AI IN SALES: SIMPLE FULL-FUNNEL CHECKLIST

1. RESEARCH (Before You Reach Out)
Use AI to quickly understand the account, the people, and the triggers.

☐ Understand how you show up to a client if they are using AI for their research/education
☐ Create a summarized company + industry brief (i.e. how they make money, market presence, key business initiatives as a company, etc.)
☐ Summarize stakeholder backgrounds & priorities.
☐ Identify triggers (growth, layoffs, new builds, openings, leadership changes).
☐ Generate deficit questions and latent pain to explore.
☐ Pull insights from: press releases, earnings calls, job descriptions, community news.
What to upload: links, PDFs, screenshots, photos, reviews, interview transcripts — AI will extract themes for you.

2. EDUCATION (Discovery + Early Conversations)
Use AI to prepare, personalize, and understand patterns across meetings.

☐ Build pre-call plans with hypotheses + must-ask questions.
☐ Personalize outreach based on triggers and persona priorities.
☐ Summarize meeting transcripts into themes, risks, commitments, and gaps.
☐ Translate messy notes, whiteboard photos, or site survey photos into clear takeaways.
☐ Analyze stakeholder patterns across interactions (objections, motivations, blockers).
☐ Utilize both internal and client information to help support deal approval process
What to upload: meeting transcripts and notes, photos, email threads, DISC analysis, WITY points

3. DREAM FULFILLMENT (Solutioning + Storytelling)
Use AI to tie what you learned to what you recommend.

☐ Turn discovery into a simple “what we heard → what it means” summary.
☐ Build a buyer-specific value story, exec summary, cover letter in their language.
☐ Analyze patterns to identify the most relevant solution(s) for that account.
☐ Create persona-specific objection responses.
☐ Understand similarities & differences between Stakeholder WITYs & DBM’s.
What to upload: discovery notes, your draft summary, proposed solution.

4. DEAL CLOSURE (RFPs, Proposals, Decision Support)
Use AI to eliminate confusion, reduce friction, and tighten alignment.

☐ Analyze RFPs: requirements, scoring, ambiguities, missing info, compliance list.
☐ Cross-check proposals against RFP + discovery notes/WITY items.
☐ Translate complex scope into C-suite clarity.
☐ Identify remaining risks or concerns by stakeholder.
☐ Draft recap emails, FAQs, and closing messaging.
What to upload: the RFP, your proposal, meeting notes, any emails or files.



5. ONGOING HABITS (Daily/Weekly Use)
Use AI as your thinking partner, not just a writing tool.

Daily:
· Pre-call prep
· Outreach refinement
· Meeting summaries
· Quick company/persona refresh

Weekly:
· Pipeline pattern check
· Trigger sweep for business plan accounts
· Account research refresh

Monthly:
· Industry updates
· Persona updates
· Territory re-prioritization

