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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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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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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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Used incorrectly… AI just 
enables you to do the wrong 

thing, in front of more 
people… faster!
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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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3 Sales Process Levers

1. Laser sharp ICP (Ideal Client Profile

2. Quality conversations – Discovery methodology

3. Strong Thought Leadership / In-bound Marketing

+AI Acceleration & Augmentation
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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 (Prudential Overall Supply)

“Companies that need uniforms, cleanroom services and 
related services.”
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Very Specific Criteria
1) Industry Regulatory Intensity

A: Pharma, biotech, medical device (Class II/III), semiconductor, aerospace cleanroom, 
HACCP food plants, hospitals, utilities (FR/Arc).
B: General manufacturing, automotive, logistics, non-acute healthcare, aerospace (non-
cleanroom).
C: Low-spec users: retail, small shops, low-risk service businesses.

2) Annual Program Value Potential (Standalone Criterion)

A: ≥ $1M/year total potential program value.
B: $250K–$999K/year.
C: $75K–$249K/year.

3) Breadth of Solutions Needed (Standalone Criterion)

A: Requires 3+ categories (e.g., uniforms + cleanroom/FR/HACCP/healthcare + 
mats/mops/towels/janitorial).
B: Requires 2 categories (uniforms + one specialty or facility service).
C: Requires only 1 category (basic uniforms only; minimal cross-sell).
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4) Geographic Service Fit

A: Within 100 miles of Prudential plants in CA, AZ, TX; located in route-dense industrial or 
cleanroom clusters.
B: Within 150 miles of any Prudential location in service states (CO, GA, NV, OR, SC, VA, NM, ID).
C: Outside viable service radius; low route density.

5) Wearer Volume & Location Scale

A: 250+ wearers at one site OR 150+ across 3+ sites, multi-shift or 24/7 operations.
B: 75–249 wearers; 1–3 sites.
C: < 75 wearers.

6) Operational Complexity & Service Dependency

A: High dependency on validated processes: ISO cleanrooms, FR/Arc PPE, HACCP, hygienic 
healthcare textiles; service failures impact production/compliance.
B: Moderate dependency on reliability and tracking; important but not critical.
C: Low operational risk; simple service expectations.



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

7) Growth Trajectory & Stability

A: Expanding facilities, new cleanrooms, capital investment, strong 
funding; multi-year growth runway.
B: Steady operations; modest predictable growth.
C: Declining, unstable, or seasonal-only volume.

8) Decision-Maker Access & Buying Approach

A: Direct access to Operations/Quality/EHS/Procurement; partnership 
mindset; evaluates compliance, risk, and TCO.
B: Mid-level access; mixed cost/reliability focus.
C: Gatekeeper-controlled; price-only procurement.

9) Trigger Timing & Urgency

A: Contract expiring within 6–18 months, compliance issue, expansion, 
or incumbent service failure.
B: Mild dissatisfaction; early-stage exploration.
C: Recently renewed contract; no issues or upcoming needs.
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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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Agent / Automation Platforms

Gemini Enterprise

CoPilot Studio
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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 – JSL Foods Inc.

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

Business Outcome Benefit Metrics

Labor retention & 
fatigue (90-112 
employees, 4 
facilities, tight labor 
market)

$2,305 per worker 
replacement. 5-10% 
turnover = $10K-
$25K annual cost per 
facility.

Anti-fatigue matting + 
professional 
uniforms (no home 
laundering burden). 
Workplace comfort 
improvement.

Improve retention 2-
5%. Reduce MSDs. 
Increase productivity 
5-8%.

$4.6K-$11.5K 
savings/facility. 30-
40% MSD claim 
reduction.

OpEx 
management during 
supply chain volatility 
(Asia imports, recent 
TX expansion)

$65K-$130K CapEx 
for in-house program 
+ equipment + labor. 
Supply chain 
pressure on budgets.

Managed rental 
program: CapEx → 
predictable OpEx. 
Multi-facility 
scalability (3 CA + 1 
TX).

Convert to OpEx. 
Improve cash flow. 
Free 10-15 hrs/month 
management time.

Eliminate $65K-
$130K CapEx. $8K-
$15K/month predicta
ble expense.
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+ 
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“Transformation can only truly begin with 
a truthful beginning.” – Fred Shadian



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



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

What if you and your team 
had coaching after every 
call based upon proven best 
practices, customized for you 
and your business?



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

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 / Assistants
• 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



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



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

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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Building Your Humanized AI 
Revenue 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!


	Slide 1: Future Proofing Your B2B Sales and Marketing Building Your AI Revenue Machine
	Slide 2: AI is now replacing and augmenting Allego 2025 State of Sales Enablement
	Slide 3: ZoomInfo’s 2025 AI in Sales Study
	Slide 4: 2025 25+ Channels for B2B Decision Makers
	Slide 5
	Slide 6
	Slide 7: Start with a human spark and finish with a human fingerprint.
	Slide 8
	Slide 9: Sales Process ROI
	Slide 10
	Slide 11: 3 Sales Process Levers
	Slide 12: Slow down to speed up
	Slide 13: Vague Criteria Example (Prudential Overall Supply)
	Slide 14: Very Specific Criteria
	Slide 15
	Slide 16
	Slide 17: ICP Builder (beta)
	Slide 18: 8 Figure Sales Performer Formula
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25: Agent / Automation Platforms
	Slide 26: In many cases, great salespeople are not problem solvers, they’re problem sellers.
	Slide 27: Better Future State
	Slide 28: Discovery Prep Sheet (micro niche/client)
	Slide 29: Discovery Cheat Sheet – JSL Foods Inc.
	Slide 30
	Slide 31: + 
	Slide 32
	Slide 33
	Slide 34: “Transformation can only truly begin with a truthful beginning.” – Fred Shadian
	Slide 35
	Slide 36
	Slide 37: Discovery Call Framework
	Slide 38
	Slide 39
	Slide 40
	Slide 41: Prompt:
	Slide 42: Custom GPT’s / Assistants
	Slide 43
	Slide 44: $10,000  Photo
	Slide 45: Quick LinkedIn Post – 10 minutes
	Slide 46: Quick LinkedIn Post – 10 minutes
	Slide 47
	Slide 48: Output from 3-5 hours of content creation effort:
	Slide 49: Building Your Humanized AI Revenue Machine

