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The Al Co-Pilot
for Modern Sales
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Guiding Sales Rep Activity
Priorities via Next-Best-Action
Action Engines
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Traditional CRM systems create
a fog of data overload.

The Fog of Sales (Traditional CRM) The Radar (Next-Best-Action Engine)

Analysis: Manual synthesis of

~ Analysis: Automated synthesis
disparate data points.

connecting invisible dots.

Timing: Reactive selling based ))—» - Timing: Proactive anticipation of
on past events. — future outcomes.
(((-))) Engagement: Generic, one-size- ;—ﬁ:g’ - Engagement: Hyper-personalized,
A fits-all outreach. ]’ | context-aware engagement.
!ﬁr Insights: Static data leading to B= ~ Insights: Dynamic adaptability
r =7 i . . E‘A/J | - : :
@ Le @ Jecision fatigue and human bias. =11 (@) | updating in real-time.
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Three distinct machine learning models

power the intelligence of the engine.

Predictive Analytics

Analyzes historical data and
macroeconomic trends to generate
probabilistic outcomes.

Powers Dynamic Opportunity Scoring,
moving beyond static lead scoring to

real-time opportunity prioritization.

:: Forecast

The NBA Al Core

.

Behavioral Machine Learning

Identifies subtle customer interaction
patterns invisible to the human eye.

Utilizes Sentiment Analysis (NLP) to
gauge emotional context and
Propensity Models to predict the
likelihood to buy, upgrade, or churn.
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Personalization at Scale

Democratizes hyper-personalization
for hundreds of prospects
simultaneously.

Builds Individualized Journeys and
delivers context-aware content
recommendations based on specific
buying stages.
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Rigorous data harmonization fuels
the CRM nervous system.

Phase 1: Phase 2: Phase 3:
Consolidated Input The Processing Core Seamless Integration
— Mandatory Step:
Rigorous data cleansing,
deduplication, and
CRM  |— T e oom— @ @
prevent garbage in, : : ™
garbage out. The NBA Engine —
| aﬂplies pretilictize, .
: ehavioral, an —_— R
hRTKeling personalization [F =P — ) —
models to the |
cleaned data stream. — —_
Support —
—— The CRM acts as the Central Nervous

System, delivering In-Workflow
Recommendations and Actionable
Clicks to minimize context switching.
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Explainable Al drives a continuous human-machine learning loop
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Node 1: Transparent Recommendation

The Ul presents a clean action with the
"Why" explained.

|><.i.

— Recommend contacting Customer X: They
downlcaded the Q3 product update whitepaper
and spent 10 minutes on the pricing page.

Node 2: Rep Action

< The rep executes the in-workflow
action (e.g., sending a tailored
message) without leaving the CRM.

Node 4: Model Adaptation

The NBA engine ingests the human
feedback to refine its algorithms,
closing the loop and increasing
future accuracy.
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Node 3: Direct Feedback
The rep evaluates the Al.

{[Helpful] I | [Not Helpful] | | [Already Done]




JrProactive engagement accelerates the entire sales cycle. TL

THE METRICS
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Empowered

3

Sales Reps Core Al Recommendation

Models

92% | 15%

Recommendation
Accuracy

Conversion Rate
Improvement

QUALITATIVE IMPACT
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Intelligent Lead Nurturing

Identifying exactly when a lead is
sales-ready to prevent

' premature contact.

Faster Deal Progression

Identifying pipeline roadblocks and
acceleration opportunities in real-time.
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Reduced Admin Burden

Automating decision-making so reps
focus purely on relationship building

and active selling. ‘
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Proactive mitigation strategies ensure
sustained engine performance.

Risk Profile Status Mitigation Protocol
Rep Trust & Utilize Explainable Al to show the reasoning behind
Adoption & Monitor suggestions, paired with training that emphasizes Al as an

augmentation tool, not a replacement.

Data Drift & Al is not “set it and forget it.” Implement continuous
Evolution & Monitor performance monitoring and regular model retraining to adapt to
shifting market conditions and customer behaviors.

| Conduct regular data audits and apply proactive bias mitigation
Historical Bias & Monitor techniques to ensure equitable recommendations across all
customer segments.
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The NBA framework scales to unify the
entire revenue organization.

Sales Activity Prioritization

The current state of guiding rep activities and
deal progression.

Proactive Problem Solving

Expanding the engine to identify customer
service issues and churn risks, enabling
inter-departmental resolution before revenue is
impacted.

Sl : .f\ Omnichannel & Rep Development

\ Integrating recommendations into chatbots and
N s — | virtual assistants. Identifying rep skill gaps
o based on conversion data to recommend highly
personalized coaching and training modules.
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