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What's the first thing that comes to mind when you hear
the term B2B sales?




Bryan Shankman -

Book an appointment
e

d to my girlfriend this weekend

s what it taught me about B2B sales




\ Let's define:

What is the B2B Sales Process?

What is Al?



Al Framework: Input-Process-Output

INPUTS PROCESSES OUTPUTS
m L
Structured Data Natural Language
—
B 3

Unstructured Data Machine Learning




Collaborative Intelligence in the B2B Sales Funnel

Y 7
AIROLE SROSPECTING HUMAN ROLE
Predictive lead qualification nterpret Al-generated leads
Rich prospect profiles \ Business context verification
e Es RE-APPROACH & APPROAC nlf Lolle B2
Personalized targeting Monitor Al targeting
Chatbot interactions Take over from Al agents
S PRESENTATION & OBJECTIONS bl pl e
Al-enabled prototyping Build rapport and trust
Competitive intelligence Interpret client emotions
AIROLE cLOSE\& FOLUOW.UP HUMAN ROLE
Dynamic pricing Persuasive communication
Workflow automation Personalized follow-up

EAL-WORLD EXAMPLE: Dell uses Al for lead qualification
Result: Significant increase in sales productivity




Thereis only 1 analogy that can convey this
effectively
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7 Tips for Maximizing Human-Al Collaboration
7. Structure for Success
Build supportive org structures
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Al & Humans: The Perfect Sales Team

Al Strengths Human Strengths
Processing big data Building relationships
Pattern recognition * Strategic insights
Consistent analysis Emotional intelligence



BATMAN

STILL BATMAN



THANK.YOU
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