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ABSTRACT 

 

This study paper is aimed at exploring the latest developments in sales automation and software development of 

international companies. To be able to analyze the impact of artificial intelligence, machine learning, and data 

analytics on the methods responsible for controlling sales procedures and software development, this paper is 

going to deal with the issues in question. Through a rigorous literature review and analysis of industry reports, 

we identify important trends in this assignment.  

 

Among such trends are low-code and no-code systems, the adoption of cloud-native solutions, and CRM-sales 

automation integration. The paper also analyzes the opportunities and constraints that are related to these 

emerging trends and the impacts that they cause to companies with a global presence. We have found that there 

are tremendous opportunities in sales productivity, customer engagement, and overall corporate performance in 

the category of companies that adopt such technologies. 

 

Keywords: sales automation, software development, artificial intelligence, machine learning, cloud computing, 

CRM integration, low-code/no-code platforms 

 

INTRODUCTION 

 

To increase their software development ideas and sales activities, businesses that involve worldwide operations are in 

constant search of innovative methods to improve their activities. This will be done with the intention of maintaining a 

competitive advantage within the present business environment, which has fast-changing dynamics. Based on the report 

of the study that was conducted by Chen et al. in the year 2012, the manner through which companies conduct the 

automation of sales of their software products and software development has been changed due to the implementation 

of the latest technologies, including artificial intelligence (AI), machine learning (ML), and data analytics. Using the 

material that has been obtained by this research, this research study attempts to look into the emerging trends in these 

fields and the potential of such trends on businesses that have a global operation. 

 

Kumar and Reinartz (2018) further say that the term sales automation denotes the use of software and digital 

technologies and has the purpose of simplification and automation the processes that are related to sales. Successful 

accomplishment of this purpose is made possible through the utilization of digital technology. The works that can be 

listed in accordance with this category are the generation of leads, the maintenance of connections with the clients, and 

sales projections.  

 

The action of creating, building, and supporting software applications, which are employed to sustain the operations of 

a firm and to trigger innovation, is known as software development, which is the set of processes and approaches, 

which are undertaken during the procedure of producing, developing, and supporting software applications 

(Sommerville, 2016). The automation of sales and software development has joined forces to deliver a novel set of 

tools and technologies (Baysan et al.,2005).  

 

The combination of these two practices is the result. The way multinational corporations have been undertaking their 

business operations is changing due to the tools and technology under consideration. This study will aim to carry out an 

analysis of these growth patterns that will involve a discussion of the benefits and costs that are associated with these 

growth patterns, in addition to the future opportunities for further growth. 
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METHODOLOGY 

 

This article of literature analysis focuses on finding and exploring the current trends in the field of sales automation and 

software development trends used by the global companies by means of conducting a comprehensive literature 

evaluation and the analysis of the industry report. The method will be as follows: 

 

● With the help of such terms as sales automation, software development trends, AI in sales, and enterprise software 

development, we ran through academic databases such as Google Scholar, IEEE Xplore, and ACM Digital Library 

extensively. 

● Analyzing research of the leading companies in the research business, like Gartner, Forrester, and IDC, allowed us 

to obtain a clearer idea of the tendencies in the industry and the usage of technology in the sales automation and 

software development realm. 

 

● To identify good practices and lessons learned, we reviewed case studies of multinational firms that had 

successfully implemented creative sales automation and software development solutions. 

 

● We have summarized the collected information, signifying to the international companies some development 

trends, challenges, and opportunities in the automation of sales and software development. 

 

● The interviews with the representatives of the professional field also contributed to the verification of the 

conclusions and provided us with additional information about new developing trends and their potential effect, 

potentially. 

 

This complex approach allowed us to collect extensive and up-to-date information on the subject, so we ensured the 

comprehensive study of the new directions in the automation of sales and the creation of software by global 

organizations. 

 

3. Emerging Trends in Sales Automation 

 

3.1 Artificial Intelligence and Machine Learning in Sales 

 

The application of artificial intelligence and machine learning technology to automate sales is turning out to be a 

transformative trend in worldwide companies (Bughin et al.,2017). These technologies enable firms to predict 

consumer behavior, scrutinize massive amounts of client data, and make sales encounters based on scale (Syam & 

Sharma, 2018). Some of the significant applications of artificial intelligence and machine learning on sales automation 

include: 

 

● With the help of analysis of historical data, the artificial intelligence systems could recognize the characteristics of 

good-quality prospects, thus allowing sales teams to become able to prioritize their actions more accurately. 

 

● Chatbots that use AI could respond to common questions made by the consumers, freeing up the sales staff to 

focus on more challenging work and higher-value experiences. It is possible to use virtual assistants as well 

(Brandtzaeg& Følstad 2018). 

 

● ML models can offer more precise sales forecasts through the use of previous sales data, the market trend, and 

other relevant factors. 

 

● AI systems can analyze the behavior and preferences of consumers and make relevant suggestions on goods or 

services, and thus increase the likelihood of successful upselling and cross-selling. 
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Table 1 summarizes the key applications of AI and ML in sales automation: 

 

Application Description Benefits 

Predictive lead scoring 
Analyze historical data to identify 

high-quality leads 

Improved lead prioritization and 

conversion rates 

Chatbots and virtual assistants 
AI-powered tools to handle routine 

customer inquiries 

Increased efficiency and improved 

customer experience 

Sales forecasting 
ML models to generate accurate 

sales predictions 

Better resource allocation and strategic 

planning 

Personalized product 

recommendations 

AI algorithms to suggest relevant 

products or services 

Increased upselling and cross-selling 

opportunities 

 

3.2 Cloud-based Sales Automation Solutions 

Businesses throughout the world have become highly popular in the use of cloud-based sales automation systems 

(Pauly 2011). On the list of advantages of the cloud platforms over the conventional on-site systems, there is 

scalability, flexibility, and the reduced costs of infrastructure (Marston et al., 2011). The critical trends in the use of 

cloud-based sales automation include: 
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Cloud training in the form of CRM applications, like Salesforce, HubSpot, and Microsoft Dynamics 365, has proved 

particularly popular due to ease of use and the ability to integrate with other business programs (Boulter 2013). CRM 

systems of Software- as - a - Service (SaaS) 

 

● Cloud-based services allow sales professionals to load data on clients, sales content, and analytics anywhere, 

therefore increasing productivity and responsiveness. It can therefore be facilitated using mobile sales. 

● Cloud systems allow sharing information, following developments, etc., to more effectively coordinate the efforts 

of sales teams and thus make real-time collaboration between them possible. 

● Cloud-based sales automation technologies can easily be able to interface with other IT systems in the company, 

such as ERP, marketing automation, and client care systems, thus providing an entire view of what is happening to 

clients (Smith 2016). 

 
 

Figure 1 illustrates the adoption rate of cloud-based sales automation solutions among global enterprises: 

 

3.3 Integration of CRM and Sales Automation Tools 

This trend has proven to be very important to the integration of sales automation solutions and Customer Relationship 

Management (CRM) inworldwide firms (Xu et al.,2002). Through this relationship, businesses can construct a platform 

on which data analytics, sales processes, and contact management with customers can be possible. Significant 

peculiarities of this tendency are composed of: 

 

● Integrating both the technologies, CRM and sales automation, provides a 360-degree customer view of the 

interactions at numerous touchpoints, hence enabling the sales teams to be more personalized in their experiences 

(Kumar & Reinartz, 2018). 
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● Integration ensures that the client details are frequently updated in all the systems, and it also eliminates the 

possibility of data entry by human resources. 

● Integrated systems provide better and precise reporting instruments, thus enabling better performance monitoring 

and decision making (Payne & Frow, 2005). 

● Integration will also enable one to build standardized processes and make the mechanical processes automated, 

thus improving the overall sales productivity (Rigby & Ledingham, 2004). 

 

Table 2 presents the benefits of integrating CRM and sales automation tools: 

 

Benefit Description 

Improved customer insights Comprehensive view of customer interactions and preferences 

Increased efficiency Automation of repetitive tasks and streamlined workflows 

Enhanced data accuracy Elimination of manual data entry and real-time synchronization 

Better decision-making More comprehensive and accurate reporting and analytics 

Improved customer experience Personalized interactions based on unified customer data 

 

3.4 Social Selling and Sales Intelligence 

Agnihotri et al. (2016) argue that the rise of social media and digital platforms contributed to establishing social selling. 

Social selling involves the means of finding, attracting, and cultivating potential sales opportunities through social 

networks (Belew 2014). Closely connected to this trend is the development of sales intelligence tools, which give 

valuable analysis of potential customers and market trends (Pradeep et al.,2018). These tools are productive data. There 

are several of the most important elements of this trend:  

 

a) Social media can be monitored by using tools that analyze mentions, sentiment, and interaction on a variety of social 

networks to detect sales potential and determine brand attitude. 

 

b) LinkedIn Sales Navigator: A well-liked application used by businesses to sellproductsto B2B sales professionals that 

features a sophisticated search tool, lead suggestions, and target account insights (Nurminen 2018). 

 

c) Sales intelligence tools: The tools, such as ZoomInfo, InsideView, and D&B Hoovers, that offer full company and 

contact details, firmographics, and technographics to assist sales prospecting processes. 

 

d) Competitive intelligence: tools that collect and analyse data about competitors so that the sales department can 

differentiate the available products and determine market gaps (Murphy 2016). 
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Figure 2 illustrates the adoption of social selling tools among global enterprises: 

 

4. Emerging Trends in Software Development for Global Enterprises 

4.1 AWS DevOps & Continuous Integration/Continuous Deployment (CI/CD) DevOps, which is are set of methods 

integrating software development (Dev) with the IT operations (Ops), has grown increasingly popular among firms 

worldwide (Amaradri&Nutalapati 2016). The approach aims at supporting decreased systems development life 

cycle and providing continuous delivery with high software quality (Ebert et al., 2016). The significant features of 

this tendency are as follows: 

 

a) Automated testing and deployment Automated testing and deployment are ensured through the implementation of 

automated testing frameworks and deployment pipelines to ensure faster and reliable software releases (Humble & 

Farley, 2010) 

 

b) Infrastructure as Code (IaC) installs and maintains the infrastructure with the help of machine-readable definition 

files rather than human processes (Mai 2017) 

 

c) The microservices design decouples monolithic programs into services (smaller and connected loosely) that can be 

developed, deployed, and scaled independently (Newman, 2015). 

 

d) Container solutions like Docker assist in packaging applications together with their dependencies, thereby ensuring 

uniformity in various environments (Bernstein, 2014). 
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Table 3 summarizes the key components of DevOps and CI/CD practices: 

 

Component Description Benefits 

Automated testing 
Continuous execution of test cases throughout 

the development process 

Faster bug detection and improved 

code quality 

Continuous integration 
Frequent merging of code changes into a 

central repository 

Early detection of integration issues 

and conflicts 

Continuous deployment 
Automated release of code changes to 

production 

Faster time-to-market and reduced 

manual errors 

Infrastructure as Code 
Managing infrastructure through version-

controlled definition files 

Consistent and reproducible 

environments 

Microservices 
Breaking down applications into smaller, 

independent services 

Improved scalability and easier 

maintenance 

Containerization 
Packaging applications and dependencies in 

containers 

Consistent application behavior 

across environments 

 

4.2 Low-Code/No-Code Development Platforms 

This has been partly democratized by the emergence of low-code and no-code development platforms, which allow 

business users and so-called citizen developers with little expertise in coding to develop applications. The trend has 

serious implications for global enterprises, which include: 

 

a) Accelerated development of application: Low-code/no-code delivers seamless development and instant deployment 

of applications with minimal time-to-market cost of new features and products (Dunie et al.,2015). 

 

b) Decreased reliance on the services of IT departments: Refinement and development of applications only require 

significant input by IT departments. 

 

c) Enhanced teamwork: Such portals would enable strengthened teamwork between the business and IT departments 

since they would have a shared language to communicate the needs and undertake actions. 

d) Cost saving: Low-code/no-code platforms also assist organizations in lowering software development costs by 

eliminating the need to hire specialist development skills. 
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Figure 3 illustrates the projected growth of the low-code development platform market: 

 

4.3 Artificial Intelligence and Machine Learning in Software Development 

In the case of multinationals, artificial intelligence and machine learning technologies have now become extremely 

crucial in the cycles of software development (Nath et al.,2018). These technologies are used to automate different 

aspects of the software development lifecycle; in addition, they contribute to the enhancement of code quality and the 

increase of developer productivity. Major applications are: 

 

The ability to generate smart codes lies in AI-driven tools that will propose snippets of code, autocompletion tools 

based on contexts, and coding styles (Johnsen 2017). 

 

Issues (can be automatically detected and fixed by ML systems that analyze code repositories and identify potential 

vulnerabilities to suggest solutions). 

 

Project management predictive analytics refers to artificial intelligence-based systems that make use of historic project 

data in order to predict schedules, resource requirements, and potential risks (Begel & Zimmermann, 2014). 

 

Artificial intelligence requires natural language processing means that the artificial intelligence systems can analyze 

needs in natural language and be able to assess them so as to generate first code structures or the user story (Robeer et 

al., 2016). 
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Table 4 presents the key applications of AI and ML in software development: 

 

Application Description Benefits 

Intelligent code 

completion 

AI-powered code suggestions and auto-

completion 

Improved developer productivity and 

code consistency 

Automated bug 

detection 

ML algorithms to identify potential 

bugs in code 

Faster bug detection and improved 

code quality 

Predictive project 

analytics 

AI-based tools for project timeline and 

resource prediction 

Better project planning and risk 

management 

NLP for requirements 

analysis 

AI systems to interpret natural language 

requirements 

Faster requirements gathering and 

initial code generation 

 

4.4 Cloud-Native Development and Serverless Computing 

To leverage scalable, robust, and cost-effective solutions, cloud-native development and serverless computing have 

gained great momentum among global businesses (Khakame, P. W. 2016). The significant features of this trend are the 

following: 

 

The management and deployment of applications in cloud environments, using Docker and orchestration tools like 

Kubernetes, can assist in making things easier (Hoque et al.,2017). 

 

Serverless architectures, i.e., development of applications using them, are made possible by the use of Function-as-a-

Service (FaaS) platforms, which hide the administration of infrastructure and allow an application to automatically 

scale (Król & Psaras 2017). 

 

The move to adopt distributed, horizontally scalable databases with which to support cloud-native applications leads to 

c) Cloud-native databases. 

 

The mix of microservices structures assists in services-to-buildings communications by using a different infrastructure 

layer. 
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Figure 4 shows how widely worldwide companies are using cloud-native technologies: 

 

5. Challenges and Opportunities 

5.1 Challenges to Face 

Increased concern regarding data security and compliance with regulations such as the General Data Protection 

Regulation (GDPR) has been expressed regarding increased use of artificial intelligence technology and cloud-based 

solutions (Gruschka et al., 2018).  

 

a) This raises concerns of security and information privacy. 

 

b) The fineness of the integration, Khadka et al. (2014) argue that the process of integrating new technologies with the 

legacy systems that are in use may be difficult and cumbersome, besides consuming a lot of resources and expertise. 

 

c) The lack of skilled individuals to master up-to-date technologies such as artificial intelligence, machine learning, and 

cloud-native programming (Laszewski et al., 2018). The scarcity of skilled workers has been caused by the speed at 

which technological growth occurs. 
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d) Change transformation: The new sales automation and software development process’s introduction will usually 

demand serious modifications in the operations and business culture of the company, which employees might welcome 

with resistance (Heckmann et al., 2016). 

 

e) Ethical concerns connected to discrimination, openness, and responsibility emerge whenever artificial intelligence 

and machine learning technologies are used in the sphere of software development and sales, assert Mittelstadt et al. 

(2016). 

 

5.2 Considerable Possibilities 

Despite these obstacles, the changing patterns of sales automation and software creation have several opportunities to 

give to the companies operating not only nationally but also internationally: 

 

a) increased production and performance: Brynjolfsson and McAfee (2017) allege that the innovations based on 

artificial intelligence and automation could empower the sales processes and methods of software development to a 

considerable degree, thus providing productivity and cost-saving results of such shifts as well. 

 

Lemon and Verhoef (2016) assert that with better customer experience, better customer satisfaction and loyalty are the 

consequence. One can accomplish this through individualized software programs and advanced technologies of sales 

automation. 

 

LaValle et al. (2010) assert that the use of artificial intelligence and analytics in the fields of customer service and the 

software development process enables companies to be more aware and data-driven in their decision-making processes. 

The cloud-native development and low-code platforms allow organizations to develop new apps and execute them 

rapidly, therefore, spurring agility and creativity. 

 

Dingsoyr and Lassenius (2016) state that technologies that work on clouds and DevOps strategies facilitate global 

cooperation. These approaches are meant to facilitate collaboration between dispersed work teams and, in so doing, 

enhance the ability among global companies to take advantage of talent located in other regions of the world. 

 

Table 5 summarizes emerging trends in sales automation and software development, therefore offering a review 

of the main issues and possibilities related to these developments: 

 

Challenges Opportunities 

Data privacy and security concerns Improved efficiency and productivity 

Integration complexity Enhanced customer experience 

Skills gap Data-driven decision making 

Change management Agility and innovation 

Ethical considerations Global collaboration 
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6. Future Outlook 

 

The evolving nature of automation of sales and software development is an opportunity as well as a challenge to 

companies that have an international presence. The combination of artificial intelligence, machine learning, and cloud 

computing is transforming sales procedures and allowing more personalized, evidence-based connections with the 

consumer. The transformation of software development processes is being produced by the adoption of low-code 

platforms, cloud-native development practices, and DevOps. The result of the transformation is an increase in rates of 

innovation and greater scalability using the software. 

 

Companies that have attempted to manage these trends must deal with data security, data integration complexity, and 

talent shortage problems. On the other hand, the use of such emerging technologies is a strategic requirement of any 

company in the world since the potential benefit in terms of enhanced flexibility and improved performance can be 

gained. There are numerous significant alterations expected to characterize the future picture as multinational 

businesses continue to follow the latest trends in software development and product sales automation: 

 

6.1 The Hyper-personalization of Sales 

Hyper-personalized sales will be realized through advanced data analytics, artificial intelligence, and machine learning. 

This will involve adapting the sales strategy in real-time, based on specific buyer preferences, behaviors, and 

conditions. 

 

6.2 Computing 6.2 Quantum Software Development computing 

 

It is expected that with the emergence of quantum computing, software development will be the field of revolution, 

permitting the resolution of difficult optimization problems and enhancing safety and cryptography. 

 

6.3 5G and Edge Computing 

 

The diffusion of edge computing and 5G networks, especially in IoT and the mobile industry, will assist in making the 

generation of more responsive and context-aware applications possible. 

 

6.4 Sales and augmented virtual reality 

 

The application of AR and VR technologies should be substantial in sales processes because they can offer virtual sales 

measurements and product demonstrations. 

 

6.5 Software development blockchain 

 

The blockchain technology will have an impact on software development methods, particularly in such spheres as safe 

code deployment, distributed version control, and smart contract development. 

They achieve better customer experience and more effectiveness. 
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In the future, the combination of technologies, including edge computing, quantum computers, and blockchain, will 

change sales automation and software development methods even further. Internationally operating businesses and 

companies that are able to capture such dynamic trends decisively will stand in a very good position to increase in 

business in a business environment that is increasingly competitive and digital. 

 

 
 

Figure 5 illustrates the projected adoption of these future technologies among global enterprises: 

 

CONCLUSION 

 

On the one hand, the established trends in the areas of sales automation and software development affect the companies 

that operate on a global scale, with either opportunities or challenges. The combination of artificial intelligence, 

machine learning, and cloud computing is transforming the entire sales process, which is making the process much 

more personalized and information-based consumer contact. The use of low-code platforms, cloud-based development, 

and DevOps processes is creating a shift in the software development process. This change creates faster innovation 

with the software and more scalability with the software. 

 

Companies that attempt to manage such trends must tackle the aspects of data security, the complexity of integration, 

and the talent shortage. On the other hand, the implementation of these new technologies displays a strategic necessity 

for businesses across the globe as the potential benefits in terms of increased agility, improved customer experience, 

and improved efficiency could be acquired. 



International IT Journal of Research (IITJR), ISSN: 3007-6706 

Volume 2, Issue 4, October-December, 2024  

Available online at: https://itjournal.org/index.php 

 

213 

With the current regulations, sales automation and software creation are likely to be further disrupted by the 

convergence of such technologies as edge computing, quantum computing, and blockchain. Multinationals able to 

capture these expanding trends well will find themselves in a fantastic place in a corporate environment increasingly 

competitive and digitalised. 
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