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Summary

The session explores how AI can enhance the sales process without making it overly robotic, presented by Adam
Stahl, a business strategist at Media Junction. Stahl emphasizes the historical evolution of sales technology, from
door-to-door sales to digital commerce and now AI, underscoring how Al can support sales teams in various tasks,
such as research, trend analysis, content generation, and autonomous processes. He highlights HubSpot's AI tools
like prospecting agent and customer agent, which assist in email outreach and customer interaction, respectively,
while acknowledging AI's limitations, such as potfential inaccuracies and the need for human oversight.

Stahl argues that Al in sales should augment rather than replace human efforts, particularly in considered
purchases where people prefer buying from people. He suggests using Al for repetitive and administrative tasks,
allowing sales reps o focus on face-to-face interactions with clients. He likens Al to tools that enhance
performance, such as a new baft style in baseball that improves contact with the ball, but ultimately, the human
player must execute the swing. Al is positioned as an entry-level assistant that can handle deep research, spark
new ideas, and improve efficiency without taking over the entire sales process.

The session also delves into practical applications of Al in sales, specifically through HubSpot's Breeze Al tools.
Stahl provides examples of using Breeze Assistant for prospecting, researching companies, identifying industry
pain points, and generating tailored outreach emails. He emphasizes the importance of reviewing and
personalizing AI-generated content and advises on leveraging Breeze for meeting preparation, note-taking, and
post-meeting follow-ups. The goal is to integrate Al selectively to enhance existing sales processes, making them
more efficient and effective while maintaining the human element crucial for building trust and relationships with
clients.
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Takeaways

AI Should Augment, Not Replace Human Efforts

Adam Stahl argues that Al in sales should enhance human efforts rather than replace them, especially in
considered purchases where people prefer buying from people. AI can handle repetitive and administrative tasks,
allowing sales reps to focus on face-to-face client interactions. This approach ensures that the human element
crucial for building trust and relationships remains intact.

Practical Applications of AI in Sales

Stahl provides practical examples of using HubSpot's Breeze Al tools for various sales tasks. These include
prospecting, researching companies, identifying industry pain points, and generating failored outreach emails. He
emphasizes the importance of reviewing and personalizing AI-generated content to ensure it aligns with the
company'’s goals and maintains a human touch.

AI as an Entry-Level Assistant

Stahl positions AI as an entry-level assistant that can handle deep research, spark new ideas, and improve
efficiency. Al tools like Breeze Assistant can summarize records, help prepare for meetings, take notes, and
generate post-meeting follow-ups. This selective integration of AI enhances existing sales processes, making them
more efficient and effective while preserving the human interactions needed fo build trust with clients.
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