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SALES Al FIELD GUIDE

BEFORE YOU START

How to use this book

For individual sellers For sales leaders

Use the prompt cards, meeting workflows, prospect Use the maturity model, governance controls, KPI framework
research patterns and daily/weekly routines. Start with and 30/60/90-day rollout to introduce Al without losing customer
assisted Al before automating outbound actions. trust.

Important: Al product features, pricing and regulations change quickly. Tool examples are illustrative and should be
verified before purchase. This guide is educational, not legal or compliance advice.

0. Manual 1. Assisted 2. Automated 3. Intelligent 4. Agentic

The core principle

Automate the work around the conversation before you automate the conversation itself. Research, preparation, note-taking and CRM
hygiene are usually safer first wins. External messages, discounts, commitments and contract terms deserve stronger review and approval
gates.
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CHAPTER 01

Foundation

. Understand what Al is good at - and where humans remain accountable
. Map the sales process before selecting software

. Create a low-risk progression from assistive Al to agents
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FOUNDATION

What Al actually changes in sales

Find Prepare Record Decide Act

® @ vncersiang | @ ® communicws @ ® ®

Al is strongest at Humans remain strongest at The opportunity
Summarizing large amounts of Trust, judgment, negotiation, political Move seller time away from
information; extracting patterns; context, emotional nuance, searching, copying, writing notes
drafting; classification; research accountability, strategic tradeoffs, and updating systems - toward
assistance; transforming exceptions and relationship building. customer conversations, discovery
unstructured text into structured and commercial judgment.

data; suggesting next steps.

PROMPT Map your repetitive work

List every activity | perform from finding a prospect to closing a deal. For each activity, classify it as: research, judgment, communication,
administration, or decision. Identify tasks that are frequent, repetitive, text-heavy and easy to review.
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FOUNDATION

The five-level sales Al maturity model

0. Manual 1. Assisted 2. Automated 3. Intelligent 4. Agentic

0 Manual

Humans search, write, summarize and update everything.

1 Assisted

Al drafts and summarizes; humans execute.

2 Automated

Workflows move data and create outputs automatically.

3 Intelligent

Al prioritizes, scores and recommends next actions.

4 Agentic

Al executes bounded tasks with permissions and approvals.
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FOUNDATION

Are you ready? The Al readiness score

CRM hygiene 0
Sales process 0
Knowledge base 0
Email/calendar 0
Data permissions 0
Management ownership Q

Interpretation

Score 0-3

Score 0-3

Score 0-3

Score 0-3

Score 0-3

Score 0-3

0-6: start with individual assistance. 7-12: add controlled workflows. 13-15: add scoring and intelligence. 16-18: you can pilot bounded

agents - but only after permissions, audit and escalation are defined.
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FOUNDATION

Choose Al projects by ROI - not hype

‘ Meeting summary

. Proposal draft
‘ Prospect research
Autonomous discount

‘ Auto-send outbound

CRM cleanup

BUSINESS VALUE -

EFFORT /RISK -

Start in the upper-left: high value, low risk and easy review. The first objective is seller adoption and measurable time
savings, not maximum autonomy.

Sales Al: From Zero to Expert - practical guide for SMB sales teams



SALES Al FIELD GUIDE

FOUNDATION

Measure the right outcomes

Illustrative improvement targets (relative scale)

Efficiency metrics Commercial metrics

Time spent researching; post-call admin minutes; time to first Qualified meetings; pipeline created; stage conversion; deal
response; proposal turnaround; data-entry completion; velocity; win rate; average deal value; expansion; forecast
number of manual handoffs. accuracy.

Guardrail metrics

Unsubscribes, complaints, wrong claims, hallucinated facts, duplicate messages, unauthorized data exposure, incorrect CRM updates and
actions reversed by humans.
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CHAPTER 02

Prospecting & Research

‘ Create a machine-readable ICP
. Enrich and research with evidence

. Use intent and trigger signals carefully
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PROSPECTING

Turn your ICP into a machine-readable

specification

Firmographic

Industry, size, geography, revenue, ownership

Operational

Team size, locations, maturity, sales motion

Pain hypothesis

Likely inefficiency, risk, cost or growth bottleneck

PROMPT Build the ICP

Technographic

CRM, ERP, cloud, website stack, integrations

Trigger

Funding, hiring, expansion, leadership change

Exclusion

Wrong size, competitor, unsupported geography, low fit

Convert our ideal customer description into explicit inclusion, exclusion and scoring criteria. Separate facts we can verify from hypotheses
we may infer. Return a structured checklist suitable for CRM fields and lead scoring.
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PROSPECTING

The 60-second account research brief

Company Recent People Pain Evidence

facts . triggers . hypotheses .

Opening
angle

Example: Acme Components

FIT 82 /100 TRIGGER: EXPANSION

WHAT THEY DO Industrial components, multi-site operations
RECENT SIGNAL New production unit announced

LIKELY BUYERS COO, Head of Operations, IT Manager
PAIN HYPOTHESIS Inventory visibility across sites

EVIDENCE QUALITY 2 verified sources + company website
SUGGESTED OPENING Ask how they reconcile stock between sites
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PROSPECTING

Data enrichment: useful, but verify what matters

1. Start with arecord 2. Enrich 3. Verify

Name, company, domain, job title, Firmographics, role, High-impact facts before use: role,

known email, form submission or social/professional profile, company, recent event, contact

event lead. technologies, public signals and channel, consent/legal basis and
company context. message claim.

Practical rule

The more personal or specific the outreach, the stronger your evidence should be. Never fabricate a “recent announcement,” mutual
connection, customer reference or problem simply to make a message sound personalized.

PROMPT Enrichment quality control

For each enriched field, label the source, freshness date, confidence and whether it is safe to use in external outreach. Flag conflicts and
do not infer sensitive personal attributes.
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PROSPECTING

Al lead scoring: separate fit from intent

82

FIT

Fit score

How similar is this account to customers we can serve
successfully? Use stable attributes such as industry, size,
geography, role and technology.

Do not turn correlation into certainty

63

INTENT

Intent score

What evidence suggests active interest now? Use permitted
signals such as inquiries, product usage, page visits, replies,
event attendance or relevant public triggers.

A score should prioritize attention, not declare that someone “will buy.” Keep the scoring criteria interpretable and review for bias, stale

data and missing context.
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PROSPECTING

Buying signals and triggers

First-party Reliability: High

Demo request, reply, Use with context; verify before referencing externally.
product usage, website

I

Relationship Reliability: High

Referral, previous Use with context; verify before referencing externally.
conversation, partner

e

Company change Reliability: Medium

Funding, hiring, Use with context; verify before referencing externally.
expansion, leadership

I
Market signal Reliability: Medium
New regulation, Use with context; verify before referencing externally.

competitor event,

S ——coe—

Inferred intent Reliability: Variable

Third-party intent estimate Use with context; verify before referencing externally.

Treat intent as a prioritization signal, not proof of a person’s private interest. Follow applicable privacy, marketing and
consent requirements for your jurisdiction and channel.
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CHAPTER 03

Outreach & Personalizati

‘ Create evidence-based personalization
. Draft emails, social messages and call openings

. Build review gates before automatic sending
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OUTREACH

Personalization that is actually personal

Verified signal Relevant Customer value Natural question Human tone

. . hypothesis . .

DO DON'T
Reference a real business event Invent familiarity or urgency
[ . . . [ J . »
° Connect the event to a plausible business impact ® Mention sensitive personal facts
Use one useful observation Pretend Al research is firsthand knowledge
[ J . [ ] ) L
° Ask a low-pressure question ® Stuff five data points into one sentence

PROMPT Evidence-first personalization

Write a 90-word outreach email using only the verified facts provided. If a useful personalization claim is unsupported, omit it. Do not
exaggerate urgency. End with one easy-to-answer question.
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OUTREACH

The Al-assisted cold email anatomy

Trigger Relevance Value Proof

Why now? Why them? What changes? Why believe? What next?

Example structure

Trigger: | saw your team is expanding into a second site.

Relevance: Multi-site growth often makes inventory reconciliation harder.

Value: We help operations teams centralize stock visibility and reduce manual reconciliation.
Proof: [verified case study or capability].

CTA: Is cross-site inventory already standardized, or still handled differently by location?

Al should generate drafts from your evidence and brand voice. Sellers should own the final message quality.
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OUTREACH

Design sequences as conversations, not spam

Day 1 Insight Day 3 Proof Day 7 Useful Day 12 New Stop / nurture
‘ . . asset angle ‘
Sequence logic Al can help
Each touch should add new value. Change angle rather than Generate variants, classify replies, route interested leads,
simply saying “following up.” Stop after a reasonable suggest next steps, summarize history and tailor copy from
sequence, respect unsubscribes and suppress contacts who verified context. Avoid autonomous escalation without clear
should not receive outreach. rules.

Reply classification example

Positive — create task for rep. Question — draft answer from approved knowledge. Not now - schedule nurture. Unsubscribe —
suppress immediately. Complaint — stop automation and escalate.
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OUTREACH

Al for calls: before, during and after

BEFORE DURING AFTER

Account brief, discovery questions, Transcription, note capture, live Summary, commitments,

stakeholder map reference - where permitted objections, CRM update, follow-up
draft

PROMPT Discovery-question generator

Given this account context and our offering, propose 10 open discovery questions. Do not assume the customer has the problem.
Organize questions by current state, impact, priority, process, decision criteria and next step.

Consent matters: recording and transcription laws vary by jurisdiction. Configure meeting tools and policies accordingly,
especially for customer calls.
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CHAPTER 04

Meetings & Conversation

‘ Prepare in under a minute
. Capture commitments and next steps

. Coach from patterns, not surveillance
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MEETINGS

The one-minute pre-meeting brief

Account People

Who are they? Who is attending?

History Open items

What happened? What is owed?

Risks Goal

What can derail? What must happen next?

PROMPT Meeting briefing

Summarize this account in 10 bullets maximum. Separate verified facts, previous commitments and assumptions. Highlight unanswered
questions and propose a clear meeting objective. Do not invent relationship history.
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MEETINGS

Standardize the post-call package

Transcript Summary CRM Follow-up

. . . Qualification Commitments . update .

Required structure

Customer objective
What outcome are they trying to achieve?

Current state
How is the process handled today?

Pain / impact
What is slow, risky or costly?

Decision process
Who is involved, what criteria matter and what is the timeline?

Commitments
What did each side explicitly promise?

Next action
Owner + date + expected outcome.

A consistent structure makes meeting intelligence searchable across the entire sales organization.
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MEETINGS

Al coaching without turning sales into
surveillance

Good coaching questions

Did the rep confirm the customer’s current process? Did they
quantify impact? Did they speak over the buyer? Were
objections answered with evidence? Was there a mutually
agreed next step? Which questions consistently correlate with
better outcomes?

Value Listening

Objections Discovery

Next step Clarity

Use patterns for development

Prefer coaching on observable behaviors and agreed standards. Be transparent with employees about recording, analytics and evaluation
practices. Avoid using opaque Al scores as the sole basis for performance decisions.
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MEETINGS

Turn conversations into institutional knowledge

Calls Emails Notes

Extract recurring signals

Common objections; requested integrations; competitors;
missing features; proof customers ask for; implementation
concerns; pricing questions; procurement friction; terminology
customers use.

Questions Wins /

. losses

Objections

Feed the organization

Improve playbooks; update product FAQs; create battlecards;
inform marketing content; prioritize product gaps; improve
onboarding; train new sellers with real patterns.

The goal is not to store more transcripts. The goal is to convert conversations into structured, searchable and sourced

learning.
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CHAPTER 05

Pipeline, Proposals &
Forecasting

‘ Qualify with structured evidence
. Generate proposals from approved knowledge

. Detect risk without pretending the future is certain
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PIPELINE

Al-assisted qualification

Need

Is there a real business problem?

Fit

Can we solve it well?

Process

How will the decision happen?

PROMPT Evidence-based qualification

Impact

Is the problem important enough?

People

Who buys, uses and blocks?

Timing

What creates urgency?

Using only the call notes and CRM data, mark each qualification criterion as Confirmed, Partial, Unknown or Contradicted. Quote or
summarize the supporting evidence and list the most important missing question.
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SALES Al FIELD GUIDE

PIPELINE

CRM hygiene is the foundation of good sales Al

Capture Normalize Deduplicate Enrich Validate Sync

Common CRM quality problems What Al can fix safely

Suggest missing fields; normalize names; summarize notes;
detect duplicates; classify industry; identify stale
opportunities; propose next action. High-impact changes
should remain reviewable and reversible.

Missing next step

Old close date

No contact role

Duplicate account

~

No source

Golden rule: your CRM should remain the system of record. Al can improve and interpret it, but avoid creating competing
“shadow truth” in disconnected tools.
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PIPELINE

Proposal generation: one of the highest-value use
cases

Approved Pricing Draft Human

' Requirements . content rules ‘ proposal ‘ review

Opportunity

Inputs Al output Human check
CRM opportunity; meeting notes; Executive summary; problem Accuracy; commitment risk; pricing;
requirements; product/service statement; scope; approach; delivery feasibility; legal terms;
catalog; approved case studies; timeline; assumptions; exclusions; customer-specific language;
pricing rules; legal clauses. responsibilities; commercial approvals.

summary.

PROMPT Proposal compiler

Generate a proposal using only the approved source material. If a requirement is unsupported, flag it instead of inventing capability. Put all
assumptions and exclusions in a dedicated section.
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PIPELINE

Forecasting: Al should explain risk, not fake
certainty

Healthy Watch At risk

82/100 58/100 31/100

Engaged buyer, next step Proposal open, decision process No response, close date
confirmed unclear repeatedly moved

Useful Al forecast explanations

Age in stage; no recent customer interaction; missing decision maker; no mutually agreed next step; unresolved objection; close date
changes; low engagement; strong champion activity; procurement started; signed technical validation.

Managers should see why the system thinks a deal is risky. A black-box probability is less useful than interpretable
evidence and recommended questions.

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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PIPELINE

The Al-powered weekly pipeline review

What changed? What is stuck? What is What is at risk? What should

. . . missing? . ‘ happen?

Manager briefing example

Pipeline movement: 7 opportunities advanced; 3 slipped.

Risk: Two large opportunities have no customer-confirmed next step.
Data quality: Four deals have stale close dates.

Pattern: Security review is extending enterprise cycles.

Coaching: Three reps are not documenting decision criteria.

Suggested review: Open the two high-value stalled deals and confirm buyer, process, blocker and dated next action.

A good review reduces time spent asking “what happened?” and increases time spent deciding “what should we do?”

Sales Al: From Zero to Expert - practical guide for SMB sales teams



CHAPTER 06

Automation & Al Agents

‘ Automate deterministic steps first
. Use humans at external or high-risk decision points

. Introduce agents only after controls exist
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AUTOMATION

The anatomy of a sales Al workflow

Trigger Retrieve Al task Rule / Action Log
. . context . validation . Approval . .

Example: proposal follow-up

Trigger: proposal sent 5 business days ago.

Retrieve: account, proposal, last email, promised decision date.

Al task: draft a short follow-up grounded in the conversation.

Rule: do not send if unsubscribed, closed-lost or active thread exists.
Approval: salesperson reviews draft.

Action: send using connected email account.

Log: save message and follow-up date in CRM.
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AUTOMATION

Reference architecture for an SMB sales Al stack

Email « Calendar ¢ Calls « Website * Social
Channels

CRM ¢ ERP ¢ Support « Documents
Systems of record

Accounts « Contacts  History * Products ¢« Policies
Context layer
LLM ¢ Search « Extraction ¢ Classification  Scoring
Al services

Automations ¢ Approvals * Actions « Escalations
Workflow / agent layer

Identity « Permissions ¢ Audit « Retention « Monitoring
Governance

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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AUTOMATION

When should you use an Al agent?

Good agent task Bad first agent task

Clear goal; bounded tool access; reliable context; predictable Open-ended negotiation; approving discounts; changing
exceptions; reversible actions; explicit success criteria; audit contracts; sending mass outreach with little review; accessing
trail; escalation path. unnecessary systems; making irreversible customer

commitments.

Observe Recommend Draft Act with Auto-act

o @ o approval @ vounded

Increase autonomy only when error rates are low, approvals are boring, monitoring is strong and the action can be safely
reversed.
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AUTOMATION

Use a traffic-light action policy

GREEN AMBER RED

Auto Approve Restricted

Research, summarize, classify, Send external emall, create Discount approval, contract

internal note, reminder opportunity, schedule meeting, change, refund, delete data, export
proposal draft customer list

Design principle

Risk is determined by impact, not how easy the action is technically. “Send email” is one API call, but it represents your company
externally. “Summarize meeting” is computationally complex, yet relatively low risk if kept internal and reviewable.
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AUTOMATION

Every automation needs an exception path

Input

Valid?

Escalate Policy OK?

Ask human Execute

Verify

Log

Design for missing data, conflicting data, tool failures, invalid recipients, policy exceptions, unsupported customer
guestions and human overrides.

Sales Al: From Zero to Expert - practical guide for SMB sales teams



CHAPTER 07

Tools & Stack Choices

‘ Understand tool categories
. Avoid duplicate systems and disconnected Al

. Prefer platforms that fit your data, permissions and workflow
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TOOLS

The sales Al tool map

General Al

Prospecting

Meetings

Automation

ChatGPT Business/Enterprise, Microsoft Copilot

Research, drafting, analysis

HubSpot, Salesforce, Dynamics

Context, pipeline, workflow

Apollo, Clay

Data, enrichment, research

Gong, Fireflies

Transcription, coaching, insights

Lavender + CRM assistants

Drafting, personalization, coaching

Zapier, Make, n8n

Connect systems and actions

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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TOOLS

How to evaluate a sales Al product

Workflow fit . . . Critical
CRM integration ‘ ‘ . Critical
Data/privacy . . . Critical
Admin controls ‘ ‘ ‘ Critical
Auditability . . Important
Accuracy/grounding ‘ ‘ ‘ Critical
Exportability . ‘ Important
Cost predictability ‘ ‘ Important
Vendor lock-in . Nice

User adoption ‘ . . Critical
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TOOLS

Three practical SMB stack patterns

CRM + business Al + meeting assistant

Best for 1-5 sellers
Keep tools minimal; manual approval.

CRM + prospecting + Al + automation

Best for 5-20 sellers
Standardize ICP, enrichment, sequences.

CRM + context/RAG + workflow + governance

Best for 20+ or complex sales
Central knowledge, agents, audit, controls.

Advanced
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TOOLS

Tool examples and what they are good at

HubSpot Sales Hub Al-powered sales workspace, prospecting, lead management and automation.
Microsoft Sales agent CRM insights and sales assistance inside Outlook and Teams.

Apollo Al Prospecting, lead data, research, scoring and outreach workflows.

Clay Multi-provider enrichment, Al web research and GTM workflows.

Fireflies Meeting transcription, summaries, action items and searchable notes.
Lavender Sales email drafting, personalization and coaching.

n8n / Zapier Workflow automation that connects Al to business systems.

Sales Al: From Zero to Expert - practical guide for SMB sales teams Official product pages cited in References.



CHAPTER 08

Privacy, Security &
Governance

‘ Classify data before connecting it to Al
. Prevent prompt injection and excessive agency

. Keep an audit trail and human accountability
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SAFETY

A simple four-level data classification

Website, published brochures, public case studies

PUBLIC

Playbooks, internal process, non-public strategy

INTERNAL

Customer records, pricing, proposals, contracts

CONFIDENTIAL

Passwords, tokens, highly sensitive personal or regulated data

RESTRICTED

For each Al tool, explicitly define which classes it may access and under what account, retention, sharing and export
controls.
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SAFETY

Vendor security and privacy checklist

Is business data used for model training by default?
Encryption in transit and at rest?

SSO / MFA / role-based access?

Admin controls and workspace ownership?

Data retention configuration?

Audit logs and export?

Data residency requirements?

Subprocessors and third-party integrations?
Deletion and offboarding process?

Contractual data protection terms?

Example

OpenAl states that business data in ChatGPT Business, Enterprise and API offerings is not used to train models by default; organizations
should still review their own configuration, policies and contractual requirements before use.

Sales Al: From Zero to Expert - practical guide for SMB sales teams Source: OpenAl business data privacy page, accessed Sep 2026.
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SAFETY

Prompt injection: treat external content as
untrusted

Email / web / doc Malicious Al reads it Agent has tools Unauthorized
. . instruction .

' action

Example risk Controls

A customer email contains hidden or explicit instructions Separate instructions from retrieved content; least-privilege
telling the Al to ignore policy, reveal private data, forward tools; validate destinations and parameters; require approval
information or call a connected tool. The text is data - but the for external actions; filter secrets; log tool calls; use allowlists
model may treat it like instructions. and policy checks.

OWASP’s current GenAl guidance lists prompt injection and sensitive-information disclosure among major LLM
application risks.

Sales Al: From Zero to Expert - practical guide for SMB sales teams Source: OWASP GenAl LLM Top 10, 2026.
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SAFETY

Least privilege for sales agents

Everything

Department
Account scope

Task scope

Example

A follow-up agent does not need access to payroll, source code or every customer in the CRM. It may only need the active account,
approved product facts, the relevant email thread and permission to create a draft - not to send it.

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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SAFETY

Governance: be able to answer who, what, why
and when

‘ User / agent . Data accessed

. Prompt / task . Model / tool

Output ‘ Action taken

‘ Approval ‘ Timestamp

‘ Source evidence Outcome / rollback

NIST’s Al Risk Management Framework and its Generative Al Profile provide a useful risk-management structure that
organizations can adapt to their context.

Sales Al: From Zero to Expert - practical guide for SMB sales teams Source: NIST Al RMF and Generative Al Profile.



CHAPTER 09

90-Day Transformation P

‘ 30 days: assist and learn
. 60 days: standardize and automate

. 90 days: instrument, govern and pilot bounded agents
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TRANSFORMATION

The 30/ 60/ 90-day rollout

DAYS 1-30 DAYS 31-60 DAYS 61-90

Assist Automate Scale
Al policy CRM cleanup Knowledge/RAG
[ [ [ . .
2-3 approved use cases Follow-up workflow Action permissions
[ J . [ J . [ ] .
Prompt library Proposal drafting Audit logs
[ J . ) [ J ) o . )
Meeting summaries Lead enrichment Quality metrics
: Research briefs : Manager dashboard : Bounded agent pilot

At the end of each phase, review adoption, business outcomes and incidents before increasing autonomy.
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TRANSFORMATION

Who owns what?

Sales leader

Sales ops / RevOps

IT / Security

Legal / Privacy

Champions

Every seller

Priorities, adoption, outcomes, exceptions

CRM data, workflows, process design

Identity, access, vendor review, monitoring

Policy, consent, contractual obligations

Prompt patterns, feedback, peer coaching

Accuracy, customer trust, human judgment

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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TRANSFORMATION

Al sales scorecard

Adoption

Time

Quality

Speed

Pipeline

Risk

Governance

Review

% sellers using approved Al weekly

Minutes saved per meeting

CRM records complete

Proposal turnaround

Qualified meetings / rep

Incorrect external claims

Actions logged

High-risk actions approved

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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CHAPTER 10

Expert Playbook

‘ Use prompt patterns instead of one-off prompting
. Build a repeatable daily and weekly cadence

. Create guardrails that make greater autonomy possible
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EXPERT PLAYBOOK

The six-part prompt pattern for sales

ROLE CONTEXT

Who should the Al act as? What account, offer and history matter?

TASK EVIDENCE

What exact output do you need? What sources may it use?

CONSTRAINTS FORMAT

What must it not invent or do? How should the result be structured?

PROMPT Reusable template

You are [role]. Context: [account + objective]. Task: [specific output]. Use only [approved evidence]. If information is missing, state it
instead of guessing. Follow these constraints: [rules]. Return the answer as [format].

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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EXPERT PLAYBOOK

12 prompts every seller should keep

‘ Account research brief

Evidence - draft - review

‘ Meeting agenda

Evidence - draft — review

. Follow-up draft

Evidence - draft - review

‘ Qualification gaps

Evidence - draft - review

. ICP fit analysis

Evidence - draft - review

‘ Call summary

Evidence - draft — review

‘ Objection response

Evidence - draft - review

. Deal-risk review

Evidence - draft - review

Sales Al: From Zero to Expert - practical guide for SMB sales teams

. Discovery questions

Evidence - draft - review

. Commitment extraction

Evidence - draft - review

. Proposal outline

Evidence - draft - review

. Weekly pipeline summary

Evidence - draft - review
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EXPERT PLAYBOOK

The Al-native seller’'s daily routine

Prioritize

08:30 Ask Al for today’s accounts, overdue commitments and meeting prep.

Research

09:00 Generate evidence-based briefs for priority prospects.

Prepare

Before calls Review last interaction, open questions and desired outcome.

Capture

After calls Summary, commitments, CRM updates and follow-up draft.

Advance

Afternoon Use Al to draft proposals, answer product questions and prepare proof.

Review

End of day Confirm actions, data quality, tomorrow’s priorities and exceptions.

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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The Al-native sales manager’s weekly routine

Data quality Pipeline

. . changes

Experiment Governance

Deal risk Coaching

. patterns ‘

60-minute review

10 min: CRM/data health

15 min: pipeline movement

15 min: top risks and blockers
10 min: call / message patterns
5 min: Al experiment result

5 min: incidents / policy changes

Questions to ask

Where did Al save real time? Where did it produce bad
output? Which approval can be simplified? Which workflow
needs stronger control? What new customer signal is
emerging? What should we stop doing?

Treat Al adoption as an operating discipline. Small improvements every week are safer and more sustainable than a

one-time “Al transformation.”

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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Make the system specific to your industry

B2B Services Manufacturing

Case studies, SOWSs, expertise, utilization Plants, ERP, inventory, quality, procurement

SaaS Professional Services

Usage, integrations, security, renewal, expansion Credentials, methodology, conflicts, proposal scope

Healthcare Financial Services

Privacy, clinical boundaries, procurement, compliance Suitability, regulated claims, approvals, audit

Domain-specific Al = better Al

Add your industry language, customer types, approved claims, compliance rules, product boundaries, qualification questions, pricing logic,
case studies and common objections to the context layer. Generic Al becomes useful when it understands your operating reality.

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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20 sales workflows to automate in order

. 01. Meeting summary ‘ 11. Reply classification

. 02. Call action items . 12. Lead scoring

‘ 03. Account brief ‘ 13. Sequence personalization
. 04. Lead enrichment . 14. Manager pipeline brief
‘ 05. CRM field suggestions 15. Win/loss extraction

. 06. Follow-up draft 16. Cross-sell signals

. 07. Proposal outline 17. Forecast risk explanation
. 08. Knowledge Q&A 18. Automatic CRM updates
. 09. Qualification gaps . 19. Approval-based sending
‘ 10. Stale deal alerts ‘ 20. Bounded SDR agent

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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Before you turn on automation

Business owner for the workflow
Approved source data

Clear success metric

Known failure modes
Permissions limited to task
Human approval defined
External-message rules
Secret handling
Prompt-injection controls
Audit logging

Rollback / correction process
Monitoring and periodic review

The maturity test

If you cannot explain what the automation may access, what it may do, what it must never do, how you will know it failed and who can stop
it, the workflow is not ready for autonomous execution.

Sales Al: From Zero to Expert - practical guide for SMB sales teams
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Selected references & further reading

OpenAl - Business data privacy, security, and compliance: https://openai.com/business-data/
HubSpot - Sales Hub / Al-powered sales software: https://www.hubspot.com/products/sales
Microsoft Learn - Sales agent: https://learn.microsoft.com/en-us/microsoft-sales-copilot/introduction
Apollo - Apollo Al overview: https://www.apollo.io/ai

Clay - GTM enrichment and workflows: https://www.clay.com/

Fireflies - Al meeting assistant features: https://fireflies.ai/product/features

Lavender - Al Sales Email Coach: https://lavender.ai/coach

n8n - Al agents and workflow automation: https://n8n.io/

Zapier - Al sales automation: https://zapier.com/automation/sales-automation/

NIST - Al Risk Management Framework: https://www.nist.gov/itl/ai-risk-management-framework
NIST - Generative Al Profile (NIST Al 600-1):
https://www.nist.gov/publications/artificial-intelligence-risk-management-framework-generative-artificial-intelligence
OWASP - GenAl / LLM Top 10 2026: https://genai.owasp.org/resource/owasp-genai-lim-top-10-2026/

Source note

Product examples and security references were checked against official vendor/framework pages in September 2026. Product names,
feature availability, pricing and legal requirements can change. Always verify current terms before implementation.
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