




Who I’m not… 



The Evolution of Sales in the AI Era
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•  AI is changing how sales professionals research, prepare, communicate and follow 
up.

•  The tools are getting faster. The expectations for authentic connection are not going 
away.

•  The opportunity is to use technology to support the relationship, not become the 
relationship.



Human Connection Still Drives Relationships
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•  Emotional intelligence helps us understand what a prospect or partner actually 
needs.

•  Authenticity builds credibility…pick up the phone,listen, and be yourself!!!

•  Trust drives relationships, partnerships and long-term success.







The Danger of Over-Automation
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•  Automation can make outreach faster, but faster is not always better.

•  AI-generated messages can become generic, impersonal or disconnected from the 
person receiving them.

•  Efficiency should never come at the expense of trust or personal connection.









We are losing our 
humanity



Where AI Can Support Sales Professionals
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•  Research companies, industries and potential partners.

•  Prepare for meetings and identify useful questions.

•  Surface industry insights and potential opportunities.

•  Help organize information so more time can be spent building relationships.



Use AI to Follow the Trail
Research one prospect deeply. 

AI can uncover connections, 
partnerships, people, and 
opportunities that lead you to 
prospects you weren’t even looking 
for.





AI Win: Finding the 
Unexpected Connection

AI research uncovered that 
Lemonheads have a 
connection to cancer patients 
managing metallic taste 
during treatment. That gave 
me a more meaningful way to 
understand Ferrara’s social 
impact and prepare for the 
conversation.





AI as a Real-Time Thinking Tool
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•  Brainstorm ideas and new approaches.

•  Refine messaging while keeping your own voice.

•  Strengthen pitches and presentations.

•  Think through objections, challenges and next steps in real time.



Balancing Technology With Authentic Relationship-Building
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•  Use AI before the conversation to prepare.

•  Be fully present during the conversation.

•  Use technology afterward to organize, refine and follow through.

•  The relationship itself remains human.







10 Signs AI Wrote That Email

1. The Aptos Effect Default font, default personality 

2. Dash Attack Em dashes everywhere 

3. The Novel 300 words to ask for a meeting 

4. The Fake Warm Up “I hope you’re doing well!” 

5. Buzzword Bingo Alignment, stakeholders, opportunities, collaboration
 

6. The Hedge Maze May, might, could, potentially 

7. The Echo Chamber Same point said three different ways 

8. The Grocery List Endless lists of benefits and possibilities 

9. The Copy and Paste Test Change the company name and send it to
 anyone 

10. No Human Fingerprints No story, specificity, humor, imperfection, or 
personality



Relationship / Emotional Sales Experience
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•  Think of a salesperson, partner or vendor you still remember.

•  What did that person do that made the interaction memorable?

•  Was it the product, or was it how the person made you feel?

•  What can technology support in that experience — and what can it never replicate?





5 THINGS YOU SHOULD NEVER DO WITH AI

1. Replace a site visit with AI research 
2. Send a proposal you haven’t personally 

reviewed 
3. Let AI decide what a prospect actually wants 
4. Rely on AI instead of reading the contract 
5. Let AI replace the relationship

5 THINGS YOU SHOULD DO WITH AI

1. Research prospects and sponsors
2. Prepare for sales meetings
3. Brainstorm sponsorship and activation ideas
4. Strengthen outreach and follow-ups
5. Organize notes, leads and next steps



Use AI Without Losing Yourself
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•  Start with your own point of view and experience.

•  Use AI to sharpen your thinking, not replace it.

•  Edit until the message sounds like something you would say.

•  Keep your creativity, personality and judgment in the driver's seat.



Three Takeaways
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•  Use AI to create more time for human connection, not less.

•  Authenticity, emotional intelligence and trust remain core sales skills.

•  The future belongs to sales professionals who know how to combine technology 
with their own voice, creativity and personality.



Thank you!! 
Let’s stay 
connected!
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