PREDICTIVE /
PIPELINE
TRAINING

Aligning Sales Coaching to the
Immediate Quarter's Pipeline Gaps




The Disconnect: Training for the Marathon
While Losing the Sprint

The Quarter (Immediate Needs) /\ End of 90 Days
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Traditional Coaching (Foundational Skills)

Generalized Focus Delayed Impact Data Overload

Broad skill training fails to Playing catch-up while missing Drowning in CRM entries and

address specific competitor crucial real-time lagging win/loss analyses

roadblocks stalling live deals. course-correction windows In without extracting urgent,
the current cycle. actionable intelligence.
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The Paradigm Shift to Predictive Enablement

Timeline

Data Utilization

Traditional Coaching

Predictive Pipeline Training

Broad skill development

Specific, immediate pipeline
challenges

Long-term marathon impact

Immediate sprint
course-correction

Overwhelming volume;
manual slicing

Actionable intelligence
& foresight

One-size-fits-all training

Hyper-personalized at scale




Phase 1: Identifying Gaps with Unprecedented Accuracy
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Forecasting deal stalls
based on sudden

engagement drops.
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Pinpointing common roadblocks
like specific competitor objections
at the negotiation stage.

\

Segmenting customer needs
to identify critical messaging
disconnects.
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Phase 2: Hyper-Targeted Coaching Interventions

Individual Rep Level
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Analyze: Individual - " Recommend: Tailored " Intervene: Real-time
performance and battle cards and feedback prompts
discounting habits. _I| past call segments.

during live calls.
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9 Team-Wide Scale
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Analyze: Recurring Recommend: Rapid " Intervene: Process op-

bottlenecks across intelligence dissemi- timization and flagging
the pipeline. J ination & A/B testing. J delayed follow-ups. _ll
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Phase 3: The Intelligence Flywheel

Optimize Resources:
|dentify which collateral
actually closes deals.

Coach: Deploy

Al-driven, targeted
interventions.

Correlate

Adapt Al Models: ‘ Enablgment .
Refine real-time based § directly to immediate

on market conditions. quarter revenue

generation.

Track Progression:
Monitor conversion
rates, velocity, and ROI.

Analyze Outcomes:
Evaluate performance
post-coaching.
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Proof of Impact and Seamless Integration

The Data: 2021 Impact Metrics

Reps Trained & Pipeline Gaps
Plans Aligned Addressed

Q12021 | 25Reps |20 Plans

Q22021 | 30 Reps | 25 Plans

Q3 2021 | 28 Reps | 22 Plans

The Tech Stack Integration

CRM
Platforms
. 4
Predictive
Al Core

Ay~ w3 A

Learning Sales
Management Engagement

Systems Tools
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Fostering a Data-Driven Sales Culture

Data-Driven
4 Performance Coach R

Upskilling in |
5| Allinsights
-: (/ Translating data N

_ interpretation into i ZE
> c:uat:hlng plans.

rEontent Creator
~ & Administrator
* Reactive, operating

on guesswork and
broad trends.

Philosophy: Make Al a natural extension of workflows, not an additional burden.
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The New Enablement Equation
_ P _ | Informed
Real-Time Pipeline + Hyper-Personalized \ wmm Certainty for the
Diagnostics Interventions T Immediate Quarter
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=z — The immediate quarter’s success is no longer a matter of chance; —
—x\\i" it is a direct result of intelligently aligned, data-driven coaching. 7 u/_
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