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The way forward...

Conversation fracking - True in-depth Call Review - Elevated Coaching

Taking on the challenge of coaching remote sales
teams requires that managers have a system that
provides relevant, in-depth call review, along with a
system that can make decisions based on what
actually happened during the sales call.



_Al Generated Opening Statements !

& Immediately establish relevancy
to the prospect and build their e
confidence that the sales rep e ——
may help them solve @
problem.

Al Technologies. Inc. - Sam Harris

Sam,
@ ThIS -I-OO| a |SO bUlldS -I-he re pS Self_ Sdle»s‘Talk's Wh H..:;- 1y feature helps Al Technolf)gies, l.nc. and their sales teams generate ‘umque opening statements (based on a prospect's
persona) for each individual prospect, providing the Sales Rep with a powerful, Relevant message every time.
COﬂfld ence WhIC h N TU 1f As the VP of Sales for Al Technologies, Inc., how much more effective could you make your team by adding SalesTalk to your current technology
creates trust between them 9
“** These opening statements are totally customizable based on your company's value propositions and differentiators

an d Th elr prOS peCTS . “**  Even more importantly, our messaging evolves with the conversation. As more is learned about the prospect, the "next best thing to say™ is
created, ensuring that the reps stays Relevant throughout the sales call.
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The Story So Far

‘Our Story So Far will provide

The deTO”S Of evel’y CG” II’] ad (:StorySoFar’j;(fa My View \),\' Notes \/\ Talking Point Search )(ﬁ Interacﬂoni)
streamlined way... making

your life easier. CALL RECORDS Tolk Togging And Masting
Mapping
Date Time Duration Begins Topic Description
06/10/2020 9:52.06 AM LINK TO RECORDED CALL
This C US-I-O m Ca" Ma p gives 06/10/2020 9:48:59 AM 000:00 000:26:45 END CALL AND SYNC CRM
y 06/10/2020 9:48:48 AM 000:00 000:26:34 APPOINTMENT SET (4 Cickto RecordSartTime
06/10/2020 9:47:01 AM 000:00 000:24:47 DISCUSS BUYING PROCESS
you a link to the recorded PApe——
06/10/2020 9:45:14 AM 000:00 000:23:00 BUDGET IDENTIFIED
| | 1 'I' h 'I'. m 1- m f | | 06/10/2020 9:44:11 AM 000:00 000:21:57 DECISION MAKER IDENTIFIED H, Quafication fom
C O Y Wi I e S O p S O o 06/10/2020 9:42:17 AM 006:42 000:20:03 OBJECTION HANDLING e oY &
o O o o KX Discussed Pricing
'I'h e p oin 'I' S Of N 'I'e re S'I' Wi 'I' h N 06/10/2020 93232AM 00945 0001018 Qualification Form e
06/10/2020 9.26:50 AM 005:42 000:04:36 General Discussion fd Swiog
‘I‘h O ‘I' C O | | 06/10/2020 9:26:47 AM 000:00 000:04:33 Opening statement (P Budgetidentified
¥ 06/10/2020 922:33 AM 004:17 000:00:19 General Introduction o Interesting Conversation
06/10/2020 9:22:14 AM 000:19 000:00:00 Start Call to 770-555-1212 ) General Disussion
{, ENDCALL

Maximize your time efficiency
and turn your Call Recording
software into an effective
tool instead of a burden.




Content Feedback

FEEDBACK FOR 'CONFIRM PURCHASE PROCESS' @ User|2MeTM b Feed bOCk Oﬂ _I_he
usetuess (| appicabiey [ Etecveness [ ] clarey ] Accwracy [ neadabitiy [ Content (Talking Points) and

. Conversation Trackers is easily given
with this helpful tooll

@ Users, especially sales reps, like to
give their feedback if it is easy, but
few will take the time to give
feedback if it is difficult or fime
consuming.

@ Managers and Marketing Teams
can easily review ALL feedback
given by looking at the Talking
Point Feedback & Ratings Report




The What2Send™ module allows each sales rep to
automatically generate relevant, customized emails

for each prospect and every call through the entire
sales cycle.

Al

Regular, relevant emails to prospects reinforce points

made and separates you from your competitors. All
with a simple click of a button!

Generated
Emails

StorySeFar MyView Notes Email Marketing Talking Point Search  Clinsights Message

Email Follow-up

stephar

Send me a copy of this emai
Alert me if the email is opened

<] Alert me if any links are clicked
- Show'CC field

G »|[F][= = m

Q || 22 || & Source
BYI S| %[ = = 99 || Styles - || Normal ~|| ceorgia ~ || 48

Stephanie,

SalesTalk’s Relevant2Me+Thee

AT Generated Personalized Sales Playbooks, Emails and Prospect Data Views. . ..

Personalizing What we Say, What we See, and What We Send to Prospects using the AI guided Sales Best Practices applied to the specific information about each Prospect
‘When a prospect says, “that sales rep really knows what they are talking about”, aren’t they really saying “that rep is talking about what I want to talk about™?

Prospects only give Sales Reps their attention when they perceive that the Rep is Relevant. Te be Relevant, Sales Reps ean use Sales Playbooks to know what to “Say” in each conversation with the prospect. But most reps den't use Playbooks
because they overwhelm Reps with too much information. SalesTalk solves this problem by personalizing the Playbook to the unique attributes of the sales Prospect at the time they are preparing for the call.

RelevantaMe-+Thee can also create a Personalized View of the information in the CRM system. . . . and present specific email content that is Relevant to that prospect at that time which makes sending Relevant emails more efficient and




Conversation Insights

An INSTANT report that is specific 1o the lead record you are reviewing

& Last Date - The last date a subject was
discussed

Story So Far MyView Notes Email Marketing Talking Point Searc C lInsights essage

® Count - The number of times the subjeci was  [SLYEECIIIEFIE
discussed

® Duration - The total fime a subject was
discussed

& Targeted Time - lets the Rep and the Sales
Manager know how well the rep is following
the recommended best practices

® The % of Targeted Time - makes deviation
from this important metric easy 1o see.

The last column is a graphical representation of
the % of the total fime (Duration) that a subject
was discussed.
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“Flagged”
Reporting
For
Managers

The Conversation Map Report shows any discussions that
occurred during a selected period where subjects of interest (like
“Discussed the Purchase Process” for over 3 minutes) is
automatically flagged for the Sales Manger to review.

This report is tailored for what each sales manager wants to see
and can be run on demand for any time period, sales rep, or
contact list. It even includes a link back to the lead record for the
manager's convenience.

Company Name +
<4 Company Name: Al Technologies, Inc.

of Market Leader

- Identified the Budget

- Identified the Budget




Suggestions2U™

Select User Name and/or Suggestions 2 U™

Optionally Select User Name | Harry Hardman at 12/05 06:55 PM Vl

Optionally Select Suggestions 2 U™

| Closing Discussion Points Vl

Optionally Enter Suggestions 2 U™ Text

Look at the suggested Talking Point for ideas

ﬂ Cancel

After reviewing their sales
reports, Managers can

\

easily send Suggestions2U™

to their sales reps.

J

These specific deal
suggestions are added to
the Story So Far for context
and are also sent by email
or text message, so the rep
is sure to see them.




Best Practices
Validator

The Best Practice Model Validator is the
first step towards creating accurate
Forecasting.

By analyzing the interactions that were
completed in the deals that closed,
the system will help you create a Best
Practices Model that can be
replicated by ALL reps.

e m @ @SN B O

Best Practices Model Validator

mivVOO=

Step 3 - To evaluate the Best Practices, first select a Contact List, then select a Model.

Select 3 Contact List  Successhul Sales £

UtituOe - das

Caspficaiion Foe

b Fom Saes Regd 1 Manetng




Forecasting4U™

Take the guesswork or "subjective forecasting” out of the equation and turn sales
forecasting info an actionable, OBJECTIVE tool.

Activity Analytics Dashboard

+ TR cI= el BEEE RNl Sales Forecast Date range used: 03/01/2022 00:00:00 - 01/06/2023

(Sales forecasted for a period of time)

Rep Name + Y Company Name + Y Contact + Y Close Date | Y Subjective Probability 'Y Objective Probability Y Revenue Y Stage T View hi

» Rep Name:
» Rep Name: Rachel Kubel
4 Rep Name: Stephanie Foster

ELENI GOMEZ

Quote Sent

Total 255120

Effective Sales Behavior Modeling Topic Tracking On Won Sales Accurate Data Comparison

. UTiIi;e objective probability ’[o Track the topics that top performers Compare close probabilities from

identify top performer behaviors are consistently using reps versus the Al engine generated
probability to close for more

accurate sales forecasting



What2Know

20+ Reports that track and analyze sales activities to discover what is

working throughout the sales and marketing process.
- >

Activity Analytics Dashboard

E
@

Ll &8 Export To Excel Account Details Date range used: 01/08/2022 - 04/09/2022

( iled Story: ar of All Interactions with Account)

Company Name + Y Contact Name + Y Rep Name Y TalkingPoint Name Y Date/Time | Y Link

mpany Name: Al ympany

» Contact Name: Stephani hnson - CEO of Market Leader - Saas Industry

mpany Name: Al Technologies, |
4 Contact Name: Sue Dalton - CEO of Challenger Company

Al Technologi c. Sue Dalton - CEQ of Challenger Company Richard Brock
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