the Aviso executive to integrate the Gmail service account
with Aviso AI.

Page: 321 of 420  



Ensure that you have super administrator access to Gsuite. It is necessary to set up an account for
activity tracking, to which all the emails and calendar invitations from the sales organization will be
copied. If the account is not created, follow the steps below.

Prerequisites
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username
 

5. Select the role.
6. Click Add.

Create email for the shared mailbox
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Create an email account for the shared mailbox. Any team member with access to this mailbox can
access this shared email address. To create an email address for a shared mailbox, perform the
following steps.

1. Log in to Google admin console.
Google admin console appears.

2. Click on the gear symbol on the top right-hand side of the screen.
3. Under Add or remove people from Google Workspace, click Add user.
4. Enter the following details:

first name
last name
username

5. Select the role.
6. Click Add.

An alias email address is created.

Create email for the shared mailbox
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Routing enables you to manage multiple users' accounts. The feature allows you to specify which
user accounts are able to access the inbound and outbound messages in a shared mailbox. Perform
the following steps to configure routing for mailbox.

1. Log in to Google admin console.
Google admin console appears.

2. Go to Apps.

3. Click on Google Workspace.
A list of all the google services appears.

4. Click on Gmail.

Settings page for Gmail appears.

5. Scroll down and find the Advanced settings. Click Advanced settings.

After clicking in advance settings, you can view general settings and routing options.

6. Click on the Alias email address. In this case Aviso Sales Team.

Configure the routing for mailbox
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After clicking on Aviso Sales Team, you can find Configure option under Routing.

7. Click Configure.
A new page called Edit setting appears.

8. Check both the inbound and outbound boxes.

9. Under Also deliver to click checkbox named Add more recipients. All other options should
be left unchanged.

10. In case you need to restrict specific emails/domains while forwarding to the Aviso Email
account, follow Additional - Bypass specific email addresses/domain steps and Additional -
Only allow specific email addresses/domains steps, otherwise skip these steps and click
Save.
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This setting allows you to restrict the forwarding of Aviso email to a specific email address or
domains. Perform the following steps to bypass specific email addresses and domains.

1. After you select the checkbox named Add more recipients, select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Bypass this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. To create new list, perform the following steps.
i. Click + icon at the right-hand side of the lists.
ii. Enter the email address or domain name in the text box.

6. If you wish to allow specific email addresses/domains to forward the email, continue to Only
allow specific email addresses/domains or click Save.

Additional - Bypass specific email addresses/domains
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Note:

The + icon appears only after you have created the lists as mentioned in step 4.
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With this setting, you can only forward Aviso emails to specific e-mail addresses and domains.
Perform the following steps to allow only specific email addresses and domains.

1. Select Show options.
The page expands into the address lists to be bypassed and allowed.

2. Under the Address lists, select the checkbox named Use address lists to bypass or
control application of this setting.

3. Choose the radio button Only apply this setting for specific addresses / domains.

4. Click on Use existing or create a new one.
After you click on this option, you can view or create a list of email addresses and domains.

5. Click Save.

Additional - Only allow specific email addresses/domains
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Perform the following steps to enable 2-step verification for the newly created email address.
1. In the Google admin home page, click on Users.

2. Click Security.
A new page that contains information about security and recovery information appears.

3. Choose ON on 2-step verification field.

Enable 2-step verification

Note:

Aviso Administrator requires your password to set up email activity. You can change
your password later from the Security option.
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Perform the following steps to create a project in Google Cloud platform.
1. Go to Google Cloud platform.

Google Developer Cloud platform appears.

2. Login with the administrator account in Google Cloud platform.

3. On Google Cloud Platform,there are two ways to create a project.

Click Create Project.
A new page named New Project appears. Next, proceed to Step 3.
Click Select a project.
A dialog box appears. Select New Project.

4. In the Project Namefield, enter the project name on the new page.
For example, you may enter “GmailActivitiesInbox.”

5. From the Organization dropdown list, select your organization.
Your organization's name appears by default.

6. Click Create.
Your project is created. You are redirected to the dashboard, where your newly created
project appears at the top bar of the page as shown below.

Create a Project in Google Cloud platform

Note:

While creating a new project, a Project ID is assigned to you by default. The Project ID
is the globally unique identifier for your project. You cannot change the project ID after
the project is created. To change the project ID, click Edi t  below the Project ID field.
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Perform the following steps to enable these APIs.
1. Click ENABLE APIS AND SERVICES on your dashboard.

A new page named API Library appears. Next, proceed to Step 2.

    Alternatively, you can follow these steps to visit the API Library page.
    i. Go to Navigation Menu on the Google Cloud Platform.
    ii. Click API & Services and from the list of services.
    iii. select Library.

An API library page appears.
2. Perform any of the following actions to select the required APIs.  

On the left-hand side of the page, select a category. For example, select Email from the
Category if you want to enable Gmail API. Then select the desired Google APIs. In this case,
Gmail API.

In the search box, you can search for the desired Google APIs. In this case, Gmail API.

Enable APIs & Services in Google Cloud platform
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3. After you select the API, click ENABLE.

You can now access the selected API from your project.
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To use your enabled APIs, you must create credentials. Perform the following steps to create
credentials for your project.

1. Go to the Navigation Menu on the Google Cloud Platform.

2. Click API & Services and from the list of services, select Credentials.
A new page appears.

3. Select Create Credentials.

4. Under Create Credentials, select OAuth client ID.
Create OAuth client ID page appears.
After selecting OAuth client ID, your application can access the data from the user’s account.

5. Select Configure Consent Screen.
OAuth consent page appears.

6. Under User Type, select Internal.
Selecting Internal makes your application available to users within your organization only.

7. Click Create.
You are redirected to OAuth consent screen > Edit app registration page.

8. On the Edit app registration page, fill in the following information.
Under App information:

App Name
User support email

Enable Credentials from APIs & Services
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Under Developer contact information
Email address

9. Click SAVE AND CONTINUE.
You are redirected to the Scopes page.
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Scopes define which permissions you need from a user's Google account to provide your service or
collect information.

1. On the Scopes page, click ADD OR REMOVE SCOPES.

2. Select the Scopes from the list of APIs.

If you are unable to locate any Scopes, you can manually search for them. Perform the following
steps to manually add the scopes.

i. Under Manually add scopes, enter the following full scope string in the text box.
https://www.googleapis.com/auth/userinfo.email,
https://www.googleapis.com/auth/gmail.readonly

As a result of adding the above scopes, the metadata of emails in the shared inbox can be retrieved.

ii. Click ADD TO TABLE.

3. After adding the scopes to your project, click UPDATE.
A new page appears where you can see a list of all your selected scopes.
4. Click SAVE AND CONTINUE.

Add Scopes to your project
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Below is a summary of the added scopes to your project.

Scope Purpose

https://www.googleapis.com/auth/userinfo.email
This scope is required to view the user's
email address.

https://www.googleapis.com/auth/gmail.readonly
This scope is required to view the email
address and settings of the user.
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OAuth client ID allows third party applications to access protected resources (such as Gmail) based
on the user's credentials. Perform the following steps to create OAuth Client ID.

1. From the left-hand navigation pane, select Credentials.

2. Under Create Credentials, click OAuth client ID.

3. In the new page named Create OAuth client ID, enter the following information.
Select Desktop App  from the Application type dropdown list.
In the Name field, enter the unique name of your OAuth 2.0 client.

4. Click Create.
Client Id and Client Secret would appear in a pop-up window.

5. Click Credentials in the left menu bar and click on Download Credentials against the newly
created OAuth Client Id.

Create OAuth Client ID
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To configure Gmail to read email body content, Aviso implementation team needs the following
credentials.

Email id created for your domain from Create email for the shared mailbox.
Client ID from Create OAuth Client ID.
A list of e-mail addresses for which email integration needs to be enabled.
file which was downloaded into your local machine while creating keys.

Provide the credentials to Aviso Implementation team
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Aviso is the AI compass that guides sales and go-to-market teams to close more deals, accelerate
growth, and find their Revenue True North. Aviso AI delivers revenue intelligence, drives informed
team-wide actions and course corrections, gives precise guidance so sellers and teams do not get
lost in the fog of CRM, and augment themselves with predictive AI.
Aviso’s activity analytics enable sales leaders to understand prospect enthusiasm and deal progress
without any extra effort required by their sales representatives. Using Aviso’s activity analytics,
administrators can integrate the platform with gmail environments to track two-way email exchanges,
meeting schedules, and meeting attendees. No client software or browser plugins are required.
Aviso uses email and calendar information to provide sales leaders with detailed insights on deal
progress. Aviso AI detects upsell opportunities in your CRM so sales reps can identify any potential
upsides quickly and determine the probability of closing that deal in a timely manner.
By integrating Gmail, top sales executives no longer need to spend their time and energy dealing with
deals that do not have the potential to generate revenue. As a result, they are able to increase their
revenue potential by eliminating false hopes of closing a deal.

Introduction

Important

The procedures mentioned in this document are performed by the IT admins to integrate Gmail
with Aviso AI, and these are one-time activities.

Important

After you perform the procedures mentioned in this document, collect the authorization codes
from Google Cloud and provide it to the Aviso executive to integrate the Gmail service account
with Aviso AI.
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Gmail is an email service offered by Google that allows users to access their email. To know more
about Gmail, see Gmail. Integrating Gmail with Aviso requires the following procedures:

Prerequisites
Create a Project in Google Cloud platform
Enable APIs from the APIs & Services library
Create Service Account from IAM & Admin
Enable Domain-wide delegation to your service account
Create Keys from Service Account
Manage API access via Google workspace
Obtain the Client ID and Client Secret from the registry
Provide the credentials to Aviso executives

Integrating Gmail
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Ensure that you have super administrator access to Gsuite.

Prerequisites
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Perform the following steps to create a Google Cloud project.
1. Log in to Google Cloud platform.

Google Developer Cloud platform appears.

2. On Google Cloud Platform, there are two ways to create a project as follows.
Click Create Project.
A new page named New Project appears. Next, proceed to Step 3.
Click Select a project.
A dialog box appears. Select New Project.

3. In the Project Name field, enter the project name on the new page.
For example, you may enter “aviso-gmail-activity.”

4. From the Organization dropdown list, select your organization.
Your organization's name appears by default.

5. Click Create.
Your project is created. You are redirected to the dashboard, where your newly created
project appears at the top bar of the page.

Create a Project in Google Cloud platform

Note

While creating a new project, a Project ID is assigned to you by default. The
Project ID is the globally unique identifier for your project. You cannot change
the project ID after the project is created. To change the project ID,
click Edi t  below the Project ID field.
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Enable Gmail API and Calendar API on your project. You can use Google Calendar to notify users of
an event or update their status. You can use Gmail API to send email messages. Perform the
following steps to enable these APIs.

1. Click ENABLE APIS AND SERVICES on your dashboard.
A new page named API Library appears. Next, proceed to Step 2.

=
Alternatively, you can follow these steps to visit the API Library page. 
A. Go to Navigation Menu on the Google Cloud Platform.
B. Click API & Services and from the list of services select Library.
An API library page appears.

2. Perform any of the following actions to select the required APIs. For example, select Google
Workspace from the Category if you want to enable Google Calendar API and Gmail API.

On the left-hand side of the page, select a category and then select the desired Google APIs.
In the search box, you can search for the desired Google APIs.

3. Select the following APIs from the library.
Google Calendar API
Gmail API

4. For each API that you selected, click ENABLE.

Enable APIs from the API & Services library
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You can now access the selected API from your project.
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After you create the project, you can create a service account in that project. A service account is an
account that uses the credentials of another Google user to retrieve data when required. Use a
service account which is used solely to retrieve and create meetings on behalf of users and the main
application.
Perform the following steps to create Service Account

1. Go to the Navigation Menu on the Google Cloud Platform.
2. Click IAM & Admin  and select Service Accounts .

A new page appears.
3. Select the project you created previously. In this case, select "aviso-gmail-activity."

A new Service Accounts page appears.
4. Click +CREATE SERVICE ACCOUNT .

5. In the Service Account Details, enter the following fields.
Service account name
For example, you may enter aviso-email-activity-service.
Service account ID
Service account description

6. Click Create and Continue.
7. After creating a service account, select Viewer role from Grant this service account

access to project.

Create Service Account from IAM & Admin
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8. Click Continue.
9. After granting access to the service account, click DONE.

Your browser will redirect you to the page that lists all the service accounts.
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Delegating domain-wide authority allows an application to access data on behalf of a group of users.
Perform the following steps to enable the domain-wide delegation to your service account.

1. Select your service account that you created in the preceding step.

A new page appears containing the details of your service account.
2. Select the Enable Google Workspace domain-wide delegation check box.

3. From the Client ID field, copy the client ID.
4. Click SAVE.

When you enable domain-wide delegation to your service account, you give that account permission
to perform necessary administrative tasks, such as managing groups, editing user accounts, and
changing passwords on a domain-wide basis.

Enable Domain-wide delegation to your service account
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Service accounts are often associated with shared resources, and their access cannot be restricted
to only certain users. The associated private key gives you the ability to access the account, which is
like logging in with a password.
Perform the following steps to create key from your service account.

1. From your service account, click Keys tab.
2. From ADD KEY drop-down list, select Create new key.

A dialog box appears.
3. Under Key type, select JSON and click Create.

4. A private key is downloaded on your local computer.

Keep this file safe and provide it to Aviso executives. After the P12 file is downloaded on your
computer, ensure to add scopes via google admin workspace.

Create Keys from service account
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Perform the following steps to add scope to your service account.
1. Go to admin.google.com.
2. Log in to your Google admin account.
3. On the Google admin home page, click on Security.

4. Scroll down and click API controls.

5. Click on MANAGE DOMAIN WIDE DELEGATION.
This is where you can add scopes to your service account.

6. Click Add New on Domain-wide Delegation page.
A dialog box appears where you can authorize the scopes.

7. Enter the following details in the dialog box.
Client ID
Enter the Client ID you generated earlier.
Click Obtain the Client ID to discover your
client ID.
OAuth scopes (comma-delimited)
Enter the following scopes in this field, separated by a comma (,).
https://www.googleapis.com/auth/gmail.readonly,

Manage API access via Google workspace
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https://www.googleapis.com/auth/calendar.readonly,
https://www.googleapis.com/auth/userinfo.email,

8. Click Authorize.
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After completing the above steps, go back to Navigation Menu on the left pane, and perform the
following steps:

1. Select APIs & Services > Credentials.

2. Under OAuth 2.0 Client IDs, select your project.
3. On the new page, you can now see Client ID and Client Secret as shown below.

Obtain the Client ID from APIs & Services
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Provide the following information to Aviso Implementation team.
Client ID that you created in the Obtain the Client ID from APIs & Services.
Service account email ID.
P12 file that was downloaded into your local machine while creating keys.
A list of e-mail addresses for which email integration needs to be enabled.

Provide the credentials to Aviso implementation team
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Aviso AI seamlessly integrates with Microsoft Outlook to extract email body along with historical
emails of the shared mailbox. This integration allows sales leaders to obtain a comprehensive and
up-to-date understanding of the status of deals via their Microsoft Outlook inbox. This document
explains how to integrate Microsoft Outlook with Aviso AI.

Introduction
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Outlook is an email service provider by Microsoft that enables users to send and receive emails and
also manage their calendars, contacts, and so on. To know more about Outlook, see Microsoft
Outlook. Integrating Outlook with Aviso requires the following procedures:

Prerequisites
Register your application with Microsoft Outlook
Add API permissions to your Microsoft Outlook application
Generate client secret value from Microsoft Azure portal
Create Administrator consent for Microsoft Outlook mailbox
Copy unique ID of your Sales group from Microsoft 365 admin center
Retention Policy Setup for shared mailbox
Provide the credentials to Aviso implementation team

Integrating Microsoft Outlook
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Ensure that you have a Microsoft 365 admin license.

Prerequisites

Page: 356 of 420  



To integrate Outlook with Aviso, log on to the Microsoft 365 admin center as an administrator.
1. Log in to Microsoft 365 admin center.

Microsoft 365 admin center portal appears.

2. On the left-hand navigation pane, click Azure Active Directory.
App registration page appears.

3. On the App registration portal, click New registration.

Register your application with Microsoft Outlook
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4. On the new page named Register an application, enter the following information.

In the Name field, enter a name.
For example, you may enter Aviso Outlook Activity.
Under Supported account types, select the following option- Account in this organizational
directory only (Aviso Inc only - Single tenant)
Under Redirect URI (optional), perform the following:

From the dropdown list, select Web.
In the URI field that appears next to the dropdown list, enter a redirect URI. In this
case, you may enter:
https://myapp.com/auth

5. Click Register.
Aviso Outlook Activity app is now registered and displays the following information.

Display name
Application (client) ID
Directory (tenant) ID
Object ID
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Your application is registered.
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Perform the following steps to add API permissions to your Outlook account that enable you to use
Outlook from Aviso AI.

1. After you register the Aviso Outlook Activity app, Click API Permissions.
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Alternatively, you can perform the following steps to View API Permissions.
a. On the Microsoft Azure portal, go to Home page.
b. Click App registration.
c. Select Aviso Outlook Activity.
d. On the left menu bar, click API Permissions.

The API Permissions page appears.

2. Under Configured permissions, click + Add a permission.
Request API permissions section appears.

3. Under Microsoft APIs, Click Microsoft Graph.
4. Click Application permissions.

Select permissions section appears and shows the list of available permissions categories
under a search box. You can expand the permissions categories to view all the available
permissions.

5. Select the following permissions:
If you can’t find a permission, search the permission using the search box.

Permissions Purpose

Mail.Read Allows the app to read mail in all mailboxes.

GroupMember.Read.All
Allows the app to read membership and basic group properties for all
groups without a signed-in user.

Add API permissions to your Microsoft Outlook application
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Click Add permissions.
The app permission page shows all the permissions you added.
6. Ensure that User.Read permission is NOT added to the Configured Permissions screen. In case
you find the User.Read permission under Configured Permissions, remove it by clicking the three
dots, and click delete.

7. On the Configured Permissions screen, click Grant admin consent to grant the permissions
added in the previous step.

8. Navigate back to the Aviso Outlook Activity  app and click Overview from the left navigation
pane.
Application (Client ID) and Directory (tenant ID) appear. Share these credentials with the
Aviso implementation team.

Note

User.Read permission is automatically added when a user account is created.It is
recommended that User.Read permission be removed to protect the Personally Identifiable
Information (PII) of the users who are associated with the customer account.
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Perform the following steps to generate the certificate and secret values from the Microsoft Azure
portal.

1. On the Microsoft Azure portal, click Certificates & secrets from the left navigation pane.
Certificates & secrets page appears.

2. Under Client secrets tab, click + New client secret.
Add a client secret section appears.

3. In the Add a client secret section, perform the following steps.
A. In the Description field, add a short description, for example, you may enter Aviso Outlook
Activity.
B. In the Expires field, select Never button.
C. Click Add.

The client secret value is now created. The client secret appears in the encrypted format
under Client secrets tab.

4. Note down and share the client value to Aviso implementation team.
Share the client secret value in a password-protected Word or XLS file, and share the
password in a separate email.

Generate client secret value from Microsoft Azure portal
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You can obtain the admin consent using the admin consent URL. Perform the following steps to
create Admin consent for the shared mailbox.

1. Create an admin consent URL using the Application ID (Client ID), Directory ID (Tenant ID),
and Redirect URI that you generated while registering your application with Microsoft Outlook.
For creating URL, follow the pattern provided below.

2. Enter the above URL in any browser.
The page is redirected to Microsoft login page. If You are prompted to enter login credentials,
enter only the administrator credentials.

3. You are redirected to the Permissions page. Click Accept.
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After you accept the permissions, the browser redirects you to the Redirect URI. Ignore if the
site doesn't open.

Create Administrator consent for Microsoft Outlook mailbox

https://login.microsoftonline.com/<Tenant ID>/adminconsent?client_id=<Clienthttps://login.microsoftonline.com/<Tenant ID>/adminconsent?client_id=<Client  

ID>&state=12345&redirect_uri=<Redirect URI>ID>&state=12345&redirect_uri=<Redirect URI>

None Copy

For example:For example:

https://login.microsoftonline.com/abcd12345-xyz-1234-abcd-1234/adminconsent?https://login.microsoftonline.com/abcd12345-xyz-1234-abcd-1234/adminconsent?

client_id=abcdwqr-124653-asfasf-213r3rfa-client_id=abcdwqr-124653-asfasf-213r3rfa-

afdf&state=12345&redirect_uri=https://outlook.oauth.aviso.com/abcxyz.comafdf&state=12345&redirect_uri=https://outlook.oauth.aviso.com/abcxyz.com

None Copy

Note

Ensure that your personal and official Microsoft account are logged out before performing the
above action.
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Your administrator consent is created.
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Copy the unique ID of the sales group by selecting the sales group. You can get the unique ID from
the URI when you select the sales group. A sales group is the one that you create to maintain a
distribution list (DL) of users.
If you don’t have a sales group in the Microsoft 365 admin center, perform the following steps to
create a sales group and copy the unique ID.

1. Open Office 365.
2. Navigate to Microsoft 365 Admin center.
3. Under User, click Teams & groups.
4. Under Terms & groups, select Active teams & groups.
5. On the Active teams & groups page, under Microsoft 365 tab, click Add a group.

Choose a group type page appears.
6. On the Choose a group type page, select Distribution option and click Next.

Set up the basics page appears.
7. On the Set up the basics page, in the Name field, add a name, for example, SalesGroup.
8. In the Description field, add a short description of the group and click Next.

Edit settings page appears.
9. On the Edit settings page, in the Group email address field, enter email ID of the group and

click Next.
Review and finish adding group page appears and shows the details of what you added to
the group.

10. On the Review and finish adding group page, click Create group.
In the Microsoft 365 admin center > Users > Active teams and groups page, under the
Distribution list tab, the sales group that you created appears.

11. Select the sales group that you created.
The URI shows a unique ID.

12. Copy the unique ID and share it with the Aviso implementation team.

Copy unique ID of your Sales group from Microsoft 365
admin center
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Retention policy specifies the number of days and months you would like to retain mailboxes for each
user account. The retention policy allows you to configure your mailbox to delete emails at a time
specified by you. Therefore, we recommend that you use retention policy setup to manage retention
of your mailbox and space usage. Perform the following steps to setup retention policy for shared
mailbox.

1. Login to Office365 using your administrator credentials.
2. From the left hand navigation pane, click Admin.
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Microsoft 365 admin center page appears.
3. On the MIcrosoft admin center page, click Show all to expand more options.
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After clicking Show All additional options related to admin centers appears.
4. Under Admin centers, click Exchange.

Set up retention policy for shared mailbox
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A new page named Exchange admin center appears.
5. Under compliance management, click retention tags.

6. Click on the add (+) icon and select applied automatically to entire mailbox (default).
7. On the new page, enter the following information to assign the tag to the retention policy.

Name
In the Name field, assign the name to your newly created retention policy.
Retention action
Under Retention action, select the Permanently Delete option.
Retention period
Under Retention period, select the option When the item reaches the following age (in
days) and enter the number of days. Set the number of days you would like the mails to
remain in your shared mailbox.
Comment
Under the Comment section, you can add any comments regarding the retention policy.
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8. Click Save.
9. Go back to Exchange admin center, and click Recipients.

10. Under Mailboxes tab, select your newly created shared mailbox.
The General Setting page for the shared mailbox appears.

11. From the left menu bar of your shared mailbox, select mailbox features.
12. Under the Role assignment policy section, select Delete older emails of shared mailbox.

13. Click Save.
After this setup is complete, emails will be automatically removed from the central inbox at a
predetermined frequency, which is defined while creating the Retention tag.
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Provide the following Provide the following.
Application (client) ID and the Directory (tenant) ID that you created in the Register your
application with Microsoft Outlook topic.
Client value and the client secret ID that you created in the Generate client secret value from
Microsoft Azure portal topic.
Unique ID that you copied in the Copy unique ID of your Sales group from Microsoft 365
admin center topic.

After you provide the Aviso implementation team with the above-mentioned credentials and keys, the
team integrates Microsoft Outlook with your Aviso instance.

Provide the credentials to Aviso implementation team
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Aviso AI seamlessly integrates with Microsoft Outlook to extract the email body of the shared mailbox.
This integration allows sales leaders to obtain a comprehensive and up-to-date understanding of the
status of deals via their Microsoft Outlook inbox. This document explains how to integrate Microsoft
Outlook with Aviso AI.

Introduction
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Microsoft Outlook is an email service provider by Microsoft that enables users to send and receive
emails and also manage their calendars, contacts, and so on. To know more about Outlook, see
Microsoft Outlook. Integrating Outlook with Aviso requires the following procedures:

Prerequisites
Register your application with Microsoft Outlook
Add API permissions to your Microsoft Outlook application
Generate client secret value from Microsoft Azure portal
Add users to the shared mailbox
Create Administrator consent for Microsoft Outlook mailbox
Adding Rules to the shared mailbox
Copy unique ID of your Sales group from Microsoft 365 admin center
Retention Policy Setup for shared mailbox
Provide the credentials to Aviso implementation team

Integrating Microsoft Outlook
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Ensure that you have a Microsoft 365 admin license.

Prerequisites
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To integrate MS Outlook with Aviso, log on to the Microsoft 365 admin center as an administrator.
1. Log in to Microsoft 365 admin center.

Microsoft 365 admin center portal appears.

2. On the left-hand navigation pane, click Azure Active Directory.
App registration page appears.

Register your application with Microsoft Outlook
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3. On the App registration portal, click New registration.
Register an application page appears.

4. On the new page named Register an application, enter the following information.

In the Name field, enter a name.
For example, you may enter Aviso Outlook Activity.
Under Supported account types, select the following option- Account in this organizational
directory only (Aviso Inc only - Single tenant)
Under Redirect URI (optional), perform the following:

From the dropdown list, select Web.
In the URI field that appears next to the dropdown list, enter a redirect URI. In this
case, you may enter:
https://myapp.com/auth

5. Click Register.
Aviso Outlook Activity app is now registered and displays the following information.

Display name
Application (client) ID
Directory (tenant) ID
Object ID

6. Note down and save the Application (client) ID and the Directory (tenant) ID to use in the
upcoming steps.

Your application is registered.
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Perform the following steps to add API permissions to your Outlook account that enable you to use
Outlook from Aviso AI.

1. After you register the Aviso Outlook Activity app, Click API Permissions.

Alternatively, you can perform the following steps to View API Permissions.
i. On the Microsoft Azure portal, go to Home page.
ii. Click App registration.
iii. Select Aviso Outlook Activity.
iv. On the left menu bar, click API Permissions.
The API Permissions page appears.

2. Under Configured permissions, click + Add a permission.
Request API permissions section appears.

3. Under Microsoft APIs, Click Microsoft Graph.
4. Click Application permissions.

Select permissions section appears and shows the list of available permissions categories
under a search box. You can expand the permissions categories to view all the available
permissions.

5. Select the following permissions:
If you can’t find a permission, search the permission using the search box.

Permissions Purpose

Mail.Read
Allows the app to read email body content along with header information in the
mailbox.

Click Add permissions.
The app permission page shows all the permissions you added.

6. Ensure that User.Read permission is NOT added to the Configured Permissions screen. In
case you find the User.Read permission under Configured Permissions, remove it by clicking

Add API permissions to your Microsoft Outlook application
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the three dots, and click delete.

7. On the Configured Permissions screen, click Grant admin consent to grant the permissions
added in the previous step.

8. Navigate back to the Aviso Outlook Activity  app and click Overview from the left navigation
pane.
Application (Client ID) and Directory (tenant ID) appears. Share these credentials with
Aviso implementation team.

Note

User.Read permission is automatically added when a user account is created.It is
recommended that User.Read permission be removed to protect the Personally Identifiable
Information (PII) of the users who are associated with the customer account.
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Perform the following steps to generate the certificate and secret values from the Microsoft Azure
portal.

1. On the Microsoft Azure portal, click Certificates & secrets from the left navigation pane.
Certificates & secrets page appears.

2. Under Client secrets tab, click + New client secret.
Add a client secret section appears.

3. In the Add a client secret section, perform the following steps.
In the Description field, add a short description, for example, you may enter Aviso
Outlook Activity.
In the Expires field, select Never button.
Click Add.

The client secret value is now created. The client secret appears in the encrypted format under Client
secrets tab.

4. Note down and share the client value to Aviso implementation team.
Share the client secret value in a password-protected Word or XLS file, and share the
password in a separate email.

Generate client secret value from Microsoft Azure portal
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Perform the following steps to add users to the newly created shared mailbox.
1. On the Azure Active Directory admin center, click Enterprise applications.

A list of all available apps appears.
2. In the search box, type Aviso Outlook Activity  and select it.

An overview page of the selected application appears.
3. Select Users and groups from the left-hand menu bar.

4. In the Users and groups screen, click on +Add user.
A new screen named Add assignment appears.

5. Click Users field.
The user list appears on a side screen.

6. Enter the name of the user in the search box and assign the application, i.e., the shared
mailbox, to the user.

7. Click Select > Assign .
The app is assigned to the selected users.

Add users to the shared mailbox
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You can obtain the admin consent using the admin consent URL. Perform the following steps to
create Admin consent for the shared mailbox.

1. Create an admin consent URL using the Application ID (Client ID), Directory ID (Tenant ID),
and Redirect URI that you generated while registering your application with Microsoft Outlook.
For creating URL, follow the pattern provided below.
URL: https://login.microsoftonline.com/<Tenant ID>/adminconsent?client_id=<Client
ID>&state=12345&redirect_uri=<RedirectURI>
For example:
https://login.microsoftonline.com/abcd12345-xyz-1234-abcd-1234/adminconsent?
client_id=abcdwqr-124653-asfasf-213r3rfa-
afdf&state=12345&redirect_uri=https://outlook.oauth.aviso.com/abcxyz.com

2. Enter the above URL in any browser. The page is redirected to Microsoft login page. If You
are prompted for login credentials. Enter only administrator credentials.

3. You are redirected to the Permissions page. Click Accept.

Create Administrator consent for Microsoft Outlook mailbox

NOTE:

Ensure that your personal and official Microsoft accounts are logged out before performing the
above action.
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4. After you accept the permissions, the web browser redirects you to the Redirect URI.

Your administrator content is created.
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Adding a rule in Aviso Outlook Activity can provide guidelines for how inbound and outbound email
activity associated with your shared mailbox is handled by your Office 365 account when a particular
user or group of users sends or receives emails.
Perform the following steps to setup rules to your shared mailbox.

1. Open Microsoft Office 365 using your administrative credentials.
2. Navigate to Microsoft 365 Admin center.
3. Under mailflow, click rules.

4. Click on the + icon to create a new rule. These rules are for routing activity to the tracking
account.

Adding rules to the shared mailbox

NOTE:

All activities pertaining to the addition of rules are controlled by the customer, and the customer
has full access and authority in determining what activities are permitted.
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On the routing page, set up an inbound rule so that any email coming into your organization is
automatically BCC’d to the activity tracking inbox.

1. Enter the following information to set up inbound rules.
In the Name field, enter the name for the rule. In this case, you may enter Sales
Activity Inbound.
In the Do the following field, select Bcc the message to.
In the Priority field, specify the priority level in numbers.
In the Audit this rule with severity level checkbox, select the checkbox.
In Choose a mode for this rule field, choose the Enforce radio button.
You can configure the frequency of this rule by selecting a date range. Select the date
from Activate this rule on the following date: field.
You can configure the rule to be deactivated based on the entered date by clicking
Deactivate this rule on the following date: field.

2. Click Save.
Now, all the incoming mails for the assigned users in Aviso Outlook Activity  will be bcc'd to
the shared mailbox.

Setup Inbound rules for the shared mailbox
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Next, you need to create an outbound rule so that all mail sent from an organization is bcc’d to the
activity tracking account. Perform the following steps to setup outbound rules to your shared mailbox.

1. Click on the + icon to create a new rule. These rules are for routing activity to the tracking
account.

2. Enter the following information to set up inbound rules.
In the Name field, enter the name for the rule. In this case, you may enter Sales
Activity Outbound.
In the Do the following field, select Bcc the message to.
In the Priority field, specify the priority level in numbers.
In the Audit this rule with severity level checkbox, select the checkbox.
In Choose a mode for this rule field, choose the Enforce radio button.
You can configure the frequency of this rule by selecting a date range. Select the date
from Activate this rule on the following date: field.
You can configure the rule to be deactivated based on the entered date by clicking
Deactivate this rule on the following date: field.
 

3. Click Save.
Now, all the outgoing mails of the assigned users in Aviso Outlook Activity  will be bcc'd to
the shared mailbox.

Setup Outbound Rules for the shared mailbox
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Copy the unique ID of the sales group by selecting the sales group. You can get the unique ID from
the URI when you select the sales group. A sales group is the one that you create to maintain a
distribution list (DL) of users.
If you don’t have a sales group in the Microsoft 365 admin center, perform the following steps to
create a sales group and copy the unique ID.

1. Open Office 365.
2. Navigate to Microsoft 365 Admin center.
3. Under User, click Teams & groups.
4. Under Terms & groups, select Active teams & groups.
5. On the Active teams & groups page, under Microsoft 365 tab, click Add a group.

Choose a group type page appears.
6. On the Choose a group type page, select Distribution option and click Next.

Set up the basics page appears.
7. On the Set up the basics page, in the name field, add a name, for example, SalesGroup.
8. In the Description field, add a short description of the group and click Next.

Edit settings page appears.
9. On the Edit settings page, in the Group email address field, enter email ID of the group and

click Next.
Review and finish adding group page appears and shows the details of what you added to
the group.

10. On the Review and finish adding group page, click Create group.
In the Microsoft 365 admin center > Users > Active teams and groups page, under the
Distribution list tab, the sales group that you created appears.

11. Select the sales group that you created.
The URI shows a unique ID.

12. Copy the unique ID and share it with the Aviso implementation team.

Copy unique ID of your Sales group from Microsoft 365
admin center
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Retention policy specifies the number of days and months you would like to retain mailboxes for each
user account. The retention policy allows you to configure your mailbox to delete emails at a time
specified by you. Therefore, we recommend that you use retention policy setup to manage retention
of your mailbox and space usage. Perform the following steps to setup retention policy for shared
mailbox.

1. Login to Office365 using your administrator credentials.
2. From the left hand navigation pane, click Admin.

Microsoft 365 admin center page appears.
3. On the Microsoft admin center page, click Show all to expand more options.

After clicking Show All additional options related to admin centers appears.

Retention Policy Setup for shared mailbox
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4. Under Admin centers, click Exchange.

A new page named Exchange admin center appears.
5. Under compliance management, select retention tags.

6. Click on the + icon and select applied automatically to entire mailbox (default).

7. On the new page, enter the following information to assign the tag to the retention policy.
Name
In the Name field, assign the name to your newly created retention policy.
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Retention action
Under Retention action, choose the Permanently Delete option.
 
Retention period
Under Retention period, choose the option When the item reaches the following
age (in days) and enter the number of days. Set the number of days you would like
the mails to remain in your shared mailbox.
 
Comment
Under the Comment section, you can add any comments regarding the retention
policy.
 

8. Click Save.

9. Go back to Exchange admin center, and click recipients.

10. Under mailboxes tab, select your newly created shared mailbox.
The General Setting page for the shared mailbox appears.

11. From the left menu bar of your shared mailbox, select mailbox features.
12. Under the role assignment policy section, choose Delete older emails of shared

mailbox.
13. Click Save.

After this setup is complete, emails will be automatically removed from the central inbox at a
predetermined frequency which is defined while creating the Retention tag.
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Provide the following
Application (client) ID and the Directory (tenant) ID that you created in the Register your
application with Microsoft Outlook topic.
Client value and the client secret ID that you created in the Generate certificate and secret
topic.
Unique ID that you copied in the Copy unique ID of your Sales group from Microsoft 365
admin center topic.

After you provide the Aviso implementation team with the above-mentioned credentials and keys, the
team integrates Microsoft Outlook with your Aviso instance.

Provide the credentials to Aviso implementation team
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Adding a rule in Aviso Outlook Activity can provide guidelines for how inbound and outbound email
activity associated with your shared mailbox is handled by your Office 365 account when a particular
user or group of users sends or receives emails.
Perform the following steps to setup rules to your shared mailbox.

1. Open Microsoft Office 365 using your administrative credentials.
2. Navigate to Microsoft 365 Admin center.
3. Under mailflow, click rules.

4. Click on the + icon to create a new rule. These rules are for routing activity to the tracking
account.

Adding rules to the shared mailbox

Note:

All activities pertaining to the addition of rules are controlled by the customer, and the customer
has full access and authority in determining what activities are permitted.
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Introduction
Aviso AI seamlessly integrates with RingCentral to let users have virtual meetings with their buyers. Aviso AI is

then able to analyze the meeting recording, transcribe it, and provide rich insights to both reps and managers

that ultimately help move the conversation forward and provide managers with improvement or coaching areas

for sales reps. This document explains how to integrate RingCentral with Aviso AI.

Integrating RingCentral with Aviso requires the following procedures:

Prerequisites

Ensure you have a RingCentral license and admin access to RingCentral.

Register an application with RingCentral
To integrate RingCentral with Aviso, register with RingCentral and collect Client ID, Client Secret, OAuth

Authorization URL, and Redirect URI that will be required in the upcoming tasks.

1. Navigate to https://developers.ringcentral.com/console/applications/create and
log in with your RingCentral Administrator credentials.
Create App form appears.

2. In the What type of app are you creating? field, select REST API App and click on Next.

3. In the App Name field, enter a name.
For example, you may enter Aviso RingCentral Integration.

4. In the App Description field, enter a short description.
For example, you may enter This Integration is used to request permissions to invoke
RingCentral REST API on behalf of another RingCentral user.
The Primary Contact field is auto-populated with your login account email ID.

5. In the Do you intend to promote this app in the RingCentral App Gallery? field, select

Integrating RingCentral

Important

The procedures mentioned in this document are performed by the IT admins to facilitate
RingCentral calls from Aviso AI, and these are one-time activities. After RingCentral is
integrated with Aviso AI, every user needs to validate their RingCentral account from Aviso
AI.

Important

After you perform the procedures mentioned in this document, collect the authorization
codes from RingCentral and provide them to the Aviso implementation team to integrate
RingCentral with Aviso AI.

Prerequisites
Register an Application with RingCentral
Provide the credentials to the Implementation team
Validate your RingCentral account in Aviso
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Yes or No based on your preference.

6. In the App Card -> Display Name field, enter a name such as Aviso RingCentral
Integration. In the App Card -> Summary field, enter a short summary of App. In the App
Card -> App Icon, choose an image icon file of your choice.

7. In the Auth section, select 3-legged OAuth flow authorization code. Under From what type
of app will you be calling the API?, select Server-side web app. In the OAuth Redirect
URI field, if your Aviso tenant name is xyz-a.com, then enter redirect URI in the following
format https://xyz-a.app.aviso.com/collaboration/register/rcentral.

8. In the Issue refresh tokens? list, select Yes.

9. In App Permissions, add the following permissions -

10. In ’Who will be authorized to access your app? field, select This app is private.
11. Click Create.
The following message appears.
"Your app has been successfully created!
To start your development, please use your sandbox account and application credentials.
Additional information can be found in our Getting Started."
12. Click on the Credentials link in the above message.
Credentials page of the Sandbox Application you just created appears.

13. From this screen, note down the following keys and keep them safe for use in the upcoming
steps.

Provide the credentials to the Implementation team

Provide the Aviso  Implementation team with the following keys.

Client ID
Client Secret
Redirect URI (The same that you used in step 7 in the Register an application with RingCentral section).

After you provide the Aviso Implementation team with the above-mentioned credentials and keys, the team integrates 

RingCentral with your Aviso instance.

Validate your RingCentral account in Aviso

After RingCentral is integrated with Aviso AI, before using RingCentral from Aviso AI, every user must
validate their RingCentral account.
Perform the following steps to validate your RingCentral account from Aviso AI.
Prerequisites-

Ensure that RingCentral is integrated with your Aviso instance.
Ensure that you have logged in to the RingCentral portal with the correct credentials.


Read Contacts
Read Accounts
Meetings and Role Management.

Client ID
Client Secret
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Perform the following steps to validate Microsoft Teams from Aviso AI.

1. From any digital war room in the Aviso AI, click Meet Now.

Meet Now dialog box appears.

2. Click Validate RingCentral Account.
You are redirected to the RingCentral account page. If you have not logged in to RingCentral,
you are asked to log in to your RingCentral account.

3. Log in to your RingCentral account.
After you successfully log in to RingCentral account, the following message appears:
{“msg”: “Your account is linked successfully to Aviso, please go back to Aviso to continue .”,

“success”: true}

Note

If you use incorrect credentials to log in to RingCentral portal and validate your
RingCentral, you can't revert it later.
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Aviso AI seamlessly integrates with Microsoft Outlook to extract the email body of the shared mailbox.
This integration allows sales leaders to obtain a comprehensive and up-to-date understanding of the
status of deals via their Microsoft Outlook inbox. This document explains how to integrate Microsoft
Outlook with Aviso AI.

Introduction
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Microsoft Outlook is an email service provider by Microsoft that enables users to send and receive
emails and also manage their calendars, contacts, and so on. To know more about Outlook, see
Microsoft Outlook. Integrating Outlook with Aviso requires the following procedures:

Prerequisites
Register your application with Microsoft Outlook
Add API permissions to your Microsoft Outlook application
Generate client secret value from Microsoft Azure portal
Add users to the shared mailbox
Create Administrator consent for Microsoft Outlook mailbox
Adding Rules to the shared mailbox
Copy unique ID of your Sales group from Microsoft 365 admin center
Retention Policy Setup for shared mailbox
Provide the credentials to Aviso implementation team

Integrating Microsoft Outlook
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Ensure that you have a Microsoft 365 admin license.

Prerequisites
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To integrate MS Outlook with Aviso, log on to the Microsoft 365 admin center as an administrator.
1. Log in to Microsoft 365 admin center.

Microsoft 365 admin center portal appears.

2. On the left-hand navigation pane, click Azure Active Directory.
App registration page appears.

Register your application with Microsoft Outlook
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3. On the App registration portal, click New registration.
Register an application page appears.

4. On the new page named Register an application, enter the following information.

In the Name field, enter a name.
For example, you may enter Aviso Outlook Activity.
Under Supported account types, select the following option- Account in this organizational
directory only (Aviso Inc only - Single tenant)
Under Redirect URI (optional), perform the following:

From the dropdown list, select Web.
In the URI field that appears next to the dropdown list, enter a redirect URI. In this
case, you may enter:
https://myapp.com/auth

5. Click Register.
Aviso Outlook Activity app is now registered and displays the following information.

Display name
Application (client) ID
Directory (tenant) ID
Object ID

6. Note down and save the Application (client) ID and the Directory (tenant) ID to use in the
upcoming steps.

Your application is registered.
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Perform the following steps to add API permissions to your Outlook account that enable you to use
Outlook from Aviso AI.

1. After you register the Aviso Outlook Activity app, Click API Permissions.

Alternatively, you can perform the following steps to View API Permissions.
i. On the Microsoft Azure portal, go to Home page.
ii. Click App registration.
iii. Select Aviso Outlook Activity.
iv. On the left menu bar, click API Permissions.
The API Permissions page appears.

2. Under Configured permissions, click + Add a permission.
Request API permissions section appears.

3. Under Microsoft APIs, Click Microsoft Graph.
4. Click Application permissions.

Select permissions section appears and shows the list of available permissions categories
under a search box. You can expand the permissions categories to view all the available
permissions.

5. Select the following permissions:
If you can’t find a permission, search the permission using the search box.

Permissions Purpose

Mail.ReadBasic
Allows the app to read email headers in the mailbox. Emails will not be accessed
by the Aviso app; only headers will be accessed.

Click Add permissions.
The app permission page shows all the permissions you added.

6. Ensure that User.Read permission is NOT added to the Configured Permissions screen. In
case you find the User.Read permission under Configured Permissions, remove it by clicking

Add API permissions to your Microsoft Outlook application
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the three dots, and click delete.

7. On the Configured Permissions screen, click Grant admin consent to grant the permissions
added in the previous step.

8. Navigate back to the Aviso Outlook Activity  app and click Overview from the left navigation
pane.
Application (Client ID) and Directory (tenant ID) appears. Share these credentials with
Aviso implementation team.

Note

User.Read permission is automatically added when a user account is created.It is
recommended that User.Read permission be removed to protect the Personally Identifiable
Information (PII) of the users who are associated with the customer account.
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Perform the following steps to generate the certificate and secret values from the Microsoft Azure
portal.

1. On the Microsoft Azure portal, click Certificates & secrets from the left navigation pane.
Certificates & secrets page appears.

2. Under Client secrets tab, click + New client secret.
Add a client secret section appears.

3. In the Add a client secret section, perform the following steps.
In the Description field, add a short description, for example, you may enter Aviso
Outlook Activity.
In the Expires field, select Never button.
Click Add.

The client secret value is now created. The client secret appears in the encrypted format under Client
secrets tab.

4. Note down and share the client value to Aviso implementation team.
Share the client secret value in a password-protected Word or XLS file, and share the
password in a separate email.

Generate client secret value from Microsoft Azure portal
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Perform the following steps to add users to the newly created shared mailbox.
1. On the Azure Active Directory admin center, click Enterprise applications.

A list of all available apps appears.
2. In the search box, type Aviso Outlook Activity  and select it.

An overview page of the selected application appears.
3. Select Users and groups from the left-hand menu bar.

4. In the Users and groups screen, click on +Add user.
A new screen named Add assignment appears.

5. Click Users field.
The user list appears on a side screen.

6. Enter the name of the user in the search box and assign the application, i.e., the shared
mailbox, to the user.

7. Click Select > Assign .
The app is assigned to the selected users.

Add users to the shared mailbox
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You can obtain the admin consent using the admin consent URL. Perform the following steps to
create Admin consent for the shared mailbox.

1. Create an admin consent URL using the Application ID (Client ID), Directory ID (Tenant ID),
and Redirect URI that you generated while registering your application with Microsoft Outlook.
For creating URL, follow the pattern provided below.
URL: https://login.microsoftonline.com/<Tenant ID>/adminconsent?client_id=<Client
ID>&state=12345&redirect_uri=<RedirectURI>
For example:
https://login.microsoftonline.com/abcd12345-xyz-1234-abcd-1234/adminconsent?
client_id=abcdwqr-124653-asfasf-213r3rfa-
afdf&state=12345&redirect_uri=https://outlook.oauth.aviso.com/abcxyz.com

2. Enter the above URL in any browser. The page is redirected to Microsoft login page. If You
are prompted for login credentials. Enter only administrator credentials.

3. You are redirected to the Permissions page. Click Accept.

Create Administrator consent for Microsoft Outlook mailbox

NOTE:

Ensure that your personal and official Microsoft accounts are logged out before performing the
above action.
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4. After you accept the permissions, the web browser redirects you to the Redirect URI.

Your administrator content is created.
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Adding a rule in Aviso Outlook Activity can provide guidelines for how inbound and outbound email
activity associated with your shared mailbox is handled by your Office 365 account when a particular
user or group of users sends or receives emails.
Perform the following steps to setup rules to your shared mailbox.

1. Open Microsoft Office 365 using your administrative credentials.
2. Navigate to Microsoft 365 Admin center.
3. Under mailflow, click rules.

4. Click on the + icon to create a new rule. These rules are for routing activity to the tracking
account.

Adding Rules to the shared mailbox

Note:

All activities pertaining to the addition of rules are controlled by the customer, and the customer
has full access and authority in determining what activities are permitted.
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On the routing page, set up an inbound rule so that any email coming into your organization is
automatically BCC’d to the activity tracking inbox.

1. Enter the following information to set up inbound rules.
In the Name field, enter the name for the rule. In this case, you may enter Sales
Activity Inbound.
In the Do the following field, select Bcc the message to.
In the Priority field, specify the priority level in numbers.
In the Audit this rule with severity level checkbox, select the checkbox.
In Choose a mode for this rule field, choose the Enforce radio button.
You can configure the frequency of this rule by selecting a date range. Select the date
from Activate this rule on the following date: field.
You can configure the rule to be deactivated based on the entered date by clicking
Deactivate this rule on the following date: field.

2. Click Save.
Now, all the incoming mails for the assigned users in Aviso Outlook Activity  will be bcc'd to
the shared mailbox.

Setup Inbound Rules for the shared mailbox
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Next, you need to create an outbound rule so that all mail sent from an organization is bcc’d to the
activity tracking account. Perform the following steps to setup outbound rules to your shared mailbox.

1. Click on the + icon to create a new rule. These rules are for routing activity to the tracking
account.

2. Enter the following information to set up inbound rules.
In the Name field, enter the name for the rule. In this case, you may enter Sales
Activity Outbound.
In the Do the following field, select Bcc the message to.
In the Priority field, specify the priority level in numbers.
In the Audit this rule with severity level checkbox, select the checkbox.
In Choose a mode for this rule field, choose the Enforce radio button.
You can configure the frequency of this rule by selecting a date range. Select the date
from Activate this rule on the following date: field.
You can configure the rule to be deactivated based on the entered date by clicking
Deactivate this rule on the following date: field.
 

3. Click Save.
Now, all the outgoing mails of the assigned users in Aviso Outlook Activity  will be bcc'd to
the shared mailbox.

Setup Outbound Rules for the shared mailbox

Page: 405 of 420  



Copy the unique ID of the sales group by selecting the sales group. You can get the unique ID from
the URI when you select the sales group. A sales group is the one that you create to maintain a
distribution list (DL) of users.
If you don’t have a sales group in the Microsoft 365 admin center, perform the following steps to
create a sales group and copy the unique ID.

1. Open Office 365.
2. Navigate to Microsoft 365 Admin center.
3. Under User, click Teams & groups.
4. Under Terms & groups, select Active teams & groups.
5. On the Active teams & groups page, under Microsoft 365 tab, click Add a group.

Choose a group type page appears.
6. On the Choose a group type page, select Distribution option and click Next.

Set up the basics page appears.
7. On the Set up the basics page, in the name field, add a name, for example, SalesGroup.
8. In the Description field, add a short description of the group and click Next.

Edit settings page appears.
9. On the Edit settings page, in the Group email address field, enter email ID of the group and

click Next.
Review and finish adding group page appears and shows the details of what you added to
the group.

10. On the Review and finish adding group page, click Create group.
In the Microsoft 365 admin center > Users > Active teams and groups page, under the
Distribution list tab, the sales group that you created appears.

11. Select the sales group that you created.
The URI shows a unique ID.

12. Copy the unique ID and share it with the Aviso implementation team.

Copy unique ID of your Sales group from Microsoft 365
admin center
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Retention policy specifies the number of days and months you would like to retain mailboxes for each
user account. The retention policy allows you to configure your mailbox to delete emails at a time
specified by you. Therefore, we recommend that you use retention policy setup to manage retention
of your mailbox and space usage. Perform the following steps to setup retention policy for shared
mailbox.

1. Login to Office365 using your administrator credentials.
2. From the left hand navigation pane, click Admin.

Microsoft 365 admin center page appears.
3. On the Microsoft admin center page, click Show all to expand more options.

After clicking Show All additional options related to admin centers appears.

Retention Policy Setup for shared mailbox
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4. Under Admin centers, click Exchange.

A new page named Exchange admin center appears.
5. Under compliance management, select retention tags.

6. Click on the + icon and select applied automatically to entire mailbox (default).

7. On the new page, enter the following information to assign the tag to the retention policy.
Name
In the Name field, assign the name to your newly created retention policy.
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Retention action
Under Retention action, choose the Permanently Delete option.
 
Retention period
Under Retention period, choose the option When the item reaches the following
age (in days) and enter the number of days. Set the number of days you would like
the mails to remain in your shared mailbox.
 
Comment
Under the Comment section, you can add any comments regarding the retention
policy.
 

8. Click Save.

9. Go back to Exchange admin center, and click recipients.

10. Under mailboxes tab, select your newly created shared mailbox.
The General Setting page for the shared mailbox appears.

11. From the left menu bar of your shared mailbox, select mailbox features.
12. Under the role assignment policy section, choose Delete older emails of shared

mailbox.
13. Click Save.
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Provide the following
Application (client) ID and the Directory (tenant) ID that you created in the Register your
application with Microsoft Outlook topic.
Client value and the client secret ID that you created in the Generate certificate and secret
topic.
Unique ID that you copied in the Copy unique ID of your Sales group from Microsoft 365
admin center topic.

After you provide the Aviso implementation team with the above-mentioned credentials and keys, the
team integrates Microsoft Outlook with your Aviso instance.

Provide the credentials to Aviso implementation team
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Aviso AI seamlessly integrates with webex to let users have virtual meetings with their buyers. Aviso
AI is then able to analyze the meeting recording, transcribe it, and provide rich insights to both reps
and managers that ultimately help move the conversation forward and provide managers with
improvement or coaching areas for reps. This document explains how to integrate webex with Aviso
AI.

Integrating webex with Aviso requires the following procedures:
Prerequisites
Create an Integration with Webex
Provide the credentials to Aviso Executives
Validate your Webex account in Aviso

Prerequisites

Ensure that you have a webex admin license.

Register your integration with webex

To integrate webex with Aviso AI, register with webex and collect Client ID, Client Secret, OAuth
Authorization Url, and Redirect URI that will be required in the later steps.

1. Go to https://developer.webex.com/my-apps/new/integration and log in with your webex
administrative credentials.
New Integration form appears.

2. In the Will this integration use a mobile SDK? dropdown list, select No.

3. In the Integration Name field, enter a name.
For example, you may enter "Aviso webex".

4. In the Icon field, choose or upload an icon of your choice for the Aviso Integration with webex.
5. In the Description field, enter a short description.

For example, you may enter "This Integration is used to request permissions to invoke webex
REST API on behalf of another webex user".

6. In the Redirect URI(s) field, enter the following redirect URI:
https://<tenant_domain>.app.aviso.com/collaboration/register/webex.

Integrating webex

Important:

The procedures mentioned in this document are performed by the IT admins to facilitate webex
calls from Aviso AI, and these are one-time activities. After webex is integrated with Aviso AI,
every user needs to validate their webex account from Aviso AI.

Important:

After you perform the procedures mentioned in this document, collect the authorization codes
from webex and share them with the Aviso executive to integrate webex with Aviso AI.
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7. Scopes - Select the following scopes from the list.

Scope Description

meeting:schedules_read Retrieve your Webex meeting lists and details

meeting:schedules_write
Create, manage, or cancel your scheduled Webex
meetings

meeting:recordings_read Retrieve your Webex meeting recordings for playback

meeting:recordings_write Manage or delete your meeting recordings for playback

meeting:preferences_read Retrieve your Webex meeting preferences

meeting:preferences_write Edit your Webex meeting preferences

meeting:controls_read
Read meeting control information for in-progress
meetings

meeting:controls_write Update meeting controls for in-progress meetings

meeting:participants_read Read participant information from meetings

meeting:participants_write Manage participants within meetings

meeting:admin_schedule_read
Retrieve meetings of all WebEx users of your
organization

meeting:admin_schedule_write
Create, manage, or cancel meetings of all WebEx users
of your organization

meeting:admin_recordings_read
Retrieve recordings of all WebEx users of your
organization

meeting:admin_recordings_write
Manage or delete recordings of all WebEx users of your
organization

meeting:transcripts_read Retrieve your Webex meetings transcripts

spark:people_read Read your users' company directory

spark-admin:people_read Access to read your user's company directory

identity:placeonetimepassword_create
Access to a one time password to a place to create an
activation code

Identity:one_time_password
Request a one time password for people, devices, and
things

identity:groups_rw Read Write groups

identity:groups_read Read group

identity:tokens_read Admin can list token Ids for a user

identity:tokens_write Admin can delete token for a user

8. Click Add Integration.
The newly created Integration details page appears.

Note

If the tenant name in the Aviso app is "abc_customer.com", then the tenant domain will be "abc-
customer" and the URI will be "https://abc-custom er  .app.aviso.com/collaboration/register/ms-
team".

The underscore (_) in the tenant name is replaced by a hyphen (-) in the tenant domain.
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9. From this screen, note down the following information and keep it safe for use in the upcoming
step.

Client ID
Client Secret (The Client Secret will only be shown once so copy and keep it safe)
OAuth Authorization URL
Redirect URI

Provide the credentials to Aviso implementation team
Provide the Aviso implementation team with the following credentials that you collected from the last step:

After you provide the Aviso implementation team with the above-mentioned credentials, the team integrates

webex with your Aviso instance.

Validate your webex account in Aviso
After webex is integrated with Aviso AI, every user must validate their webex account to use webex from Aviso

AI. Perform the following steps to validate your webex account from Aviso AI.

Prerequisites

Steps

Perform the following steps to validate webex from Aviso AI.

Meet Now dialog box appears.

2. From the available call types, select webex.

Application (client) ID
Client secret ID
OAuth Authorization URL
Redirect URI

Ensure that webex is integrated with your Aviso instance.
Ensure that you have logged in to webex with the correct credentials.

Important

If you use incorrect credentials to log in to Webex and validate your Webex Account, you
can't revert it later.

1. From any digital war room in the Aviso AI, click Meet Now.
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3. Click Validate Webex Account.
Webex account page appears. If you have not logged in to webex, you are asked to log in to
your webex account.

4. Log in to your webex account.
After you successfully log in to Webex account, the following message appears:
{"success": true, "msg": "Your account is l inked successfully to Aviso, Please go back to
Aviso to continue."}
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Introduction

Aviso AI seamlessly integrates with Microsoft Dynamics to extract data such as opportunities,
accounts, and system users. Aviso AI is then able to process this data through AI and provide you
with actionable insights, notifications, and alerts. This document explains how to integrate Microsoft
Dynamics with Aviso AI.

Integrating Microsoft Dynamics with Aviso requires the following procedures:
Prerequisites
Register your application on Microsoft Azure portal
Add application user to Dynamics 365
Configure Aviso platform to integrate Microsoft Dynamics

Prerequisites

Ensure you have admin access to Microsoft Dynamics.

Register your application on Microsoft Azure portal

Perform the following steps to register your application on Microsoft Azure portal:
1. Log in to Microsoft Azure with your admin credentials.

Microsoft Azure > App registration page appears.

2. Click +New Registration.
Register an application screen appears.

Integrating Microsoft Dynamics

Important

The procedures mentioned in this document are performed by the IT admins to facilitate
Microsoft Dynamics integration with Aviso platform, and these are one-time activities. 

Important

After you perform the procedures mentioned in this document, collect the authorization
codes from Microsoft Dynamics and share them with the Aviso implementation team to
integrate Microsoft Dynamics with Aviso AI.
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3. In the Name field, enter a name of your choice.
Under Supported account types, Accounts in this organizational directory only (Default

Directry only - Single tenant) checkbox is selected by default.

4. Click Register.
A new screen appears and shows the following IDs.

5. Note down the Application (client) ID and Directory (tenant) ID.
6. Click the Add a certificate or secret link to generate client secret.

Certificate & secrets screen appears.

7.  Click + New client secret.
Add a client secret dialog box appears.
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8. In the Description field, enter a short description of why you need the client secret.
9. From the Expiry list, select the maximum value available.

10. Click Add.
The client secret value and secret ID appear on the screen.

11. Note down the secret value and secret ID immediately after the values appear on the screen.
The secret value is masked after that.

12. From the left menu, click API permissions.
Configured permissions screen appears.

13. Click + Add a permission.
Request API permissions dialog box appears.
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14. Under Microsoft APIs  tab, select Dynamics CRM.
The Dynamics CRM dialog box appears.

15. Click user_impersonation checkbox and click Add permissions.

Add application user to Dynamics 365

Perform the following steps to add an application user to Dynamics 365.
1. Log in to Power Platform admin center using your admin credentials.

Environment screen appears and lists all the environments.
2. Under Environments, click your Dynamic 360 environment to open it.

The Details section of the environment appears.
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3. Click Users.
Users screen appears.

4. Click the app users list link.
Application users screen appears.

5. Click + Setup user.
Create a new app user dialog box appears as shown in the image attached in the last step.

6. Click Add an app and from the list of apps, select the app that you created while performing
the previous task - Register your application on Microsoft Azure portal.
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7.  From the Business unit list, select the correct business unit.
8. (Optional) Edit Security roles field to add the required security roles.
9. Click Create.

The newly created app user appears on the Application users screen.

Configuring Aviso platform to integrate Microsoft Dynamics

Provide the following information that you collected from Microsoft Azure portal to the Aviso
implementation team to integrate Microsoft Dynamics with your Aviso AI instance:

username (integration user username)- Create a CRM user for this integration. Share the
username of the CRM user.
password (integration user password)-  Create a CRM user for this integration. Share the
password of the CRM user.
client_id (Application (client ID))- generated while you registered the application, step number
5.
tenant_id (Directory (tenant ID))- generated while you registered the application, step number
5.
customer secret (Customer secret value we generated above)- generated while you
registered the application, step number 11.
crm url (MS dynamics url)- When you log in to the CRM, you get a unique URL, for
example, https://org2222a2h6.crm2.dynamics.com.

For security purpose, you can use a password-protected excel sheet to share the information with the
Aviso implementation team and share the password in a separate email or chat.

Powered by Document360
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