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Frictionless AI for Field Sales: 
How BioFirst Increases Frontline Productivity and 
Elevates SAP Sales Cloud Adoption
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Agenda

❖ Biobest at a glance

❖Donna at a glance

❖ Why Donna at Biobest

❖ Implementation

❖ Live demo

❖ First results
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Conf idential. Not for Reproduction.

Total Sustainable Solutions Provider for

Crop Protection, Crop & Soil Health and Pollination



Conf idential. Not for Reproduction. 5

❖ Pioneer of bumblebee pollination and leader in sustainable crop 

management

❖ Broad portfolio: pollination, beneficial insects, biopesticides, crop & soil 

health, scouting & monitoring

❖ Global reach, strong local presence with production, distribution & on-

site advisors

❖ Supported by strong investors

BioFirst at a glance

+ 310040

600600



BioFirst Our Product Portfolio

Pollination
Bumblebee & robotic pollination

Beneficial Insects & Mites
Biological crop protection agents

Biopesticides
Microbial & biochemical solutions

Crop & Soil Health
Biostimulants, biofertilizers, inoculants

Scouting & Monitoring
AI-powered tools & digital platform

Technical Advice
600+ on-farm & remote advisors

Confidential. Not for Reproduction. BioFirst GROUP

Our product portfolio



The only proactive 
AI assistant for 
field teams

Hi, I’m Donna



“Donna is one of the fastest-growing partners in SAP CX’s history.”
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Maximize Sales Efficiency
Turn commute time into productive time – reps save up to 1 hour daily to 
focus more on customers

Boost Sales Conversion
Cleaner data + reclaimed time lead up to 15% improvement in follow-up quality 
and deal progression

Drive stronger CRM adoption
Reps talk. Donna logs. Capture up to 10x more data — with zero added 
effort

The only proactive AI  
assistant for field teams 

Hi, I’m Donna
New York, London, Ghent

www.askdonna.com

Actively used by Strategic partners

http://www.askdonna.com


Donna empowers Field Teams 24/7

Process your conference leads

Proactively manage your pipeline

Get coaching before your meeting

Listen in during your meeting

Debrief after your meeting

Get ready for your upcoming day



Donna is context-aware

Public data
Internet

Internal data
BI system, other custom systems

SAP data

Communication data
Email, Calendar, Teams

Hey Donna, can you give me a recap of 
last quarter’ earnings?

Hi Donna, could you let me know how 
much revenue per product line this 
client generated for us over the past 
three months?

…

Hey Donna, who are the key distributors 
working for this account? 

Hey Donna, can you provide an 
overview of the latest sales interactions 
with this client? 



Why Donna at Biobest
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Low CRM Adoption: Too much admin, too little value

Perception of CRM
SAP perceived as heavy and time-
consuming (especially in Germany) and 
not used. 

Poor Data Quality
Visit reports info is limited. This makes it 
hard for management, marketing, and 
other teams to leverage insights.

No energy for reporting
Long days in the field → no energy for 
evening reporting, burdening activity.

Missed opportunities
Sales reps are busy with multiple 
responsibilities; they often forget to 
create opportunities in CRM.



Why Donna at Biobest
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Improve the daily work of Sales

Improve data hygiene
Capture crop data & visit details 
consistently and Increase SAP Sales 
Cloud V2 adoption through peer 

ambassadors

Increase sales productivity
Free up field reps from admin tasks so 
they can spend more time in customer 
meetings and drive revenue

Reduce admin burden
Voice-first reporting in the field / while 
field sales are on the go 

Be better prepared
Enable better client conversations by 
surfacing past interactions and insights.



• 6 countries: Belgium, 

Netherlands, Germany, 

Spain, Portugal & Morocco

• Per country: 2 sales people 

+ Sales Manager

• 5 languages, 6 cultures, 15 

individuals

From pilot to roll-out

14

Start small…

Start with Early Adopters
(Top 20%)

Engage your most innovative and 
forward-thinking users first. Their 
enthusiasm & feedback will shape 
the experience and build credibility. 

Grow with Enthusiastic 
Followers (Next 30%)

Leverage the momentum from 
early adopters to onboard the next 
wave of users. Their satisfaction 
will fuel word-of-mouth and social 
proof. Add more use cases to 
deliver even more value. 

Scale to Mainstream 
Majority (Final 50%)

With trust and proven value in 
place, confidently bring on the 
majority. This group will follow once 
they see consistent results and 
widespread adoption.

CRAWL
Limited scope (2-3 months)

WALK
Extended scope

RUN



Scope for Donna
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4 Workflows to improve the life of Sales

Pre-visit

•Get info from the account and last visits

•Review open actions

Visit
•Visit the customer

Debrief

•Close the visit & Interactively create visit notes

•Add follow-up tasks

•Complete the associated Survey

Email
•Let Donna generate a draft email to the customer with specific feedback

Plan visit
•Plan a next visit in your calendar



Onboarding

S4H Private Cloud

Sales Cloud V2

Outlook integration

Technical Integration (Feb)

4 Workflows in scope

Functional Scoping (March)

Mapping

Prompting

Glossary

Setup & testing (April)

Pilot group training

Phone setup (!)

Close follow-up

Onboarding Pilot users (May - ...)
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Approach

Easy & Deep integration readily available



Demo

❖ Pre-briefing

❖ Review on (5) last visits

❖ Review open actions

❖ Account information
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Visit Pre-brief via Donna



Demo

❖ Debrief after sales visit

❖ Log visit outcome

❖ Set out follow-up actions
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Visit Debrief via Donna



Demo

❖ Visit is set to completed

❖ Follow up actions are logged
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Logged in CRM



Demo
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Logged in CRM

❖ We use the Sales Cloud Survey

for registration of Pests on the crops

❖ This information is also captured
automatically from the call

"When you have a day with a lot of short 

meetings and you know you have a long drive 

the next day; you can use that drive to get 

your reports into Donna. It takes pressure away 

from you to do the reporting."

- Sales Manager at Biobest



First results
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Enthusiastic pilot group

• More visits logged

• More content in CRM

• But… large differences 

between individual users



Findings 

❖ Administration becomes easier, but "it is still administration", so (local) 

management buy-in is essential 

❖ Take your time in the pilot phase

❖ Quick feedback loops with the full team

❖ Easy data entry doesn’t compensate for flaws in process or back-end

❖ Configure Donna properly

▪ Fine-tune prompting

▪ Glossary (our product names are in Latin)

▪ Tweak & test
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Donna makes life easier but…



Findings 

❖ It's easy to call in the car with Donna, but you can also call Donna from the 

parking lot, if you prefer so. 

❖ Roll-out during high season has advantages, but is also challenging

❖ CRM usage was low, so introduction of Donna is also revamping the usage 
of CRM

❖ The introduction of Donna triggered a number of change requests to our 
existing backbone
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Feedback to consider



QUESTIONS?
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Let’s talk!
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