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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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ZoomInfo’s 2025 AI in Sales Study

•83% of sales pros using AI tools saw their 
average deal size increase.

•Win rates jumped 41% 

•Deal cycles shortened by 30%.
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AI can be an Ironman suit 

for sales professionals
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Start with a human spark 
and finish with a human 
fingerprint.
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2025 25+ Channels
for B2B Decision Makers

Traditional Channels
Email, meetings, 
conferences, phone, 
supplier websites, vendor, 
platforms , peers, 
EA/Researcher, Mobile, 

Social Media and Digital 
LinkedIn, Facebook, 
Instagram, TikTok, 
WhatsApp, TikTok, 
WeChat, Slack, 
Zoom/Teams, Podcast, 
Youtube

AI Channels
ChatGPT, Perplexity, Gemini, 
Co-Pilot, AI assistants, 

Search Platforms
Google web search, 
Microsoft Bing, Regional 
specific
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The New Sales 

Competency Map
(2025
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Used incorrectly… AI just 
enables you to do the wrong 

thing, in front of more 
people… faster!
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Slides and Resources
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Sales Process ROI

“…sales forces were most effective at 
managing their sales pipelines if they 
had …a credible, formalized sales 
process. 

…18% difference in revenue growth...” 
– Harvard Business Review (Jason Jordan Jan 21 2015)
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AI
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Improving our sales 
process by 10% in 5 key 

areas is the same as 
increasing our outbound 

sales activities or 
increasing our marketing 

spend by over 50%.
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Close
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Discovery
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Close

Lead

Contact

Discovery

Proposal

66%

27.5%

66%

49.5%

220 Leads

145

40

26

13

Or 50%+ sales increase with a 10% improvement in 5 areas?
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Slow down to speed up

Reps who spent 55% of their time on strategic account 
planning and 45% on tactical execution, boosted win 
rates by 19%. – McKinsey 

https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/maximize-the-lifetime-value-of-your-sales-force
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Vague Criteria Example

“Companies that need, Packaging, PPE and Janitorial Supplies.”
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Very Specific Criteria

1) Company Size (Revenue)
A) $25M–$2B+
B) $15M–$200M
C) <$15M

2) Annual Multi-Line Spend (packaging + safety + warehouse + jan-san)
A) $100K–$1M+
B) $50K–$100K
C) <$50K

3) Industry Segment
A) Large DCs; Food/Auto/Pharma Mfg; E-com FCs; Cold Storage
B) Mid DCs; Food Service; Regional Mfg; Healthcare; Regional 3PL
C) Low packaging-intensity sectors
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4) Geography
A) Columbus/Cleveland metros (Indy ok for e-com)
B) Wider OH/IN region
C) Outside practical region

5) Logistics / Delivery SLA Need / Valued
A) Same-day/next-day expected
B) 1–2 business days acceptable
C) Long lead times; low urgency

6) Breadth of Products Used / Potential
A) 5–9 categories (packaging, safety, warehouse, jan-san, specialty)
B) 3–6 categories
C) 1–2 categories
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ICP Builder (beta)
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8 Figure Sales Performer Formula

1. You must own your calendar

2. Designate peak selling days

3. Know your power hours

4. Time block and batch your “A” time

5. Book 25+ hours of selling focused time (2X your selling time)

6. Eat the frog first

7. Colour code your meeting types

8. Audit your calendar often

9. Automate, Augment, Delegate and Delete continually
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In many cases, great 
salespeople are not problem 
solvers, they’re problem 
sellers.
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Better Future State

• Results

• Outcomes

• Goal attainment

• Problem solving

• Loss avoidance

• Risk mitigation

• Vision fulfilment

• Opportunity creation
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Discovery Prep Sheet (micro niche/client)

Problem 
Challenge or Goal

Cost or benefit? Our product, 
feature or solution

Business 
Outcome

Benefit Metrics?
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Discovery Cheat Sheet – MSP / IT Company

Problem, Challenge or Goal Cost or Benefit? Our Product, Feature or 
Solution

Business Outcome Benefit Metrics

Disjointed print 

environment with 
multiple vendors, 
inconsistent support, 

lack of visibility into 
usage or cost.

Print costs averaging 

$120–$180 per 
user/month. Estimated 
waste of $40,000–

$60,000 annually due to 
inefficiencies.

Managed Print Services 

– consolidated device 
fleet, print rules 
enforcement, usage 

reporting, proactive 
maintenance, and 

vendor management.

Streamlined print 

operations, 1-vendor 
accountability, 
reduced downtime. 

Finance gains full 
visibility into usage, 

enabling strategic cost 
control.

Reduction in print costs 

by up to 30%. Time 
savings for IT and 
Finance. $20K–$50K cost 

recovery in year one.

Increased exposure to 

phishing, ransomware, 
and compliance risks. 
No in-house security 

analyst or 24/7 
monitoring.

$250K+ average cost 

per breach for mid-
market firms. 
Compliance risks (e.g., 

PIPEDA) and lost 
customer trust.

Cybersecurity Services –

managed detection & 
response, endpoint 
protection, phishing 

simulations, security 
awareness training, 

vulnerability scans.

Enhanced threat 

detection and faster 
incident response. 
Improved employee 

vigilance and reduced 
attack surface. Aligns 

with regulatory 
expectations.

Reduction in phishing 

click-through by 60%. 
Avoided breach costs. 
Insurance premiums 

lowered. Improved 
audit outcomes.
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“New context” questions:
• When onboarding new staff what’s your IT support 

process look like?
• What happens if a new staff members is not connected 

on day 1? … or their person device is not secure?

• Does your approach to cybersecurity extend to 
information and digital asset security?
• What would the impact of your business be if you lost 

your most recent 90-days of customer data?
• What if all of your site hardware was “bricked” for 2 

weeks?

• What’s your disaster recovery plan? 
• Does your team know it and test it regularly?
• How are you scoring it and measuring success?
• What external benchmarks are you using?
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+ 
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“Transformation can only truly begin with 
a truthful beginning.” – Fred Shadian
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What if you and your team 
had coaching after every 
call based upon proven best 
practices, customized for you 
and your business?
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Discovery Call Framework

1. Lead with Rapport: Begin with human connection—not business.

2. Frame the Call: Set purpose, get permission, establish structure.

3. Start Future-First: Ask about goals, vision, and what success looks like.

4. Contrast Present State: Explore what’s working and what’s broken.

5. Drill Down Deep: Ask layered “What does that mean to you?” follow-ups.

6. Uncover Root Causes: Shift focus from symptoms to systems.

7. Insert Blindspot Questions: Ask what they haven’t considered yet.

8. Mix Question Types: Use open, closed, leading, and request formats.

9. Listen to Lead: Acknowledge, reflect, and use their exact words.

10. Don’t Pitch Yet: No solutions until full discovery is complete.

11. Confirm + Book Next Step: Summarize, ask permission to share insights, 
secure next action.
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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 / Assitants
• Email response GPT

• Proposal Writing GPT (Complete or component)

• Custom value proposition GPT

• Content writing in your voice

• Features - Advantages - Benefits Customizer

• Objection sparring

• ICP GPT

• Coaching GPT
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$10,000 
Photo
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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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Output from 3-5 hours of content 
creation effort:
• 12 Video Shorts distributed on LinkedIn, YouTube, 

Instagram, and TikTok (48 posts)

• 4 LinkedIn posts

• 1 Long-form YouTube video 

• 2-3 Blog posts

• 1 LinkedIn Carousel

55 Thought Leadership Content Pieces
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AI Hackathon Case Study
Education = Demand Generation

• 100+ Independent 
Recruiters – 15 teams

• 35 Admin staff – 6 teams

• 2-hour AI Workshop

• 2 x 2-hour Hackathon with 
hands-on coaching

• 6 final presentations

• 1 Winner from each group
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AI Assistants and Tools Shipped (7 hrs)
• Proposal writer x 3

• Candidate brief writers

• Candidate fit evaluator

• Lead scraper and qualifier

• Content writer

• Contract reviewer and redliner

• Prospect research assistant

• Email campaign agent (multi-step, multi assistant)

• Prompt libraries, automations, speech writers ++

• AI Q&A agent (admin and recruiters)

• 1000+ hours of people hours per month saved
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Building Your Humanized AI 
Sales Machine

1. Start with a Sales Playbook and 
mapped process

2. Automate repetitive steps or ones 
that humans slow down

3. Augment human skills with AI 
coaching and partnering

4. Perfect your AI assistants and 
agents

5. Tie them together to build your AI 
driven sales system

6. Keep investing in your humanity

7. Stay curious and ahead of the 
curve!
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