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Al-Powered Sales

Turning Data, Geography, and Performance into Revenue

A practical guide to moving from intuition-driven
selling to intelligence-driven execution.

Get Started



The New Sales
Advantage

Sales teams have always relied on intuition. But
as markets grow more complex, intuition alone
breaks down.

What’s Changed:

( )

Al isn’t replacing sellers — it’s replacing guesswork
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Winning organizations connect planning, execution,

NRA and performance

-
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The real “Al gap” isn’t model quality — it's data,
' workflows, and adoption
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Most sales teams already have plenty of data. What they lack is connected
intelligence that turns insight into action.
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“Al doesn’t fix
your process —
it exposes it.”
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From Gut Feel to Guided Selling

At small scale, instinct works. At enterprise scale,
it creates inconsistency.
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Where intuition breaks:

¢ Territories drift and become unbalanced
¢ Coverage becomes uneven and reactive
¢ Coaching lags behind performance signals

e Course correction happens too late

€
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Guided selling means:
¢ Recommendations instead of guesses
* Prioritization instead of activity volume
e Alerts instead of lagging reports
* Clear next best actions for reps and managers
J . J

Modern sales organizations win by operationalizing a simple loop:

Plan

Territories &
Capacity
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Execute

Field Activity &

Coverage

Grow

Performance &
Coaching
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Planning with Al ascenteous

Reinventing Territory Planning with Al.

Why traditional territory planning breaks:

e Market conditions shift faster than planning cycles

* Rep turnover creates instant coverage gaps

e Whitespace changes aren’t visible in spreadsheets

Al-enabled territory design evaluates:

e Coverage and capacity
* Opportunity distribution

e Fairness and rep equity

Tradeoffs between competing scenarios

What “good” looks like:

* Regular refresh cycles, not annual overhauls
e Scenario modeling before changes go live Static territories fail in

e Clear visibility into downstream impact dynamic markets.
\ J
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Intelligence as
a Multiplier

Geolocation Intelligence as a Sales Multiplier.

Execution is where strategy either compounds — or collapses.
Modern geolocation intelligence goes beyond pins on a map,
helping revenue teams focus effort where it actually improves
competitive win rates and market coverage.

(" )
What high-performing teams unlock:

e Geographic + demographic + behavioral context

* Smarter routing that reduces windshield time

e Higher meeting density and better visit quality

* Ongoing visibility into whitespace, coverage gaps, and
competitive pressure
N\ J
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Weekly questions field leaders should answer:

* Where are we under-covered?

* Where is effort not converting?

* What should reps do differently next week?
N\ J
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TIME SAVED

S

VISITS GAINED

Y

COVERAGE
IMPROVED
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Connecting Territory
and Performance Data

Territory strategy fails when execution and performance feedback loops lag.
Most organizations plan territories in one place, execute in another, and
analyze performance somewhere else entirely.

4 ) 4 )
What gets missed: Connected data enables

. . smarter decisions:
¢ Coverage density by region

e Conversion differences across territories * Adjust territories based on real outcomes
° Time_to_ﬂrst_meeting by Segment L4 Reprioritize accounts dynamically
e Activity quality, not just volume * Allocate resources where impact is highest
\_ J g J

P

Territory Activity Shift Performance Next

Change Impact Decision
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Performance
Management

From Reporting to Real-Time
Performance Management.

Dashboards show what happened.
Al shows what to do next.

CONVERSATIONS /WK

-
Modern SPM focuses on:

* Leading indicators, not just outcomes
e Alerts instead of static reports

* Forecast signals tied to real behavior

e Goal setting grounded in capacity and coverage
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Identify which behaviors

and activities actually drive
conversion — by role, region,
and segment.
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Making Coaching Work in
the Real World

The challenge isn’t lack of coaching intent —
it’s lack of consistency and visibility.

-

Common
breakdowns:

* Coaching is reactive

* Feedback varies by
manager

* Performance signals
arrive too late

\
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Scorecards

(" )
What works:
* Clear scorecards
* Defined coaching
rhythms
* Visibility into both
activity and outcomes
N J
Coaching Behavior Change
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Territory-aware
coaching:

e Coach based on where
performance breaks

* |dentify regional or
segment patterns

¢ Tailor coaching to
execution context

athil

Results
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The Real Blocker
Isn’t Technology

Al success depends on readiness.

PROACTIVE

(" )
What Al-ready organizations invest in:

e Clean, connected data foundations SRIDED
e Transparent processes reps trust
e Adoption through workflow, not mandates CONNECTED

e Governance and responsible Al use
N\ J

VISIBLE

DISCONNECTED
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Where This
Is Going

The future isn’t more dashboards.

4 )
It's:
e Autonomous insights

* Proactive systems

e Sales ops treated like a product

- J

The competitive edge will come from decision
speed, not data volume.

Teams that act faster — with confidence — will win.
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Fro m l n sig h.'. = ascentcloud
to Execution

Al-powered sales isn’t about replacing people.
It's about empowering them.

The advantage comes from connecting:

7
A% ) R ) & See What
Territory Field Performance Fleld ExeCUtlon
Design Execution Management LOOkS lee

When these work together, insight turns into action — Explore how territory

not just awareness. planning, execution, and
performance management

Start with one workflow. Operationalize it. Then expand. work as one system.

Teams don’t need more dashboards — they need

connected execution that compounds over time.
See a Connected Demo
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helpi?

Asc

N arter, and more predictably.

&

performance, and prgduc’rivi’ry — together.

k
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