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SALES CONVERSATION

Autonomous sales conversion across the enterprise, powered by 12 governed Al ' | ‘

Employees that detect intent, score leads, engage visitors, and hand qualified deals
to reps, Human-in-Command throughout.
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For Sales Leaders, Revenue Teams, and Digital
Channel Managers, sales conversion operations i
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Slow, Manual Follow-Up

Sales reps receive cold lead lists with no context, no
scoring, and no recommended actions. By the time

outreach happens, the buying moment is gone.

Zero Cross-Sell Intelligence

Visitors follow single-product journeys. No system
identifies complementary products, optimal timing, or the

right channel to re-engage abandoned sessions.

One Trusted
Access Point

The Sales Conversion Al Command Center

connects revenue teams to:

@ CRM & Customer Data Platforms

@ Compliance &

HOW CONVERSION SCALES
WITHOUT LOSING CONTROL

Detect

Identifies high-intent visitors via
behavioral signals, time on page,
exit intent, return visits, quote
abandonment and initiates
proactive engagement.

Engage

Activates multi-channel follow-up
WhatsApp, In App Push, Browser
Resume, SMS/Email governed by
configurable Auto Policies with
consent enforcement.

Score

Evaluates every lead on three
dimensions Intent, Urgency, and
Fit producing a composite Hot /
Warm / Cool classification that
updates in real time.

Convert

Routes qualified leads to human
reps with enriched context briefs,
recommended talking points,
and full journey history, so reps
close, not chase.

From Insights to Revenue

Beyond scoring leads, the Sales Conversion Al Command Center

drives downstream outcomes where approved:

Proactive Lead
Engagement

Routing

Cross-Sell
Activation
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Website Visitor

Behavioral Signal Detection
(Intent Employee)

BUILT-IN
Identity Resolution & Segmentation S E C U R I T Y,
GOVERNANCE

(Identity Employee)

Lead Scoring Intent, Urgency, Fit &
(Scoring Employee)

COMPLIANCE

Designed for regulated environments:

Policy Validation & Compliance
(Compliance Employee)

Multi-Channel Engagement / Rep Handoff

(Engagement Employee + Handoff Employee)

Outcome Captured — Models Refined
(Learning Employee)

Role-based access aligned to existing permissions
(Keycloak SSO / RBAC)

Al Employees act only on organization-approved data sources,
governed by Auto Policies

Privacy-first: GDPR / LGPD / CCPA consent gating, no
engagement without explicit opt-in

Full traceability of every Al Employee action, lead
interaction, and Auto Policy decision

Complete audit trail with Pll masking across the stack

Business Outcomes

Organizations deploying the Sales Conversion Al Command Center
typically realize:

10X 84% <10s

Higher conversion Lower cost per First response time
rates across product acquisition to detected intent
lines
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EMPLOYEES FOR
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Sales Al Execution which is:

Fast, Governed, and Accountable.

12 Al Employees, working as one Auto.
One Auto Manager Console.
Human-in-Command always. Every
cycle compounds into the Auto Graph.
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