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Introduction

In today's fast-paced sales landscape, where buyer
expectations evolve rapidly and competition intensifies, sales
leaders face a critical challenge: equipping their teams for
success without overwhelming them. Traditionally, the
response has been to introduce more technologies, skills, and
processes, but this often results in diminished productivity and
burnout among sellers. Drawing from BCI’s experience working
with over 1M sellers over 40 years and cutting-edge 2025
insights from sources like HubSpot, McKinsey, and SuperAGiI,
this report advocates for a transformative approach—
advancing the seller's and leaders role by leveraging Al as a
true partner. By offloading routine tasks to Al, sellers and
leaders can dedicate more energy to building meaningful buyer
relationships, affirming value, closing higher-quality deals, and
developing culture and talent. This not only streamlines
operations but also enhances job satisfaction and retention.

In the next few years, there will only be two types of
salesforces: those that adopt and thrive with Al, harnessing its
power for competitive advantage, and those that don't, risking
stagnation or failure in an increasingly Al-driven market. Key
recommendations include treating Al as a collaborative
teammate and narrowing the seller's focus to high-value
activities, potentially unlocking up to 70% more time for
strategic work and driving metrics like 20-40% faster sales
cycles.

2 Baker Communications, Inc.
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Diagnhosing overload

across roles

A TIME AUDIT PRIMER

Before diving into transformative Al
strategies, let's ground our approach in the
realities of today's sales environment.
Sellers and leaders alike are frequently
bogged down by administrative and
repetitive duties, which not only erode
productivity but also hinder their ability to
focus on what truly drives revenue:
meaningful buyer interactions for sellers
and team development for leaders.

Industry benchmarks from HubSpot [1],
SuperAGI [2], MIT Sloan [3], and McKinsey
[4] paint a clear picture of this imbalance,
showing how a typical 40-hour workweek
balloons into overlapping demands. This
current-state snapshot underscores the
urgency for change and directly informs
the Al integrations we'll explore next.

A time audit reveals the stark reality:
sellers and leaders dedicate up to 70% of
their week to non-core tasks, contributing
to burnout and climbing turnover rates. By
quantifying these patterns, we can pinpoint
leverage points for Al.

6 Baker Communications, Inc.

For instance, automating prospecting
could free 6-10 hours weekly for sellers,
while Al-driven forecasting might reclaim
similar time for leaders to invest in
coaching. Key inefficiencies include:

e Excessive time on manual prospecting
and data entry for sellers, or intuitive
forecasting and spreadsheet-based
allocation for leaders, limiting
personalization and strategic
oversight.

e Fragmented efforts across tools,
leading to context-switching, fatigue,
and reactive decision-making rather
than proactive team enhancement.

e Underutilized high-value skills, such as
negotiation and empathy for sellers, or
mentoring and risk mitigation for
leaders, due to administrative overload.

This eBook outlines the current
inefficiencies across roles and paves the
way for the post-Al transformations ahead,
enabling both sellers and leaders to
reclaim time for high-impact work.

Selling in the Al Era
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Current seller time allocation

PRE-AI

Before widespread Al adoption, sellers spent a disproportionate amount of their week on

manual, administrative, and low-value tasks, which limits their ability to engage deeply
with buyers. Based on benchmarks from HubSpot [1] and SuperAGI [2], this inefficiency
stems from outdated processes that prioritize volume over quality.

The table below illustrates a typical weekly breakdown, highlighting how these activities
consume 37-59 hours in a standard 40-hour workweek (accounting for overlaps), leaving

little room for innovation or personalization. Understanding this baseline is essential for

identifying automation opportunities and measuring Al's impact.

Activity

Estimated Hours per Week

Manual prospecting

8to 12 hours

Deep product knowledge and
scripted pitches

5to 8 hours

Persuasion and negotiation

6 to 10 hours

Handling objections 4 to 6 hours
Basic CRM usage 5to 8 hours
Closing deals 5to 8 hours
Time management for follow-ups 4to 7 hours

Total

4 Baker Communications, Inc.

37-59 (Overlaps assumed in a 40-hour week)
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Future seller role

Al INTEGRATION

As Al becomes integral to sales operations, the seller's role shifts dramatically toward
efficiency and effectiveness. Aggregated data from McKinsey [4], HubSpot [1], and
similar reports indicate time savings of 35-70%, reclaiming 14-28 hours weekly. This
allows sellers to prioritize buyer-centric activities, such as emotional engagement and
value affirmation, leading to improved outcomes like higher conversion rates and larger
deal sizes. Notably, pre-Al customer-facing time (e.g., direct interactions like
negotiations and closing) is estimated at 15-25 hours per week, constrained by admin
burdens.

With Al, this can increase to 25-35 hours, as automation frees capacity for more
meaningful engagements, boosting deal quality and buyer satisfaction. The following
table projects post-Al time allocations, emphasizing how tools automate mundane work
while amplifying human strengths, creating a more balanced and fulfilling role.

Post-Al Hours per

Activit Time Savings Rationale
¥ Week g
, 50-80% savings via Al lead scoring (e.g.,
Manual prospecting 2106 HubSpot Breeze, Cubeo Al).
Deep product knowledge 2510 5.6 30-50% via generative Al for insights
and scripted pitches ' ’ (e.g., ChatGPT, HubSpot).

Persuasion and negotiation  3.6t0 8 2 S R D (O

Gong).
60% S .
Handling objections 1610 3.6 40-60 th.rou.gh scenario simulation
(e.g., Regie.ai).
-70% i .g.
Seets O tEEEE 15t04 59 70‘ automation (e.g., Salesforce
Einstein).
o ek 310 6.4 20-40 \{Vlth predictive timing (e.g.,
Nooks.ai).
Time management for 0.8t02.8 60-80% automation (e.g., Outreach.io).
follow-ups
70% . e
Total 14.9 to 36.4 Overall 35-70% reduction, shifting focus

to buyer relationships.

4 Baker Communications, Inc. Selling in the Al Era



Strategies to unlock greater
efficiency for sellers

www.bakercommunications.com

To realize these gains, sales leaders
must proactively audit current workflows
and integrate Al strategically. Start by
mapping sellers' time to reveal
bottlenecks, such as excessive manual
data entry or follow-ups, which can be
automated with minimal disruption.
Then, position technology as a seamless
teammate—Al handles analytics and
routine communications, while sellers
focus on nuanced interactions like
empathy and negotiation.

This dual approach not only frees up to
70% more time but also fosters a culture
of innovation, where teams experiment
with Al to refine processes continually.
The result? More productive sellers who
drive sustainable revenue growth
through deeper buyer connections.

—_—
P
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Evolving seller skills

FROM MANUAL TO AI-AUGMENTED

The advent of Al reshapes core selling competencies, moving from labor-intensive tasks to sophisticated, tech-enhanced abilities.
Pre-Al skills relied heavily on repetition and intuition, often leading to inconsistencies and fatigue. Now, with Al, sellers master
interpretation, personalization, and integration, enabling them to deliver tailored experiences at scale. This evolution, supported by
2025 insights from SuperAGlI [2] and HackerNoon [5], empowers reps to achieve 25% higher conversions. The table below contrasts
these skills, with real-world examples demonstrating how Al amplifies human capabilities for superior results.

Skills Before Al

Skills Now with Al

Example in Action

Manual prospecting (e.g., cold calling,
networking events)

Al tool proficiency (e.g., using generative Al for
lead scoring and personalization)

A seller uses Al-powered CRM like Salesforce Einstein to score leads
based on behavior patterns, prioritizing high-potential prospects and
boosting conversion rates by 25%.

Deep product knowledge and scripted pitches

Data interpretation (analyzing Al-generated
insights for customer behavior patterns)

During a client meeting, a seller reviews Al-analyzed purchase history to
identify upsell opportunities, tailoring the pitch to the customer's past
preferences and increasing deal size by 15-25%.

Persuasion and negotiation through in-person
rapport

Adaptive selling (real-time adjustment based on
Al predictive analytics)

In a virtual call, a seller employs Al sentiment analysis to detect buyer
hesitation and instantly adjusts the offer, turning a potential objection into
a closed deal.

Handling objections with intuition and
experience

Hyper-personalization (crafting tailored outreach
using Al-driven customer data)

A seller leverages Al tools like HubSpot's personalization engine to create
customized email sequences based on buyer demographics, resulting in a
22-50% higher open rate and faster responses. [6]

Basic CRM usage for tracking interactions

Prompt engineering (optimizing Al prompts for
content creation and strategy)

A seller crafts precise prompts in ChatGPT to generate objection-handling
scripts, refining them for a specific industry and using the output to
prepare for a negotiation that secures a key account.

Closing deals via emotional intelligence and
relationship building

Strategic integration (combining Al automation
with human creativity for complex deals)

For a multi-stakeholder B2B sale, a seller integrates Al chatbots for initial
qualification while applying creative storytelling in follow-ups, shortening
the sales cycle by 28-43%. [5]

Time management for follow-ups

Efficiency optimization (leveraging Al for
automation to focus on high-value tasks)

A seller automates routine follow-up emails with Al tools like Outreach.io,
freeing up time to build deeper relationships with top clients and achieving
3-5 more meetings per week. [7]

4 Baker Communications, Inc.
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Current leader time allocation

PRE-AI

Sales leaders, like sellers, face inefficiencies in traditional setups, dedicating substantial
time to manual oversight and intuitive decision-making. Drawing from MIT Sloan [3] and
McKinsey [4], pre-Al leaders allocate 34-60 hours weekly across activities (in a 40-hour
week with overlaps), often pulled into reactive tasks that limit strategic impact. This
baseline highlights opportunities for Al to streamline operations and redirect efforts
toward team development.

Activity Estimated Hours per Week

Intuitive forecasting 6 to 10 hours

Manual team coaching and

. 8 to 16 hours
performance reviews

Strategy setting 5to 8 hours
Resource allocation 4to 7 hours
Basic CRM oversight 5to 8 hours
Motivating teams 3 to 6 hours
Risk assessment 3 to 5 hours

34 to 60 hours (overlaps assumed in a 40-

Total
hour week)

4 Baker Communications, Inc. Selling in the Al Era
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Future leader role

Al INTEGRATION

With Al, leaders gain 50-80% time savings (20-36 hours weekly), enabling a shift from
administrative duties to high-leverage activities like mentoring, coaching and

performance optimization.

Pre-Al, time dedicated to team improvement (e.g., coaching and motivation) is
limited to 11-22 hours weekly, overshadowed by manual reviews. Post-Al, this can

expand to 20-30 hours, as automation allows deeper investment in talent

development, strategy refinement, and fostering team resilience—ultimately elevating

overall performance. The table below outlines post-Al allocations, based on tools like

Clari and Chorus.ai.

Post-Al Hours per

Activity Time Savings Rationale
Week
Intuitive forecasting 24t06 40-60% via Al modeling (e.g., Gong).
Manual team coaching and 50-70% with Al dashboards (e.g.,
. 24to8 .
performance reviews Chorus.ai).
= [0) i
Strategy setting 551t05.6 30 §OA th‘I’Ol:Igh trend analysis (e.g.,
McKinsey insights).
o S
Resource allocation 16to4.2 40-60% optimization (e.g,,
Workday).
Basic CRM oversight 15to4 50-70% monitoring (e.g., Pipedrive).
o . .
Motivating teams 181048 29 40% personalized strategies (e.g.,
LinkedIn).
~ro . .
Risk assessment 12103 40-60% prescriptive analytics (e.g.,
Tableau).
- 0, 1
Total 13.4t0 35.6 Overall 50-80% reduction,

4 Baker Communications, Inc.

redirecting to team enhancement.
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Strategies to unlock greater
efficiency for leaders
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Leaders can amplify their impact by adopting
Al-driven strategies that parallel those for
sellers. Begin with a thorough audit of time
spent on forecasting and reviews to identify
Al-automatable elements, such as data
aggregation or risk flagging. Treat Al as a
strategic ally—using it for real-time insights
and scenario planning—while refocusing on
mentorship and cultural alignment. This not
only saves up to 80% of time but also builds
agile teams through continuous learning and
adaptation, resulting in metrics like 15-20%
higher quota attainment and reduced
turnover.

This dual approach not only frees up to 70%
more time but also fosters a culture of
innovation, where teams experiment with Al
to refine processes continually. The result?
More productive sellers who drive
sustainable revenue growth through deeper
buyer connections.

5 Baker Communications, Inc. Selling in the Al Era



IN THE Al ERA
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Leadership skills transformation

Sales leaders are pivotal in this shift, evolving from reactive managers to proactive strategists who harness Al for team
empowerment. Previously reliant on experience alone, leaders now use Al for data-driven decisions, yielding 50-80% time savings
(20-36 hours weekly) and benefits like 15-20% quota improvements. Insights from MIT Sloan [3] and McKinsey [4] underscore this
transition, where Al augments forecasting, coaching, and resource allocation. The table outlines these changes, with examples

showing how leaders can foster resilient, high-performing teams in an Al-integrated environment.

Skills Before Al

Skills Now with Al

Example in Action

Intuitive forecasting based on historical
trends

Data science proficiency (using Al for predictive
modeling and scenario planning)

A leader applies Al tools like Gong's forecasting module to model revenue
scenarios based on team data, accurately predicting quarterly outcomes
and adjusting strategies to meet targets ahead of time.

Manual team coaching and performance
reviews

Al-augmented coaching (analyzing team data for
personalized development plans)

Reviewing Al-generated performance dashboards in Chorus.ai, a leader
creates individualized coaching plans for underperforming reps, improving
team quota attainment by 15%.

Strategy setting via experience and
market intuition

Hyper-personalization at scale (leading Al-driven
customer segmentation strategies)

A leader oversees Al segmentation in Marketo to divide customers into
micro-groups, directing the team to deliver customized campaigns that
increase customer retention by 10-20%.

Resource allocation through
spreadsheets and meetings

Team optimization (building high-performance
teams with Al automation tools)

Using Al in Workday to analyze team workloads, a leader reallocates
resources dynamically, reducing burnout and increasing overall productivity
by 40%. [3]

Basic CRM oversight for pipeline
management

Real-time decision-making (integrating Al for
immediate, context-aware adjustments)

During a pipeline review, a leader uses Al alerts from Pipedrive to spot
bottlenecks instantly and reassign deals, accelerating closures and adding
revenue through optimized velocity.

Motivating teams with traditional
incentives

Al-first strategy alignment (ensuring teams
leverage Al for competitive edge)

A leader implements Al training sessions via LinkedIn Learning's Al
modules, aligning the team on tool usage and resulting in a 20% faster
sales cycle through better tech adoption. [8]

Risk assessment via qualitative judgment

Prescriptive analytics (guiding teams with Al-
derived actionable insights)

Leveraging Al in Tableau for risk scoring, a leader identifies potential deal
failures early and coaches the team on mitigation steps, preventing 15% of
forecasted revenue loss. [4]

4 Baker Communications, Inc.

Selling in the Al Era



Evolving sales performance
indicators in the Al era

www.bakercommunications.com

N\

-

For sales leaders, leading indicators are essential for anticipating performance trends and
making proactive adjustments, shifting from reactive firefighting to strategic foresight. Pre-Al,
these indicators were often lagging or activity-based, focusing on historical data and basic
metrics that provided limited predictive power.

With Al, indicators become predictive and real-time, leveraging advanced analytics to forecast
outcomes and optimize strategies. This evolution enables leaders to drive higher quota
attainment (up to 15-20% improvement) and reduce sales cycle lengths by 20-40%, as per 2025
data from SuperAGI and McKinsey [2] [4] [23] [24].
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Pre-Al leading indicators

Before Al, leaders relied on traditional metrics that measured past activities rather than

future potential, often leading to inaccuracies in forecasting (average accuracy around 51%)

and missed opportunities [25]. Key examples include:

Pipeline Coverage: Ratio of pipeline value to quota, typically aiming for 3-4x coverage.
Example: A team with $3M pipeline for $STM quota might seem healthy, but without
context, it overlooks deal quality, leading to overestimation in 67% of forecasts [25].

Win Rates: Percentage of deals closed, averaging 20-30% in B2B sales. Data: Traditional
methods result in win rates stagnant at 25%, per Predictable Revenue, as they ignore
buyer sentiment [26].

Activity Metrics (e.g., Call Volume, Meetings Booked): Number of calls or emails, with top
performers making 50+ calls daily. Example: High volume (e.g., 100 calls/week)
correlates to more opportunities but doesn't predict quality, contributing to burnout
without guaranteeing results [27].

Sales Cycle Length: Average time from lead to close, often 3-6 months. Data: Pre-Al
cycles are 20-30% longer due to manual analysis, per Skaled [28].

Quota Attainment: Percentage of reps hitting targets, typically 60-70%. Example: Leaders
track this quarterly, but it's lagging, missing early warning signs like low engagement
[26].

These indicators, while useful for basic tracking, are reactive and prone to human bias,

resulting in revenue shortfalls in 40% of cases [25].

3 Baker Communications, Inc. Selling in the Al Era



Al-era leading indicators

Al transforms indicators into predictive tools by analyzing vast datasets, including buyer

behavior, market trends, and sentiment, achieving forecasting accuracy of 79%—a 28%
improvement over pre-Al methods [25]. This allows leaders to intervene early, boosting sales
productivity by 10-15% [29]. Key examples include:

e Predictive Lead Scoring: Al assigns scores based on intent signals and historical data,
prioritizing high-value leads. Example: SuperAGl's tools score leads using machine
learning, increasing conversion rates by 25% by focusing on prospects with 80%+ close
probability [2] [23].

e Sentiment Analysis and Engagement Quality: NLP evaluates tone in calls/emails to
predict deal health. Data: Improves customer satisfaction by 25% and revenue by 15%,
with NLP market growing to $22.3B by 2025 [23] [30]. Example: IBM Watson analyzes
conversations, identifying objections early and raising win rates from 25% to 40% [23].

e Deal Health Scores and Risk Predictions: Al assesses deal progress using multi-variable
factors like buyer engagement and economic indicators. Example: Gong's Al flags risks
in real-time, preventing 15% revenue loss by enabling proactive coaching [25] [31].

e Customer Lifetime Value (CLV) Prediction: Al forecasts long-term value incorporating
behavioral signals. Data: Boosts retention by 10-15%, per Gartner, with Al models
adapting to preferences for upsell opportunities [23] [32].

e Real-Time Forecasting and Buying Intent Signals: Al integrates internal data with external
trends for dynamic predictions. Example: Salesforce Einstein provides intent signals

from communications, shortening cycles by 30% and improving accuracy to 85% [2] [26].

By shifting to these Al-enhanced indicators, leaders gain actionable foresight, reducing

biases and enabling data-driven decisions that align teams with emerging opportunities.

3 Baker Communications, Inc. Selling in the Al Era



www.bakercommunications.com

Evolving sales behavior indicators

IN THE Al ERA

Sales behavior indicators provide leaders
with insights into rep actions and
effectiveness, enabling targeted coaching
and process improvements. Pre-Al, these
focused on quantitative volume metrics,
like call counts, which emphasized activity
over outcomes and often led to inefficient
behaviors (e.g., high burnout with low
conversion). With Al, indicators shift to
qualitative and predictive measures, such
as call quality via sentiment analysis,
fostering deeper buyer engagement and
boosting win rates by 15-25% [2] [23] [33].

KEY EXAMPLES

This evolution, supported by tools like
Gong and SuperAGlI, allows leaders to
monitor nuanced behaviors in real-time,
improving forecasting accuracy to 79%
and reducing cycles by 20-40% [25]
[34].Pre-Al Behavior Indicators. Traditional
indicators prioritized sheer output,
assuming more activity equated to better
results, but they ignored context and
quality, contributing to inaccurate
assessments (e.g., only 51% forecast
accuracy) [25].

« Number of Calls Made: Daily/weekly call volume, with top reps at 50-100
calls/day. Example: Tracking 80 calls/week measures effort but not
effectiveness, leading to spray-and-pray tactics and low engagement [27] [35].

o Email/Outreach Volume: Number of emails sent, averaging 50-100/week. Data:
Correlates to leads but ignores open rates (typically 20-30%), resulting in spam-
like behavior without personalization [36].

« Demo/Meeting Booked: Count of scheduled demos, aiming for 10-15/week.
Example: High numbers indicate activity, but without buyer fit, conversion is low

(15-20%), per Skaled [28].

« Objection Handling Count: Number of objections addressed, tracked manually.
Data: Relies on self-reporting, prone to bias and incomplete, limiting insight into

rep adaptability [37].

o Follow-Up Attempts: Average attempts per lead, often 6-8. Example: Measures
persistence but not timing or content quality, leading to diminished returns after

5 touches [38].

These volume-based metrics encouraged quantity over quality, with 60% of reps
missing quotas due to inefficient behaviors [26].

4 Baker Communications, Inc.
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Al-era behavior indicators

Al enables granular, context-rich tracking of behaviors, using NLP
and machine learning to assess quality and predict success,
increasing productivity by 10-15% [29]. Key examples:

Call Quality Score: Al analyzes tone, sentiment, and content for
engagement. Example: Gong's sentiment analysis detects positive
buyer cues, improving objection handling and raising win rates by
20% [23] [31].

Personalization Effectiveness: Measures customization level in
outreach via Al content scoring. Data: Boosts response rates by 22-
50%, as Al tailors messages based on behavior patterns [6] [36].
Example: HubSpot Al evaluates email relevance, ensuring higher
open rates.

Buyer Engagement Level: Tracks interaction depth (e.g., questions
asked, time spent). Example: SuperAGI predicts objections from
conversation patterns, allowing adaptive selling and shortening
cycles by 28-43% [2] [5].

Objection Resolution Quality: Al evaluates response effectiveness
using historical data. Data: Improves customer satisfaction by 25%,
with NLP identifying patterns for better prep [23] [30]. Example: IBM
Watson flags unresolved issues, guiding reps to refine techniques.
Follow-Up Optimization: Al assesses timing and content impact.
Example: Outreach.io Al recommends optimal follow-ups,
increasing meetings by 3-5/week and efficiency [7] [38].

By focusing on quality, Al indicators promote effective behaviors,
reducing bias and enabling 28% better forecasting [25].

4 Baker Communications, Inc. Selling in the Al Era
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Addressing sales coaching challenge

Effective coaching is foundational to sales success, yet common hurdles like time constraints and biases often undermine it. Al
emerges as a game-changer, providing scalable, objective support that enhances coaching quality and consistency. Drawing from
2025 trends in real-time feedback and emotion analysis, Al addresses these issues by automating insights and enabling
personalized development. This not only overcomes barriers but also aligns with broader goals of retention and performance uplift.

The table details key challenges and Al-driven solutions, illustrating how technology can transform coaching into a strategic asset.

Challenge

Description

How Al Helps Solve It

Lack of Time for Coaching

Sales managers are overwhelmed with other tasks like
forecasting and meetings, leading to deprioritized or
infrequent coaching sessions.

Al automates routine tasks, analyzes large volumes of data (e.g., call recordings)
quickly, and provides instant feedback via asynchronous tools, freeing managers to
focus on high-impact interactions.

Unstructured or Sporadic
Coaching

Coaching often lacks consistency, becoming reactive (e.g.,
only after failures) rather than strategic, resulting in missed
skill-building opportunities.

Al enables structured "coaching sprints" with personalized plans based on
performance trends, ensuring regular, targeted sessions through data-driven
recommendations and progress tracking.

Difficulty Identifying What
to Coach

Managers lack insights into real sales interactions, leading
to generic advice that doesn't address specific
weaknesses like objection handling.

Al uses conversation intelligence to analyze calls, transcripts, and CRM data,
pinpointing exact skill gaps (e.g., talk ratios, missed signals) and suggesting tailored
coaching actions.

Human Biases in Feedback

Feedback can be subjective, hesitant, or unclear due to
biases, forgetting details, or fear of confrontation, reducing
its effectiveness.

Al delivers objective, data-backed feedback without bias, analyzing tone, emotion,
and language to facilitate collaborative discussions and better self-evaluation.

Need for Real-Time Help

Reps often require immediate guidance during calls or
deals but lack on-the-spot support, especially in remote
settings.

Al provides 24/7 real-time coaching, such as live suggestions during calls (e.g., for
phrasing or objections) and dynamic script generation based on buyer input.

Manual Data Review

Reviewing call transcripts, CRM entries, and interactions
manually is time-consuming and error-prone, leading to
overlooked insights.

Al automates data analysis across multichannel sources (e.g., emails, calls,
LinkedIn), identifying patterns like bias or emotional cues for faster, accurate
coaching insights.

Remote or Spread-Out
Teams

Distributed teams face barriers to consistent coaching due
to location and time zone differences.

Cloud-based Al platforms enable accessible coaching from anywhere, with features
like video practice and peer feedback that work asynchronously across locations.

Inconsistent Onboarding

New reps receive varying training quality, slowing ramp-up
and leading to performance disparities.

Al standardizes onboarding with personalized learning paths, role-plays, and
consistent process enforcement, ensuring all reps follow the same best practices.

4 Baker Communications, Inc.
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Time Increment

Structuring effective coaching sessions

Al INFUSED GROW MODEL

To maximize coaching's impact, sessions must be structured and collaborative, contrasting sharply with unstructured, directive
approaches that demotivate reps. The GROW model (Goals, Reality, Options, Will) provides a proven framework for 45-minute
sessions, promoting self-reflection and ownership. In poor meetings, coaches dominate (70-80% talk time), fostering passivity; in
ideal ones, reps lead (60-70% talk time), enhancing engagement and results like improved win rates. This breakdown compares the
two, offering practical guidance to elevate coaching from a chore to a catalyst for growth.Al can further enhance GROW sessions
by providing data-driven insights, real-time support, and automated tools, making coaching more efficient and effective. For
example, Al conversation intelligence (e.g., Gong or Chorus.ai) can analyze past calls to inform the Reality stage with objective
metrics, while Al role play tools such as www.RNMKRS.com simulate role-plays. In the Will phase, Al can generate personalized
action plans and track progress via CRM integrations, reducing administrative load and boosting outcomes.

Normal/Poor Meeting (Ineffective)

Ideal Meeting with GROW Model (Effective)

0-5 minutes

Casual start without rapport.

Pre-Goals Rapport: Positive check-in. (Al tip: Use sentiment analysis from prior interactions
to tailor the welcome.)

5-10 minutes

Hasty data review, defensive tone.

Goals: Co-create SMART objectives. (Al tip: Leverage CRM data to suggest relevant goals
based on rep's performance trends.)

10-15 minutes

Lecturing on mistakes.

Reality: Assess current state with questions. (Al tip: Pull in call analytics for data-backed
examples of strengths and gaps.)

15-20 minutes

Tangents and vague feedback.

Reality (Continued): Highlight strengths, explore barriers. (Al tip: Emotion Al to identify
unspoken barriers from tone in recordings.)

20-25 minutes

Assigning solutions without input.

Options: Brainstorm alternatives. (Al tip: Generative Al to propose innovative ideas or
scenarios for consideration.)

25-30 minutes

Dragging discussions.

Options (Continued): Evaluate and refine with role-play. (Al tip: Al simulators for virtual role-
plays to test options in real-time.)

30-35 minutes

Abrupt wrap-up.

Will: Commit to actions. (Al tip: Generate actionable plans and timelines using task
management integrations.)

35-40 minutes

Wasted buffer.

Will (Continued): Reflection and accountability. (Al tip: Set up automated follow-up reminders
and progress trackers.)

40-45 minutes

Generic close.

Close: Positive reinforcement and follow-up. (Al tip: Summarize key insights via Al notes for
easy reference in next session.)

4 Baker Communications, Inc.
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Al and human synergy for
enhanced buyer engagement

Combining Al as a teammate with a refocused seller role creates a powerful synergy, revolutionizing
how teams engage buyers across the journey. Al manages logistical and data-intensive steps,
allowing sellers to emphasize emotional and consultative elements that build trust and affirm value.
This leads to 20-40% faster cycles and higher-value deals, as illustrated in the examples below. From
initial outreach to post-sale support, this hybrid model ensures seamless, personalized experiences

that differentiate in competitive markets.

PROBLEM SOLUTION REQUIREMENTS SUPPLIER

IDENTIFICATION EXPLORATION BUILDING SELECTION

Al-generated Al scoping tools using Al RFP responses and Al comparisons,

prospecting emails via customer data. virtual demos with negotiation via

tools like Salesloft. real-time emotion Al, and e-sign
configuration. management.

3 Baker Communications, Inc. Selling in the Al Era
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Enabling the Al
transformation

BEYOND TOOLS TO TRUE ADOPTION

While Al promises significant efficiencies,
successful transformation requires more than
deploying new tools—it demands a holistic
approach to ensure adoption and proficiency.
Companies must invest in multifaceted
enablement strategies, including
comprehensive training programs, robust
change management, ongoing mentoring, and
targeted coaching. For instance, training
should encompass hands-on Al workshops and
certification paths to build technical skills,
while change management involves clear
communication of benefits, addressing
resistance through stakeholder involvement,
and phased rollouts to minimize disruption.
Mentoring pairs experienced users with
novices for real-world guidance, and coaching
integrates Al insights into performance reviews
for personalized development. However, facts
reveal that simply providing tools is
insufficient. Research shows that up to 75% of
Al projects stall or fail due to inadequate
preparation, often from lack of training or
change management [9]. In sales specifically,
74% of companies struggle to scale Al value,
with many citing employee readiness as a
barrier [10].

7 Baker Communications, Inc.

Even when tools are adopted, misuse is
common: 65% of workers have spent less than
5 hours learning Al, leading to suboptimal
usage and missed ROI [11]. Overall, more than
80% of Al initiatives fail—twice the rate of
traditional IT projects—primarily because
organizations overlook human factors like skill
gaps and cultural shifts [12]. To succeed,
enablement must be proactive, blending
education with support to turn Al from a
novelty into a core competency.

7,
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Enabhngthe
tra—-nsformatlon

BEYOND TOOLS TO TRUE ADOPTION (cont.)

To guide this process, consider the following best practices for Al enablement in
sales teams, drawn from decades of behavior change implementation experience and
numerous industry reports:

o Set Clear Goals and Vision: Start by defining a "North Star" for Al adoption, linking
it to business objectives like productivity gains or revenue growth. McKinsey
emphasizes committing to bold strategies, with 92% of executives planning
increased Al spending by 2028, but only those with clear roadmaps achieve ROI
[4] [13]. In sales, this means aligning Al with specific use cases, such as
automated demos or personalized outreach, to reduce ramp time by 30-50% [10]
[14].

Choose and Integrate the Right Tools: Select Al platforms that integrate
seamlessly with existing systems like CRM. Best practices include piloting tools
for fit, as 30% of GenAl projects are abandoned post-proof-of-concept due to poor
integration [15]. For sales, tools like Allego or Gong for coaching can automate
feedback, but success hinges on continual training to ensure proper use.
Implement Phased Rollouts and Change Management: Adopt a staged approach
to minimize disruption, starting with high-impact areas like prospecting. Change
management is key, as 75% of transformations fail without it; involve
stakeholders early to address resistance and communicate benefits [17] [18]. In
sales, this could include redesigning workflows to incorporate Al agents, reducing
manual tasks by 40% [19].

Provide Comprehensive Training and Skill Building: Offer hands-on workshops,
certifications, and ongoing education. With 83% of sales companies prioritizing
Al, yet adoption at only 40% in North America, training bridges the gap—reducing
misuse where 65% of users spend <5 hours learning [20] [21] [11]. Focus on sales-
specific skills like prompt engineering for content creation.

Foster Mentoring, Coaching, and Cultural Shift: Pair novices with Al-savvy
mentors and embed coaching in daily routines.

Cultivate an Al-first culture by leading from the top, as 47% of organizations
report Al consequences like ethical issues without proper oversight [22].

Measure and lterate: Track adoption metrics (e.g., tool usage rates, ROI) and
iterate based on feedback. With 74% struggling to scale, continuous monitoring
ensures sustained value [10]. Example: Quarterly reviews to adjust strategies.

4 Baker Communications, Inc. Selling in the Al Era
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Enabling the Al
transformation

BEYOND TOOLS TO TRUE ADOPTION (cont.)

The table below summarizes these strategies with examples and expected benefits:

Estimated Hours per

Activity Week

Examples/Benefits

Link to revenue growth; achieves 20-30%
productivity boost [18]. Example: Prioritize
Al for lead scoring to cut manual work by
50%.

Define Al's role in
Set Clear Goals and Vision  business objectives with
aroadmap.

Integrate with CRM; reduces abandonment
from 30% by ensuring fit [15]. Example: Use
Gong for call analysis to automate insights.

Select integrable Al

Choose and Integrate Tools Serane el e,

. . Phased demos; minimizes resistance,
Stage implementation . . }
Phased Rollouts and ) o improving adoption by 40% [17]. Example:
with communication and . . .
Change Management Start with prospecting automation before
support. full rollout

Al-specific courses; bridges skill gaps,
Hands-on workshops and  reducing misuse from 65% undertrained
certifications. users [11]. Example: Prompt engineering

training for personalized pitches.

Comprehensive Training

Pair users and embed Al Mentor pairings. Example: Weekly Al

Mentoring and Trainin ) . . .
9 9 in development. coaching sessions using tool data.

. ) Usage dashboards; scales value where 74%
Track metrics and refine .
Measure and Iterate struggle without [10]. Example: Quarterly
based on data. . . .
reviews to adjust strategies.

By prioritizing these, organizations can mitigate failure risks and realize Al's full potential in
sales.

4 Baker Communications, Inc. Selling in the Al Era
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IN CONCLUSION

The future of sales is here, powered by Al's potential to
simplify, amplify, and humanize the selling process. As
we've explored, embracing Al isn't optional—it's the
dividing line between thriving salesforces that leverage
technology for unprecedented efficiency and those that
falter under outdated models. By reclaiming time, evolving
skills, and addressing challenges like coaching through
intelligent integration, organizations can unlock
transformative gains in productivity, revenue, and team
morale. Yet, success demands more than tools; it requires
committed enablement to ensure true adoption. Now is the
moment to act: Audit your current workflows, invest in Al
with a focus on people-first strategies, and position your
team as pioneers in this new era. Contact your leadership
today to initiate an Al readiness assessment, pilot key
tools, and build the enablement framework that will propel
your salesforce forward. The choice is clear—adapt, thrive,
and lead the future of sales, for this is your moment to
thrive or fade away.
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