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Unlock your complete story with People.ai

Data Foundation SalesAl

) Establish your data foundation to

2 unlock complete, accurate, and
(S enriched activity data across your
entire go-to-market team

After you've established your data
foundation, you're ready for a fully
integrated generative Al sales solution that
will revolutionize go-to-market execution

With our portfolio of tools to help you operationalize your go-to-market team,
ClosePlan your revenue engine will be unstoppable
Account planning, Scorecards, Relationship Maps & more

Make your data accessible, improve Salesforce hygiene, and increase forecast visibility -
PeopIeGIass all while saving your reps precious hours a week
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Data Foundation




Your journey with Al begins
with Data Foundation

Unlock complete, accurate, and
enriched activity data across your
entire go-to-market team

[ % of Account Executive Time
Spent with Customers

64%

ooy 11 P Increase productivity and access 360
. views to understand all engagements
[ % of Account Executive Time
Spent with Prospects

Proactively identify risk across accounts,

22% deals, and teams
— Missed by 3%
* HEXAGON
Increase in new business
2 5 meetings
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Access complete, enriched data for go-to-market transformation
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Automated Activity Capture & Filtering

Automatically capture all go-to-market team engagements (calls,
emails, meetings chats & more) while filtering out private and
non-business related activities

Contact Creation, Matching & Enrichment

Create net-new contacts in CRM and match activities to Accounts,
Opportunities, Contacts, & Leads in CRM - while continuously
enriching with contact, persona, seniority, & buyer insight data

Visualize with ease & act off a single source of truth

Run your entire go-to-market team off the same dataset with
out-of-the-box, interactive data tables - inside your existing tools
- so you can spend less time digging, more time derisking

a “People.ai showed us a future state where we can get unbiased,

people.di

impartial, and directional data to solve the most important issues facing
our company.”

VP of Sales
Pluralsight
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Data Foundation

Unlock your data to understand what’s happening across your go-to-market team and access insights that fuel revenue

Automated Activity Capture

Sensitive Content Filtering

people.di

Increase productivity and provide visibility by
automatically processing all go-to-market team
engagements such as emails, calls, web
conferencing, meeting transcripts, chat
messages, LinkedIn InMails, and more

A\ More Stock A\ Promotion

it <@ T =

Protect employees’ sensitive data with
machine learning content filtering, ensuring
personal emails, performance reviews,
promotions, grants/equity, 401(k) statements,
and more are never displayed in CRM
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Data Foundation

Ensure your go-to-market team is spending time with the right accounts and contacts known to get deals done

Score-Based Matching

Contact Creation & Enrichment

people.di

n 7o Jonathan Green
“tject Good news

® Product Mention

@ Division Mention

you? The weather has been bea:
s ieeki Good nevs - Our central o
o explore ada ing 200 licenses 01 your
pmm.epa (C nvou help prepar

ecure budgets and s ots for FY28,

© CRM Owner @ Location Identified
AR

rrrrrrr

-Accurately match activities to CRM Accounts,
Opportunities, Contacts & Leads by evaluating
each prospective Salesforce object

-Select the most relevant match using signals
such as email domains, CRM object ownership,
participating Contacts/OCR’s, and activity text

Leah Smith
Dir of Operations @ Sharp
) Director  Operations

—7 encacEmENT LEVEL
85

Inferred Win Rate (O Predicted Buying Power (i
HIGH $144,000 - $136,800

O,.
@- P .

-Once engaged, create new contacts,
continually enrich them with data such as
name, email, title, phone, seniority, department,
persona, engagement level, predicted buying
power, and time spent
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Data Foundation: Visualize

Visualize your complete story with ease & spend less time digging, more time derisking - directly inside your CRM

360 Views

Engagement Levels

oOPO®RO® =
Apex Global

Last Activity Next Meeting

Aimee <>Cindy: Pacaso Admin Training and
alignment

on  PeriRyan
Leacer Amsricas Systems &

" BuyerBenchmarks

Predicted Buying power (D Inferred Win Rate

$110,000 - $191,000 HIGH

Built on complete and accurate go-to-market
data, 360 views allow you to confirm you’re
multi-threaded, have executive sponsorship,
and are allocating the time necessary to close a
deal

people.di

Leah Smith Champion
Dir of Operations @ Sharp

I} )17 Director  Operations

ENGAGEMENT LEVEL
95

®© 5h30m

* Email « 1hr * Calls » 30m * Meetings - 4hrs

LAST ENGAGED
Email 5 days ago

- Gain complete visibility into engagement across
accounts, opportunities, contacts, and leads

- Dynamic engagement levels (0-100) allow you to
understand the health of your engagements
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APIs

-Fuel your existing tools with
complete, accurate, and enriched
data through the use of Rest APIs

-Account, Opportunity, Team,
Activity, and Engagement Level data
is portable allowing you to make
fast, effective decisions wherever
your teams work

people.di

Data Foundation

Opportunity Buyer Personas

How many people should be Met With?

Understand the effects of multi-threading

Which Department should be involved?

Deals are categorized into a Department / Persona based on Highest involvement

Opportunity Filters

Opportunity Type
New Business. -

Company Segmentation

40%
30% (A -]
2 30% 2
jﬁ 20% § o
= =
10% 10% Custom Persona: Data/BI
0% 0%
$100,000
$150,000 .
o . o Engagement Count: 217
@ $100,000 - a s
5 — . § $50000 Won Opportunities: 55
8 3
$50,000 % & .
. . # of Participants: 3 - % of Total: 3.09%
a $60,000 @
2 2 i . ()
S 540,000 Engagement Count: 748 2 20000 Win Réte. 25%
2 Won O _— 14 2 Deal Size: $695,817
£ 20000 on Opportunities: 9 g 510000 Expected Value: $176,359
Sl %ofTotal 10.64% H
Entity Selector
L T Developer/Engin..  Architecture Devops Data/BI [ ]
Win Rate: 20% .
What Departme o ? How much should each Department be involved? Entity Definition
Coalitions are groupedbased D€ Size: :8091826 Understand the average number of meetings each Custom has on a deal HighastInvalverment |
Expected Value: $161,316
‘ Engagement Qualification
Developer/Engineer, IT Won T Met With v
Architecture f Number of Columns
Architecture, IT l 8
Devops o
Architecture, Developer/Engineer, IT
Devops, IT Descriptive Statistic
Data/BI L2t I ® Mean
Architecture, Developer/Engineer Median
Developer/Engineer, Devops, IT w
Data/Bl, IT ! 00 02 0.4 06 08 1.0 12 14 16 18 2.0 md::: Non-Classified
WinRate  Deal Size EV  $perHour SSIS0SMEstag Count ®No
Microsoft b +h ) HubSppt
D Oynamics 365 Elesiics ORACLE Shesnowflake i) Power BI i tableau Gainsight’ Marketing Hub
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Data Foundation

Visualize your complete story with ease and gain actionable insights instantly

Engagement Dashboards

Pipeline Created and at Risk & @

& Pipeline Created This Quarter 2 & Y Top 10 Reps - Pipeline Created
Last Quarter

Sophia Ramirez
Elijah Patel
Jackson O'Malley

OliviaNguyen

Amelia Phillips

AVERAGE: $1.719181

Liam Thompson
$35M JUe——

Noah Khan
@ Min sAOM Emma Martinez
Lucas Kim

-Run your entire go-to-market team off the same data set with out-of-the-box, interactive
boards and tables based on complete and accurate data

-Quickly uncover what'’s happening across Accounts, Opportunities, and team performance
-Create a culture of coaching by adding targets, visualizing trends, and leveraging custom
metrics
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ClosePlan




Operationalize your selling motion with ClosePlan

m Mega Corp

SCORECARD: 74% Al GENERATED

Whitespace Map

> Company’s Business Goals

people.di

ﬂ p— Better serve existing customers
A — and enhance internal collaboration
from pre to post-sale to renewal

Introduce a standardized selling motion
with Al-powered account plans,
opportunity scorecards, and relationship
maps — directly in your CRM

Opportunity \ cisco
o 21 Increase in win rate using
% sales methodology-specific
scorecards
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Create Repeatable Success with ClosePlan

Centralized Account Planning

Create a uniform approach to account planning and centralize it in
Salesforce to promote internal collaboration and better serve your
customers

Identify & act on Whitespace
Easily spot opportunities for expansion and tie business initiatives to
offerings with whitespace maps, ensuring you capture the complete TAM

Qualify deals with Opportunity Scorecards
Standardize the way you qualify opportunities against your methodology of
choice, de risking your pipeline

Understand who is who with Relationship Maps

Visualize your entire buyer group and plot your strategy to engage and
upsell, strategically with those who hold the most influence

“People.ai empowered our sellers to approach their deals in a more
Strategic and methodical manner to close deals more efficiently.”

people.di

m Mega Corp

SCORECARD: 74%

Whitespace Map

\ Vital Statistics on Company 100% ®
Product 1 © Deployed 1. Annual Revenue

2. Key Organizational Insights

Product 2 Open
3. Outline Industry Insights

Product 3 © Deployed
> Company’s Business Goals 62%

> Account Strategy 34% @

Clayton Dobbs

Senior Manager of Inside Sales
Unity

© People.ai | AllRights Reserved



ClosePlan

Details People.Ai 360 Account Plan Relationship Maps Opportunities Contacts Related More v

Account Plan

Account Plan 2023

Dashboard H Export } =[5 ‘ Back ‘

Map Team Members ~ Actions  Files

6319%EiAccount|PlaniStateElGood]

Customer Profile Account Status Business Initiat{ueSSSliCompetitivaictrateaVll Ecosystem StrategVll ValudiMessage General Scorecard ...
100% 83% 70% 36% 67% 25% 100%

~ Customer Profile 100% )

1. Outline key business insights =) International expansion is a major focus in 2024
Seconds Ago

2. Outline key industry insights ) igital transformation is top of mind for the entire industry
N T——————— New President post-pandemic. The team is excited by this change and looking
forward to seeing the positive business outcomes.

v Account Status 83% )

1. Describe account history [=) Solid transition pre-sale to post-sale.
Overall, the implementation was smooth (despite the main POC being OO0 for
honeymoon).
Received immediate adoption following annual kickoff.
T —— (=) The account has consistently been in good health since early 2024!
Last Updated: A Few Seconds Ago
Customer Success receives high praise for top-notch support and continued
partnership.

So far, no visible change with the old President's departure and new
Presidents's arrival.

3. Please indicate current state of the account relationship Weak [ o]
Last Updated: 10 Months Ago
© Good B
Strong m

people.di

B
Account Scorecards = A

Collaboratively navigate complex sales cycles,
upsells, and renewals with ease across pre- and
post-sale teams

Provide complete visibility across your go-to-market team
with Salesforce-native Account Scorecards

Keep pre- and post-sale teams aligned on customers'
business goals, objectives, challenges, and more to best
serve customers

Operate as strategic partners from creation to closure to
renewal by validating customers’ health, driving expansions,
and boosting renewal rates from a single, unified view

- = Seismic

Increase in win rates when
6 % reps utilized account plans
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Whitespace Maps @&

Visualize the most effective route to revenue

Remove friction and improve data accuracy by
automating the completion of current spend, products
purchased, number of seats, and business units deployed
within existing accounts

Allows you to deeply understand where customers are
deployed, where competitors have landed, the total
addressable market, and more—native to Salesforce and
full reportable

Plot your strategy to execute cross-sell and upsell
motions with ease

“People.ai has also helped us identify which
accounts and opportunities to prioritize and align
with based on our customers’ structured growth.”

Clayton Dobbs
Senior Manager of Inside Sales, Unity

people.di

Account
Megacorp &

Account Owner
# Andrew Tennyson

Engagement Level (People.ai) Intent Score

Details People.Al 360 Relationship Maps Account Plan

Account Plan
Megacorp FY23
Actions  Files

Scorecard ~ Whitespace Map  Initiatives  Team Members

& EMEA “ & North A
v Whitespace Total France 2% Mexico
Process Automation @ Deployed ® Open
w1
Ai & Analytics Opportunity ® Open
w1 +3
Business Network @ Competitor ® Compe
+1 w1 w1
Cloud ® Not a focus @ Not a f
v Metrics
Current ARR 1,120,000 120,000
Potential New ARR 500,000 75,000
Current Licensed Users 512 50

£ Relationship Map

ClosePlan

Canada
Product1

$300K $75K
Status
@ Depioyed
Description
E3 v rotential
10-km process automat
ue: $200,00000
take out
Value: $100,000.00

Megacorp
$120,000.00

~ Competitors

[ v Avalable Market

Market Value

X
Won Amount Lost Amount Market Share
570K $100K
z
Add
focus for entire org /e

Stage:
Close Date: il 27,2020

L]
Stage: Closed Won
Close Date: May 23, 2020

@
Stage: Closed Won
Close Date: Mar 19, 2020

&
Stage: [ Needs Analysis §
Close Date: Aug 31,2022

L
Stage:
Close Date: Sep 30, 2020

Competitor Share
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ClosePlan

Opportunity Scorecards

Opportunity

Unify your deal qualification with standardized e s

scorecards in Salesforce—collaborate, validate,
and de-risk with full visibility S U —

Leverage out-of-the-box templates or create custom
scorecards to qualify deals in a uniform way, natively in -
Salesforce P — -
Allow go-to-market team members to work collaboratively

on deals inside their CRM. Empowers leaders to validate 0l s coinaons "=
opportunity health against their proven sales framework m
or methodology o () S

Fully reportable in Salesforce, PeopleGlass, and
Engagement Dashboards, allowing you to identify gaps alaln
and act before it’s too late cisco

21% increase in Win Rate
21 % using MEDDIC Scorecards
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ClosePlan

o

Playbooks 1

Utilize playbooks to create a repeatable and
consistent sales motion across your entire sales
team

cccccc

Detals  SalesAl  Scorecard  Playbook  RelationshipMaps ~ ContactRoles  Campaign Influc GUIde your Se”erS through your Sa|eS motlon W|th easy_to_follow
= playbooks, from new business to renewal to upsell

Z  party Owner Checklist

Sellers are prompted to complete steps to properly qualify deals
stage by stage, allowing you to reinforce your exit criteria,
ensuring your forecast is reliable

&  customer Stephanie Madsen wox & 2 Bv

[CH<R<B<]

Along the way, link best-in-class job aides and other reference
e material directly inside your CRM, keeping your sellers in the flow
of work

v @ Technical Value Call © Ccustomer Stephanie Madsen D —— o7 cb -

% “With People.ai, we've removed the guesswork
from our sales process and set our sellers up
for success. Esther Friend

VP of Sales Efficiency & Transformation
Five9
people‘di ©People.ai | AllRights Reserved




ClosePlan

e
- - <
ﬂ Stakeholder Overview RelatlonShIp Maps ég
® Lo
gl @ Mike Sievert
CEO
BET o R Leverage org charts to create a winning engagement
strategy and better serve customers and prospects
(P @ 0@ M@ Manage your relationships with Salesforce-native organizational
charts
BE BES BE BE Add contacts directly from Salesforce to your map to keep up-to-date.

Deeply understand the roles each stakeholder plays within the
account or opportunity including their engagement level, support
status, inferred win rate, predicted purchasing power, and visualize any
positive or negative relationships that have been identified.

From there, identify missing personas or engagement gaps and plot
your strategy to engage with those most likely to close a deal.
Continue to leverage these strategies to ensure product adoption and
stickiness at renewal.

“My goal is to help our sellers be more effective in
their role, and we brought in People.ai to help us get

there.”
Connor McCaffrey
Director of Revenue Operations, Acceldata

peopIQAGi © People.ai | AllRights Reserved



Data Foundation
+ClosePlan

Stakeholders Detected

people.i has detected 7 new Stakeholders. Do you want to add them to your Map?

—— s
oismiss A1l | [

[ it o 7l inferred win Rate ® Predicted Buying Power ®

nEoa ] HIGH $114,000 - $136,800

nnnnnnnnnn

3 % | Decrease in sales cycle
length for strategic upsells

people.di

‘@

+
Automated Relationship Maps éé
*

Leverage Al to create a winning engagement strategy
and better serve customers & prospects

Manage your relationships with Salesforce-native organizational
charts:

Al detects newly engaged contacts and automatically prompts you to
add them to your map, ensuring it’s always up-to-date

Understand the roles each stakeholder plays and access insights
including engagement level, support status, inferred win rate, and
predicted purchasing power

Identify missing personas or engagement gaps and plot your strategy
to engage with those most likely to close a deal. Continue to leverage
these strategies to ensure product adoption and stickiness at
renewal

Visualize any positive or negative relationships that have been
identified

© People.ai | AllRights Reserved



SalesAl




Experience the SalesAl advantage & supercharge
growth

OP O 9% & @ =«

SalesAl Assistant

@™ ApexGlobal - New Busi . S
Tkt Revolutionize the way you approach
0 revenue, team structure and coaching, and
—— What would you go-to-market execution
glestiibeal Summary like to know about
& Key Topics © Next Steps this deal?
" e e Uncover hidden truths about deals and answer your
most difficult revenue questions with a data-first
Evaluate this deal using MEDDPICC a p p roaC h

e “‘SalesAl saves me time to focus more on external facing
customers. These are tasks that HAVE to get done to drive revenue

for the business.” }
Account Executive
Hexagon

peopIeAGi ©People.ai | AllRights Reserved



Unlock Success with the SalesAl advantage

Deal Summaries reveal what’s really going on

Access generative Al summaries to understand what’s happening across
Accounts and Opportunities in seconds - including key topics, next steps,
and potential risks

SalesAl Assistant tightens deal execution at scale

Inspect Accounts and Opportunities 24/7 with your own SalesAl Assistant,
powered by complete and accurate go-to-market data so you continuously
and proactively identify risk and take a prescriptive approach to coaching

Revenue answers based on uniform data, where you work

Work off complete, uniform data in your tool of choice with access to our
open APl and off-the-shelf Al assistant

Join customers like:

i_; v \lRON &
== « 4 HEXAGON / MOUNTAIN® {_YDOMINO

people.di

3 Deals at Risk

« Apex Global ($855k at risk)
« Mexa Wave ($1.6M at risk)
« Quantum Build ($1.25M at risk)

See Risk Breakdown

Hi Anna *J I'm your friendly Al-powered
sales coaching assistant, Gathering
insights for you right now.

Identify deal risks

Coachmy rep
Evaluate using MEDDPIC

Provide a deal summary

© People.ai | AllRights Reserved



. o =
Account & Deal Summaries

T ﬁ!’f:f Global Instantly access the current state of every account and
opportunity—completely friction-free

A r Account Type Parer nt 2
@ Engagement  ,, Prospect Apex Global

Generative Al summaries provide a snapshot of each Account and

SalesAl Account Summary
Opportunities’ current state, including key topics discussed, next

& Key Topics @ Next Steps ® Blockers . ) . .
« Will Torres led the discussions with « Will Torres to connect with Jill McCoy « Transition Leadership: Jill McCoy's Steps’ and pOtent ial risks based on com pl eteh |St0ry (Cal IS’ emal IS’
Apex Global , focusing on the regarding the Apex Global XALT role in leading the transition could be a q q
integration of People.ai's SalesAl and People.ai migration focal point for ensuring the deal meetlngs, Chat transcri ptS, etC)
Microsoft Copilot, and the benefits of progresses smoothly.

People.ais software. « Will Torres to provide Marco Lopez

- Rocomtopescsstmaspeoioa Access inside your CRM, improving and accelerating your ability to
ey e T W ool i . .
conection between Sharon Wilams prepare for internal and external meetings

Lopez
and Zach Stone

& Engagement Metrics (ropees Gartner

— Improvement in productivity
2 2 % according to a Generative Al

o MRS 1 e 2024 Planning survey

£ Meetings 2 2 from30daysago @ Activities by day by Type

people‘di ©People.ai | AllRights Reserved



SalesAl Assistant §§

Answer your most difficult revenue questions in seconds

Access configurable, role specific prompts or ask additional
open-ended questions (e.g., risk, methodology specifics, deal
qualification, coaching recommendations, content creation, etc.)
on Accounts and Opportunities.

Improve your SalesAl Assistants responses by training your
Assistant on your sales motion, stage qualifications, enablement
materials, competitors, etc.

Generative Al tools are only as valuable as the data that feeds
them. SalesAl is built and trained on a trifecta of activity data,
buyer insights, and your business context.

~ Gartner

‘ . Increase inrevenue
1 5 % according to a Generative Al
2024 Planning survey

people.di

SalesAl Assistant

What would you like to know
about this deal? —1

Coach my rep /
Catch me up on this deal

What are the key risks

SalesAl Assistant 4]

Datasourced fromthe last 30 days of activity

Tell me about this deal. Prioritize events that have
@ happened most recently and address any next
steps.

P- salesAl Assistant

The opportunity with Apex Clobal is in Stage 2 - Business
Validation and is expected to close on February 28, 2024.
The deal is valued at $500,000 and is categorized as
Pipeline in the forecast

Recent events:

* Thelastupdate in the CRM was on February 11,
2024.

e Zach Stone, the Chief Data Analytics Officer, was
the most recently engaged external stakeholder on
February 12, 2024

* Will Torres, the Strategic Account Executive, is the
most engaged internal team member, also last
engaged on February 12, 2024

Next steps:

* Ameeting with Greg Berry and Zach is scheduled
for later this week with the goal to have all legal
workstreams back in Apex Global's hands or
completed by then. Pricing will also be presented to
Zach during this meeting.

* The procurement and legal teams are working to
finalize the Master Service Agreement (MSA) and
complete the Data Processing Agreement (DPA) and
privacy security approval before launching the pilot

© People.ai | AllRights Reserved



Data Foundation, ClosePlan, PeopleGlass, & SalesAl
Automated Account

Plans

Effortless account research to accelerate growth

(i Apex Global () J - .
Automate your account plan research and eliminate manual
Scorecard Whitespace Map Initiatives Team Members Actions Files data entry Wlth AutomatedACCOUI')i' Plans.

Account Scorecard # sssh s e With a single click, safely and securely leverage the power of
T e LLMs and generative Al through People.ai’s LLM gateway,
- ensuring that your data and your customers’ data remain
confidential.

© Answerassist:

This is what| suggest adding

Answers are quickly returned and ready for review, freeing up
time for strategic planning and outreach, enabling
go-to-market teams to drive expansions and boost renewals.

bal is an gy company that
range of product: ices.

55 SOURCES & cals 33 (B Emails 12 (B 5 ® 1

2. What is the financial structure?

3. What is the market position?

4. What is the P (budget) for

5. What is the Potential AccountLifetime Value (LTV)?

6. Wnat cton acts wi e provie parspectve o \ CEilier
| Improvement in productivity

2 2 % | according to a Generative Al
2024 Planning survey

+ o+ o+ o+
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Data Foundation, ClosePlan, PeopleGlass & SalesAl

On-demand coaching enhances deal qualification and 4

<+

Automated Opportunity Scorecards

[24 Apex Tech Scorecard X
mitlgates rISkS ® My Opportunities
() L T A AL Renewal - Apex Tech Opportunity + satesaienasteo
Improve deal qualification and mitigate risks with Automated Voo ven mowms |
‘ ol g | e o § ‘ % v Meiile 100%

Opportunity Scorecards

1. What type of metric defines success of the project?

|y pslonilandGExpandDeal  sep19,2024  oecisionmaeas | ®
q e pexech Jul16, 2025 PospecTvG. | e 2
Al auto-completes scorecard questions based on the complete T f
deal history, evaluates the completeness (0 - 100%), and gmw | | X
assesses the quality of your sellers’ scorecard answers (high or Ot e —r— o
low) based on your sales methodology fundamentals T o o
. . . “ Jun10,2025 PERCEPTION ANALYSIS | =8 = -
Coach sellers on how to improve their responses using vt B 7
methodologies and customer examples, enabling leaders to i 0
confidently call their numbers for the month or quarter ——l Sa 0 Economcsuer
May 32024 SERCRnONNOTES l > Decision Criteria 0%
\ @5 iR | a0 uauicATION ‘ . . N
Gartner 1
Cost savings accordingto a S =B | > paperProcess oo
1 5 % Generative Al 2024 Planning M > IdentityPain
v survey
Coming soon!

people.di
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PeopleGlass




Winning revenue teams start theirday with
PeopleGlass

My Opportunity
Name Stage Amount
LATAM Data Cloud Qualification $1,200,000
Big Data Project Scoping $850,000
APAC Data Cloud New $585,000
Spotfire Analytics Qualification $1,500.000
Data Security Negotiation $750,000
My Opportunity
Name Stage An
LATAM Data Cloud Qualification $10
z 5 Janeuuc
Big Data Project Scopin JD
APAC Data Cloud New
Spotfire Analytics Qualifi
Data Security Negotiation
I ‘
people.ai

$750,000

STAGE
New

My Opportunity
Name Stage
LATAM Data Cloud Qualificati
Big Data Project Scoping
APAC Data Cloud New
Spotfire Analytics Qualificati
Data Security Negotiatic

Having a call with them tomorrow AM.

Hallie Lue

MEDDPIC

76%

80%

50% —————

920%

90%

920%

60%

Engagement
Level

98

75

33

100

24

64

72

The fastest way to update

Salesforce

Unlock new levels of productivity and
drastically speed up workflows by accessing a
single, streamlined view of every account,

grtunity, and contact

“Thanks to People.ai, now there are more educated and
informed discussions between sales leaders and reps
about the opportunities they’re working on, insights into
deal health, and the engagement within that account.”

Terry Bird

VP, Sales Enablement, Vonage
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Accelerate CRM productivity with PeopleGlass

My Opportunity
Name Stage Amount Owner
LATAM Data Cloud Qualification $1.200.000 Sam Smith

Big Data Project

APAC Data Cloud
Spotfire Analytics

Data Security

people.di

Seonn D Jane Doe

Having a call with them tomorrow AM.

New

Qualifi

Negotiation $750,000 Hallie Lue

Pipeline transparency & better deal qualification

Access custom views that offer visibility into field activities, track KPIs,
easily spot trends and changes, enhance collaboration, and quickly
qualify deals according to your chosen sales methodology, inspiring
timely action when needed

Productivity unleashed

Easily manage all your accounts, opportunities, and contacts from a
single view. Make updates in bulk, automatically syncing them to
Salesforce, freeing up more time for selling and strategizing

Scalability & improved Salesforce hygiene

Develop scalable processes for account, contact, and opportunity
management, and facilitate effortless collaboration across teams by
providing visibility and an easy solution for making Salesforce updates

é ‘I'm all about anything that can save us a few clicks and a little bit of time.

That’s exactly what we have with PeopleGlass and the implementation of

our MEDDPICC Scorecard.”

Kiefer Krell
Strategic Account Manager,Cisco
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Appendix




CRMI1 .
CRM Connect:

dobe Opportunty s Complete Visibility into Multiple CRM’s

@ Adobe Account Inc

@ - New Business (West)

\ @ Adobe Opportunity

& MultiOrg Accounts

- Renewal (East)

0 by armine demo on Nov 16, 2022 st 12:28 pea

7' Halfway to Target

O Missing Key Executive

Below Target




