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THE STATE OF AI
FOR SALES & MARKETING
WHAT LEADERS NEED TO KNOW
ABOUT THE COMING AI REVOLUTION

ARTIFICIAL INTELLIGENCE(n.)

3
0

.6
%

YES

30%

20%

10%

0%

40%

50%

No

%
 O

F 
R

ES
PO

N
D

EN
TS

Not Sure

78
.5

%

NO

60%

40%

20%

0%

Yes

%
 O

F 
R

ES
PO

N
D

EN
TS

Not Sure

WHAT SALES MANAGER TASKS
WILL BE MOST IMPACTED BY AI?

0% 10% 20% 30% 40% 50%
% OF RESPONDENTS

Scoring & Prioritization

Contacting & Qualification

Social Selling
Content & Messaging

Data & List Services

Forecasting

Pipeline Management

Reporting

Quote & Proposal

Presentations

Territory & Quota Mgmt.

Other

43.6%
33.1% 

31.3%

WHAT SALES REP TASKS WILL
BE MOST IMPACTED BY AI?

0% 10% 20% 30% 40% 50%
% OF RESPONDENTS

Pipeline Mgmt & Forecasting

Account & Contact Research

Prospecting
Administrative Tasks

General Follow-up

Planning

External Meetings

Proposals and Contracting

Training

Travel Time (excluding regular commute)

Internal Meetings

51.1%
48.9% 

43.2%

0% 5% 10% 15% 20% 25%
% OF RESPONDENTS

I don’t understand it

I don’t trust it

I think it’s too expensive

I think it’s too hard to implement

I fear that it will replace human jobs

I can’t find the right solution

My management team isn’t ready

Other
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“AI is using a machine to understand past behavior in order to 
first predict, then potentially alter future behavior to produce 

more optimal outcomes.”
DAVE ELKINGTON | Chairman of the Board, XANT
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WILL AI REPLACE THE
SALES REP IN THE
NEXT FIVE YEARS?

WHAT SALES ROLE
WILL BE MOST
IMPACTED BY AI?

WHAT IS THE BIGGEST
OBSTACLE FOR USING AI?

WHAT PERCENTAGE OF
COMPANIES ARE USING
AI FOR SALES?

WHERE IN THE SALES PROCESS
DO MOST COMPANIES USE AI?

SEE A DEMO >

ARE YOU READY TO IMPLEMENT AI 
INTO YOUR SALES ORGANIZATION?
XANT sales acceleration technology uses artificial 
intelligence to build more pipeline and close better 
deals by discovering, prioritizing, engaging and 
managing your prospects.

In Association with
Sellinger Group

https://www.xant.ai/?utm_source=infoGStateofAI2018&utm_medium=Organic&utm_campaign=Home
https://www.xant.ai/?utm_source=infoGStateofAI2018&utm_medium=Organic&utm_campaign=Home
https://www.xant.ai/product/?utm_source=infoGStateofAI2018&utm_medium=Organic&utm_campaign=Product#demo
https://www.xant.ai/product/?utm_source=infoGStateofAI2018&utm_medium=Organic&utm_campaign=Product#demo
https://www.xant.ai/?utm_source=infoGStateofAI2018&utm_medium=Organic&utm_campaign=Home
https://www.sellingergroup.com



