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STRATEGY

Sales AI: Unlocking Growth by Balancing
Human-Led Relationships and AI
Effectiveness

by Anita Anbu and Venkat Tummalapalli

Applying AI in sales can uncover new opportunities

   INSIGHT | NOTE 07 May 2025

Sales AI is reshaping the sales landscape, revolutionizing how organizations strategize and

achieve their goals. In B2B settings, where trust, relationships, and personalized

engagement are critical, AI is increasingly transforming key functions. By 2030, the Sales
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AI market is expected to grow to $93.4 billion, driven by advancements in generative AI

and predictive analytics. These technologies optimize lead qualification, forecasting, and

customer engagement, enabling organizations to expand their reach and improve

customer satisfaction.
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However, while AI transforms processes, it cannot fully replicate human strengths like

trust-building, creativity, and nuanced decision-making—elements that remain vital in

B2B sales. This article explores how sales leaders can integrate AI as a complement to

human expertise, leveraging it not just for efficiency but to drive revenue growth, foster

relationships, and create entirely new roles like the “AI Sales Strategist” to unlock

opportunities.

Adoption Insights: The Strategic Role of Sales
AI

Sales AI adoption is growing but remains uneven across industries. Only 21% of sales

leaders feel confident in their understanding of generative AI, and adoption rates correlate

strongly with company size. Large enterprises, with their resource advantages, are 48

times more likely to deploy Sales AI than smaller firms. However, smaller companies often

have cleaner datasets, allowing them to realize AI’s value faster, though long-term resource

constraints may pose challenges.
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Organizations must think beyond cost-cutting and productivity improvements to unlock

AI’s full potential. By focusing on effectiveness, such as enhancing personalization,

streamlining workflows, and predicting customer needs, AI empowers sales teams to

exceed expectations and foster deeper relationships. AI works best when it augments

human strengths, automating routine tasks and delivering actionable insights while

preserving the essential rapport that human interaction brings to B2B environments.

Overcoming Barriers to Adoption

While promising, Sales AI adoption presents several challenges. Addressing these barriers

is critical to unlocking its transformative potential:

1. Data quality and integrity Poor data quality undermines AI’s effectiveness. Many

organizations face challenges integrating fragmented data from multiple systems

with varying governance rules and formats. For example, in advanced

manufacturing, inconsistent data around product specifications can slow sales

cycles. GenAI can iteratively cleanse datasets, allowing product specialists to validate

data and maintain quality. Implementing robust data governance frameworks and

automated validation tools ensures Sales AI solutions generate reliable insights and

unblock growth.

2. Privacy and compliance risks AI systems handling customer data must comply with

regulations like GDPR. A European manufacturer faced challenges summarizing

sales call notes while adhering to worker council regulations. By anonymizing data

and applying GenAI, they derived insights without compromising compliance,

enabling sales reps to stay informed while safeguarding sensitive information.

3. Integration with legacy systems Outdated systems often complicate AI integration.

A global financial services provider piloted GenAI alongside legacy tools, allowing

new use cases to scale while building employee confidence. Investing in middleware

and APIs enables gradual transitions, fostering trust in new technologies.

4. Ethical risks Biases in AI algorithms can damage trust. For instance, auto financiers

must carefully vet AI-powered credit decisions to eliminate bias and maintain

compliance. Regular audits, bias detection, and explainable AI tools help ensure

fairness and transparency, minimizing reputational risks.



5. Workforce resistance AI adoption often raises concerns about job displacement. To

address this, organizations must position AI as a productivity tool that supports, not

replaces, sales teams. For example, a Chinese company faced poor adoption of an AI

sales assistant due to complexity, lack of actionable insights, and inadequate

communication about its purpose, fueling workforce resistance. Transparent

communication, upskilling programs, and clear career pathways are essential to help

employees view AI as an enabler of growth and opportunity.

Strategies for Leveraging AI for Growth and
Relationships

1. Focus on effectiveness, Not just efficiency While AI improves productivity, its real

potential lies in driving growth. For example, HubSpot’s AI-powered predictive lead

scoring prioritizes high-potential leads based on customer data, increasing

conversion rates and accelerating sales cycles. This approach highlights how AI can

generate revenue and improve customer retention.

2. Augment human relationships with AI AI enhances trust, decision-making, and

administrative efficiency, allowing sales teams to build stronger relationships.

Salesforce’s Agentforce delivers data-driven insights to boost client confidence,

supports negotiations with actionable analytics, and automates routine tasks like

CRM updates. By freeing up time, AI enables teams to focus on high-value activities

like relationship-building.

3. Rethink workforce roles and Incentives Organizations must redefine roles to

maximize AI’s potential. Routine tasks can be assigned to AI, while new roles like “AI

Sales Strategist” can support strategic sales initiatives. For instance, a Virtual

Solution Consultant (VSC) can handle RFI/RFP responses while collaborating with an

AI Sales Strategist to close deals. Aligning incentives with measurable outcomes, such

as deal closure rates, ensures workforce engagement and collaboration.

4. Start small and build momentum Introducing AI with tightly scoped, low-risk

projects builds trust and confidence. For example, a healthcare provider

implemented AI-powered appointment scheduling, streamlining operations and

improving patient satisfaction. By showcasing tangible benefits, organizations can

gain stakeholder support for larger initiatives.



5. Invest in training and change management Effective AI adoption requires

upskilling teams to integrate AI into workflows seamlessly. LVMH’s “AI Factory”

upskilled 1,500 employees while establishing ethical AI guidelines, preparing their

workforce for evolving roles and reinforcing the company’s commitment to long-term

growth.

6. Build ethical and transparent AI practices Trustworthy AI requires robust ethical

standards and transparency. LinkedIn’s Account Prioritization Engine incorporates

explainable AI, enabling users to understand recommendations while minimizing

biases. This fosters trust and demonstrates LinkedIn’s commitment to responsible AI

use in sales.

Conclusion

Sales AI offers immense potential to transform the sales landscape by balancing

technological capabilities with human expertise. Organizations that address adoption

challenges, invest in ethical practices, and prioritize workforce readiness will be well-

positioned to unlock growth and strengthen relationships. By embracing AI as a partner,

sales leaders can drive both operational efficiency and top-line growth while ensuring

their teams are equipped to thrive in the evolving sales environment. When paired with

skilled and empowered sales teams, Sales AI is not just a tool for today but a driver of long-

term success.
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