How to Actually Use
Al If You Carry a Quota

The Al Sales Playbook for Individual Contributors

A field manual for AEs, SDRs, account managers,
and frontline leaders who want Al to show up in their pipeline,
not just their browser tabs.
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SECTION 01

If You Carry a
Numberin 2026

What your day actually looks like, and what has changed.
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Let us start with what your day actually looks like. Your quota went up. Your territory might have gotten
smaller. You have access to fourteen tools, nine of which have an Al feature you have never opened.
Your inbox has pitches from Al SDR companies, Al coaching platforms, Al writing assistants, and at least
one vendor claiming their product will replace you entirely. Meanwhile, you are still judged on meetings
booked, pipeline created, and revenue closed. None of that has changed.

What has changed is that the rep sitting next to you, the one who seems to have more hours in the day, is
using Al differently than you are. Not better tools. A different approach. They are not asking ChatGPT to
rewrite their emails. They have built a system: a personal operating environment where Al does the
research, drafts the outreach, preps the calls, updates the CRM, and coaches them on what is working.
They are doing in four hours what used to take eight. And their pipeline shows it.

This playbook is the system. Not theory. Not a list of tools to evaluate. A step-by-step guide to building a
personal Al sales operating system using three specific tools: Claude as your primary workspace,
Perplexity as your live research engine, and voice dictation as the connective tissue that makes the
whole thing fast enough to use between calls.



11+ hrs 44% 2X

Saved per rep Higher productivity More likely to hit quota
per week with Al 1 with Al tools 2 (Al power users) 3

Leverage Strategies | The Al Sales Playbook 2026



Sales professionals who use Al daily are twice as likely to reach quota.® Reps save over eleven hours per
week.t Productivity increases by 44%.2 New reps ramp 30-40% faster.4 These are not projections. These
are measurements from 2025 and early 2026 deployments. The gap between reps who have built an Al
system and reps who have not is already visible in pipeline metrics. Within twelve months, it will be visible
in compensation.



This playbook is written for Claude specifically because Claude is the best tool for
building a persistent, context-aware sales operating system. It has the largest
context window, the best long-form reasoning, Projects that retain your entire sales
brain across conversations, and the ability to build tools and applications from plain
English descriptions. But the principles apply regardless of which Al you use. The
system matters more than the specific tool.
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SECTION 02

Your Al Stack

Claude, Perplexity, and Voice. How they work together.
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Before you build anything, you need to understand how the three tools in your stack work together. Each
one does something the others cannot. Using all three costs about $40-50 per month.1! That investment
buys you roughly ten extra hours per week. There is no tool in sales with a better return.



Claude Is Your Primary Workspace

Claude is where you think, plan, write, and build. It is not a chatbot you visit when you need a quick
answer. It is a persistent environment that knows your territory, your ICP, your product, your competitors,
your tone of voice, and your deal history. Every conversation you have inside a Claude Project benefits
from that context automatically. You do not re-explain yourself. You do not re-upload your battle cards.
Claude already knows.

What makes Claude different from ChatGPT for sales work: Claude’s Projects feature gives you a
200,000-token context window?? that retains your documents, custom instructions, and conversation
history. That is large enough to hold your entire sales knowledge base: product positioning, pricing
guides, objection handling, competitive intel, case studies, persona profiles, and your own writing
samples. Claude also has better long-form reasoning, produces more professional output for enterprise
communications!é, and can build functional tools and applications through Claude Code.

ChatGPT is still useful for creative brainstorming, image generation for decks and social posts, and quick
ideation when you want a looser, more playful tone. But for the structured, context-rich work of selling,
Claude is the primary workspace.16



Perplexity Is Your Research Engine

Perplexity does one thing Claude cannot: search the live web with citations. When you need to know
what a prospect company announced last week, who they just hired, what their CEO said at a
conference, or what technology they are running, Perplexity finds it and tells you where it came from. It is
the fastest way to go from knowing nothing about an account to having a working intelligence brief.

The handoff pattern is simple: Perplexity gathers, Claude synthesizes. You use Perplexity to pull raw
research, then drop it into Claude where it gets combined with your knowledge base, matched to your
voice, and turned into something you can actually use: whether that is an email, a call prep brief, or an
account strategy.



Voice Is Your Speed Multiplier

Voice dictation, through tools like SuperWhisper or your phone’s built-in dictation, is what makes the
entire system fast enough to use in a real sales day. Speaking is three to four times faster than typing.1°
More importantly, you will say things you would never type. A sixty-second voice debrief after a call
captures richer context than you would ever bother typing into a CRM field. A two-minute voice brain
dump on a commute produces a complete account strategy that Claude can structure into a plan.

The rule is simple: if it takes more than thirty seconds to type, talk instead. Voice into Claude. Voice into
Perplexity. Voice into your CRM notes. The speed difference compounds across every workflow in your
day.



Your Al Stack at a Glance

Claude Primary workspace. Thinks, writes, Research synthesis, email drafting, call prep, deal
remembers, builds. strategy, proposals, tool building, coaching

Perplexity Live research engine. Finds and cites Account research, news, hiring signals, tech stack,
current information. competitive intel, industry trends

Voice (SuperWhisper) Speed multiplier. 3-4x faster than typing.° Post-call debriefs, CRM updates, long prompts, on-the-
go strategy, brain dumps



SECTION 03

Building Your
Claude Sales OS

The section that separates people who use Al from people who have a system.
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This is the section that separates people who use Al from people who have an Al system. You are going
to build a Claude Project that functions as your personal sales operating system. When it is done, every
conversation you have with Claude will already know your role, your territory, your product, your
competitors, your writing style, and your deal context. You will never explain yourself again.



Step 1: Create Your Sales Project

Open Claude. Navigate to Projects in the left sidebar. Create a new Project. Name it something specific
and functional: “Q2 Mid-Market AE: Enterprise SaaS” or “NAM SDR: Financial Services” or “Strategic
Accounts: Manufacturing.” The name should tell Claude who you are and what you sell at a glance.



Step 2: Write Your Custom Instructions

This is the most important step. Your custom instructions tell Claude how to think about every
conversation in this Project. They are the difference between Claude acting as a generic assistant and
Claude acting as a teammate who understands your world.

The more specific you are, the better Claude performs. Include your comp structure if it affects your
priorities. Mention your reporting cadence. Tell Claude about your manager’s expectations. This context
does not disappear between conversations. It shapes every answer Claude gives you inside this Project.



EXAMPLE

Custom Instructions for a Sales Project

You are my Al sales partner. | am an Account Executive selling [product] to [ICP] in [territory]. My quota is
[amount]. My average deal size is [range]. My sales cycle is [lengthl].

When | ask for emails, write in my voice: direct, confident, no fluff, always lead with the prospect’s context
before mentioning our product. Never use “I hope this email finds you well” or “just checking in.”

When | ask for research or analysis, be thorough but concise. | want the insight, not the summary. Tell me
what matters and why.

When | share call notes or deal context, look for: buying signals | might have missed, risks | am not seeing,
stakeholders | should be engaging, and next steps that create momentum.

Always assume | am preparing for a real conversation with a real person. Everything you produce should be
ready to use, not a draft | need to rewrite.
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Step 3: Build Your Knowledge Base

Upload the documents that represent your sales brain. Claude’s 200,000-token context window can hold
a surprising amount.? You do not need perfect organization. Claude finds connections without perfect

folder structures. What matters is getting the right information in.



What to Upload
(Document —————WhattConains ——————Why ClawdeNocasit_——_—_

Product Positioning One-pagers, pitch decks, value So Claude can reference your actual product when
propositions, pricing overview drafting outreach and proposals

ICP and Personas Ideal customer profiles, buyer personas, So Claude targets the right people with the right
decision-maker roles, JTBD message

Competitive Intel Battle cards, feature comparisons, win/loss  So Claude can handle objections and position
themes, displacement stories against competitors accurately

Objection Handling Common objections, approved responses, So Claude drafts responses that align with your
negotiation frameworks methodology

Case Studies Customer stories, ROI data, testimonials, So Claude can weave social proof into outreach and
reference accounts proposals

Your Best Work 10-15 of your best emails, LinkedIn posts, So Claude learns your voice and produces output

proposals that sounds like you



Step 4: Train Your Voice

Upload ten to fifteen examples of your best writing: emails that got replies, LinkedIn posts that performed,
proposals that closed. Then ask Claude to analyze your writing style and summarize it. Save that
summary as part of your Project instructions. From that point forward, every email Claude drafts will
sound like you wrote it. This is the difference between Al-generated content that gets ignored and Al-
assisted content that gets replies.



Step 5: Build Account Workspaces

For your strategic accounts, create dedicated conversation threads within your Sales Project. Each
thread becomes an account workspace where you accumulate context over time: discovery notes,
stakeholder maps, call summaries, email drafts, objection history, internal politics, and deal strategy. The
longer you work an account, the more Claude knows about it, and the better its output becomes.

When you sit down to prep a call or draft a follow-up, you open that account’s thread. Claude already has
the full history. You say: “I have a meeting with the VP of Engineering tomorrow. Based on everything we
know about this deal, what should | focus on?” And Claude gives you an answer informed by months of
accumulated context, not a generic suggestion.



This is the core insight of the Claude Sales OS: context compounds. Every piece of
information you feed Claude makes every future output better. The rep who has
been building their system for three months produces dramatically better output
than the rep who opened Claude for the first time this morning. Start now. The
compound effect is real.
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SECTION 04

Your Four
Al Teammates

Four roles Claude plays depending on what you need.
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Once your Claude Sales OS is built, you have access to four Al teammates. These are not separate
tools. They are four roles that Claude plays depending on what you need. Each one replaces hours of
manual work with minutes of Al-assisted work.



The Researcher

Before every call, before every email, before every strategy session, you need context. The Researcher
builds it. Using Perplexity for live data and Claude for synthesis, you can go from knowing nothing about
an account to having a complete intelligence brief in under five minutes.14



The 5-Minute Account Research Workflow

Minute 1: Drop the company URL into Perplexity. Get their positioning, key products, and recent proof
points.

Minute 2: Ask Perplexity: “What roles is [company] currently hiring for?” Hiring patterns reveal priorities
and pain.

Minute 3: Ask Perplexity for recent news: funding, leadership changes, product launches, partnerships.

Minute 4: Check their tech stack through Perplexity or your enrichment tools. What are they running?
What is missing?

Minute 5: Paste everything into Claude. Ask: “Given my ICP and what we sell, synthesize this into a pre-
call brief. What matters, what is the angle, and what questions should | ask?”

Five minutes. You now have a brief that would have taken twenty-five minutes to assemble manually?#,
and it is synthesized against your product positioning and ICP criteria because Claude already has that
context from your Knowledge Base.



The Prospector

The Prospector handles the work that consumes most of an SDR’s day and a significant chunk of an
AE’s: identifying targets, personalizing outreach, managing multi-touch sequences, and following up.
Claude does not just write a better email. It writes a better email because it knows your ICP, your product,
the prospect’s context, and your voice.



EXAMPLE

First-Touch Outbound Prompt

| need a first-touch email for [name], [title] at [company]. Here is what | know:

» They just posted a [role] opening (from Perplexity research)
» Their CRO mentioned [pain point] at a recent conference

» They are currently using [competitor] based on their tech stack

Write the email in my voice. Lead with their situation, not our product. Reference one specific signal. Keep it
under 120 words. End with a question, not a pitch.
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Notice what is happening here: you are not asking Claude to “write a cold email.” You are giving it specific
signals, a specific prospect, and specific constraints. The quality of your prompts determines the quality
of your output. The more context you provide, the less the result sounds like Al and the more it sounds
like a thoughtful human who did their homework.



The Deal Desk

The Deal Desk handles everything that happens around a live deal that is not the actual conversation:
call summaries, CRM updates, follow-up emails, next-step proposals, internal deal memaos, pricing
scenarios, and ROI narratives. This is where voice becomes essential.

After every call, you dictate a sixty to ninety second debrief. Just talk. What happened, what surprised
you, what the prospect said, what they did not say, what the next step should be. Send that voice note to
Claude. Claude turns it into: CRM-ready notes, a follow-up email draft, a list of action items, and an
update to your account workspace with the new context.



EXAMPLE

Post-Call Voice Debrief - Claude

Just got off a 30-minute discovery call with Sarah Chen, VP Ops at Meridian. She has a team of 12, mostly
manual processes for client onboarding. Their current system is spreadsheets plus a legacy tool she called
“painful.” Budget is approved for Q2 but she needs to get her CFO on board for anything over 50K. Main
objection is implementation time. They tried a platform migration last year and it went badly. She asked about
our services team specifically. Next step is a technical demo with her operations lead Marcus next Thursday.
| need to send a case study about a similar-sized implementation that went smoothly.
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That took sixty seconds to dictate. Claude now has everything it needs to produce call notes, the follow-
up email referencing the implementation concern, a CRM update with the new stakeholder Marcus, and a
recommendation for which case study to send. Without voice, you would have typed fragments into three
different systems over the next hour. With voice and Claude, it is done before your next meeting starts.



The Coach

The Coach is the teammate nobody talks about because it handles the part of sales that is not in any

playbook: the politics, the positioning, and the career strategy that determine whether you get promoted
or get managed out.

Claude, when given enough context about your team dynamics, your manager’s priorities, and your
company’s internal landscape, becomes the most patient and honest strategic advisor you have ever
had. It does not gossip. It does not have an agenda. It does not get tired of your questions.



Using Claude as Your Private Strategic Advisor

Start a separate conversation thread in your Sales Project called something neutral like “Strategy Notes”
or “Thinking.” This is your private space. Use it to:

Map power dynamics: “Who really controls pricing exceptions? When the VP of Sales says X, what
does she actually mean? Help me map who | need to influence.”

Prepare for high-stakes conversations: “I have my performance review next Wednesday. Here is what
| have accomplished. Role-play this conversation with me.”

Navigate tricky situations: “My deal is stuck because the SE team is overloaded. What are my options
for getting prioritized without burning the relationship?”

Build your narrative: “Take my wins from the last 90 days and turn them into a story that positions me
for the senior AE role.”



The key to making this work is providing enough context. Office politics happen off-paper: in hallway
conversations, in facial expressions, in the meeting after the meeting. If you can describe that context to
Claude, even imperfectly, Claude can help you navigate it. The more you use the Strategy thread, the

more context Claude accumulates about your organization, your peers, and your goals, and the more
useful its advice becomes.



The Coach is the most underused Al capability in sales. Every rep has access to a
strategic advisor that never judges, never repeats what you said, and gets better the
more you share. The ones using it have a structural advantage in career navigation
that has nothing to do with quota.
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OOOOOOOOO

Ten Playbooks
You Can Steal

Complete workflows you can adapt immediately.



Each playbook below is a complete workflow. Situation, tools needed, steps, and an example prompt you
can adapt immediately. These are the workflows that produce measurable results: more meetings, faster
cycles, cleaner pipeline, and better win rates.



1. Cold Outbound Engine

Situation: You need to build pipeline from scratch in a new segment or territory.

Workflow: Use Perplexity to identify companies matching your ICP signals (hiring, funding, tech
changes). Batch the research into Claude. Ask Claude to draft personalized first-touch messages for
each, referencing specific signals. Review, approve, send. Feed responses back into Claude to refine the
approach.

2. Five-Minute Pre-Call Prep

Situation: You have a discovery call in fifteen minutes and you know almost nothing about the account.

Workflow: Perplexity rapid research (company, person, recent news, hiring, tech stack). Paste into
Claude. Ask for a one-page brief: who they are, what they probably care about, three discovery questions
tailored to their situation, and one potential objection to prepare for.



3. Warm Inbound Speed-to-Lead

Situation: A high-value inbound lead just came in. Speed to response determines conversion.

Workflow: Perplexity for 60-second company context. Claude drafts a personalized response referencing
their likely use case. Review and send within five minutes. Sub-five-minute response increases
conversion up to tenfold.®

4. Closed-Lost Deal Revival

Situation: You have closed-lost deals from the last 6-12 months that might be worth re-engaging.

Workflow: Export your closed-lost list. Use Perplexity to check each company for new signals: leadership
changes, funding, hiring. Feed the research into Claude with the original loss reason. Dratft a re-
engagement message that acknowledges the history and references the new signal. Only reach out
when there is a genuine trigger.



5. Multi-Threading a Live Deal

Situation: You are single-threaded on a deal and need to expand to other stakeholders.

Workflow: In your account workspace thread, ask Claude to map the likely buying committee. Use
Perplexity to research each new stakeholder. Have Claude draft personalized outreach for each one that
references the existing conversation without undermining your champion.

6. Expansion Play from Usage Data

Situation: An existing customer is using the product heavily and may be ready for expansion.

Workflow: Feed usage data or observations into Claude. Ask it to identify expansion signals, draft an
outreach message to the account owner, and build a brief one-page business case for why expansion
makes sense now.



7. Proposal and SOW in Minutes

Situation: You need to turn a verbal agreement into a professional proposal quickly.

Workflow: Voice-dictate the deal terms, the prospect’s stated needs, and the agreed scope into Claude.
Ask Claude to produce a structured proposal: executive summary, current state, proposed solution,
investment, timeline, and expected outcomes. You have a first draft in minutes, not hours.

8. Pipeline Review Prep

Situation: Pipeline review is tomorrow morning and you need to walk in sharp.

Workflow: Paste your current pipeline data into Claude. Ask it to flag: deals with no activity in 10+ days,
deals missing a next step, deals where the close date has slipped, and deals where you are single-
threaded. Then ask for a recommended narrative: what to lead with, what to address proactively, and
what to ask your manager for help on.



9. Executive-Ready Deal Memo

Situation: You need internal executive sponsorship or approval on a complex deal.

Workflow: Voice-dictate the full deal context into Claude: the opportunity, the stakeholders, the
competitive situation, why you need executive support, and what you are asking for. Ask Claude to
produce a concise internal memo that reads like leadership wrote it: problem, opportunity, ask, and
timeline.

10. Personal Brand to Pipeline Flywheel

Situation: You want to use LinkedIn content to warm up prospects and build inbound.

Workflow: After every deal win, interesting conversation, or market observation, voice-dictate the insight
into Claude. Ask it to draft a LinkedIn post in your voice that shares the lesson without naming the
customer. Engage with comments. When prospects DM or engage, use the Prospector workflow to
convert attention into conversations.



SECTION 06

Voice as
a Weapon

Why speaking is the force multiplier that makes the whole system work.
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Most of the workflows in this playbook involve feeding Claude rich, detailed context. The problem is that
typing rich, detailed context is slow and most reps will not do it. Voice solves this. When you speak, you
naturally provide the kind of nuance, emotion, and detail that you would never bother typing. A thirty-
second voice note after a call captures more useful information than five minutes of CRM data entry.



Setting Up Your Voice Stack

SuperWhisper is the best dedicated tool for this. It is an Al-powered voice-to-text app that works system-
wide on Mac and iPhone, processes on-device for privacy!s, and supports custom vocabularies for
industry-specific terms. It costs $9 per month and users report saving twenty or more minutes per day.*2 If
SuperWhisper is not available on your platform, your phone’s built-in dictation works. The tool matters
less than the habit.

Configure it with modes for different outputs: an email mode
that formats dictation as professional messages, a note mode for raw capture, and a custom mode that
formats your speech as Claude prompts. The goal is to eliminate the friction between having a thought
and getting it into your Al system.



The Three Voice Workflows That Change Everything

Post-Call Debrief (60-90 seconds)

Immediately after every call, dictate what happened. Do not wait. Do not clean it up. Just talk: who was
on the call, what they said, what surprised you, what the objection was, what the next step is. Send it to
Claude. Claude produces: CRM notes, a follow-up email draft, a task list, and an update to your account
workspace.

Long Prompts on the Move
On your commute, on a walk, between meetings: voice-dictate strategy and thinking into Claude. You
would never type that paragraph. You will absolutely say it in forty-five seconds while walking to your car.

Micro-Communications

Slack messages, internal updates, Linkedln comments, quick emails: dictate them, let Claude clean them
up, send. The time savings are small individually but they compound across dozens of daily
communications into hours recovered per week.



The simple rule: if it takes more than thirty seconds to type, talk instead. Voice is not
a convenience feature. It is a force multiplier that determines whether your Al
system is something you use occasionally or something that is woven into every hour

of your selling day.
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SECTION 07

Building Your
Own Tools

You do not need to know how to code. You describe what you want.
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One of Claude’s most underused capabilities is that it can build functional tools from plain English
descriptions. You do not need to know how to code. You describe what you want, and Claude builds it.
This means you can create custom tools that match your exact sales process instead of adapting your
process to someone else’s generic software.



Three Tools You Can Build in Twenty Minutes

Tool 1: ROI Calculator

Describe your pricing model and the value metrics your customers care about. Ask Claude to build a
simple web application where you enter a prospect’s current numbers and it calculates the ROI of your
solution with a clean visual output. You now have a custom calculator you can share with prospects or
use in calls. No engineering team needed.

Tool 2: Deal Scoring Model

Describe the criteria that predict whether a deal will close: champion level, budget confirmed, competitive
displacement, timeline defined, technical fit. Ask Claude to build a spreadsheet or simple app that scores
your current pipeline against those criteria and flags the deals that need attention.

Tool 3: Discovery Question Generator

Describe your sales methodology and your most common buyer personas. Ask Claude to build a tool
where you select the persona and the deal stage, and it generates tailored discovery questions. Feed it
your best discovery calls as examples. The tool gets better over time.



The principle with building tools: keep the scope tight, test with real data, and iterate. You are not building
enterprise software. You are building personal leverage. A simple tool that you use every day is worth
more than a complex tool that sits in a folder.



SSSSSSSSS

The Daily, Weekly,
and Monthly Rhythm

A system is only as good as the routine that sustains it.



A system is only as good as the routine that sustains it. Here is the operating rhythm that turns your
Claude Sales OS from something you set up once into something that compounds every day.



Daily: The Rep’s Rhythm

Morning (15 min) Review signals, prep for today’s meetings,
prioritize outreach

Prospecting block (60 Run outbound sequences, respond to

min) inbound, qualify leads

After each call Voice debrief, follow-up, CRM update

End of day (10 min) Review pipeline movements, prep

tomorrow’s priorities

Claude surfaces priorities. Perplexity pulls overnight
signals. Pre-call briefs generated.

Claude drafts personalized outreach. You review,
edit, send.

60-second voice note into Claude. Notes, email,
tasks generated automatically.

Claude summarizes day’s activity, flags tomorrow’s
critical actions.



Weekly: The Manager’s Rhythm

Activity What Happens Al Role

Pipeline review Review deal health, risk flags, stuck stages,
forecast accuracy

Call review Review 3-5 calls per rep for coaching
opportunities
Outbound experiment Test one new messaging angle or sequence

variation

Claude generates pipeline summary with risk flags
and suggested actions per deal

Al identifies patterns: objections handled well, missed
signals, coaching moments

Claude manages variant creation. Insights Agent
measures results.



Monthly: The Leadership View

At the monthly level, the system produces a view that most sales leaders do not have: where the team is
winning and losing, which motions produce the best return, which segments are responding, and where
to invest or cut. This is the data that turns Al from a rep productivity tool into a strategic advantage for the
entire organization.



SECTION 09

Thirty Days to
Al-Native

The week-by-week implementation plan.
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Here is the week-by-week implementation plan. By the end of thirty days, you will have a fully operational
Claude Sales OS, tested workflows, and measurable results to show for it.



Week 1: Foundation

Day 1-2: Create your Claude Sales Project. Write custom instructions. Upload your core knowledge base
documents (product, ICP, competitors, objections, case studies, your best writing).

Day 3-4: Train Claude on your voice using your top 10-15 emails and posts. Set up SuperWhisper or
your voice dictation tool. Practice the post-call debrief workflow on your next three calls.

Day 5: Set up Perplexity. Run the five-minute account research workflow on three prospects. Practice the
Perplexity-to-Claude handoff.



Week 2: Core Workflows

Day 6-7: Build account workspace threads for your top five strategic accounts. Populate with existing
context: CRM notes, email history, deal strategy.

Day 8-9: Run the Prospector workflow: use Claude to draft personalized outbound for ten prospects
using real research. Compare quality and speed to your usual process.

Day 10: Use the Deal Desk workflow after every call this day. Voice debrief, Claude generates notes and
follow-ups. Measure time saved.



Week 3: Playbooks and Tools

Day 11-13: Work through three playbooks from Section 5 that match your current priorities. Adapt the

prompts to your specific situation. Save your best prompts in a Prompt Library document inside your
Sales Project.

Day 14-15: Build one tool with Claude: an ROI calculator, a deal scoring model, or a discovery question
generator. Use it in a real conversation this week.



Week 4: Rhythm and Measurement

Day 16-20: Lock in the daily rhythm from Section 8. Morning prep, prospecting block, post-call debriefs,
end-of-day review. Every day.

Day 21-25: Measure your results against your pre-Al baseline. Track: time spent on research, emails
drafted per hour, pipeline created, response rates, meetings booked.

Day 26-30: Refine. Update your custom instructions based on what you learned. Add new documents to
your knowledge base. Share what is working with your team. You are now running a system, not using a
tool.



45% 27% 40%

More deals closed Shorter sales More time
with Al/ML tools 5 cycles ¢ actually selling 7
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OOOOOOOOO

The Gap Is
Already Visible

The difference is not subtle anymore.



The difference between Al-native sellers and everyone else is not subtle anymore. It shows up in pipeline
reviews, in the speed of follow-ups, in the quality of proposals, in the depth of account knowledge, and in
the number of hours left at the end of a week. Reps using Al systems are 44% more productive? and
twice as likely to hit quota.® They ramp 30-40% faster.4 They close 45% more deals.5> They report being
2.4 times less likely to feel overworked.8

These are not futuristic projections. These are measurements from the last twelve months. The tools are
available today, at price points that pay for themselves in the first week.



The question is not whether Al will change how selling works. It already has. The question is whether you
are building a system or still treating Al as a chatbot you visit when you cannot think of a subject line. The
rep who builds their Claude Sales OS this month will have three months of compounding context and
refined workflows by the time their peers start taking this seriously. That gap does not close easily.

Start today. Create the Project. Upload the knowledge base. Write the custom instructions. Prep for your
next call using the five-minute workflow. Debrief using voice. Let the system learn.



The best time to build your Al sales system was six months ago. The second best
time is this afternoon. Create your first Claude Sales Project, pick one workflow from
this playbook, and use it on your next call. That is all it takes to start. The compound
effect handles the rest.
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About Leverage Strategies

Leverage Strategies helps individuals and organizations build Al-powered systems for sales, go-to-
market, and revenue operations. From individual reps looking to build their personal Al stack to
commercial operations teams deploying agent infrastructure across divisions, we work at every scale.

If you want help building your Claude Sales OS, deploying Al workflows for your team, or designing an
agent-powered revenue system for your organization, reach out. No pitch deck. Just an honest
conversation about where you are and what the next step looks like.

Leverage Strategies | 2026
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