
@ShaneGibson
@ShaneGibson

AI and Future of Sales and 
Marketing 

With Shane Gibson
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The jobless recovery?
Do sales jobs ever come back 
after AI, Automation and 
outsourcing is used during a 
downturn?
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Indeed Sales Openings October 2023:

“Sales”: 31,283
“Sales Manager”: 6,112
“Business Development: 4,295
Total opportunities:  42,000

The same search in 2021 showed 98,000 open 
positions
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Dichotomy

1. There are fewer positions posted
2. These positions are paying better
3. They’re taking longer to fill 90-

120 days
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There is a talent, 
competency and 
tech gap.
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Sales has changed

“…by 2025, 80% of B2B sales interactions between suppliers 
and buyers will occur in digital channels. Chief sales officers 
(CSOs) and other senior sales leaders must accept that buying 
preferences have permanently changed and, as a result, so 
too will the role of sellers.”
• Gartner Research: 
https://www.gartner.com/smarterwithgartner/future-of-sales-
2025-why-b2b-sales-needs-a-digital-first-approach/
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The Future of B2B 
Selling is Hybrid

2024

20+
Channels
Email
In-person meetings
Conference
Phone
Supplier website
Procurement department
EA / PA / Researcher
Peer insights
Mobile App
E-procurement Channel
Video conference
Web chat live
Web chat AI bot
ChatGPT like tools
Google/web search
LinkedIn
Facebook
Instagram
TikTok
WhatsApp
Review Sites
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2024 20+ Channels
for B2B Decision Makers
• Email
• In-person meetings
• Conference
• Phone
• Supplier website
• Procurement department
• EA / PA / Researcher
• Peer insights
• Mobile App
• E-procurement Channel

• Video conference
• Web chat live
• Web chat AI bot
• ChatGPT like tools
• Google/web search
• LinkedIn
• Facebook
• Instagram
• TikTok
• WhatsApp
• Review Sites
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Your market has evolved, has your…
• Sales process?
• Sales methodology?
• Sales competency map?
• Sales role and hiring strategy?
• Sales leadership approach?
• Sales and marketing alignment?
• Sales technology use?
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Technology Fluency (TQ)

q Speaks in Tech 
q Prompt writing and AI use 
q Data interpretation
qSystems and process design
q A proactive and curious 

problem solver

q Understands the sales tech 
stack

q Capable of assessing tech tools
q Learns new programs and tools
q Keeps up to date on all tools
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Ironman puts on his suit and doesn’t 
lose his humanity or become robotic. 
Instead, his ability to take action 
becomes amplified.

AI applied right can do that for 
salespeople, automating the mundane, 
scaling activity and enabling more selling 
time at increased speeds and accuracy.
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From automating a process to hiring AI
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27 Right Brained Sales Skills

1) Rapport Building 
2) Listening 
3) Social Intelligence (EQ)
4) Presentation Skills 
5) Objection Handling Skills 
6) Negotiations 
7) Hobnobbing 

8) Authentic Online social 
interaction and engagement 
9) Innovating 
10) Problem Solving 
11) Detecting Lies 
12) Reading and Adjusting for 
Style 
13) Creative prompt writing
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27 Right Brained Sales Skills

14) Breaking the Rules 
15) Humour 
16) Giving, contribution and 
kindness 
17) Complex Sales
18) Phone Skills 
19) Dealing with Upset Customers 
20) Motivating Team Members 
21) Going Off Script 

22) Needs Analysis Selling / 
Discovery Selling 
23) Authentic Relationship 
Development (NOT ABM or lead 
nurturing)
24) Content creation? 
25) Networking in Real Life 
26) Curious Prospecting 
27) Personal Branding and 
Reputation Building
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Who’s leveraging AI?

• 65% of generative AI users are Millennials or Gen Z, and 72% are 
employed.
• Nearly 6 in 10 users believe they are on their way to mastering the 

technology.
• 70% of Gen Z report using the technology and 52% of them trust the 

technology to help them make informed decisions.
• 52% say they use generative AI more now than when they first 

started.
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Who’s not leveraging Generative AI?

•68% of non-users are Gen X or Baby 
Boomers.
•88% are unclear about how generative AI will 
impact their life.
•40% say they aren’t familiar enough with the 
technology and 32% say the technology is 
not useful for them.
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Sales attitudes toward Gen AI

“….one-third of salespeople surveyed said they used or planned to use 
generative AI – compared to 51% of marketers – 61% of sales pros said 
they believe generative AI will help them better serve their 
customers.”
• 53%, said they do not know how to get the most value from 

generative AI at work.
• Just under half said they do not know how to safely or effectively use 

generative AI – 49% and 47%, respectively.
• Almost two out of five sales professionals (39%) worry they will lose 

their job if they don’t learn how to use generative AI at work.
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Sales using generative AI

• Sales professionals are most likely to use generative AI to help with:
• Basic content creation (82%)
• Analyzing market data (74%)
• Automating personalized sales communications (71%)

• Sellers expect generative AI will transform their roles by:
• Helping to generate sales reports (51%)
• basic content creation (48%)
• Analyzing market data (47%)

Most are missing the big picture!
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AI Powered CRM

Hubspot: 21% increase in sales acceptance rates and a 70% increase in 
lead conversion rates. The AI-driven content recommendations, 57% 
increase in content engagement.

Salesforce Einstein: 28% increase in lead conversion rates, 32% 
increase in productivity for sales teams through automation and 
triggers. Allowed for more high value engagement with clients.
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Sales AI Tools
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Never look at a blank page again
& Never stall before you start again
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+ 
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Augmented Emotional 
Intelligence
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How you should sell to Julian:
• You’ll be direct and creative.
• They’ll be the same, but more 

on the direct side than on the 
creative side.
• Shane, sell to Julian knowing 

that while you're both naturally 
resourceful and big-picture-
driven, it'll take extra energy for 
you both to talk fine details and 
process.

• When discussing money with 
Julian
• Speak in big-picture, people-

centered terms.
• Explain what the price will bring 

as far as flexibility in options 
and cool feature roll-outs.
• Show your pricing model 

through colorful graphics and 
charts.
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Thought Leadership = Magnetic Brand

Thought 

Leader

Creates or
Curates
Relevant
Content

Builds
Community

Has
Relevant
Engaging

Conversations

netw
orker

contrib
utorcreator
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Content Ideas
• FAQ’s
• Behind the scenes
• Product use / delivery
• Persona lifestyle insights / Infographics / 

videos
• Interviews with local / regional influencers
• Customer success stories / content
• How-to’s / Top 10 Lists (People, Rules, Tips, 

Events, Places)
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Record 16-minute Podcast / Rant
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Step 2 Process:

• Trim Video if needed
• Extract MP3 for Podcast
• Upload to podcast hosting
• Upload to YouTube (don’t publish yet)
• Upload Video to Vidyo.ai
• Choose Clips
• Extract transcript for clips descriptions and blog post
• Condense blog post into a LinkedIn carousel
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ChatGPT Prompt

Correct grammar, do not editorialize, and double line break between 
lines: [insert text]
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ChaptGPT Prompt + Canva
Take these 12 Non-Negotiable Sales Truths and condense them to 
approximately 200 characters each, including titles, so they can be 
used in LinkedIn carousels: 
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Output from 3-5 hours of marketing 
effort:
• 12 Video Shorts distributed on LinkedIn, YouTube, Instagram, and 

TikTok (48 posts)
• 1 17-minute Podcast on Spotify, Apple and 20+ networks
• 1 Long-form YouTube video 
• 1 Blog post
• 1 LinkedIn Carousel + Carousel Video (TikTok + LinkedIn)

53 Thought Leadership Content Pieces
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Your Lean Sales Playbook
1. Defines your target market and personas
2. Has a sales process scorecard mapped out
3. Maps key steps to your sales process that are aligned with your buyers 

process
4. List of core sales tech tools and where or from whom to learn them
5. Has a “Discovery Cheat Sheet” on each vertical
6. Has a well documented discovery (qualification) and demo process
7. Templates for outreach and client nurturing (cadences)
8. Provides talking points on key objections and closes
9. Ready to use stories and UVP talking points for key segments
10. KPI’s broken down from annual to monthly to weekly and daily 

disciplines
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2024 and beyond

1. Digital-First Experiences
2. Personalized Customer 

Experience
3. Remote-First Engagement
4. Changing Marketing 

Landscape
5. Digital-First Buyers

6. Buyer-Centric Model
7. Diversified Digital Selling 

Tools
8. Shift in B2B Sales to Hybrid
9. Tech-Driven Skills

10.AI in Sales and 
Marketing

Go the Ironman route!
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