Sales Systems
in the Age of
Al

Building a playbook to grow revenue & profit
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Program Outline

1 The 10 Sales Systems

2. 5 Practical Al Workflows
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10 Sales Systems

To Build a Championship Team that Drives Performance,
Profit, & Discipline.

michael@chrisjenningsgroup.com « 949.275.0284

10 Sales Systems to Grow Your Business Scale 1-10 /\
il

1.

2.

Today’s Date:

Your Goal:




System #1

Go Live.
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www.mariascri

©Maria Scrivan

Antisocial Networking
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The Average Salesperson Gels...

45 minutes / day

Goal?

4 hours / day




System #2

Special Teams.

Everybody is in

Sales.
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Do your special teams
people have a
playbook?
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System #3

Call Recording System

Use Al To Transcribe Calls

ii Record

Microsoft Teams BAFSETE
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System #4

Weekly
Sales
Practice

Bring One Recorded Call

Good Example One Common
Challenge
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TEN SALES SYSTEMS

0 o Q BEST PRACTICES
« Effective Discovery

+ Clear Value Prop.
DEAL TREND + Strong Close

NEXT STEPS & ACTION ITEMS

© Acthviuse new your sales names.
© Provsrshentical s and eulitlies
© Poromace of steps & action items

michael@chrisjenningsgroup.com * 949.275.0284

System #5
Scrimmage & Dress Rehearsal.



Practice With
Voice Al ,

Tl act as the VP of Marketing.
1l start by asking you a question
about your campaign strategy.”
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Deliberate skill practice.
Can we do this more often?
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System #6

World-Class
Onboarding

1 Clear Expectations & KPIs WELCU ME
2 Video Academy o AB OARD

3 Frequent Touch Points r
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System #7

Field Rides

1 2

Power Ride ~ Observation
Ride
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Feedback
Formula

3 Things They Did Well

2 Areas To Work On

Myslery Shop

Inspect what you expect

SR
\
E SN
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System #9

IndiVidual 8 Team DISC - Personality Assessment Tool
Assessment Tools.

and ACTIVE \

Dominant

- Driver
- Competifive - Enthusiastic
- Doer + Persuasive

/ Vg tun bt
—
TASK PEOPLE
ORIENTED ORIENTED
Compliant Steady
 Cautious - Stabilizing
- Analytical - Sincere
« Conscientious - Patient.
5
\ RESERVED @

and REFLECTIVE
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Four Assessment
Sciences.
DISC Motivators Who should you
AsSeSs:
E . al Existing staff
25 Skills II{ItI(?lﬂglelnce (EQ) All potential new hires
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Backeround
Checks
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System #10
Hiring &
Recruiting Systems
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Key Takeaways?




10 Sales Systems to Grow Your Business

1.

Go Live

Scale 1-10

2.

Special Teams

Call Recording System

. O
2 Weekly Sales Practice |
>>+ 5. Scrimmage (Roleplay) B
6. World Class Onboarding S
7. Field Rides 2
8. Mystery Shop L|'~
9.  Team Assessment Tools 3
10 Hiring & Recruiting System 8’

michael@chrisjenningsgroup.com * 9

Your Score:

Today’s Date:

Your Goal:
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DO YOU HAVE A QUESTION?

Roadmap For Your

Playboo

Two strategy calls with Michael

We audit one of your recorded sales calls

Your playbook outline & roadmap

Video recap of today's program

Today's slide deck

michael@chrisjenningsgroup.com « 949.275.0284

SCAN QR CODE

Scan to access free resources or
chat with Michael.
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Five Practical Al

Workilows

Get 5 Hours Back On Your Calendar

michael@chrisjenningsgroup.com « 949.275.0284

EVERYDAY TOOLS

Outlook
Email management,
send & receive, tracking

Calendar

manage events

Microsoft Teams
Chat, channels,
collaboration

OneDrive & SharePoint

Store, find, and share files ®
ecurely

More Microsoft 365

S W

Schedule meetings,

Al AGENTS ARE HAVING
THEIR iPHONE MOMENT

Just like the iPhone brought apps into one powerful interface, THIRD PARTY & BUSINESS APPS

Al agents connect the tools you use every day.
crM

© 4B

S/

Your intelligent assistant.
& Connected to everything.

Understand

Plan

o0 Learn
-
4 Automate workflows g
4+ Findinsights
Drive results o
L L]
© secure & Private @ Enterprise Ready

Salesforce
Leads, opportunities,
accounts

HubSpot
Contacts, deals,
pipelines.

SALES INTELLIGENCE

Apolioio
Find prospects, emals,
sequences

Zoominfo
Company & contact
data, intent insights

COMMUNICATION & MEETINGS

Zoom
Meetings, recordings,
transcripts

Slack
Channels, messages,
notifications
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Where are you on the Al Security Spectrum?

~
2

¢ »
LOWER SENSITIVITY / MODERATE SENSITIVITY HIGHER SENSITIVITY /
MOVE FASTER MOVE SLOWER
+ Personal Account » Business/Team Account  Enterprise Account
* Less than 5 employees * 5-149 Employees * 150+ Employees
» Solopreneurs, personal use *« SMB's » Government
» Some Sensitive Data * Healthcare

» Compliance Regulations

Figure out where you are on this scale and act accordingly.

michael@chrisjenningsgroup.com * 949.275.0284
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How to Talk to AI

Start with the end in mind

Tell it where to find the context

Details, details, details

‘When it's done, save it here. In this
format

)

T today's fast-paced world

game-changer)

michael@ChrisJenningsG com + 949.275.0284
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Wh ShO“ld Y()u Use Where does your

lime go every

Al For WOI'k? week?

| Meetings | Email Teams / Slack Taking Notes
Retrieving notes Searching for files PowerPoints Excel Files
| Word Docs Researching People Travel

michael@chrisjenningsgroup.com * 949.275.0284
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Streamline
Knowledge Work

PowerPoint

Excel
Word

Never building a PowerPoint from
scratch again!
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Read Faster,
Research Smarter

Long Emails & Wordy Docs
Long text threads
Schematics & Designs

Sift through reports in CRM

Briefings that make
you game ready.

Meeting Preparation
Morning Brief
End of Day Reminders

End of Week Recap

Where does your data live?

| |

20
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Practice With
Voice

Talk through the conversation before it
happens

Test your opener, practice the objections

Capture the follow-up plan while it is
fresh

Turn Meetings
Into Actions

Record the meeting

Generate the summary, decisions,
owners, and dates

Add action items to your to-do list

Proactively start the work

21



RECAP: The 5 Al Workflows

1 Streamline Knowledge Work (PowerPoint, Excel, Word)

2 Read Faster, Research Smarter
3 Briefings That Make You Game Ready

4 Practice With Voice Al

5 Turn Meetings Into Actions — Work Proactively

michael@chrisjenningsgroup.com * 949.275.0284
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DO YOU HAVE A QUESTION?

Roadmap For Your
Playboo

Two strategy calls with Michael

We audit one of your recorded sales calls

SCAN QR CODE
Your playbook outline & roadmap

Video recap of today's program
P 'S prog Scan to access free resources or

chat with Michael.
Today's slide deck
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Thank you Pac West!
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