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Yari Depla Charles Boutens Siebe De Saedeleir
Go-to-market Lead CRM Head of Growth Technical Architect
delaware Uman delaware

2 we commit. we deliver. ‘
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CRM adoption and sales professional workload

Companies with > 10 employees use CRM

.|

Sales professional focus on admin tasks

s|

Sales professionals expect Al workload reduction

81%

3 we commit. we deliver. d
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the (CRM) struggles that you (might) face

The CRM and market frends we experience with our customers

WV \V X/ WV X/ WV
The *hype” Speed of From input to Lack The workforce Silo’s.
of Al. delivery and output. of focus. is in constant
service needs evolution.
to be stepped
up..

5 we commit. we deliver. ‘
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What is the biggest struggle you
face with your current CRM?

® The Slido app must be installed on every computer you're presenting SlidO
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Johan Torssell @ - 2nd
CEO & Co-founder @ Spiich - Al that 2x sales productivity
Visit my website

2w ®
The CRM is dead. Long live the CRM.

Gil Harel [ - 3rd+

CEO & Co-Founder @ Clearitty | Re-inventing prospecting and ...
Book an appointment

Tmo-®
CRM is dead. You just don't know it yet.

Michael Moch [ - 2nd

Transforming Enterprise Velocity with ServiceNow | Founder & CE...
View my services

Tmo - ®
"CRM is dead.”

¥ Guillaume Josset - st
E? We help B2B teams keep their CRM contacts up to date in real time.

Th-®

Your CRM is decaying in real-time.

we commit. we deliver.

David Pengelley @ - 3rd+
Co-Founder at Syllogism | Al & Operations Strategist | Podcast Ho...

4mo -

CRM is Dead! Long Live CRM!

Controversial, or just the reality of 20257

JM Marino @ - 2nd
3 Connected Experiences + Tech + Data Strategies

Tmo + Edited +
CRM Didn't Die, It Dissolved

i Alex Melocco @ - 3rd+
Co-founder at Mira
6d- @

crms are dead. [}

Yari Depla @ - vou
Go2Market Lead CRM Solutions | Digital (Project) Manager |
Tw e @

Almost every day | see a post with the same title or content: "CRM is dead.”
I'm for sure no doctor. But | can prove the opposite.
... more



@ LinkedIn - Ivan Ilvanka

80+ reactions - 1 month ago

HubSpot Stock Plummets 68% Amid Al-Driven Efficiency ...

HubSpot's stock dropped 68% this year. $766 to $246. Nearly $30 billion in market cap - gone. | use
HubSpot CDP Enterprise every day.

Reuters
https:/Awww reuters com » business » salesforce-shares-

Salesforce shares drop as weak revenue view signals ...

04 Sept 2025 — With shares down about 24% so far this year, Salesforce has steered toward
acquisitions after years on the sidelines, aiming to boost its ... Read more

Linkedin - Salesforce Ben
10+ reactions - 2 months ago

Salesforce's Stock Plummets Despite Strong 2025 ...

Salesforce Stock Falls 20% — Why the Long-Term Story Still Looks Strong The CRM shares have
experienced a decline of 20.4%, which occurred ... Read more

Yahoo Finance
hitps:/ffinance yahoo com » news » microsoft-stock-plu.

Microsoft stock plunges 10% as earnings drive $357 billion ...

29 Jan 2026 — Microsoft stock plunges 10% as earnings drive $357 billion market cap wipeout.
Quartz - Matthias Balk/picture alliance via Getty Images. Read more




CRMisn't dead. it’s evolving
) 0% =]

The basics > First Al steps > CRM as Infrastructure >

Understand Connect Al agents The full
your situation fo your CRM fransformation
* Identify your customers  Built-in agents - Copilof, * A good setup CRM pushes
. Get a process in place, Joule, Einstein: Al native to you forward and uses your
what's your sales or service your CRM platform channels
process » External agents - Claude, » Full Sales Enablement and
ol ol o e BoCCRM ChatGPT: connect via MCP Sales Intelligence suites as
to your CRM data a front-end on your CRM
- Start with one workflow: Data
account research, call prep, + Al Agents that orchestrate
or pipeline review daily operations

—

Having a good foundation is the start of it all
From that foundation we learn and we support

From supporting to leading ‘

9 we commit. we deliver.




two ways to bring Al info your sales process

11

First Al steps

we commit. we deliver.

Al tools + CRM connector

General-purpose Al on your data

LLM + skills / instructions
Copilot, Claude, GPT, ...

CRM connector / APl / MCP

CRM / CRM database

Sh

Flexible, any-domain Al

Skills can automate workflows
Reads CRM data as-is

Setup + maintenance per team

You build the sales logic

VS

ared CR

/
Uman.ai
Purpose-built sales intelligence
Sales brain
Offerings, cases, ICP
P
Al reasoning layer
o
4
CRM connector / APl / MCP
o
4
ul CRM / CRM database
o

e Sales-specific from day one

e Guided workflows out of the box
e Persistent context + enrichment
e Proactively enriches CRM data

e Multi-user Saa$, plug and play

\_° Sales best practices built in

CRM as Infrastructure




Most people know Al as a chatbot. An Al agent is fundamentally different.

chatfboft vs. Al Agent
&

Chatbot Al Agent

You ask, You delegate,

it answers it executes

Like Google, but conversational. You type a@ VS It can reason, plan, and take action in your

question, you get a text response. That's if. systems. Give it a goal - it figures out the
steps.

"What's the weather¢” — You get an
answer. "Book my frip to Berlin* — Searched,
compared, booked. Done.

Think of it this way: the difference between asking a colleague a question
...and delegating a task to them.

12 we commit. we deliver. ‘
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CRM as Infrastructure

© uran

orep like a machine — sell like a human

The all-in-one Al platform for solution selling —
built for complex B2B sales teams that sell multiple products and services and
need to tailor value to customer pain points.

Trusted by leading B2B sales teams

X wie  AKKODIS  dpg"  .MSg  PLATZMATION - randstad

ProXIMUS AT

14 we commit. we deliver.




why uman

5

You sell multiple
products & services

“Our reps only sell what they
know. We keep missing cross-sell
opportunities because content
and messaging are all over the
place.

R W randstad AKKODIS

proximus

15 we commit. we deliver.

You need
solution selling

“It's hard for sellers to connect
our value stories to customer
pain points. Deals stall because
they don’t have the right
context.”

Trusted by leading complex B2B sales teams

¢? bpostgroup

o uman

You have alarge
sales team

“Top performers figure it out, but
the rest struggle. Ramp-up of
new sales reps is slow and best
practices don’t get shared
consistently.”

KPMG




polatform overview — the all-in-one
Al platform for solution selling

3 Product & Services Knowledge Base
> The brain that knows everything about your products, services and case studies
)
O
e ]
£ External Data Scraping Meeting note capturing CRM account info
g Captures all data on the web of Capturesinformationin your online Takes info account your historic
3 the account and onsite meetings information in your CRM
$
o
".g Prospecting module Deal Execution module Account Mgmt module
§ Workflows for prospecting Workflows for sales meetings Workflows for cross-selling
<
(72}
c
™ &
o]
: & Y B Txw
9 Copilot Agentforce
c

Seamlessly syncs with your CRM uman in the flow of work |




let’s racel

17 we commit. we deliver.




the 3 "typical” sales scenario’s

deal
closure

i

18 we commit. we deliver. ‘
) N

account
management

lead
generation




up to you...

how fast can you find these resultse




YOUr Mission

Find a like-for-like prospect of a customer you |eC|d
generation

already have (or a customer you want to get in)

Check if that customer is worth your fime by
checking public sources

Investigate who is working at the customer and
who you can target

Make sure everybody knows you are targeting
that customer (by pushing it CRM)

20 we commit. we deliver.




up to you...

You can try for 5 minutes




How much time would you siill
need to complete this?

® The Slido app must be installed on every computer you're presenting SlidO

from
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our scenario

@ We are

An Industrial Technology Company called
“Siemens”

@ We are

Operating across automation, infrastructure,
mobility and digitalization. Serving
exclusively B2B customers globally.

@ Our story

We have a high market share in Germany
and want to repeat our success in Flanders

23 we commit. we deliver.




€ > Cc @

& power Apps |Home @ uman J% Microsoft Dynamics...

Dynamics 365 Sales Hub

%% org52ae964a.crm3.dynamics.com/main.aspx?appid=24612dd3-b518-f111-8342-6045bdf9e0f0& pagetype=entitylist&etn=account&yviewid=00000000-0000-0000-00aa-00001000100... & ¥ ) ®

3 All Bookmarks

I3 & | @ copilot

€= B9 Focused view  [Z] Show Chart

{1 Home
(® Recent o My Active Accounts*
7 Pinned R [J  Account Name T~
My Work

X [J  ABInBev
% sales accelerator

[ BASF SE

@ Activities

N [J PeayerAG
YE  Dashboards
@} sales Research Ag [ KBeC Bank & Verzekeringen

(] solvaysa

Customers

I Accounts

R

[J  ThyssenKrupp AG

Contacts

Sales

&
[t
A

Leads
Opportunities

Competitors

Collateral

@'
B

@

Quotes

Orders

Invoices

Products

Sales Literature

Marketing

Y
=

=

Marketing Lists

Camnaians
Rows: 6

-+ New

[ Delete

"

() Refresh

Visualize this view [ Email a Link

Main Phone v

+32162761 11

+40 621 60-0

+40 214 20-1

+32 22642111

+40 201 244-0

R

2 Flow Run Report -~ B8 Excel Templates -~ [ Export to Excel y : [&F Share -

0F Edit columns 5 Edit filters P F

Address 1: City v Primary Contact ~ Email (Primary Contact) +
Leuven
Ludwigshafen

Leverkusen

Brussels

Essen

s P " R R R R R R BRSNS DB BE===S=>ZSE>S=S©E©SSBEBDBZDmmmmw




how Uman solves thise

@ 4
Welcome back, Sven &
D Monday, Aug 25
2
]
How can | help you today?
. 6
&)
Which deals are at risk this month? What offerings can | upsell to Auronix?
5
©
9
<
% What's next Week Month Quarter Year 8 Customize
&
3
Gy Business Development Deal Execution Account Management
7]
Meeting booked Deal closed Healthy accounts
. /10 0/10 81%
1 1 1 +75% -15% v 1 (s) +12%
This quarter This quarter This quarter
<] Contacts to reach out 15 <* Deal coach actions 7 < Account coach actions 0
Ll
) Opportunity signals to review 8 “1 Upcoming meetings to prepare for 3 ~” Expansion opportunities to review +2 3
' < Lookalike prospects to review 1 2 1 Past meetings to follow up 0 ! Contacts to reach out 6

& Tadav'e facne

26 we commit. we deliver.



YOUr Mission

Come up with a story that could win that prospect deal
and deal
closure

oy

27 we commit. we deliver. ‘

Investigate what products/service you want to sell
at the prospect

Prepare an outreach message to your prospect




up to you...

how fast can you find these resultse




How much time do you still
need?

® The Slido app must be installed on every computer you're presenting SlidO

from
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on

Siemens /

Evonik account research

v

succeeds.

POTENTIAL OBJECTIONS

1. "We already use AVEVA" — position Siemens as
complementary (monitoring layer), not a
replacement. 2. "Budget is frozen under Tailor
Made" — lead with fast-payback energy savings
(12mo ROI). 3. "We just restructured, not the time"
— reframe: new structure needs new data visibility.

Antwerp segment.

RECOMMENDED NEXT ACTION

Identify Antwerp site operations/engineering
leadership via LinkedIn. Open with a perspective
on how Belgian chemical companies extract
structural cost savings through industrial loT —
anchor on energy monitoring (lowest barrier,
clearest ROI, maps directly to their published
sustainability commitments and Tailor Made cost
targets).

Log this prospect 7 Prep foracall 72 Match offerings 7 Draft outreach 2

Evonik is already in CRM as a new prospect (logged today), but it's a greenfield account —
no contacts, no opportunities, no prior commercial history.

The single biggest trigger is the convergence of two pressures at the Antwerp site: the
Tailor Made cost program demanding €400M in savings by year-end 2026, and the active
green energy infrastructure buildout (new 150kV substation, solar mirrors, Ecluse steam
network) that's crying out for digital monitoring on top. They're investing in the physical
infra but have no Siemens layer for real-time visibility — that's the gap.

Next step: Find the Antwerp operations/engineering lead on LinkedIn and open with a
perspective email anchored on energy monitoring ROI The site GM Ivan Pelgrims is
publicly vocal about competitiveness pressures — that's your strategic angle. Use the action

buttons above to move forward. &

Reply...
+ [

Opus 4.6




what does this mean for youe

Concrete examples of what an Al agent can do for a sales rep.

31

Accountresearch

Get a full prospect brief
in 30 seconds instead of
30 minutes

Ovutreach drafting

Personalized emails
based on real CRM data
and web intelligence,
not templates

we commit. we deliver.

Call preparation

Walk into every meeting
fully prepared - CRM
history + latest news +
talking points

Pipeline review

Spot at-risk deals and
know exactly where to
focus your week




how Uman solves thise

@ Deal qualification
© Score 58 Situation 7 «:ain 7 Impact 5 Critical Event 5 Decision 5
’ 58/ 100
Strengths Gaps
e Uman.ai is an Al-driven platform in a growth phase. * Specific public cloud provider and tech team size unknown.
e Expanding to enterprise clients, creating integration urgency. * Quantitative growth metrics and client names are missing.
« Clear pains identified: scalability, integration, cost volatility. * Financial impact of cloud cost volatility not detailed.
e CTO noted increased risk of downtime during CRM syncs. * No quantification of integration failures or downtime events.
¢ Integration challenges cause longer sales cycles and onboarding delays. ¢ Financial cost of delayed onboarding/SLAs not quantified.
e Strategic enterprise expansion creates business urgency. * Specific deadline for large client deployment is unknown.
* Key stakeholders identified; next step is technical workshop. * Economic buyer and project budget not yet identified.

¢ Decision-making process and evaluation criteria undefined.

33 we commit. we deliver.
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is CRM dead?

Heidi Elmore [[i - 3rd+ + Follow

Agentic Contact Center PMM Lead @ Microsoft & Enterprise ...
1mo » Edited »

Am | the only one who rolls their eyes when someone declares "software is dead” or
"CRM is dead?"

Let's be clear: Uls are evolving with Al, but software isn't dead. If anything, it's more
prolific than ever. Just look at the explosion of Al software companies entering the
market.

Data sources are transforming with Al. Conversational analytics will soon drive the
source of customer truth, not manually written notes. But that truth still needs to live
somewhere- like in a CRM.

Here's the reality: technology changes. It always has. The dramatic proclamations
need to stop.







	template slides
	Slide 1
	Slide 2: nice meeting you 
	Slide 3: CRM adoption and sales professional workload
	Slide 4
	Slide 5: the (CRM) struggles that you (might) face
	Slide 6
	Slide 7
	Slide 8
	Slide 9: CRM isn’t dead.
	Slide 11: two ways to bring AI into your sales process
	Slide 12: chatbot vs. AI Agent
	Slide 14: prep like a machine — sell like a human
	Slide 15: why uman
	Slide 16: platform overview — the all-in-one AI platform for solution selling
	Slide 17
	Slide 18: the 3 “typical” sales scenario’s
	Slide 19
	Slide 20: your mission
	Slide 21
	Slide 22
	Slide 23: our scenario
	Slide 24: how AI agents can solve this
	Slide 26: how Uman solves this?
	Slide 27: your mission
	Slide 28
	Slide 29
	Slide 30
	Slide 31: what does this mean for you?
	Slide 33: how Uman solves this?
	Slide 34
	Slide 35
	Slide 36
	Slide 37


