Performance Architecture

The Al-Powered Onboarding Revolution

Scaling Sales Enablement with Realistic Al Customer Personas
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Performance Architecture

Friction Funnel

® Field-Ready
Reps
! 1. The Time Sink: 2. Inconsistent 3. Artificial
i Senior rep availability Experiences: Environments:
causes scheduling Subjective, biased Inability to replicate real
| gridlocks. human feedback loops. | customer pressure.

The Catch-22: Relying on top performers to train new reps
actively drains current revenue-generating capacity.

M Gemini Motebook



Performance Architecture

b |

= 1

The Old Way

Generic scripts and

artificial environments.

DATA

BEHAVIOR

CONTEXT

The Paradigm Shift
Introducing Al Customer Personas

Not pre-programmed chatbots. These are sophisticated models
that embody specific, data-driven customer profiles—bringing the
unpredictability of the field directly into the training environment.
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The simulation forces active listening

and real-time adaptation—reps must
navigate genuine skepticism, not just
logical flows.

Anatomy of an Al Persona

e T
Persona Types: e.g., The Skeptical
Procurement Manager, The Busy Executive

Fine simulation forces active listenical
Procurements—reps must navigate genuine
skepticism, not ir logical flows.

Market Research

Al ¥ - P
Emotional Variances: Frustration,

SI mu ' atl on Excitemr_ant. Confusion, Passive-
Eng in e Aggressiveness

Frustration aggressions: frustration,
confusion', passive rerepeata, visibility and
chance,s’or what aparonments.

Past Interactions ~

/ s
Industry Nuances: Healthcare compliance
vs. Manufacturing supply chain

Simulatering compliance: reps #ocelhiterm vs.
manufacturing supply chain retatiras and
industry-manufacturing supply chain.

Industry Jargon
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The Enablement Shift

Traditional Roleplay

Al Simulation

Availability

Scheduled / Scarce

On-Demand 24/7

Realism

Artificial / Polite

Emotionally Dynamic & Challenging

Feedback Quality

Subjective [ Biased

Granular & Data-driven

Senior Rep Burden

High (Revenue drain)

Zero

Cost-to-Ramp

High

Optimized

M Gemini Motebook



Performance Architecture

Sales Proficiency Ramp & Revenue Impact
2. Al-Powered Mastery

Recouped Revenue Capacity

Field-Ready Threshold

IIIIIIIIIIIIIIIIIIIIIIIIIIIIII

1. Traditional Ramp

Sales Proficiency

Time

Faster mastery of core skills. Unlimited practice iterations compress
the timeline from onboarding to active revenue generation.
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The Objective Feedback Loop

Moving past subjective impressions. The engine instantly generates personalized

improvement plans—identifying if a rep is strong in discovery but weak in objection
handling—eliminating the one-size-fits-all coaching trap.

Talk-to-Listen Key Phrase Methodology
Ratio Usage Adherence

Vocal Tone
Analysis

70/30% 2 95% 88% Positive

Matched Compliant Confident & Empathetic
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O

Reduced Training Costs

&

Refocused Senior Expertise

Automating repetitive roleplay
minimizes the time new reps
spend in non-revenue
generating activities.

Top performers are released
from basic training duties,
reallocating their time to
advanced coaching, strategic
_planning, and closing deals.

Faster Ramp-Up = Accelerated Revenue Generation




Beyond Onboarding: The Continuous Coaching Ecosystem

Al is not just for day-one training. It is a perpetual, tireless sparring partner that keeps the entire sales
team sharp and responsive to shifting market conditions.

3. CRM
Performance
Data Extraction

i
Accelerated

Onboarding
A\ (Pay)

4. Targeted
Al Roleplay
(Sparring for
seasoned
reps)

2. Field
Deployment &
Real Customer
Interaction
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The Future Vision:
Dynamic Adaptive Learning

Generating novel interactions on the fly.
The future of sales training is intelligent, deeply

personalized, and ultimately, more human
by design.

Adaptive Learning Paths
(Adjusting difficulty by rep
progression)

Dynamic Scenario Generation

(Learning from lost deals)

CRM Data & Past
Performance Integration




