Intelligent Amplification in Sales

The Automated Pitch Coach transforms invisible conversational
nuances into visible, actionable data. By analyzing voice

modulation, pacing, and objections, Al shifts sales coaching from |
gut feelings to objective mastery.
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Moving Beyond Simple Transcription

Legacy Speech Analytics The Al Pitch Coach
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Analyzes WHAT
was said (Words).

Analyzes HOW it was
said (Emotion, Pitch, Tone).
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Reactive
Post-Mortems.

Predictive &
Prescriptive &
Interventions

The leap from
transcribing
datato
conducting
the

cadence of
persuasion.

Real-time Copilot &

Instant Post-Call Analysis

L | Delayed,

EE@ Manager-dependent.

O0000O00  One-Size-Fits-All
NN programs.

Hyper-Personalized &
Gamified paths
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Decoding the Unseen
Elements of Persuasion

Pitch & Tone Analysis

Varied pitch keeps listeners S
captivated, while monotone
delivery flags disinterest.

{\ hl

W

| —
—

+

|‘ M

Volume & Intensity

Sudden volume drops indicate e )
apprehension or uncertainty. Overly
aggressive tones risk alienating clients.

Voice Spectrum
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Emotional Detection

Advanced models infer emotional
states (frustrated, enthusiastic,
empathetic) from vocal patterns.
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Vocal Fillers & Distractions

Meticulous tracking of 'ums,' 'uhs,
and repetitive verbal tics that
degrade perceived confidence.
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Finding the Goldilocks Zone
of Speaking Rate

The Goldilocks Zone.

Highly correlated with peak customer
engagement metrics.

Rushing.

Dragging.
Overwhelms the prospect.

Risks losing attention.

Customer Engagement

Words Per Minute (WPM)

The Art of Silence. Pauses are tracked for length and placement. Strategic silence creates emphasis, builds
anticipation, and allows for comprehension. Al flags lack of pauses or pauses that are overly long.
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The Al Objection Defense Model
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Proactive ldentification

Keyword & Context Monitoring

Anticipates objections by detecting
trigger words ('cost’, 'budget’,
‘competitor’) and analyzing broader
conversational context before the
concern fully materializes.

Performance Analysis

Sentiment Tracking

Monitors prospect and rep
sentiment to see if the response
de-escalated tension or
inadvertently increased frustration.
Tracks effective follow-up clarifying
guestions.

Personalized Coaching

Actionable Frameworks

Suggests specific talking points,
counter-arguments, and proven
frameworks like Feel-Felt-Found or
LAER. Enables low-stakes role-
playing simulations.
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Dual-Mode Coaching Adapts
to the Sales Workflow

_ive Copilot Prompts (Real-Time) Comprehensive Post-Call Reports (Retrospective)
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&\ Warning: Pacing exceeds 160
WPM. Remember to pause.
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Confidence

Competitor mentioned: Trigger
LAER framework. Listening Clarity

Pacing Empathy
Objection Handling ‘ Filler Word ) ‘
Success: +14% Count: 12
Live Copilot Prompts (Real-Time) Comprehensive Post-Call Reports (Retrospective)
Discreet real-time guidance suggests alternative Detailed performance mapping after every pitch.
phrases, reminds reps to pause, and alerts to emerging Highlights strengths, pinpoints areas for improvement,
objections based on tone. and acts as a personalized training session.
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Integrating Al into a Continuous
Improvement Ecosystem

Real-time Al Copilot
assistance.

6. Objective Manager Evaluation:
Managers identify top-
performer best practices.

The one-size-fits-all
training era is over.
Data drives a culture
of self-reflection.

5. Gamification: Reps earn
badges and compete in
friendly challenges.

1. Live Call Execution:

2. Post-Call Analytics:

Objective scoring of Voice,
Pacing, and Objections.

4. Tailored Learning Modules:
Targeted resources deployed
based on specific gaps.

3. Individual Profiling:
Al builds unigue rep profiles

based on aggregate pitch data.
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Cultivating a Data-Driven Culture

with Ethical Guardrails

Impact Metrics
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Voice Modulation Improvement

Ethical Considerations
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Pacing Optimization

N

Transparency

Clear communication with sales teams
on how data is collected and used strictly
for development, not policing.
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Data Pr

vacy

Robust security measures, including

anonymization and

aggregation of

customer data where individual
identification is unnecessary.
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Objections Handling Success
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Bias Mitigation

Vigilance and regular audits of Al
algorithms to prevent unfair or
inaccurate assessments.
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