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AI & The Future of Sales

With Shane Gibson
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Will AI help sellers and sales leaders or 
replace them?
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Yes!
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“roughly half of today’s work 
activities - including large 

numbers of white-collar roles -
could be automated by 2055.”

(A future that works: Automation, 
employment, and productivity) –

Mickinsey Global Institute
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There is a talent, 
competency 
and tech gap.
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State of Sales Enablement Report 
2025 – Allego / LXA
• 78% of buyers prefer self-service journeys, doing extensive 

research before engaging with sales.

• Deals now require 12.4 touchpoints, up from 9.2 in 2023, 
making sales cycles longer and more complex.

• 49% of sales teams report larger decision-making 
committees within accounts, requiring engagement 
across multiple stakeholders.
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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

• AI Expert Assistants

• Google/web search

• LinkedIn

• Facebook

• Instagram

• TikTok

• WhatsApp

• Review Sites



➔ @ShaneGibson© 2025 – Shane Gibson Inc. & Shane Gibson SalesAcademy.ca



➔ @ShaneGibson© 2025 – Shane Gibson Inc. & Shane Gibson SalesAcademy.ca

Technology Intelligence (TQ)

❑ Good CRM Hygiene 

❑ Speaks in Tech 

❑ Prompt writing and AI use 

❑ Data interpretation

❑ Systems and process design

❑ A proactive and curious 
problem solver

❑ Understands the sales tech stack

❑ Capable of assessing tech tools

❑ Learns new programs and tools

❑ Keeps up to date on all tools

❑ AI governance awareness

There’s no end point, only sales evolution and innovation 
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AI Governance

• Your people are going to use the tools

• Your competitors are leveraging the tools

• Rules won’t stop it but common-sense guidelines can 
manage risk

• Don’t let fear of the unknown suppress innovation -  be 
pragmatic

• We have been here before (social media 2008-2013)
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AI Governance

• Have an AI policy and guidelines that protect and 
encourage

• Paid versions of ChatGPT* and Copilot

• Don’t experiment on new tools outside of a sandbox

• Stick to proven SaaS companies

• Don’t download and install from unknown vendors

*Turn off chat history with sensitive data and projects



➔ @ShaneGibson© 2025 – Shane Gibson Inc. & Shane Gibson SalesAcademy.ca

AI is now replacing and augmenting
Allego 2025 State of Sales Enablement

• 41% of companies expect 5%-25% of sales roles to be 
replaced by AI in the next 24 months.

• 54% expect 26%-75% of roles to be automated.

• AI is being used for email generation, lead scoring, sales 
intelligence, and conversation analysis.
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AI can be 
an  Ironman 
suit for sales 
professionals
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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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Most are missing the big picture!
Generative AI Snapshot Research: The AI Divide – 
Salesforce 2025

Sellers expect generative AI will transform their roles 
by:

• Helping to generate sales reports (51%)

• basic content creation (48%)

• Analyzing market data (47%)
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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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1. How do you handle freight spikes while keeping service reliable 
and costs in check?

2. What’s your biggest challenge in hiring and keeping drivers for 
specialized routes?

3. With Canada’s ELD mandate coming, how are you staying 
compliant without major downtime?

4. How have recent climate events or global disruptions impacted 
your operations?

5. How are rising nuclear verdicts affecting your approach to liability 
and accident documentation?

6. How are you using telematics and AI in safety, and where do you 
see room for improvement?

7. With fuel and interest rates up, what’s your strategy for managing 
costs without cutting corners?

8. As a family business, how are you planning leadership transitions 
for long-term success?
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Start with a human spark 
and finish with a human 
fingerprint.
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+ 
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“Transformation can only truly begin with 
a truthful beginning.” – Fred Shadian
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Build a custom sales call coach…
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Coaching feedback:
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David Goggins Mode:
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Prompt:

• You are a certified DISC personality coach who specializes 
in sales coaching

• Review this transcript and identify [client name]’s DISC 
profile based upon our conversation

• Based upon their profile tell me how I can better 
communicate and sell to this person both in conversations 
and email.
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Custom GPT’s

• Email response GPT

• Proposal Writing GPT (Complete or component)

• Custom value proposition GPT

• Content writing in your voice

• Features - Advantages - Benefits Customizer

• Objection sparring
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Quick LinkedIn Post – 10 minutes

Rant Edit Refine and Post
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Quick LinkedIn Post – 10 minutes

Upload Whitepaper Refine and Post
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Record 16-minute Podcast / Rant

© 2023 – Shane Gibson Inc. & Shane Gibson SalesAcademy.ca
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AI Driven Social Content Process:

• Trim Video if needed

• Extract MP3 for Podcast

• Upload to podcast hosting

• Upload to YouTube 

• Upload Video to Quso.ai

• Choose Clips

• Extract transcript for clips descriptions and blog post

• Condense blog post into a LinkedIn carousel
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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 2-3 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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2025 and beyond

1. Remote Digital-First Strategy 
and UX

2. Personalized Customer 
Experience via AI

3. Custom AI Coaches

4. AI ambient in the sales tech 
stack

5. New sales competencies will 
change sales roles

6. More automation and 
augmentation = more selling 
time

6. Omni channel selling

7. Hybrid Buying Processes 
Dominant

8. EQ + TQ = success

9. Only curious self-learners 
need apply 

10. Go the Ironman route to 
compete and prosper
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SalesAcademy.ca/hub2025
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