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Confluence-Based Workspace: 
Where Knowledge and Collaboration 
Meet 
It’s inevitable. The information we use to manage daily tasks and activities often lives in multiple 
locations: a Confluence wiki, SharePoint, Word, OneNote, email, PDFs, and yes, even Post-it notes. 
Sales resources are scattered around different systems and platforms. And the specific information for 
accounts and customers is equally siloed. If information had feelings, it would feel exhausted, 
overwhelmed, and spread too thin. 
 
Agiloft, Inc. is the global leader in contract and commerce lifecycle management software with an 
adaptable no-code platform to ensure rapid deployment. The Agiloft Sales Team struggled with a 
common business operations problem: dispersed content and a disconnected information 
environment. Contentiful supported the Agiloft Sales Team objective to harness its collective knowledge 
into a single source of truth allowing everyone to access answers and resources, quickly and reliably. 

 

 

USE CASES 
 

TECHNOLOGIES 

Content/Information Architecture, 
Wiki, Project Management 

Agiloft CLM, Confluence, Microsoft 
SharePoint 
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Implementing user-friendly online source of truth 
Contentiful designed, architected, and implemented a team launching pad, affectionately known as the 
“Agiloft Sales Space.” The space was a user-friendly, Agiloft-branded, Confluence-based site dedicated 
to (1) providing an easy-to-follow onboarding path for new team members; (2) mapping out the team’s 
engagement process; and (3) creating a quick-access area for sales team members to obtain frequently 
used resources.  

Transforming how sales teams collaborate 
The “Agiloft Sales Space” brings all that information together in one place. For easier accessibility and 
reliability. Contentiful helped Agiloft meet all its goals, which include sharing resources, accessing 
relevant and current tools, streamlining team onboarding and training plans, and infusing the 
engagement process into daily operations.  

Problem �������� Solved �������� 

Information is in multiple locations and the team is 
often working with different version of the same 
document. 

Agiloft Sales Space provided a command central (with 
inherent versioning) to store ALL that pertinent information. 

Each sub team with the larger sales team had different 
onboarding and training practices. 

Agiloft Sales Space established a launching pad for new 
team member training. 

Sales team members were unsure of the process 
stages, what happens at each stage, and who was 
involved. 

Agiloft Sales Space integrated team responsibilities and 
related tools throughout the engagement process. 
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Problem �������� Solved �������� 

How many clicks does it take to get to the resource I 
need? 

Agiloft Sales Space links directly to relevant tools, 
resources, and procedures—no matter the platform. 

Everything we get a new platform, it becomes a 
“dumping ground” for all the team information. 

Agiloft Sales Space cuts out the noise so you’re only 
keeping what’s essential. 

 

Feature 1: Centralized sales team training and procedures   

 



Contentiful.com > Resources > Featured Customer Stories 

Feature 2: One-click access to frequently used team resources 
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Feature 3: Final designation of the Sales Procedure Manual 

 

 
Let’s connect    

https://www.linkedin.com/company/contentiful-strategies-llc
mailto:connect@contentifulstrategies.com?subject=I'm%20interested%20in%20collaborating%20with%20Contentiful

