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The focal point of this AI innovation revolves around generative foundational models, with large
language models (LLMs) being a notable component. LLMs have the capacity to be trained using
exceptionally vast datasets and can generate fresh content (i.e., text, images, videos) by drawing
upon previously created data, when prompted. Exploring the vital ‘sub-paths’ of integrating these
models into custom applications, generic enterprise software, and other software development
platforms is essential to fully grasp their potential impact.

In the ever-evolving landscape of sales, technology has become an indispensable ally. Artificial
Intelligence (AI), in particular, has emerged as a powerful tool that can revolutionize the way sales
teams operate. For Sales Enablement Leaders, harnessing the potential of AI is no longer an option
but a necessity. In this article, we will delve into the major themes that sales teams must
comprehend before selling AI solutions to clients and prospects. We’ll also explore the criticality of
having a sales enablement strategy that includes research-based tools.

▶ The Core Generative AI Technologies

Understanding the AI Landscape
Before diving into selling AI to clients and prospects, it’s imperative for Sales Enablement Leaders
to have a solid grasp of the AI landscape. This involves understanding the core technologies of AI,
the applications, and the capabilities brought to the table.
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Building Trust With Clients
The successful adoption of AI in sales hinges on trust. Sales Enablement Leaders must address
client and prospect concerns regarding AI, especially those related to data privacy, ethics, and the
potential impact on their business.

“…the ambiguities over the authorship and copyright of AI-generated content are creating
question marks around intellectual property management and ownership. All these risks need
to be incorporated into a well-orchestrated trust and oversight program to ensure that these
technologies can be deployed in a sustainable manner.”

Philip Carter – Group Vice President, Worldwide Thought Leadership Research

Transparency: Transparency is key in building trust. Sales teams should be able to explain how AI
operates, what data is used, and how decisions are made. Clients and prospects need to know
that AI isn’t a “black box.”

Data Security: Assure clients that their data will be handled with the utmost care. Explain the
security measures in place to protect sensitive information and adhere to relevant regulations
(e.g., CASL, GDPR).

https://blogs.idc.com/2023/07/26/generative-ai-the-path-to-impact/
https://blogs.idc.com/2023/07/26/generative-ai-the-path-to-impact/
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Ethical Considerations: Discuss the ethical implications of AI in sales. Make sure your AI tools
adhere to ethical guidelines and do not engage in discriminatory practices.

Benefits to the Client: Clearly communicate the value AI brings to clients, such as improved
efficiency, better lead targeting, and enhanced customer experiences.

Customizing AI Solutions
One size does not fit all when it comes to AI in sales. Sales Enablement Leaders must work closely
with clients and prospects to customize AI solutions to meet their specific needs and objectives.

Needs Assessment: Start by conducting a thorough needs assessment. Understand the client’s
pain points, goals, and existing processes. Identify areas where AI can make the most impact.

Tailored Solutions: Craft AI solutions that are tailored to the client’s unique requirements. This
may involve integrating AI into their existing tech stack or developing custom AI algorithms.

Continuous Optimization: AI is not a one-time implementation; it requires continuous
optimization. Ensure that your sales team is equipped to provide ongoing support and
improvements.

Proving the ROI of Your AI Solutions With Confidence
Clients and prospects are likely to be interested in the return on investment (ROI) of adopting AI in
their processes. Sales Enablement Leaders should be prepared to provide tangible evidence of
how AI can generate positive results.

Case Studies: Share success stories and case studies of how AI has benefited other clients in
similar industries or with comparable challenges.

Data-Driven Insights: Use data to demonstrate the impact of AI. Show how AI has increased lead
conversion rates, shortened sales cycles, or improved customer satisfaction.

ROI Calculations: Work with clients to calculate the potential ROI of implementing AI. Consider
factors like cost savings, revenue increase, and productivity gains.

https://www.idc.com/custom-solutions/content-marketing-services/customer-case-study
https://www.idc.com/custom-solutions/business-value
https://www.idc.com/custom-solutions/sales-enablement/interactive-selling-tool
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AI Training and Adoption
Selling AI to clients and prospects is only the beginning. The successful adoption of AI within their
organizations is equally crucial. Sales Enablement Leaders should emphasize the importance of
training and change management.

Training Programs: Develop comprehensive training programs to ensure that client teams are
proficient in using AI tools. This includes both technical training and understanding how AI fits
into their processes.

Change Management: Understand that introducing AI can be disruptive. Provide guidance on
managing the transition, addressing resistance, and fostering a culture of innovation.

The Criticality of Research-Based Tools for Selling AI
To effectively sell AI to clients and prospects, Sales Enablement Leaders should have access to
research-based tools and insights. These tools can help in market analysis, competitor
assessment, and staying updated on AI trends.

Market Research: Leverage market research tools to understand the demand for AI in specific
industries. Identify niches where AI adoption is growing rapidly.

Competitor Analysis: Research what your competitors are offering in terms of AI solutions.
Identify gaps in the market that your offerings can fill.

Trend Tracking: Stay informed about the latest trends and developments in AI. This knowledge
can be used to position your AI solutions as cutting-edge and up to date.

Client-specific Insights: Utilize research tools to gather insights about specific clients and
prospects. Understand their pain points, industry challenges, and preferences.

https://www.idc.com/custom-solutions/sales-enablement
https://www.idc.com/custom-solutions/sales-enablement
https://www.idc.com/custom-solutions/custom-analytics
https://www.idc.com/custom-solutions/custom-analytics


Learn More
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idc.com/eu/consulting

linkedin.com/company/idc_emea
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Book your complimentary consultation now

In the age of AI, Sales Enablement Leaders play a pivotal role in driving the successful adoption of
AI solutions within their organizations and among clients and prospects. To excel in this role, it’s
crucial to understand the AI landscape, build trust with clients, customize solutions, demonstrate
ROI, and emphasize the importance of training and change management. Having access to
research-based tools is instrumental in making informed decisions and staying ahead in the
competitive AI market. As AI continues to reshape the sales landscape, Sales Enablement Leaders
who master these themes will be well-positioned for success.

Request more information about IDC’s solutions for Sales Enablement leaders, new training
solutions, market insights, interactive selling tools and business value calculators.

https://bit.ly/456DRVX
https://bit.ly/456DRVX
https://www.idc.com/eu/consulting
https://www.linkedin.com/company/idc_emea/
https://www.linkedin.com/company/idc/

