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Your BTS Speakers today
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From our BTS Sales and Marketing Practice



• Sales Coaching and AI (Nov 13)

• WHY Sales Coaching: why sales managers have to rethink their role

• WHAT needs to be done: the Sales Coaching Process and how AI can support

• HOW to create sustainable change: example of engaging journeys using AI and conversational analysis

• Collaborative Negotiations and AI (Nov 21)

• WHY Collaborative Negotiations

• WHAT GREAT Collaborative Negotiations look like

• HOW to master the tactical aspects of a Collaborative Negotiation 

• Sustainable Change with AI (today)

• WHY change in sales and marketing often fails

• WHAT GREAT sustainable change looks like

• HOW to create sustainable change with AI

AI in Sales and Marketing: Q4 Event Series
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Practical application and measurable impact



What we are exploring today

1. AI Opportunities in Sales and Marketing

2. AI along the customer journey

3. AI as a Co-worker

4. Showcase: Practicing with AI



Source: BTS IDX COE research

CEOs talking about AI…

Share of CEOs mentioning AI on Russell 3000 Earnings calls



Source: BTS IDX COE research

CEOs talking about AI…

Share of CEOs mentioning AI on Russell 3000 Earnings calls



What does using AI mean for your 

Commercial Organizations?
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3 C Analysis – How to leverage AI to find the sweet spot

Customer

CompanyCompetitor

Sweet spot
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3 C Analysis – How to leverage AI to find the sweet spot

Customer

CompanyCompetitor

3 Perspectives based on 3 C-Analysis:

1. How can we make the client experience more 

efficient, better, successful?

2. How can we make our own methodology and 

processes more efficient, better, successful? (AI 

as a co-worker)

3. How do we differentiate (from our competition)?

Sweet spot
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AI Opportunities in Marketing & Sales 
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Some Selected Company Examples

• Example: Company‘s own AI 

algorithms

• Case: Netflix and Amazon

• Example: HubSpot's AI-driven 

customer segmentation 

• Case: Spotify

• Example: Dynamic pricing 

platforms like Perfect Price 

• Case: Airlines like Delta and 

United 

PersonalizationPersonalization
Price 

Optimization

Price 

Optimization

Customer 
Segmentation

Customer 
Segmentation



How would you rate your current level of 

integration of AI in your Organization?
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AI along the Customer Journey
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3 C Analysis – How to leverage AI to find the sweet spot

Customer

CompanyCompetitor

Sweet spot
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Customer, Sales and Marketing Journey
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Identify the key opportunities for AI in sales, marketing and customer service

How can we make the client experience 

more efficient, better, successful?

C
h

a
n

g
e

Customer 

Buying 

Cycle
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1. I am a “next word predictor.”

2. I am VERY well read, but very 
inexperienced new hire (and I sometimes 
make stuff up)

3. I try to predict the next word you want 
based on what you ask me!

Say hello to your AI Coworker

Hello, Coworker!
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1) Write clear prompts w/ RIC 

• (Rules, Instructions, Context)

2) Give your AI Time to Think

3) Experiment and iterate 

Three principles for working with AI
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Prompts and Completions

ChatGPT

Good morning! How are you? 
Good Morning! As an AI model, I 

don’t experience emotions, but I’m 

here to help. 

Prompt   Model Completion

Um…that 

was 

awkward
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ChatGPT

Act as bio-engineer. You will help me 

design an innovative new packaging 

solution. Generate a list of 5 innovative 

packaging ideas, focusing on 

sustainability and cost-effectiveness. 

Each idea should be radically different 

from the other. Are you ready?

Prompt   Model Completion

Prompts and Completions w RIC
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ChatGPT

Act as bio-engineer. You will help me 

design an innovative new packaging 

solution. Generate a list of 5 innovative 

packaging ideas, focusing on 

sustainability and cost-effectiveness. 

Each idea should be radically different 

from the other. Are you ready?

Prompt   Model Completion

Prompts and Completions w RIC

Rules
Instructions
Context

Okay! I hear 

you!
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1) Write Clear Instructions w/ RIC 

• (Rules, Instructions, Context)

2) Give your AI Time to Think

3) Experiment and iterate 

Three principles for working with AI
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Take a deep breath and work on this problem step-by-step
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1) Write Clear Instructions w/ RIC 

• (Rules, Instructions, Context)

2) Give your AI Time to Think

3) Experiment and iterate 

Three principles for working with AI
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Experiment and Iterate with your AI Coworker

Problem

Prompt

Experimental

Completion

Success/Error 
Analysis

• Write Clear Instructions w/ RIC 

• Give your AI Time to Think
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1) Try a prompt!

2) Analyze where the completion doesn’t give 

you what you wanted

3) Provide clearer RIC and/or give more time to 

think

4) Refine your prompt with many examples

5) Repeat until satisfied!

Experiment and Iterate with your AI Coworker

Problem

Prompt

Experimental

Completion

Success/Error 
Analysis
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Showcase: Practicing with AI
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Measuring Behavioral Change

1st Recording

2nd Recording

Salespersons changed 

behaviours in the 2nd

recordings by talking 

less during their 

discovery 

conversations and 

listening more.

Change happened 

after participants 

realized their impact 

in the 1st recordings.

The blue bars represent the talking time of the 

salespersons during a discovery conversation *graphs 

based on real data*
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Yellow and blue lines below show the different speakers. The video 

on the right allows players to see body language as the conversation 

gets replayed.

Total amount of listening/speaking time, type, and number and 

type of questions are analyzed objectively
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Type of vocabulary 

(positive/negative) is 

analyzed as well as 

verbal tics to detect 

critical moments during 

the conversation
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Measuring Behavioral Change

1st Recording 2nd Recording

The salesperson improved the strategic relevance of the sales conversation from one recording to the other:

• Less Problem and Execution topics (Problems – Execute)

• More time spend on uncovering customer’s Results and Strategic Initiatives (Results – Opportunities)

Tactical conversation 

around problems and 

execution topics

Strategic conversation around 

customer’s results and 

strategic initiatives
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List of keywords found along 

the defined model

Spider graphs capture elements of the 

conversation along the model’s axis 

(ROPE)
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Tool analyzes number of 

customer’s objections and 

needs expressed

Tool analyzes if the 

salesperson addressed 

customer’s benefits and 

if he presented the 

Benefits-Advantages-

Features in the right 

order 
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Spider graphs capture 

elements of the 

conversation along the 

model’s axis (GROW)

List of keywords 

found along the 

GROW model
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An AI generated avatar 

introduces the conversation 

and open the dialog with the 

chatbot 
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User asks questions and the 

Chatbot answers according 

to the role he has been 

asked to play
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At any time, on User’s request, feedback 

can be provided on the quality of the 

questions asked based on a predefined 

and configurable model
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At the end, on User’s request, feedback is 

provided on how well the questioning 

framework (ROPE) has been applied. Chatbot 

provides hints on what could have been done 

better as well.
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By using ChatGPT prompting, Users can enrich 

their experience by getting more feedback and 

hints from the Chatbot.
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Key Takeaways: Leverage AI to find the sweet spot

Customer

CompanyCompetitor

Sweet spot

2. Making the client experience more 

efficient, better and successful by 

integrating AI in Sales and Marketing 

along the Customer Journey 

1. Integrating AI opportunities 

to differentiate from your 

competition and become a 

first mover / early adopter

3. Making our own 

methodology and processes 

more efficient, better, 

successful by AI practice and 

using AI as a coworker and 



• Sales Coaching and AI (Nov 13)

• WHY Sales Coaching: why sales managers have to rethink their role

• WHAT needs to be done: the Sales Coaching Process and how AI can support

• HOW to create sustainable change: example of engaging journeys using AI and conversational analysis

• Collaborative Negotiations and AI (Nov 21)

• WHY Collaborative Negotiations

• WHAT GREAT Collaborative Negotiations look like

• HOW to master the tactical aspects of a Collaborative Negotiation 

• Sustainable Change with AI (today)

• WHY change in sales and marketing often fails

• WHAT GREAT sustainable change looks like

• HOW to create sustainable change with AI

AI in Sales and Marketing: Event Series








